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Value proposition

Marketing of services




What we already know?

Marketing, value, need, wish,
demand, goods and services,
marketing mix.

What are services and its
attributes.



OUTCOME CONSUMPTION

PRODUCTION MARKETING CONSUMPTION

PROCESS CONSUMPTION

PRODUCTION

CONSUMPTION




From Business model to
Marketing and vice versa



Lean Canvas

PROBLEM SOLUTION UNIQUE VALUEPROPOSITION | UNFAIR ADVANTAGE CUSTOMER SEGMENTS

KEY METRICS CHANNELS

EXISTING ALTERNATIVES HIGH-LEVEL CONCEPT EARLY ADOPTERS

COST STRUCTURE REVENUE STREAMS




Key Partners

Driver
contractors
in each city

Driver recruiters
and certifiers
in each city

Key Activities

Define and create
simple user and
driver experience

Address unigue
legal requirements

in each geography

Key Resources

One platform
and app
that supports
all markets

Global press
and user
word of mouth

e

WValue Propositions

No need to
find and
wait for taxi

Prices below
taxi fares

Easy payment
with phone app

Customer Relationships .

Rating/feedback
on each ride.

Quick response 1o
passenger issues.

Channels

Geographic
penetration
strategy

Internet-only
ordering

Customer Segments

Business
travelers

Bar and

partygoers
drinking alcohol

Convenience
riders

Cost Structure

Phone app

development and
enhancement

New city costs
incl. recruiting,
registration,
lobbying, etc.

Online support
and
issue resolution product discounts

6 Revenue Streams

Free rides
and

20% of

driver revenue

Pricing multiplier
during

peak usage




Value Proposition Canvas
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Completing your canvas in 9 easy steps

1) Choose your segment

2) ldentify consumer jobs

3) ldentify pains

4) ldentify gains

5) Prioritize

6) Write down the list of products
7) Describe pain relievers

8) Describe gain creators

9) Prioritize




1) Choose your segment

* Choose segment which you want to serve

*Segment has to be representative
e Large enough

*There is internal homogenity and external
heterogenity



2) ldentify consumer jobs

*Ask yourself a question: What are my
customers trying to accomplish?

*Map all their tasks — each of them is one
postit

&



3) Identify pains

*\What limitations and problems are your
customers facing?

°Include risks as well



4) ldentify gains

*\What gains your customers want to get?
\What would make their lives easier?



5) Prioritize

*Put the jobs, pains and gains in order:
*JOBS: Important -> Inessential
*PAINS: Extreme -> Slight

*GAINS: Necessary -> Nice to have



6) Write down the list of products

*All existing goods and services

/) Describe pain relievers

*How you solve your customers problem




8) Describe gain creators

*What benefits do you deliver now

9) Prioritize

*Put the products, pain relievers and gain
creators in order from most important to
inessential

&



