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1. Tt etvat to Value Proposition Canvas;

To Value Proposition Canvas etvat éva epyaleto oxediaong Kat avalvong oo

Ponba tig emyeproelg va Swaoc@alicovv OTL 1 mpotaon adiag Toog

eoboypappiletat pe tig avaykeg tov nedatov. H npotaon adlag amotelet tov

MIOPN VA TOV EMLYEPNHATIKOL povtélov, kabwg kabopilet tn oxeon petalo g

IIPOOMOPAS TG EMYEIPNONG KA TOV IEAATEIAK®V THNPATOV OTd OIOoid avTi)

arrevfvvetat.

Arniotelettat and dvo pépn mov ovvOEovtal pe o evpvtepo Business Model
Canvas: to Customer Profile xat 1o Value

Map.

270 IPWTO, KATAYPUAPOVIAL Ta
jobs-to-be-done, O6nAadry ot
otoXOl 1] Td MPOPARjpATaA IOV

npoorablel va emtdxel 1 va S JOBS
. . ‘o Aouheié
Aboet o mehatng, ot “pains”, (Govtange)
OnAadn ot dvoxkolieg xatr ot @
[} ] d v

APV TIKE gpreple 10V

PVINTLRES  EHIIEIPLES PAINS GAINS
avupetenile, kabog xat Ta N (Movoy (Képdn)

gains, OnAadr) Ta o@éAn xat ot
embopntég KATAOTACEG IIOL
TOV IKAVOIIOloLV.

© Strategyzer

e

210 devtepo, to Value Map (Kappa Adiag)
AIIOTLIIMVOVTAL TA IPOTOVTA KAl Ol LIINPEOEg
IOV IIPOCPEPOVTAL, Ol TPOIIOL PE TOVG OIIOI0VG
pewwvovtat ot movor TV meEAatov  (pain
relievers) xat ot péfodot pe TG omoieg

The Value Proposition Canvas

e dnuovpyodvtat  mpooeta  o@éln  (gain
creators).
a;ti@f;s Iiﬁ < O Opog Value Proposition Canvas (VPC)

MIPOEPYETAL dIIO TOV EDPLTEPO XWPO TG
OTPATYIKIG O101KNOoNG, TG EMXEPNHATIKIG
] 69 Kawotoptlag Kat Tov papketvyk. To epyaleio
dnpovpynOnke to 2014 ano tov Alexander
Osterwalder xat tov Yves Pigneur, yvootoog
yia v avamntodn too Business Model Canvas.
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O Paowkog otoxog tov Value Proposition Canvas (VPC) etvat va odnyroet oe
aovto nov ovopdaletat product-market fit, 6nAadny va dwaocpalioert ot 1)
npotaon adiag avtarokpivetal pe akpifela oTig avaykeg Kat Ta IpoPAnpata
TV nedatov (Osterwalder, Pigneur, Bernarda, & Smith, 2014).

Oniino Stroameq

Products C D

& Services ]

Proviows on each
contant

Pain Relievers eyt

Aoy
Solowed necix Abity 1o folow
sars “provously othor Netha usars

[Tépa amo avTtov Tov Kevipiko okomo, To epyaleio eSpmmpetel pa oelpd amo
EMPEPODG OTOXOLG, O o1Ioiot ovpBaAlovy ot PeATiOOT TG OTPATNYIKL|G, TG
Kawvotoptlag Kat g arnodoong piag emtyeipnong:
e ESaopdlion owotrg Tavtiong mpoioviog kat ayopds. To VPC Ponda tig
EMYEIPIIOELG VA ONPIOLPYOLY HIPOTOVTA 1) DINPECIEG IOV EVOLAPEPODLV
IPAYHATIKA TOVG IMEAATEG KA1 ADVOLY ODYKEKPIHEVA IPOPATpaTaL.

e  Opyavoor tov oxediaopoo kat tg PeAtioong npoitoviwv. [apeyet éva
ar\o kat Sexadapo mAaiotlo yia tov oxedlaopo, T OOKT) KAt T OLVEXT)
BeAtioon 1dewv, Paclopevo oe mPpAypaTiKa Oedopéva KAt OxOAa
HEAATOV.

e Katavonon tmg oyxéong meAdtn Kat mpoioviog kabmg omTikorotel
obLVOeon avAapeod oe avtd MoL xpetaletal o MeAdTng KAt 0¢ auTd IOV
IIPOOMEPEL 1] EMLYELPNOL), OIlEDKOADVOVTAG T OLVEPYAOLa KAt T Afjyn)
ATIOPUACEDV.

