
From Idea to Acquisition: An Online Progress 

Tracker for Daycares

Strategic Solutions and Actions

Digitization and Automation

Designed the
application to digitize the entire tracking
process, making it user-friendly for teachers
and accessible for 

parents.

Outsourced Development

Engaged a
specialized development team to keep costs
manageable while ensuring efficient progress.

Agile Delivery of Minimal Marketable
Features (MMF) and Minimal Viable Product
(MVP)

Developed the MMF within three
months to generate interest and excitement
among pilot daycare centers. Completed 

MVP
within 6 months to begin selling to daycare
centers.

Scalable Technology

Leveraged cloud
infrastructure and open-source solutions, allowing
the application to remain cost-effective and scalable

Early Adoption and Market Entry

Launched the
MVP within six months and began sales efforts,
quickly achieving in 20 daycare chain centers

Positioning for Acquisition

Following successful
market penetration, a competitor in the daycare
software space recognized the potential and


acquired the product.

Results and Outcomes

Increased Adoption: Within the first year, the application was implemented in 20 daycare centers,
enhancing record-

keeping and parent-teacher communication.

Positive Feedback from Parents and Educators: Teachers and parents found the application intuitive and


beneficial for tracking developmental milestones.

Successful Acquisition: The product’s early success and potential for broader application led to
acquisition by a 

larger player in the daycare software market, fulfilling the initial investment objective.

Reflection and Key Takeaways

This case study exemplifies my ability to turn a simple observation into a viable product, aligning technical
innovation with 

business strategy to deliver a successful market outcome.

This project demonstrated the impact of identifying a practical need and developing a user-driven
solution. Key insights 

from this experience include:

Importance of Market-Driven Product Design: The feedback-driven iterative development process was crucial 

in creating a product that met the specific needs of daycare centers and parents.

Cost-Effective Development Strategy: Using outsourced development and open-source tools allowed us
to 

maintain financial efficiency while delivering high-quality features.

Strategic Positioning for Market Viability: By focusing on quick wins with the MMF and MVP, we could


demonstrate value rapidly, paving the way for acquisition.

Role and Objective

As the primary investor, I served as the IT leader and Product Owner. I partnered with corporate leadership
and a select group of 

daycare centers to iteratively design and develop the application’s features and
functions. I hired an outsourced development 

team, carefully managing the product roadmap to align with
the needs of both educators and parents.

Challenges

Lack of Progress Tracking: The existing system placed the responsibility on parents to manually retain records, 

which most parents struggled to do consistently.

Operational Resistance: Educators: Many daycare centers lacked experience with digital tools, which posed an 

adoption barrier.

Executive SUMMARY

The idea for an online progress tracking application originated from my experience as a parent receiving
paper progress reports 

from my child’s daycare. Upon further investigation, I discovered that these records
were not retained by the school, meaning 

parents had to keep the physical copies if they wanted a history of
their child’s development. This inspired me to create a digital 

solution that would allow teachers and daycare
centers to track progress electronically, and provide an online portal for parents 

to access these records
anytime. After pitching the concept to the corporate leadership of a daycare chain, I received positive



feedback and decided to proceed as the primary investor. I formulated a development plan, with the vision of
growing adoption 

among daycare centers and ultimately positioning the application for acquisition.

Total Capital Cost: $200K from inception to successful sale, covering all phases of development, enhancement, and 

implementation.


