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Example of a Business Canvas Model: A Comprehensive
Guide

Understanding the business model of a company is crucial for success, whether you're an
entrepreneur, investor, or simply curious about how businesses operate. This comprehensive guide
provides a practical example of a business canvas model, illustrating how this powerful tool can be
used to visualize and strategize your business. We’ll walk you through each building block, clarifying
its purpose and showcasing its application with a relatable example. By the end, you’ll have a clear
grasp of the business canvas model's utility and be able to apply it to your own ventures.

Article Outline:

What is a Business Model Canvas? (Definition and Purpose)1.

The Nine Building Blocks of the Business Model Canvas. (Overview of each component)2.

Example: A Coffee Shop Business Model Canvas. (Detailed breakdown of a specific example)3.

Customer Segments
Value Propositions
Channels
Customer Relationships
Revenue Streams
Key Activities
Key Resources
Key Partnerships
Cost Structure

Benefits of Using a Business Model Canvas. (Advantages and applications)1.

Conclusion: (Recap and call to action)2.

Frequently Asked Questions (FAQs).3.

1. What is a Business Model Canvas?



The Business Model Canvas is a strategic management and
lean startup template for developing new or documenting
existing business models.
It's a visual chart with elements describing a firm's or product's value proposition, infrastructure,
customers, and finances. It's designed to be easily understood and modified, making it perfect for
iterative planning and strategic discussions.

2. The Nine Building Blocks of the Business Model Canvas.

The nine building blocks encompass all aspects of a business,
providing a holistic view.
These interconnected blocks are: Customer Segments, Value Propositions, Channels, Customer
Relationships, Revenue Streams, Key Activities, Key Resources, Key Partnerships, and Cost Structure.
Understanding each block's role is crucial for a successful business model.

3. Example: A Coffee Shop Business Model Canvas.

Let's illustrate with a fictional coffee shop called "The Daily Grind."

3.1 Customer Segments:

The Daily Grind targets students, young professionals, and
local residents seeking a convenient and high-quality coffee
experience.
This segmentation helps focus marketing efforts and tailor the offerings.

3.2 Value Propositions:

The Daily Grind offers high-quality, ethically sourced coffee, a
comfortable atmosphere, and fast, friendly service.
They differentiate themselves with unique specialty drinks and locally sourced pastries.

3.3 Channels:



The Daily Grind utilizes a direct sales channel through its
physical store and an indirect channel through delivery apps
like Uber Eats and DoorDash.
They also engage with customers through social media marketing.

3.4 Customer Relationships:

The Daily Grind fosters personalized relationships through
friendly baristas, loyalty programs, and regular social media
engagement.
This creates a sense of community and encourages repeat business.

3.5 Revenue Streams:

The Daily Grind generates revenue through the sale of coffee,
pastries, and other beverages.
They also explore options like event hosting and merchandise sales.

3.6 Key Activities:

The Daily Grind’s key activities include coffee preparation,
customer service, marketing, and inventory management.
Maintaining a high level of quality and consistency is crucial.

3.7 Key Resources:

The Daily Grind's key resources include its coffee beans,
equipment (espresso machine, grinder, etc.), skilled baristas,
and its physical location.
Protecting these resources is paramount to their success.

3.8 Key Partnerships:



The Daily Grind partners with local suppliers for coffee beans
and pastries, ensuring quality and supporting the community.
They also partner with delivery services to expand their reach.

3.9 Cost Structure:

The Daily Grind's cost structure includes rent, utilities, coffee
bean procurement, salaries, and marketing expenses.
Efficient cost management is vital for profitability.

4. Benefits of Using a Business Model Canvas.

Using a Business Model Canvas allows for a clear and concise
visualization of your business strategy.
It facilitates communication among team members, simplifies complex ideas, and helps identify
potential risks and opportunities. The iterative nature allows for constant refinement, keeping your
business model adaptable and responsive to market changes. It's particularly useful for startups,
helping to validate ideas and secure funding.

5. Conclusion:

The Business Model Canvas is an indispensable tool for understanding and improving your business
model. By clearly defining each component and identifying their interrelationships, you can build a
strong foundation for success. Take the time to create your own canvas; you'll be surprised by the
insights you gain. Start planning your business model today and watch your vision take shape!

