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AI Acknowledgement
The map, VPC, and persona were created using their respective software, including MindMeister, MeetRiver, and Canva. To develop these resources, I sought guidance from Gemini on how to use their software effectively. I also inquired about including in-text citations for academic sources within images to improve their quality. Aside from that, I designed all the maps independently, without any third-party involvement or the use of AI.

Mind Map
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https://mm.tt/map/4103308170?t=RL6fC7qYYo



Value Proposition Canvas
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https://meetriver.com/entity/6ad3b8f2927d465567229569



Persona
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https://canva.link/5ve2dt6fsha3dsw


References
Amarsy, N. (2015) ‘Roadmap to test your value proposition’, Strategyzer, 17 February. Available at: https://www.strategyzer.com/library/roadmap-to-test-your-value-proposition (Accessed: 10 October 2026).
Bardhi, F. and Eckhardt, G.M. (2012) ‘Access-based consumption: The case of car sharing’, Journal of Consumer Research, 39(4), pp. 881–898. https://doi.org/10.1086/666376
Bitner, M.J., Ostrom, A.L. and Morgan, F.N. (2008) ‘Service blueprinting: a practical technique for service innovation’, California Management Review, 50(3), pp. 66–94. https://doi.org/10.2307/41166446.
Chapman, C.N., Love, E., Milham, R.P., ElRif, P. and Alford, J.L. (2008) ‘Quantitative evaluation of personas as information’, Proceedings of the Human Factors and Ergonomics Society Annual Meeting, 52(16), pp. 1107–1111. https://doi.org/10.1177/154193120805201602.
Cherry, C.E. and Pidgeon, N.F. (2018) ‘Why is ownership an issue? Exploring factors that determine public acceptance of product-service systems’, Sustainability, 10(7), article 2289. https://doi.org/10.3390/su10072289
Christensen, C.M., Hall, T., Dillon, K. and Duncan, D.S. (2016) ‘Know your customers’ “jobs to be done”’, Harvard Business Review, 94(9), pp. 54–62. Available at: https://store.hbr.org/product/know-your-customers-jobs-to-be-done/R1609D (Accessed: 10 October 2026).
Competition and Markets Authority (2026) Providing clear and accurate information about prices: summary. 7 January. Available at: https://www.gov.uk/government/publications/price-transparency-cma209/providing-clear-and-accurate-information-about-prices-summary (Accessed: 10 October 2026).
Gullstrand Edbring, E., Lehner, M. and Mont, O. (2016) ‘Exploring consumer attitudes to alternative models of consumption: Motivations and barriers’, Journal of Cleaner Production, 123, pp. 5–15. https://doi.org/10.1016/j.jclepro.2015.10.107
Hazée, S., Delcourt, C. and Van Vaerenbergh, Y. (2017) ‘Burdens of access: Understanding customer barriers and barrier-attenuating practices in access-based services’, Journal of Service Research, 20(4), pp. 441–456. https://doi.org/10.1177/1094670517712877
Hazée, S., Van Vaerenbergh, Y., Delcourt, C. and Warlop, L. (2019) ‘Sharing goods? Yuck, no! An investigation of consumers’ contamination concerns about access-based services’, Journal of Service Research, 22(3), pp. 256–271. https://doi.org/10.1177/1094670519838622
Lamberton, C.P. and Rose, R.L. (2012) ‘When is ours better than mine? A framework for understanding and altering participation in commercial sharing systems’, Journal of Marketing, 76(4), pp. 109–125. https://doi.org/10.1509/jm.10.0368
Laubheimer, P. (2020) ‘3 persona types: lightweight, qualitative, and statistical’, Nielsen Norman Group, 21 June. Available at: https://www.nngroup.com/articles/persona-types/ (Accessed: 10 October 2026).
Library of Things (2024) ‘How we calculate our impact (2024 update)’, 2 February. Available at: https://www.libraryofthings.co.uk/blog/how-we-calculate-our-impact-2024-update (Accessed: 10 October 2026).
