
Value Proposition Canvas
A product-market fit tool: matches what you offer against the customer's jobs, pains and
gains - and shows where they don't meet. Origin: Alexander Osterwalder & Yves Pigneur
(Strategyzer)

FRAMEWORK TEMPLATE
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PRODUCTS & SERVICES: The concrete list of what you offer - the things
customers can buy, use, or access. Keep it literal; no benefits, no adjectives.

GAIN CREATORS: How your offer produces the gains customers want, including
unexpected delights. Each one must point at a ranked gain.

PAIN RELIEVERS: How your offer kills or eases the customer's pains. One-to-
one: each reliever must match a ranked pain in the profile.

GAINS: The outcomes customers want, from required to unexpected. Rank by
importance; the richest opportunities are the unexpected ones.

CUSTOMER JOBS: What the customer is trying to get done - functional, social,
and emotional. Described from their life, never from your product.

PAINS: The obstacles, frustrations, and risks around the customer's jobs. Rank by
severity; come from the customer's reality, not your feature list.

Full guide, worked examples & generator: selfstorming.com/tools/libraries/frameworks/value-proposition-canvas Selfstorming.com


