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Workshop 1 - Value Proposition

What? A promise that helps your user truly understand what your

offering is about

Why? 72% of products and services fail to meet market: users don't

care about that product or service
When? Before your invest time in building something
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2 Problem

Thisis the user side. Start by
focusing on what.

trying to do. What problem are they
trying to solve? Descr

obstacles and unwanted situations
they face when rying to achieve that
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performance, defects, etc)

understanding how certain things work,
dificultes n performing tasks, resistances, etc)

encounter or fear? e.g, loss of
face, power, tust,or status, )
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> What s keeping your users awake at night? (eq major ssues, concerns,challenges, etc)
erstandi

expectation, etc)
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1 Target User

First select who s going to be your
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8 Value Proposition

Use the Zen Statement to wrte
a senence that sums up you
findings in this canvas. It will

beyour Value Proposition for
this customer segment
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Problem Expectations.

Alternative Solutions

currenty avallable that try to
address the problem you
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benefits that your users expect, desire or
would be positively surprised If they existed.
This includes functional utity, social gains,

time, money effort tc)

expectations? (eg, qualfy leve, more than
Something,less than sometting ese, tc)

performance, qualiy,etc)

(ea. g curve,
more services, lower cost of ownership, etc.

-» What positive consequences do your users want? (eg,stay on tape,increase
o taus. etc)
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Alternative Solutions

6 Prioritization

Finally you can take al those.
sticky notes and scale them

on both sides of the board to
understand which aspect has
a higher or lower importance,

your products and services ..
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 better usabily,

on tape, produce or increase povie,
- status,

> Dothey do something the user is looking fo? (eg good design,specific or better

functionalites, etc.

tc)

performance, lower cost, etc)

(eg

performance or design, etc)

How your products and
services create benefits

jour solution and
what s your vlue propositon.
You can it the features of it
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-» what products and services 6o you offer that can help
your cients perform functional, social and emotional tasks
orthat can help them

- Rank all products and services according to thelr
Importance to your consumer. Are they crucial o tivial to

lower sk, higher quality.
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