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Finding Value for Each Target Audience 
 

1. Write down the name of your product/service in the center circle. 

2. In the second set of circles, write down what’s good about the product/service. 

3. In the third set of circles, list the groups of people to whom each thing is valuable. 

4. Go through the third set of circles, and ask yourself if that group’s need for this feature is 

already met somewhere else. If they are, cross out the circle. 

5. The circles left are your potential target markets, with corresponding value propositions. 

 