Library of Things (2025) 2025 London Impact Report. Available at: https://start.libraryofthings.co.uk/2025-london-impact-report (Accessed: 10 October 2026).
Library of Things (2025) 2025 London Impact Report. Available at: https://start.libraryofthings.co.uk/2025-london-impact-report (Accessed: 10 October 2026).
Martin, M., Heiska, M. and Björklund, A. (2021) ‘Environmental assessment of a product-service system for renting electric-powered tools’, Journal of Cleaner Production, 281, article 125245. https://doi.org/10.1016/j.jclepro.2020.125245
Ministry of Housing, Communities and Local Government (2025) English Housing Survey 2024 to 2025: Headline findings on demographics and household resilience. 4 December. Amended 9 July 2026. Available at: https://www.gov.uk/government/statistics/chapters-for-english-housing-survey-2024-to-2025-headline-findings-on-demographics-and-household-resilience (Accessed: 10 October 2026).
Ministry of Housing, Communities and Local Government (2025) English Housing Survey 2024 to 2025: Headline findings on demographics and household resilience. 4 December. Amended 9 July 2026. Available at: https://www.gov.uk/government/statistics/chapters-for-english-housing-survey-2024-to-2025-headline-findings-on-demographics-and-household-resilience (Accessed: 10 October 2026).
Möhlmann, M. (2015) ‘Collaborative consumption: Determinants of satisfaction and the likelihood of using a sharing economy option again’, Journal of Consumer Behaviour, 14(3), pp. 193–207. https://doi.org/10.1002/cb.1512
Office for National Statistics (2025) Private rental affordability, England, Wales and Northern Ireland: 2024. 18 August. Available at: https://www.ons.gov.uk/peoplepopulationandcommunity/housing/bulletins/privaterentalaffordabilityengland/2024 (Accessed: 10 October 2026).
Office for Product Safety and Standards (2024) General Product Safety Regulations 2005: Great Britain. Updated 13 December. Available at: https://www.gov.uk/government/publications/general-product-safety-regulations-2005/general-product-safety-regulations-2005-great-britain (Accessed: 10 October 2026).
Osterwalder, A., Pigneur, Y., Bernarda, G. and Smith, A. (2014) Value Proposition Design: How to Create Products and Services Customers Want. Hoboken, NJ: John Wiley & Sons.
Osterwalder, A., Pigneur, Y., Bernarda, G. and Smith, A. (2014) Value Proposition Design: How to Create Products and Services Customers Want. Hoboken, NJ: John Wiley & Sons.
Pruitt, J. and Grudin, J. (2003) ‘Personas: practice and theory’, Proceedings of the 2003 Conference on Designing for User Experiences, pp. 1–15. https://doi.org/10.1145/997078.997089.
Schaefers, T., Lawson, S.J. and Kukar-Kinney, M. (2016) ‘How the burdens of ownership promote consumer usage of access-based services’, Marketing Letters, 27(3), pp. 569–577. https://doi.org/10.1007/s11002-015-9366-x
Speedy Hire (n.d.) Speedy at B&Q. Available at: https://www.speedyservices.com/Speedy-BandQ (Accessed: 10 October 2026).
Tukker, A. (2004) ‘Eight types of product-service system: eight ways to sustainability? Experiences from SusProNet’, Business Strategy and the Environment, 13(4), pp. 246–260. https://doi.org/10.1002/bse.414
Tunn, V.S.C., Van den Hende, E.A., Bocken, N.M.P. and Schoormans, J.P.L. (2021) ‘Consumer adoption of access-based product-service systems: The influence of duration of use and type of product’, Business Strategy and the Environment, 30(6), pp. 2796–2813. https://doi.org/10.1002/bse.2894

image5.png
Prove the fit before expanding the range

Structured experiments turn the six-part canvas into falsifiable choices rather than an attractive set of assumptions.

w  ECONOMIC FIT

w  FRICTION FIT

The all-in hire price feels preferable to buying or borrowing.

A PRACTICAL FOUR-!

