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A Startup is a temporary organization
designed to search for a repeatable and
scalable business model
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The Business Model Canvas
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ONE PREVIOUS WORD...













EVERYTHING CHANGED.



EXCEPT EDUCATION.



AND MANAGEMENT.
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LOOKING FOR
PROBLEMS
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h 212p ﬁ kaitlyn visited Downtown Minneapolis

Skywi
Move Plans Friends Invite s

kaltlyn Just walked ten blocks without
going outside
karen Jackson and @rich Brinkerhof!

sign up soon!







TODAY WE’RE
GOING TO LOOK
AT THE PROCESS
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BUSINESS MODEL DESIGN






many of life’s failures
are people who did
not realize how close
they were to success
when they gave up
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no architect would
build something that
resembles his first
sketch



your business model is your first sketch.



a business model might look
great on paper...

.. but after all
it is only a...




... a set of hypotheses
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Brainstorm possible models
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Prioritize where to start

Time



ldentify the riskiest parts of your model

Time



Systematically test your model
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Systematically test your model




Systematically test your model







Customer Development Process

Search Execution

Customer o ___, Customer @—

- Customer @——— Company
Discovery Validation

Creation Building

I Pivot
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THANK YOU.
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