
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

The Customer Happiness Canvas 
Your solution: Designed by: Date: Version: 

COMMUNICATED EASILY TESTED EARLY AHA EASILY BOUGHT TRUSTED 

What can you do to remove 
unneccessary steps that 
stand in the way between 
your solution and your 
customers testing it? 

What value can you deliver 
to customers right away? 
How can you get them to 
their “aha” moment as soon 
as possible? 

What financing or delivery 
options, or other ways, can 
you offer to make it easier to 
buy from you? 

What can you do to make 
your customers less 
apprehensive to buy your 
solution? What brand 
promise can you make and 
how does it connect with 
your values?  

What can you do to 
improve communication, 
channel mix, and make sure 
that your value proposition 
is crystal clear? 

PLATFORM CO-CREATION EMPATHY EXPERIENCE REWARDS 

What can you do to make 
them invest more time and 
money into your platform 
making them less likely to 
leave? 

What can you do to allow 
your customers to be part of 
your value creating 
processes, e.g. design, 
creation, assembly or 
delivery? 

What can you do to hire, 
train, empower and guide 
your employees to learn 
about the jobs your 
customers are trying to get 
done, and take initiative to 
delight them? 

What can you do to create 
a memorable experience 
around your solution that 
delights your customers and 
builds loyalty? 

What can you do to involve 
your most loyal customers 
as brand ambassadors, 
engage them through 
gamification, and have 
them come back for more? 
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LIST IDEAS TO MAKE IT EASIER TO GET NEW CUSTOMERS (DECREASE FRICTION) 

D E C R E A S E  F R I C T I O N  I N C R E A S E  F R I C T I O N  

LIST IDEAS TO KEEP CUSTOMERS AND BUILD LOYALTY (INCREASE FRICTION) 


