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Deep Science and Technology Acceleration Platform
ȨȝȔȃȜȡȍ̘ȇȧȍ̎Ȑȍ̌ȂǬȣȍȧȃ̞ȖȫȃȌ̭ȍǬ̞ȎȄ̠̏Ȫǽ̐ȏ̞Ȅșȣȁȣȕȃȍ̘ȨȔȦȧȄǿȫȆȫȔș̠ȧǽ̞ȐȔ̢Ǭ





LETʊS DIVE IN
Why are we here today?



The Importance of goals and smaller steps













ǻ̐ȡȝ̞ȕ̯ȎȆ̘ȏ̎ȣ
ǿ̭ȉǿ̎ȣǻȡȐȕ̞Ȇǿ̐ȣ
ȨȔȦȖȍ̞Ǭȣȍ
ȇ̠ǿȆȃ̐ȡȐǬȣȍ 

ǻ̐ȡȝ̞ȕ̯ȎȆ̘ȏ̎ȣ
ȧȍȣȄ̦ȣȩȂ̐Ȏȍ̞Ȑ

ǻ̐ȡȝ̞ȕ̯ȎȆ̘ȏ̎ȣ
Ȍ̭ȍǬ̞ȎȧȂ̞ȆȩȂ̐
ȇ̠Ȕ̯Ǭǿ̐ȣ ȇ̠Ǭ̦ȣȩȍ
ȇ̠ǿȆǾ̤̑ȡǾ̦̑ȣ

DESIRABILITY
ʇHUMAN ASPECTʈ

FEASIBILITY
ʇTECHNICAL ASPECTʈ

VIABILITY
ʇBUSINESS ASPECTʈ



Expert
Focus

ȧǽ̠̏șȏǽȣǹȎȍ̞Ȑ
ȧȍ̤̏ȡȐȡȦȩȍ

Selling 
Point
Ȏ̭Ȃǻȣșǿ̤ȡ
ȡȦȩȍ

Compt/
Adv. 

ȧȍȣȄ̦ȣȩȂ̐Ȃ̠Ǭȏ̎ȣ
ǿȆȡ̤̏Ȇȡș̎ȣȐȩȍ

Reg. 
Standard
ȍȦȧȖ̠șȖ 
ȇȣȃȍȑȣȆ 
ǻ̐ȡȖ̌Ȑǿ̌Ȗ

IPR
Status
ǬȣȍȖȍ̞Ȟȣȍ
Ȅȍ̌ȝș̘ȕ̞ȆȄȣȐ
ȗ̍ǹǹȣ

ȕ̞̏ȐȄ̠̏ȧȕȆȡȝ̞ȎȣȍȉȣȪȞ̐ȇ̠ȪȆǬȣȍȄ̦ȣȐȣȆȏ̞Ȏ̌șȧǽ̞Ȑȝȣȉǽ̞ș̘

Business
Model

ȍ̯ȗȨȖȖȫȇȧȂȔ
Ȍ̭ȍǬ̞Ȏ

Operation 
System
ȍȦȖȖǬȣȍ
Ȅ̦ȣȐȣȆ







ȗ̍ǹȞȣ Ȟȍ̤ȡ ȗȍȦȫșǽȆ̘
ǻȡȐȔ̯Ǭǿ̐ȣ 

= 
ȫȡǬȣȕǻȡȐȌ̭ȍǬ̞Ȏ



ȧȍȣ ʇǽ̎ȏșʈ ȡȦȩȍȔ̯Ǭǿ̐ȣ

JOBS PAINS GAINS



ȝ̤̑ȆȄ̠̏ȪȆȪȎȔ̯Ǭǿ̐ȣʇȇ̠Ȏ̦ȣǬ̌Ȃʈ 
ȧȍȣȎȦȧȗ̟ȂȗȍȦȃ̯ȧǻ̐ȣȩȗ

ȨȔȦȇ̠ȝ̤̑ȆȄ̠̏ȪȆȪȎȔ̯Ǭǿ̐ȣȩȂ̐Ȇ̌̑Ȇ

ǬȣȍȄ̦ȣǿȏȣȇȧǻ̐ȣȪȎȔ̯Ǭǿ̐ȣȧǽ̞ȐȔ̢Ǭ ǿ̤ȡ ȕ̞̏ȐȄ̠̏ȃ̐ȡȐȄ̦ȣ 



BUSINESS MODEL INNOVATION 
ȨȗȔȏ̎ȣ ʇȡș̎ȣȐȆ̐ȡșǿȍ̢̏ȐȞȆ̢̏ȐȪȆ 4 ȫǿȍȐȕȍ̐ȣȐȞȔ̌Ǭȃ̐ȡȐȧȗȔ̠̏șȆʈ

2.
WHAT

1.
WHO

4.
HOW

3.
WHY

VALUE
PROPOSITION

REVENUE 
MODEL

VALUE CHAIN

Ȫǿȍǿ̤ȡǬṶ̏̎ȇȧȗ̒ȣȞȇȣș
Ȅ̠̏ȧȍȣȕ̎ȐȇȡȖǿ̭ȉǿ̎ȣȪȞ̐

ȍ̯ȗȨȖȖǻȡȐȫȇȧȂȔ
Ȅ̠̏Ȅ̦ȣǬ̦ȣȩȍȩȂ̐ 

ȧȍȣȎȦȖȍ̞ȞȣȍȎ̌ȂǬȣȍ
ʇȡș̎ȣȐȩȍʈ

ȧȍȣȆ̦ȣȧȕȆȡǿ̭ȉǿ̎ȣ ʇȡȦȩȍʈ 



ǻ̐ȡȝ̞ȕ̯ȎȆ̘ȏ̎ȣ
ǿ̭ȉǿ̎ȣǻȡȐȕ̞Ȇǿ̐ȣ
ȨȔȦȖȍ̞Ǭȣȍ
ȇ̠ǿȆȃ̐ȡȐǬȣȍ 

ǻ̐ȡȝ̞ȕ̯ȎȆ̘ȏ̎ȣ
ȧȍȣȄ̦ȣȩȂ̐Ȏȍ̞Ȑ

ǻ̐ȡȝ̞ȕ̯ȎȆ̘ȏ̎ȣ
Ȍ̭ȍǬ̞ȎȧȂ̞ȆȩȂ̐
ȇ̠Ȕ̯Ǭǿ̐ȣ ȇ̠Ǭ̦ȣȩȍ
ȇ̠ǿȆǾ̤̑ȡǾ̦̑ȣ

DESIRABILITY
ʇHUMAN ASPECTʈ

FEASIBILITY
ʇTECHNICAL ASPECTʈ

VIABILITY
ʇBUSINESS ASPECTʈ



ȃȡȆȩȞȆ ?
Ȅ̠̏ȧȍȣȃ̐ȡȐȡȡǬȨȖȖǿ̭ȉǿ̎ȣǻȡȐȌ̭ȍǬ̞Ȏ
ȨȔȦȏȣȐ/ȗȍ̌ȖȫȇȧȂȔȌ̭ȍǬ̞ȎȂ̠ 









INITIATION
Analyze the 
ecosystem

IDEATION
Adapt the 
patterns

INTEGRATION
Details the new 
business model

REALIZE
Feel the 

changes/Start 
to plan

ITERATE
Design- Test-

Repeat

MARKET 
INTRODUCTION
Agile + Sprint

Players Change Drivers

Existing Business Model

New/Innovate Business Model

ʇYou are here ʈ

ʇYou could be here ʈ

COVID
19

M

M

M

M

M

M

M

M
M

M
M

Imitate/Ideate/Combine strategy profiles from successful patterns 

Internal
Consistency

External
Consistency

Implementation by OKRs







Source : Strategyzer



Ȅ̎ȣȆǿ̞Ȃȏ̎ȣ
ȫȇȧȂȔȌ̭ȍǬ̞ȎȄ̠̏Ȃ̠ǿ̤ȡȡȦȩȍ 



ȕȍ̐ȣȐ
ǿ̭ȉǿ̎ȣ
ȪȞ̐Ǭ̌Ȗ
Ȕ̯Ǭǿ̐ȣȩȂ̐

ȧǬ̛ȖȧǬ̠̏șȏ
ǿ̭ȉǿ̎ȣȩȂ̐

Ȅ̦ȣȨȔȦ
ȕ̎ȐȇȡȖ
ǿ̭ȉǿ̎ȣȩȂ̐



CREATE 
VALUE

CAPTURE 
VALUE

DELIVER 
VALUE

CREATE 
VALUE

CAPTURE 
VALUE

DELIVER 
VALUE

CREATE 
VALUE

CAPTURE 
VALUE

DELIVER 
VALUE

CREATE 
VALUE

CAPTURE 
VALUE

DELIVER 
VALUE



Source : Strategyzer

ʇȧǻ̐ȣȪȎȗ̍ǹȞȣʈ Ȕ̯Ǭǿ̐ȣȨȔȦȄ̦ȣȪȞ̐ȕ̞̏ȐȄ̠̏ȧȍȣȎȦȄ̦ȣ ʇǽ̎ȏșȩȂ̐ǭ̯ǬȎ̭Ȃʈ



Value Proposition Design

FIT

Problem Focused Thinking 
: Value Proposition Design



An Integrated Suite of Tools
Ǭȣȍȧǽ̤̏ȡȇȫșȐȧǿȍ̤̏ȡȐȇ̤ȡǬȣȍȡȡǬȨȖȖǿ̭ȉǿ̎ȣȪȞ̐Ǭ̌ȖȌ̭ȍǬ̞Ȏ

TOOL 1 : Environmental Mapping
(ȨȚȆǮȣȝȕǮȣȝȨȏȂȔ̐ȡȇ) 
ʇǽ̎ȏșȪȞ̐ʈ ǿ̭ȉȧǻ̐ȣȪȎȖȍ̞ȖȄȪȆǬȣȍȕȍ̐ȣȐȫȇȧȂȔȌ̭ȍǬ̞Ȏ

TOOL 2 : Business Model Canvas
(ȍ̎ȣȐȨȇ̎ȨȖȖȫȇȧȂȔȌ̭ȍǬ̞Ȏ) 
ʇǽ̎ȏșȪȞ̐ʈ ǿ̭ȉȧǻ̐ȣȪȎǬȣȍȕȍ̐ȣȐǿ̭ȉǿ̎ȣȪȞ̐Ǭ̌ȖȌ̭ȍǬ̞Ȏ

TOOL 3 : Value Proposition Canvas
(ȍ̎ȣȐȨȇ̎ȨȖȖǬȣȍȧȕȆȡǿ̭ȉǿ̎ȣ) 
ʇǽ̎ȏșȪȞ̐ʈ ǿ̭ȉȧǻ̐ȣȪȎǬȣȍȕȍ̐ȣȐǿ̭ȉǿ̎ȣȪȞ̐Ǭ̌ȖȔ̯Ǭǿ̐ȣȨȔȦȚ̯̐Ȫǽ̐

Adopted from Value proposition Design : Alexander O.



