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Let’s write a 
business plan 
based on a song 
about margaritas…

Great idea!  Us 
parrots heads 
have about 
$2,200,000,000 to 
spend.



Agenda
• Introduction & Housekeeping 

• Opening Poll 

• I’ve Got A Great Idea —> Burn the biz plan! 

• Introducing the Business Model Canvas - Hands-on exercise 

• BMC Mastery & Variations 

• Second Poll 

• Introducing the Value Proposition Canvas -  Hands-on exercise 

•  Testing Business Ideas 

• Wrap up



 Who is this guy…

 Then  Now



A well-written business plan is the key to a 
successful business.

     Very Much Agree  

or Pretty Much Agree  

or  Somewhat Disagree  

or Very Much Disagree 

Share your answer and why you chose that answer 
with another participant.  One minute each.





https://youtu.be/WnPjqt6vEzA



Business schools teach that the most 
important prerequisite for starting a 
business is a business plan. Nonsense, 
says Carl Schramm in Burn the Business 
Plan... 

…Microsoft, Apple, Facebook, and Google 
are just a few of the companies that began 
without one.

Carl J.   is University Professor at Syracuse University and former president of the Ewing 
Marion Kauffman Foundation.

“The last thing which you should 
concern yourself now - during the 
earliest stages of your business – is 
writing lengthy plans or long-winded 
executive summaries.” 

from chapter “Business Plans Suck”



http://t.co/whjrQDtRCD









Business Model Canvas versus a Biz Plan 

• Canvas is quicker to do and 
helps to surface critical 
assumptions for testing. 
• A Canvas has nine 

components, each one can 
be a section in the business 
plan. 
• Not suitable if you are 

looking for bank funding but 
is a good intro for investors.

• Distills ideas to concepts and 
lets you focus on what is 
important. 
• Let’s you capture and 

visualize complex 
businesses. 

• Looking at a Canvas makes 
your business easier to 
understand.



…would have zero impact on my business



Each the nine BMC components corresponds to one 
or more sections of a traditional business plan 



Example: Mobile Cellphone Repair

Source: cellphonerepair.com



The Business Model Canvas

Cost Structure 
• What are the most important costs inherent to our business 

model? 
• Which key resources are most expensive?  
• Which key activities are most expensive?  

Key Partners 
• Who are our key partners? 
• Who are our key suppliers? 
• Which key resources are we 

acquiring from our partners? 
• Which key activities do partners 

perform?  

Key Activities 
• What key activities do our value 

propositions require? 
• Our distribution channels? 
• Customer relationships? 
• Revenue streams? 

Key Resources 
• What key resources do our value 

propositions require? 
• Our distribution channels? 
• Customer relationships? 
• Revenue streams 

Customers 
• How do we get, keep and grow 

customers? 
• Which customer relationships have 

we established? 
• How are they integrated with the 

rest of our business model? 
• How costly are they? 

Customer Relationships 
• How do we get, keep and grow 

customers? 
• Which customer relationships have we 

established? 
• How are they integrated with the rest 

of our business model? 
• How costly are they? 

Channels 
• Through which channels do our 

customer segments want to be 
reached? 

Value Proposition 
• What value do we deliver to the 

customer? 
• Which one of our customers’ 

problems are we helping to solve? 
• What bundles of products and 

services are we offering to each 
segment? 

• Which customer needs are we 
satisfying? 

• What is the minimum viable 
product? 

Revenue Streams 
• For what value are our customers really willing to pay? 
• For what do they currently pay? 
• What is the revenue model? 
• What are the pricing tactics?  



Work in teams of three 
or four to complete a 
business model canvas 
for a Mobile Cell Repair 
business.  Use the 
sheet of removable 
labels to get started.



We’re halfway! 

How are you doing? 

Raise your hand if  
you need help.



Cost Structure 
• What are the most important costs inherent to our business model? 
• Which key resources are most expensive?  
• Which key activities are most expensive?  

Key Partners 
• Who are our key partners? 
• Who are our key suppliers? 
• Which key resources are we 

acquiring from our partners? 
• Which key activities do partners 

perform?  

Key Activities 
• What key activities do our value 

propositions require? 
• Our distribution channels? 
• Customer relationships? 
• Revenue streams? 

Key Resources 
• What key resources do our value 

propositions require? 
• Our distribution channels? 
• Customer relationships? 
• Revenue streams 

Customers 
• How do we get, keep and grow 

customers? 
• Which customer relationships have 

we established? 
• How are they integrated with the 

rest of our business model? 
• How costly are they? 

Customer Relationships 
• How do we get, keep and grow 

customers? 
• Which customer relationships have we 

established? 
• How are they integrated with the rest 

of our business model? 
• How costly are they? 

Channels 
• Through which channels do our 

customer segments want to be 
reached? 

Value Proposition 
• What value do we deliver to the 

customer? 
• Which one of our customers’ 

problems are we helping to solve? 
• What bundles of products and 

services are we offering to each 
segment? 

