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From Project to Product
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The Product Model



“All models are wrong, but

some are useful.”
- George E. P. Box



The Product Model
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How you decide which problems to solve
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How you solve problems

TEAMS FIND SOLUTIONS THAT ADDRESS FOUR PRODUCT RISKS

N\ Fop

VALVE FEASIBILITY

=

VSABILITY VIaBILITY




How you build solutions
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Product People



One organization’s
product owner
is another organization’s
product manager
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Product Management
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Product Ownership

STRATEGIC
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What this means for
business analysts



“If you need to invoke your
job title for people to believe
what you say, then you need a

better argument.”
- Neil deGrasse Tyson
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Business analysts deal with value @
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EXTERNAL

Business Analysis
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EXTERNAL

Internal product
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