
From Passion

to Side Hustle

to Freedom

in 5 steps



Value Proposition

Brian Dorricott
http://briandorricott.com.au

brian@briandorricott.com
+61(0)434 799 829



TO FAIL FOR 
UNPREDICTABLE REASONS IS “OK” 

BUT 
TO FAIL FOR 

PREDICTABLE REASONS IS NOT ACCEPTABLE.



Post any questions in the Chat 
Window



Agenda

Overview

Where we are on the journey

Value Proposition

Customer

Product

Next step

Case study

Q&A





Mastermind Group

People similar position as you.

Benefit of brainstorming your 
current problem/ideas.

Only 8 people.

Starting on Thursday, 23rd May

Email brian@briandorricott.com



LaunchFinanceSolutionProblemDiscovery

Why What How Can Now



LaunchFinanceSolutionProblemDiscovery



2014

Alex Osterwalder
Yves Pigner
Greg Bernarda
Alan Smith



The Value Proposition

Target: Become expert on the problem

Currently:

You – Expert on the Solution

Customer – Expert on the Problem



The Value Proposition Canvas

Create Value Observe Customer



Customer…

Job To Be Done

Gains (benefits)

Pains (to avoid)



Customer…

Job To Be Done



Job To Be Done



Not Always Obvious



Getting to the route of the problem

Achieve 
wants

Enable 
dreams

Avoid 
fears



Customer…

Pains (to avoid)



Pains (to avoid)

• Undesired outcomes

• Fears

• Obstacles

• Risks

We want to know…

• How acute?

• How many people affected?

• How often does it happen?



Customer…

Gains (benefits)



Gains (benefits)

• Benefits customers want

• Four types
• Required

• Expected

• Desired

• Unexpected

Bigger than pains…

• The “Why” or Impact



How often
The problem

occurs

How acute or
Serious the
Problem is

How well
Problem is

solved
X X

The best idea can be calculated…

This needs to be as high as possible



Photo by Luca Bravo on Unsplash

Example Job, Pains and Gains

https://unsplash.com/photos/8x_fFNrmeDk?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
https://unsplash.com/search/photos/bar?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText


Common Mistakes

• Pains are not the opposite of Gains

• Mixing multiple Jobs

• Assumptions not facts



Create Value

Gain Giver

Pain Relievers

Product
Or

Service



Product or Service

Product
Or

Service



Pain Relievers

Pain Relievers



Gain Giver

Gain Giver



Assumption

Assumption

Assumption
Assumption

Assumption

Assumption

Remember



Next step…

Validate the Assumptions



Now the Case Study



Example – Before Interviews

Products and 
services Pain relievers

Gain creators
Jobs

Pains

Gains
Specialised 

design

Light, 
strong, 
durable 

cardboard

Individually 
tailored

CheaperSustainable 
materials

Family meal 
times for 

children with 
cerebral palsy

?

Expensive

Kids’ safety 
& comfort

Peace of 
mind



Example – After Interviews

Products and 
services Pain relievers

Gain creators
Jobs

Pains

GainsMostly 
standard 

design fitting 
home dining 

tables

Light, 
strong, 
durable

cardboard

Specific 
individual 
features if 

needed

Very low 
cost

Very fast 
production

Family meal 
times for 

children with 
cerebral palsySpecialised 

chairs cost 
$$$

14 months 
to assess, 

order, 
receive

Kids’ safety 
& comfort

Peace of 
mind

Comfortable, 
stable to 

80kg

Disturbed, 
stressed & 

worried

Easy to get, 
easy to use



Future webinars

What would you like a future webinar to be:

A. Where to find more interviewees?

B. How do I combine all my interview results 
to obtain Insights?

C. Introduction to finance (fixed & variable 
costs, gross & net profit)

D. Company structure and offering equity





Next webinar: Understanding Business Angel 
Investors

Wednesday, 15-May-19

Same place, same time

Invite others!



What next?

When you log in, you’ll have the option to review the slides & video



Mastermind Group

People similar position as you.

Benefit of brainstorming your 
current problem/ideas.

Only 8 people.

Starting on Thursday, 23rd May

Email brian@briandorricott.com



Any Questions


