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• Describes how a new venture creates, delivers, and captures value.
• Evidence is gathered from talking to people, investigating and asking questions.
• Built over time by collecting evidence that what you are creating works.
• Helps entrepreneurs understand what they are doing. 
• Types of Business Models: 

• Innovation, disruption, differentiation, and imitation.

Startup: Temporary organization in search of a scalable business model.
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What is a Business Model?



… how a company creates, 
delivers, and captures 
value.

Let’s Say It Again





We will use the canvas 
as a “Discovery Map”…

In other words



Right-side of BMC –
Customer Focused
Right-side of BMC –
Customer Focused



Left-side of BMC –
Company Infrastructure 
Focused

Left-side of BMC –
Company Infrastructure 
Focused



The Business Model 
measures value to the 
business.

In other words



What we do…What we do…

What we have…What we have…

Drive 
hypothetical 
value…

Drive 
hypothetical 
value…

For these 
people.
For these 
people.



The 9 Interlocking Components



The 9 Interlocking Components



The 9 Interlocking Components



The 9 Interlocking Components



The Value  Proposition

• We either:

• Provide the customer a gain
• Or take away a pain!



In other words



In other words



In other words



In other words



In other words



In other words



In other words



In other words



The Value Pyramid (Bain & Company)

What? Is Maslow involved here?



The Elements of the Value Pyramid



The Customer Segments Building Block



How to Segment Customers?



Types of Customer Segments



The Channels Building Block



How to Create and Understand Channels



Mix of Channel Types



The Customer Relationships Building Block



How to Build Relationships with the Customer Segment?



Examples of Categories of Customer Relationships



The Revenue Streams Building Block



Two Types of Revenue Streams



How to Understand Revenue Streams



Several Ways to Generate Revenue Streams



Pricing Mechanisms



How Do They Make Money?



The Key Resources Building Block



What are the Key Resources in Your Business?



The Categories



The Key Activities Building Block



What Key Activities do?



Key Activities Categories



The Key Partnerships Building Block



Who and Which?



3 Motivations for Creating Key Partnerships



The Cost Structure Building Block



How To Measure Costs



Classes of Business Model Cost Structures



top Takeaways

…three lessons about 
Business Models



1. The business model identifies how you 
create, deliver, and capture value.

2. Customers have jobs to be done – and 
job context drives associated needs

3. Start by assessing if your targeted job is 
truly top-of-mind for the customer



1. The business model identifies how you 
create, deliver, and capture value.

2. Different Customer Segments typically 
require different business models.

3. Start by assessing if your targeted job is 
truly top-of-mind for the customer



1. The business model identifies how you 
create, deliver, and capture value.

2. Different Customer Segments typically 
require different business models.

3. The search for a beachhead segment 
starts with finding customers that have a 
compelling reason (need) to buy.



Does the customer 
have a compelling 

reason to buy?

Does the customer 
have a compelling 

reason to buy?



In other words



BMC: Uber



BMC: Airbnb



BMC: Netflix


