
Description of the topic  

 

Week 3. The Value Proposition Canvas 

 

Seminar Intro  

In the competitive landscape of today's business world, understanding the 

value your product or service offers to your customers is crucial for success. The 

Value Proposition Canvas is a strategic tool designed to help businesses analyze and 

refine their value proposition. 

The Value Proposition Canvas consists of two main blocks: the Customer 

Profile and the Value Proposition. The Customer Profile identifies customer 

segments, their needs, problems, and jobs-to-be-done. The Value Proposition 

describes how the product or service addresses these needs and problems and why it 

is better than competitors. 

The seminar aims to help you understand how to effectively use the Value 

Proposition Canvas and the steps required to fill it in and analyze it. This tool will 

assist you in clearly defining the value your business offers to its customers and 

ensure a successful growth strategy. Dive into the heart of customer satisfaction - 

The Value Proposition Canvas.  

 

The research consists of the following steps: 

Customer segmentation: Identifying distinct customer groups with specific 

needs and desires. 

Customer pains & gains: Delving into the challenges customers face and the 

desired outcomes they seek. 

Value proposition crafting: Articulating how your offering solves customer 

problems and fulfills their aspirations. 

Value components: Mapping out the tangible and intangible benefits you 

provide. 

 

Essential questions to explore: 

Who are your customers? Segment them based on needs, behavior, and 

characteristics. 

What problems do they face? Identify their pain points and frustrations. 

What solutions do you offer? Highlight the features and benefits your 

product or service provides. 

How does your offering differ? Define your unique value proposition 

compared to competitors. 



What emotional response do you evoke? Understand how your offering 

makes customers feel. 

How do customers perceive your value? Assess their willingness to pay for 

your offering. 

 

Your Challenge: 

1. Hypothesis Construction: Based on your current understanding of your 

target audience, formulate an initial hypothesis about their key needs, desires, and 

pain points. What problem are you solving for them? What value are you delivering? 

2. Customer Validation: Put your hypothesis to the test! Engage with your 

target audience through customer interviews, surveys, focus groups, or industry 

interactions. Talk to potential customers, partners, and industry experts. Understand 

their perspective, challenges, and desired outcomes. 

3. Iterative Learning: Analyze the feedback you gather. Does your 

hypothesis hold true? Do customer needs align with your value proposition? Identify 

any gaps or misalignments. Use this feedback to refine your hypothesis and iterate 

on your Value Proposition Canvas. 

Remember: This is an iterative process. Don't be afraid to adjust your 

hypothesis and value proposition based on what you learn. 

 

Your Deliverables: 

Initial Hypothesis: Briefly describe your initial assumptions about customer 

needs and the value you offer. 

Customer Insights: Summarize key findings from your customer 

interactions. What did you learn about their needs, desires, and pain points? 

Updated Value Proposition Canvas: Based on your learnings, update your 

Value Proposition Canvas. Reflect on: 

o Customer Segments: Are your segments still relevant? Do you need 

to add or refine them? 

o Value Propositions: How well do your value propositions address 

customer needs and pain points? Do they need adjustments? 

o Customer Jobs & Pains & Gains: Have your understanding of 

customer jobs and their desired outcomes evolved? 

o Products & Services: Do your offerings truly deliver the value 

promised? 

o Channels: Are your chosen channels reaching the right customers 

effectively? 

Bonus: Share your updated Value Proposition Canvas and learnings with your 

team or classmates for discussion and feedback. 



By actively engaging with your target audience and iterating based on their 

needs, you'll develop a Value Proposition Canvas that resonates with real customers 

and sets your business up for success. 

 

Resources 

1. Osterwalder, A., & Pigneur, Y. (2010). Business Model Generation. 

Available at: 

https://vace.uky.edu/sites/vace/files/downloads/9_business_model_generatio

n.pdf 

2. The Value Proposition Canvas. Available at: 

https://www.strategyzer.com/library/the-value-proposition-canvas 

3. What is the Value Proposition Canvas? Available at: 

https://www.b2binternational.com/research/methods/faq/what-is-the-value-

proposition-canvas/ 

4. How to Use Value Proposition Canvas: The Definitive Guide. Available at: 

https://www.digitalnatives.hu/blog/value-proposition-canvas/ 
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