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Customer 
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Customer Creation & 
Company Building

Iteration versus Execution
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Customer
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The Search for a Business
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The Growth of a Business

Product/Market Fit



this is one of your 
customer segments this is what you’re 

offering your 
customers

put yourself into 
your customer’s 

shoes

we can 
understand 

her better by 
describing 

three things



Observe  
vs  

Design fit

The Value Proposition Canvas

Gain Creators
Describe how your products and services create customer gains.  
How do they create benefits your customer expects, desires or would be surprised 
by, including functional utility, social gains, positive emotions, and cost savings?

Pain Relievers

Do they…

Create savings that make your customer happy? 
(e.g. in terms of time, money and effort, …)

Produce outcomes your customer expects or that go  
beyond their expectations? 
(e.g. better quality level, more of something, less of something, …)

Copy or outperform current solutions that delight your 
customer? 
(e.g. regarding specific features, performance, quality, …)

Make your customer’s job or life easier? 
(e.g. flatter learning curve, usability, accessibility, more services, lower  
cost of ownership, …)

Create positive social consequences that your  
customer desires? 
(e.g. makes them look good, produces an increase in power, status, …)

Do something customers are looking for? 
(e.g. good design, guarantees, specific or more features, …)

Fulfill something customers are dreaming about? 
(e.g. help big achievements, produce big reliefs, …)

Produce positive outcomes matching your customers  
success and failure criteria? 
(e.g. better performance, lower cost, …)

Help make adoption easier? 
(e.g. lower cost, less investments, lower risk, better quality,  
performance, design, …)

Rank each gain your products and services create according to its relevance to your 
customer. Is it substantial or insignificant? For each gain indicate how often it occurs.

Describe how your products and services alleviate customer pains. How do they 
eliminate or reduce negative emotions, undesired costs and situations, and risks 
your customer experiences or could experience before, during, and after getting 
the job done?

Do they…

Produce savings? 
(e.g. in terms of time, money, or efforts, …)

Make your customers feel better? 
(e.g. kills frustrations, annoyances, things that give them a headache, …)

Fix underperforming solutions? 
(e.g. new features, better performance, better quality, …)

Put an end to difficulties and challenges your  
customers encounter? 
(e.g. make things easier, helping them get done, eliminate resistance, …)

Wipe out negative social consequences your  
customers encounter or fear? 
(e.g. loss of face, power, trust, or status, …)

Eliminate risks your customers fear? 
(e.g. financial, social, technical risks, or what could go awfully wrong, …)

Help your customers better sleep at night? 
(e.g. by helping with big issues, diminishing concerns, or eliminating worries, …)

Limit or eradicate common mistakes customers make? 
(e.g. usage mistakes, …)

Get rid of barriers that are keeping your customer  
from adopting solutions? 
(e.g. lower or no upfront investment costs, flatter learning curve, less  
resistance to change, …)

Rank each pain your products and services kill according to their intensity  
for your customer. Is it very intense or very light? 

For each pain indicate how often it occurs. Risks your customer experiences or 
could experience before, during, and after getting the job done?

Products & Services
List all the products and services your value proposition is built around.

Which products and services do you offer that help your customer get either a 
functional, social, or emotional job done, or help him/her satisfy basic needs?

Which ancillary products and services help your customer perform the roles of:

Buyer 
(e.g. products and services that help customers compare offers,  
decide, buy, take delivery of a product or service, …)

Co-creator 
(e.g. products and services that help customers co-design  
solutions, otherwise contribute value to the solution, …)

Transferrer 
(e.g. products and services that help customers dispose of  
a  product, transfer it to others, or resell, …)

Products and services may either by tangible (e.g. manufactured goods, face-to-
face customer service), digital/virtual (e.g. downloads, online recommendations), 
intangible (e.g. copyrights, quality assurance), or financial (e.g. investment funds, 
financing services).

Rank all products and services according to their importance to your customer.   
Are they crucial or trivial to your  customer?

Gains
Describe the benefits your customer expects, desires or would be  surprised by. 
This includes functional utility, social gains, positive  emotions, and cost savings.

