Executive Summary

Feasibility Plan
1. Consumer problem
Main consumer concept: solve shortage of public restrooms that impact everyone’s life by creating an app
that allows consumers to rent restrooms.
Narrative direction
In the beginning of 2020, we saw the initial impact of covid-19. We have seen how much this pandemic has
impacted all of us. To summarize, we have seen this decline in the healthcare quality, especially in terms of
public goods and social services. We have seen a huge decline in public goods like libraries and public
restrooms for example. We know that public goods are divided into two, pure and quasi. I won’t go into
details, but I will be talking specifically about a decline in the supply of public restrooms.
The lack of public restrooms during the pandemic is impacting people’s mobility. The absence of public
bathrooms and criminalization of public urination and defecation create a huge inconvenience for people
(homeless people in particular are affected severely). In the grocery stores, the personnel often have to use
the same restroom as visitors causing them to close the bathroom for visitors. In restaurants, people have to
purchase something to use the restrooms. Private businesses usually never share restrooms. Furthermore,
cities are facing budget issues with building more public restrooms to compensate for the closed ones.
Toronto build a self-cleaning toilet for $250,000 each, Los Angeles spent about $182,000 for two stalls, and
Portland spent about $100,000 for just one bathroom. In Chicago for example, they can’t even keep their
elevators free of pee.
The consumer archetype for the app will be the Seeker and the Detective. These consumers can be restaurant
or bar owners who are struggling with revenue generation, or individuals who often cannot find bathrooms
during essential activities. Their mindset is all about transparency and fairness (e.g. service to contract
length), whereas the mindset of the individuals would be experience (how easy and reliable the app is).
2. Product problem
If 2019 was not terrible enough, we have gone from bad to worse now. Everything is closed, and it gets harder
for people to find restrooms. This is a basic needs issue. It affects all walks of life, and it creates negative
impacts in the society. Underproduction of public goods is a form of market failure. A decline in the Food,
Beverage, and Entertainment industry really impacted the supply of public restrooms.
What solution you are providing?
Bathroom access is a public health issue. The app will allow individuals to have access to free public restrooms
that are available in the vicinity. Furthermore, the app also has features that allow private businesses such
as restaurants and bars to offer public restrooms with a reasonable “pay as you go” policy. Requirements
include hand-washing station, sanitary conditions, running water, soap and hand towels or air dryers. There
will be time limit, and this is already common in Europe and Latin America. The app can bring potential traffic

and great reviews that may offset financial losses.
Currently the app is in a product concept stage still, and we can outsource to build the app. I have chosen
this method, and I will capitalize this cost. Furthermore, I will outsource lead generations from a marketing
agency as well, and this will be a fixed fee and will be part of the burn rate.
3. Market problem
Consumer experience
There’s a tremendous value in leveraging third-party marketplaces. I would like to incorporate mobile
elements and consumer experience together (most differentiated position). I am using similar concept to
Airbnb but for public restrooms. Specifically, I would like to connect restaurants with users where users can
pay to use the restrooms. Another similar successful concept is “Meal Pal” where users can go to any
restaurant, skip lines, and scan the Meal Pal barcode to get the preordered meal immediately, no problem.
That’s all it takes, scanning a barcode (this is a proven strategy). This will allow local businesses to get revenue
and traffic they deeply desire, in exchange for their bathroom.
Laws of opportunity
There’s currently no solution for this problem that works. I am trying my best to create a platform so the
market can function better. Research shows that people would pay to use restrooms. The key is to be
opportunity minded, and it’s not necessarily about success and failures, it’s about better and worse. I want
us to adopt this mindset throughout. Basically, this is going to be an app that consumers use, and they can
just scan the barcode using the app and use the restrooms in our partner location. I won’t bore you guys with
a barcode picture; anyone can imagine scanning a barcode with their phone from an app. It’s that simple.
This is my product differentiation.
4. Business model problem
Problems with current solution
There are many “free” public websites and apps where we can locate public restrooms, the list is endless.
They all have static database, where they only store restrooms location. This is the reason why users can
access the data with no internet. However, with the pandemic, my research shows that most public
restrooms are closed, and the information is not reflected. There are so many problems associated with this.
My thought is if most of the public restrooms are unavailable, then the App would not make a great impact,
just like all the other apps. This is the main problem. It’s like going to a grocery store with an App to purchase
but they don’t have what you are looking for. What’s the point of the App? Many people are suffering and
can’t even find restrooms around them.
MBV Assumptions
As mentioned before, my research shows people have no problems paying to use restrooms. Barcode
scanning is cheap and easy to make in the App. No one has done this before in the industry. I was able to
research some of the cost elements related to my App in Google.com. I use Crowdbotics.com to estimate the

