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Report on the Session on Problem-Solution Fit and Product-Market Fit
Date : 18/02/2025

Rahul College of Education organized an insightful session on "Problem-Solution Fit and
Product-Market Fit" to enhance students’ understanding of the fundamentals of entrepreneurship
and business strategy. The session was conducted by Mr. Yadnesh Mohan Zagade, a seasoned
professional in the field. The objective of the session was to equip students with knowledge
about how businesses identify problems, validate solutions, and transition towards market
success.

Session Highlights

Mr. Yadnesh Mohan Zagade focused on two key concepts: Problem-Solution Fit and
Product-Market Fit. He began by explaining the importance of understanding the problem that a
business aims to solve. He emphasized that for any startup or business idea to succeed, it must
first establish a strong problem-solution fit, ensuring that the product or service effectively
addresses a real-world issue.

He elaborated on the concept by providing examples of well-known companies such as Hike,
Zomato, CRED, Meesho, and Byju's, explaining how these companies identified gaps in the
market and developed innovative solutions.

The session then transitioned into a discussion on Product-Market Fit, where Mr. Zagade
highlighted the importance of scaling a business once a viable solution is established. He
discussed strategies for transitioning from problem-solution fit to product-market fit,
emphasizing the significance of customer feedback, iteration, and market validation. He pointed
out that even successful startups undergo multiple iterations before they achieve a sustainable
product-market fit.

Throughout the session, he encouraged interactive discussions and critical thinking by engaging
students in real-world problem-solving exercises. The session provided a valuable platform for
students to grasp the nuances of business strategy and entrepreneurship.

Learning Objectives



1. To understand the concepts of Problem-Solution Fit and Product-Market Fit and their

significance in business success.
2. To analyze real-world examples of companies that successtully transitioned fro

problem identification to market success.

Leamning Outcomes

1. Students gained a clear understanding of the importance of validating a business idea
before launching a product or service.

2. Students learned how companies like Hike, Zomato, CRED. Meesho, and Byju's
navigated the transition from problem-solution fit to product-market fit through iteration
and customer feedback.

N22a080 - D AR 40%a

& 3 wavx-rxuc-edn 9D

A7 EXAMPLES

Yadnes..

Sol 31 others




MNIDWM SR a0 38% 8

A wwx-rxuc-edn o)

Oo®

7 rFAILED

\\, s
o
R

Yodnesh s presenting

@A

1 34 others

Tad 40wl Ll Q 26%

B wwx-rxuo-edn Chl

O®

PROBLEM-SOLUTION FIT (PBF
S PRODUCT-MARKET FIT
(=nar)

Safita Vishwakarma
IIC Convener

FAILED

nio "o o0 - @ T M2 @esw

<~ B wwx-rxuo-edn =D

EXAMPLES

Yadnosh in prosenting

é@\
P'J}cﬁf Valdya
S ;« rec {’rlhﬂ}p {

Wq,; o
a




NAAB M

< PR wws Frus sin D

O W

" FAILED
o h

Yadinesh (s presanting

W22 el @ e

B Wwx=rxuo=edn L))

o ®

e

FROVLEM SOLUTION FIT (PaF
M ENODURY MAMRETY FIY
LESRAK)

Roma 26 others

| -

Safita Vishwakarma
11C Convener

L LRI T EET )

/;f FAILED

Yadnnah ia prasnnting

oo o 1 ® » 0 oM a Ehua

<= N Wwaerrut=oui )

o

Yadnosh s prosenting

2

Yaunea.,

@

8o 30D olhots

Valdya
ShionPri a aj Pm
hr o P 2‘ Fw,’,ff i Wi

f’LJ',J A 07(‘