Business Model ʉEnvironment Map ʊ

Foresight

Macro Economics

Market 
Analysis

GLOBAL MARKET 
CONDITIONS

CAPITAL MARKETS
COMMODITIES &
OTHER RESOURCES

ECONOMIC
INFRASTRUCTURE

MACRO 
ECONOMIC

FORCES

TECHNOLOGY

REGULATORY
SOCIETAL
& CULTURAL

SOCIAL ɼ
ECONOMIC

INDUSTRY
FORCES

MARKET
FORCES

KEY 
TRENDS

REVENUE
ATTRACTIVENESS

SWITCHING COSTS

MARKET ISSUES

NEEDS & DEMANDS

MARKET SEGMENTS

POTENTIAL
COMPETITORS

COMPETING
SERVICES

SUPPLIERS

STAKEHLODERS

Competitive 
Analysis



DESIGN THINKING

ȏ̞Ȍ̠ǿ̞ȂȪȆǬȣȍȨǬ̐ȗ̍ǹȞȣ
ȫȂșȇ̠Ț̯̐Ȫǽ̐ȧȗ̜Ȇȁ̯Ȇș̘ǬȔȣȐ



Å Seek to understand
άInsightsέ

Å Non-judgemental

Å Personas
Å Role objectives
Å Decision
Å Challenges
Å Pain Point

Å Share ideas
Å All ideas worthy
Å Diverge/Converge
Å άyes andέ thinking

Å Prioritize

Å Mockups
Å Storyboards
Å Keep it simple
Å Fail fast
Å Iterate quickly

Å Understand impediments
Å What work?
Å Role play
Å Iterate quickly

Å Focus Group
Å ȧǻ̐ȣȩȗǿ̭șǬ̌Ȗ User
Å Immersion (ȧǻ̐ȣȩȗȎȇ) 
Å ȕ̌ȐȧǬȃ (Observation)
Å Questionnaire
Å Photo Journal  
Å Self Documentary 
Å VOC 
Å Social Listening 
Å Experience Tour 

Collection 
of 

άInsightsέ

Å Personas
(ȃ̌ȏȔȦǿȍȃ̐ȆȨȖȖ) 
Å Job- to-be-done 
Å Existing Alternative
Å Pain Points 
Å Gains Points
Å *** ȫȎȄș̘ȩȞȆȇ̠ȫȡǬȣȕ
ȇȣǬȄ̠̏ṷ̏Ȃ *** (Million Pains) 
(Feasible) (Timing) ( Ȇ̎ȣȎȦȇ̠ 
Life Time Value) 

(Unmet Needs/ Underserved) 

Å Brain Storm
Å Ȃ̯ȎȣǬ Customer 
Å Trends 
Å Database 
Å ǿ̭șǬ̌ȖǿȆȧǬ̎Ȑ 
Å Ȃ̯ȎȣǬ Compt. 
Å Budding 

Å Ȅ̦ȣȪȞ̐ȧȞ̛ȆǮȣȝ 
Å Ȑ̎ȣșʏ 
Å Ȫǽ̐ȧȐ̞ȆȆ̐ȡșȄ̠̏ṷ̏Ȃ 
Å ȏȣȂȍ̯ȗ 
Å ȝ̌ȖǬȍȦȂȣȘ 
Å Storyboards 
Å Mockups 

Å ȄȂȕȡȖǬ̌Ȗ User 
Å ȧȍ̠șȆȍ̯̐ȪȞ̐ȧơ̏ȏ 
Å Ȫǽ̐ȧȐ̞ȆȆ̐ȡș 
Å ȧǬ̛Ȗ Feedback 
ȇȣȗȍ̌Ȗȗȍ̭Ȑ 

Å ȩȇ̎ǿ̞ȂȩȗȧȡȐ 
Å Fail Fast 
Å ȡȣȎȎȦȃ̐ȡȐǬȔ̌ȖȩȗȖȣȐȎ̭ȂȪȞȇ̎



Divergence (Discover)
ÅȧȝȍȣȦȃ̐ȡȐȧǬ̛Ȗ Data ȧșȡȦ 
Åȧȝ̤̏ȡȪȞ̐ȩȇ̎ȧǬ̞Ȃ Ideas Block
Åȧȝ̤̏ȡȪȞ̐ȧȍȣȕ̦ȣȍȏȎȩȂ̐
Ȕ̢ǬȨȔȦǬȏ̐ȣȐȄ̠̏ṷ̏Ȃ 

Åȧȝ̤̏ȡȪȞ̐ȧȍȣȧǻ̐ȣȪȎȗ̍ǹȞȣ
ǻȡȐ User ȪȞ̐ȇȣǬȄ̠̏ṷ̏Ȃ 

Convergence (Define)
ÅȧȝȍȣȦȧȍȣȃ̐ȡȐȎ̌ȂȔ̦ȣȂ̌Ȗ
ǿȏȣȇȕ̦ȣǿ̌ǹȞȍ̤ȡǿȏȣȇȆ̎ȣȕȆȪȎ
ȫȎȄș̘ȗ̍ǹȞȣ 

ÅȧȍȣȨǬ̐Ḙ̏Ǭȡș̎ȣȐȩȇ̎ȩȂ̐ 
ÅȧȍȣȆ̎ȣȎȦȃ̐ȡȐȞȣȫȎȄș̘Ȅ̠̏ȇ̠
ȫȡǬȣȕȇȣǬȄ̠̏ṷ̏Ȃ

ÅȂ̯ȏ̎ȣȡ̌ȆȩȞȆȆ̎ȣȎȦ Feasible

Convergence (Deliver)
Åȏ̞ȧǿȍȣȦȞ̘ȏ̎ȣȃ̌ȏȃ̐ȆȨȖȖ
Ȟȍ̤ȡȩȡȧȂ̠șǻȡȐȧȍȣ ʇȪǽ̎ʈ 
Ȟȍ̤ȡȩȇ̎ 

ÅȞȣȎ̭ȂȔȐȃ̌ȏǻȡȐ PSF 
ÅȎȦȩȂ̐ȞȣȎ̭ȂȄ̠̏ȎȦȃ̐ȡȐǬȔ̌Ȗȩȗ
ȗȍ̌ȖȩȂ̐ǭ̐ȣȃ̐ȡȐȨǬ̐ 

Divergence (Develop)
Åȧȝ̤̏ȡȞȣǿȏȣȇȧȗ̜ȆȩȗȩȂ̐
ǻȡȐȩȡȧȂ̠șȄ̌̑ȐȞȇȂ

Å Be creative 
Åȧȝ̤̏ȡȩȇ̎ȪȞ̐ȃ̞ȂǬȍȡȖ 
Åȧȝ̤̏ȡȪȞ̐ȝȡȇȡȐȧȞ̛Ȇȏ̎ȣ
ȧȍȣȆ̎ȣȎȦȇ̠ȏ̞Ȍ̠ȪȆǬȣȍȨǬ̐ȗ̍ǹȞȣ
Ȅ̠̏Ȃ̠̏ṷ̏Ȃ





UK Design Council : Double Diamond Model



Discover
The first diamond helps people understand, rather than simply assume, 
what the problem is. It involves speaking to and spending time with 
people who are affected by the issues.



Define
The insight gathered from the discovery phase can help you to define the 
challenge in a different way



Develop
The second diamond encourages people to give different answers to the 
clearly defined problem , seeking inspiration from elsewhere and co -
designing with a range of different people. 



Deliver
Delivery involves testing out different solutions at small - scale, rejecting 
those that will not work and improving the ones that will .







Put people first
Communicate 

visually 
and inclusively

Collaborate 
and co- create

Iterate, 
iterate , 
iterate

Start with an understanding 
of the people using a service, 
their needs, strengths 
and aspirations.

Help people gain a 
shared understanding 
of the problem and 
ideas.

Work together and get 
inspired by what 
others are doing.

Do this to spot errors early, 
avoid risk and build 
confidence in your ideas.

The Design Principle



An Integrated Suite of Tools
Ǭȣȍȧǽ̤̏ȡȇȫșȐȧǿȍ̤̏ȡȐȇ̤ȡǬȣȍȡȡǬȨȖȖǿ̭ȉǿ̎ȣȪȞ̐Ǭ̌ȖȌ̭ȍǬ̞Ȏ

TOOL 1 : Environmental Mapping
(ȨȚȆǮȣȝȕǮȣȝȨȏȂȔ̐ȡȇ) 
ʇǽ̎ȏșȪȞ̐ʈ ǿ̭ȉȧǻ̐ȣȪȎȖȍ̞ȖȄȪȆǬȣȍȕȍ̐ȣȐȫȇȧȂȔȌ̭ȍǬ̞Ȏ

TOOL 2 : Business Model Canvas
(ȍ̎ȣȐȨȇ̎ȨȖȖȫȇȧȂȔȌ̭ȍǬ̞Ȏ) 
ʇǽ̎ȏșȪȞ̐ʈ ǿ̭ȉȧǻ̐ȣȪȎǬȣȍȕȍ̐ȣȐǿ̭ȉǿ̎ȣȪȞ̐Ǭ̌ȖȌ̭ȍǬ̞Ȏ

TOOL 3 : Value Proposition Canvas
(ȍ̎ȣȐȨȇ̎ȨȖȖǬȣȍȧȕȆȡǿ̭ȉǿ̎ȣ) 
ʇǽ̎ȏșȪȞ̐ʈ ǿ̭ȉȧǻ̐ȣȪȎǬȣȍȕȍ̐ȣȐǿ̭ȉǿ̎ȣȪȞ̐Ǭ̌ȖȔ̯Ǭǿ̐ȣȨȔȦȚ̯̐Ȫǽ̐

Adopted from Value proposition Design : Alexander O.



