
USER CUSTOMER CANVAS
CONTENT
In this exercise, students visualise their product idea in relation to the needs  
of their customers and users and develop their idea further on this basis.  
Ideally, personas have been created beforehand. 

GUIDANCE FOR TEACHERS

Preparation 
Print out the User Customer Canvas on DIN A2 or DIN A3 once for each student.

30 minutes 
Go through the individual fields of the User Customer Canvas with your students. Explain the  
difference between a customer and a user. Experience shows that students without start-up  
experience tend to think about the users – the paying customer is often neglected in this early 
phase. It is also important to distinguish between B2C (individuals as customers) and B2B  
(other companies as customers) business models. 

LEARNING OBJECTIVES
• Students understand the difference between customers and users based on their own  
 business idea. 
• Students better understand the needs of their customers and users. 
• The students will clearly recognise where their business model still has potential  
 for improvement. 

USER CUSTOMER CANVAS
Customer Profile

Customer Profile 2.0 User Profile 2.0

User Profile

CUSTOMER USER

Is my idea already 
suitable to satisfy 
the need of the 
client?

What tasks does  
my client have?
What needs?

Is my idea already 
suitable to satisfy 
the need of the 
user?

What tasks does  
the user have?
What needs?

In which areas does my existing offer already overlap for users and customers? What next steps do I derive from the above points?

Do the advantages 
need to be emphasi-
sed more strongly?

What advantages 
does the product 
offer the customer?

Do the advantages 
need to be emphasi-
sed more strongly?

What advantages 
does the product 
offer the user?

What are unpleasant 
obstacles from the 
customer‘s point of 
view?

What are the unplea-
sant obstacles from 
the client‘s point of 
view?

Customer Persona

Who is my idea currently aimed at more?

How can my idea become even more attractive for customers and users? 
What needs to be changed?

User Persona

What are unpleasant 
obstacles from the 
user’s point of view?

What are the unplea-
sant obstacles from 
the user’s point of 
view?
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MATERIALS

• Printed User  
 Customer  
 Canvas  
 (A3 or A2) 
• Pens

90 Minutes
 
Individual work
Group work
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Customer 
The customer is responsible for the purchase  
of the product or service. He/she makes the  
decision primarily based on financial aspects  
and secondarily on functionality. It is also the 
customer that you as a founder usually address 
with your company. The marketing, price- 
performance ratio, the added value of the  
product and the external appearance must  
primarily appeal to the customer and convince 
him/her to buy. It is therefore about creating  
a comprehensive customer experience. 

User
At the same time, you must not disregard the 
user of your product. It is the user who needs 
your product or your offered service to complete 
a task or to satisfy a need. Functional or design 
aspects play an overriding role for the user. 

Customer or user? 
In B2C contexts, i.e. business-to-customer rela-
tionships, customer and user are often united in 
one person, since the customer buys and uses 
the product. It is therefore important to note that 
both financial and functional sales arguments 
are directed at the same person and are possibly 
weighed against each other. Then it is important 
to design both the user and the customer expe-
rience for a target group in a total experience. 

In B2B contexts, i.e. business-to-business  
relationships, the roles of customer and user  
are usually divided among different actors.  
For example, the management of a company 
decides on the purchase of new software  
(customer), the employees who use the  
software are then the users. 

Task/need 
A product or service is purchased or used with 
the aim of completing a task, solving a problem 
or satisfying a need. In order to find out what 
a product or service must offer in order to be 
sold, it is necessary to analyse the need of the 
user/customer and to align the value proposition 
(USP=Unique Selling Point) accordingly. 
  
Challenges
What obstacles do users/customers face with 
regard to their tasks/needs? What are the  
risks to be considered on their side and what 
problems could arise as a consequence? 
  
Advantages 
What advantages/benefits does the product or 
service offer to the client/user? Advantages/ 
benefits can be functional as well as emotional. 
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40 minutes  
Now hand out the User Customer Canvas and ask your students to analyse the Canvas in terms  
of the value propositions that their product/service/business idea fulfills for the user/customer.  
Of course, students may also do internet research to further understand the difference between 
user and customer needs. 

Reflection exercise 20 minutes 
Clarify open questions. Ask the students to help each other and answer the questions in a  
peer-to-peer process. Possible questions for this are: 
  
• Do you have a B2B or a B2C (or B2B2C...) business model? 
• Who have you neglected so far in your business model (customer or user)? 
• What kind of experience do you offer your user/customer? 
• Which problem do you solve for your user/customer? 
• Where do the needs of your user/customer overlap? 
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