6. Frequently Asked Questions (FAQs):

Q: Is the Business Model Canvas only for startups?

A: No, it's useful for established businesses as well. It helps analyze existing models, identify areas for
improvement, and plan for future growth.

Q: How often should I update my Business Model Canvas?

A: Regularly, ideally every quarter or whenever significant changes occur in your business or market.

Q: Can I use the Business Model Canvas for non-profit organizations?

A: Yes, the principles apply to any organization aiming to achieve a specific mission. You'll adapt the
revenue streams to reflect your non-profit model.



Q: Are there any software tools to help create a Business Model Canvas?

A: Yes, many online tools and software programs offer templates and features to create and manage
your Business Model Canvas.

Related Keywords: Business Model Canvas, Business Model Canvas Example, Business Model Canvas
Template, Lean Startup, Strategic Management, Business Planning, Coffee Shop Business Plan,
Startup Business Plan, Business Model Innovation, Value Proposition Canvas, Customer Segmentation.

  example of a business canvas model: Business Model Generation Alexander Osterwalder,
Yves Pigneur, 2013-02-01 Business Model Generation is a handbook for visionaries, game changers,
and challengers striving to defy outmoded business models and design tomorrow's enterprises. If
your organization needs to adapt to harsh new realities, but you don't yet have a strategy that will
get you out in front of your competitors, you need Business Model Generation. Co-created by 470
Business Model Canvas practitioners from 45 countries, the book features a beautiful, highly visual,
4-color design that takes powerful strategic ideas and tools, and makes them easy to implement in
your organization. It explains the most common Business Model patterns, based on concepts from
leading business thinkers, and helps you reinterpret them for your own context. You will learn how
to systematically understand, design, and implement a game-changing business model--or analyze
and renovate an old one. Along the way, you'll understand at a much deeper level your customers,
distribution channels, partners, revenue streams, costs, and your core value proposition. Business
Model Generation features practical innovation techniques used today by leading consultants and
companies worldwide, including 3M, Ericsson, Capgemini, Deloitte, and others. Designed for doers,
it is for those ready to abandon outmoded thinking and embrace new models of value creation: for
executives, consultants, entrepreneurs, and leaders of all organizations. If you're ready to change
the rules, you belong to the business model generation!
  example of a business canvas model: Business Model You Timothy Clark, Alexander
Osterwalder, Yves Pigneur, 2012-03-12 A one-page tool to reinvent yourself and your career The
global bestseller Business Model Generation introduced a unique visual way to summarize and
creatively brainstorm any business or product idea on a single sheet of paper. Business Model You
uses the same powerful one-page tool to teach readers how to draw personal business models, which
reveal new ways their skills can be adapted to the changing needs of the marketplace to reveal new,
more satisfying, career and life possibilities. Produced by the same team that created Business
Model Generation, this book is based on the Business Model Canvas methodology, which has quickly
emerged as the world's leading business model description and innovation technique. This book
shows readers how to: Understand business model thinking and diagram their current personal
business model Understand the value of their skills in the marketplace and define their purpose
Articulate a vision for change Create a new personal business model harmonized with that vision,
and most important, test and implement the new model When you implement the one-page tool from
Business Model You, you create a game-changing business model for your life and career.
  example of a business canvas model: This Is Service Design Doing Marc Stickdorn,
Markus Edgar Hormess, Adam Lawrence, Jakob Schneider, 2018-01-02 How can you establish a
customer-centric culture in an organization? This is the first comprehensive book on how to actually
do service design to improve the quality and the interaction between service providers and
customers. You'll learn specific facilitation guidelines on how to run workshops, perform all of the
main service design methods, implement concepts in reality, and embed service design successfully
in an organization. Great customer experience needs a common language across disciplines to break
down silos within an organization. This book provides a consistent model for accomplishing this and
offers hands-on descriptions of every single step, tool, and method used. You'll be able to focus on



