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The Customer-Centric Business Blueprint

Unlocking Growth Through Persona,
Journey, and Value with AI.
Your AI-Powered Guide to Deep Customer Connection and Strategic Clarity.
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The Customer-Centric Business Blueprint

This master document provides a comprehensive guide for businesses to achieve

strategic clarity and accelerated growth by deeply understanding their customers

and articulating their unique value. It integrates three crucial elements: designing a

detailed , mapping the  through all stages

(Awareness to Advocacy), and crafting a compelling 

Customer Persona Customer Journey

Business Value Proposition.

A core innovation of this guide is its strategic use of . These

prompts streamline the process of gathering insights, generating content, and

developing actionable strategies, significantly improving efficiency and consistency.

The document further extends this by demonstrating how to 

 from the defined customer persona and value proposition,

identifying essential roles, tasks, and relevant AI prompts to optimize internal

workflows.

Expert AI Prompts

Reverse Engineer

Business Operations

By systematically applying the frameworks and AI-powered tools outlined herein,

businesses—whether startups or established enterprises—can refine their core

messaging, tailor their offerings more precisely, enhance customer engagement, and

ultimately drive greater success and sustainable growth. This approach leads to

improved customer retention, reduced churn, increased product adoption, and a

stronger market position.

This Bonus PDF has a companion  that has all the AI Prompts in an easy to

access, copy and paste format.

Cheatsheet

https://expertaiprompts.s3.us-east-

1.amazonaws.com/cheatsheet/The_Customer-

Centric_Business_Blueprint_Cheatsheet.pdf

https://expertaiprompts.s3.us-east-1.amazonaws.com/cheatsheet/The_Customer-Centric_Business_Blueprint_Cheatsheet.pdf
https://expertaiprompts.s3.us-east-1.amazonaws.com/cheatsheet/The_Customer-Centric_Business_Blueprint_Cheatsheet.pdf
https://expertaiprompts.s3.us-east-1.amazonaws.com/cheatsheet/The_Customer-Centric_Business_Blueprint_Cheatsheet.pdf
https://expertaiprompts.s3.us-east-1.amazonaws.com/cheatsheet/The_Customer-Centric_Business_Blueprint_Cheatsheet.pdf
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This document is best processed in one

continuous session on Google Gemini /

Microsoft Copilot or OpenAI ChatGPT.

Use a New Chat for a fresh start without

memories.

There are up to 14 copy and paste

Expert AI Prompts to run.

Replace [placeholders] with your industry,

product, service, niche, customer

segment...

The  Expert AI Prompt

will ask lots of questions to generate Your

Customer Persona. Save the result as a

separate document. This can be used in

the future as a Add Files in your Google

Gemini / Microsoft Copilot or OpenAI

ChatGPT sessions for better results for

you. This means more audience

engagement, higher ad conversion rates

and more prospects.

Customer Persona

The  Expert AI

Prompt that makes tables of 30

keyword phrases, content title and

content types will be the most

valuable result today. Save the result

as a separate document. The

keywords can be used in future

marketing, content generation,

communications, web pages, social

media and email. This potentially

means more engagement, lower ad

costs, more successful ad campaigns,

higher social media interactions and

more prospects.

Customer Journey
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The  Expert AI Prompt

will ask lots of questions to generate Your

Business Value Proposition. Some

answers from Customer Persona can be

used here. Save the result as a separate

document. This can be used in the future

as a Add Files in your Google Gemini /

Microsoft Copilot or OpenAI ChatGPT

sessions for better results for you.

Value Proposition Understanding the precise roles and

tasks required to deliver your defined

Value Proposition is critical for operational

efficiency and strategic alignment. By

 from the customer's

perspective and your unique value, you

can identify key functions, optimize

workflows, and ensure every activity

directly contributes to customer

satisfaction and business success. This

process helps in resource allocation,

talent acquisition, and the strategic

integration of AI tools to enhance

productivity and effectiveness.

reverse engineering your business

operations
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By integrating your meticulously designed , strategically identified

ideal keywords, and compelling  with the power of Expert

AI Prompts, you can . This synergistic

approach not only enhances productivity through substantial time savings but also

ensures  and consistency via  Furthermore, it

enables the reverse engineering of essential business roles and tasks, ensuring every

operational aspect is aligned with delivering value, and elevates the professionalism

of communications across all channels, thereby strengthening your brand and

solidifying your market position.

customer persona

business value proposition

significantly accelerate business growth

workflow quality repeatable processes.

