
Value Proposition Development 
Crystallizing and clarifying the value you deliver to customers 

The Customer Framework™ is a portfolio of Tools, Replicable Methodologies and Unique Intellectual 
Property deployed by a network of Expert Practitioners who support large organisations in delivering their 
Customer Management activity effectively and efficiently. 

It is based on an ethos of robust but lean solutions to client challenges backed up by thought leadership, 
constant innovation and validated best practice from across the globe. Every tool and methodology has 
been used multiple times in blue-chip clients. They integrate around a widely accepted model of customer 
management and a flexible deployment process.  

 
 
 
 
 
 
 
 
  
 
 
 
 
 
 
 

 

The lack of a clear value 
proposition is the root cause of 
many of the Customer 
Management and Marketing 
problems in large numbers of 
organisations: low customer 
satisfaction; high cost-to-serve; 
lack of competitive 
differentiation.  

Defining the value proposition 
(or propositions) is a key part of 
the Customer Framework’s 
offering in defining the future 
state. The resulting definition will 
work at a number of levels from 
a first level down from the 
organisation’s mission or vision 
to a detailed set of customer 
standards, often in the form of a 
Customer Charter. 

Always based on an 
understanding of customer 
needs, the approach either uses 
the organisation’s existing 
needs research or puts in place 
quick, small-scale research that 
provides at least enough input to 
develop an initial proposition, 
where one did not previously 
exist. 

A clear focus is also provided on 
the creation of material that 
helps the communication of the 
proposition, both internally to 
staff and externally to customers 
and the market in general. 

 


