


Customer Persona Canvas
	Unlock Your Customers' World
	The Jobs-to-Be-Done Perspective
	Getting the Most From This Canvas:

	Whether you're pursuing a Customer Acquisition Moonshot or crafting a Customer-Oriented Purpose, understanding your customers at a deep level is the foundation of success. This Canvas helps you get inside your customers' minds to discover what truly drives their decisions.
Why This Canvas Is Your Secret Weapon:
· For Your Moonshot: Discover exactly who you're trying to reach and what they truly value, enabling targeted growth strategies
· For Your Purpose: Uncover the real impact you have on customers' lives, helping craft a meaningful Purpose that resonates
· For Your Team: Create a shared understanding of who you serve, aligning everyone around customer needs
· For Your Strategy: Reveal surprising insights about what your customers really want, informing better strategic decisions
	Customers don't just buy products or services - they "hire" them to solve specific problems or achieve certain outcomes in their lives. This powerful concept, developed by Harvard Business School professor Clayton Christensen, helps us understand the real reasons behind customer choices.
For example, someone might hire a prefabricated eco-home not just for shelter, but for a sense of environmental responsibility, faster construction time, or to impress environmentally-conscious friends. Each of these "jobs" suggests different approaches to your Moonshot and Purpose.
Understanding these deeper motivations often reveals surprising insights. A customer might choose your product for reasons completely different from what you assume - just like McDonald's discovered their morning milkshakes were being "hired" not as a treat, but as breakfast that made commutes less boring!
By exploring these real "jobs" your offerings perform, you'll discover opportunities to better serve customers in ways your competitors might miss.

	· Complete a separate canvas for 3-5 of your most important customer types
· Complete the canvas in this order: start with the demographic information on the left, then move to the questions on the right, and finish with the summary at the bottom
· Think about both rational needs and emotional motivations
· Be specific and detailed - imagine real people, not abstract segments
· Consider both the person making the purchasing decision and the end-user (if different)
· Use actual customer data and feedback wherever possible
· Involve team members who interact directly with customers
The examples included show how different personas for the same business have very different needs and motivations. Notice how understanding these differences creates opportunities for both targeted Moonshots and meaningful Purpose statements.
Once completed, your Customer Persona Canvases will be valuable references throughout your Where and Why journey, helping you stay connected to the people you serve.





TEMPLATE – Customer Persona: Persona Name
	(Insert Picture – What do they look like?)
	What is the Job to be Done? What is the real problem I need solving?
	

	
	What is the outcome I am trying to achieve? What does success look like for me?
	

	
	Why is this outcome important?
	

	
	How do I make my buying decisions? What is my mindset?
	

	
	What pressures am I under?
	

	
	What are my constraints when making a buying decision?
	

	Age:
	
	How often (and how) do I engage with your organization?
	

	Gender:
	
	What makes me dissatisfied when dealing with you?
	

	Job role:
	
	What makes me satisfied when dealing with you?
	

	Education / field of study:
	
	If your organization didn’t exist, I would feel…?
	

	What do I do for fun?
	
	In what ways does your organization enhance my quality of life?
	

	What matters to me most?
	
	What will my family, friends and peers think of me when I buy from your organization?
	

	What do I consider to be “good value”?
	
	How else might I do this job (competitors I may consider or other ways I could solve my problem)?
	


In Summary:
	When I use your organization, I will know…
	
	And that will make me feel…
	



EXAMPLE – ECO PREFABRICATED HOME COMPANY– Customer Persona: Hannah the Homeowner
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	What is the Job to be Done? What is the real problem I need solving?
	I need a quality, comfortable "forever home" for my family that uses alternative, sustainable building methods.

	
	What is the outcome I am trying to achieve? What does success look like for me?
	A completed energy-efficient, comfortable home that meets my family's needs and lifestyle while being impressive to friends and sustainable for the environment.

	
	Why is this outcome important?
	This is the biggest investment of our life.

	
	How do I make my buying decisions? What is my mindset?
	Extensive research into sustainability and value 
– I want to make a safe choice with my life savings.

	
	What pressures am I under?
	Time pressure to move out of current accommodation, 
Budget constraints, I don’t want to make the wrong decision

	
	What are my constraints when making a buying decision?
	Limited budget with no room for cost overruns, 
Availability of qualified trades, especially outside metro areas.

	Age:
	30 years old
	How often (and how) do I engage with your organization?
	I'll be project managing the build myself, working with your team for the shell and managing trades for finishing.

	Gender:
	Female
	What makes me dissatisfied when dealing with you?
	Delays in lead time; lack of clear communication; hidden costs; treating me like I don't understand instead of educating me.

	Job role:
	Part-time professional and mum 
	What makes me satisfied when dealing with you?
	Clear, frequent updates, Education about the product, Transparency in pricing and process, Connecting me with trades.

	Education / field of study:
	Undergraduate education
	If your organization didn’t exist, I would feel…?
	Frustrated by limited options for sustainable construction, especially in non-metro areas. Time period for traditional build.

	What do I do for fun?
	Wholesome family fun
	In what ways does your organization enhance my quality of life?
	A healthier, energy efficient home with sustainability credentials I can be proud of; faster build means less time in limbo.

	What matters to me most?
	My family, Sustainability
	What will my family, friends and peers think of me when I buy from your organization?
	They'll see me as smart and environmentally conscious. 
I'll be proud to show off my unique, sustainable home at a housewarming party.

	What do I consider to be “good value”?
	Quality construction,
Energy efficiency, Staying within budget
	How else might I do this job (competitors I may consider or other ways I could solve my problem)?
	Traditional build methods with brick construction; other prefabricated building systems; different SIP manufacturers.


