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Our product strategy began as an ambitious idea with a challenging road ahead. 
Our core value propositions prior to testing were to provide convenience, speed, 
privacy, and access to medicated abortions for pregnant women seeking to terminate 
their pregnancies. Our first idea was to create mobile locations where we could 
distribute the pills. Then we would provide access to doctors virtually for patients to ask 
questions and get prescribed without needing to see a doctor in person.Then we 
worked on understanding pain points of our target users to refine our product strategy. 
Our biggest concerns were getting prescribers on board, identifying how to mail the pills 
directly to consumers that still complied with regulations, understanding our target 
users, and developing a product that could deliver on their unmet needs.  

Our initial hypotheses were that our target persona would search online for 
information and would be comfortable sharing personal information with us. We 
validated this information through many user interviews, women that have gone through 
the abortion process before, abortion provider interviews, through google adwords to 
understand key terms, perusing Quora questions on the topic, and gaining insights from 
third party support services. We also believed that our target persona would appreciate 
ancillary services such as on-demand emotional support as well as comfort-enhancing 
products. We learned that the biggest priority for our users was actually getting this 
procedure done efficiently and many users identified logistics as their biggest pain point, 
with limited value add by providing ancillary services. We also realized through 
prescriber interviews that certain face to face interactions may not be necessary. Based 
on these insights and based on additional legal review, we discovered that we could in 
fact mail the pills directly to consumers and that we should focus on quick and accurate 
delivery of these pills versus the initial thought of providing emotional support. We 
simplified our product strategy by focusing on mailing directly from doctor's offices, and 
providing optional doctor web consults. 

I learned that the attributes of great products are those that are easy to 
understand, that are addressing an unmet need of the target persona, and that are 
validated by testing. I would get disheartened when we were testing our hypothesis of 
an unmet need and these hypotheses would get invalidated. We would have to start 
fresh or modify our product offering. I learned how important testing is, how important 
user empathy is, and how important it is for the product to deliver on the pain points of 
the user without bias. PM101 taught me that testing never ends and we are 
continuously learning more about the unmet needs of our users.  



Our product was fortunate to have a running start with one of our teammates 
working on this idea over the summer. She was instrumental in bringing us up to speed. 
From a research perspective, our team collectively conducted a competitive analysis 
(Roman/Hims), spoke with industry leaders, and gained empathy from personal 
contacts. As a starting point, our team had a tremendous amount of drive to develop a 
solution to provide better access to women, so our team worked very well together. We 
met at least three times a week outside of class in addition to communicating via 
copious amounts of texts and emails to ensure we were on the same page with 
responsibilities and updates. We diverged and converged constantly and would share 
outside information on legal/operational updates and results from outreach.  

We were also scrappy in terms of how we conducted user interviews, posting on 
social media, contacting a close network of friends in the medical community, speaking 
with law school students, reaching out to third party support websites, and talking 
directly with abortion providers. We also created a text website to understand what 
kinds of questions women were asking. As our product strategy became more refined, 
we divided into functional roles. I became responsible for the technical side of product, 
hiring a developer, finalizing the wire frame, and specifying tech requirements. 
Karishma became responsible for marketing, customer acquisition and continuing lo-fi 
testing through our text campaign, and Kaitlin became responsible for validating our 
product strategy from an operational/legal perspective, and continuing to validate our 
hypotheses. 

There were several lessons that I learned throughout this process. First is that 
communication is key. We were diverging and converging constantly, working on 
different aspects of the product, and making discoveries. We needed to constantly 
communicate to ensure that we were on the same page. Second, I learned that it is very 
important to test early on in the process and that it takes time to generate insights. We 
should have started a bit earlier on creating our text website because there were 
unforeseen challenges such as getting the number up and running, coordinating among 
the team members, developing a script, and having enough run time to generate 
insights. Third, I learned that we do not need to reinvent the wheel. For example, we 
discovered a very similar text website and we contacted the founder to gain insights 
from what she had seen. Finally, I learned how important it is to trust your teammates. 
Whenever we were running into roadblocks, we trusted each other to step back and 
resolve any confusion before moving ahead.  

This class helped me understand at a deeper level the role of the product 
manager. I learned how much user empathy is required and how valuable strong 
communication skills are not only with your team, but also with other cross-functional 



stakeholders through sharing specs with developers and speaking with customers. I 
learned that the product manager is responsible for understanding the overall strategy 
of the business, and developing features and processes that address user pain points. I 
learned to take an objective view on our product, to trust our teammates, and to follow 
the PM process that helps generate insights.  

I would love to pursue a career in product management. I really enjoyed focusing 
on the customer and working to eliminate their pain points. I also really enjoyed being 
able to interface with many different sides of the business and direct how certain 
features should be developed. I felt so much responsibility. Having these skills will be 
crucial towards scaling or founding a company one day. I understand the need to be 
patient, persistent, a good listener, a collaborator, a supportive team member, and a 
strong communicator, which are all skills I would like to hone throughout my future 
product career. 

 

 

 