cost for the outline requirements of my App. They asked 10 different questions, and I chose the most
appropriate plan (see appendix). This brings my app development cost to be $7,500 (capitalized cost – Fixed).
They even offer free work for the first 60 hours, free hosting, and free version controls. My Google research
shows that the industry norm for software maintenance is about 15% of the development cost. Therefore, I
assume that my yearly maintenance cost would be about $1,125 ($94 monthly – Fixed). Annual fees for
having the App sold in the Google app store would be $100/year (S9/month - Fixed). The transaction fee for
the restaurants is 30% for all the total revenue they receive from users using their bathrooms. Also, I will
avoid paying commissions to the Google play store, because I will redirect users to my own simple website
to offer subscriptions. This is what Netflix has done.
There are also websites that don’t charge commissions like LetGo. I will pay the cheapest cost possible.
Assumptions Following basic accounting principles, we have to capitalize the development cost of the App
for its number of useful life. The professor mentioned 3 years $1M target revenue, I will assume this is the
useful life of the App ($7500/36 = $209 monthly). Burn rate would be $209 + $94 + $9 = $312. The book
mentioned that we have the discretion to make our own cost structure and business model. I couldn’t
allocate maintenance cost, development cost, and hosting cost of the App to a single app purchase in form
of materials and direct costs.
Breakeven point = 15 users per day, 103 per week, 446 per month, and 5349 per year. Margin = $0.70 Burned
rate = $312
5. Operations problem
Product Hypotheses
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Critical Hypothesis
The app can improve the overall cleanliness of the city from people
urinating and defecating in public and open areas

Issues, Criteria, & Results
The homeless people are the main reason for this issue since they don't know
the location of the public restrooms

The app will encourage cities to build more public restrooms when they Public restrooms are public goods, lack of public goods is a real problem in
see that they have very few public restrooms compare to other cities. todays world. The app will hopefully help cities recognize the problem.

Critical Hypothesis
The app may lead the user to public restroom that require keys, do not have
disabled access, not baby friendly, etc

Issues, Criteria, & Results
The cities do not adequately publicize the availability of the public restrooms, we
will work on making an accurate centralized list of bathrooms they maintain

We make sure that the app has correct ratings on each public restroom, and this will
Public restrooms are not all maintained, so the app may be leading people to a encourage the cities to deploy resources to clean the public restrooms that are rated
journey that results in a bad experience.
badly.
Many people may can just not use the public restroom, and go use the
private restrooms in any store by buying a cheap product, like
Cheesecake Factory for example

The app will be very meaningful to those who need it, hopefully this can
improve user adoption through word of mouth or social media

How will the product be designed? Manufacturing questions from developer
1. From what platforms and devices will a user access your application?
2. How far are you currently in the app development process?
3. How polished does the application's visual appearance need to be?
4. How complicated are the logic and workflows of the application?

5. Does your app share most of its features with an existing application?
6. Are any special features required for your use case or industry?
7. Does the application require a developer with specialized knowledge, or a developer located in a specific
geographic region?
8. How many basic API integrations are you expecting?
9. How frequently will updates and improvements need to be made to the application?
10. How important is support from a product manager?
6. Recommendation
My recommendation is a GO. We need to build the app, and anyone can find people to build the app of their
dreams. It will cost thousands of dollars and the cost will be capitalized. We will also employ a third party to
do marketing for lead generation. Many companies do this for a fixed fee, and it is not that expensive. This is
another fixed cost that will be capitalized. There’s always a chance, a small chance, that things will go back
to normal. This will allow the supply of public restrooms to increase and reduce the efficiency of my app.
Concept Portfolio (Appendix)
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MBV analysis

VOC research
These questions are more geared towards the consumer archetype of the Detective with a position as bar
and restaurant owners who rarely have any traffic these days.
1. Managing restaurants must be tough during this crisis, how busy are you these days?
2. Would you say that it’s hard to break even every month?
3. How do you deal with all of that? Did you try reducing your prices?
4. Which tools and services do you currently use to solve it?
5. Walk me through what happened the last time you didn’t get a single consumer?
6. Putting your signs around the block, what would that let you do?
7. What other ways you employ to redirect pedestrians to come into your restaurant?
8. Do you think this “post and pray” method to bring traffic is working?
9. Have you looked into what your options are in terms of bringing traffic and revenue? 10. Have you tried
making more money on other things?
11. What would you think if people offer you money to use your restrooms?
12. Would you be willing to use the app for a non-trivial period?
For the consumer archetype of the Seekers, we still do not want to give our ideas easily. We want to make
sure that there’s a realized need by continuously anchor and dig. The question needs to end with a clear time
commitment, or it would be meaningless. The book says that this can include using the product themselves
for a non-trivial period. Therefore, that’s the last question I would ask if I have a strong signal.
1. How often do you spend time outside? Driving? Walking?
2. You spent a lot of time on the field, what’s your biggest problem?
3. Time management is certainly a problem for you. What makes it so awful?
4. How are you coping with it?
5. Do your coworkers have the same problem?
6. How much time do you spend each week looking for a public restroom?
7. What are you already doing to improve this? 8. Well that’s an inconvenience certainly, how much does
that cost? 9. What parts you love and hate about it?
10. Would you rather save your time and pay to use one?
11. How would that fit into your day?

12. Do you use your phone a lot during work?
13. Would you be willing to use the app for a non-trivial period?
Customer journey map

Manufacturing process (questions from the developer)
1. From what platforms and devices will a user access your application?
2. How far are you currently in the app development process?
3. How polished does the application's visual appearance need to be?
4. How complicated are the logic and workflows of the application?
5. Does your app share most of its features with an existing application?
6. Are any special features required for your use case or industry?
7. Does the application require a developer with specialized knowledge, or a developer located in a specific
geographic region?
8. How many basic API integrations are you expecting?
9. How frequently will updates and improvements need to be made to the application?
10. How important is support from a product manager?
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