
Channel 

 

 

 

 

 

 

 

 

 

Market  

Segments 

Pricing Model Cost Base 

 

 

 

 

 

 

 

 

Partners 

& 

Network 
Capabilities Value  

Proposition 
What value do we deliver to the 

customer? The offer to the 

consumer, including how and why it 

addresses their need/ fulfills their 

job to be done. How consumers 

themselves would describe the 

benefit? 

  

For whom are we creating value? 

What group(s) of people benefit 

from value proposition, how many 

there are now and in the future? 

  

WISE Cluster Canvas 

How the value proposition is delivered to 

the customer (distribution channel) and 

how it is communicated to them (marketing 

channel)? 

  

For what value are our customers really willing to pay? For what do they currently 

pay? How are they currently paying? How would they prefer to pay? How much does 

each Revenue Stream contribute to overall revenues? How we will price the 

proposition, whether it be fixed, variable or subscription pricing? Includes alternative 

sources of revenue, particularly important if the consumer is not expected to pay.  

The skills we need in order to create 

the value proposition, particularly 

the team. 
Who will we need to partner 

with for the input we  are 

dependent on in  order to 

develop/deliver the value 

proposition? How does we 

fill the gap? 

Who are our partners our 

suppliers? 

Which Resources are we 

acquiring from partners? 

Which capabilities do 

partners perform? 

  How much it will cost to initially develop the value proposition and 

how much it will cost to subsequently market and deliver it? 

  

How do you plan to grow and what will your organisation be in 5 years? Do you plan to sell and if so to who and when? 
 

 

 

 

 

 

 

 

Customer 

Relationship 

& 

Experience 

Unique Selling 

Proposition 

Single, clear, compelling message 

that states why you are different 

and worth paying attention. 

Unfair  

Advantages 

What feature, product or service 

can’t be easily copied or bought 

Solutions 

Problems 

Resources 

Corporate Culture Strategy 

Leadership & Roles Models 

 

Policies & Rules 

Activities & Engagement 

How do you manage and reward people? 

How do you connect and support people? 

How do you inspire creativity and engagement? 

Top 3 problems in our business 

  

Top 3 solutions. 

What solutions do our Value 

Propositions require?  

  

  

What resources do our Value 

Propositions require? 

Our Distribution Channels? 

Customer Relationships? 

Pricing Model? 

What type of relationship does 

each of our Customer 

Segments expect us to establish 

and maintain with them? 

What kind of experience have we 

established? 

How are they integrated with the 

rest of our business model? 

www.wise-cluster.com 
Source: WISE Cluster Canvas is a model inspired by the Business Model, the Lean, the Ideo and the Rainforest canvas. 