e Evioyvon g ovvepyaoiag peoa otig opddeg kabwg xprowporoteital
ovxvda oe opadikd meptpaldovta, onwg workshops, xat Ponda oAa ta
PEAN va porpdlovtat Ty idla eOva KAl va OLVEIOPEPOLY 10€eg e
KOWVO OKOTIO.
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e Kaboplopog mpotepatlot)tov Kat e0Tiaon ota onpaviika onpeta kabwg
arokaAvmtel oot pain relievers (Avoelg mpoPAnpatev) kat gain
creators (Tporot Ipoobnkng adiag) eivat Mo CnEAVTIKOL yia TOV IEATY,
PeATidvVOvVTIag T OTOXELON] TOL HPNVORATOG KAl Tov oOxedlaopov
IIPOTOVTOG.

e Meiwon emyelpnpartikod piokoo kabmg Otvet 1 Svvarotnta
enainfevong Oemv Kat vrrobécewv pe T Porfeta mpaypaATIKOV DeEAATOV
IPWV TV EUIOPIKY) Owabeon evog MPOTOVIOG, HEW®VOVTAG €TI0l TIG
mbavotteg anotoyiag (Johnson, Christensen, & Kagermann, 2008).

e Evioyvon xawvotopiag xat dnpovpykotrag kabwg evBappovel
OLVEPYAOLA OLAPOPETIKMV EWOKOTITOV KAl T ovvexn) avaltnon vemav
Tponeyv dnuovpylag aliag oe éva OLVARIKO KAl AVIAY®VIOTIKO
neptparrov (Payne & Frow, 2014).

¢ Ynoot)pidn NEAATOKEVTPLIKIG OTPATNYIKIG KAOmMG 0 TIEAATNG TIAPAHEVEL
OTO EMIKEVTIPO TOL EMYEIPNHATIKOD OXedlaopov, evioxboviag T
obVdeon avapeoa otV IPOTAOT ASlag KAt TG AVAYKES TG aAyopds.

2.MPpaKTIKEG XPNOELG Kal BEATLOTEG MPOKTLKEG

To Value Proposition Canvas éyet kabiepwbel wg eva amo ta mo dnpo@iAr)
gpyaleia otpatnywkov oxedtaopod kat kawotopiag, dwaitepa  oe
neptBallovta Omov o meAdtng PPLoKeTAl OTO EMKEVIPO TNG EMXEIPIHATIKIG
Aoykr|g.

Xpnowponoteitat evpémg o nedia onwmg ) epnepia yprjot (User Experience -
UX), n otpartywn) npoiovtog (Product Strategy) xat n oxediaorn vrnpeoimv
(Service Design), pe otOxo TV avamtodn HPOTAcE®vV  adlag  IIov
avukarontpifoov avbeviika T avdaykeg kat Tig emopleg T®V MEAAT®V
(Osterwalder, Pigneur, Bernarda, & Smith, 2014).

Zmv npdaln, To epyaleio avtd OLXVA EVOMPATOVETAL O EDENIKTA
EMYEPNPATIKA  TAdiow, yta va vmootpiSet ) ooveyry Owadikaoia
MEPAPATIORoD, OOKIP®V KAl MPOCAPHOYNg TG mpotaong adiag otov
npaypatiko xkoopo (Blank & Dorf, 2012).

Méow avtrg g dradikaociag, ot emyelproelg Propovy va Onpiovpyovy, va
aSloAoyobVv Kal va TPOMIOMIOOLV TIG MIPOTACEL TOLG PAOel HNPAYHATIK®OV
dedopévav nehatmv kat oyt Beopntikwv vmobéoemv, eAaylotonowvtag £Tot T0
EMYEPNPATIKO PLOKO KAl abSavovTag Tig mbavotnteg emtuyiag.

To Value Proposition Canvas ypnowpomnoteitat emong g egpyaleio
OIITIKOIIOINONG KAl OLVEPYAOLAS, IIPOOPEPOVTAG HIA KOWI «yA®OOd» yid
opadeg amod OLAPOPETIKA TUIHATA — ONKG PAPKETIVYK, AVAITOSN IPOIOVI®V
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KAt eSOINPETNON MEAATOV — MOTE VA OLVOLAPHOPPOVOLY HLd EVIALA KATAVON O
NG adiag mov mapéyet ) emyeipnorn (Osterwalder & Pigneur, 2010).