Value Proposition Design

FIT

Problem Focused Thinking 
: Value Proposition Design



Value Proposition Design
Ȩȇ̎ȨȖȖǬȣȍȕȍ̐ȣȐǿ̭ȉǿ̎ȣ

Ȏ̌Ȗȃ̐ȡȐȩȂ̐ ȇȡȐȧȞ̛ȆȐ̎ȣșṳ̏̏ȡȕȣȍȧȝ̤̏ȡȨǬ̐ȩǻȩȂ̐





ȔȂǿȏȣȇ
ȧȕ̠̏șȐȄ̠̏ȎȦ
Ȕ̐ȇȧȞȔȏ

ȕȍ̐ȣȐȕ̞Ȇǿ̐ȣ
ȨȔȦȖȍ̞Ǭȣȍ
Ȅ̠̏ǿȆȃ̐ȡȐǬȣȍ

Value Proposition Design
Ȩȇ̎ȨȖȖǬȣȍȕȍ̐ȣȐǿ̭ȉǿ̎ȣ

Certainty Risk



Value Proposition Design
Ȩȇ̎ȨȖȖǬȣȍȕȍ̐ȣȐǿ̭ȉǿ̎ȣȪǽ̐ȕ̦ȣȞȍ̌ȖȪǿȍ ? 

Startup/ New Business 
Ȍ̭ȍǬ̞Ȏȧȍ̞̏ȇȃ̐ȆȪȞȇ̎

Challenges Opportunity

ÅȧȏȔȣȄ̠̏ȧȞȇȣȦȕȇ***
Åǻ̐ȡȝ̞ȕ̯ȎȆ̘ǿ̭ȉǿ̎ȣǻȡȐȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞Ǭȣȍ
ÅǿȏȣȇȕȣȇȣȍǭȨȔȦȍȦȖȖǻȡȐȄ̠ȇ
ÅȄȍ̌ȝșȣǬȍȄ̠̏Ȏ̦ȣǬ̌Ȃ
ÅȧȐ̞ȆḘ̏Ȇ

ÅǿȔ̎ȡȐȃ̌ȏȕ̯Ȑ
Åȃ̌Ȃȕ̞ȆȪȎȐ̎ȣș 
Åȧȍ̠șȆȍ̯̐ȧơ̏ȏ



Value Proposition Design
Ȩȇ̎ȨȖȖǬȣȍȕȍ̐ȣȐǿ̭ȉǿ̎ȣȪǽ̐ȕ̦ȣȞȍ̌ȖȪǿȍ ? 

Running Company
Ȗȍ̞Ș̌ȄȄ̠̏Ȅ̦ȣȌ̭ȍǬ̞Ȏȡș̯̎ȨȔ̐ȏȨȔȦȃ̐ȡȐǬȣȍ

ȝ̌ȊȆȣǿ̭ȉǿ̎ȣȨȔȦȫȇȧȂȔȌ̭ȍǬ̞ȎȧȂ̞ȇ Ȟȍ̤ȡ ȡșȣǬǿ̞Ȃǿ̐Ȇȕ̞̏ȐȪȞȇ̎

Challenges Opportunity

ÅǬȣȍȫȆ̐ȇȆ̐ȣȏȚ̯̐Ȗȍ̞ȞȣȍȍȦȂ̌Ȗȕ̯Ȑ
ÅǬȣȍȧǻ̐ȣǭ̢ȐȄȍ̌ȝșȣǬȍȄ̠̏ȇ̠ȡș̯̎
ÅǬȣȍǬȔ̌ȏǿȏȣȇȧȕ̠̏șȐ
ÅǬȍȦȖȏȆǬȣȍȄ̠̏ǽ̐ȣ ȩȇ̎ș̤ȂȞș̭̎Ȇ
ÅǬȣȍȍ̌Ȗǿȏȣȇȧȕ̠̏șȐ

Åȃ̎ȡșȡȂȩȂ̐ȎȣǬǿ̭ȉǿ̎ȣȄ̠̏ȇ̠ȡș̯̎ȧȂ̞ȇ
ÅȪǽ̐Ȅȍ̌ȝșȣǬȍȃ̎ȣȐʏȄ̠̏ȇ̠ȡș̯̎ȨȔ̐ȏ
Åȇ̠ȫȇȧȂȔȌ̭ȍǬ̞ȎȄ̠̏ȞȔȣǬȞȔȣșǻ̢̑Ȇ
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Adopted from Value proposition Design : Alexander O.

Customer Profile
ǿ̭ȉȔ̌ǬȘȉȦǻȡȐȔ̯Ǭǿ̐ȣ

Value Map
ȨȚȆǮȣȝǿ̭ȉǿ̎ȣ

Åȧȍȣȕȍ̐ȣȐǿ̭ȉǿ̎ȣȪȞ̐Ǭ̌ȖȔ̯Ǭǿ̐ȣȩȂ̐ȡș̎ȣȐȩȍ 
Å ***Ȕ̯Ǭǿ̐ȣ ʇǿȣȂȞȏ̌ȐȚȔȗȍȦȫșǽȆ̘ȡȦȩȍʈ 
ȎȣǬȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞ǬȣȍǻȡȐǿ̭ȉȩȂ̐Ȗ̐ȣȐ ***

Åǽ̎ȏșȪȆǬȣȍȄ̦ȣǿȏȣȇȧǻ̐ȣȪȎȔ̯Ǭǿ̐ȣȡș̎ȣȐǽ̌ȂȧȎȆ 
ÅȇȡȐȪȆḙ̑ȇǻȡȐȔ̯Ǭǿ̐ȣ
Åȕ̌ȐȧǬȃ̭ȧǬ̛Ȗǻ̐ȡȇ̯Ȕ ȝ̞ȕ̯ȎȆ̘ȪȞ̐ȧȗ̜ȆȎȍ̞Ȑ



ȐȣȆ

ȗ̍ǹȞȣ

ȗȍȦȫșǽȆ̘

ȨǬ̐ȗ̍ǹȞȣ

ȧȝ̞̏ȇȗȍȦȫșǽȆ̘

ȍȣșǬȣȍ
ʇȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞Ǭȣȍʈ 
Ȅ̌̑ȐȞȇȂȄ̠̏ǿ̭ȉȄ̦ȣ
ǻ̢̑Ȇȇȣȧȝ̤̏ȡȧȕȆȡ
ǿ̭ȉǿ̎ȣ

Adopted from Value proposition Design : Alexander O.

Customer Profile
ǿ̭ȉȔ̌ǬȘȉȦǻȡȐȔ̯Ǭǿ̐ȣ

Value Map
ȨȚȆǮȣȝǿ̭ȉǿ̎ȣ



ȐȣȆ
Ȟȇȣșǭ̢Ȑ ȕ̞̏ȐȄ̠̏Ȕ̯Ǭǿ̐ȣȡșȣǬȄ̦ȣȪȞ̐
ȕ̦ȣȧơ̏ȎȪȆǬȣȍȄ̦ȣȐȣȆȨȔȦȪȆȂ̐ȣȆ
ȡ̤̏ȆʏǻȡȐǽ̠ȏ̞ȃ Ǿ̢̏ȐȍȏȖȍȏȇȩȂ̐
ȎȣǬǿ̦ȣȖȡǬȧȔ̎ȣǻȡȐȝȏǬȧǻȣȧȡȐ

***ȍȣșǬȣȍ***
ʇȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞Ǭȣȍʈ 
Ȅ̌̑ȐȞȇȂȄ̠̏ǿ̭ȉȄ̦ȣ
ǻ̢̑Ȇȇȣȧȝ̤̏ȡȧȕȆȡ
ǿ̭ȉǿ̎ȣ

Adopted from Value proposition Design : Alexander O.

Customer Profile
ǿ̭ȉȔ̌ǬȘȉȦǻȡȐȔ̯Ǭǿ̐ȣ

Value Map
ȨȚȆǮȣȝǿ̭ȉǿ̎ȣ

ȗ̍ǹȞȣ
Ȟȇȣșǭ̢Ȑ ȚȔȔ̌ȝȌ̘ȩȇ̎ȝ̢ȐȗȍȦȕȐǿ̘
ǿȏȣȇȧȕ̠̏șȐ ȨȔȦȡ̭ȗȕȍȍǿ
Ȅ̠̏ȧǬ̠̏șȏȧǻ̐ȡȐǬ̌ȖȐȣȆȆ̌̑Ȇ

ȗȍȦȫșǽȆ̘
Ȟȇȣșǭ̢Ȑ ȚȔȔ̌ȝȌ̘Ȅ̠̏ȧȗ̜Ȇ
ȍ̯ȗȌȍȍȇȄ̠̏Ȕ̯Ǭǿ̐ȣȗȍȣǭȆȣ

ȄȣȐȨǬ̐
ȖȡǬȏ̎ȣ ȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞Ǭȣȍ
ǻȡȖǿ̭ȉȨǬ̐Ȟȍ̤ȡȖȍȍȧȄȣ
ȗ̍ǹȞȣǻȡȐȔ̯Ǭǿ̐ȣȩȂ̐ȡș̎ȣȐȩȍ

ȃ̌ȏȕȍ̐ȣȐ
ȗȍȦȫșǽȆ̘

ȖȡǬȏ̎ȣȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞ǬȣȍǻȡȐǿ̭ȉ
ȕȍ̐ȣȐȗȍȦȫșǽȆ̘Ǭ̌ȖȔ̯Ǭǿ̐ȣȩȂ̐ȡș̎ȣȐȩȍ



ȐȣȆ
Ȟȇȣșǭ̢Ȑ ȕ̞̏ȐȄ̠̏Ȕ̯Ǭǿ̐ȣȡșȣǬȄ̦ȣȪȞ̐
ȕ̦ȣȧơ̏ȎȪȆǬȣȍȄ̦ȣȐȣȆȨȔȦȪȆȂ̐ȣȆ
ȡ̤̏ȆʏǻȡȐǽ̠ȏ̞ȃ Ǿ̢̏ȐȍȏȖȍȏȇȩȂ̐
ȎȣǬǿ̦ȣȖȡǬȧȔ̎ȣǻȡȐȝȏǬȧǻȣȧȡȐ

***ȍȣșǬȣȍ***
ʇȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞Ǭȣȍʈ 
Ȅ̌̑ȐȞȇȂȄ̠̏ǿ̭ȉȄ̦ȣ
ǻ̢̑Ȇȇȣȧȝ̤̏ȡȧȕȆȡ
ǿ̭ȉǿ̎ȣ

Adopted from Value proposition Design : Alexander O.