Note. Ask as a Prompt "What is the training cut off date in this model?" The answer will

vary depending on the AI Prompt tool you are using. Results for very modern trends

after this date will likely not appear in the outputs.
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Introduction
Understanding your ideal customer is the cornerstone of any successful marketing

and product strategy. A well-defined customer persona allows you to tailor your

messaging, products, and services to truly resonate with your audience. This guide will

walk you through the process of creating a robust customer persona, leveraging the

power of Expert AI Prompts to streamline your efforts. If you're a beginner to AI

prompts, don't worry - we'll make it simple and effective.
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Information
Needed List
To create a comprehensive customer

persona, you'll need to gather the

following information:

Demographics:

Age

Gender

Location (city, state, country,

urban/suburban/rural)

Income level

Occupation/Industry

Education level

Marital status

Family size

Psychographics:

Goals and aspirations (personal

and professional)

Challenges and pain points

Interests and hobbies

Values and beliefs

Personality traits

Lifestyle choices

Attitudes towards technology

Behavioral Data:

Online behavior (websites

visited, social media

platforms used, content

consumed)

Purchasing habits (what they

buy, how often, where they

buy it)

Brand loyalties

Motivation for buying

Objections to buying

How they discover new

products/services

Needs and Wants:

What problems are they

trying to solve?

What are their unmet needs?

What are their desires and

aspirations?
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Potential Sources of
Information
You can gather the information needed

for your customer persona from various

sources:

Existing Customer Data:

CRM systems

Sales data

Website analytics

Social media insights

Email marketing platform

data

Customer Interviews:

One-on-one interviews with

current or potential customers

Focus groups

Surveys and Questionnaires:

Online survey tools

In-app surveys

Market Research Reports:

Industry reports

Competitor analysis

Social Listening:

Monitoring social media

conversations

Review sites

Forums and online

communities

Sales Team Feedback:

Insights from direct interactions with

customers
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Expert AI Prompt to Create Your
Customer Persona
This Expert AI Prompt is designed to guide you through a series of questions,

simulating an interview process, until it has enough information to generate a detailed

customer persona.

AI Prompt:

You are an expert market researcher and a skilled interviewer specializing in

customer persona development. Your goal is to help me create a detailed

customer persona for my business. I will provide some initial information, and then

you will ask me a series of probing questions, one by one, to gather more insights.

Continue asking questions until you have enough information to construct a

comprehensive persona, covering demographics, psychographics, behaviours,

needs, and wants. Once you believe you have sufficient information, present the

complete customer persona. Create a document named ‘Your Customer Persona’.

To begin, please tell me: What kind of product or service do you offer, and who do

you think your ideal customer is right now?

Where Your Customer Persona Can Be
Used
Once you've developed your customer persona, it becomes an invaluable tool across

various aspects of your business:
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Marketing Strategy:

Crafting targeted messaging for ads, emails, and social media

Choosing the right marketing channels

Developing content marketing strategies (blog posts, videos, podcasts)

Optimizing SEO strategies

Product Development:

Informing new product features and functionalities

Prioritizing product roadmaps

Designing user experiences (UX)

Sales:

Training sales teams on customer needs and objections

Developing effective sales pitches

Customer Service:

Improving customer support interactions

Developing helpful FAQs and resources

Content Creation:

Tailoring blog content

Developing social media content

Crafting engaging email marketing campaigns

Creating effective ad copy

Producing compelling sales pages

Developing impactful YouTube content

Writing effective LinkedIn content

Crafting engaging newsletters

Generating creative ideas

Business Strategy:

Identifying new market opportunities

Making informed business decisions

Developing overall brand messaging
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Next Steps
With a clear customer persona now in hand, the next crucial step is to understand

their journey. This involves mapping out every interaction they have with your brand,

from initial awareness to becoming a loyal advocate. By visualizing this journey, you

can identify key touchpoints, pain points, and opportunities to optimize their

experience and deepen their connection with your business.
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Introduction
A customer journey map visualizes the entire experience a customer has with a

company, product, or service. It helps identify pain points, opportunities, and moments

of truth.
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I. Stages of the
Customer Journey
The customer journey is typically broken

down into several key stages:

 The customer first

becomes aware of a problem they

have or a need they want to fulfill,

and then discovers your brand or

solution.

Definition:

Customer Actions:

Experiences a problem or

need.

Searches for information

online (Google, social media).

Ask friends/colleagues for

recommendations.

Sees an advertisement or

hears about your brand.

Browse general information,

not necessarily product-

specific.

Customer Thoughts/Feelings:

"I have this problem..."

"Is there a solution for this?"

"What options are out there?"

Curious, potentially

overwhelmed, seeking clarity.

Your Opportunities/Touchpoints:

Content marketing (blog

posts, guides, infographics).

SEO (ranking for problem-

related keywords).

Social media presence.

Paid advertising (awareness

campaigns).

PR and media mentions.

Word-of-mouth marketing.
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Stage 1: Awareness (Discovery)
AI Prompts for Opportunities/Touchpoints (Awareness):

Prompt 1:

Act as: A content strategist specializing in early-stage customer engagement.

Task: Generate 5 unique blog post ideas that address common problems faced by

[Target Audience] in [Your Industry], subtly introducing [Your Product/Service] as a

potential solution without being overtly promotional.

Tone: Informative, empathetic, helpful, and slightly intriguing.

Audience: [Target Audience] who are just realizing they have a problem.

Length: Blog post titles and a 2-3 sentence summary for each.

Include: Relevant keywords for SEO, a clear problem statement, and a hint at a

solution.

Constraints: No direct sales pitch; focus on education and problem identification.

Output: A bulleted list of blog post ideas. Create a document named ‘Customer

Journey Stage 1 Awareness 1’.
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Prompt 2:

Act as: A social media marketing expert.

