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Value Proposition Canvas

What is the Value Proposition Canvas and How to Use It

The Value Proposition Canvas is a strategic tool that helps businesses design
products and services that truly meet customer needs. It is a component of the
broader Business Model Canvas, focusing specifically on the match between what
you offer and what your customer wants.

It consists of two main parts:

e Customer Profile
o Jobs: What is the customer trying to get done? (functional, social, or
emotional)
o Pains: What are the obstacles, risks, or frustrations they face?
o Gains: What benefits or desired outcomes do they expect or desire?
e Value Map
o Products & Services: What does your business offer?
o Pain Relievers: How do these offerings reduce or eliminate customer
pains?
o Gain Creators: How do they add value or create expected gains?

Detailed Steps to Apply the Value Proposition Canvas
Step 1: Define Your Target Customer Segment

e Who exactly are you serving?
e Create a persona: age, profession, habits, challenges, values

Step 2: Build the Customer Profile
2.1. Identify Customer Jobs

e What tasks are they trying to accomplish?
o Functional (e.g., use a tool)
o Social (e.g., gain status)
o Emotional (e.g., feel secure)

2.2. List the Pains

e What frustrations or obstacles do they face?
e How intense and frequent are these pains?

2.3. List the Gains
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e What benefits do they expect or desire?
e What would exceed their expectations?
Step 3: Design the Value Map
3.1. Products and Services
e What exactly are you offering?

3.2. Pain Relievers

e How does your offering ease or remove customer pains?

3.3. Gain Creators

e How does it provide added value and delight the customer?

Step 4: Align Value with Customer Profile

e Map pain relievers to pains and gain creators to gains

e Focus only on those that truly matter to your customer, not what you
assume

Step 5: Validate the Fit (Problem-Solution Fit)

e Test your assumptions:
o Prototypes or MVPs
o Customer interviews or surveys
o Behavioral analytics

e Refine based on real-world feedback

Step 6: Iterate and Optimize

e The process is ongoing
e Update your canvas as customer needs or market conditions evolve
e lIterate and improve

e Refine your proposition based on customer feedback to better meet their
expectations.



