
Colorwheels
Alice Brooks

Daniela Buchman
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Mentors

Nick O’Connor
Ashton Udall

Unleashing the next generation of female 
creativity through innovative play…

E245 The Lean LaunchPad

This week:
14 parents
26 kids
4 experts

44 total

Create. Express. Inspire.



Skills Developed: fine motor skills 
by assembling the toy (no 
soldering needed), spatial 
cognition

Benefits: Learn about voltage, solar 
power, how circuits turn on/off

Vision: Use our line-up of toys to  
build Colorwheel City

Social Proof: Show off your 
masterpiece on our website

h"p://www.ecose.org/obsolete/schooliscool/toolbox/Toolboxes/07_Ellinogermaniki/Ac=vi=es6_Solar%20toy%20car.pdf h"p://i00.i.aliimg.com/img/pb/247/418/205/1210731663699jpg.jpg

Image Credits:

Product (High-quality DIY electronic kit)
Current Ideas: Car, Animal, Helicopter, LED Jewelry
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Business Model Canvas
(week 1)

ColorWheels Alice Brooks, Daniela Buchman, 
Bettina Chen, Miguel Reyes

Partners: School of 
Education, Bay Area Mom/
Dad blog groups, Bay Area 
parent association

Suppliers:  Manufacturer, 
stores providing building 
materials

Manufacturing
Product R&D
Marketing

Cost: “premium” toys are 
expensive
Appeal: educational 
usually means boring and 
unattractive
Design: instructions are 
typically not kid-friendly
Retention: limited 
Value for Parents: increase 
child’s quality of life by 
providing them with a fun, 
educational, and effective 
toy
Value for Kids: fun, unique 
social (online component) 

Direct communication with 
customer online
Retention and customer 
loyalty by offering free 
sample of new products
Parent blogs/community

Outsourced manufacturer
R&D lab for prototyping
Behavioral data of children

Web sales

Basic Kits ($40 List Price)
Add-ons/Specialized accessories 
($15-20 List Price)

Daughter (user):
- 5-9 years old

Parents: Paying 
Customer
- High level of 
involvement with child
- College degrees in 
math, science, or
engineering

Product design costs
Distribution, S&H costs
Materials, Manufacturing 
costs



Business Model Canvas
(week 2)

ColorWheels Alice Brooks, Daniela Buchman, 
Bettina Chen, Miguel Reyes

Online Marketplace
- Amazon
- eBay

Retail
- Local toy stores
- Independent niche
store

Continuous stream of 
newly designed 
products (Base Kits, 
Add-ons)

Parents, Mommy 
bloggers, Parent groups: 
word-of mouth, 
recommend our toys

User base: need kids to 
share creations from the 
kits online

Quick & Convenient
- approval/rec by other 
parents (faster decision 
making)
- add-ons shipped to
household every month 
(less need to shop for 
new toys)
- info, videos, testimonials 
provided on the website 
(well informed purchase)

Skills developed:
- fine motor skills
- spatial cognition

Kid built the product
- fun, unique
- self esteem, confidence
- chance to be creative

Product design costs
Distribution, S&H costs
Materials, Manufacturing 
costs

User base: show off their 
masterpiece

Looking for MORE!: Kids 
can’t wait to receive the 
next thing they chose for 
this month

Website: winning post 
every month gets featured

Retention: kid chooses on
the website the next add 
on to receive

Product demos: after-
school centers, Little 
League, YMCA, Innovation
Museum, Children’s 
Museum

One time purchase:
$30 base model kit

Subscription
$20 for one add on per 
month

Daughter (user):
- 5-9 years old

Parents: Paying 
Customer
- High level of 
involvement with child
- College degrees in 
math, science, or
engineering



Outside the building...



Hypothesis Testing 
Hypothesis Process Findings

Value Proposition:
Parents want to increase child’s quality 
of life by providing them with a fun, 
educational, and effective toy

Parent interviews, showed landing 
pages

“It would be nice if your toy could tell 
me what skills it is developing for my 
kid”
-> We need to be more specific: 
develop fine motor skills and spatial 
cognition.

Customer Segments:
There is a need for these toys for girls

Spoke with Sheri Sheppard, studied 
research in gender differences in 
engineering

Women are underrepresented in the 
sciences and engineering. 

Spatial cognition and self confidence 
are key development areas for 
women/girls 

Customer Segments:
Ages 5-9

Interviews with coworkers, with 
Mike, with parents

10 is the age where they start to 
transition out of toys and into 
puzzles, games, gift cards, etc

Also found key development areas 
important to parents



Hypothesis Testing
Hypothesis Process Findings

Revenue streams:
We will charge $40 for a basic, 
standalone kit

Craigslist postings of analog products, 
parent interviews

- $10-15 too cheap, questions quality
-  “if my daughter has fun with it, and 
it also has educational value, the sky is 
the limit”
- Will pay $40+ for a toy they trust

Customer Segments:
Girls will want our toy

- Observing kids at the San Jose Tech 
Museum
- Observing kindergarten class, giving 
them analog toys
- Parent interviews at the YMCA and 
Terman middle school

- girls we observed were very social 
in play -> we will create an online 
community
- Making jewelry gets girls excited, 
make a jewelry kit (LEDs)
- more testing required

Landing Page:
Parents will sign up to receive our 
product

Parent Interviews: showed landing 
pages

Landing pages need to be more
forceful, include additional info



Upcoming tests
Hypothesis Process Metric

Value Proposition:
Parents will be compelled to sign up 
to receive our product through our 
landing page

Distribute finalized landing page 
through parent mailing lists, top 
parent blogger sites, bring print outs 
to toy stores

20% conversion rate

Value Proposition:
Girls will want our toy

User testing with analogs (Snap 
Circuits and toy car) and first 
generation kits
kid plays with 3 toys for half hour 
each
 

- See if they play with each toy for the 
30 min
- Ask them to rank toys and why

Revenue Streams:
Parents will sign up for subscription 

Distribute two landing pages with 
different pricing models (1 time vs 
subscription) and compare how many 
clicks

2-3% conversion rate 
If we distribute to 100 bloggers, get 
500 viewers, and 3% subscribe = 15 
people



Old landing page



New landing page



What’s next

- Continue analog testing on kids
- Develop first kit
- Test on children (at least 5 confirmed in the next week, 
Duveneck in 2 weeks)
- Finalize new landing page, distribute survey to bloggers, 
- Continue to talk to experts



Market Size (bottoms up)
7.5M households with girls 5-9

20% of US households make over $92K

7.5*0.20 = 1.5M

Expect to get 30% of those households = 450K

450K*$100 = 45M

($100 comes from subscription and also from analogous toys that 
these households are willing to spend on) 



Market Size (bottoms up)
290,442,870 girls aged 5-9 worldwide
0.0484 * 290,442,870 = # girls aged 5-9 in US
= 14M

20% of US households make over $92K

so 14M*0.20 = 2.8M

Expect to get 20% of those households
560K

560K*$100 = 56M