Task: Propose 3 creative social media campaign concepts (e.g., a series of posts, a short video

idea, an interactive poll) to increase brand awareness for [Your Product/Service] among [Target

Audience] on [Social Media Platform(s)].

Tone: Engaging, fresh, and attention-grabbing.

Audience: [Target Audience] browsing social media.

Length: A brief description (3-5 sentences) for each concept, including suggested visuals or

interaction types.

Include: Hashtag ideas, a call for engagement (e.g., "share your thoughts"), and a clear objective

of increasing visibility.

Constraints: Must be easily digestible and shareable content.

Output: A list of social media campaign concepts. Create a document named ‘Customer Journey

Stage 1 Awareness 2’.
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Stage 2: Consideration
(Exploration/Research)

 The customer has identified their problem and is actively researching potential

solutions, including your product/service and competitors.

Definition:

Customer Actions:

Compares different solutions/brands.

Watch demo videos.

Reads reviews, testimonials, case studies.

Downloads whitepapers or e-books.

Sign up for newsletters or free trials.

Attends webinars.

Visits product pages.

Customer Thoughts/Feelings:

"Does this solution fit my specific needs?"

"How does it compare to [competitor]?"

"What are the pros and cons?"

Skeptical, analytical, seeking validation, hopeful.

Your Opportunities/Touchpoints:

Detailed product/service pages.

Comparison charts.

Customer testimonials and case studies.

Free trials, demos, or consultations.

Email marketing (nurturing campaigns).

Webinars and educational content.

Retargeting ads.

AI Prompts for Opportunities/Touchpoints (Consideration):



The Customer-Centric Business Blueprint

Page 23

The Customer-Centric Business Blueprint

Prompt 1

Act as: An email marketing specialist focused on lead nurturing.

Task: Draft a 3-email sequence for a nurturing campaign designed for [Customer

Persona Name] who has downloaded a whitepaper about [Your Industry Problem].

The sequence should highlight the unique benefits of [Your Product/Service] and

address common objections.

Tone: Trustworthy, informative, persuasive, and helpful.

Audience: Leads in the consideration stage.

Length: Each email should be 3-5 paragraphs.

Include: A clear subject line, a personalized greeting, a strong call to action (e.g.,

"Request a Demo," "Start a Free Trial"), and a focus on solving [Customer Persona

Name]'s specific pain points.

Constraints: Avoid overly aggressive sales language; focus on value proposition.

Output: Three distinct email drafts. Create a document named ‘Customer Journey

Stage 2 Consideration 1’.
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Prompt 2:

Act as: A product marketing manager.

Task: Outline the key sections and talking points for a live webinar or demo of

[Your Product/Service] that effectively showcases its features and benefits,

specifically targeting [Customer Persona Name] and addressing their typical

questions.

Tone: Clear, confident, engaging, and educational.

Audience: Potential customers evaluating solutions.

Length: A detailed outline with bullet points for each section.

Include: Introduction, problem statement, solution overview, key features

demonstration, Q&A segment, and a strong call to action.

Constraints: Focus on practical application and real-world benefits.

Output: A structured webinar/demo outline. Create a document named ‘Customer

Journey Stage 2 Consideration 2’.
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Stage 3: Decision (Purchase/Conversion)
 The customer chooses to purchase your product or service.Definition:

Customer Actions:

Adds items to cart.

Completes a purchase form.

Signs a contract.

Make a payment.

Interacts with sales representatives (if applicable).

Receives confirmation.

Customer Thoughts/Feelings:

"Is this the right decision?"

"Is the price fair?"

"What happens next?"

Excited, relieved, sometimes anxious, anticipating value.

Your Opportunities/Touchpoints:

Clear pricing and packaging.

Streamlined checkout process.

Easy access to sales support.

Clear calls to action (CTAs).

Secure payment options.

Order confirmation emails.

Live chat support.

AI Prompts for Opportunities/Touchpoints (Decision):
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Prompt 1:

Act as: A UX/UI designer specializing in e-commerce conversion.

Task: Describe an ideal, streamlined checkout process for [Your Product/Service]

that minimizes steps, clearly communicates progress, and builds trust. Include

considerations for mobile users.

Tone: Practical, user-centric, and efficient.

Audience: Internal team (developers, product managers).

Length: A detailed step-by-step description (5-7 points) with rationale for each.

Include: Progress indicators, clear form fields, security assurances, and options for

guest checkout vs. account creation.

Constraints: Focus on reducing abandonment rates and enhancing user

confidence.

Output: A descriptive outline of the checkout flow. Create a document named

‘Customer Journey Stage 3 Decision 1’.
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Prompt 2:

Act as: A customer success manager.

Task: Write a concise and reassuring order confirmation email for [Your

Product/Service] that confirms the purchase, provides immediate next steps, and

offers easy access to support.

Tone: Professional, friendly, clear, and reassuring.

Audience: Newly converted customers.

Length: 2-3 paragraphs.

Include: Order summary, estimated delivery/access time, link to "getting started"

resources, and contact information for customer support.

