
Define
Tool: Value Proposition Canvas – template

Gain creators

Pain relievers

Products &
services Jobs-to-be-done

Value proposition of the service to be built Type of stakeholder / customer segment:  ...XYZ...

Describe in this field how your
products and services will create
stakeholders’ / customers’ gains.
Which benefits do they expect,
desire or would they be
surprised by?

Describe in this field how your
products and services will ease
your  stakeholders’ / customers’
pains. How would the negative
aspects be compensated?

Based on your empathy
research:
list all products and
services your stakeholders
already use to deal with
their challenges

Pains

Gains Use this field to describe what
this stakeholder / customer
segment needs to get done: it
could be tasks they have been
given, problems they are trying
to solve, desires / needs they
are trying to satisfy etc.

Here you should note
negative emotions,
disadvantages, risks,
negative experiences etc.
that your stakeholders /
customers currently face in
their situation.

Describe in this field how
your stakeholders might
benefit from the gains you
spotted in your empathy
research (this could be an
emotion, a functional
utility, social gains,
cost savings, etc.)

Value Proposition Statement:
The product / service we design will help…. ( type of stakeholder)… to get… (select from the jobs-to-be-done) done.
Especially  … (this stakehholder) … will benefit from …



Define
Tool: Value Proposition Canvas – example

Gain creators

Pain reliefers

Products &
services

Jobs-to-be-done

Value proposition of the service to be built Type of stakeholder / customer segment:
Student at the University of Hamburg

• Smartphones, tablets

• Apps: e.g.
Neighbourhood,
WhatsApp, Signal,
Instagram,
Public Transport

Value Proposition Statement:
The product / service we design will help students in Hamburg to obtain their degrees more easily whilst living a
sustainable life. Students in particular will benefit from an existing infrastructure with low entry barriers.

• Get a (Bachelor, Master)
degree

• Earn money to finance studies
• Navigate new city & campus
• Take care of Planet Earth – think,

feel and act in a sustainable way
• Build a (professional, private)

network
• Stay connected
• Collaborate

Open public places
(e.g. museums, libraries)

Use eco-friendly
options

Spacial
orientation

Networking

Waste and lavish
consumption

Mobile devices & apps

Example – reflection :
• The Value Proposition Canvas (VPC) is

based on the Consolidated Pains &
Gains Analysis (CP&G) and therefore
shows a higher level of abstraction than
e.g., the Empathy Map. This helps you
not to get lost in detail and to focus on
the the truly essential information.

• However, don’t hesitate to refer back to
the original Empathy Maps in case one
of the abstracted terms is unclear and
you need to recall the context of this
term.

• The right hand side of the VPC is more
or less a copy / paste exercise from the
CP & G analysis whilst the left hand side
requires more time for thinking and
discussion. This is another chance to
„emerge“ and „converge“ your
knowledge about the user’s needs!

• The Value Proposition Statement should
be formulated after having completed the
left and right side of the VPC as this
helps to nail down the essential meaning
of the data.

Pains

Gains

• Mobile apps & devices: are always
available  – everywhere – everybody
uses them. There is an infrastructure upon
which services can be scaled

• Shared Economy: in all large cities there
are vibrant communities living a lifestyle
focussing on  sustainability such as the
presence of second hand shops, repair
shops, etc – there is an infrastructure
already in place which is easy to leverage

• Mobile apps & devices: low entry
barriers given modern US/UI – easy to
understand, available everywhere –
a one-stop-shop to help in many cases

• Shared Economy: no need to build
something from scratch in an alien
environment, just scale on top of what is
there and leverage a vibrant community


