Roget App Fair Pay
Product and Service Feasibility Study
Step 1 Define your idea
Discussion time: 5 minutes
The product and service concept
Roget App allows diners to scan a QR code on their table using their smartphone. Without downloading an app, they can:
Browse the menu and place an order.
Send a message to restaurant staff.
View their bill and select the items they want to pay for.
Split shared items and pay their individual share.
Leave an optional tip and receive an individual digital receipt.
Give feedback about their experience.
For the initial trial, we would focus on viewing the bill, splitting payments and receiving receipts. Other features could follow after testing.
The general target customer
Our paying customers would be independent restaurants, cafés and bars, initially in London. The people using the service would be their diners, particularly groups and customers with limited time.
The problem or pain point
Customers may wait for the bill or card machine, struggle to divide group payments fairly, or need separate receipts. Restaurant staff must manage these requests alongside serving other customers.
The unique value proposition
Roget App would combine convenient individual payments and receipts with clear, affordable pricing for independent hospitality businesses. Our intended difference is the overall combination of simplicity, pricing and support. We would need to test this against competing services before claiming it is unique.


Step 2 Product and service desirability
Discussion time: 7 minutes
What specific customer problem does this solve
It helps diners pay their share without manually calculating everyone’s contribution or waiting for several card transactions. Individual receipts could also help customers record work-related expenses.
For restaurants, it could reduce the time staff spend bringing bills, dividing payments and issuing receipts.
How serious or frequent is this pain point
The problem may arise regularly during busy services and group meals. It can create frustration for diners and extra work for staff. However, we need interviews and observations to establish how often it happens and how much it matters.
Does the idea create clear customer value
The proposed benefits are clear for several customer groups:
Individual diners: more control over when and how they pay.
Groups: easier division of individual and shared items.
Business diners: individual digital receipts for expense records.
Restaurant staff: less manual handling of separate payments.
Restaurant owners: a potentially smoother payment process and better customer experience.
Does it improve convenience speed cost quality or experience
The main expected improvements are convenience, payment speed and customer experience. Restaurants might save staff time, but financial savings are not yet proven and must be assessed against subscription and processing costs.
Would customers genuinely want this solution
We believe it would appeal to diners who value quick, independent payment and restaurants that frequently handle split bills. Customers must find it easy and trustworthy. Staff-assisted payment should remain available.


Step 3 Product and service demand
Discussion time: 7 minutes
Would customers adopt this idea
Diners may adopt it because they can use their phone’s browser without downloading an app. Restaurants may adopt it if it connects reliably to their till system, requires limited training and provides useful benefits during busy periods.
Adoption would depend on accurate bills, clear payment confirmation and reliable support.
Would they be willing to pay for it
Our proposed business model is a restaurant subscription, with any payment-processing charges clearly explained. Diners would not need a subscription. Restaurant owners would need to see enough value to justify the cost. We have not yet established the right price or confirmed willingness to pay.
What trade offs must customers accept
The service involves the following practical considerations:
Diners need a suitable smartphone, battery and internet access.
Some customers may prefer speaking to a waiter.
Restaurants must spend time on setup and staff training.
Subscription and processing costs must be considered.
Technical problems require a backup payment method.
Is this solving a real need or just a nice to have
Taking payments and dividing bills are real operational needs. However, restaurants can already do these tasks manually. Roget App must make the process sufficiently easier to justify adopting another service.
Is there credible evidence of potential demand
An existing provider, Sunday, offers QR payments, bill splitting and tipping without an app download. This supports the existence of the product category, but it does not prove demand for Roget App specifically.
Reference: Sunday, Frequently Asked Questions — https://sundayapp.com/faq/ (accessed 17 October 2026).


How we would test demand
To gather direct evidence, we would:
Interview five restaurant managers about payment difficulties, current costs and interest in a trial.
Ask 20 diners about their recent experiences of waiting to pay and splitting bills.
Run a small pilot in one restaurant, measuring successful payments, errors, payment time and customer feedback.
Ask the restaurant whether it would continue using Roget App at a stated subscription price.
Repeat use and a restaurant agreeing to pay would provide stronger evidence than positive comments alone.
Step 4 Feasibility decision
Discussion time: 1–2 minutes
Our decision
Proceed to Industry and Target Market Feasibility analysis.
Roget App addresses an understandable problem and offers clear potential benefits to diners and restaurants. A focused trial would allow us to test the core service before developing every proposed feature.
This is a decision to investigate further, rather than launch immediately. The main uncertainties are technical reliability, restaurant adoption, willingness to pay and differentiation from existing providers.
Continuing the same venture
In the next session, we will continue with the same venture—Roget App Fair Pay—and examine the industry, competitors and most suitable target market.
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