H dwadpaoctikny xprjon tov oe workshops, mapovoldoelg KAt OTPATYIKEG
oovavinoelg OlevkoALVeL T1) ONHIOLVPYIKY] OKeWr), Tr OLANOYIKI] EemiAvOL)
npoPANpdTeV Kat ) Afjyn tekpnpopevev anogaoceov (Liedtka, 2015).

To Value Proposition Canvas (VPC) etvat éva eSatpeTikd eDEAKTO epyaleio oo
propet va adtorowmndel oe MOAAA oTAdIA TOL EMLYELPTHATIKOD KOKAOL {w1)g -
ArIo Tr) OTLYHI) IOV YEVVIETAL LA EMXEPNPATIKY 10€a, péxpt TV @pipavon Kat
MV avavémor) evog 1101 vIIdPXOVTOog emyelpnpatikod povtelov. H adia too
IIPOEPXETAL AIIO TO YEYOVOG OTL IIPOOPEPEL VA OAPEG KAl ONTIKO MAAiO10 IOV
Ponda tig emyepnoctg va katavoovyv, va oxedtafoovv kat va npocappofoov
TIV IPOTAOT] TOVG IIPOG TOV IEAATH PE OVVEIELA Kal akpifeta, akOpn Kat oe
ayopég oo alaloov ovvexwg (Osterwalder, Pigneur, Bernarda, & Smith,
2014).

I'a tig veooeig emyeiproeig (startups), to Value Proposition Canvas etvat
éva amo ta mo xpriowpa epyalela Katd T @don aval)inong tov omoTov
EMTYEPNPNATIKOD poviedov. Méoa amd aotd, ot opadeg pmopovv va
Katavorjooov Babivtepa 1o Kowvo oto omnoio ancofovovral KAt va evionicoov
MO1eg €IVAL O1 MPAYHATIKEG TOV avaykeg Kat ta npoPAnpata moo adifel va
AMoBovv, Iptv emevODOOLV XPOVO Katl XPrjpd OV avdamntodn evog IIpoiovtog i
pag vranpeotiag (Blank & Dorf, 2012). Aot 1) Stadikaoia petmvel Onpavtikd to
EMYEPNPATIKO ploko kKat amotpenet Aafog kuwvroelg, kabog Ponda Tig
EMLYEIPIIOELG Va eEAEYXODV Vaplig Tig vITobéoelg Tovg Kat va dnpiovpyodyv Adoelg
IOV £XOoLV Ipaypatikr) rjtnon otv ayopd (Ries, 2011).

I'a T1g avantoooopeveg 1] eneKTEVOpEVEG emyelpnoetg, to Canvas amotelet
¢vav mpaxktiko odnyo PeAtiwong Kat eNAvVAIIPOGOIOPIONOD NG MPOTAOTG
adiag. Me Pdaorn ) oovvexr) avatpo@odoTnon TOV MEAAT®V, Ol EIYELPIOELG
HPIOPOVLY Va IPOooappofovy Tig IPOOPOPES TOVG, Va eVIONI(OLY VEa pain points
11 gain opportunities xat va oxedialoov Siapopomnoupéveg ekO0xég T®V
POTOVI®V TOLG TIoL amevbovovtal oe véa tpnpata ayopdg (Payne & Frow,
2014). Etot, n xprjon tov Canvas Ponba otn oovvexr evboypappion petalo
ayopag kat aiag, evioxybovtag TO00 T OTPATNYLKI] €0Tia0nN 000 KAl TNV
avtayeviotkotnta (Osterwalder & Pigneur, 2010).

Ano v alMy, ywa tig oppeg 1 avadiapBpoopeveg emyepnoetg, to Value
Proposition Canvas Asttoopyet wg gpyaleio avabewpnong xat avavéworng
TNG OTPATYIKIG TODG. 2& IMePLOdoVg Ormov 1 ayopd aMalel, 11 texvoloyia
eSellooetatl 11 ot HPOTNoelg TV medatwv petaPaldovrai, to Canvas
IIPOO@PEPEL Pta ITOADTIHL evKAlpla va enavedetaotet 1) adla oo mpoogepeTal
Kat va mnpoodappootelt oto veéo mnepipdMov  (Johnson, Christensen, &
Kagermann, 2008). Onwg toviCoov ot Liedtka (2015) xat Maurya (2012), n
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OVOTNHATIKY] Xp1on epyaleimv oyxediaong omwg to VPC, ocopPaliet
ONMAvTiKda oty dtatnpnorn tng Katvotopiag Kat tng eveAifiag péoa oe evav
OpPYAVIOPO.

