%

ENGINEERS4EUROPE

Test the Value Proposition

Sub-Module 2.3

Alexandra Xavier & Pedro Peixoto




Instructions | Before Class

Watching the Modulo Video

Download the Tools:

Value Proposition Canvas: https://www.strategyzer.com/library/the-value-proposition-canvas

Value proposition Statement: https://www.ideou.com/blogs/inspiration/how-to-test-value-propositions-like-a-
business-designer

Test card: https://www.strategyzer.com/library/validate-your-ideas-with-the-test-card

The Ul/\IITE Problem Solution fit Scorecard ( Stage2) : https://digitalleadership.com/unite/business-model-
canvas

Book:

Dieffenbacher, S. F., Hiittinger, C., Zaninelli, S. M., Lines, D., & Rein, A. (2024). How to Create Innovation:
The Ultimate Guide to Proven Strategies and Business Models to Drive Innovation and Digital Transformation.
ohpn Wilev & Son
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Test the Value Proposition Exercise| Overview

Participants will work individually or in groups using customer feedback
to define, test, and refine the value propositions.

This exercise will guide them through creating a value proposition

canvas, conducting customer interviews, and analyzing the results to
improve their value propositions.
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Test the Value Proposition Exercise | Before Class

Step 1: Select a product or service to focus on. This can be a real product or a
hypothetical one for the exercise.

Step2: Prototype the Value Proposition Canvas

Step 3: Formulate a simple version of the Value Proposition Statement. Use the
IDEO template.

Source: https://www.strategyzer.com
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Test the Value Proposition Exercise | Before Class

VALUE PROPOSITION CANVAS

GAIN 1
CREATORS

Describe how your products and services create customer

ow do they create benefits yours customer expects, desires
orawould be surprised by, inluding functonal uility, ‘socta
gains, positive emotio ings?

PRODUCTS & &
SERVICES Wl £
List all the products and services (PESs) around which
your value proposition is focused.

Buyer
(e.2. products and services which help customers
compare offers, decide then buy

Co-creator
(e PISs which help customers co-design solutons, or

GAINS @
cribe the benefits your customer expects, desires or

v.ould be pleasanty surprised
includes functional utility, il gains, positive

emotions and cost savings

CUSTOMER g
JOB(S) o

Describe what a specific customer segment s trying to completc.
It could be the tasks they are attcmpting to perform and
completc the probletnsthey are rying o solv. o th nds
they arc trying to

Besides tring to et a coe ob done. your customer performs
ancllayjobs in diftcsent ois.Des cribe the jobs your customes
s trying to get done, such a

A Buyer (c.g trying to look good)
‘A Co-creator (¢.g. acsthetics, feel good, sccurity
aci a0 sEovices shat B eustomers

1)

A Transferrer (c.5. pro
dispose of a product, transfer it to others, or resc

other contribute value to the solutior

Transferrer
.. P&Ss which help customers discard a product,

transfer it to others or resel
PESs may be tangible goods, face-to-face customer
service or digital/virtual.

Rank all products and services according totheir
importance to your custom

PAIN
RELIEVERS

Help your customers better sleep at ni
(e.2. by helping with big issues, L A
eliminating worries

Limit or eradicate common mistakes which customers

Source: https://www.strategyzer.com
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Outlin in which specific context a job is donc, because that may
impose constraints or limitations.
(c. while driving. outside..)

PAINS @

Describe negative emotions, undesired costs and situations,
and risks that your customer experiences or coul
experience before, during, and after getting the job done.

Co-funded by
the European Union

Customer Segment:
* Define the target customer segment.

o  Customer Jobs:
» Identify what tasks the customer is trying to
complete.

o Pains:
» List the pain points or challenges the customer

faces.
o Gains:
= Describe the benefits or outcomes the customer
wants.
Products and Services:
» Qutline the products or services offered.
o Pain Relievers:
» Explain how the product/service alleviates
customer pains.

o  Gain Creators:
» [llustrate how the product/service creates

customer gains.



https://www.strategyzer.com/

Test the Value Proposition Exercise | Before Class

For [target user], who [user need],
[name of concept]
solves/provides/helps [benefit].




