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A voice of customer is important factor for product development to satisfy
customer need. Even a sale promotion or sale strategy can be applied to convince
customer, though product function, that responds customer requirement, pushes product
grow up and states long time in the market. A new product or service that success in
the market is normally developed base on customer requirement including quality,
product shape, new design, sales promotion, cost minimizing, maintenance and
production time. In order to serve those requirements, a Quality Function Deployment
(QFD) has been proposed to translate customer need to product function and
manufacturing process planning. However, QFD converts only physical customer
requirement, that might be cover some customer group. Beside, a Business Model
Canvas (BMC) has been introduced as a tool to design business model in which
concerns customer behavior. BMC has been established into nine building blocks.
customer segment, value preposition, channel, customer relationship, new steam, key
resource, key activity, key partnership and cost structure. These two techniques provide -
useful information for product development. QFD is applied to identify customer need,
while BMC is employed to segment customer and business planning strategy. This

paper presents a customer voice identification by combing BMC and QFD. A customer



segment block and a value preposition of BMC has been applied to establish customer

voices and assign weight for column of customer requirement in QFD house.
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