2ovoAwkd, to Value Proposition Canvas Ponfa tig emyetprioetg, aveSaptnra
aro 1o otadilo oto omoto Ppiokovtai va pabaivoov, va eSeAiocovidal Kat va
Pedtiwvovtal oovexag. Asttovpyet oav évag “kabpé@ing otpatnyikng”’, peoa
aro Tov oroto 1 kabe emyeipnorn propet va enaveletdlet ) Ox€on TG pe T00G
meldteg g Kat va dtao@alifet ot 1 adla mov mpoopepel MAPAPEVEL
OLOLAOTIKL], CAVTIAY®VIOTIKI] KAl OXETIKI] HE TG IPAYHATIKEG AVAYKES TIg
ayopac.

3 .MepLoplopol kot TTPOKARCELG OTN XPAON TOU EpyaAeiou

[Tapott 1o Value Proposition Canvas (VPC) Bewpeitat éva ano ta mo xprowpa
Kat dnpo@iln epyaleia otpatnykov oxediacpov, dev amoteAel mavdakela.
Onawg oopPatvet pe xkabe pebodoloyko mAaioto, £xet 0plLopEVOLG MEPLOPLOPOVG
KAt IPOKANOELg TIOL MPENeL va Aapavovtat vroyn Katd 1 xprjon tov. Evag
aro Ttovg PACIKOTEPOLG MEPLOPLOROLS elval OTL To epyaleio Paocietar oe
oro0£0e1g KAl VLIOKEIPEVIKEG EKTIRNOELG OXETIKA HME TI§ OAVAYKEG, TaA
npoPApata kat ta Kivtpa tewv medatov. Av Oev vmootnpiydel armd
Ipaypatikd dedopéva epevvag ayopdg, ouvevtedSeLg MEAAT®V KAt S1adikaoieg
ertaAnOevorg (validation), popet va odnyrjoet oe AavOaopéva coprepdopata
KAl OTPATYIKEG AIIOPAOELG IOV eV AVTIKATONTPIJOLY TV IPAYHATIKOTHTA
(Blank & Dorf, 2012; Ries, 2011).

Emu\éov, n amnotedeopatikn) epappoyr) tov VPC mpodmobiter avoiyto
MVELPA, OVVEPYAOiA Kat Ipofopia yia MEPAPATIONo, oTotyeia mov dev givat
MAVTOTE aUTOVONTA Of emyepnpatika nepiPallovia. Ze opyaviopoovg pe
EVIOVI) lepapyld, E0MTEPIKEG AVTLIOTAOELS 1) KODATOLPA oL arofappovel TV
al\ayr), to Canvas priopet va KAtaArSel va xPr|OlpOIIOLEiTal eMPAVELdKd,
TIEPLOCOTEPO WG TOIIKO EPYANELO TTAPU MG OVOLAOTIKO PECO OTPATHYKIG OKEWPNG
(Liedtka, 2015).

AN\ mpoxAnon agopda v éNewyn Oovapikrg Owactaong: to Value
Proposition Canvas mapéyet £éva OTLyHIOTOIIO TG OXE0NG PETASL MEAATI) KAt
adlag oe pia dedopévn xpovikiy) oTypr), aAd Oev aroTLHMVEL €DKOAA Tig
petaparlopeveg oovOnkeg g ayopdg 11 TNV eSeALSH TOV IPOTIPNOEDV TOV
neAatov. [a tov Aoyo avto, amnattel ooveyr| EMKAPONOinon KAt EVO@HRAT®OL)
VE@V 0e00NEVMV ATIO TNV EUIELPLA KAl TV Ayopd, MOTE VA IIAPAPEVEL XPT|OLHO
kat akpPég (Osterwalder, Pigneur, Bernarda, & Smith, 2014).
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Emuihéov, 1 amnotedeopatiky xp1on Tov €PYyaAeiov amattel EMAPKI)
efokeimon kat exmaidevon Twv opddwv mov to £@appofoovv. Otav
xpnotponoteitatl xmpig kabodrjynon 1 xwpig oagr otoxo, o Canvas propet va
001 Y10el 08 YEVIKEDOELG TOV pains KAt gains 1] oe ovyyvor petalyp T®v 6vo
m\evpwVv Tov xaptn - 1o Customer Profile xat to Value Map - petwvovtag £tot
v npaxtiki) tov adia (Payne & Frow, 2014).

