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Value Proposition Canvas

Tu eivan To Value Proposition Canvas kat Twg va TO XPNOLHOTIOLOELG

To Value Proposition Canvas (Kaupag MNpotaong Aéiag) sivat éva epyoadeio
OTPATNYIKNAG TIOV PonBA& Tig eTXELPNOELG VO OXESLEATOLV TtpoldvTa N UTtNPETieg IOV
QVTATIOKPIVOVTAL OTLG TIPOYUOXTIKEG AVAYKEG TWV TIEAXTWV. ATIOTEAEL HEPOG TOU
gupLTEPOL Business Model Canvas, oA& €0Tialel £10IKA 0T oVVOECN AVAUET OTO
TL TIPOOPEPEL N ETILXEIPNON KOL OTO TL £XEL AVAYKN O TIEAXTNG,.

AmoteAsital amo dVo kupLa peEPN:

¢ TMMpowiA MNeAdtn (Customer Profile)
o Epyaoieg Tou eAdtn (Jobs): Tt BéAsL va TieTUXEL O TIEAATNG
(AELTOVPYIKE, KOWWVIKA);
o MNpoBAqpata (Pains): MNoteg eivat ot SUoKOAiEG 1) aTtoyoNnTEVOELG TIOV
QVTIHETWTTICEY
o O@éAn (Gains): Tt Bewpel 0 TEAATNG WG eTimAéov agia ) emBuuntd
OTOTEAEO QY
e Tpotaon Aiag (Value Map)
o Mpoidvta/Ymnpeaieg: TL TPooPEPEL N eTixeipnon;
o Pain Relievers: Mwg petwvouv ta poidvto/ untnpeoieg TIq SUTKOALEG
TOV TIEAQTN;
o Anuoupyoi Oéloug (Gain Creators): [1wg TIPOCPEPOLVV ETUTIAEOV
aflo;

Bripa 1: Oplopog Tou GUYKEKPLHEVOU THNHaTOG TtEAaTtwy (Customer Segment)

e [lolot givart oL teAdTeG oov; MoLo TUARA TNG AyoPAG OTOXEVELS;
e Anpovpynoe P persona (PavTaoTiKO TIPOQPIA EKTIPOCWTIOV TOU TIEAXTN) HE
Baon:
o HAwio, eméyyeApa, eknaidevon, Tomobeoia
0 ZUUTIEPLPOPEC AYOPAG
o [poowTtIK& KivnTpa Kal a&ieg

Bpa 2: AvaAuon tov Mpopil tov MeAatn (Customer Profile)

2.1. Katavonon twv Epyacwwv tou MeAatn (Customer operational
activities)

o TiLTpoomaOel va TETUXEL (T.X. VO AyOPATEL, VO TIOVANTEL VX
OPYQAVWOEL, VO ETILKOWVWVIOEL)
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AwokpivovTal ot:

o AELTOUPYIKEG EPYOTLEC (TL.X. XPNON EVOG pyaAeiov)
o  Kowwvikég epyaoieg (T.x. va Sei&el status)
e JuvaoOnpaTikeg pyaoieg (Tr.X. va aoBavOel ao@aAng)

2.2. Kataypapn tTwv AuvckoAwwv (Pains)

e TLamoyonTtevoelg, KvdUVoUG i EUTTOSLA AVTLETWTTICEL
e [ooo cofoapd gival autd Ta TTPoPARpaTe; MNOCO TUXVA T CUVAVTY;

2.3. Kataypapn twv OgeAwv (Gains)

e Timeplpével va tetuxe Tt Ba Ttov evBouaoiad;
e  Timpoopépel "mapamdvw o&la”; (tTaxvtepn e§umnpéTnan, EVKOAIQ,

KUPOC K.ATL.)

Bipa 3: Kataokeun tov Value Map (Mpotaon Adiag)

3.1. Kataypapn twv Mpoidvtwv/Yrtnpectwv

o TLakpPwg TPOCYEPELG;
e Eival Baotkd, CUUTIANPWHATIKA 1) KAWVOTOUO;

3.2. Pain Relievers

e [lwg BonB& To TIPOIOV VA PELWOEL I} VO EEOAEIPEL CUYKEKPLUEVEG

SUOKOAIEG
o Mwg AVvel TpoPAApaTa, amAoTiolel SLadIKACIES, HELWVEL TO KOTTOC,

Tov kivduvo | To &yxog;
3.3. Gain Creators

e Nwg dnuovpyet emumAéov agio;
o Timpoopépel Tov Eemepvd TIG Paoikég Tipoadokieg; (sukoAia,
aoONTIKA, amodoTIKOTNTA, KUPOK)

Bpa 4: EuBuypappion Mpotaong Aéiag pe To Mpopil MeAatn

E€etdlelg ipooekTIKA av oL pain relievers avTIHETWTII{OUV CUYKEKPLUEVES

SUOKOALEC
Av ol gain creators amavTOUV O€ TIPAYHUXTIKX OPEAN
Eotialelg pévo og autd TIov £X0LV ONpAcia yla Tov TEAATN, OXL 08 OO

"VOMICELG" OTL €xEL avAyKN
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BApa 5: EmaAn@gvon (Problem-Solution Fit)

e AnpLOUPYELG UTTIOBETELG YL TO TL AELTOUPYEL KOL TO EAEYXELG OTNV TIPAEN:
o Motk dokiun TPoidvVTOog
0 XUVEVTEVEELC I EPWTNHATOAOYLO OE TIEAXTEG
o AvAaAuon CUPTIEPLPOPAG

e TeAelomoleig TNV mpdTaon agiog pe Baon TNV avatpo@odoTnon

Bpa 6: EmavaAnyn kot BeAtiotomoinon

e Eivauw Suvapikn Sadikaoia. H ayopd oAA&leL, Gpa kot n tpdTaon agiog
TIPETEL VA TIpOTappoOleTaL.
e Xpnowpototeig epyoreia dtwg To Lean Startup yla ypriyopo iteration.