In Summary:
	When I use your organization, I will know…
	I'm getting a high-quality, sustainable home that is energy efficient, comfortable, and built faster than traditional methods.
	And that will make me feel…
	Proud, forward-thinking, and confident that I've made a smart investment for my family's future that aligns with my environmental values while impressing my social circle.


EXAMPLE – ECO PREFABRICATED HOME COMPANY– Customer Persona: Archi the Architect
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	What is the Job to be Done? What is the real problem I need solving?
	I need to specify construction materials and methods that are progressive, sustainable, and will result in a high-performance home for my clients.

	
	What is the outcome I am trying to achieve? What does success look like for me?
	A well-designed, innovative, comfortable, high-performance home within my client's budget that enhances my professional reputation.

	
	Why is this outcome important?
	Each building I design is part of my legacy and heritage.

	
	How do I make my buying decisions? What is my mindset?
	The products I specify are tools that enable me to execute my vision. 
I need to trust the products I specify. My clients rely on my expertise.

	
	What pressures am I under?
	Balancing client expectations with builder capabilities and budget.

	
	What are my constraints when making a buying decision?
	Client budget; engineering and site limitations, product availability.

	Age:
	Mid-30’s
	How often (and how) do I engage with your organization?
	I may engage once for a specific project, but if my clients are happy with the outcome, I'll likely specify your products for future projects.

	Gender:
	Male
	What makes me dissatisfied when dealing with you?
	Unhappy clients; misinterpreted specifications; inconsistent communications; limitations that compromise my design vision.

	Job role:
	Architect
	What makes me satisfied when dealing with you?
	Education about your products; consistent engagement that builds trust; examples of successful projects; optimized designs within client budgets.

	Education / field of study:
	University educated in architecture
	If your organization didn’t exist, I would feel…?
	Limited in my ability to offer truly sustainable, innovative solutions to clients who want progressive, energy-efficient homes.

	What do I do for fun?
	Creativity, design, and community engagement
	In what ways does your organization enhance my quality of life?
	Deliver high-performance, sustainable homes more efficiently; enhances my professional reputation; aligns with my progressive values.

	What matters to me most?
	Creating well-designed spaces, Client satisfaction, Reputation
	What will my family, friends and peers think of me when I buy from your organization?
	They'll see me as a leader in the field – creative, innovative, and committed to sustainability. This recognition may lead to awards and enhanced reputation.

	What do I consider to be “good value”?
	Excellent outcomes for my clients, Alignment with my values
	How else might I do this job (competitors I may consider or other ways I could solve my problem)?
	Specify competitors' SIP systems, other emerging products, or more traditional construction methods.


In Summary:
	When I use your organization, I will know…
	I'm creating innovative, sustainable buildings that perform exceptionally well while satisfying my clients' needs and budget constraints.
	And that will make me feel…
	Professionally fulfilled, recognized as a leader in sustainable design, and confident that I'm creating a positive legacy through my architectural work.



EXAMPLE – ECO PREFABRICATED HOME COMPANY– Customer Persona: Bob the Builder
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	What is the Job to be Done? What is the real problem I need solving?
	I need a construction system that's easy to use, delivers quickly and accurately, and helps me make more money while satisfying homeowner

	
	What is the outcome I am trying to achieve? What does success look like for me?
	A quick, high-quality build that's on budget, satisfies the client, meets compliance standards, and delivers a good profit margin.

	
	Why is this outcome important?
	I depend on efficient, profitable projects that make clients happy.

	
	How do I make my buying decisions? What is my mindset?
	I'm price-oriented and practical, looking for proven systems that make business sense.

	
	What pressures am I under?
	Client and architect expectations; pricing pressures; liability concerns.

	
	What are my constraints when making a buying decision?
	Managing subcontractors; tight construction timelines, budget, supply chain limitations and price fluctuations.

	Age:
	50 years old
	How often (and how) do I engage with your organization?
	Regularly - I may be unfamiliar with new building method; I need to build trust in your product and process to use it again.

	Gender:
	Male
	What makes me dissatisfied when dealing with you?
	Inaccurate fabrication that impacts other aspects of the build; delays affecting timelines and budget; complex systems that slow down build.

	Job role:
	Builder
	What makes me satisfied when dealing with you?
	Easy ordering process; quick turnaround; accurate measurements; clear installation instructions; responsive support when questions arise.

	Education / field of study:
	Trade education
	If your organization didn’t exist, I would feel…?
	Limited to traditional building methods that might be slower, less efficient, and more dependent on hard-to-find skilled trades.

	What do I do for fun?
	Camping, fishing, family and friends
	In what ways does your organization enhance my quality of life?
	Helps me complete jobs faster so I can take on more projects (or enjoy more leisure time); reduces reliance on scarce trades; more profitable.

	What matters to me most?
	Profit, speed, efficiency, customer satisfaction, building reputation
	What will my family, friends and peers think of me when I buy from your organization?
	They'll see me as smart and innovative, adopting efficient methods that differentiate my business in a competitive market.

	What do I consider to be “good value”?
	Products that allow me to work quickly, and maintain quality
	How else might I do this job (competitors I may consider or other ways I could solve my problem)?
	Traditional timber or steel frame construction; other prefabricated or modular building systems.


In Summary:
	When I use your organization, I will know…
	I'm using a building system that is fast, accurate, and efficient while delivering a high-quality, sustainable result for my clients.
	And that will make me feel…
	Confident in delivering successful projects, smart for using innovative methods, and satisfied with completing builds efficiently for better profitability.
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