Customer Profile
ǿ̭ȉȔ̌ǬȘȉȦǻȡȐȔ̯Ǭǿ̐ȣ

Value Map
ȨȚȆǮȣȝǿ̭ȉǿ̎ȣ

ȗ̍ǹȞȣ
Ȟȇȣșǭ̢Ȑ ȚȔȔ̌ȝȌ̘ȩȇ̎ȝ̢ȐȗȍȦȕȐǿ̘
ǿȏȣȇȧȕ̠̏șȐ ȨȔȦȡ̭ȗȕȍȍǿ
Ȅ̠̏ȧǬ̠̏șȏȧǻ̐ȡȐǬ̌ȖȐȣȆȆ̌̑Ȇ

ȗȍȦȫșǽȆ̘
Ȟȇȣșǭ̢Ȑ ȚȔȔ̌ȝȌ̘Ȅ̠̏ȧȗ̜Ȇ
ȍ̯ȗȌȍȍȇȄ̠̏Ȕ̯Ǭǿ̐ȣȗȍȣǭȆȣ

ȄȣȐȨǬ̐
ȖȡǬȏ̎ȣ ȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞Ǭȣȍ
ǻȡȖǿ̭ȉȨǬ̐Ȟȍ̤ȡȖȍȍȧȄȣ
ȗ̍ǹȞȣǻȡȐȔ̯Ǭǿ̐ȣȩȂ̐ȡș̎ȣȐȩȍ

ȃ̌ȏȕȍ̐ȣȐ
ȗȍȦȫșǽȆ̘

ȖȡǬȏ̎ȣȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞ǬȣȍǻȡȐǿ̭ȉ
ȕȍ̐ȣȐȗȍȦȫșǽȆ̘Ǭ̌ȖȔ̯Ǭǿ̐ȣȩȂ̐ȡș̎ȣȐȩȍ

Ȫǽ̐Ǭȣȍȏ̞ȧǿȍȣȦȞ̘
(Analyze)

Ȫǽ̐Ǭȣȍȕ̌ȐȧǿȍȣȦȞ̘
(Synthesize)



ȐȣȆ
Ȟȇȣșǭ̢Ȑ ȕ̞̏ȐȄ̠̏Ȕ̯Ǭǿ̐ȣȡșȣǬȄ̦ȣȪȞ̐
ȕ̦ȣȧơ̏ȎȪȆǬȣȍȄ̦ȣȐȣȆȨȔȦȪȆȂ̐ȣȆ
ȡ̤̏ȆʏǻȡȐǽ̠ȏ̞ȃ Ǿ̢̏ȐȍȏȖȍȏȇȩȂ̐
ȎȣǬǿ̦ȣȖȡǬȧȔ̎ȣǻȡȐȝȏǬȧǻȣȧȡȐ

***ȍȣșǬȣȍ***
ʇȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞Ǭȣȍʈ 
Ȅ̌̑ȐȞȇȂȄ̠̏ǿ̭ȉȄ̦ȣ
ǻ̢̑Ȇȇȣȧȝ̤̏ȡȧȕȆȡ
ǿ̭ȉǿ̎ȣ

Adopted from Value proposition Design : Alexander O.

Customer Profile
ǿ̭ȉȔ̌ǬȘȉȦǻȡȐȔ̯Ǭǿ̐ȣ

Value Map
ȨȚȆǮȣȝǿ̭ȉǿ̎ȣ

ȗ̍ǹȞȣ
Ȟȇȣșǭ̢Ȑ ȚȔȔ̌ȝȌ̘ȩȇ̎ȝ̢ȐȗȍȦȕȐǿ̘
ǿȏȣȇȧȕ̠̏șȐ ȨȔȦȡ̭ȗȕȍȍǿ
Ȅ̠̏ȧǬ̠̏șȏȧǻ̐ȡȐǬ̌ȖȐȣȆȆ̌̑Ȇ

ȗȍȦȫșǽȆ̘
Ȟȇȣșǭ̢Ȑ ȚȔȔ̌ȝȌ̘Ȅ̠̏ȧȗ̜Ȇ
ȍ̯ȗȌȍȍȇȄ̠̏Ȕ̯Ǭǿ̐ȣȗȍȣǭȆȣ

ȄȣȐȨǬ̐
ȖȡǬȏ̎ȣ ȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞Ǭȣȍ
ǻȡȖǿ̭ȉȨǬ̐Ȟȍ̤ȡȖȍȍȧȄȣ
ȗ̍ǹȞȣǻȡȐȔ̯Ǭǿ̐ȣȩȂ̐ȡș̎ȣȐȩȍ

ȃ̌ȏȕȍ̐ȣȐ
ȗȍȦȫșǽȆ̘

ȖȡǬȏ̎ȣȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞ǬȣȍǻȡȐǿ̭ȉ
ȕȍ̐ȣȐȗȍȦȫșǽȆ̘Ǭ̌ȖȔ̯Ǭǿ̐ȣȩȂ̐ȡș̎ȣȐȩȍ

Ȫǽ̐Ǭȣȍȏ̞ȧǿȍȣȦȞ̘
(Analyze)

Ȫǽ̐Ǭȣȍȕ̌ȐȧǿȍȣȦȞ̘
(Synthesize)

PROBLEM 
SPACE



ȐȣȆ
Ȟȇȣșǭ̢Ȑ ȕ̞̏ȐȄ̠̏Ȕ̯Ǭǿ̐ȣȡșȣǬȄ̦ȣȪȞ̐
ȕ̦ȣȧơ̏ȎȪȆǬȣȍȄ̦ȣȐȣȆȨȔȦȪȆȂ̐ȣȆ
ȡ̤̏ȆʏǻȡȐǽ̠ȏ̞ȃ Ǿ̢̏ȐȍȏȖȍȏȇȩȂ̐
ȎȣǬǿ̦ȣȖȡǬȧȔ̎ȣǻȡȐȝȏǬȧǻȣȧȡȐ

***ȍȣșǬȣȍ***
ʇȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞Ǭȣȍʈ 
Ȅ̌̑ȐȞȇȂȄ̠̏ǿ̭ȉȄ̦ȣ
ǻ̢̑Ȇȇȣȧȝ̤̏ȡȧȕȆȡ
ǿ̭ȉǿ̎ȣ

Adopted from Value proposition Design : Alexander O.

Customer Profile
ǿ̭ȉȔ̌ǬȘȉȦǻȡȐȔ̯Ǭǿ̐ȣ

Value Map
ȨȚȆǮȣȝǿ̭ȉǿ̎ȣ

ȗ̍ǹȞȣ
Ȟȇȣșǭ̢Ȑ ȚȔȔ̌ȝȌ̘ȩȇ̎ȝ̢ȐȗȍȦȕȐǿ̘
ǿȏȣȇȧȕ̠̏șȐ ȨȔȦȡ̭ȗȕȍȍǿ
Ȅ̠̏ȧǬ̠̏șȏȧǻ̐ȡȐǬ̌ȖȐȣȆȆ̌̑Ȇ

ȗȍȦȫșǽȆ̘
Ȟȇȣșǭ̢Ȑ ȚȔȔ̌ȝȌ̘Ȅ̠̏ȧȗ̜Ȇ
ȍ̯ȗȌȍȍȇȄ̠̏Ȕ̯Ǭǿ̐ȣȗȍȣǭȆȣ

ȄȣȐȨǬ̐
ȖȡǬȏ̎ȣ ȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞Ǭȣȍ
ǻȡȖǿ̭ȉȨǬ̐Ȟȍ̤ȡȖȍȍȧȄȣ
ȗ̍ǹȞȣǻȡȐȔ̯Ǭǿ̐ȣȩȂ̐ȡș̎ȣȐȩȍ

ȃ̌ȏȕȍ̐ȣȐ
ȗȍȦȫșǽȆ̘

ȖȡǬȏ̎ȣȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞ǬȣȍǻȡȐǿ̭ȉ
ȕȍ̐ȣȐȗȍȦȫșǽȆ̘Ǭ̌ȖȔ̯Ǭǿ̐ȣȩȂ̐ȡș̎ȣȐȩȍ

Ȫǽ̐Ǭȣȍȏ̞ȧǿȍȣȦȞ̘
(Analyze)

Ȫǽ̐Ǭȣȍȕ̌ȐȧǿȍȣȦȞ̘
(Synthesize)

SOLUTION 
SPACE



ȐȣȆ
Ȟȇȣșǭ̢Ȑ ȕ̞̏ȐȄ̠̏Ȕ̯Ǭǿ̐ȣȡșȣǬȄ̦ȣȪȞ̐
ȕ̦ȣȧơ̏ȎȪȆǬȣȍȄ̦ȣȐȣȆȨȔȦȪȆȂ̐ȣȆ
ȡ̤̏ȆʏǻȡȐǽ̠ȏ̞ȃ Ǿ̢̏ȐȍȏȖȍȏȇȩȂ̐
ȎȣǬǿ̦ȣȖȡǬȧȔ̎ȣǻȡȐȝȏǬȧǻȣȧȡȐ

***ȍȣșǬȣȍ***
ʇȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞Ǭȣȍʈ 
Ȅ̌̑ȐȞȇȂȄ̠̏ǿ̭ȉȄ̦ȣ
ǻ̢̑Ȇȇȣȧȝ̤̏ȡȧȕȆȡ
ǿ̭ȉǿ̎ȣ

Adopted from Value proposition Design : Alexander O.

