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Learning Objectives

By the end of the week,you will be :

● Identify the market type for your venture

● Segment your customersand identifya nichemarket

● Create your customer persona

Steps:
1. Brainstorming

2. Create a Value Proposition

3. SustainableDifferentiation



ValueMap
Describes the features of specific value

proposition in your business

model in a structured and detailed way.

Gain Creators describe how

your products and services

createcustomergains.

Listofall the  

Products&Services  

avaluepropositionis  

builtaround.

PainRelievers describe how  

yourproducts and services  

alleviate customerpains.

Gains describe the outcomes

customers want to achieve or

the concrete benefits they are

seeking.

Pains describe bad outcomes,

risks,and obstacles related to

customerjobs.

CustomerJobs 

Whatcustomersare  

tryingto getdone,as

expressedintheir own words.

CustomerProfile
Describes a specific customer segment  
in your business in a structured and 
detailed way.

Value Proposition Canvas



JOBS

PAINS

GAINSGAIN CREATORS

PAIN KILLERS

PRODUCT/
SERVICE

Gain Creators:

Pain killers:

I would LOVE it if:

I would WANT:

I would HATE it if:

Value Proposition Canvas – Healthy Moms

Value proposition:

.



Crafting your Value Statement

What is your Unique Value Proposition?

What competitive advantages will you build to keep the promise of your Unique Value Proposition?

How will you defend your competitive advantage?

Customer Value Statement – Suggested
Template

For [customer] who has [wants, needs, opportunities], 

the [product name], is a [product category] that 

[compelling reason for the customer to buy/key benefit 

for the customer].

Customer Value Statement
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