Pains

Customer Job(s)

Describe negative emotions, undesired costs and situations, and risks that your 
customer experiences or could experience before, during, and after getting the 
job done.

What does your customer find too costly? 
(e.g. takes a lot of time, costs too much money, requires substantial efforts, …)

What makes your customer feel bad? 
(e.g. frustrations, annoyances, things that give them a headache, …)

How are current solutions underperforming for  
your customer? 
(e.g. lack of features, performance, malfunctioning, …)

What are the main difficulties and challenges  
your customer encounters? 
(e.g. understanding how things work, difficulties getting things done,  
resistance, …)

What negative social consequences does your  
customer encounter or fear?  
(e.g. loss of face, power, trust, or status, …)

What risks does your customer fear? 
(e.g. financial, social, technical risks, or what could go awfully wrong, …)

What’s keeping your customer awake at night? 
(e.g. big issues, concerns, worries, …)

What common mistakes does your customer make? 
(e.g. usage mistakes, …)

What barriers are keeping your customer from  
adopting solutions?  
(e.g. upfront investment costs, learning curve, resistance to change, …)

Describe what a specific customer segment is trying to get done. It could be the tasks 
they are trying to perform and complete, the problems they are trying to solve, or the 
needs they are trying to satisfy.

What functional jobs are you helping your customer get done?
(e.g. perform or complete a specific task, solve a specific problem, …)

What social jobs are you helping your customer get done? 
(e.g. trying to look good, gain power or status, …)

What emotional jobs are you helping your customer get done? 
(e.g. esthetics, feel good, security, …)

What basic needs are you helping your customer satisfy? 
(e.g. communication, sex, …)

Besides trying to get a core job done, your customer performs ancillary jobs in differ-
ent roles. Describe the jobs your customer is trying to get done as:
 
Buyer (e.g. trying to look good, gain power or status, …)

Co-creator (e.g. esthetics, feel good, security, …)

Transferrer (e.g. products and services that help customers dispose  
of a product, transfer it to others, or resell, …) 

Rank each job according to its significance to your customer. Is it  
crucial or is it trivial? For each job indicate how often it occurs.

Outline in which specific context a job 
is done, because that may impose 

constraints or limitations. 
(e.g. while driving, outside, …)

Which savings would make your customer happy?
(e.g. in terms of time, money and effort, …)

What outcomes does your customer expect and what 
would go beyond his/her expectations? 
(e.g. quality level, more of something, less of something, …)

How do current solutions delight your customer? 
(e.g. specific features, performance, quality, …)

What would make your customer’s job or life easier? 
(e.g. flatter learning curve, more services, lower cost of ownership, …)

What positive social consequences does your  
customer desire? 
(e.g. makes them look good, increase in power, status, …)

What are customers looking for? 
(e.g. good design, guarantees, specific or more features, …)

What do customers dream about? 
(e.g. big achievements, big reliefs, …)

How does your customer measure success and failure? 
(e.g. performance, cost, …)

What would increase the likelihood of adopting a solution? 
(e.g. lower cost, less investments, lower risk, better quality, performance,  
design, …)

Rank each gain according to its relevance to 
your customer.  
Is it substantial or is it insignificant?  
For each gain indicate how often it occurs.

Rank each pain according to the intensity it 
represents for your customer.
Is it very intense or is it very light.? 
For each pain indicate how often it occurs.

On:

Iteration:

Designed by:Designed for:
Day Month Year

No.

Customer Segment
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Use in Conjunction with the Business Model Canvas Copyright of Business Model Foundry GmbH

Value Proposition
Create one for each Customer Segment in your Business Model

observedesign

exercise: 
your value 

proposition map





14





What’s a 
prototype?



A realistic 
façade is all you 
need to learn 
from customers.



WORKSHOP DEC 2016 5 6

“Prototyping allows us to fail early 
so we can succeed sooner” David Kelley 

IDEO Founder

A prototype is anything that helps you communicate or 
test an experience with other people to get feedback 



This is not
a prototype



This is not
a prototype



This is



What makes a good 
prototype? 
1.quick 
2.cheap 
3.minimal 
4.testable 
5.measurable



Let’s look at 
some examples



1.









