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Create something people want.
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The greatest new product failure in history.




rmis 1s THE EDSEL

Newest Expresvion of Fine Eagineering from Ford Motor Company
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Ford Motor Company

- After revolutioning mass production, Ford had their IPO (initial stock
offering) on the New York Stock Exchange in 1956.

- The stock opened the day at $64.50/share and by the end of the day
was trading at $70.50, giving them a market capitalization of $660M
(over $6 billion in today’s dollars).

- It was the most successful IPO in American history.



TH'S'STHEEDSEL , Rolling-dome speedometer.
| ' i Push-button Teletouch transmission shifting
Self-adjusting brakes.
410-cubic-inch Edsel "E-475" Engine.
Warning lights on dashboard.
Speedometer glows when speeding.

= Transmission locks in park until ignition key turned.
F J Triple-thermostat cooling system.
Front-mounted distributor, coil, fuel pump, dipstick.
Hood release controlled electronically.

“The Newest Expression of Fine Engineering from Ford Motor Company”.
The most advanced automobile ever.

Projected sales for the first year were 200,000 units, with over one million units within three years.
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https://en.wikipedia.org/wiki/Speedometer
https://en.wikipedia.org/wiki/Teletouch
https://en.wikipedia.org/wiki/Ford_MEL_engine

18 models spread over four lines.

The Edsel Citation Convertible E D S E I_ CO R SAI R

The Edsel Citation 4-Door Hardtop The Edsel Citation 2-Door Hardtop The Edsel Corsair 4-Door Hardtop

EDSEL PAGER

The Edsel Pacer Convertible

The Edsel Pacer 4-Door Sedan
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* Projected sales for the first year were 200,000
mis 1s e EDSEL units, with 3-year projections of over one
Newest Expression of Fine Engineeving from Ford Moter Compers m i I I io n u n its .

* First year sales were less than 60,000.

e The second year was 56,000.

e Total units sold were less than half the
company's projected break-even point.

e Fach one sold cost 2x t0 make.

e The Edsel project lost a colossal $350 million
(over $3 billion in current dollars).

The greatest new product failure in history.
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Technologically The economics
Feasible. are profitable.

d

Successful product
innovation happens
here!

What
customers
want.



Technologically
Feasible.




This has been a recurring issue since the
dawn of entrepreneurship: how does one
reliably create products that succeed?




We’ve all seen examples of companies that have
sent millions of dollars developing products they
thought they world needed, only to find out that no
one wanted to buy those products.

I’'m embarrassed to admit that
I’ve done it myself.



In 2000-2001 | used linear product development:

Congratulations! You’ve spent 2 years and $7.5 million
proving that there is zero demand for your product!

Most startups die in the
Valley of Death

$

|
o L



Three concepts | wish I’d known before | did that:



Product Market Fit
Customer Development
Design Thinking
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UNIVERSITY

Main Page » Product/Market Fit ]

On this page:

------------------------------------------------

Product/Market Fit

(€ The only thing that matters is
getting to product/market fit. 9

----------------------------------------

This post is all about the only thing that matters for a new startup.
But first, some theory:

If you look at a broad cross-section of startups -- say, 30 or 40 or more; enough to screen out the pure flukes and look for patterns -- two
obvious facts will iumbp out at vou.



Main Page » Product/Market Fit

On this page:

Product/Market Fit

(€ The only thing that matters is
getting to product/market fit. 9

This post is all about the only thing that matters for a new startup.

But first, some theory:

If you look at a broad cross-section of startups -- say, 30 or 40 or more; enough to screen out the
obvious facts will jump out at you.



66 The only thing that matters is

getting to product/market fit. 9

If the only thing that matters is
, then how do we get
there most efficiently and effectively?
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Steve Blank
e Founded 8 companies, four had IPO’s

* The other four resulted in “large craters in the ground®.

Retired and wrote “The Four Steps to Epiphany”.



“No business plan survives first
contact with customers”.
) BT



“Before you begin product
development you need to do

customer development”.
) VBT



Steve Blanks’ four components of Customer Development:

Customer discovery understands the problem to be solved and
turns it into a series of hypotheses about the solution.

Customer validation tests whether those hypotheses are true.
Customer creation iIs the start of execution.

Company building transitions the organization from a startup to
a company focused on executing a validated model.



“A corporation Is an organization
built to execute a business model.

A startup is an organization
designed to find a business model.”

— Steve Blank



The Lean Startup, a book by Eric Ries
THE LEAN Minimum viable product

2]
ST =L A% \9\ Learn from Customers

Continuous deployment
Rapid iterations

Learn, measure, adjust. Repeat.




