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Use the customer
profile to visualize and
test and track your
understanding
of the people and
companies you 
intend to create value 
for
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Your customers care about, making their life easier

Outline which are gain creators that produce, increase, maximise
Outcomes and benefits that your customers expect, desire or inspired by

Design, test, iterate
your value 
propositional to 
figure out what
resonates 
with your 
customers
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Clear connection between what matters to customers and how you products
And services and features either ease pains, create gains

Design products and services customers want, that improve customers lives

Customer segmentValue proposition
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Do this first