2.



Gyrus ENT “One of the first things we noticed was the tangle of wires and awkward hand positions”-
Andrew



WORKSHOP 30/06/2014

“During an early brainstorm, we used office supplies to prototype an instrument for a neutral hand position.”



WORKSHOP 30/06/2014



3.





4.







And there are 
other creative 
ways to do it…it’s 
really up to you!





Solutions?





Learn to CODE? Study DATA SCIENCE?

Despite what it’s said…



NOT that easy. 

Despite what it’s said…

NOT that fast.  NOT for everyone.

Learn to CODE? Study DATA SCIENCE?



NOT that easy. 

Despite what it’s said…

NOT that fast.  NOT for everyone.
NOT ENOUGH.

Learn to CODE? Study DATA SCIENCE?



There must be  
a better way…









Building software without code.

NoCode a.k.a. visual programming,

consists in creating digital products and software 


without writing a single line of code.

What’s NoCode?



Building software without code.

NoCode a.k.a. visual programming,

consists in creating digital products and software 


without writing a single line of code.

NoCodeCode

What’s NoCode?



The evolution of NoCode technology



The evolution of NoCode technology



The evolution of NoCode technology



Benefits of NoCode?

NoCodeTraditional NoCodeNoCode Traditional Traditional

3-6 months

2-3 years

8-12 weeks

3-9 months

200€ - 1.000€

5.000€ - 80.000€

EASIER FASTER CHEAPER



A movement that is  
already shaping the future



“The future of coding is no coding at all”  
- CEO Github, 2017

What is NoCode?



NoCode is the 
power of code 
without writing it.
NoCode refers to tools and platforms which allow 
users to build software without the need to write 
code.


NoCode tools usually feature a visual interface, 
where users can drag and drop elements to create 
their app.

A new way of 
building products

🌟



NoCode tools 

are like Lego

⚡ Connect different no-
code tools together

⚡ Connect pre-built blocks 
together

Nocode tools come with pre-built 
components that you can drag and drop to 
your screen. These components are similar to 
lego blocks that are like your text, buttons, 
input fields…etc.  
 
It is your job as a no-coder to stack these 
components together, just as you would with 
Lego blocks. 



NoCode is  
the new IKEA

⚡ More 
Affordable

⚡ Faster

You receive a set of pieces to assemble the 
furniture. It is just like entering a nocode tool-  
you see a list of pre-built blocks you can 
choose from to build the solution you want. 


Although you don’t have as much power or 
customizability as building from scratch with 
code, nocode makes it more accessible, cost 
affective and faster. 


⚡ Simpler

⚡ Piece pre-built blocks together



Why is NoCode

a game changer

⚡ Reduced development cost

Comparing with conventional development where you will need to recruit multiple 
technical developers, most of the nuances of front-end and back-end development 
are abstracted for NoCode application development. You don’t have to think about 
underlying systems, or security when you’re building on a platform.

Although you don’t have as much power or customizability as building from scratch with code, 
nocode makes it more accessible, cost affective or faster way. 



Why is NoCode

a game changer
Although you don’t have as much power or customizability as building from scratch with code, 
nocode makes it more accessible, cost affective or faster way. 

NoCode simplifies a lot of the complexity when it comes to design the frontend 
and backend, giving you more time to focus on our customers and provide a 
better customer experience.

⚡ Focus more on your core business



Build on your 

own terms.

Build (months) Validate

Traditional approach

Build (weeks) Validate Build Validate

⚡ New approach

Everyone want to build without dependency. 
Making building faster, leading to a quicker 
turnaround, which allows us to spend more 
time focusing on the business and 
customers, saving time that would otherwise 
be spent on building with dependency on 
developers.


⚡ Short feedback loop



How it works?



Takes care of common functionality. 
Things like Login, user accounts, 

payments, email, etc.. come almost 
ready out of the box.

NoCode 
brings to the table



Takes care of common functionality. 
Things like Login, user accounts, 

payments, email, etc.. come almost 
ready out of the box.

Makes user interface easier 
With the option to drag and drop 

elements to build the interface, NoCode 
tools take care of most of the layout 

rules for you.