Constraints: Must be brief and to the point, avoiding overwhelming the customer.

Output: A complete email draft. Create a document named ‘Customer Journey

Stage 3 Decision 2’.
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Stage 4: Retention (Onboarding/Usage)
 The customer uses the product/service and evaluates its value, leading to continued

engagement.

Definition:

Customer Actions:

Onboards and sets up the product.

Uses the product/service regularly.

Seeks customer support for issues.

Explores advanced features.

Receives updates or new content.

Customer Thoughts/Feelings:

"Is this easy to use?"

"Am I getting the value I expected?"

"How do I fix this problem?"

Satisfied, frustrated (if issues arise), learning, adapting.

Your Opportunities/Touchpoints:

Comprehensive onboarding process.

User guides, tutorials, FAQs.

In-app messaging.

Proactive customer support.

Customer success managers.

Personalized recommendations.

Feedback surveys.

AI Prompts for Opportunities/Touchpoints (Retention):
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Prompt 1

Act as: An instructional designer.

Task: Develop a step-by-step onboarding guide for a new [Your Product/Service]

user, focusing on helping [Customer Persona Name] achieve their first "quick win"

and understand essential features within the first 24 hours.

Tone: Clear, encouraging, and actionable.

Audience: New users of [Your Product/Service].

Length: 5-7 concise steps with explanations.

Include: Screenshots/visual cues (described), a clear objective for each step, and

a final "what's next" encouragement.

Constraints: Must be easy to follow and prevent early user frustration.

Output: A bulleted guide for onboarding. Create a document named ‘Customer

Journey Stage 4 Retention 1’.
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Prompt 2:

Act as: A customer support lead.

Task: Suggest 3 proactive customer support initiatives for [Your Product/Service]

that aim to anticipate common user issues for [Customer Persona Name] and

improve overall satisfaction, reducing inbound support tickets.

Tone: Proactive, helpful, and strategic.

Audience: Internal customer support team.

Length: A brief description (3-4 sentences) for each initiative.

Include: Examples like automated tips, in-app tutorials for specific features, or

targeted email campaigns based on usage patterns.

Constraints: Focus on scalable solutions that prevent problems before they occur.

Output: A list of proactive support initiatives. Create a document named

‘Customer Journey Stage 4 Retention 2’.
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Stage 5: Advocacy (Loyalty/Referral)
 The customer becomes a loyal advocate for your brand, recommending it to others.Definition:

Customer Actions:

Purchases additional products/services.

Renews subscriptions.

Refers friends or colleagues.

Leaves positive reviews.

Engage with your brand on social media.

Participates in loyalty programs.

Customer Thoughts/Feelings:

"I love this product/service!"

"I want to tell others about it."

"This brand truly understands my needs."

Delighted, empowered, proud, connected.

Your Opportunities/Touchpoints:

Referral programs.

Loyalty programs.

Requesting reviews and testimonials.

Social media engagement.

Exclusive content or offers for loyal customers.

Community building.

Surveys to identify advocates.

AI Prompts for Opportunities/Touchpoints (Advocacy):
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Prompt 1:

Act as: A growth marketing specialist.

Task: Design a simple, effective customer referral program for [Your Product/Service] that

incentivizes both the referrer ([Existing Customer Persona Name]) and the referred friend ([New

Customer Persona Name]).

Tone: Exciting, generous, and clear.

Audience: Existing loyal customers and potential new customers.

Length: A concise program overview (3-5 sentences) and details on rewards for both parties.

Include: Reward structure (e.g., discounts, credits, exclusive access), how to refer, and how the

referred person benefits.

Constraints: Must be easy to understand and implement.

Output: A structured outline of the referral program. Create a document named ‘Customer

Journey Stage 5 Advocacy 1’.
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Prompt 2:

Act as: A community manager and social media expert.

Task: Draft 3 distinct social media posts (for [Social Media Platform(s)]) that

encourage satisfied [Your Product/Service] users to share their positive

experiences, leave reviews, or tag your brand.

Tone: Appreciative, engaging, and inspiring.

Audience: Highly satisfied customers.

Length: Each post should be 1-2 sentences plus relevant hashtags and a clear call

to action.

Include: A direct request for reviews/shares, a relevant question to spark

engagement, and a thank you to loyal customers.

Constraints: Must be authentic and not sound overly promotional.

Output: Three unique social media post drafts. Create a document named

‘Customer Journey Stage 5 Advocacy 2’.
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II. Key Elements of a Customer Journey
Map
When fleshing out each stage, consider these elements:

 Who is the customer at this stage? (e.g., "First-time visitor," "Trial user,"

"Loyal customer")

Customer Persona:

 What is the customer trying to achieve?Goals:

 What questions does the customer have?Questions:

 What challenges or frustrations does the customer experience?Pain Points:

 Where does the customer interact with your brand? (e.g., website, email,

social media, sales call, support chat)

Touchpoints:

 How is the customer feeling? (e.g., confused, excited, frustrated, relieved)Emotions:

 How can you improve the customer's experience at this stage?Opportunities:

 How will you measure success at this stage? (e.g., website traffic, conversion rate,

customer satisfaction, retention rate)

Metrics:
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III. Tips for Creating Your Own Customer
Journey Map

 Don't assume; research your actual customers through surveys,

interviews, and data analysis.