your customers and iteratively improve their experience. Move from theory to practice and build
sustainable business success.
  example of a business canvas model: Operating Model Canvas (OMC) Mark Lancelott, Mikel
Gutierrez, Andrew Campbell, 2017-03-16 The journey from strategy to operating success depends on
creating an organization that can deliver the chosen strategy. This book, explaining the Operating
Model Canvas, shows you how to do this. It teaches you how to define the main work processes,
choose an organization structure, develop a high-level blueprint of the IT systems, decide where to
locate and how to lay out floor plans, set up relationships with suppliers and design a management
system and scorecard with which to run the new organization. The Operating Model Canvas helps
you to create a target operating model aligned to your strategy. The book contains more than 20
examples ranging from large multi-nationals to government departments to small charities and from
an operating model for a business to an operating model for a department of five people. The book
describes more than 15 tools, including new tools such as the value chain map, the organization
model and the high-level IT blueprint. Most importantly, the book contains two fully worked
examples showing how the tools can be used to develop a new operating model. This book should be
on the desk of every consultant, every strategist, every leader of transformation, every functional
business partner, every business or enterprise architect, every Lean expert or business improvement
champion, in fact everyone who wants to help their organization be successful. For trainers free
additional material of this book is available. This can be found under the Training Material tab. Log
in with your trainer account to access the material.Additional content can be found on the website
for the Operational Model Canvas: https://www.operatingmodelcanvas.com
  example of a business canvas model: Design a Better Business Patrick van der Pijl, Justin
Lokitz, Lisa Kay Solomon, 2016-09-21 This book stitches together a complete design journey from
beginning to end in a way that you’ve likely never seen before, guiding readers (you) step-by-step in
a practical way from the initial spark of an idea all the way to scaling it into a better business.
Design a Better Business includes a comprehensive set of tools (over 20 total!) and skills that will
help you harness opportunity from uncertainty by building the right team(s) and balancing your
point of view against new findings from the outside world. This book also features over 50 case
studies and real life examples from large corporations such as ING Bank, Audi, Autodesk, and Toyota
Financial Services, to small startups, incubators, and social impact organizations, providing a behind
the scenes look at the best practices and pitfalls to avoid. Also included are personal insights from
thought leaders such as Steve Blank on innovation, Alex Osterwalder on business models, Nancy
Duarte on storytelling, and Rob Fitzpatrick on questioning, among others.
  example of a business canvas model: Value Proposition Design Alexander Osterwalder, Yves
Pigneur, Gregory Bernarda, Alan Smith, 2015-01-28 The authors of the international bestseller
Business Model Generation explain how to create value propositions customers can’t resist Value
Proposition Design helps you tackle the core challenge of every business — creating compelling
products and services customers want to buy. This highly practical book, paired with its online
companion, will teach you the processes and tools you need to create products that sell. Using the
same stunning visual format as the authors’ global bestseller, Business Model Generation, this
sequel explains how to use the “Value Proposition Canvas” to design, test, create, and manage
products and services customers actually want. Value Proposition Design is for anyone who has been
frustrated by new product meetings based on hunches and intuitions; it’s for anyone who has
watched an expensive new product launch fail in the market. The book will help you understand the
patterns of great value propositions, get closer to customers, and avoid wasting time with ideas that
won’t work. You’ll learn the simple process of designing and testing value propositions, that
perfectly match customers’ needs and desires. In addition the book gives you exclusive access to an
online companion on Strategyzer.com. You will be able to assess your work, learn from peers, and
download pdfs, checklists, and more. Value Proposition Design is an essential companion to the
”Business Model Canvas” from Business Model Generation, a tool embraced globally by startups and
large corporations such as MasterCard, 3M, Coca Cola, GE, Fujitsu, LEGO, Colgate-Palmolive, and



