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SUMMARY

� VALUE PROPOSITION
� I2B: DEFINE YOUR VALUE 

PROPOSITION AND CUSTOMER 
SEGMENTS

� HOW TO TEST AND VALIDATE 
HYPOTHESIS



VALUE PROPOSITION
What explains the benefits I am generating for 

my clients/users of my product/service.

The created value might be material or

intangible.













BUSINESS MODEL CANVAS

What are the most important costs inherent in our business model? 
Which Key Resources are most expensive? 
Which Key Activities are most expensive?
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Through which Channels do our Customer Segments 
want to be reached? 
How are we reaching them now?
How are our Channels integrated? 
Which ones work best?
Which ones are most cost-efficient? 
How are we integrating them with customer routines?

For what value are our customers really willing to pay?
For what do they currently pay? 
How are they currently paying? 
How would they prefer to pay? 
How much does each Revenue Stream contribute to overall revenues?
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For whom are we creating value?
Who are our most important customers?

What type of relationship does each of our Customer
Segments expect us to establish and maintain with them?
Which ones have we established? 
How are they integrated with the rest of our business model?
How costly are they?
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What value do we deliver to the customer?
Which one of our customer’s problems are we helping to solve? 
What bundles of products and services are we offering to each Customer Segment?
Which customer needs are we satisfying?

What Key Activities do our Value Propositions require?
Our Distribution Channels?  
Customer Relationships?
Revenue streams?

Who are our Key Partners? 
Who are our key suppliers?
Which Key Resources are we acquiring from partners?
Which Key Activities do partners perform?

What Key Resources do our Value Propositions require?
Our Distribution Channels? Customer Relationships?
Revenue Streams?
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WHAT CAN I TEST?
1. Interest & relevance
2. Willingness & ability to pay
3. Preferences & priorities



INTEREST & RELEVANCE

• Polls
• Ad Tracking
• Landing Pages

- Do potential customers show interest in your ideas
- Are your ideas relevant to them?
- Are they interested enough to perform an action? 



WILLINGNESS & ABILITY TO PAY

• “Fake” Sales
• Pre-Sales
• Minimum Viable Products

- Are potential customers interested enough in the features of your value
proposition to buy?
- Will they put their money where there mouth is?



PREFERENCIES & PRIORITIES

• Split Testing
• Innovation Games®

- Which features of your value proposition do potential customers prefer?
- What do they really value?
- What do they prioritize?



Test Card

We believe that
step 1: hypothesis

And measure
step 3: metric

To verify that, we will
step 2: test

We are right if
step 4: criteria

The makers of Business Model Generation and StrategyzerCopyright Strategyzer AG

Test Cost: Data Reliability:

Critical:

Time Required:

Test Name

Assigned to

Deadline

Duration

TESTING MY HYPOTHESIS



TESTING MY HYPOTHESIS



EXERCISE (15+15 min)

� Define at least 10 hypothesis for your
Project

� Select 3 to validate (include one for 
problem, one for value and one for 
customer segments)

� Define the tests you are going to do 
� Define validation thresholds
� Use the green card for each hypothesis



ITERATE. ITERATE. ITERATE



HOMEWORK
� Revise your BMC

� Complete your hypothesis and validation
tests

� Launch forms and start interviews

� Start thinking of landing pages/social 
media pages


