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What two (2) words can best describe / define 
Entrepreneurship ? 

Aside from this example - IDEA & BUSINESS.

PURSUIT

OPPORTUNITY



What is the 

primary 

purpose of  a 

business?
The purpose of a business is to offer value (through
products and/or services) to customers, who pay for the
value with cash or equivalents. © Alan Weiss 2013

Customer value is the perception
of what a product or service is 
worth to a customer versus the 
possible alternatives. 

Worth means whether the 
customer feels that he or she 
received benefits and services 
over what was paid.

Customer Value = Benefits – Cost



So, what is a

A value proposition is a promise of 
value to be delivered, communicated, 
and acknowledged. 

It is also a belief from the customer 
about how value will be delivered, 
experienced and acquired.





Define briefly



So, what is a Business Model?
o The business model spells out a set of planned activities 

designed by a company to result in a profit in the marketplace

OR

o “A business model describes the rationale of how an 
organization creates, delivers, and captures value”
(Osterwalder & Pigneur, 2009)

o So, the business model comprises of several elements: 
product/service, distribution, customers, financial viability

Company 
(value 

creator)

Deliver 
value Customer 

(value 
receiver)Capture 

value

ALEX OSTERWALDER
Inventor, Business Model Canvas

Co-founder, strategyzer.com
Lead Author, Business Model Generation

“The Business Model Canvas is a strategic 
management template for developing new or 
documenting existing business models. It is a visual 
chart with elements describing a firm’s value 
proposition, infrastructure, customers, and finances.” 

http://en.wikipedia.org/wiki/Strategic_management


How to operate the Business Model Canvas

Business Model Canvas Example – Smart Door Lock

http://youtu.be/QoAOzMTLP5s






PETER RAMSENTHALER (February 11, 2016)
6 Big Mistakes That Make Startups Fail / Effective Marketing Management

https://www.marmind.com/en/6-big-mistakes-make-startups-fail/

Top 10 causes of startup business failure:

• No market need: 42 percent;

• Ran out of cash: 29 percent;

• Not the right team: 23 percent;

• Got outcompeted: 19 percent;

• Pricing / Cost issues: 18 percent;

• User un-friendly product: 17 percent;

• Product without a business model: 17 percent;

• Poor marketing: 14 percent;

• Ignore customers: 14 percent; and

• Product mistimed: 13 percent.

STARTUP STATISTICS – The Numbers You Need to Know (March 28, 2019)
https://smallbiztrends.com/2019/03/startup-statistics-small-business.html

https://www.marmind.com/en/6-big-mistakes-make-startups-fail/
https://www.cbinsights.com/research/startup-failure-reasons-top/
https://smallbiztrends.com/2019/03/startup-statistics-small-business.html










What were omitted:

• Key Activities and Key Resources- Ash found out that 
they were more outside-focused when gauged with the 
entrepreneur’s needs. They had also been covered in 
the Solution box.

• Customer Relationships- a deeply focused startup 
business should establish customer relationships from 
the beginning. As such, these were covered in the 
Channels box.

• Key Partners- Ash removed this category regarding the 
fact that most startups don’t require specific key 
partners when putting up because they deal in 
unknown and untested products. As such, it would be a 
waste of time trying to build such relationships.



What were added:

• Problem- a problem box was included because several businesses 
do fail applying a lot of effort, financial resources and time to 
build the wrong product. It is therefore vital to understand the 
problem first.

• Solution- once a problem has been recognized the next thing is to 
find an amicable solution to it. As such, a solution box with the 
Minimum Viable Product “MVP” concept was included.

• Key Metrics- a startup business can better focus on one metric 
and build on it. The metrics include the range of products or 
services you want to provide. It is therefore crucial that the right 
metric is identified because the wrong one could be catastrophic 
to the startup.

• Unfair Advantage- this is basically the competitive advantage. A 
startup should recognize whether or not it has an unfair 
advantage over others.



Basic Definitions
• The Value Proposition Canvas makes explicit how you 

are creating value for your customers. It helps you 
tackle a core challenge of every business — designing 
and creating compelling products and services 
customers want to buy. (Strategyzer)

• The Business Model Canvas is a strategic 
management and entrepreneurial tool. It allows you to 
describe, design, challenge, invent, and pivot your 
business model. (Strategyzer)

• The Lean Canvas promises an actionable and 
entrepreneur-focused business plan. It focuses on 
problems, solutions, key metrics and competitive 
advantages. (Canvanizer)



Lean Canvas is an adaptation of Business Model Canvas by Alexander Osterwalder which Ash Maurya created 
in the Lean Startup spirit (Fast, Concise and Effective startup).

http://www.ashmaurya.com/






1. Improve likelihood of success and reduce risk by 
utilizing the Lean Canvas tool at the right time in 
between coupling the Value Proposition Canvas 
and the Business Model Canvas.

2. Ensure your Unique Value Proposition (UVP) - the 
translation of product or service features into 
customer benefits - is clear and concise.

3. Spend needed cycles to ensure your UVP is a 
differentiator - one that endures beyond the first 
time use of your product or service.



Additional Notes on Lean Canvas

• The Lean Canvas was designed for startups and has 
components specifically targeted to support the lean 
startup process. 

• Lean Canvas is utilized to validate your ideas and 
concept. Companies often move to business model 
canvas when they have validated the business or are 
already a traditional business.

• The Lean Canvas is also majorly meant for 
entrepreneurs and not the customers, consultants, 
investors or advisors. It has no specific medium of 
implementation and you can use it first and then shift 
to the Business Model Canvas or either way.

Additional Notes on Lean Canvas

• The Lean Canvas is more actionable and 
entrepreneur-focused. It deeply focuses on startup 
factors such as uncertainty and risk. 

• Lean Canvas promises an actionable and 
entrepreneur-focused business plan. It focuses on 
problems, solutions, key metrics and competitive 
advantages. 

• Quotes:
• “Business models are a one-page business plans.”
• “I don’t read a lot of fiction, but when I do, it’s a 100 page 

business plan attached to a 5-year spreadsheet with 
numbers that all go up and to the right.” – Teams Need 
Business Models, Not Business Plans, David Bland

http://www.bigvisible.com/2012/08/teams-need-business-models-not-business-plans/
http://www.bigvisible.com/author/dbland/


Additional Notes on Lean Canvas

• Quotes:

• “Business plans take too long to write, are seldom 
updated, and almost never read by others, but 
documenting your hypotheses is key.” –
LeanCanvas.com

• “Document your key business model assumptions 
(and learning) in a portable format that you can 
share and discuss with people other than 
yourself.” – Ash Maurya

• Why Lean Canvas: “Based on Alex Osterwalder’s
Business Model Canvas. Optimized for Lean 
Startups.” – http://leancanvas.com

“Your true competition is NOT who you 
think they are, but who your customers 
think they are.” – Ash Maurya

“If anything, the Lean Canvas is heavily 
“problem focused”.” – Ash Maurya

http://leancanvas.com/
http://www.ashmaurya.com/2012/02/why-lean-canvas/
http://leancanvas.com/


Bill Gross, “The Single Biggest Reason Shy Startups Succeed”

Bill Gross, “The Single Biggest Reason Shy Startups Succeed”


