
Structure the thinking, organising, working and communicating your ideas.
All for free and confidential.



All of you will work with projects in your studies and future career.

Problems
Solutions

Ideas

NABC Model
Value Proposition Model

KTH Innovation Readiness Level
Business Model Canvas

NABC Pitch

The above tools help you to:
structure the thinking, organising, working and communicating your ideas.



Learning

Problems



Problems

Scales to address problems



Problems

Planetary Boundaries



Solutions

Doughnut Model



Idea



NABC Model



NABC Model

What key need will you meet? Whose key need, specifically? 
Give examples of companies or individuals. Talk to them!
•How many such companies or users are there? Where are 
they?
•How often do people experience this problem and when?
•How big is the problem for users or customers, for example 
in unwanted costs?
•What will happen if that need is not met?

What is your unique approach to meeting this need? What 
is your solution, broadly speaking?

Do you have any technical issues to solve? What will it cost 
to produce?
How will it reach customers or users? How will it be 
produced?

What is the customer or user benefit?

What is the benefit for the person using it? What is the 
financial benefit for the person paying, in cash terms? 
Factor in all types of costs. Will they have to rebuild or 
reorganise, and at what cost?
What will the customer ultimately benefit from this (per 
year, month or other)?

What are the other solutions to the same problem? What 
are the alternatives?

Check online, interview people in the industry, look in 
shops, etc.
What is the customer or user using instead of your idea?
Your biggest competitor will be inertia – it is easier to leave 
things unchanged than to make even small changes.





Customer Profile



Describe how your 
product and services 
create customer gains.

Describe how your 
products and services 
alleviate customer pains

List of all the 
products and 
services a value 
proposition is  
built around.

Describe bad outcomes, 
risks, and obstacles 
related to customer jobs.

Describe the 
outcomes customers 
want to achieve or 
the concrete benefits 
they are seeking.

Describe what customers 
are trying to get done in 
their work and in their 
lives, as expressed in 
their own words.

FIT



Test





KTH Innovation Readiness Level

















NABC Pitch



venturelab@slu.se


