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BUSINESS 101

Business ldea

Durable
Attractive
Timely
Create value

Value Proposition
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BUSINESS 101

Value Proposition

Customer Profile
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BUSINESS 101

Value Proposition

Customer Profile

Jobs

Tasks to perform
Problems to solve
Needs to fulfill

Functional
Social
Emotional
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BUSINESS 101

Value Proposition

Customer Profile

Pains

« Undesired outcomes,
problems or dislikes

« Obstacles preventing good
job

« Risks of potential poor
outcome
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BUSINESS 101

Value Proposition

Customer Profile
Gains

« Required

« Expected
 Desired

« Unexpected
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BUSINESS 101

Levels of Value

SPIRITUAL PRODUCT VALUE
Meaningfulness. Identity. Purpose.

MENTAL PRODUCT VALUE
: Usability. Logic. Rationale.

EMOTIONAL PRODUCT VALUE
Aesthetics. Interaction. Relationship.

: PHYSICAL PRODUCT VALUE
Functionality. Practicality. Price.

Value Proposition



BUSINESS 101 Value Proposition

Ways to Create Value

UPSELLING
Help the customer to sell more
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PROBLEM SOLVING
Help customers solve their problems
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BUSINESS 1071 Value Proposition

Ways to Create Value

UPSELLING
Help the customer to sell more

BETTER EXPERIENCE
Create customer experiences

SAVINGS
Save the customer money
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MINIMIZING RISK
Reduce customer risk

BRANDING
Strengthen the customer’s image
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ACHIEVING GOALS
Help customers reach their goals

NEW OPPORTUNITIES
Create new customer opportunities

P
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PROBLEM SOLVING
Help customers solve their problems
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Value Proposition

Customer Profile
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BUSINESS 101

Value Proposition

Customer Profile
Sologix Business Coaching

Peace of mind
Sound board
Work/life balance
Look good

Know how
Time constraints

" Successful business |

g Personal growth “
|

|

y |

Entrepreneur
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BUSINESS 101

Value Proposition

Customer Profile
Let's go to the movies

Engaged
Value for money
Big screen
experience
Friends' reviews
Pre-paid

Be entertained
Relax
Learn

Escape

Shared experience

Commute
Parking issues
Limited choices
Long queues
Inconvenient times
Bad movie
Poor theatre
Babysitter
Expensive
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BUSINESS 101

Value Proposition

Customer Profile
Plumbers / Electricians




BUSINESS 1071 Value Proposition

Customer Profile
Sologix Online Development

Professional feel
Subject knowledge
Passion
Self managed
Initiative
Objective input

Werite script
QC script
Record clips
QC clips
Match clips-slides
QC video

Time constraints
Recording
experience

Voice control
Pronunciation
Cadence
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BUSINESS 101

Value Proposition

Customer Profile

UBER

Time taxi arrives
Trip duration

Identify driver & car

Fair price

Easy to pay

3

Waiting time
Cost / overcharge
Unsafe driver

Lose taxi

Call taxi

Find taxi
Directions
Pay
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Customer Profile

=T

Sales
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BUSINESS 101

Value Proposition

Customer Profile

=T

Online

Health & safety
User satisfaction
Uptime
Predictable cost
Risk reduced
Profitable contracts

Building contract
Meet deadlines
Plan tool fleet

Upfront expense
Broken tools & theft
Delays
Penalty charges
Stress
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Ways to Create Value
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BUSINESS 101

Value Proposition

Your Customer:

* Jobs

 Gains

 Pains




BUSINESS 101

Lessons Learned

« Customer profile
* Jobs
« Pain
« Gains

« Multiple customers

Customer Segments

LESSONS
LEARNED



THANK YOU

To learn more about the tools used, visit