Start with your customer:

 Different customer segments might have very different

journeys.

Focus on one persona at a time:

 Use flowcharts, diagrams, and visual cues to make the map easy to

understand.

Be visual:

 Identify specific improvements or new initiatives based on your

findings.

Make it actionable:

 Customer journeys evolve, so revisit and update your map

regularly.

It's an iterative process:
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Expert AI Prompt to Generate Content Strategy
Tables for Customer Journey Stages
This AI Prompt will generate five 30-row tables for each customer journey stage, outlining ideal

keyword phrases, content titles, content types and size to capitalize on opportunities at each stage.

AI Prompt:

You are an expert content strategist and SEO specialist. Your task is to generate five separate

tables, each with 30 rows of data, corresponding to the five customer journey stages:

Awareness, Consideration, Decision, Retention, and Advocacy.

For each stage:

Create a table with the following columns: 'Ideal Keyword Phrase', 'Ideal Content Title', 'Ideal

Content Type', and 'Size'.

Ensure the content is highly relevant to a [industry] business offering a [product/service].

Include a diverse range of content types and keyword phrases aligned with the customer’s

mindset at that specific stage.

Output Requirements:

Save each stage’s table as a separate document with the following filenames:

Awareness Table , Consideration Table , Decision Table , Retention Table , Advocacy Table

In addition to the table format, generate a JSON file for each stage, containing the same 30

rows, with the following key-value pairs:

"Intent" (Awareness, Consideration, Decision, Retention, Advocacy)

"Keyword" "Title" "Type" "Size"

Name the JSON files as: Awareness Table.json , Consideration Table.json , Decision Table.json ,

Retention Table.json , Advocacy Table.json
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Build Your Customer Journey Content
Ideas – Outline, Draft, Meta, Image data
Copy 1 JSON content set {Intent, Keyword, Title, Type, Size} and the Prompt below

into your GPT and run it. Press y [enter] to step through the process. Allow about

90 seconds of computing time. Save the Content Outline, Draft, Meta, Image

results using the content Title as a filename. Repeat as desired (you have 150

options for content).



The Customer-Centric Business Blueprint

Page 38

The Customer-Centric Business Blueprint

AI Prompt:

You are a world-class content strategist and AI prompt engineer. Your task is to

generate a comprehensive content package based on the following inputs: 

**Ideal Keyword Phrase:** [Enter Ideal Keyword Phrase] 

**Ideal Content Title:** [Enter Ideal Content Title] 

**Ideal Content Type:** [Enter Ideal Content Type] 

**Size:** [Enter Size]

You will perform the following steps sequentially, pausing after each one to

receive feedback. 

**1. Create a Content Hierarchical Outline** 

Generate a hierarchical content outline that includes a brief introduction, 3-5 main

sections with sub-points, and a conclusion. 

**[Pause for feedback. Ask: "Please provide feedback on the outline or y [Enter] to

continue."]** 

**2. Create a Comprehensive First Draft** 

Using the approved outline, write a complete first draft of the content. Ensure the

tone and style are appropriate for the specified content type and target audience.

  **[Pause for feedback. Ask: "Please provide feedback on the first draft or press y

[Enter] to continue."]**

**3. Create a Meta Section** 

Based on the final draft, generate the following metadata: 

* **Meta Descriptions:** Provide two options (under 160 characters each). Each

option should include the **Ideal Keyword Phrase**. 

* **Meta Keywords:** Include the **Ideal Keyword Phrase** and 3-5 related

keywords.

  * **Title Options:** Provide three slightly varied, but effective, title options that

are optimized for search engines.

  **[Pause for feedback. Ask: "Please provide feedback on the first draft or press y

[Enter] to continue."]**
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**4. Generate Image Descriptions**

Create a detailed image package for an AI image generator (like Canva). This

package should include: 

* **Image Description:** A detailed prompt for the AI image generator.

  * **Image Style:** A suggestion for the visual style (e.g., realistic, vector,

watercolour).

  * **Aspect Ratio:** A recommended aspect ratio (e.g., 16:9, 1:1, 4:5). 

* **Alt-Text:** Two options for concise, descriptive alt-text (under 125 characters

each). 

* **Image Filename:** An SEO-friendly filename using keywords, hyphens, and no

spaces. 

Next Steps

With a comprehensive understanding of your customer's journey now mapped, the

next critical step is to clearly define what makes your business the ideal solution for

them. This involves articulating your unique Business Value Proposition, which highlights

how your products and services directly address their pain points and create desired

gains throughout their entire experience with your brand.
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Introduction
Understanding and clearly articulating your business's value proposition is

fundamental to its success. It's the core reason why customers choose you over

competitors. A well-defined value proposition goes beyond simply listing features; it

highlights the specific benefits and solutions you offer to your target audience. This

guide will walk you through the process of creating a robust value proposition,

leveraging the power of Expert AI Prompts to streamline your efforts. Whether you're

a startup or an established business, this process will help you refine your core

message.