Customer Profile
ǿ̭ȉȔ̌ǬȘȉȦǻȡȐȔ̯Ǭǿ̐ȣ

Value Map
ȨȚȆǮȣȝǿ̭ȉǿ̎ȣ

ȗ̍ǹȞȣ
Ȟȇȣșǭ̢Ȑ ȚȔȔ̌ȝȌ̘ȩȇ̎ȝ̢ȐȗȍȦȕȐǿ̘
ǿȏȣȇȧȕ̠̏șȐ ȨȔȦȡ̭ȗȕȍȍǿ
Ȅ̠̏ȧǬ̠̏șȏȧǻ̐ȡȐǬ̌ȖȐȣȆȆ̌̑Ȇ

ȗȍȦȫșǽȆ̘
Ȟȇȣșǭ̢Ȑ ȚȔȔ̌ȝȌ̘Ȅ̠̏ȧȗ̜Ȇ
ȍ̯ȗȌȍȍȇȄ̠̏Ȕ̯Ǭǿ̐ȣȗȍȣǭȆȣ

ȄȣȐȨǬ̐
ȖȡǬȏ̎ȣ ȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞Ǭȣȍ
ǻȡȖǿ̭ȉȨǬ̐Ȟȍ̤ȡȖȍȍȧȄȣ
ȗ̍ǹȞȣǻȡȐȔ̯Ǭǿ̐ȣȩȂ̐ȡș̎ȣȐȩȍ

ȃ̌ȏȕȍ̐ȣȐ
ȗȍȦȫșǽȆ̘

ȖȡǬȏ̎ȣȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞ǬȣȍǻȡȐǿ̭ȉ
ȕȍ̐ȣȐȗȍȦȫșǽȆ̘Ǭ̌ȖȔ̯Ǭǿ̐ȣȩȂ̐ȡș̎ȣȐȩȍ

Ȫǽ̐Ǭȣȍȏ̞ȧǿȍȣȦȞ̘
(Analyze)

Ȫǽ̐Ǭȣȍȕ̌ȐȧǿȍȣȦȞ̘
(Synthesize)

PROBLEM 
SPACE

SOLUTION 
SPACE



Å ǮȣȍǬ̞ȎȄ̠̏ȡșȣǬȄ̦ȣȪȞ̐Ṷ̏Ȕ̎ȏȐ
Å ȗ̍ǹȞȣȄ̠̏ȡșȣǬȨǬ̐ȩǻ
Å ǿȏȣȇȃ̐ȡȐǬȣȍȄ̠̏ȡșȣǬȩȂ̐ȍ̌ȖǬȣȍȃȡȖȕȆȡȐ

ȐȣȆǻȡȐȔ̯Ǭǿ̐ȣǿ̤ȡȡȦȩȍ
(ȇȡȐȨȔȦȧǬ̛Ȗǻ̐ȡȇ̯ȔȎȍ̞ȐȎȣǬȔ̯Ǭǿ̐ȣ ȨȔȦ/Ȟȍ̤ȡ Ț̯̐Ȫǽ̐ȐȣȆ)

Adopted from Value proposition Design : Alexander O.



ȐȣȆȕȍ̐ȣȐȚȔȔ̌ȝȌ̘
ȧǽ̎Ȇ ȄȣȆȡȣȞȣȍȄ̠̏Ȃ̠ȃ̎ȡṷ̏ǻǮȣȝ 

ȐȣȆȄȣȐȕ̌Ȑǿȇ
ȧǽ̎Ȇ Ȃ̯ȧȗ̜ȆǿȆȄ̌Ȇȕȇ̌ș Ȇ̎ȣȧǽ̤̏ȡǭ̤ȡ

ȐȣȆȄȣȐǿȏȣȇȍ̯̐ȕ̢Ǭ
ȧǽ̎Ȇ ȕȖȣșȪȎȏ̎ȣȧȐ̞ȆȔȐḘ̏Ȇȩȇ̎ȕ̯ǹȧȗȔ̎ȣ

ȐȣȆȕȆ̌ȖȕḘ̑Ȇ
ȧǽ̎Ȇ Ǭȣȍȧȗȍ̠șȖȧȄ̠șȖǻ̐ȡȧȕȆȡȃ̎ȣȐʏ

ȐȣȆǻȡȐȔ̯Ǭǿ̐ȣǿ̤ȡȡȦȩȍ

Adopted from Value proposition Design : Alexander O.



ȚȔȔ̌ȝȌ̘ȩȇ̎ȝ̢ȐȗȍȦȕȐǿ̘ 
Åȏ̞Ȍ̠ǬȣȍȄ̠̏Ȫǽ̐ȩȇ̎ȩȂ̐ȚȔ 
ÅȩȂ̐ȚȔȩȇ̎Ȃ̠ȧȄ̎ȣȄ̠̏ǿȏȍ
Åȇ̠ȚȔȧȕ̠șȖȣȐȡș̎ȣȐ 
ÅȂ̯ȩȇ̎Ȃ̠ȧȏȔȣȄ̦ȣȕ̞̏ȐȆ̠̑
Å ȍ̯̐ȕ̢Ǭȩȇ̎Ȃ̠Ḙ̏Ǭǿȍ̌̑ȐȄ̠̏Ȅ̦ȣȕ̞̏ȐȆ̠̑

ȗ̍ǹȞȣǻȡȐȔ̯Ǭǿ̐ȣǿ̤ȡȡȦȩȍ

Adopted from Value proposition Design : Alexander O.



ǬṶ̏̎ȇȄ̠̏ 1 :ȚȔȔ̌ȝȌ̘ȩȇ̎ȝ̢ȐȗȍȦȕȐǿ̘ 

Å ȏ̞Ȍ̠ǬȣȍȡȦȩȍȄ̠̏Ȫǽ̐ȩȇ̎ȩȂ̐ȚȔ 
Å ȡȦȩȍȄ̠̏Ȫǽ̐ȨȔ̐ȏȩȂ̐ȚȔȩȇ̎Ȃ̠ȧȄ̎ȣȄ̠̏ǿȏȍ
Å ȇ̠ȚȔȧȕ̠șȖȣȐȡș̎ȣȐȧǬ̞Ȃǻ̢̑Ȇ
Å ȡȦȩȍȄ̠̏Ȅ̦ȣȪȞ̐Ȃ̯ȩȇ̎Ȃ̠ȧȏȔȣȄ̦ȣȕ̞̏ȐȆ̠̑
Å ȡȦȩȍȄ̠̏Ȅ̦ȣȪȞ̐ȍ̯̐ȕ̢Ǭȩȇ̎Ȃ̠Ḙ̏Ǭǿȍ̌̑ȐȄ̠̏Ȅ̦ȣȕ̞̏ȐȆ̠̑
Å ȡȦȩȍȄ̠̏Ȅ̦ȣȪȞ̐Ȇ̎ȣȧṲ̑̏ȡ
Å ȡȦȩȍȄ̠̏Ȅ̦ȣȪȞ̐ȍ̯̐ȕ̢Ǭȩȇ̎Ȃ̢ȐȂ̯Ȃ

ȗ̍ǹȞȣǻȡȐȔ̯Ǭǿ̐ȣǿ̤ȡȡȦȩȍ

Adopted from Value proposition Design : Alexander O.

ǬṶ̏̎ȇȄ̠̏ 2 : ȡ̭ȗȕȍȍǿ

Å ȕ̞̏ȐȄ̠̏ǻ̌ȂǻȏȣȐȩȇ̎ȪȞ̐Ȕ̯Ǭǿ̐ȣȗ̟ȂȐȣȆȆ̌̑ȆȩȂ̐
Å ȕ̞̏ȐȄ̠̏Ȅ̦ȣȪȞ̐Ȕ̎ȣǽ̐ȣȡȡǬȩȗ 

ȧǽ̎Ȇ 
Å ȩȇ̎ȇ̠ȧȏȔȣ
Å ȍȣǿȣȨȝȐ
Å ȩǬȔ 
Å ȧǻ̐ȣǭ̢ȐșȣǬ 

ǬṶ̏̎ȇȄ̠̏ 3 : ǿȏȣȇȧȕ̠̏șȐ

Å ȕ̞̏ȐȄ̠̏ȡȣȎȦȄ̦ȣȪȞ̐ȧǬ̞ȂȚȔȧȕ̠șȍ̐ȣșȨȍȐ

ȧǽ̎Ȇ 
Å ȡȣȎȕ̯ǹȧȕ̠șǿȏȣȇȆ̎ȣȧǽ̤̏ȡǭ̤ȡ
Å ȧȗ̜Ȇȡ̌Ȇȃȍȣșȃ̎ȡṷ̏ǻǮȣȝ 



ȍȦȂ̌Ȗ 1. ȗȍȦȫșǽȆ̘Ȅ̠̏Ȏ̦ȣȧȗ̜Ȇ
ȍȦȂ̌Ȗ 2. ȗȍȦȫșǽȆ̘Ȅ̠̏ǿȣȂȞȏ̌Ȑ
ȍȦȂ̌Ȗ 3. ȗȍȦȫșǽȆ̘Ȅ̠̏Ȇ̎ȣȂ̢ȐȂ̯Ȃ 
ȍȦȂ̌Ȗ 4. ȗȍȦȫșǽȆ̘Ȅ̠̏ȧȞȆ̤ȡǿȏȣȇǿȣȂȞȇȣș

ȗȍȦȫșǽȆ̘ǻȡȐȔ̯Ǭǿ̐ȣǿ̤ȡȡȦȩȍ

Adopted from Value proposition Design : Alexander O.