many more. Value Proposition Design gives you a proven methodology for success, with value
propositions that sell, embedded in profitable business models.
  example of a business canvas model: The Business Model Canvas 50minutes,, 2017-03-16
Ready to take your business to the next level? Find out everything you need to know about the
Business Model Canvas with this practical guide. An increasing number of people are taking the
plunge and creating their own businesses, choosing to be their own boss and create their own
profits. Yet this is no mean feat, which is why it is essential to have a solid business plan. This guide
will teach you all about the Business Model Canvas and how it can increase your value proposition,
and improve your company. In 50 minutes you will be able to: •Identify the nine factors affected by
the Business Model Canvas and why they are important •Analyse concrete applications of the
Business Model Canvas with real-life case studies •Learn more about the limits and criticism of the
tool, so that you can apply the BMC effectively and use it alongside other complementary tools
ABOUT 50MINUTES.COM| COACHING The Coaching series from the 50Minutes collection is aimed
at all those who, at any stage in their careers, are looking to acquire personal or professional skills,
adapt to new situations or simply re-evaluate their work-life balance. The concise and effective style
of our guides enables you to gain an in-depth understanding of a broad range of concepts, combining
theory, constructive examples and practical exercises to enhance your learning.
  example of a business canvas model: Running Lean Ash Maurya, 2012-02-28 Offers a
systematic approach to product/market fit, discussing customer involvment, optimal time to obtain
funding, and when to change the plan.
  example of a business canvas model: The Invincible Company Alexander Osterwalder, Yves
Pigneur, Alan Smith, Frederic Etiemble, 2020-04-06 The long-awaited follow-up to the international
bestsellers, Business Model Generation and Value Proposition Design Alex Osterwalder and Yves
Pigneurs’ Business Model Canvas changed the way the world creates and plans new business
models. It has been used by corporations and startups and consultants around the world and is
taught in hundreds of universities. After years of researching how the world’s best companies
develop, test, and scale new business models, the authors have produced their definitive work. The
Invincible Company explains what every organization can learn from the business models of the
world’s most exciting companies. The book explains how companies such as Amazon, IKEA, Airbnb,
Microsoft, and Logitech, have been able to create immensely successful businesses and disrupt
entire industries. At the core of these successes are not just great products and services, but
profitable, innovative business models--and the ability to improve existing business models while
consistently launching new ones. The Invincible Company presents practical new tools for
measuring, managing, and accelerating innovation, and strategies for reducing risk when launching
new business models. Serving as a blueprint for your growth strategy, The Invincible Company
explains how to constantly stay ahead of your competition. In-depth chapters explain how to create
new growth engines, change how products and services are created and delivered, extract maximum
profit from each type of business model, and much more. New tools—such as the Business Model
Portfolio Map, Innovation Metrics, Innovation Strategy Framework, and the Culture Map—enable
readers to understand how to design invincible companies. The Invincible Company: ● Helps large
and small companies build their growth strategy and manage their core simultaneously ● Explains
the world's best modern and historic business models ● Provides tools to assess your business
model, innovation readiness, and all of your innovation projects Presented in striking 4-color, and
packed with practical visuals and tools, The Invincible Company is a must-have book for business
leaders, entrepreneurs, and innovation professionals.
  example of a business canvas model: Lean UX Jeff Gothelf, Josh Seiden, 2016-09-12 UX
design has traditionally been deliverables-based. Wireframes, site maps, flow diagrams, content
inventories, taxonomies, mockups helped define the practice in its infancy.Over time, however, this
deliverables-heavy process has put UX designers in the deliverables business. Many are now
measured and compensated for the depth and breadth of their deliverables instead of the quality and
success of the experiences they design. Designers have become documentation subject matter