• Which customer needs are we 
satisfying? 

• What is the minimum viable 
product? 

Revenue Streams 
• For what value are our customers really willing to pay? 
• For what do they currently pay? 
• What is the revenue model? 
• What are the pricing tactics?  

College Students

Residents within 
10 miles

Quick, 
convenient cell 
phone repair 

Provide Loaner 
Phones 

Word of Mouth

Online Advertising – SEO 
etc. 

Face to face repair and 
sales 

Refer a Friend Rewards 

Completing phone repairs

Maintaining Social Media 
Marketing 

Skilled Technicians 

Parts 

Parts suppliers  

Local Business 
Association 

Van loan payments 

Equipment purchases 
Sales of used phones 

Repair fees: labor & parts 

Mobile Cellphone Repair Business Model Canvas

Copyright 2020 Timothy Daniel.  All rights reserved.



BLAH
BLAH
BLAH





Using the Canvas to ”plan”…

Deposit Photos: 12510712



Using the Canvas to ”diagnose”…

Source: Unknown



Using the Canvas to ”teach”…

Deposit Photos: 157569920



BMC Alternatives and/or complex examples



Future

as-is

to-be

Business Model Transformation

Current



BMC & Growth Wheel



SWOT Analysis

Current Model

Future Model(s)

Strengths & weaknesses

Opportunities & threats



Match the relevant patterns to 
one or more of the businesses*.   
A.Offer distinct value propositions that are distinct that are hard to find or 

impossible to copy. 
B.Target an underserved market. 
C. Create a disruptively low cost structure. 
D.Change how to reach and acquire a large number of customers. 
E. Configure product or services to match the exact specifications of 

customers. 
F. Generate recurring revenues. 
G.Eliminate the most costly resources, activities, and partners from your 

business model, even if that means limiting your value proposition. 
H.Make it difficult for customers to leave or switch to competitors. 

*Not every pattern has a strong matching business.

1

2

3



Become a BMC Expert

BEGINNERS 
(checklist)

THE MASTERS  
(story)

THE INVINCIBLE

<

LEVEL 1 STRATEGIES
LEVEL 2 STRATEGIES

LEVEL 3 STRATEGIES

APPLE 
AMAZON

DELL 
WII 
NESPRESSO



Follow on Masterclass series

https://bit.ly/481ljbS

Register at:Advanced Business Model Canvas: multi-
sided models, patterns & best practices 

Advanced Value Proposition Canvas: Jobs-
To-Be-Done, Mapping Pains & Gains 

Derisking a business idea or model:  
Assumption mapping and testing 
techniques 

Using AI (ChatGPT): for business planning 
and testing 

They’re free!

https://bit.ly/481ljbS


           Who is this guy #2

The First Mate.

Giving back.

My Design Thinking Mentors.
Captain.

Change is hard.

Asking for help is even harder.



Product feasibility is the number one reason 
businesses fail.

     Very Much Agree  

or Pretty Much Agree  

or  Somewhat Disagree  

or Very Much Disagree 

Share your answer and why you chose that answer 
with another participant.  One minute each.





Top 20 reasons startups fail

1. No Market Need (42%)
2. Ran Out of Cash (29%)
3. Not the Right Team (23%)
4. Get Outcompeted (19%)
5. Pricing/Cost Issues (18%)
6. User Unfriendly Product (17%)
7. Product without a Biz Model (17%)
8. Poor Marketing (14%)
9. Ignore Customers (14%)
10. Product Mis-Timed (13%)

11. Lose Focus (13%)
12. Disharmony w/Team/Investors (13%)
13. Pivot gone Bad (10%)
14. Lack Passion (9%)
15. Failed Geographical Expansion (9%)
16. No Financing/Investor Interest (8%)
17. Legal Challenges (8%)
18. Didn’t Use Network (8%)
19. Burn Out (8%)
20. Failure to Pivot (7%)

https://www.cbinsights.com/research/startup-failure-reasons-top/



The balancing act: which comes first?



Strategyzer.com



From Business Model Canvas to Value Proposition

Strategyzer.com



Strategyzer.com



Put yourself in the 
customer’s shoes!

 A great value proposition starts with a  deep 
understanding of customers…



Customer Job(s)

jbd.info & intercom.com



Compelling jobs usually persist 
over time!



Jobs can be functional, emotional or social.
Strategyzer.com



What are the jobs-to-be done, pains & 
gains for a pizza restaurant’s customers?



Customer Profile for Pizza Restaurant
Customer 
Segment

Neighborhood 
Families

Budget 
friendly 
specials

Stay on a 
budget

Happy 
Hour 
Adult 

Beverage
s

Celebrate 
a special 
occasion

Limited 
menu

Get 
something 

to eat

Noisy

Inconsistent 
food

Kid 
Friendly



What are the products & services, gain creators and 
pain relievers offered by our pizza restaurant?



Covid Customer Profile
Customer 
Segment

Families who 
want to 

celebrate

Food & 
drinks 

together

Relax & 
Enjoy

Clean up

Celebrate 
together 
virtually

Celebrate 
special 

occasion

Cold food

Order is 
messed 

up.

