[image: A red sign with white text

AI-generated content may be incorrect.]Strategic
Planning

Value Proposition (VP) Cheat Sheet

Value Proposition: the clear reason a specific customer chooses you over the next best option.

The 4 Building Blocks of the Value Position

	
Who is the customer?
(not “everyone”)
	
What do they need?
(job/pain)


	
What do you provide?
(offer)
	
Why you? 
(proof/differentiator)





Ad Libs Templates for Value Propositions (Pick One):

Clean, direct VP Ad Lib: 
For [customer]							, Brown Family Farm provides 

[offer]							 so they can [outcome]			

				, because [proof]					              .

Comparison VP Ad Lib:
For [customer]					, who struggles with [pain]			

				 , BFF provides [offer]						

			 that delivers [outcome]						

				, unlike [alternative]						

				because [proof]					              .

Outcome First VP Ad Lib: 
BFF helps [customer]					 achieve [outcome]			

						 by providing [offer]				

				 with [proof]						              .

Outcomes: Farms don’t really sell products. They sell outcomes such as reliability, consistency, convenience, story/traceability, risk reduction, experience

Proofs: make the promise believable (choose 1–2 for the VP, not all 8)
· Consistency/specs (grade, pack standards, delivery windows)
· Capacity (volume, peak-season reliability)
· Speed/timeliness (harvest-to-delivery, quick turns)
· Systems (food safety, documentation, traceability, SOPs)
· Assets (irrigation, packing line, cold chain, equipment)
· Reputation/relationships (long-term buyer trust)
· Service (communication, custom pack, scheduling, delivery)
· Story (local identity, stewardship, transparency)


	Use the One Segment Rule to Prevent Confusion

One segment = One Customer + One Value Proposition

If the customer, channel, or “what winning looks like” changes, it’s probably a separate segment and deserves a separate VP (and later, a separate business model canvas).

Examples of BFF Customer Segments (do not blend them):
· Commodity row crops (elevator/contract buyers)
· Contract tobacco (buyers, compliance, labor intensity)
· Sweet potato production + packing (brokers/retail/food service needs)
· Specialty vegetables (tight windows, quality, logistics)
· The “estate cattle/timber option” (different assets, different rhythm)




	The #1 Trap: Message Collision (Multi-Segment Farms)
You’re mixing segments when you:
· name two customers in one VP
· promise two different outcomes (cheap bulk corn + niche squash)
· mix channels (wholesale + agritourism/retail) in one sentence
· ignore shared constraints (labor, timing, cold storage, management time)

Quick test: If your VP includes “bulk corn” and “school field trips” in the same breath, split it.



What does a good value proposition sound like?

Too vague: “We grow high-quality crops and provide great service.”

Better: “For [buyer], BFF provides [consistent specific crop + delivery reliability] so you can [reduce supply risk], because [systems/assets/track record].”
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