Rock Accelerator Evaluation Rubric 
Ideal teams should have completed the customer discovery process with extensive interviews and observations.  All journey mapping should be complete and a target persona should be developed.  Competitive analysis should be completed and initial solution development identified.  
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	CVP (40%)
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	5

	Customer Discovery (40%)
Team has completed a rigorous customer discovery process with extensive customer interviews, observations. Has the target market been clearly identified and is it sufficiently large. Have all of  the following been completed:
· Detailed Customer persona 
· Journey map (decision and purchase process, switching costs)
· Competitive analysis- based on customer pain points not proposed product attributes (should clearly indicate holes in the solution that customers are looking to fill)

	
	
	
	
	



	Solution, MVP  and Testing Plan: (40%)
	1
	2
	3
	4
	5

	Solution to be tested has key elements that are clearly defined and the solution is unique and has sustainable differentiation, defensibility

Team has clearly identified their MVP and testing plan to validate their solution using wireframes, landing pages, non-working prototypes, powerpoints, videos, etc. Hypotheses are well defined and testing plans clearly define how they will test these assumptions. Testing costs are delineated. 

For later stage companies- Initial MVP testing has been completed and customer willingness to pay has been validated (via actual paid sales).  Working prototypes or increased production now need to be developed to begin to build sales.  

Note:  Teams with technical co-founders may have gone directly to build stage but may still not have completed thorough customer discovery.  
	
	
	
	
	




	Team: 15%
	1
	2
	3
	4
	5

	Co-founders and other key team members have solid domain and startup experience and clearly defined roles within the business. Their areas of expertise are complimentary to each other. They convey passion for solving a real, specific problem and commitment to the program. 	

Demonstrates a strong passion to solving a real, specific problem. Conveys commitment to the program and community.

Founders have clearly defined roles within the business.

Solution origination (Aha moment!) clearly articulated and inspires a shared vision.

	
	
	
	
	




	Business Model and GTM 5%
	1
	2
	3
	4
	5

	Business model assumptions and KPI’s have been developed and supported by willingness to pay research and initial GTM plans have been delineated and baseline KPIs have been established – CAC, LTV, Retention rates, pricing, etc.  

Demonstrates an understanding of current market economics and challenges to entry.  

	
	
	
	
	



