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Generic Product Vision Template — applicable across industries and product types


1. Purpose & Overview
The Product Vision Statement is a short, stable declaration of why the product exists and what it aims to achieve. Unlike the Product Backlog (which changes constantly), the vision should remain largely unchanged for the life of the product — it is the 'North Star' that every backlog item and Sprint Goal should ultimately trace back to.
[Enter any product-specific framing for why this vision matters]

2. Vision Statement
State the vision in a single, concise statement using the elevator pitch format below (adapted from Geoffrey Moore's positioning template). This should fit in a few sentences and be memorable enough for the whole team to repeat it.
For [target customer] who [statement of need or opportunity], the [product name] is a [product category] that [key benefit, compelling reason to use]. Unlike [primary competitive alternative], our product [key differentiator].
This project's vision statement:
[Enter the completed vision statement using the template above]
3. Target Customers / Market Segment
Describe who this product is for. Be specific enough that the team can recognize a target customer versus someone outside the target segment.
[Describe the primary target customer/user segment(s)]
4. Customer Needs / Problems Solved
Describe the specific need, pain point, or opportunity this product addresses for its target customers.
[Describe the core problem(s) this product solves]
5. Product Category
Describe what kind of product this is, in terms the target customer would immediately understand (a frame of reference).
[e.g., 'a mobile app', 'a B2B SaaS platform', 'an internal reporting dashboard']
6. Key Benefits / Value Proposition
List the primary benefits customers will gain from this product — the compelling reasons to use it.
	Benefit
	Why It Matters to the Customer

	[Benefit 1]
	[Why this matters]

	[Benefit 2]
	[Why this matters]

	[Benefit 3]
	[Why this matters]




7. Competitive Differentiation
Identify the primary alternative(s) customers currently use (including doing nothing / manual workarounds), and what makes this product different or better.
	Alternative
	How We Differ

	[Competitor / current alternative]
	[Key differentiator]

	[Status quo / manual process]
	[Key differentiator]



8. Business Goals
Explain how this product supports the organization's broader strategy or business objectives.
[Describe the link between this product and organizational strategy/goals]
9. Success Metrics
Define how the team will know the vision is being realized. These are typically outcome metrics (customer/business impact), not output metrics (features shipped).
	Metric
	Target
	How It Will Be Measured

	[e.g., Monthly Active Users]
	[Target]
	[Measurement method]

	[e.g., Customer retention rate]
	[Target]
	[Measurement method]

	[e.g., Net Promoter Score]
	[Target]
	[Measurement method]




10. Approval Signatures
	Name / Role
	Signature
	Date

	[Product Owner]
	
	

	[Sponsor / Executive Stakeholder]
	
	

	[Scrum Master]
	
	


11. Version / Revision History
This vision should change rarely. If it changes often, that may signal the product direction is not yet stable enough for the team to commit to.
	Version
	Date
	Author
	Change Description

	1.0
	[Date]
	[Name]
	Initial draft




Appendix A: How to Fill Out This Template
This appendix is for reference only — it explains how to complete each section of this template. Remove before final distribution if not needed.
Before you start:
•  The Product Vision should be created before the Product Backlog is built out in detail — the backlog exists to serve the vision, not the other way around.
•  This is typically the Product Owner's responsibility to draft, ideally validated with key stakeholders and a sample of target customers before being finalized.
Section-by-section guidance:
	Section
	How to Fill It

	1. Purpose & Overview
	Keep to 2-3 sentences. No need to justify the concept of a vision statement — just frame why it matters for this specific product.

	2. Vision Statement
	This is the single most important section — everything else in this document supports it. Fill in each bracket of the elevator pitch template literally; resist the urge to make it vague or all-encompassing. A vision that could apply to any product isn't doing its job.

	3. Target Customers
	Be specific enough to exclude people — 'everyone' is not a target customer segment. If you can't think of who this product is NOT for, the segment is too broad.

	4. Customer Needs
	State the problem from the customer's perspective, not the organization's — 'customers can't find X easily' rather than 'we need to increase engagement.'

	5. Product Category
	Use a frame of reference the target customer already understands — this section should let someone unfamiliar with the product picture it immediately.

	6. Key Benefits
	Keep to 3-5 benefits maximum. If the list is longer, it usually means the benefits haven't been prioritized yet.

	7. Competitive Differentiation
	Always include 'doing nothing' or the manual/status-quo alternative as one row — it's often the real competition, not just other named products.

	8. Business Goals
	Connect explicitly to a goal in the Business Case, if one exists, so the vision is traceable to why the organization is investing in this product.

	9. Success Metrics
	Favor outcome metrics (what changes for the customer/business) over output metrics (what the team ships) — 'features shipped' is not evidence the vision is being realized.

	10. Approval Signatures
	Typically the Product Owner and an executive sponsor at minimum.



Common mistakes to avoid:
•  Writing a vision broad enough to justify any feature request — a vision should help the team say no, not just yes.
•  Confusing this with a mission statement or company-wide slogan — this vision is specific to this product, not the whole organization.
•  Revising the vision every Sprint along with the backlog — if the vision changes that often, the team is likely confusing vision with roadmap.
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