experts, known for the quality of the documents they create instead of the end-state experiences
being designed and developed.So what's to be done? This practical book provides a roadmap and set
of practices and principles that will help you keep your focus on the the experience back, rather than
the deliverables. Get a tactical understanding of how to successfully integrate Lean and UX/Design;
Find new material on business modeling and outcomes to help teams work more strategically; Delve
into the new chapter on experiment design and Take advantage of updated examples and case
studies.
  example of a business canvas model: Testing Business Ideas David J. Bland, Alexander
Osterwalder, 2019-11-06 A practical guide to effective business model testing 7 out of 10 new
products fail to deliver on expectations. Testing Business Ideas aims to reverse that statistic. In the
tradition of Alex Osterwalder’s global bestseller Business Model Generation, this practical guide
contains a library of hands-on techniques for rapidly testing new business ideas. Testing Business
Ideas explains how systematically testing business ideas dramatically reduces the risk and increases
the likelihood of success for any new venture or business project. It builds on the internationally
popular Business Model Canvas and Value Proposition Canvas by integrating Assumptions Mapping
and other powerful lean startup-style experiments. Testing Business Ideas uses an engaging 4-color
format to: Increase the success of any venture and decrease the risk of wasting time, money, and
resources on bad ideas Close the knowledge gap between strategy and experimentation/validation
Identify and test your key business assumptions with the Business Model Canvas and Value
Proposition Canvas A definitive field guide to business model testing, this book features practical
tips for making major decisions that are not based on intuition and guesses. Testing Business Ideas
shows leaders how to encourage an experimentation mindset within their organization and make
experimentation a continuous, repeatable process.
  example of a business canvas model: High-Impact Tools for Teams Stefano Mastrogiacomo,
Alexander Osterwalder, 2021-03-09 Take advantage of a powerful visual management tool for teams
as you work together and deliver great results. It's been used by thousands of teams for project
success! 59% of U.S. workers say that communication is their team's biggest obstacle to success,
followed by accountability at 29% (Atlassian). High-Impact Tools for Teams explains a simple,
powerful tool that helps team leaders and members align and get clarity on exactly who is
responsible for each part of the team's most important activities and projects. The tool is
complemented by 4 trust add-ons that help teams build trust and increase psychological safety, so
every member can be confident in sharing ideas or concerns about obstacles the team may face. It's
a proven tool for project teams, based on years of research, and thousands of teams are already
using the Team Alignment Map to run effective get-to-action meetings, give projects a good start
and de-silo organizations. Co-author Alex Osterwalder is the international best-selling author who
co-created the Business Model Canvas, a strategic management tool used by 1 million+ industry
leaders globally. Plan as a team and know who does what Uncover and proactively remove the most
likely obstacles to any project Boost team member contributions Run more effective team meetings
Get more successful projects With the guidance of High-Impact Tools for Teams, you can be better
prepared as a team leader or team member to plan effectively, reduce risks, and collaborate with
others. Your team will be accountable and ready to deliver results!
  example of a business canvas model: UnMarketing Scott Stratten, Alison Kramer,
2012-01-26 Stop marketing. Start UnMarketing. No one likes cold calls at dinnertime, junk mail
overflowing your mailbox, and advertisements that interrupt your favorite shows. If this is
marketing, then the world would probably prefer whatever is the opposite of that. If you're ready to
stop marketing and start engaging, then welcome to UnMarketing. The landscape of
business-customer relationships is changing, and UnMarketing gives you innovative ways out of the
old Push and Pray rut. Instead, draw the right customers to you through listening and engagement,
enabling you to build trust and position yourself as their logical choice when they need you. This
updated and revised edition includes new information on building relationships through Twitter,
Facebook, LinkedIn, and Google+. UnMarketing supplies you with a winning approach to stop



ineffective marketing and put relationships first—then reap the long-term, high-quality growth that
follows! [INSERT NAME HERE] has written a game changer for [INSERT INDUSTRY HERE]. Drop
everything and read this book! —Famous author who hasn't read this book This book has a great
amount of words. —Fortune 500 CEO who was at an open-bar event with the author and agreed to
give testimonial This book is the greatest business book in the world, besides mine. —Author who
only gives testimonials to people who give him one in return
  example of a business canvas model: Industrial Digital Transformation Shyam Varan
Nath, Ann Dunkin, Mahesh Chowdhary, Nital Patel, 2020-11-27 Delve into industrial digital
transformation and learn how to implement modern business strategies powered by digital
technologies as well as organization and cultural optimization Key FeaturesIdentify potential
industry disruptors from various business domains and emerging technologiesLeverage existing
resources to identify new avenues for generating digital revenueBoost digital transformation with
cloud computing, big data, artificial intelligence (AI), and the Internet of Things (IoT)Book
Description Digital transformation requires the ability to identify opportunities across industries and
apply the right technologies and tools to achieve results. This book is divided into two parts with the
first covering what digital transformation is and why it is important. The second part focuses on how
digital transformation works. After an introduction to digital transformation, you will explore the
transformation journey in logical steps and understand how to build business cases and create
productivity benefit statements. Next, you'll delve into advanced topics relating to overcoming
various challenges. Later, the book will take you through case studies in both private and public
sector organizations. You'll explore private sector organizations such as industrial and hi-tech
manufacturing in detail and get to grips with public sector organizations by learning how
transformation can be achieved on a global scale and how the resident experience can be improved.
In addition to this, you will understand the role of artificial intelligence, machine learning and deep
learning in digital transformation. Finally, you'll discover how to create a playbook that can ensure
success in digital transformation. By the end of this book, you'll be well-versed with industrial digital
transformation and be able to apply your skills in the real world. What you will learnGet up to speed
with digital transformation and its important aspectsExplore the skills that are needed to execute
the transformationFocus on the concepts of Digital Thread and Digital TwinUnderstand how to
leverage the ecosystem for successful transformationGet to grips with various case studies spanning
industries in both private and public sectorsDiscover how to execute transformation at a global
scaleFind out how AI delivers value in the transformation journeyWho this book is for This book is
for IT leaders, digital strategy leaders, line-of-business leaders, solution architects, and IT business
partners looking for digital transformation opportunities within their organizations. Professionals
from service and management consulting firms will also find this book useful. Basic knowledge of
enterprise IT and some intermediate knowledge of identifying digital revenue streams or internal
transformation opportunities are required to get started with this book.
  example of a business canvas model: Gamestorming Dave Gray, Sunni Brown, James
Macanufo, 2010-07-14 Great things don't happen in a vacuum. But creating an environment for
creative thinking and innovation can be a daunting challenge. How can you make it happen at your
company? The answer may surprise you: gamestorming. This book includes more than 80 games to
help you break down barriers, communicate better, and generate new ideas, insights, and strategies.
The authors have identified tools and techniques from some of the world's most innovative
professionals, whose teams collaborate and make great things happen. This book is the result: a
unique collection of games that encourage engagement and creativity while bringing more structure
and clarity to the workplace. Find out why -- and how -- with Gamestorming. Overcome conflict and
increase engagement with team-oriented games Improve collaboration and communication in
cross-disciplinary teams with visual-thinking techniques Improve understanding by role-playing
customer and user experiences Generate better ideas and more of them, faster than ever before
Shorten meetings and make them more productive Simulate and explore complex systems,
interactions, and dynamics Identify a problem's root cause, and find the paths that point toward a