The book by Eric Ries popularized the term “MVP”.

THE LEAN

Minimum Viable Product




“A Minimum Viable Product is that version of
a new product which allows a team to collect
the maximum amount of validated learning
about customers with the least effort.”

- Eric Ries, in The Lean Startup



Welcome to Amazon.com
Books!

One million titles,
consistently low prices.

amazon.com

7, Burth's bigeest bookstore
(If you explore just one thing, make it our personal notfication service. We think it's very cooll)

SPOTLIGHT! -- AUGUST 16TH
These are the books we love, offered at Amazon com low prices. The spotlight moves EVERY
day so please come often.

ONE MLioN TITLES
oearch Amazon. com's million title catalog by author, subject, title, keyword, and more... Or take
a look at the books we recommend i over 20 categones... Check out our customer rewiews and

the award winners from the Hugo and Nebula to the Pulitzer and Nobel .. and bestsellers are
30% off the publishers list. ..

EvEs & EDITORS. A PERSONAL NOTIFICATION SERVICE
Like to know when that book you want comes out in paperback or when your favorite author
releases a new title? Eves, our tireless, automated search agent, will send you mail. Meanwhile,
our human editors are busy previewing galleys and reading advance reviews. They can let you
know when especially wonderful works are published in particular genres or subject areas. Come
i, meet Eyes, and have it all explamned.
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[ thefacebook ]

o0 0
login register about

[ Welcome to Thefacebook ]

Thefacebook is an online directory that connects people through social networks at colleges.
We have opened up Thefacebook for popular consumption at Harvard University.

You can use Thefacebook to:
® Search for people at your school
¢ Find out who are in your classes
® Look up your friends' friends
® See a visualization of your social network

To get started, click below to register. If you have already registered, you can log in.

. 3

a Ma*r'k ‘Z'bcﬁl;cerbeurg prod Lc'&on =
Thefacebook © 2004
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Use twitir to stay in touch with your friends all the time. If you have a cell and Signin.
can txt, YOU’" never be bored again...E VER! Mobile number (or emal

Password (or PIN)

Whaf .your ln’enc?s a.n tx t [

(or) | Remember me

What are you doing?

Sign in

New? Sign up!

P twitr works best when updated from your
hwm m‘- mobile phone. To verify you are you, we'll
- ' . need your number,

follow along with what your send updates from your cel
inends are doing throughout or irom the webd about Mobile number
tt]c d "y '\'.'."313 ﬂ y! heac

Cet started J

goidman




Everyone's Private Driver

Learn more: How it works | Pricing | Blog

On - demand car service
via iPhone & SMS.

v Book a car onthe fly from your phone or the web.
v Pay {rom the app: no cash required!

v Give us your feedback about the driver

1201 W Grang Ave

Chicago, IL 60842 - i . | - | | l l | o Loam Moo Here

UberCab Beta is currently live in San Francisco.

Learn how it works What are people saying

n sacca

1CONTaMways Lxe sacans, twhen 1001
vso @€ Sy 0 need of
FHASDOMANON, My Hands

.

Rettrg nan @ w' g

s Hela-swanky, supe’
SMpie DIaCK Car Service On your IFhone
Feelrg quae undeservedly bater

busltter

L Copyrght 2010 UberCab | /




“A Minimum Viable Product is that version of
a new product which allows a team to collect
the maximum amount of validated learning
about customers with the least effort.”

- Eric Ries, in The Lean Startup



‘Mediocre entrepreneurs build an
MVP to show something. Great
entrepreneurs build an MVP to
learn something.

-Me



Thelean startup methodology.

Learn from customers, using
small experiments, iterating

constantly.
Build
Measure
Build Adjust
Measure
. Adjust
MBu“d
easure -
Build Adjust voond
easure :
Build  Adjust Adjust |
Measure _ Build
Adjust Build Measure
Measure Adjust

Adjust

Build
Measure
Adjust

Build
Measure
Adjust

Build
Measure
Adjust

Build
Measure
Adjust

Build
Measure
Adjust




Difficult. Easier. Easiest.

HER.ONG ? itk Y
Harvard
THE FOUR STEPS B“Siness

TO THE EPIPHANY

Successful Strategies

for Products that Win Why the Lean
Start-Up Changes
The book that launched Everyth | ﬂg

the Lean Startup revolution

Steve Blank

ERIC KIES
All are on the recommended reading list for BUS-217.
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An engineering professor goes rogue.




