
LEVEL UP YOUR BUSINESS

CREATING
VALUE 
Using Lean Startup Tools to Define Your Value and
Connect with Customers
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Value Proposition: 

Capturing the value you provide

Creating the Right Fit: 

Alignment with customers

Test New Markets: 

Explore ways to reach new customers



TESTING YOUR IDEA
What we will cover today



STEP 1 - 
DESIGNING A BUSINESS MODEL



STEP 2: 
DETERMINING THE RIGHT FIT

Your Product or Service Your Customer
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Experimentation in Lean Startup is not a “Just do it and see what

happens” approach

Guided by the organizations’ vision, it begins with a clear hypothesis

The premise is to determine what the assumptions are and then test

those assumptions up front.



WAYS TO TEST YOUR IDEA

The Value Hypothesis 
– tests whether a product or service really delivers value to

customers once they are using it

The Growth Hypothesis 
– tests how people will find discover a product or service 

– how do you move from early adopters to mass adoption?

Requires measuring behavior 
– start with early adopters and deliver an MVP to try

We will focus on this today!



ASK THE RIGHT QUESTIONS

What is the job your customer 
wants to get done in their work

or life?
What are the functional, social,
emotional jobs your customer

wants to get done?

What is annoying or
troubling your customers?
What is preventing them

from getting the job done?
What is keeping your

customer awake at night?

What would make your
customer happy? 

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

easier?
What do customers dream

about?



Do you have the 
right customer? How does your product 

or service make 
that job easier?

•Do consumers recognize that they have
the problem you are trying to solve?
•If there was a solution would they buy it?
•Would they buy it from us?
•Can we build a solution for that problem?

WHAT THEY NEED



Source:
 Strategizer

The
process



EXAMPLE: VENMO



Do you have the 
right customer? How does your product 

or service make 
that job easier?

•Do consumers recognize that they have
the problem you are trying to solve?
•If there was a solution would they buy it?
•Would they buy it from us?
•Can we build a solution for that problem?

WHAT THEY NEED

DO
YOURS



ASK THE RIGHT QUESTIONS

How can you help your customer to relieve
their pains? What problems can you
eradicate? How do you fix current

underperforming solutions? How do you
eliminate risks your customers fear?

How do you get rid of barriers?

What are the products and
services you can offer your
customer so they can get

their job done?

What can you offer your
customer to help them

achieve their gains? How do
you outperform the current

solution? How will adoption by
your customer be easier?



Assumption: Your
hypothesis suggests 

there is a need for this
product or service. 

Have you accurately 
identified 

the customer's 
pain points?

What is it?

Why do they
buy it?

What happens if
they don't have it?

WHAT YOU OFFER



EXAMPLE: TOYOTA ELECTRIC CARS



Assumption: Your
hypothesis suggests 

there is a need for this
product or service. 

Have you accurately 
identified 

the customer's 
pain points?

What is it?

Why do they
buy it?

What happens if
they don't have it?

WHAT YOU OFFER

DO
YOURS



Finding the right fit



•Did you find a fit?
•Check your fit
•Do you have the same customer / different context? 
Does that call for different solutions?

•Three kinds of fit:
•On paper /In the market /In the bank
**Create separate maps for different customer segments

 



Create new growth by identifying new
customer groups 
Design solutions for new customer groups
using the value map to create fit to their
needs
This creates an opportunity to explore new
markets as you are ready for growth

THE GROWTH HYPOTHESIS 
– TESTS HOW PEOPLE WILL FIND DISCOVER A PRODUCT OR SERVICE 
– HOW DO YOU MOVE FROM EARLY ADOPTERS TO MASS ADOPTION?



ThankThankThank
you!you!you!

THANKS TO EVERYONE WHO
MAKES THE WE FORUM

HAPPEN! 
Mark your Calendar for this upcoming event: 

E1 Expo and WE Forum combined 