Information Needed List
To create a comprehensive value proposition, you'll need to gather the following

information, often in relation to your understanding of your customer persona:
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1. Products &
Services
Clearly define what you offer. This isn't

just a list of items, but a description of

their core function and what they are

designed to do.

 What are the main

products or services your business

provides?

Core Offerings:

 What

specific features do your products

have, or what specific tasks do your

services perform?

Features & Functionalities:

 What are the

physical or digital components of your

offering?

Tangible Aspects:

 What is included and what is not

included in your offering?

Scope:

2. Pain Relievers
Identify how your products and services

alleviate specific problems, frustrations,

or risks that your target customers

experience. These are the "pains" your

customers want to get rid of.

 What are the

negative emotions, undesired costs,

or risks your customers encounter

before using your product/service?

Customer Pains:

 How does your

offering directly address and resolve

these specific pains?

Problem Solving:

 Does it save them time,

effort, or money?

Efficiency:

 Does it reduce

financial, social, or technical risks?

Risk Reduction:

 Does it

make a frustrating process easier or

eliminate it entirely?

Frustration Elimination:

 Does it

prevent bad outcomes or improve

current unsatisfactory situations?

Improved Outcomes:



3. Gain Creators
Describe how your products and services create benefits, positive outcomes, and

desired experiences for your customers. These are the "gains" your customers want

to achieve.

 What are the benefits, positive emotions, or desired outcomes your

customers seek?

Desired Gains:

 Does your offering provide benefits that customers might not even

expect?

Unexpected Gains:

 Does it make things work better, faster, or more efficiently?Performance Improvements:

 Does it help them look good, gain power, or achieve status?Positive Social Outcomes:

 Does it result in financial savings beyond just pain relief (e.g., increased

revenue opportunities)?

Cost Savings:

 Does it make their life easier or more convenient?Ease of Use/Convenience:

 Does it open up new possibilities or opportunities for them?New Opportunities:



The Customer-Centric Business Blueprint

Page 44

The Customer-Centric Business Blueprint

Expert AI Prompt to Create Your Business Value
Proposition
This Expert AI Prompt is designed to guide you through a series of questions, simulating an interview

process, until it has enough information to generate a detailed value proposition.

AI Prompt:

You are an expert in business modelling, product/service design, and copywriting, specializing in

crafting compelling value propositions. Your goal is to help me create a detailed value

proposition for my business. Use previous information from Customer Persona and Customer

Journey. I will provide some initial information, and then you will ask me a series of probing

questions, one by one, to gather more insights. Continue asking questions until you have enough

information to construct a comprehensive value proposition, covering your Products & Services,

how they act as Pain Relievers, and how they function as Gain Creators. Once you believe you

have sufficient information, present the complete value proposition. Create a document named

‘Your Business Value Proposition’.

To begin, please tell me: Briefly describe your business, what products or services you offer, and

who your primary target customer is.
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Where Your Business Value Proposition
Can Be Used
Once you've developed your business value proposition, it becomes an invaluable tool

across various aspects of your business:
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Marketing & Sales:

 Forms the foundation for all marketing copy, ad campaigns, and

sales pitches.

Core Messaging:

 Clearly communicates your unique selling points to

visitors.

Website & Landing Pages:

 Guides the creation of content that resonates with customer

needs and desires.

Content Strategy:

 Equips sales teams with the language to articulate your offering's

true worth.

Sales Training:

 Helps attract the right customers by highlighting relevant

benefits.

Lead Generation:

Product Development & Innovation:

 Ensures new features and developments align with customer

value.

Product Roadmap:

 Helps prioritize what to build next based on the most impactful pain

relief and gain creation.

Prioritization:

 Informs how the product is designed to deliver on its

promises.

User Experience (UX) Design:

 Highlights what makes your offering superior or

unique.

Competitive Differentiation:

Business Strategy & Operations:

 Provides a clear focus for business decisions and resource

allocation.

Strategic Direction:

 Helps articulate your value when seeking collaborations.Partnerships:

 Clearly communicates your market opportunity and competitive

advantage.

Investor Pitches:

 Ensures all team members understand and can articulate the

core value your business provides.

Internal Alignment:

 Justifies pricing based on the value delivered.Pricing Strategy:
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Next Steps
With your compelling Business Value Proposition now clearly defined, the next logical

step is to translate this external promise into internal operational excellence. This

involves systematically reverse engineering your business operations to identify the

specific roles and tasks required to consistently deliver on your value proposition,

ensuring every internal function directly contributes to customer satisfaction and

business success.
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Understanding the precise roles and tasks required to deliver your defined Value

Proposition is critical for operational efficiency and strategic alignment. By reverse

engineering your business operations from the customer's perspective and your

unique value, you can identify key functions, optimize workflows, and ensure every

activity directly contributes to customer satisfaction and business success. This

process helps in resource allocation, talent acquisition, and the strategic integration of

AI tools to enhance productivity and effectiveness.
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AI Prompt:

Act as: An expert in business strategy, prompt engineering and human resources.

