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THE VALUE PROPOSITION CANVAS IS A TOOL THAT ALLOWS YOU TO DESIGN, TEST AND VISUALIZE
THE VALUE OF YOUR PRODUCT FOR CUSTOMERS IN A STRUCTURED WAY 



BUSINESS MODEL CANVAS - DECIDE FUNCTIONAL (PTY) LTD  
(See next slide for more detail in each section) – RHS is everything relating to the CUSTOMER, LHS is the infrastructure required to provide the Value
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KEY PARTNERS (8)
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KEY RESOURCES (6)
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KEY ACTIVITES (7)
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COST STRUCTURE (9)
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VALUE PROPOSITIONS -
PRODUCTS & 
SERVICES (2)
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CUSTOMER RELATIONSHIP (4)
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CHANNELS (3)
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CUSTOMER SEGMENT (1)
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REVENUE STREAMS (5)
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VALUE PROPOSITION CANVAS

VALUE PROPOSITION CUSTOMER SEGMENT

1. Products & Services 1
2. Products & Services 2

1. Accurate On-time recruitment 

1. Manage Container Damages

2. Trained and Skilled Staff

5. Quality and Integrity

3. Productivity
4. Able to rate and give feedback on staff 

2. Prompt feedback and advice to remedy                                          
pain points 

3. Professional Process Audits and Reviews 
(Identify system loopholes)

4. Bin Integrity & Perpetual Inventory Counts

1. Compliance 

5.      Shareholders confidence  

3. Accuracy 
4. Hassle-free Container

2.  Quality

Loading process management 

What we will do to take away these pains

Critical 
Success 
Factors

1. Item 
2. Item 
3. Item

1. Pains
2. Pains 
3. Pains
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START-UP COMPANY NAME – VPC TEMPLATE TO USE

The VPC aims to achieve a 
holistic fit between what the 
customer wants and what 

your product and service can 
offer to overcome pains and 

generate gains

Name Products & 
Services your Value 
Proposition offers to 
get the jobs done

Outline which way your 
products and services 

create the gains

Describe how your 
Products and Services 

can minimize or reduce 
the mentioned pains

Describe positive 
outcomes the 
customer expects 
when the job is 
getting done

Identify Blockages 
and Problems your 
customers may 
face in trying to get 
the job done

List the Job that the 
customer needs to 
have done, ie
Services, Functions, 
Products, Emotional, 
etc
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VALUE PROPOSITION CANVAS FOR UBER
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Passenger mobile app

Navigate your trip on the map

Flawless automatic payment

Track your cab

Low cab availability

Contact a good 
taxi service

The ability to manage all trip details  
on a single platform

Automatic credit card payment

Rating system

Black cab

UberX

UberPop

Arrival / Travel time protection

Driver ratings

24 / 7 / 365 availability of cabs

One-click order / 
cancelation

Zero time on payment

Trusted driver

Need to book cab in 
advance
Bad drivers happen
Issues with payment for 
taxi service (cash or card)

Control cost for 
the ride

Wait for the cab for 
some unknown 
amount of time

Pay for the trip
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