
13th February, 2024 

Event Report: “Achieving Problem Solution Fit” 

Timings : 11:00 am - 1:00 pm 

Mode : Offline 

 

Event Description: 

 
On 13th February 2024, “Achieving Problem Solution Fit” was an offline event, hosted 

by IIC BMSCE, unfolded a rich tapestry of insights into entrepreneurship, innovation 

processes, technological dimensions of entrepreneurship, and the commercialization of 

laboratory technologies. The event, pulsating with knowledge and experience, featured 

Anusha Honnur, Founder & CEO of Hubli Savji Foods PVT LTD, as the distinguished 

guest speaker. 

 

 

Achieving Problem-Solution Fit: The Cornerstone of Entrepreneurial Success 

Introduction: 

In the fast-paced world of entrepreneurship, where ideas are abundant but success 

stories are rare, achieving problem-solution fit is paramount. This talk will delve into the 

essence of this concept, outlining its significance and equipping you with the key 

learnings and takeaways to navigate the path towards a successful venture. 

Key Learnings: 

● Understanding the Problem: 

○ It all begins with deeply comprehending the needs and pain points of your 

target market. Conduct thorough market research, gather real-world data, 

and engage with potential customers to truly understand their struggles. 

○ Don't fall into the trap of building a solution in search of a problem. Identify 

a genuine, significant problem that people are willing to pay to solve. 

● Crafting the Solution: 

○ Develop a solution that directly addresses the identified problem. Focus 

on value creation and ensure your solution offers a compelling advantage 

over existing alternatives. 

●  

○ Remember, the  

○  



○ initial solution doesn't have to be perfect. Embrace the lean startup 

methodology and prioritize creating a Minimum Viable Product (MVP) to 

test and iterate upon based on user feedback. 

● Validation is King: 

○ Achieving problem-solution fit isn't a one-time event; it's an ongoing 

process of validation and refinement. 

○ Gather feedback from potential customers through surveys, interviews, 

and user testing. Analyze their reactions, identify areas for improvement, 

and iterate on your solution accordingly. 

○ Be prepared to pivot your approach if necessary. Embrace the feedback 

and adapt your solution to better serve your target market. 

Takeaways: 

● Focus on the customer, not just the technology. Building a successful venture 

requires solving real problems for real people. 

● Embrace the iterative approach. Don't strive for perfection in the initial stages; 

prioritize learning and refinement through continuous validation and 

improvement. 

● Failure is feedback, not a roadblock. Learn from your mistakes, adapt your 

solution, and keep iterating towards achieving problem-solution fit. 

● Building a successful venture is a journey, not a destination. Embrace the 

continuous learning process and enjoy the ride. 

Conclusion: 

By prioritizing problem-solution fit, you lay the foundation for a thriving venture. 

Remember, the journey is as important as the destination. Actively seek feedback, 

embrace learning, and most importantly, never stop striving to solve the problems that 

truly matter to your customers. This dedication to addressing genuine needs will pave 

the way for a successful and impactful entrepreneurial journey. 

 

 

 

 

 

 

 

 

 



Harsha Sheshnaryana, CTO, and Vinay Raghuram, COO, took the stage to introduce 

themselves and their company, Bullwork Mobility. Bullwork Mobility, a Bangalore-based 

innovator, is building the future of industrial automation with electric and autonomous 

machines designed to revolutionize agriculture, construction, and mining. 

 

● Mission: Deliver the latest technology and the highest value to customers at an 

affordable price [1]. 

● Vision: To be the number one Autonomous Electric Utility Vehicle brand in the 

world and enabling smart and precision activities [1]. ░ 

● Idea: This is the first stage, where a startup is developing a product or service. 

The text says founders should ask themselves key questions to determine if 

there is a problem worth solving [1]. 

● Concept: This is the second stage, where a startup develops a minimum viable 

product (MVP) to test their idea with potential customers [1]. 

● Validation: This is the third stage, where a startup gathers feedback on their 

MVP and iterates on their design based on user input [1]. 

● Scale Up: This is the fourth and final stage, where a startup scales their 

business to reach a wider market [1]. 

The text also mentions two key metrics that startups should track: problem-solution fit 

and product-market fit [1]. 

● Problem-Solution Fit: This refers to how well a startup’s product or service 

solves a problem for its target market [1]. 

● Product-Market Fit: This refers to how well a startup’s product or service meets 

the needs of its target market [1]. 



 

 



 