Task: Reverse Engineer Business Operations from the Customer Persona and Value

Proposition.

Inputs: Use the previous Customer Persona and Business Value Proposition.

Output1: Provide a list of roles and tasks needed to deliver the Value Proposition to

the Customer. Create a document named ‘Business Roles and Tasks’.

Output2: Where appropriate, suggest AI Prompts that can be used with

roles/tasks. Include Prompt title, Prompt (Act as: Task: Tone: Audience: Length:

Include: Constraints: Output:), Estimated Time saved, Business Benefit. Create a

document named ‘Business Role Tasks AI Prompts’.
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Business Skills and Tasks

Business Name: [Your Business Name]

Value Proposition: [Your concise Value Proposition]

I. Core Business Functions & Roles

A. Product/Service Development & Management

 Product ManagerRole:

Tasks:

Define product roadmap based on customer needs and market trends.

Translate customer persona pain points into feature requirements.

Oversee product lifecycle from conception to launch and iteration.

Collaborate with engineering and design teams.

 Software Engineer / Service DesignerRole:

Tasks:

Develop, test, and deploy product features.

Ensure product scalability and performance.

Implement solutions that directly address customer pain points and deliver

gains.

 Quality Assurance (QA) SpecialistRole:

Tasks:

Test product/service for bugs and usability issues.

Ensure product quality aligns with value proposition.

B. Marketing & Sales
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 Marketing ManagerRole:

Tasks:

Develop marketing strategies aligned with customer journey stages.

Create compelling messaging based on value proposition.

Manage content creation and distribution.

Analyse campaign performance.

 Sales RepresentativeRole:

Tasks:

Identify and qualify leads.

Communicate value proposition effectively to potential customers.

Close sales and manage customer relationships.

 Content CreatorRole:

Tasks:

Produce blog posts, videos, social media content, and email copy.

Optimize content for SEO and engagement.

C. Customer Experience & Support
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 Customer Success ManagerRole:

Tasks:

Onboard new customers and ensure successful adoption.

Proactively address potential issues and provide support.

Gather customer feedback and identify advocacy opportunities.

 Customer Support SpecialistRole:

Tasks:

Respond to customer inquiries and resolve issues.

Provide technical assistance and guidance.

Document common issues and contribute to FAQs.

D. Operations & Administration

 Operations ManagerRole:

Tasks:

Streamline internal processes for efficient product/service delivery.

Manage logistics and supply chain (if applicable).

Ensure compliance with industry standards.

 Human Resources (HR) SpecialistRole:

Tasks:

Recruit and onboard talent aligned with required skills.

Develop training programs to enhance employee capabilities.

Foster a culture that supports the value proposition.
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Business Tasks AI Prompts

I. Product/Service Development & Management

 Feature Prioritization from Persona Pain PointsPrompt Title:

Prompt:

 A product management consultant specializing in user-centric

design.

Act as:

 Analyse the provided Customer Persona and Business Value

Proposition. Generate a prioritized list of 5-7 potential product features or

service enhancements that directly address the most critical pain points

identified in the persona and amplify the core gain creators from the value

proposition.

Task:

 Analytical, strategic, and actionable.Tone:

 Product development team.Audience:

 A bulleted list with a brief justification (1-2 sentences) for each

feature.

Length:

 Feature name, primary pain point addressed, and expected gain

created.

Include:

 Focus on feasibility and direct impact on value delivery.Constraints:

 A prioritized list of features.Output:

 2-4 hours (vs. manual brainstorming and cross-

referencing)

Estimated Time Saved:

 Faster, more targeted product development; increased likelihood of

delivering features customers truly value.

Business Bene�t:
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 User Story Generation for DevelopmentPrompt Title:

Prompt:

 An Agile software development expert.Act as:

 Based on the feature "[Specific Feature Name]" (e.g., "One-Click

Checkout") and the associated Customer Persona, generate 3-5 user stories

following the "As a [type of user], I want [some goal] so that [some reason]"

format.

Task:

 Clear, concise, and technical.Tone:

 Software development team.Audience:

 3-5 user stories.Length:

 User type, desired action, and the benefit derived.Include:

 Each story must be atomic and testable.Constraints:

 A list of user stories.Output:

 1-2 hours per featureEstimated Time Saved:

 Improved clarity for developers, leading to more efficient and

accurate implementation.

Business Benefit:
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II. Marketing & Sales

 Value Proposition-Driven Ad Copy CreationPrompt Title:

Prompt:

 A conversion-focused advertising copywriter.Act as:

 Using the provided Business Value Proposition and Customer Persona,

generate 3 short (max 280 characters) ad copy variations for a social media

platform (e.g., Twitter/X, LinkedIn) targeting [Customer Persona's Primary

Demographic/Interest]. Each variation should highlight a different aspect of

the value proposition (e.g., pain relief, gain creation, unique differentiator).

Task:

 Persuasive, concise, and engaging.Tone:

 Potential customers on social media.Audience:

 3 distinct ad copy variations.Length:

 A strong hook, a clear benefit, and a call to action.Include:

 Adhere to character limits; avoid jargon.Constraints:

 Three ad copy examples.Output:

 1-3 hours (vs. manual brainstorming and drafting)Estimated Time Saved:

 More effective ad campaigns, higher click-through rates, and

better lead quality.

