
1. Watch Understanding the Job - 4 minute video introducing the concept

2. Read "Know your customer's Job To Be Done" - most recent article 

written explaining the concept

3. Listen to The Mattress Interview - this is the longest step since it's 

almost an hour-long. But it's worth your time.

4. Read "A Script to Kickstart your JTBD Interviews" and "JTBD Interview 

Template".

Customer Interview Optional Resources - Jobs To Be Done

https://meet.google.com/linkredirect?authuser=0&dest=https%3A%2F%2Fwww.youtube.com%2Fwatch%3Fv%3DsfGtw2C95Ms
https://hbr.org/2016/09/know-your-customers-jobs-to-be-done
http://jobstobedone.org/radio/the-mattress-interview-part-one/
https://jtbd.info/a-script-to-kickstart-your-jobs-to-be-done-interviews-2768164761d7#.n8fb09v4e
https://jtbd.info/jobs-to-be-done-interview-template-30421972ab2a#.kuinqucfs
https://jtbd.info/jobs-to-be-done-interview-template-30421972ab2a#.kuinqucfs
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