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Agenda

• Theory
• Practical Implementation

–Market
–Audience
–Value Proposition
–Objectives
–Delivery
–Measurement
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Theory
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Source: Professor Malcolm McDonald
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Value Proposition - Theory

Core product benefits

Customised service benefits

Price

Other lifecycle costs

Risk

+

+

+

Perceived
quality
(“get”)

Perceived
sacrifice
(“give”)

Perceived

customer

value

6

www.talktoSPS.com

SPS - Confidential

PAIN

Motivation
to

Change
(Compelling

Event)

Value Proposition – Practice
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