TAGE TEST SEQUENCE

n CHOICE TEST

Cost and convenience
Ask about the last actual cleaning / DIY task, Pr
how tools were sourced and why

[l piscover

Need and alternatives

sent full-price scenarios and collection
options; record choices, not just liking

DECISION GATES / DEFINE BEFORE A PILOT

+ Can hire compete with free borrowing at the total task cost?
+ Can promised availability and easy hand-back actually be met?

+ Are cleaning-kit and DIY-kit margins viable independently?

Booking and return are not more burdensome than the task.

w TRUSTFIT

Condition and damage rules are credible enough for fist use.

n SERVICE DRY RUN M CONTROLLED PILOT

Operational feasibility _» Economics and reliability

Simulate reservation, item chec!

. collection and Track fulfilled bookings, incidents, turnaround,

return. Record delays and faults, drop-off and contribution per hire.

EVIDENCE DISCIPLINE / DO NOT OVERCLAIM

+ Alex Morgan is an illustrative persona, not a representative sample.
+ No proof yet of lower cost, uptake or environmental benefit.

+ Optional delivery and service guarantees require separate testing
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NeedBox customer persona

A provisional profile linking household tasks to equipment access and return

Alex Morgan

Illustrative biography

* 32 years old

« Office coordinator

« Lives with a partner

« Compact privately rented flat

« An unspecified English city
Illustrative task scenario
Weekend carpet cleaning.
Flat-pack assembly another time.
Portrait and biography are

fictional.
Assumptions require research

(Laubheimer, 2020).

Complete the household task confidently,
then return the equipment.

Proposed needs and choices for investigation

Job and context

Progress sought

An occasional household task
completed with suitable equipment.
(Christensen et al., 2016)
Ownership commitment
Temporary access may reduce
burdens linked to owning low-use
equipment (Schaefers et al., 2016).

Housing context
Private rented dwellings average 76

m? in England, 2024.
(MHCLG, 2025)

Friction to investigate

Access effort

Booking, collection and return may
add work for the customer.

(Hazée et al., 2017)

Previous use

Contamination concerns can weaken
evaluations of shared products
(Hazée et al., 2019).

Financial responsibility
Hidden charges and contract
uncertainty can discourage
acceptance (Cherry and Pidgeon,
2018).

01

Decision criteria to test

Availability
A complete usable kit at the required
time s a priority to test.

(Lamberton and Rose, 2012)
Complete task cost

Mean rent / private renters’ median gross
household income was 36.3%, England
FYE 2024. Alex's budget remains
unknown (ONS, 2025).

Reasons to decline

Free borrowing, owned tools,
awkward returns or unwanted
extras.

Proposed journey connects customer decisions with service operations. (Bitner et al., 2008)

1 Recognise 2 Compare
Define the task  Full cost and
options

Attributes retain an evidence trail (Pruitt and

Grudin, 2003).

3 Check 4 Book
Contents and Confirm
stock arrangements.

al., 2008).

5 Use 6 Return
Collect and Confirm condition
complete

A detailed character is not a prevalence estimate (Chapman et
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Define the task and desired progress.
Use the situation to guide kit design. (Christensen et al 2016)

Temporary access enables product use without transferring ownership. (Bardhi and Eckhardt, 2012)
Ownership burdens are inked to access use.

Test purchase and storage commitments. (Schacfer et a, 2016)

Show the complte hire price upfront, including every unavoidable charge. (CMA, 2026)
Scarcity risk can reduce sharing appeal

Reserve all essential kit components. (Lamberton and Rose, 2012)

Distinguish deposits from card holds.

Neither is eamed hire revenue.

Service models change costs and risks.
Allow for repairs, checks and idle stock.(Tukker, 2004)

Environmental resuits depend on transport, product life and patterns of tool use. (Martin et al, 2021)
Estimate what each hire would replace.

