In this lecture we are going to explore the concept of a social value proposition.
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Your social value proposition is the value that you provide your customers from your
products and/or services.
It is the reason why your customers purchase or access your products and/or
services.
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We first came across the concept of a social value proposition in the Introductory
Lecture of Unit 1 Understanding Social Entrepreneurship which contained this slide.
The slide shows that the SVP (the social value proposition) occurs at the intersection
of the ven diagram which represents the Social Entrepreneurship Framework.
We noted in that lecture that:
In order to deliver effectively on their social value proposition, the social
entrepreneur needs to achieve alignment between the opportunity, people, capital
and context components of the Social Entrepreneurship Framework, and adapt
continuously to new circumstances over time.
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It has been argued that the social value proposition of a social enterprise is
the critical distinction between commercial entrepreneurship and social
entrepreneurship as it focuses on social as well as economic value.
A detailed social value proposition can be written as a statement that
articulates why the target beneficiary (who you aim to help) will “choose to
buy” or “consume” your product/service offering over other alternatives in the
market.
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It is recommended that when developing a social value proposition social
entrepreneurs should analyse, understand and deliver on three elements:
Capability: What is the organization uniquely positioned to provide to the
community (the marketplace). Why is this organization better positioned than
other organizations (nonprofits, for-profits, government) to deliver it?
Social Impact: What change is the organization creating in the community,
region, world? Why is this significant? Why should or will consumers
(funders) care?
Cost: How do the costs of the service being delivered compare to that social
impact? Is there a social profit being achieved, i.e. are the costs involved in
delivering the service significantly less than the benefits? Will a funder (who is
paying these costs) receive a significant social return on their investment in the
organization?’
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A Social Value proposition is shown for the Hawaii Community Exchange in the
red box of this business model canvas. The Hawaii Community Exchange’s
value proposition has a focus on capability, social impact and cost.
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