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Customer value map
Unlocking Customer Needs with a Value Map

DEFINITION

A customer value map visualizes how a product meets customer needs and expectations. It helps entrepreneurs identify
opportunities for improvement and innovation.

KEY CONCEPTS

Customer Segments

Different groups of customers with unique needs and
preferences that your product serves.

Value Proposition

The unique benefits and features your product offers that solve
customer problems.

Pain Points

Specific challenges or issues customers face that your product
aims to alleviate.

Gains

The positive outcomes or benefits customers experience from
using your product.

Competitive Analysis

Evaluating how your product compares to competitors in
addressing customer needs.

EXAMPLES

→ A meal kit service targeting busy
professionals who lack time to cook.
→ An app that helps students manage
their study schedules effectively.
→ A sustainable clothing brand appealing
to environmentally conscious consumers.

MEMORY TIPS

★ Remember 'C-V-P' for Customer, Value,
and Pain points.
★ Use the acronym 'G-P-C' for Gains, Pain
points, and Competition.
★ Visualize a map where each quadrant
represents a customer segment and their
needs.

COMMON MISTAKES

✗ Neglecting to identify specific
customer segments.
✗ Focusing too much on features instead
of customer benefits.
✗ Overlooking competitor offerings and
market trends.

QUICK RECAP

A customer value map is essential for understanding how your product meets customer needs. It highlights customer segments,
pain points, and gains, guiding entrepreneurs in opportunity evaluation.
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