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The Value Proposition Canvas: SiC Process Solutions

VALUE PROPOSITION

Temporary process technician support for agreed SiC tasks,
with traceable records and clear handover.

VALUE MAP

GAIN CREATORS

C1. Complete agreed tasks
for sponsor review

C2. Traceable reports

and clear escalation

C3. Documents that
support continuity

PRODUCTS &
SERVICES

S1. Temporary
on-site support

S2. Process monitoring
and authorised
data collection

S3. SOP review
and handover

PAIN RELIEVERS

R1. Support during workload peaks
R2. Organise observations for engineers
R3. Document delivery and induction

LEGEND

CUSTOMER SEGMENT

UK SiC manufacturing and development teams that need
temporary support. Technical manager as sponsor.

CUSTOMER PROFILE

GAINS CUSTOMER JOBS

G1. Extra capacity
with accountability
G2. Reliable records
and handover

G3. Quality and safety
against agreed criteria

J1. Keep agreed
tasks moving
J2. Investigate issues
and keep records

J3. Keep documents
and handover usable

PAINS

P1. Temporary team overload
P2. Backlog and incomplete records
P3. Document gaps and onboarding effort

S = Services J = Customer jobs P = Pains R = Pain relievers G = Gains C = Gain creators

1-3 = item numbers. Codes are labels used in this canvas. [H] = untested hypothesis. All six sections remain hypotheses.

Framework: Osterwalder et al. (2014), Value Proposition Design. Next step: customer interviews and one paid pilot to test fit.
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