ǿ̦ȣǭȣȇ 
(Ǭ̌Ȗȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞ǬȣȍǻȡȐȧȍȣȞȍ̤ȡ ǿ̯̎Ȩǻ̎Ȑ)

ǿ̦ȣȡȌ̞Ȗȣș 

1. Ȕ̯Ǭǿ̐ȣȧȕ̠șȧȏȔȣȇȣǬȪǽ̐ȧȐ̞ȆȇȣǬ Ȟȍ̤ȡȧȞȆ̤̏ȡșȇȣǬ
Ȟȍ̤ȡȩȇ̎ ȡș̎ȣȐȩȍ

2. ȡȦȩȍȄ̦ȣȪȞ̐Ȕ̯Ǭǿ̐ȣȍ̯̐ȕ̢Ǭȩȇ̎Ȃ̠ȩȇ̎ȝȡȪȎ ȍ̦ȣǿȣǹ
Ȟȍ̤ȡȗȏȂȞ̌ȏ

3. Ȕ̯Ǭǿ̐ȣȩȇ̎ȝȡȪȎǬ̌ȖǬȣȍȧȕȆȡǿ̭ȉǿ̎ȣȄ̠̏ȇ̠ȡș̯̎ȪȆȗ̍ȎȎ̭Ȗ̌ȆȃȍȐȩȞȆȖ̐ȣȐ
ȇ̌ȆǻȣȂǿ̭ȉȕȇȖ̌ȃ̞ȪȂ ȡȦȩȍȄ̠̏ș̌Ȑȩȇ̎Ȃ̠ Ț̞ȂȝȔȣȂ

4. Ȕ̯Ǭǿ̐ȣǬȔ̌ȏȧȍ̤̏ȡȐǬȣȍȧȕ̠șȞȆ̐ȣ ȧȕ̠șȡ̦ȣȆȣȎ ȧȕ̠șǿȏȣȇȩȏ̐ȏȣȐȪȎ
Ȟȍ̤ȡȕǭȣȆȦȞȍ̤ȡȩȇ̎ 

5. ȡȦȩȍȄ̦ȣȪȞ̐Ȕ̯Ǭǿ̐ȣȆȡȆȩȇ̎ȞȔ̌Ȗ ȗȍȦȧȂ̛ȆȪȞǹ̎Ȅ̠̏Ȅ̦ȣȪȞ̐ȝȏǬȧǻȣȧȗ̜ȆȞ̎ȏȐ
Ȟȍ̤ȡǬ̌ȐȏȔǿ̤ȡȡȦȩȍ

6. Ȕ̯Ǭǿ̐ȣȇ̌ǬȄ̦ȣȝȔȣȂȪȆȧȍ̤̏ȡȐȪȂ ȝȏǬȧǻȣȪǽ̐ȕ̞Ȇǿ̐ȣȞȍ̤ȡȖȍ̞Ǭȣȍȡș̎ȣȐȩȇ̎
ǭ̯Ǭȏ̞Ȍ̠Ȟȍ̤ȡȩȇ̎ Ȟȍ̤ȡȩȇ̎ȍ̯̐ȏ̞Ȍ̠Ȟȍ̤ȡȩȇ̎ 

7. ȕ̞̏ȐȪȂǻ̌ȂǻȏȣȐȩȇ̎ȪȞ̐Ȕ̯Ǭǿ̐ȣȧȗ̟Ȃȍ̌ȖǬȣȍȧȕȆȡǿ̭ȉǿ̎ȣȖȣȐȡș̎ȣȐ
ȇ̌Ȇȃ̐ȡȐȔȐḘ̏ȆȧșȡȦ Ȫǽ̐ȧȏȧȔȣȧȍ̠șȆȍ̯̐ȆȣȆ Ȟȍ̤ȡȇ̠ȡ̭ȗȕȍȍǿȪȂȄ̠̏ǻȏȣȐ
ȄȣȐǬȣȍȪǽ̐ȚȔ̞ȃǮ̌ȉȅ̘Ȟȍ̤ȡȖȍ̞Ǭȣȍȡș̯̎Ȟȍ̤ȡȩȇ̎

ȏ̞ȧǿȍȣȦȞ̘ȗ̍ǹȞȣǻȡȐȔ̯Ǭǿ̐ȣ



ȍȦȂ̌Ȗ 1. ȗȍȦȫșǽȆ̘Ȅ̠̏Ȏ̦ȣȧȗ̜Ȇ ȧǽ̎Ȇ ȫȄȍȁ̌ȝȄ̘ȫȄȍȧǻ̐ȣȡȡǬȩȂ̐ 
ȍȦȂ̌Ȗ 2. ȗȍȦȫșǽȆ̘Ȅ̠̏ǿȣȂȞȏ̌Ȑ ȧǽ̎Ȇ ȫȄȍȁ̌ȝȄ̘Ȃ̯Ȃ̠ ȡȡǬȨȖȖȡș̎ȣȐȗȍȣȉ̠ȃ
ȍȦȂ̌Ȗ 3. ȗȍȦȫșǽȆ̘Ȅ̠̏Ȇ̎ȣȂ̢ȐȂ̯Ȃ ȧǽ̎Ȇ ȫȄȍȁ̌ȝȄ̘ȧǽ̤̏ȡȇȃ̎ȡǬ̌Ȗȡ̭ȗǬȍȉ̘ȡ̤̏Ȇȡș̎ȣȐȩȇ̎ȕȦȂ̭Ȃ
ȍȦȂ̌Ȗ 4. ȗȍȦȫșǽȆ̘Ȅ̠̏ȧȞȆ̤ȡǿȏȣȇǿȣȂȞȇȣș ȧǽ̎Ȇ ȫȄȍȁ̌ȝȄ̘ȇ̠ȞȆ̐ȣȎȡȕ̌ȇȚ̌ȕȩȂ̐ (ȪȆș̭ǿȞȆ̢̏Ȑ) 

ȗȍȦȫșǽȆ̘ǻȡȐȔ̯Ǭǿ̐ȣǿ̤ȡȡȦȩȍ

Adopted from Value proposition Design : Alexander O.



ȏ̞ȧǿȍȣȦȞ̘ȗȍȦȫșǽȆ̘ǻȡȐȔ̯Ǭǿ̐ȣ

ǿ̦ȣǭȣȇ 
(Ǭ̌Ȗȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞ǬȣȍǻȡȐȧȍȣȞȍ̤ȡ ǿ̯̎Ȩǻ̎Ȑ)

ǿ̦ȣȡȌ̞Ȗȣș 

1. ǬȣȍȗȍȦȞș̌ȂȨȖȖȪȂȄ̠̏Ȅ̦ȣȪȞ̐Ȕ̯Ǭǿ̐ȣȇ̠ǿȏȣȇṷ̏ǻȝȏǬȧǻȣȪȞ̐ǿȏȣȇȕ̦ȣǿ̌ǹǬ̌Ȗ
ǬȣȍȗȍȦȞș̌ȂȧȏȔȣ ȧȐ̞Ȇ Ȟȍ̤ȡ ȝȔ̌ȐȐȣȆ 

2. ȝȏǬȧǻȣǿȣȂȞȏ̌Ȑǿ̭ȉǮȣȝȍȦȂ̌ȖȪȂȝȏǬȧǻȣȡșȣǬȪȞ̐ȇ̠ȕ̞̏ȐȪȂȇȣǬǻ̢̑ȆȞȍ̤ȡ
Ȇ̐ȡșȔȐ ǿ̭ȉȕȇȖ̌ȃ̞ȪȂȄ̠̏ȝȏǬȧǻȣǽ̤̏ȆǽȡȖ ȧǻȣǿȣȂȞȏ̌ȐȪȞ̐ȇ̌ȆȄ̦ȣȕ̞̏ȐȪȂȩȂ̐

3. ȕ̞̏ȐȪȂȄ̠̏ȎȦȄ̦ȣȪȞ̐ǽ̠ȏ̞ȃǬȣȍȄ̦ȣȐȣȆǻȡȐȔ̯Ǭǿ̐ȣȐ̎ȣșǻ̢̑Ȇ

4.ȡȦȩȍȄ̦ȣȪȞ̐ȝȏǬȧǻȣȂ̯Ȃ̠ ȕ̞̏ȐȪȂǽ̎ȏșȧȝ̞̏ȇȡ̦ȣȆȣȎ 
Ȟȍ̤ȡȕǭȣȆȦȪȞ̐Ǭ̌ȖȝȏǬȧǻȣ

5. ȡȦȩȍǿ̤ȡȕ̞̏ȐȄ̠̏Ȕ̯Ǭǿ̐ȣȪț̱Ț̌Ȇǭ̢Ȑ

6. Ȕ̯Ǭǿ̐ȣȏ̌Ȃǿȏȣȇȕ̦ȣȧơ̏ȎȨȔȦǿȏȣȇȕ̐ȇȧȞȔȏȡș̎ȣȐȩȍ ȝȏǬȧǻȣȏ̌Ȃ
ȗȍȦȕ̞ȄȌ̞ǮȣȝȨȔȦȃ̐ȆḘ̏ȆȂ̐ȏșȧǬȉȅ̘ȪȂ 

7. ȡȦȩȍȕȣȇȣȍǭǽ̎ȏșȧȝ̞̏ȇǿȏȣȇȧȗ̜ȆȩȗȩȂ̐Ȅ̠̏Ȕ̯Ǭǿ̐ȣȎȦȧȗ̟Ȃȍ̌ȖǬȣȍȧȕȆȡǿ̭ȉǿ̎ȣ
ȝȏǬȧǻȣȡșȣǬȪȞ̐ȇ̌Ȇȍȣǿȣǭ̯ǬȔȐȞȍ̤ȡȩȇ̎ǿ̭ȉǮȣȝȄ̠̏Ȃ̠ǻ̢̑ȆȞȍ̤ȡȩȇ̎ 



ȐȣȆ
Ȟȇȣșǭ̢Ȑ ȕ̞̏ȐȄ̠̏Ȕ̯Ǭǿ̐ȣȡșȣǬȄ̦ȣȪȞ̐
ȕ̦ȣȧơ̏ȎȪȆǬȣȍȄ̦ȣȐȣȆȨȔȦȪȆȂ̐ȣȆ
ȡ̤̏ȆʏǻȡȐǽ̠ȏ̞ȃ Ǿ̢̏ȐȍȏȖȍȏȇȩȂ̐
ȎȣǬǿ̦ȣȖȡǬȧȔ̎ȣǻȡȐȝȏǬȧǻȣȧȡȐ

Adopted from Value proposition Design : Alexander O.

