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Meet the team &=

Greg Kalman
Linguistics BA
1 Mscs?

Reid McCaw

- | BS Symbolic Systems
b MS Computer Science - HCI
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Julia Rhee

Symbolic Systems BS
Computer Science MS
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BS Symbolic Systems
MS Computer Science - HCI



Our consumer segment

\

Creative logistics

Operations

Event Planning

Real Estate/Staging



Interviewees
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Jonah
mid-large-size staging biz
President, Co-Owner

Mid-50s, former lawyer and
CPA turned staging manager
Backend

Emlna
Professional Artist

Mid 30s, Large-scale painter,
NFT enthusiast
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Mona
mid-large-size staging biz
Founder, Co-Owner

Mid-50s, former photographer
turned stager
Frontend

Melanie

Stealth Startup ‘
Co-Founder

Mid-40s, Head of Product @
Amazon, Board Member, CPO
. of EdTech startup
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Olivia
Margins Market
Founder

Early 20s, former FashionX
president, sustainability and
commeercialization at unspun,
design consultant at Konrad
Group



Methodology

Participants were recruited from Nextdoor and in-line Two interviews took place at Verve in Palo Alto, two
at Verve coffee. We also reached out to our broader took place in the interviewe's SF home, and one took
networks via cold outreach. We sought out individuals place over the phone.

in the broader creative logistics space (staging, event
planning, product, etc.)

Within each interview team of two, one team member
led the discussion while the other managed
transcription and notetaking.

Tools

Apple voice memos and google doc notes were used to
take down the contents of the interviews.




Walk me through a

pain point in your d e eI i N
Why do you process adopting new techs
use the tools
you do? How do you
' retain
customers?

When is your
creativity limited
by your tools?

Why do you use X
tool? What benefits
does it bring you?

What would you Was there anything about the
change about the creative nature of your work that

digital tools you use? made collaboration harder?



Key Learnings

Your connections determine
your success

In an industry prone to sudden decline,
customer connection matters more than
growth speed.

Single point contacts lead to
information bottlenecks

“Having a single point of contact for vendors
slowed information flow, since all updates
had to be manually passed through me.”

- Olivia

Digital creative tools often have
high learning curves

These tools often come with steep learning
curves, and at large companies there are
usually specialists dedicated to mastering
each tool because of this challenge.

There’s a missing link in

creativity tools

“So many creative apps exist, but none cover
everything. A single tool that streamlines the
process, from vibecoding to the final product,
would be far more efficient.”

- Melanie



Mona

- extreme user!

-in the biz last 20+ years

-manages a team of 30+
employees

-over 60 open jobs at the
moment

-inventory of over 10,000
pieces of furniture, art, etc.
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think

do
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whenever--
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midst of B .
interviews adverts

feel



Mona

- extreme user!

When dynamism and
thriftiness are key to business
success, a single missed
opportunity can weaken your
impact.

Need: Frontend stagers need
simple ways to connect to build
up their client base. If there's no
difference between product and
advertising, your product needs
to be available 24/7.
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step

S

The creation process has too many steps ->
interview a narrower scope (staging/event planning)
to understand where workflows break down.

Users said streamlining would be far more
efficient -> map out the workflow in detail to spot
the most overwhelming steps.

Single-point contacts create difficulties -> define the
core coordination needs that would ease information
flow.

Steep learning curves block adoption -> prototype
simplified ways of organizing moving pieces to test
with target users.
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Thank you!




Appendix




Jonah

)

President, Co-Owner
Full-time since profitability in
il
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Jondah

In a fragile industry like
staging, connection is key to
staying booked.

Need: Backend stagers want to
leverage old connections and
groups to minimize pain of
making new connections.
Meeting new people via new
methods is rarely worth it.
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Melanie

Former Head of Product @ Amazon

A former product manager who shared that
many digital creative tools have steep
learning curves, so large companies rely on
specialists to master them.

Need: Users need digital creative tools that
are easier to learn and use, so they don’t
have to rely on dedicated specialists to
handle essential tasks.
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say

"| really value
when tools
save me and
my team time"

-“l don't want to
spend my
creative energy
wrestling with
software

think

Excited when
tools are
smooth,

simple, and
powerful

feel



Olivia

-"startup” market founder

- managed large teams and
physical inventory
-produced a magazine and
editorials for the brand

pA
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Emma

large-scale abstract
painter

expanded into NFTs,
digital campaigns, and
online sales

uses Facebook,
Instagram, Shopify as
main platforms
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