Voice Coil

Bearing Shaft (m,)

Additional Mass (m3)

LVDT
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: John Arnold
011€Af10/l Professor of Mechanical Engineering

MIT
”éAE rye Professor Arnold sought to shift the meaning
“'"Adocia fo of engineering design from being “the
L language used to tell fabrication and
redict assembly where to make their cuts” to “the

language of innovation”.

“The engineer can take on some aspects of the

artist and try to improve or increase the salability of

a product or machine by. . .having a keener John Arnold
Professor of

sensitivity for the market and for the kinds of things Mechanical Eng-

people want or don’t want.” ineering
— John E. Arnold
' 1 e y Professor John Arnold believes his four

steps - question, observe, assoclate, and predict hold in

every act of lnnovation, from the lowest level to the highest,
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John Arnold

Professor of Mechanical Engineering
Founder of Engineering Design program at Stanford University

David Kelley
Mechanical Engineering degree from Carnegie-Mellon

Masters Degree from Stanford in Engineering Design
Founder of IDEQ, a product design consultancy




John Arnold

Professor of Mechanical Engineering
Founder of Engineering Design progra

David Kelle



e John Arnold

Professor of Mechanical Engineering
Founder of Engineering Design program at Stanford University

In 2004 Hasso Plattner donated
$40 million for David Kelley to
establish a new dedicated
engineering design program at

Stanford.

Steve Jobs
Co-Founder, Apple

Plattner
of SAP

HASSO PLATTNER
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The d.school at Stanford



Design Thinking

Developed by the d.school at Stanford



Design Thinking:
An engineering framework for creating products that succeed.

Copyright 2022 - Bret Water
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PROTOTYPE

"W

A

Brainstorm

Learn o&ﬁ

the audience

for \Zlhom you cncf1 come up |
are designing, with as man ;
by observation creative ’ Builda L
and inteview. Cr.eate d solutions as representation
Who is my point of view possible. of one or more
earD Wt thatis based 4177 Jags of your ideas to Share your
matters to this ©n user needs encouraged! show to others. prototyped
person? and insights. How can | show idea with your
What are their my idea? original user for
needs? Remember: A feedback.
prototype is What worked?
Just a rough What didn’t?
draft!



Empathy Insight Ideate Prototype Test




Insight Ideate Prototype Test




Insight Ideate Prototype Test

Don’t build anything until you fully understand (empathize
with) the customer and what that customer cares about,

what their daily life looks like, what points of pain they
experience in their life, etc.



Ideate Prototype Test

After fully understanding the
customer and market, what insights
have we uncovered?

What problems do customers have
that no one is solving for them
today?



Empathy

Insight Prototype Test

Brainstorming (the fun
part!). Come up with
Ideas on how we could
solve customers’
problems.

Go wild - no ideas are
stupid at this point in
the process.



Empathy Insight Ideate Test

Build a prototype of
your solution. Start by
prototyping with
words. Show it to
prospective
customers. Get their
input. Gain insight by
watching their
reaction.



Empathy

Insight Ideate Prototype

Make refinements and show it again.

Iterate and test, iterate and test,
iterate and test.

Iterate and test, iterate and test,
iterate and test.

That’s how great products are built.



S ETR

Don’t do as | did in 2000-2001 and build a product based on your unvalidated
assumptions. Get out there, talk to actual customers, and build a product based

on validated understandings.
The only thing that matters is getting to product/market fit.

Getting efficiently to product/market fit can be facilitated by using the concepts
of Customer Development and Design Thinking.

What you think would be a cool product is meaningless. What matters is what
customers think.

An MVP is not something you build to show, it’s something you build to learn
from.






“Entrepreneurship is the pursuit of opportunity,
without regard for resources currently controlled.”

Professor Howard Stevenson
Harvard Business School






A 3-person startup in San Diego set out to create a
fluid that would protect aerospace parts from rusting.

They tried many different formulas, and their
Finally worked.

In 1973, the company had an IP0O. The stock price increased by 61% on the
first day of listing.

Today, the product is used by 60% of all businesses and 80% of all
American households.
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Today it’s a $350M/year company.

WD-40

(because they failed the first 39 times.)

Copyright 2022 - Bret Waters, Stanford University



“I've missed more than 9,000 shots in my
career. I've lost almost 300 games. Twenty-six
times, I've been trusted to take the game
winning shot and missed. I've failed over and
over and over again in my life.
And that’s why | succeed”.

