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First rule for startups
OTRA DEFINICIÓN
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B2B is always about..

1. THE MONEY –

Your customer is a business, dude!



B2C is always about..

1. Cheaper

2. Better (any other reason that is not cheaper)



1) NEWNESS, TECHNOLOGY

2) CUSTOMIZATION

3) DESIGN, PERFORMANCE, USER EXPERIENCE

4) BRAND

5) COST REDUCTION

6) “GETTING THE JOB DONE”

7) OTHER VALUES: ECO, CLEAN, NOSTALGIA, 

NGO…



VALUE PROPOSITION

1. SIX times longer duration

2. FIVE times higher effectiveness 

3. At least THREE times lower quantity applied.

Quant. Value Prop. Example I

Long-lasting protection for your skin
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Quant. Value Prop. Example II
Assume Typical Herd Size of 1,000

Current process

Process w/ Meater

200 cattle develop 
BRD

50 deaths
Lost revenue 
($997/head)

150 illnesses

Treatment cost

($16/head)

Reduced feed 
efficiency 

($15/head)

Lower quality  
grade ($58/head)

150 cattle 
develop BRD

25 deaths
Lost revenue 
($997/head)

125 illnesses

Treatment cost

($16/head)

Reduced feed 
efficiency 

($15/head)

Lower quality  
grade 

($58/head)

Loss to disease:
$63K

Loss to disease:
$36K

$27 per calf



 Coatings that bind to the material at a nanometer level:

 Improved properties (fire, water and UV resistance, among other);

Retain original aspect and texture;

nanocoating

 Market of €2 billion;

Future 

NanoCoatings

Cork producers and 

manufacturing industries

25 €/Kg



50%

8,000,000€/year

4,000,000

€/year

2 €/m2



My Assumptions:

Startup Business

Better Raw 
Material

Higher
Price

Consumer

Better 
Product

Higher 
PriceHigher

incomes

Higher
quality

Different 
consumer?

Is a higher quality 
an added value to 

the final 
consumer?

Is there another 
consumer 

segment willing 
to pay for this?

Is our product as 
good as to make 

our client pay 
more?



Example IV - Upcycle coffins



Define your value proposition:



Why are you different?

At the end, you're different or… you're cheaper
Guy Kawasaki





Why are you different?

At the end, you're different or… you're cheaper
Guy Kawasaki



Also don’t forget to describe your competitors:

- A competitor is not anyone developing the 
same product as you, is someone that is 
giving an alternative solution to the same 
problem your product is giving an answer to.

- NEXT EXAMPLE:
- Case 1: Better – Solease (us) vs Nuon

(competitor)
- Case 2: Cheaper – Solease (us) vs Nuon

(competitor)



Example: Solease



Solease
Private Home 

Owners

Rental Solar 
Panels

EUR 55/Month





Case 1: Private home owner wants to 
obtain greener (= better) energy

0 20 40 60 80 100 120

Nuon

Target Consumer

Solease

CO2 Emissions



Private home owner wants to obtain 
greener (= better) energy

0 20 40 60 80 100 120

Nuon

Target Consumer

Solease

CO2 Emissions

PAIN



In conclusion

• What is the customer pain?

– Current product is not good enough

• Why hasn’t he solved his pain yet? 

– Product competitor is not good enough either

• Your product is better

– So charge at least the same price



Case 2: Private home owner wants to 
obtain cheaper energy

0 20 40 60 80 100 120

Nuon

Target Consumer

Solease

Energy Cost/Month



Private home owner wants to obtain 
cheaper energy

0 20 40 60 80 100 120

Nuon

Target Consumer

Solease

Energy Cost/Month

PAIN



In conclusion

• What is the customer pain?

– Current product is too expensive

• Why hasn’t he solved his pain yet? 

– Product competitor is also too expensive

• Your product is cheaper

– But has the same quality or less



Exercise: Every team has 20 minutes to 
identify and quantify its value 

proposition (compared to an alternative)

0 20 40 60 80 100 120

Nuon

Solease

CO2 Emissions




