
Toolkit 3: Customer understanding Toolkit
Start

Table of 
Contents

Tool: The Value Proposition Canvas
             Offering to the customer 

Gain creators
Describe how your 
products and services 
create customer gains.

Pain relievers
Describe how your  
products and services  
ease customer pains.

Products  
and services
List the products 
and services 
the value 
proposition 
is built 
on.

1.

Task:

Outcome:    You understand the importance of value – it helps businesses to reach competitive advantage.
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Tool: The Value Proposition Canvas
             Customer action 

Gains
Describe what the 
customers want to achieve 
or what benefits they will 
receive.

Pains
Describe how 
your products and 
services create  
customer gains.

Customer job (s)
Describe what jobs your 
customers are trying  

to get done in their 
lives (and work).

1.

Task:
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