Get 
something 

to eat

Stay safe 
at home

Wide 
menu 

choices



New value map
Value Map

Family 
friendly 
take out 
service

Packages 
can include 

beer or 
wine.

Individual 
menu 

choices.

At home 
safety + 

restaurant 
experience..

Special 
occasion 
meals.

Easy to heat 
& serve.

Support for 
multi-

location 
(remote) 
dining.



New Value Proposition

Value Map

Family 
friendly 
take out 
service

Packages 
can include 

beer or 
wine.

Individual 
menu 

choices.

At home 
safety + 

restaurant 
experience..

Special 
occasion 
meals.

Easy to heat 
& serve.

Support for 
multi-

location 
(remote) 
dining.

Customer Profile

Food & 
drinks 

together

Relax & 
Enjoy

Clean 
up

Celebrate 
together 
virtually

Celebrate 
special 

occasion

Cold 
food

Order is 
messed 

up.

Get 
something 

to eat

Stay safe 
at home

Wide 
menu 

choices

FIT?



Work in teams of three 
or four to complete a 
value proposition 
canvas for a Mobile 
Cell Repair business.  
Use the sheet of 
removable labels to get 
started.



We’re halfway! 

How are you doing? 

Raise your hand if  
you need help.



Customer Segments

Completed Canvas
Value Map

Certified 
Technicians & 

original 
manufacturer 

parts

Fix while 
your wait

We go to 
you: home, 

office or 
school

Provide 
Loaner 
Phones

Resell lightly 
used 

phones

Mobile Cell 
Phone Repair

Cost 
effective  

repair 
service

Poor Quality 
Repairs

Takes a long 
time

Convenience 
– no need to 

travel

Ability to ”
trade up”

Residents 
within 10 

miles

College 
Students

Have a 
working 
phone

Saving 
Money

Copyright 2020 Timothy Daniel.  All rights reserved.





executionsearch

un
ce

rta
in

ty

100%
uncertainty

100%
certainty

Desirability

Viability

Feasability

✓ ✓ ✓

✓

✓✓

✓

✓
✓









Healthcare CoE 
Customer Discovery & Validation



Idea Model Skills Resources

ACCELERATORS!

BRAKES!
Copyright @ 2020, Timothy Daniel. 
All rights reserved.

Assessment Canvas





Consultant, Coach, or Guide?

Orion River Rafting – Guide Training

Consultant

Coach

Guide

Deposit Photos: 563310148

Deposit Photos:194379942

https://www.orionexp.com/river-guide-training


… who struggled to achieve commercial 
success. He recorded two solo albums. 
One didn't sell many copies at all and the 
other was shelved by his record label and 
not released for several years”.

• Putnam told Buffett that if he wanted 
to make records about the ocean, 
"you have to get next to the 
ocean." The duo ventured to Miami 
at Criteria Studios, brought in a group 
of world-class musicians and went to 
work on "Changes in Latitudes, 
Changes in Attitudes."

• Anchored by "Margaritaville," the 
album propelled Buffett's 50-year run 
of smashing success that coupled his 
music with a beachy business 
empire.

“Nashville had not been kind to Buffett…

https://www.axios.com/local/nashville/2023/09/02/jimmy-buffett-obituary-nashville-years



Take Aways

1. Design Thinking Trajectory as a consulting practice 
2. BMC as a first step towards a formal Biz Plan (if one is needed) 
3. VPC as a first step towards crafting marketing messages 
4. Increase impact by utilizing BMC/VPC alongside Growth Wheel, 

SWOT, etc.



Adopt a Beginner’s Mind

Wrapping Up…

Get a “starter pack” of Biz Model & Value Prop blank templates, & 
supporting materials: email your snail mail address to 

tmdaniel@widener.edu 

Kaufman Foundation Videos, 
http://fromideatobusiness.strategyzer.com 

Business Model Generation & The Invincible 
Company books, online learning, blog etc., 
www.strategyzer.com

http://fromideatobusiness.strategyzer.com/
http://www.strategyzer.com/


Follow on Masterclass series

https://bit.ly/481ljbS

Register at:Advanced Business Model Canvas: multi-
sided models, patterns & best practices 

Advanced Value Proposition Canvas: Jobs-
To-Be-Done, Mapping Pains & Gains 

Derisking a business idea or model:  
Assumption mapping and testing 
techniques 

Using AI (ChatGPT): for business planning 
and testing 

They’re free!

https://bit.ly/481ljbS


•Step-by-step Instructions: 

• Open Conference App or open the web 
version of the Conference App. 

• Log in, if not already logged in. 

• Click Agenda/Schedule 

• Ensure you are registered for this workshop 

• Click on the Workshop you are currently in 

• Scroll to the Surveys 
• Click on the Workshop Survey 
• Complete Survey – Add Comments  
• Once Completed – Submit Survey

Please complete the  Workshop Survey! 