4. H onpooilo Tou epyalelou yLa TNV AVATTUEN KALVOTOMLKWY
TPOLOVTWV

Eva ano ta onpavikotepa meovektripata tov Value Proposition Canvas
(VPC) etvat nj oopPolr) tov oty npombnon tng Katvotopiag mpoioviov Kat
vmnpeowwv. Méow g Xaptoypagnong tov pains (OSvokoAlwv) kat gains
(0peAdV) TOV MEAAT®V, Ol EMYEPNOELG AIOKTOLV pia Imo kabapn xat
PEANLOTIKI] ELKOVA TOL Tl IPAYHATIKA AglIel A0 TV ayopd Kdt IIold onpeia
xpri¢oov PeAtioong (Osterwalder, Pigneur, Bernarda, & Smith, 2014). H o)
aoT] MIPOOEYYION EMITPENEL OTIG OPAOEG VA EVTOMILOLV EDKAIPIEG Yia
KAWOTOpeEG ADOELG IIOD AVTAIIOKPLvOVIal dpeod O dAVeKNAP®OTEG 1)
AavOdavoovoeg avaykeg T@V MEAATOV, PETATPEIOVTAS €T0L TI§ IMANPo@opieg oe
npaktiki) onpovpywotta (Liedtka, 2015).

Zmv npadn, to Canvas Pondd Tig emyelpr)oelg va enavarpoodtopifovy ta
rpotovta tovg pe Baon v adia mov avalntovv ot meAdTeg Kat Oyt armAwg pe
Bdon TeXVIKA XAPAKTPLOTIKA 1 E0MTEPIKEG AVTIAelS. AvTh 1] petapaocn amo
TNV «IPOTOVIOKEVIPIKI)» OTNV HEAATOKEVIPIKI] Katvotopia oopPdiAet otnv
avantodn Hpoiovimv Hmov £X0UV HPAYHATIKO OAVIIKTOIO KAl EUIIOPLKI
emroyia (Payne & Frow, 2014). Onwg onpewwvet o Ries (2011), 1) ovotnpatik)
KATAvONor] TOV aVAYK®V TOV DEAdToOV pEom epyaleiov onwg to VPC peimvet
dpaotika tov kKivOuvo amotoyiag vémv IMPoiovI®V, KAOmg emTpemel TV
EyKkatpr) erainfevorn) T®v vrIobEoe®V PEO® OLVEXDV OOKIP®V KAl IIPOCAPHOY DV
(build-measure-learn feedback loop).

To Value Proposition Canvas Ponfa tig emyelpr)oelg va Katavorjoovy
Pabvtepa Ox1 POVO TIG AELTOVPYIKEG AVAYKEG TOV MEAATOV TOLS, AANA KAl Tig
oovatobnpAaTikég Kat KOW®VIKEG O1aoTAaoelg Mov emnpealovy TG ayoPaoTLKESG
aropaoets. [a napadetypa, évag meAdtng priopet va pnv ayopdlet ankmg eva
MPOTOV yld TNV MHPAKTIKI) TOL adia, aA\d Kdal yla 10 I®G avTO eVioyLEL TNV
ewova Ttov 1 To aiotnpa avtonenoibnong. H ovompatiki) yaptoypdenorn
auTe®V TOV ITOXOV Olvel OTIg etaipeleg €va MmO ONOKANPOPEVO TIPOPIN TOL
meAdatn xat g Pondba va oxediaoovv epmelpieg mov Sermepvoovv ta Paoctka
XAPAKTNPLOTIKA €VOG IIPOTOVTOG.
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EL ¥YMHPELIEE YNOITHPIIHE
EMEEIPHMATIKOTHTAL

Start

[Tepa amo tov emiyelpnpatikd oxedtaopo, to Value Proposition Canvas
XPNOLHOMIOLELTAL KAl G EKIIAIOELTIKO EPYANELO O IAVEMOTH LA, IIPOYPAPHATA
emyepnpatikotntag kat workshops. Addoket 0tovg COPHETEXOVTEG TIWG VA
OKEPTOVTIAL He OMTIKO KAl OOpNpEVO TPOIO, evioyLovtag Tig OeSloTnTeg
ovvepyaoiag Kat OLANOYIKIG AW ATIOPACE®V. Ze Opadiko mAaioto, 1 xpron
Tou KapPa eviappovet v avtalAayr) 10emv Kat TNV aroTOI®on S1a@opeTK®V
ONTIK®V YOVI®V, 0dNymvtag ot IO OANOKANPwpéva Kat Onpovpylkd
anotehéopata. Etot, to Canvas 0ev etvat anlwg eva epyaleio otpatnyixig,
al\d kat péoo avarrtodng 8eSlotT®V 0e 0PYAVOOLAKO emirmedo.
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