Customer Profile
ǿ̭ȉȔ̌ǬȘȉȦǻȡȐȔ̯Ǭǿ̐ȣ

ǻ̐ȡȚ̞ȂȝȔȣȂȄ̠̏ȝȖȩȂ̐Ȗ̎ȡș 
(Customer Profiling
Common Mistakes

ȗ̍ǹȞȣ
Ȟȇȣșǭ̢Ȑ ȚȔȔ̌ȝȌ̘ȩȇ̎ȝ̢ȐȗȍȦȕȐǿ̘
ǿȏȣȇȧȕ̠̏șȐ ȨȔȦȡ̭ȗȕȍȍǿ
Ȅ̠̏ȧǬ̠̏șȏȧǻ̐ȡȐǬ̌ȖȐȣȆȆ̌̑Ȇ

ȗȍȦȫșǽȆ̘
Ȟȇȣșǭ̢Ȑ ȚȔȔ̌ȝȌ̘Ȅ̠̏ȧȗ̜Ȇ
ȍ̯ȗȌȍȍȇȄ̠̏Ȕ̯Ǭǿ̐ȣȗȍȣǭȆȣ

Åǿ̞ȂȩȗȧȡȐȫȂșȩȇ̎ǭȣȇȔ̯Ǭǿ̐ȣȞȍ̤ȡȚ̯̐Ȫǽ̐ 
Åȕ̦ȣȍȏȎȇȣȆ̐ȡșȧǬ̞Ȇȩȗ ǻȣȂǻ̐ȡȇ̯Ȕȧǽ̞ȐȔ̢Ǭ
ÅȍȏȇȔ̯Ǭǿ̐ȣȞȔȣșǬṶ̏̎ȇȩȏ̐ȪȆȨȚȆǮȣȝȧȂ̠șȏ 
Åȧǻ̠șȆȗȆǬ̌Ȇ 
Åȇ̠Ȩȃ̎ȐȣȆȧǽ̞ȐȚȔȔ̌ȝȌ̘ 
ǻȣȂȐȣȆȄȣȐǿȏȣȇȍ̯̐ȕ̢ǬȨȔȦȕ̌Ȑǿȇ
ÅȡȌ̞Ȗȣșȩȇ̎ǽ̌ȂȧȎȆ 



ÅȐȣȆȕȍ̐ȣȐȚȔȔ̌ȝȌ̘
ÅȐȣȆȄȣȐȕ̌Ȑǿȇ
ÅȐȣȆȄȣȐǿȏȣȇȍ̯̐ȕ̢Ǭ 
ÅȐȣȆȕȆ̌ȖȕḘ̑Ȇȡ̤̏Ȇʏ 

Ȕ̞ȕȃ̘ȍȣșǬȣȍȚȔ̞ȃǮ̌ȉȅ̘ȨȔȦȖȍ̞Ǭȣȍ
ȃ̎ȣȐʏȄ̠̏ȎȦȧȕȆȡȔ̯Ǭǿ̐ȣ

Adopted from Value proposition Design : Alexander O.

ȍȣșǬȣȍȄ̠̏
Ȏ̌Ȗȃ̐ȡȐȩȂ̐

ȍȣșǬȣȍȄ̠̏
Ȏ̌Ȗȃ̐ȡȐ
ȩȇ̎ȩȂ̐



ȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞ǬȣȍǻȡȐȧȍȣ
ȨǬ̐ Ȟȍ̤ȡ ȖȍȍȧȄȣȗ̍ǹȞȣ
ǻȡȐȔ̯Ǭǿ̐ȣȩȂ̐ȡș̎ȣȐȩȍȖ̐ȣȐ 
Ȅ̌̑Ȑ ʇǬ̎ȡȆ ȍȦȞȏ̎ȣȐ ȞȔ̌Ȑʈ 

ǬȣȍȄ̦ȣȐȣȆȪȞ̐ȕ̦ȣȧơ̏Ȏ

ȄȣȐȨǬ̐

Adopted from Value proposition Design : Alexander O.



ǿ̦ȣǭȣȇ ȩȂ̐/ȩȇ̎ȩȂ̐ ȡș̎ȣȐȩȍ 

1. ȕ̞Ȇǿ̐ȣǻȡȐȧȍȣǽ̎ȏșȗȍȦȞș̌ȂȧȏȔȣ ȧȐ̞Ȇ Ȟȍ̤ȡǿȏȣȇȝșȣșȣȇ
ǻȡȐȔ̯Ǭǿ̐ȣ 

2. Ȅ̦ȣȪȞ̐Ȕ̯Ǭǿ̐ȣȍ̯̐ȕ̢ǬȂ̠ǻ̢̑ȆȫȂșȩȇ̎ȃ̐ȡȐȧȎȡǬ̌Ȗǿȏȣȇȩȇ̎ȝȡȪȎ ǿȏȣȇ
ȍ̦ȣǿȣǹ ǿȏȣȇșȣǬȔ̦ȣȖȣǬ ȨȔȦȕ̞̏Ȑȡ̤̏ȆʏȄ̠̏Ȅ̦ȣȪȞ̐ȗȏȂȞ̌ȏ 

3. ȡ̭Ȃǽ̎ȏȐȫȞȏ̎ȐǽȡȐǬȣȍȧȕȆȡǿ̭ȉǿ̎ȣȄ̠̏ȇ̠ȡș̯̎ȧȂ̞ȇȄ̌̑ȐǻȡȐȧȍȣȨȔȦ
ǿ̯̎Ȩǻ̎Ȑ ȫȂșȆ̦ȣȧȕȆȡǿ̭ȉȕȇȖ̌ȃ̞ȪȞȇ̎ ȗȍȦȕ̞ȄȌ̞Ǯȣȝȕ̯Ȑǻ̢̑Ȇ Ȟȍ̤ȡ 
ǿ̭ȉǮȣȝȄ̠̏Ȃ̠ǻ̢̑Ȇ 

4. ǻȎ̌ȂȚȔȔ̌ȝȌ̘ȧǽ̞ȐȔȖȄ̠̏Ȕ̯Ǭǿ̐ȣȧȚǽ̞ǹȡș̯̎ Ȟȍ̤ȡȞȏȣȂǬȔ̌ȏ ȫȂș
ȡȣȎȎȦȧȗ̜ȆǬȣȍȧȕ̠șȞȆ̐ȣ ȧȕ̠șȡ̦ȣȆȣȎ ǿȏȣȇȩȏ̐ȏȣȐȪȎ Ȟȍ̤ȡ 
ȕǭȣȆȦ 

5. ȔȂǿȏȣȇȧȕ̠̏șȐȃ̎ȣȐʏȄ̠̏Ȕ̯Ǭǿ̐ȣȞȏ̌̏ȆȧǬȍȐȫȂșȡȣȎȧȗ̜Ȇǿȏȣȇ
ȧȕ̠̏șȐȂ̐ȣȆǬȣȍȧȐ̞Ȇ ȕ̌Ȑǿȇ Ȟȍ̤ȡǿȏȣȇȚ̞ȂȝȔȣȂ 

6. ǽ̎ȏșȪȞ̐Ȕ̯Ǭǿ̐ȣȆȡȆȞȔ̌ȖȕȆ̞ȄȇȣǬǻ̢̑Ȇ ȔȂǿȏȣȇǬ̌ȐȏȔȩȂ̐

7. ǻȎ̌Ȃȡ̭ȗȕȍȍǿȄ̠̏ǻ̌ȂǻȏȣȐȩȇ̎ȪȞ̐Ȕ̯Ǭǿ̐ȣȧȗ̟Ȃȍ̌ȖǬȣȍȧȕȆȡǿ̭ȉǿ̎ȣ
ȫȂșȡȣȎȧȕȆȡȄȣȐȧṲ̏ȡǬȄ̠̏Ȫǽ̐ȧȐ̞ȆȔȐḘ̏Ȇȃ̦̏ȣǬȏ̎ȣȞȍ̤ȡȩȇ̎ȃ̐ȡȐȪǽ̐
ȧȔș Ȟȍ̤ȡ Ȫǽ̐ȧȏȔȣȪȆǬȣȍȧȍ̠șȆȍ̯̐ȕ̌̑ȆȔȐ ʐȔʐ 

ȕ̌ȐȧǿȍȣȦȞ̘ȄȣȐȨǬ̐ 



ȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞ǬȣȍǻȡȐȧȍȣȇ̠ȏ̞Ȍ̠ȪȂȧȝ̤̏ȡȪȞ̐Ȕ̯Ǭǿ̐ȣȩȂ̐ȍ̌Ȗ
ȗȍȦȫșǽȆ̘ȖȣȐȡș̎ȣȐ ȩȇ̎ȏ̎ȣȝȏǬȧǻȣȎȦǿȣȂȞȏ̌Ȑ

ȧȡȣȩȏ̐Ȟȍ̤ȡȩȇ̎Ǭ̛ȃȣȇ 
ÅȗȍȦȫșǽȆ̘Ȏ̦ȣȧȗ̜Ȇȝ̤̑ȆȑȣȆ
ÅȗȍȦȫșǽȆ̘Ȅ̠̏ǿȣȂȞȏ̌Ȑ
ÅȗȍȦȫșǽȆ̘Ȅ̠̏Ȇ̎ȣȂ̢ȐȂ̯Ȃ
ÅȗȍȦȫșǽȆ̘Ȅ̠̏ȧȞȆ̤ȡǿȏȣȇǿȣȂȞȞȇȣș

ȃ̌ȏȕȍ̐ȣȐȗȍȦȫșǽȆ̘

Adopted from Value proposition Design : Alexander O.



