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Value Proposition Map 
Mapping customers and product features 

Customer 
 
 
 
 
 
 
 
 
 
 
 

Product 
 
 
 
 
 
 
 
 
 
 
 

2) pains 
& gains     

3) product / 
service 

1) goals 
& tasks 

 

4) features     

5) mapping 

Before they have your 
product: 
 
What goals have the 
people/companies in 
your customer segment 
in common? 
 
Which value-creating 
tasks arise often? 
 
Think about functional  
and non-functional 
jobs. 

List frustrations, costs 
and risks which the 
customer has or fears 
Think about before, at 
and after the core tasks. 
 
What’s bad about 
current solutions? 
 
What defines success 
for the customer? 

What are the core 
features you provide? 
 
Cheaper? Faster? 
Better? Easier? More 
beautiful? Socially more 
accepted? 

Which products or 
services do you offer? 
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Print this in A3 and use sticky-notes to fill out the map. 