- Michael Jordan, NBA Hall of Fame






Business Model



“A business model describes the
rationale of how an organization
creates, delivers, and captures value”




@ Secure https://www.rolls-royce.com/media/our-stories/discover/2017/totalcare.aspx W
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A circular business model

Our long-term service agreements retain product stewardship. This provides a means

Waiting for irs.tools.investis.com... . T e — reducing waste, increasing efﬁciency, and




Your Online Personal Stylist X

@ Stitch Fix, Inc. [US]

STITCH FIX

https://www.stitchfix.com

FAQ

Offering 0-24W (XS-3X),
petite and maternity.

=== Apps & Google Drive [=] AYSI Book [ Digital Transformati... £S5 BUS-217 [E5 GSBI [ES Building Teams [ Daily Reading Calendar [ Imported [ LTW Presentation

STYLE GUIDE  GIFT CARDS

SIITTCH FIX

YOUR PARTNER IN PERSONAL STYLE

Stitch Fix® is the personal style
service that evolves with your tastes,

needs and lifestyle.

We currently carry 28-42W (XS-2X).

SIGN IN

Bret
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Cdsper Mattress Pillow Sheets More Reviews

Select a size Delivered in 1-3 days

The Casper Mattress
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45/5 (5187) Single 90 X 190 CM - £350 Add to cart

Which?
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Adored: TrustEdmA —__
Yes, we’re‘ Ingrapout a mattress.

g

clalimedc.

6 4 100 Night Trial, 2z, Optional extras: Planned delivery
Free Shipping & Returns > ﬁ & existing mattress removal >



Casper is only three years old and has already developed a cult following — notorious

for disrupting the $14 billion mattress industry and completely changing the way

consumers shop for mattresses.




The Business Model Canvas



|
A business model describes how an organization creates, delivers, and captures value. This canvas provides a way for you to list your hypotheses as to how your venture’s business model will
work. Print this canvas out as large as you can, put it on your wall, and then use sticky notes on it. Remember, these are hypothoses which you will test, swapping-out stickies as you learn.

Solution

How does our product or service solve the problem
we've stated?

Problem

As the saying goes, a problem well-defined is a
problem half solved.

Unique Value Prop
(Differentiation)

Secret Sauce Customer

Within the competitive landscape, what is your
positioning? Help your customers understand
what is different about you, compared with the
alternatives in the marketplace.

Examples: Organic, the most convenient location,
focus on speed, focus on personalized service,
cheapest, customized products, largest selection.

(Defensibility)

Something you have that your competitors don’t
have. Something that can’t be easily developed or
bought.

Examples: Patents filed, proprietry process,
exclusive distributorships, uniquely qualified
team.

Segments

How would you segment the universe of customers
you plan to serve?

Examples: Teens, Parents, Geeks, Fortune 500
companies, family-run companies, fashion
queens.Something you have that your competitors
don’t have. Something that can’t be easily

developed or bought.

Examples: Patents filed, proprietry process,
exclusive distributorships, uniquely qualified
team.

Channels

What are the channels through which you will sell
to customers?

Key Metrics

Startups can’t afford to track and chase a whole
bunch of different metrics. What are the top 1-3
metrics that we need to focus on?
Examples: Retail stores, direct via your website,
mobile app, direct sales team, resellers’ sales
teams, value added resellers.

Key Partners

What are the partnerships that we will need to
form in order for our venture to be a success?

Early Adopters

Which market segment is likely to be the
early-adopters of your product?

The Wow!

What one feature will really impress customers

. . . . and make your product stand out?
Examples: Retail chains, delivery services,

government agencies, financial services
institutions, independent software vendors.

Revenue Streams

Every business needs revenue, and a great
business needs multiple revenue streams.

Cost Structure

What will our primary costs be? Will the venture
be a cost-driven business like a no-frills airline or
will it be value-driven like a luxury brand? List

your principle costs here. Examples: subscriptions, advertising,

merchandising sales, commissions.
Examples: Rent for retail locations, labor, scientific

staff, IT services, software development.

This version of the Business Model Canvas is a creation that stands on the shoulders of several giants. First among them is Alexander Osterwalder, in his terrific book Business Model Generation: A Handbook for
Visionaries, Game Changers, and Challengers. His canvas is availible via a Creative Commons license from Strategyzer AG. Ash Maurya then created the Lean Canvas, a version that aligned with Eric Reis’s Lean
Startup nonmenclature. Adobe then added the "Wow"” box on their Kickbox framework. Licensed under the Creative Commons/Attribution-Share Alike 3.0 Unported License
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|
A business model describes how an organizlon creates, delivers, and captures value. This canvas provides a way for you to list your hypotheses as to how your venture’s business model will
work. Print this canvas out as large as you can, put it on your wall, and then use sticky notes on it. Remember, these are hypothoses which you will test, swapping-out stickies as you learn.