Test the Value Proposition Exercise | In Class

) ) The Test Card ¢ Strategyzer
Step 1: Design the Experiment

STEP 1: HYPOTHESIS

We believe that

1. Name the test

2. Assign the test to one person

STEP 2: TEST

To verify that, we wiill

3. Define the duration and deadline

4. State your assumption

STEP 3: METRIC

5. Type of Experiment: Consider interviews for your first | awmesue
experiment

6. Define the data you are going to measure

\We are right if

7. Define your target to validate or invalidate the
assumption

Copyright Strategyzer AG The makers of i Model ion and

Source: https://www.strategyzer.com
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Test the Value Proposition Exercise | In Class

Step 2: Prepare the Interviews

- Brainstorming the questions. Questions should cover :
. The importance of the identified customer jobs.
. The severity of the pain.
. The desirability of the gains.
. Reactions to the proposed product/service.

- Questions should be adapted to the objective of the test.
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Test the Value Proposition Exercise | In Class

Step 3: Conduct Interviews

1. Identify Interviewees:
. Identify potential interviewees who fit their target customer segment.
2. Conduct Interviews:

- Conduct at least 3-5 interviews, taking detailed notes on customer responses.
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Test the Value Proposition Exercise | In Class

Step 4: Analysis of the Result

1. Review Notes: review the interview notes, highlighting key insights and
recurring themes. List Lessons Learned:

O O O O O
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Test the Value Proposition Exercise | At Home

Step 5: Summarize the feedback on the value proposition canvas. Identify which pains
and gains were most significant to customers and how well the proposed
product/service addresses them.

VALUE PROPOSITION CANVAS

Source: https://www.strategyzer.com
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Test the Value Proposition Exercise | At Home

Step 6: Update the Value Proposition Statement

For [target user], who [user need],
[name of concept]
solves/provides/helps [benefit].
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Test the Value Proposition Exercise | At Home

Step 6: Assess THE UNITE PROBLEM/SOLUTION FIT SCORECARD (STAGE 2)
the result

A. Understand the Customer’s Jobs B. Define the Value Proposition C. Define the Value Creation
through Jobs-to-be-Done through classical Design Thinking through Business Model Design
) Importance of Job oy Does it solve the Job? /‘3 Business potential
0 10 “ 0 10 . 0 10

Preference over substitute products Degree of novelty uniqueness

C O lumn A Current customer satisfaction |
0 10 0 10

0 10
Yy Emotional social importance o Buyer readiness Fit with strategy
& 0 10 T o 10 0 10
. Number of customers with that Job Recommendation score Marketability
— 0 10 T 0 10 0 10

1 l l l l l B En User Experience <7 Time to Market
A :] é.
0 10 0 10

Price point & readiness to buy Investment required

J

Wow & emotion score i New customers?

D)
@

Addressable market size

0 10
Brand fit
0 10
<k Viral potential
0 10

Fit to assets & capabilities

A

0 10
JBTD score: Value proposition score: JBTD score:
Total score: Final decision: kill, pivot or MVP?

THE UNITE INNOVATION & TRANSFORMATION MODELS  digitalleadership.com/UNITE
@ @ @ This work islicensed under the Creative C ttribution 4.0 International (CC BY-SA 4.0) license. > Digital Leadership
Designed by: Digital Leadership AG - digitalleadership.com.
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Self Assessment

T

How to run a Value proposition
test?

Describe the Learning cycle

What are the main common
types of experiments for testing
the Value Proposition ( Stage 2)

Why is it important validate the
Value proposition before a full
development of the concept
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Funded by the European Union.
Views and opinions expressed are however those of the
author(s) only and do not necessarily reflect those of the
European Union or EACEA. Neither the European Union nor

the granting authority can be held responsible for them.
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