The Value Proposition Canvas

Value Proposition:

Products
and Services

=

| ist the Products and
Services your value
proposition is built

around, what you ofter.
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Galn Creators
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Describe how your products and services
create customer gains. The benefits that are expected

and unexpected.

Pain Relievers

&

Describe how your products and
services alleviate customer pains
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Customer Segment:

Galns

O

Describe the outcomes customers
want to achieve or the concrete
benefits they are seeking.

Pains

Bad outcomes, risks and
obstacles related to customer jobs.

to get a job done.

®

FOR THE LIFE OF YOUR BUSINESS

What
customers are trying to
get done in thelr work
and In their lives, as
expressed In their own
words. The things customers will
“hire” to get done.

Customer O ——
Jobs O

Droblems

customers experience before, during, or after trying
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The Value Proposition Canvas

Value Proposition:

Droducts
and Services

e WWhat products and service
help your customer get either
a functional, social, or
emotional job done, or help
them satisfy basic needs?

e [Syour product or service
tangible? (e.g. manufactured
goods, face-to-face customer
service)

e |syour product or service
digital? (e.g. downloads, online

recommendations)

e [Syour product or service

INntangible (e.g. intellectual
property iIncluding patents
and copyrights, quality
assurance)?

e |Ssyour product or service
financial (e.g., iInvestment
funds, financing services

Copyright Strategyzer AG

Galn Creators

What products and services

e Creates savings that make your customer happy?
e Provide outcomes your customer expects or that go beyond thelr

e Copy or outperform current solutions that delight your customer?
Make your customer’s job or life easier?
Create positive soclal consequences that your customer desires?

expectations?

Customer Segment:

Do something customers are looking for?

Fulfill somet
e Product pos

fallure criteria?
e Help make adoption easier?

N\

What about your product:
e Produces savings?

encounters?

Wipe out negative social consequences your customer

encounter or fear?

Eliminate risks your customer fears?

elp your customer better s

IMmit or eradicate common
Get rid of barriers that are keeping your customer from

adopting solutions?
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NING customers are dreaming about?
Iitive outcomes matching your customers success and

PaIN Relievers

Gailns

e \What savings would make your customer happy??

e \WWhat outcomes does your customer expect and what
would go beyond his/her expectations?

e How do current solutions delight your customer??

e \What would make your customer’s job or life easier?

e \What positive social consequences does your customer
desire?

e \What are customers looking for??

e \What do customers dream about?

e How does your customer measure success and failure?
e \WWhat would increase the likelihood of adopting a
solution?

Make your customer feel better?
-ix underperforming solutions?
Put an end to di

ficulties and challenges your customer

eep at night?

Mistakes customers make?
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FOR THE LIFE OF YOUR BUSINESS

Pains

What does your customer find too costly?
What makes your customer feel bad?

How are current solutions underperforming for
your customer?

What are the main difficulties and challenges
your customer encounters?

What negative social consequences does your
customer encounter or fear?

What risks does your customer fear??

What keeps your customer awake at night?
VWhat common mistakes does your customer
make?

What barriers are keeping your customer from
adopting solutions?

Ccustomer
Jobs

What functional jobs is your
customer trying to get done?
What emotional jobs is your
customer trying to get done?
What social jobs Is your customer
trying to get done?

What basic needs is your
customer trying to satisfy?
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