Problem Solution Unique V

. . How does our product or service solve the problem u e P ro p
As the saying goes, a problem well-defined is a , = = g
problem half solved. we've stated? (lefe rentlatlon)

Within the competitive land$hpe, what is your
positioning? Help your custoflers understand
what is different about you, compared with the
alternatives in the marketplace.

Customer
Segments

How would you segment the universe of customers
you plan to serve?

Secret Sauce
(Defensibility)

Something you have that your competitors don’t
have. Something that can’t be easily developed or
bought.

Examples: Teens, Parents, Geeks, Fortune 500
companies, family-run companies, fashion
queens.Something you have that your competitors
don’t have. Something that can’t be easily
developed or bought.

Examples: Patents filed, proprietry process,
exclusive distributorships, uniquely qualified
team.

Examples: Organic, the mosjionvenient location,
focus on speed, focus on persggpalized service,
cheapest, customized products, largest selection.

[—

Examples: Patents filed, proprietry process,
exclusive distributorships, uniquely qualified
team.

>

arket

Key Metrics Channels

Startups can’t afford to track and chase a whole What are the channels through which you will sell
bunch of different metrics. What are the top 1-3 to customers?

metrics that we need to focus on?
Examples: Retail stores, direct via your website,

mobile app, direct sales team, resellers’ sales

Key Pa rtn e rs teams, value added resellers.
What are the partnerships that we will need to Th e WOW

form in order for our venture to be a success?

Early Adopters

Which market segment is likely to be the
early-adopters of your product?

What one feature will reallyglinpress customers
and make your product stand out?

Examples: Retail chains, delivery services,
government agencies, financial services
institutions, independent software vendors. I

Revenue Streams

Every business needs revenue, and a great
business needs multiple revenue streams.

Cost Structure

What will our primary costs be? Will the venture
be a cost-driven business like a no-frills airline or
will it be value-driven like a luxury brand? List

your principle costs here.

Examples: subscriptions, advertising,

merchandising sales, commissions.

Examples: Rent for retail locations, labor, scientific
staff, IT services, software development.

This version of the Business Model Canvas is a creation that stands on the shoulders of several giants. First among them is Alexander Osterwaldejjlin his terrific book Business Model Generation: A Handbook for
Visionaries, Game Changers, and Challengers. His canvas is availible via a Creative Commons license from Strategyzer AG. Ash Maurya then crefid the Lean Canvas, a version that aligned with Eric Reis’s Lean a n 0 r -

Startup nonmenclature. Adobe then added the "Wow"” box on their Kickbox framework. Licensed under the Creative Commons/Attribution-SharfggAlike 3.0 Unported License




|
A business model describes how an organization creates, delivers, and captures value. This canvas provides a way for you to list your hypotheses as to how your venture’s business model will
work. Print this canvas out as large as you can, put it on your wall, and then use sticky notes on it. Remember, these are hypothoses which you will test, swapping-out stickies as you learn.

Solution

How does our product or service solve the problem
we've stated?

Problem

As the saying goes, a problem well-defined is a
problem half solved.

Unique Value Prop
(Differentiation)

Secret Sauce Customer

Within the competitive landscape, what is your
positioning? Help your customers understand
what is different about you, compared with the
alternatives in the marketplace.

Examples: Organic, the most convenient location,
focus on speed, focus on personalized service,
cheapest, customized products, largest selection.

(Defensibility)

Something you have that your competitors don’t
have. Something that can’t be easily developed or
bought.

Examples: Patents filed, proprietry process,
exclusive distributorships, uniquely qualified
team.

Segments

How would you segment the universe of customers
you plan to serve?

Examples: Teens, Parents, Geeks, Fortune 500
companies, family-run companies, fashion
queens.Something you have that your competitors
don’t have. Something that can’t be easily

developed or bought.

Examples: Patents filed, proprietry process,
exclusive distributorships, uniquely qualified
team.

Channels

What are the channels through which you will sell
to customers?

Key Metrics

Startups can’t afford to track and chase a whole
bunch of different metrics. What are the top 1-3
metrics that we need to focus on?
Examples: Retail stores, direct via your website,
mobile app, direct sales team, resellers’ sales
teams, value added resellers.

Key Partners

What are the partnerships that we will need to
form in order for our venture to be a success?

Early Adopters

Which market segment is likely to be the
early-adopters of your product?

The Wow!

