
5-Day Challenge to create a business around 
your Purpose and your Customers

Jose Ucar: Marketing Strategist and Public Speaking Coach 
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Day 1

What’s your Purpose and what business 
could emerge from it? 



Finding your Purpose

- What do you love doing?
- What are your talents?
- What does the market need?
- What is that something people would be willing to pay for?
- What would your ideal business be and who would it be for? 
- When you’ve found your purpose, that to you is like what?
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What you love
doing

What the 
Market 
needs

What you
can get 
Paid for

Your skills and
Talents
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Cartesian
Questions



Day 2

Let’s get curious about the Environment 
(Market)



Environment

- What do you perceive around yourself?
- Is this the environment where you would like to create and develop a 
business? Who do you currently interact with?
- Is your environment in alignment with your Purpose and ideal Customer?
- If you could, what would you change? 
- Having the above clear will allow you to work out the market for your 
business.  
- Next, it’s time for a MACRO, MICRO and Internal Analysis.
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Environment

Internal
(You)

MICRO
External

MACRO
External

Customers

Economic

Technology

Political

Environmental/
Ethical

Social/
cultural

Legal

• Macro: Can’t be 
controlled.

• Micro: Can be 
influenced.

• Internal: Can be 
controlled.

Competitors

Suppliers

Intermediaries



Day 3

Who are your Customers? 



Behaviours

- How do you behave in your current environment? How are you 
perceived?
- How do potential customers behave in your target market? Where do 
they hang out? How do they interact?
- How would you need to behave in order to reach them and gain their 
trust?
- How do they buy? 
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5 Ws and 1H by Hooley et al (2012)

Who?

What?

Why?

Where?

When?

How?



Skills and Capabilities

- What’s their education level?
- What are they looking to gain, develop, improve upon? 
- What do they expect from your business, you, your product or service?
- What do you need to build credibility?
- What Skills and Capabilities does the market demand?
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Values, Beliefs and Identity

- What’s important to the customer about the market, your business, 
product/service? 
- What does the customer hold to be true about the market, product and 
service?
(Put yourself in your potential customers’ shoes, think like them)
- Who are they now and who will they become after engaging and 
dealing with you, your business?
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Values, Beliefs and Identity (Yours)

- What’s important to you about your business, product/service? 
- What do you hold to be true about the market, product and service?
- Who are you to them? 
- How much are you worth? 

- What’s important to you about your business, product/service? 
- What do you hold to be true about the market, product and service?
- Who are you to them? 
- How much are you worth? 



Behaviors

Skills and 
Capabilities

Values and 
Beliefs

Identity

Purpose

Behaviors

• How do customers 
behave?

• How do they expect you to 
behave?

• Their buying strategy.

Skills and Capabilities

• Education level.
• What do customers 

expect to gain?
• Your skills and credibility.

Values and Beliefs

• What’s important about 
the market, product… 

• What’s held to be true 
about the market…

Identity

• Who are they now and 
who will they become 
after engaging and 
dealing with you and 
your business?

• Who are you to them?

Purpose

• What you love doing. 
• What the market needs.
• What you can get paid for.



Customer
Empathy 
Map

© Game Storming. All rights reserved.



Day 4

Who is already satisfying your potential 
Customers’ Pains? 



Competitive Factors

© Chan Kim & Renée Mauborgne. All rights reserved.



Challenging an industry’s strategic logic

Raise
• Which factors should be 

raised well above the 
industry’s standard?

Reduce
• Which factors should be 

reduced well below the 
industry’s standard?

Eliminate
• Which factors that the 

industry has long 
competed on should be 
eliminated?

Create
• Which factors should be 

created that the industry 
has never offered?

New Value Curve

© Chan Kim & Renée Mauborgne. All rights reserved.



Real life example [Yellow tail]  

© Chan Kim & Renée Mauborgne. All rights reserved.

Eliminate:
-Ecological terminology and 
distinctions
-Above-the-line marketing
-Aging qualities

Raise:
-Price versus budget wines

Reduce:
-Vineyard prestige and legacy
-Wine complexity
-Wine range

Create:
-Easy drinking
-Ease of selection including retail 
store support
-Fun and adventure



Value Curve

© Chan Kim & Renée Mauborgne. All rights reserved.



Day 5

Wrap up in a SWOT and Strategise!



SWOT

Strengths
(Internal) 

Opportunities
(External) 

Weaknesses
(Internal) 

Threats
(External) 

Customers 
and Purpose



Are you ready to get started? 

- At this point I hope that you:
- Have a clearer purpose.
- Count with a business idea.
- Understand your target market better.
- Gained a new model for creating a business not only around   
Customers but around you Purpose. 
… 
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Customers but around you Purpose. 
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What’s next?

- Do you count with a Business Plan and more importantly, the mindset 
that will allow you to turn your Business into a Success? 

- Do you know the best Marketing Practises to move your business idea 
forward? 

- You are up to a great start. If you would like to continue, get in touch 
and let’s work together. 
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Let’s Connect!


