
Identify your customer's major Jobs-to-be-done, the pains they face when trying to accomplish their Jobs-to-be-done and the gains they perceive by getting their jobs done. Define 
the most important components of your offering, how you relieve pain and create gains for your customers
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Gains
Describe the benefits your 
customer expects and/or 
desires, including 
emotions  

Customer Jobs
Describe what a specific 
customer segment is 
trying to get done

Pains
Describe negative 
emotions, undesired costs, 
risks, or hurdles 

Gain Creators
Describe how your 
product and services 
create customer gains

Products 
& Services
List what products and 
services that help our 
customers satisfy their 
needs

Pain Relievers
Describe how your 
products and services 
alleviate customer pains
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