What one feature will really impress customers

. . . . and make your product stand out?
Examples: Retail chains, delivery services,

government agencies, financial services
institutions, independent software vendors.

Revenue Streams

Every business needs revenue, and a great
business needs multiple revenue streams.

Cost Structure

What will our primary costs be? Will the venture
be a cost-driven business like a no-frills airline or
will it be value-driven like a luxury brand? List

your principle costs here. Examples: subscriptions, advertising,

merchandising sales, commissions.
Examples: Rent for retail locations, labor, scientific

staff, IT services, software development.

This version of the Business Model Canvas is a creation that stands on the shoulders of several giants. First among them is Alexander Osterwalder, in his terrific book Business Model Generation: A Handbook for
Visionaries, Game Changers, and Challengers. His canvas is availible via a Creative Commons license from Strategyzer AG. Ash Maurya then created the Lean Canvas, a version that aligned with Eric Reis’s Lean
Startup nonmenclature. Adobe then added the "Wow"” box on their Kickbox framework. Licensed under the Creative Commons/Attribution-Share Alike 3.0 Unported License
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Business Model Canvas

Problem

As the saying goes, a problem well-defined is a
problem half solved.

Medical regearch ghows
that a healthy breakfagt ig
an important way to gtart
the day, and yet many busy
profeggionals and families
don’t have the time to
prepare a healthy breakfast
for themgelveg every morn-

ing.

Key Partners

What are the partnerships that we will need to
form in order for our venture to be a success?

Examples: Retail chains, delivery services,
government agencies, financial services
institutions, independent software vendors.

Health organziations that
may endorge our product.

Cost Structure

What will our primary costs be? Will the venture
be a cost-driven business like a no-frills airline or
will it be value-driven like a luxury brand? List
your principle costs here.

Examples: Rent for retail locations, labor, scientific
staff, IT services, software development.

Solution

How does our product or service solve the problem
we've stated?

For bugy people who
want to eat healthy,
Breakfust i a subgerip-
tion-baged gervice that
delivers fregh, healthy
breakfagte directly to
your home or office.

Key Metrics

Startups can’t afford to track and chase a whole
bunch of different metrics. What are the top 1-3
metrics that we need to focus on?

. Number of new
aubeeriberg each month.

2. Churn rate.

Significant initial cogts to develop the
eoftware and the menu itema.

Operating coste plug COGS. Key will be

keeping kitchen wagte low.

Unique Value Prop
(Differentiation)

Within the competitive landscape, what is your
positioning? Help your customers understand
what is different about you, compared with the
alternatives in the marketplace.

Secret Sauce
(Defensibility)

Something you have that your competitors don’t
have. Something that can’t be easily developed or
bought.

Examples: Patents filed, proprietry process,
exclusive distributorships, uniquely qualified
team.

Examples: Organic, the most convenient location,
focus on speed, focus on personalized service,
cheapest, customized products, largest selection.

A pagionate founding
team, lager-focuged on
healthy breakfacte for
our cugtomerg and a
proprietary technology
platform.

Unlike other food delivery
companieg, we are
uniquely focuged jugt on
delicious, healthy break-
fagte.

Channels

What are the channels through which you will sell
to customers?

Examples: Retail stores, direct via your website,
mobile app, direct sales team, resellers’ sales
teams, value added resellers.

A business model describes how an organization creates, delivers, and captures value. This canvas provides a way for you to list your hypotheses as to how your venture’s business model will
work. Print this canvas out as large as you can, put it on your wall, and then use sticky notes on it. Remember, these are hypothoses which you will test, swapping-out stickies as you learn.

Customer
Segments

How would you segment the universe of customers
you plan to serve?

Examples: Teens, Parents, Geeks, Fortune 500
companies, family-run companies, fashion
queens.Something you have that your competitors
don’t have. Something that can’t be easily
developed or bought.

Examples: Patents filed, proprietry process,

exclusive distributorships, uniquely qualified
team.

Working parents.
Bugy millenials.
Health-concious gingles.

Qeniore.

The Wow!

What one feature will really impress customers
and make your product stand out?

Initially we will gell direct

Early Adopters

Which market segment is likely to be the
early-adopters of your product?

t0 congumerg via our

In addition to being webgite..

healthy, our breakfagte

are genuinely delicioug! Doun the road we may

partner with parent and
health organizationg ag 4
ealeg channel.

Revenue Streams

Every business needs revenue, and a great business
needs multiple revenue streams.

Examples: subscriptions, advertising,
merchandising sales, commissions.

- Home subseriptiong.
- Company oftice gubscriptions.