NoCode 
brings to the table



Takes care of common functionality. 
Things like Login, user accounts, 

payments, email, etc.. come almost 
ready out of the box.

Makes user interface easier 
With the option to drag and drop 

elements to build the interface, NoCode 
tools take care of most of the layout 

rules for you.


Handles most of the security  
and maintenance 

Running a software will eventually require 
maintenance, but with NoCode tools most of 

it is done for you in the background.


NoCode 
brings to the table



Takes care of common functionality. 
Things like Login, user accounts, 

payments, email, etc.. come almost 
ready out of the box.

Makes user interface easier 
With the option to drag and drop 

elements to build the interface, NoCode 
tools take care of most of the layout 

rules for you.


Handles scaling 
Whether you have 1 user or 1 million 

users, NoCode tools will take care of the 
scaling for you in the background.


No worries about servers scalability.


Handles most of the security  
and maintenance 

Running a software will eventually require 
maintenance, but with NoCode tools most of 

it is done for you in the background.


NoCode 
brings to the table



Primary builder 
components

Editor / Design 
Allow you to drag 
and drop elements 
and build the 
interface of your 
app.

Database / information 
Where you will store the 
information related to the 
app, like users, events, 
operation data, etc...

List or Repeating 
groups 
Element that allow you to 
show lists of information 
you have in your 
database.

Workflows / Logic 
They are where you 
will be able to create 
the rules to make 
the logic of your app 
work.

Elements & Blocks 
The visual elements 
visuais of the app, 
website, … that we 
drag & drop to build 
the experience



What is actually possible to 
build with NoCode tools?



Limitless 

possibilities.
The number of features available inside 
NoCode tools is vast. Even though it is 
impossible to cover everything here, we 
can at least break down the most 
common categories of apps most 
people want to build.


Websites
Landing pages

Apps
Software / Web-Apps

E-Commerce

Bots
Games

Automations
Etc..

Marketplaces



Examples of NoCode Developments

AI Model

Data

Sources

Amazon/

Google/…

Login / Signup

User Management

Database

Complex Logic / Flows

Payments

Notifications

Etc…



Websites
Think of sites like your favorite brand. 
At their core, websites let vendors 
show their products, and then 
customers search for and buy those 
products. 


These are common features and 
functionalities for building with nocode 
tools.



Directories
Directories are the most capable 
solutions for fulfilling requirements of 
organised and specific type of data.

 
This includes job board apps like 
Indeed or real estate listing apps like 
Zillow. Listing directories for small 
niches are a very common type of 
nocode app.



Marketplaces
Marketplace apps connect users. Big 
marketplace apps include Uber, 
DoorDash, and Airbnb.  

These apps are huge, but at their core, 
they are pretty straightforward. Broad 
no-code platforms like Bubble.io can 
accommodate marketplace apps for 
your niche (many of our own clients are 
building marketplace apps).




Internal Tools
Internal tools & dashboard apps are 
great for optimizing your processes and 
tracking statistics and analytics. 


Think about Salesforce. Nocode apps 
can help you build dashboards that are 
customized to exactly what you want to 
track your industry or business.



Communities
Online communities are the best 
solutions for people looking to create a 
private space for like-minded people.

 
This includes onlines communities, 
courses for students and other niche 
communities around specific topics.



Software
Progressive web apps (PWA) or 
Software As A Service (SaaS) can be 
built with NoCode. 


Some examples:

Fintech

- Qoins 
- Dividend Finance 
- Paytable 

SaaS 
- Userloop 
- Benchmarq 
- MooneHQ 

Health 
- Equinas 
- Messly



Generic all-in-one builders 
Which allow you to build software for one or more 
platforms (mobile, web, and others).

Niche builders 
Which let you build a specific use-case, for example 
marketplaces, dashboards and landing pages.

There’s a nocode 
tool for that.

We have reached a point where there’s a 
nocode tool popping up every week. 
 
However, Nocode is not about building 
simple solutions. Some people have 
made everything from Facebook, Airbnb 
to Uber clones just with nocode to 
showcase what is possible.
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