Business Benefit:

III. Customer Experience & Support
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 Proactive Customer Support Message DraftPrompt Title:

Prompt:

 A customer success specialist.Act as:

 Draft a proactive in-app message or email (1-2 paragraphs) for a

[Customer Persona Name] who has just completed their first week using

[Your Product/Service]. The message should offer helpful tips based on

common early-user challenges and encourage exploration of a key feature

that delivers significant value.

Task:

 Friendly, supportive, and empowering.Tone:

 New customers in their initial usage phase.Audience:

 1-2 paragraphs.Length:

 A personalized greeting, a relevant tip, a call to action to explore a

feature, and an offer for further assistance.

Include:

 Keep it concise and focused on a single key action or benefit.Constraints:

 A draft proactive customer message.Output:

 1 hour per message typeEstimated Time Saved:

 Improved customer retention, reduced churn, and increased

product adoption.

Business Benefit:
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Conclusion



This master document demonstrates how the systematic integration of 

, and a clearly articulated

 forms the bedrock of . By

leveraging Expert AI Prompts throughout these processes, and crucially, by reverse

engineering your business operations to align directly with these customer-centric

insights, you can achieve unparalleled clarity and focus. These essential tools

empower you to efficiently develop robust strategies that 

, ultimately

communicating your unique worth, fostering deeper customer connections, and

leading to greater success and .

customer

persona development, customer journey mapping

business value proposition strategic business growth

guide your marketing,

product development, and overall operational framework

sustainable growth
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This glossary provides definitions for key terms

used throughout "The Customer-Centric

Business Blueprint" to ensure clarity and a

shared understanding of concepts.
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 The final stage of the customer journey where a satisfied customer becomes

a loyal supporter of your brand, actively recommending your products or services to

others.

Advocacy:

 Specific instructions or queries designed to be fed into

an Artificial Intelligence model (like Google Gemini, Microsoft Copilot, or OpenAI

ChatGPT) to generate desired outputs, such as customer personas, content ideas, or ad

copy.

AI Prompts (Expert AI Prompts):

 A clear, concise statement that explains why a customer

should choose your product or service over alternatives, highlighting the specific benefits

and solutions you offer to their problems and desires.

Business Value Proposition:

 A prompt or instruction designed to elicit an immediate response

from the audience, such as "Sign Up Now," "Request a Demo," or "Buy Now."

Call to Action (CTA):

 The rate at which customers stop doing business with a company over a given

period. Reducing churn is a key goal of customer-centric strategies.

Churn:

 Software systems used by

businesses to manage and analyse customer interactions and data throughout the

customer lifecycle, with the goal of improving business relationships with customers.

CRM (Customer Relationship Management) Systems:

 A visual representation of the entire experience a customer has

with a company, product, or service, from initial awareness to becoming a loyal advocate.

It helps identify touchpoints, pain points, and opportunities.

Customer Journey Map:



 A semi-fictional representation of your ideal customer, based on

market research and real data about your existing customers. It includes demographics,

psychographics, behaviours, needs, and wants.

Customer Persona:

 The specific ways your products or services produce benefits, positive

outcomes, and desired experiences for your customers, addressing their aspirations and

needs.

Gain Creators:

 The process of building relationships with prospects at every stage of the

sales funnel, providing them with relevant content and information to guide them towards

a purchase decision.

Lead Nurturing:

 The process of introducing new customers to your product or service,

guiding them through initial setup, and helping them understand how to achieve their first

"quick wins" and derive value.

Onboarding:

 The specific problems, frustrations, or risks that your target customers

experience and that your products or services aim to alleviate or solve.

Pain Points:

 The process of systematically analysing your

defined customer persona and value proposition to identify the specific roles, tasks, and

workflows required internally to consistently deliver on your promises to the customer.

Reverse Engineering Business Operations:

 The practice of increasing the quantity and quality of

traffic to your website through organic search engine results, often by optimizing content

with relevant keywords.

SEO (Search Engine Optimization):
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 Any point of interaction between a customer and your brand, product, or

service throughout their journey (e.g., website visit, email, social media post, sales call,

customer support chat).

Touchpoints:

UX/UI (User Experience/User Interface):

 Focuses on the overall experience a user has when interacting

with a product or service, aiming to make it easy, efficient, and enjoyable.

User Experience (UX):

 Refers to the visual elements and interactive properties of a

product's interface, such as buttons, icons, typography, and layout.

User Interface (UI):



The...

In "The Customer-Centric Business Blueprint,"

discover how to reverse engineer your business

operations by aligning them with a defined

customer persona and value proposition. This

comprehensive guide offers actionable

frameworks and AI-driven tools to enhance

messaging, optimize workflows, and boost

customer engagement, ultimately driving

sustainable growth. Streamline your processes

and elevate your brand's market position by

delivering consistent value and fostering lasting

customer relationships.

https://expertaiprompts.com/

https://expertaiprompts.com/