We think that working
parents will be our early
adopterg becauge they
are time-contrained and
care about family health.

Down the road there may be opportunities for gpongored

product placement (branded ingredients).

This version of the Business Model Canvas is a creation that stands on the shoulders of several giants. First among them is Alexander Osterwalder, in his terrific book Business Model Generation: A Handbook for

Visionaries, Game Changers, and Challengers. His canvas is availible via a Creative Commons license from Strategyzer AG. Ash Maurya then created the Lean Canvas, a version that aligned with Eric Reis’s Lean
Startup nonmenclature. Adobe then added the "Wow” box on their Kickbox framework. Licensed under the Creative Commons/Attribution-Share Alike 3.0 Unported License
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Business Model Ganvas

Problem Solution

As the saying goes, a problem well-defined is a
problem half solved.

we’ve stated?

Medical regearch showg
that a healthy breakfagt ig
an important way to start
the day, and yet many bugy
profesgionals and familieg

delivera freg

healthy,

How does our product or service solve the problem

For bugy people who
want 1o eat
Breakfugt ig

4 SUDACTIp-

), hea

don’t have the time to
prepare a healthy breakfagt
for themgelveg every morn-

ing.

breakfagte o

irectlL

Key Metrics

Startups can’t afford to track and chase a whole
bunch of different metrics. What are the top 1-3
metrics that we need to focus on?

tion-baged gervice that

thy
10

your home or office.

A business model describes how an organization creates, delivers,
work. Print this canvas out as large as you can, put it on your w

Unique Value Pro
(Differentiation)

Within the competitive landscape, what is your
positioning? Help your customers understand
what is different about you, compared with the
alternatives in the marketplace.

Examples: Organic, the most convenient location,

focus on speed, focus on personalized service,
cheapest, customized products, largest selection.

Unlike other food delivert
companies, we are
uniquely focuged jugt on
delicioug, healthy break-
fagte.



A business model describes how an organization creates, delivers, and captures value. This canvas provides a way for you to list your hypotheses as to how your venture’s business model will
work. Print this canvas out as large as you can, put it on your wall, and then use sticky notes on it. Remember, these are hypothoses which you will test, swapping-out stickies as you learn.

Solution Unique Value Prop | Secret Sauce Customer

How does our product or service solve the problem

we've stated? (Differentiation) (Defensibility)

Within the competitive landscape, what is your

Segments

Something you have that your competitors don’t

) po;ittio.n;ng[? Heip )I;oml: customers unccilersf;lni have. Something that can’t be easily developed or How would you segment the universe of customers
what is different about you, compared with the boucht. you plan to serve?
> ] For bugy peop[e Who alternatives in the marketplace. &
|1Q h Examples: Patents filed, proprietry process, Examples: Teens, Parents, Geeks, Fortune 500
wa l’\f ]LO Qaf ea -‘-r\g) Examples: Organic, the most con.venient l?cation, exclusive distributorships, uniquely qualified companies, family-run companies, fashion
""f Brea k{ugf IQ a QU OQO” - focus on speed, focus on personalized service, team. queens.Something you have that your competitors
p cheapest, customized products, largest selection. don’t have. Something that can’t be easily

JUSY ‘HOﬂ‘bQQQd gervice fhaf A pagionafe {Ounding developed or bought.

¢ | delivers freh, healthy Unlike other food delivery team, lager-focuged on | e e e e
- ot breakfasts directly to companieg, we are healthy breakfaste for eam,

ast | your home or office. uniquely focuced just on our customerg and 4

- delicious, healthy break- proprietary technology
facte plattorm.

Working parents.

Bugy milleniale.

Channels Health-concioug ginglex.

What are the channels through which you will sell
to customers?

Key Metrics

Startups can’t afford to track and chase a whole
bunch of different metrics. What are the top 1-3
metrics that we need to focus on?

Qeniora.

Examples: Retail stores, direct via your website,
mobile app, direct sales team, resellers’ sales

teams, value added resellers.
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iess model describes how an organization creates, delivers, and captures value. This canvas provides a way for you to list your hypotheses as to how your venture’s business model will
.. Print this canvas out as large as you can, put it on your wall, and then use sticky notes on it. Remember, these are hypothoses which you will test, swapping-out stickies as you learn.

Unique Value Prop
(Differentiation)

Within the competitive landscape, what is your
positioning? Help your customers understand
what is different about you, compared with the
alternatives in the marketplace.