ǿ̦ȣǭȣȇ ȩȂ̐/ȩȇ̎ȩȂ̐ ȡș̎ȣȐȩȍ 

1. Ȅ̦ȣȪȞ̐ǬȣȍȄ̦ȣȐȣȆȞȍ̤ȡǽ̠ȏ̞ȃǻȡȐȔ̯Ǭǿ̐ȣȐ̎ȣșǻ̢̑ȆȂ̐ȏșǬȣȍȪǽ̐ȐȣȆȄ̠̏
Ȑ̎ȣșǻ̢̑Ȇ ȧǻ̐ȣǭ̢ȐȐ̎ȣșǻ̢̑Ȇ Ȗȍ̞ǬȣȍȄ̠̏ȇȣǬǻ̢̑Ȇ Ȟȍ̤ȡȔȂȃ̐ȆḘ̏ȆǬȣȍȧȗ̜Ȇ
ȧȎ̐ȣǻȡȐ

2. Ȅ̦ȣȩȂ̐ȧȞȆ̤ȡǬȏ̎ȣǬȣȍȧȕȆȡǿ̭ȉǿ̎ȣȄ̠̏ȇ̠ȡș̯̎ȪȆȗ̍ȎȎ̭Ȗ̌ȆȨȔȦȄ̦ȣȪȞ̐
Ȕ̯Ǭǿ̐ȣȍ̯̐ȕ̢Ǭȝ̢ȐȝȡȪȎȪȆȨȐ̎ǻȡȐǿ̭ȉȕȇȖ̌ȃ̞ȖȣȐȡș̎ȣȐȗȍȦȕ̞ȄȌ̞Ǯȣȝ 
Ȟȍ̤ȡǿ̭ȉǮȣȝ

3. Ȅ̦ȣȪȞ̐Ȕ̯Ǭǿ̐ȣȂ̯Ȃ̠ǻ̢̑Ȇȇ̠ȡ̦ȣȆȣȎȇȣǬǻ̢̑Ȇ Ȟȍ̤ȡȇ̠ȕǭȣȆȦȕ̯Ȑǻ̢̑Ȇ

4. ȇȡȖȖȣȐȡș̎ȣȐȄ̠̏Ȕ̯Ǭǿ̐ȣǬ̦ȣȔ̌ȐȇȡȐȞȣ ȧǽ̎Ȇ ǬȣȍȡȡǬȨȖȖȄ̠̏Ȃ̠ 
Ǭȣȍȍ̌ȖȗȍȦǬ̌Ȇ Ȟȍ̤ȡǿ̭ȉȕȇȖ̌ȃ̞ȪȞȇ̎ 

5. ȧȃ̞ȇȧȃ̛ȇǿȏȣȇȗȍȣȍǭȆȣȪȞ̐Ǭ̌ȖȔ̯Ǭǿ̐ȣȫȂșǽ̎ȏșȪȞ̐ȝȏǬȧǻȣȖȍȍṶ̏
ȕ̞̏ȐȄ̠̏ȡșȣǬȩȂ̐Ȟȍ̤ȡȡșȣǬȧȗ̜Ȇ Ȟȍ̤ȡ ȖȍȍȧȄȣǿȏȣȇșȣǬȔ̦ȣȖȣǬ

6. Ȅ̦ȣȪȞ̐ȧǬ̞ȂȚȔȔ̌ȝȌ̘Ȅ̠̏Ȕ̯Ǭǿ̐ȣǿȣȂȞȏ̌ȐȞȍ̤ȡǭ̢Ȑǻ̌̑ȆȧȞȆ̤ȡǿȏȣȇ
ǿȣȂȞȇȣș ȫȂșȡȣȎȧȕȆȡǿ̭ȉǮȣȝȄ̠̏ȕ̯ȐǬȏ̎ȣȞȍ̤ȡȩȇ̎Ǭ̛ȔȂȖȣȐȡș̎ȣȐ

7. ȕȍ̐ȣȐȚȔȔ̌ȝȌ̘Ȅ̠̏Ȃ̠ȨȔȦȕȡȂǿȔ̐ȡȐǬ̌ȖȧǬȉȅ̘ȏ̌Ȃǿȏȣȇȕ̦ȣȧơ̏ȎȨȔȦ
ǿȏȣȇȔ̐ȇȧȞȔȏǻȡȐȔ̯Ǭǿ̐ȣȪȆȨȐ̎ȗȍȦȕ̞ȄȌ̞ǮȣȝȄ̠̏ǻ̢̑ȆȞȍ̤ȡḘ̏ȆȄ̠̏ȃ̦̏ȣȔȐ

ȕ̌ȐȧǿȍȣȦȞ̘ȃ̌ȏȕȍ̐ȣȐȗȍȦȫșǽȆ̘ 



ȐȣȆ
Ȟȇȣșǭ̢Ȑ ȕ̞̏ȐȄ̠̏Ȕ̯Ǭǿ̐ȣȡșȣǬȄ̦ȣȪȞ̐
ȕ̦ȣȧơ̏ȎȪȆǬȣȍȄ̦ȣȐȣȆȨȔȦȪȆȂ̐ȣȆ
ȡ̤̏ȆʏǻȡȐǽ̠ȏ̞ȃ Ǿ̢̏ȐȍȏȖȍȏȇȩȂ̐
ȎȣǬǿ̦ȣȖȡǬȧȔ̎ȣǻȡȐȝȏǬȧǻȣȧȡȐ

***ȍȣșǬȣȍ***
ʇȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞Ǭȣȍʈ 
Ȅ̌̑ȐȞȇȂȄ̠̏ǿ̭ȉȄ̦ȣ
ǻ̢̑Ȇȇȣȧȝ̤̏ȡȧȕȆȡ
ǿ̭ȉǿ̎ȣ

Adopted from Value proposition Design : Alexander O.

Customer Profile
ǿ̭ȉȔ̌ǬȘȉȦǻȡȐȔ̯Ǭǿ̐ȣ

Value Map
ȨȚȆǮȣȝǿ̭ȉǿ̎ȣ

ȗ̍ǹȞȣ
Ȟȇȣșǭ̢Ȑ ȚȔȔ̌ȝȌ̘ȩȇ̎ȝ̢ȐȗȍȦȕȐǿ̘
ǿȏȣȇȧȕ̠̏șȐ ȨȔȦȡ̭ȗȕȍȍǿ
Ȅ̠̏ȧǬ̠̏șȏȧǻ̐ȡȐǬ̌ȖȐȣȆȆ̌̑Ȇ

ȗȍȦȫșǽȆ̘
Ȟȇȣșǭ̢Ȑ ȚȔȔ̌ȝȌ̘Ȅ̠̏ȧȗ̜Ȇ
ȍ̯ȗȌȍȍȇȄ̠̏Ȕ̯Ǭǿ̐ȣȗȍȣǭȆȣ

ȄȣȐȨǬ̐
ȖȡǬȏ̎ȣ ȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞Ǭȣȍ
ǻȡȖǿ̭ȉȨǬ̐Ȟȍ̤ȡȖȍȍȧȄȣ
ȗ̍ǹȞȣǻȡȐȔ̯Ǭǿ̐ȣȩȂ̐ȡș̎ȣȐȩȍ

ȃ̌ȏȕȍ̐ȣȐ
ȗȍȦȫșǽȆ̘

ȖȡǬȏ̎ȣȕ̞Ȇǿ̐ȣȨȔȦȖȍ̞ǬȣȍǻȡȐǿ̭ȉ
ȕȍ̐ȣȐȗȍȦȫșǽȆ̘Ǭ̌ȖȔ̯Ǭǿ̐ȣȩȂ̐ȡș̎ȣȐȩȍ

Ȫǽ̐Ǭȣȍȏ̞ȧǿȍȣȦȞ̘
(Analyze)

Ȫǽ̐Ǭȣȍȕ̌ȐȧǿȍȣȦȞ̘
(Synthesize)



Adopted from Value proposition Design : Alexander O.



ȕ̌ȐȧǬȃ ȍ̯̐Ȏ̌Ǭ ȧǻ̐ȣȪȎ ǿ̭șǬ̌ȖȔ̯Ǭǿ̐ȣ 

Ȏ̌ȂǬṶ̏̎ȇǻ̐ȡȇ̯ȔȇȡȐȞȣȫȡǬȣȕ

1

2

Adopted from Value proposition Design : Alexander O.



Ȏ̌ȂȔ̦ȣȂ̌Ȗǿȏȣȇȕ̦ȣǿ̌ǹ

ȇȣǬ

Ȇ̐ȡș

ȫȎȄș̘ ȗ̍ǹȞȣ ȗȍȦȫșǽȆ̘

Adopted from Value proposition Design : Alexander O.



Adopted from Value proposition Design : Alexander O.

ȐȣȆ

ȗ̍ǹȞȣ

ȗȍȦȫșǽȆ̘

ȨǬ̐ȗ̍ǹȞȣ

ȧȝ̞̏ȇȗȍȦȫșǽȆ̘ȍȣșǬȣȍ
ʇȕ̞Ȇǿ̐ȣȨȔȦ
Ȗȍ̞Ǭȣȍʈ 

Ȅ̌̑ȐȞȇȂȄ̠̏ǿ̭ȉ
Ȅ̦ȣǻ̢̑Ȇȇȣȧȝ̤̏ȡ
ȧȕȆȡǿ̭ȉǿ̎ȣ





BUSINESS MODEL INNOVATION 
ȨȗȔȏ̎ȣ ʇȡș̎ȣȐȆ̐ȡșǿȍ̢̏ȐȞȆ̢̏ȐȪȆ 4 ȫǿȍȐȕȍ̐ȣȐȞȔ̌Ǭȃ̐ȡȐȧȗȔ̠̏șȆʈ

2.
WHAT

1.
WHO

4.
HOW

3.
WHY

VALUE
PROPOSITION

REVENUE 
MODEL

VALUE CHAIN

Ȫǿȍǿ̤ȡǬṶ̏̎ȇȧȗ̒ȣȞȇȣș
Ȅ̠̏ȧȍȣȕ̎ȐȇȡȖǿ̭ȉǿ̎ȣȪȞ̐

ȍ̯ȗȨȖȖǻȡȐȫȇȧȂȔ
Ȅ̠̏Ȅ̦ȣǬ̦ȣȩȍȩȂ̐ 

ȧȍȣȎȦȖȍ̞ȞȣȍȎ̌ȂǬȣȍ
ʇȡș̎ȣȐȩȍʈ

ȧȍȣȆ̦ȣȧȕȆȡǿ̭ȉǿ̎ȣ ʇȡȦȩȍʈ 










