
Value Proposition Design

Best For

This program is ideal for:

 Early to mid-career professionals
 Individual contributors
 Consultants and subject-matter experts

 Professionals involved in product, marketing, strategy, sales, customer experience, and 
business design

Delivery Style

The learning experience is highly practical, insight-driven, and focused on designing clear, 

compelling value propositions that align customer needs with business offerings.

Outcome Level

Participants develop stronger value proposition thinking capability, improved customer 
insight, and the ability to design, test, and refine value propositions that drive customer 
adoption and business impact.

Program Positioning

In competitive markets, customers choose offerings that clearly solve their problems and 

deliver meaningful value. Organizations therefore need professionals who can articulate 
why a product, service, or solution truly matters to customers.

However, many value propositions are internally focused, feature-heavy, or unclear, leading 

to weak differentiation and poor customer engagement.

This intermediate-level program is designed to help professionals develop practical value 

proposition design skills and apply them directly to real products, services, and business 
initiatives.

The program reflects current workplace realities across the USA, Australia, Canada, and 

global markets—where customer clarity, differentiation, and relevance are critical for 
growth.

✅ Ideal for professionals with 0–8 years of experience
 ✅ Ideal for those transitioning into product, marketing, strategy, or customer-facing roles

LEARNING STRUCTURE (8 HOURS)

Block 1 — Foundations of Value Proposition Design



This session builds a strong foundation by explaining what value proposition design means 
in modern organizations and why clear customer value is central to business success. 

Participants understand how value propositions differ from marketing messages and why 
they guide strategic and operational decisions.

It covers:
 What a value proposition is and what it is not
 Role of value propositions in business models

 Customer value versus product features
 Why unclear value propositions fail

✅ Outcome: Clear understanding of value proposition design fundamentals.

Block 2 — Understanding Customer Jobs, Pains & Gains

This session focuses on deeply understanding customers before designing value 
propositions. Participants learn how to identify what customers are trying to achieve, the 
problems they face, and the outcomes they value most.

It covers:
 Customer jobs-to-be-done
 Functional, emotional, and social needs

 Customer pain points and frustrations
 Desired outcomes and success criteria

✅ Outcome: Improved ability to identify real customer value drivers.

Block 3 — Designing Value Propositions That Fit

This session strengthens the ability to design value propositions that directly align with 
customer jobs, pains, and gains. Participants learn how to create a strong fit between 
customer needs and offerings.

It covers:
 Pain relievers and gain creators

 Aligning solutions to customer priorities
 Avoiding overengineering and feature overload
 Designing for clarity and relevance

✅ Outcome: Stronger capability to design customer-aligned value propositions.

Block 4 — Differentiation & Competitive Value

This session focuses on how value propositions create differentiation in competitive 
markets. Participants learn how to articulate value that is distinctive, defensible, and 

meaningful to customers.



It covers:
 Points of difference and points of parity

 Competitive alternatives and substitutes
 Communicating unique value

 Avoiding generic or copycat propositions

✅ Outcome: Improved understanding of competitive differentiation through value.

Block 5 — Testing & Validating Value Propositions

This session addresses how to reduce risk by testing value propositions before full-scale 
launch. Participants learn how to validate assumptions using customer feedback and simple 

experiments.

It covers:

 Assumption identification
 Customer interviews and feedback loops
 Prototyping and testing approaches

 Learning and iteration

✅ Outcome: Stronger confidence in validating value propositions.

Block 6 — Communicating Value Clearly & Consistently

This session focuses on translating value propositions into clear communication across 
touchpoints. Participants learn how to maintain consistency between strategy, messaging, 

and delivery.

It covers:

 Value proposition messaging basics
 Aligning marketing, sales, and delivery
 Clarity versus complexity

 Avoiding mixed or confusing messages

✅ Outcome: Improved ability to communicate value effectively.

Block 7 — Embedding Value Propositions into Business 
Execution

This session strengthens the ability to integrate value propositions into operations, 
processes, and decision-making. Participants learn how value propositions guide priorities 

and execution.

It covers:
 Aligning teams around customer value



 Using value propositions in decision-making
 Delivering on promised value

 Monitoring value delivery over time

✅ Outcome: Better alignment between value propositions and execution.

Block 8 — Personal Value Proposition Design Action Plan

This final session focuses on long-term application and practical integration. Participants 

consolidate learning, identify where value proposition thinking applies to their roles, and 
build habits for continuously refining customer value.

It covers:

 Identifying opportunities to apply value proposition design
 Applying customer value thinking to daily work

 Building habits of customer clarity
 Creating a personal value proposition design action plan

✅ Outcome: Clear personal framework for applying value proposition design in professional 

roles.

✅ What You Will Walk Away With

Participants complete the program with:
 Stronger customer value understanding
 Improved ability to design and refine value propositions

 Better differentiation and positioning skills
 Reduced feature-driven or assumption-based design

 A structured approach to value proposition design
 A Knowledge Que Course Completion Certificate (8 PDUs)

✅ Certification (Delivery-Neutral & Legally Safe)

On successful completion of the program, learners receive:
 Knowledge Que – Course Completion Certificate

 Recognition of 8 Professional Development Units (PDUs)

A digital certificate suitable for:

 LinkedIn
 Resume & Portfolio
 Professional Profiles

Issued by Knowledge Que – Powered by Experts

✅ Why Knowledge Que



Expert-led, practical professional skills training
 Real-world product and customer scenarios

 Skill-focused learning with immediate application
 Programs designed specifically for modern professionals
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