Secret Sauce Customer

Something you have that your competitors don’t
have. Something that can’t be easily developed or How would you segment the universe of customers

bought. you plan to serve?

exclusive distributorships, uniquely qualified companies, family-run companies, fashion
team. queens.Something you have that your competitors

don’t have. Something that can’t be easily
developed or bought.

Examples: Organic, the most convenient location,
focus on speed, focus on personalized service,
cheapest, customized products, largest selection.

A pagionate founding
team, lager-focuged on
healthy breakfagte for e
our cugtomers and a
proprietary technology
platform.

Examples: Patents filed, proprietry process,
exclusive distributorships, uniquely qualified

Unlike other food delivery

companieg, we are
uniquely focuged jugt on
delicioug, healthy break-
fagte.

Working parents.

Bugy milleniale.

Channels Health-concioug ginglex.

What are the channels through which you will sell

to customers? .
Seniors.

Examples: Retail stores, direct via your website,

mobile app, direct sales team, resellers’ sales

teams, value added resellers.

The Wow! Early Adopters

Which market segment is likely to be the

What one feature will really impress customers ln”—la“u we wl[[ ge[[ d”ﬂecf early-adopters of your product?
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Channels Health-concioug ginglex.

What are the channels through which you will sell

fo customers? geﬂlor‘g

Examples: Retail stores, direct via your website,

mobile app, direct sales team, resellers’ sales

teams, value added resellers.
o Wow! Early Adopters
e feature will really impress customers l -l- [[ [[ [[ d [ -‘— Z‘:rlli C_izagioai;lzii .:)egn;s:t ijolg;il{?to vethe
ce your product stand out? nitia g we will e rec yradop fyourp

t0 congumerg via our | |
addtion fobeing | webse prnts o e o
ealthy, our breakfagte Zdo tore because the )
re genuinely delicioug! Uown the road we may 4 > S

genuiney ' are time-contrained and

partner with parent and
health organizationg ag a
ealeg channel.

care about family health.

Revenue Streams

o) Every business needs revenue, and a great business

needs multiple revenue streams. _ Home QUbgC”phOng°

Examples: subscriptions, advertising,

merchandising sales, commissions. - OOmpaﬂg O]CﬁCQ QUbQCFIpﬂOﬂQ.

il be

Down the road there may be opporfunmeg for gpongored
product placement (branded ingredientg).

ander Osterwalder, in his terrific book Business Model Generation: A Handbook for

1 Maurya then created the Lean Canvas, a version that aligned with Eric Reis’s Lean
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Key Metrics Channels

Startups can’t afford to track and chase a whole What are the channels through which you will sell
bunch of different metrics. What are the top 1-3 to customers?
metrics that we need to focus on?

Key Partners . Number of new

What are the partnerships that we will need to

form in order for our venture to be a success? QUbQOrlberQ 980h W\Om’h.

Examples: Retail stores, direct via your website,
mobile app, direct sales team, resellers’ sales
teams, value added resellers.

The Wow! |

. . °ep e ° ° I/
What one feature will really impress customers [ﬂlflalg we U.“[[ ge“ dlrec.‘. 0

, : : : and make your product stand out?
Examples: Retail chains, delivery services,

to conqumers via our

n addition to being webgite.

nealthy, our breakfacte

are genuinely delicious! Down the road we may
partner with parent and

health organizationg ag 4
ealeg channel.

government agencies, financial services 2 Qh
institutions, independent software vendors. . urn rafe.

Health organziationg that
may endorge our product.

Cost Structure Revenue Streams
e e e Significant initial cogte to develop the il oo e 87t bH -

- ~ome gupaceripriong.
R et S Oompang office euba

will it be value-driven like a luxury brand? List

your principle costs here. | QOHWare aﬂd fhe meﬂu lfemg.

Examples: Rent for retail locations, labor, scientific

staff, IT services, software development. Opera_hng COQfQ p[ug Ooeg Keg wlll be
keeping kitchen wagte low.

Down the road there may b
product placement (branded

BU

This version of the Business Model Canvas is a creation that stands on the shoulders of several giants. First among them is Alexander Osterwalder, in his terrific book Business Model Generation: A Handbook for
Visionaries, Game Changers, and Challengers. His canvas is availible via a Creative Commons license from Strategyzer AG. Ash Maurya then created the Lean Canvas, a version that aligned with Eric Reis’s Lean
Startup nonmenclature. Adobe then added the "Wow"” box on their Kickbox framework. Licensed under the Creative Commons/Attribution-Share Alike 3.0 Unported License
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at we need to focus on?
Examples: Retail stores, direct via your website,

mobile app, direct sales team, resellers’ sales
teams, value added resellers.
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Revenue Streams
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