Do ot equate hires with avoided buying. (Library of Things, 2024)

Link jobs, pains and gains to the offer.
The canvas frames unproven relationships. (Osterwalder et al, 2014)
Test problems, service choices and payment.
Use observed behaviour to revise the offer. (Amarsy, 2015)

Original appraisal s 17/30, provisionaly

Use pilot evidence before deciding scale.

Mean usable fioor area in England, 2024

Private rent 76 m. Owner occupied 110 m?. (MHCLG, 2025)

Customer context Mean rent / private renters' median gross household income was 36 3%, FYE 2024. (ONS, 2025)
Target occasional tasks in smaler homes.
Customer jobs Local demand and storage pain need tests.
‘Access can create extra customer work.
Propose compatible tems and guidance. (Hazée et al, 2017)
Interest in sharing varies by product.
Kit design
Test cleaning and light DIY separately. (Gulltrand Edbring et al. 2016)
Access and pricing Product type and use duration matter.
Compare core ks with optional moduies. (Tunn et al, 2021)
Prior use can raise hygiene concerns.
NeedBox Test condition information and checks. (Hazée et al, 2019)
S Tustonasatety Contracts can create acceptance concerns.
Operations and impact Explain charges, damage and retum rules. (Cherry and Pidgeon, 2018)
Develop item traceabilty, risk guidance and fault quarantine for each kit (OPSS, 2024)
Daily, weekend and weekly hire exists.
Colection and some delivery already exist.(Library of Things, 2024)
London's 2025 report describes 22 libraries.
Competitive position
Test local partners and task-kit advantage. (Library of Things, 2025)
Evidence and testing
Trust and utilty matter in sharing.
Compare kit usefuiness with altematives. (Mahimann, 2015)
Problem framing
Concept development Service configuration

Testing and revision
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Use the right equipment. Finish the task. Give it back.

VALUE PROPOSITION CANVAS - Occasional cleaning and light DIY for compact rented homes

01

VALUE MAP

s1
s2
53
S4

PRODUCTS &
SERVICES

Cleaning kits
Light DIY kits
Local short-term hire

Delivery [test]

GAIN CREATORS

GC1  Rightkit + instructions — G1
GC2  Total-cost preview — G2
GC3  Reserved complete kit — G3

GC4  No long-term storage — G4

02 CUSTOMER PROFILE

AINS

Task completed well

Cost certainty

Ready when needed CUSTOMER

JOBS

No storage afterwards

Define task

PAIN RELIEVERS

PRI Full fee + deposit shown — P1
PR2  Booking /return guide — P2
PR3 Condition checks — P3

PR4  Contents verified — P4

(o
/

customer
testing

Choose kit

Use on time

PAINS

Return safely

Pl Buying cost + space

P2 Booking / return effort

P3 Hygiene + liability

P4 Unavailable / missing kit
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Four mechanisms linking customer friction to service design

A value proposition becomes credible when each service feature addresses a specific need and an observable test.

NEEDBC

o1 Ownership burden

Pl + G4

Low-use tools consume purchase money and
storage space.

02 Access effort

P2+ J3/J4

Collection and return effort might outweigh
the task.

03 Trust and liability

P3 + GI

Previous use raises potential hygiene, wear

and liability concerns.

04 Kit readiness

P4+ G3

A missing attachment or unavailable machine
prevents task completion

Short-term task Kits instead of permanent ownership.
Show fee, deposit and transport before booking.

Quick reservation, predictable pick-up and simple
hand-back. Delivery is a separate option to test.

Condition photographs, cleaning and function checks,
plain-language damage rules.

Named kit inventory, pre-handover checks and a clear
back-up if stock is unavailable.

A finished task without keeping bulky
equipment.

Convenience with clear timing and fewer
surprises.

Equipment confidence and a fairer retumn
experience.

The correct, complete kit at the agreed
time.

Compare buying, borrowing and hire at realistic all-in
prices. Savings are not assumed.

Measure acceptable travel, wait and return effort. Track
abandonment at every step.

Test assurance messaging and willingness to hire; cost
the turnaround and repais.

Observe correct kit selection, fulfilment failures and
acceptable substitutions.




