
WELCOME 





 

WE MAKE USE OF 
VISUAL TOOLS 



RULES AND ROLES 
FOR TODAY. 



BE	MOVING	AT	PACE	
WE	WILL	



ARE	IN	IT	TOGETHER	
REMEMBER,	WE		



RICH	CONVERSATIONS	
LET’S	HAVE	



AMPLIFY	PERSPECTIVES	



THINK	LIKE	DESIGNERS	



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Steve Jobs 

DESIGN IS NOT 
JUST WHAT IT 
LOOKS LIKE.  
 

10 

DESIGN IS HOW 

IT WORKS. 



MINIMIZE	PHONES,	BE	PRESENT	
NO	LAPTOPS,	



WITH	BEING	INCOMPLETE	
BE	COMFORTABLE	



AND	WRITE	IN	CAPS	
USING	THE	SHARPIE	
WRITE	CLEARLY	



 

THREE MESSAGES 
FOR YOU 



NEW SKILLS 
NEW MINDSET 

NEW TOOLS 



BENEFITS OF 
USING DESIGN 
TOOLS FOR 
STRATEGY 
 



DESIGNING BETTER BUSINESSES 

ORGANIZE COMPLEXITY 



DESIGNING BETTER BUSINESSES 

ALIGN AS A TEAM 



DESIGNING BETTER BUSINESSES UNDERSTAND  
CUSTOMERS 



EXERCISE: 
DRAW 
YOURSELF 



3 
MINUTES 

What do 
you dream 

about? 
DRAW 
YOURSELF 

What 
stresses 
you out? 

What are 
your 

favorite 
things to 

do? 

What would help you out? 

Who are 
you? 



WHY DID WE DO THAT? 



WE HAVE BEEN VISUALIZING 
FOR A WHILE 



1 VALUE 
PROPOSITION 
DESIGN 



VALUE PROPOSITION 
DESIGNER 



DESIGNING BETTER BUSINESSES DESIGNING BETTER BUSINESSES 

© BUSINESS MODEL FOUNDRY AG

strategyzer.com

PRODUCTS & SERVICES
What are the products and ser-
vices you can offer your customer
so they can get their job done?

JOB-TO-BE-DONE
What is the job the customer

wants to get done in their 
work or life??

GAIN CREATORS
What can you offer your customer
to help them achieve their gains? 

PAIN RELIEVERS
How can you help your customer

to relieve their pains? What problems
can you eradicate?

GAINS
What would make your customer

happy? What would make their life
and the job-to-be-done easier?

PAINS
What is annoying or troubling your cus-
tomer? What is preventing them from

getting the job done?

VALUE PROPOSITION CANVAS



 

DON’T BE 
PRODUCT 
CENTRIC…BE 
CUSTOMER 
CENTRIC!! 



 

START WITH THE 
RIGHT SIDE OF 
THE CANVAS 



put yourself in the 
customers’ shoes



customer jobs 

It could be the task 
they are trying to 
perform and 
complete, the 
problems they are 
trying to solve, or the 
needs they are trying 
to satisfy 



customer pains L 

describe bad 
outcomes, risks, 
and obstacles 
related to 
customer jobs 



customer gains J 

describe the more 
or less expected 
benefits the 
customers are 
seeking 



products & services 

A list of all the 
products and 

services a value 
proposition is 

built around 



pain relievers 

describe how your 
products and 

services alleviate 
customer pains 



gain creators 

describe how 
your products 
and services 

create customer 
gains 



WHAT DOES 
YOUR VERSION 

LOOK LIKE? 
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PRODUCTS & SERVICES
What are the products and ser-
vices you can offer your customer
so they can get their job done?

JOB-TO-BE-DONE
What is the job the customer

wants to get done in their 
work or life??

GAIN CREATORS
What can you offer your customer
to help them achieve their gains? 

PAIN RELIEVERS
How can you help your customer

to relieve their pains? What problems
can you eradicate?

GAINS
What would make your customer

happy? What would make their life
and the job-to-be-done easier?

PAINS
What is annoying or troubling your cus-
tomer? What is preventing them from

getting the job done?

VALUE PROPOSITION CANVAS WHO IS THE PERSONA? 

20 
MINUTES  
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PRODUCTS & SERVICES
What are the products and ser-
vices you can offer your customer
so they can get their job done?

JOB-TO-BE-DONE
What is the job the customer

wants to get done in their 
work or life??

GAIN CREATORS
What can you offer your customer
to help them achieve their gains? 

PAIN RELIEVERS
How can you help your customer

to relieve their pains? What problems
can you eradicate?

GAINS
What would make your customer

happy? What would make their life
and the job-to-be-done easier?

PAINS
What is annoying or troubling your cus-
tomer? What is preventing them from

getting the job done?

VALUE PROPOSITION CANVAS
HOW DO YOU 

CREATE 

VALUE? 

20 
MINUTES 



2 THE VP 
AD-LIB 



Our (product / service) 
helps (customer segment) 
who want to (customer jobs to be done) 
by (insert your verb about customer pains) 
and (insert your verb about customer gains) 



PITCH 



3 BRINGING IT 
TOGETHER 



SOME APPLICATIONS 
FOR DESIGN 
THINKING 



I WANT TO 
GROW A 
CLIENT 
ACCOUNT 



I WANT TO 
REDESIGN OUR 
CONVERSATION 
WITH OUR 
CUSTOMERS 



I WANT TO 
BETTER 
UNDERSTAND 
MY 
COMPETITION 



YOUR JOURNEY AHEAD 



 

THREE MESSAGES 
FOR YOU 



 

NEW TOOLS 
NEW SKILLS 
NEW MINDSET 



GO DO 



NEW TOOLS & SKILLS FOR STRATEGY 

THANK YOU 