solution
  example of a business canvas model: Lean B2B Étienne Garbugli, 2022-03-22 Get from Idea
to Product/Market Fit in B2B. The world has changed. Nowadays, there are more companies
building B2B products than there’s ever been. Products are entering organizations top-down,
middle-out, and bottom-up. Teams and managers control their budgets. Buyers have become savvier
and more impatient. The case for the value of new innovations no longer needs to be made.
Technology products get hired, and fired faster than ever before. The challenges have moved from
building and validating products to gaining adoption in increasingly crowded and fragmented
markets. This, requires a new playbook. The second edition of Lean B2B is the result of years of
research into B2B entrepreneurship. It builds off the unique Lean B2B Methodology, which has
already helped thousands of entrepreneurs and innovators around the world build successful
businesses. In this new edition, you’ll learn: - Why companies seek out new products, and why they
agree to buy from unproven vendors like startups - How to find early adopters, establish your
credibility, and convince business stakeholders to work with you - What type of opportunities can
increase the likelihood of building a product that finds adoption in businesses - How to learn from
stakeholders, identify a great opportunity, and create a compelling value proposition - How to get
initial validation, create a minimum viable product, and iterate until you're able to find
product/market fit This second edition of Lean B2B will show you how to build the products that
businesses need, want, buy, and adopt.
  example of a business canvas model: Business Model Shifts Patrick van der Pijl, Justin Lokitz,
Roland Wijnen, 2020-11-18 Shift your business model and transform your organization in the face of
disruption Business Model Shifts is co-authored by Patrick van Der Pijl, producer of the global
bestseller Business Model Generation, and offers a groundbreaking look at the challenging times in
which we live, and the real-world solutions needed to conquer the obstacles organizations must now
face. Business Model Shifts is a visually stunning guide that examines six fundamental disruptions
happening now and spotlights the opportunities that they present: The Services Shift: the move from
products to services The Stakeholder Shift: the move from an exclusive shareholder orientation to
creating value for all stakeholders, including employees and society The Digital Shift: the move from
traditional business operations to 24/7 connection to customers and their needs The Platform Shift:
the move from trying to serve everyone, to connecting people who can exchange value on a
proprietary platform The Exponential Shift: the move from seeking incremental growth to an
exponential mindset that seeks 10x growth The Circular Shift: the move from take-make-dispose
towards restorative, regenerative, and circular value creation Filled with case studies, stories, and
in-depth analysis based on the work of hundreds of the world’s largest and most intriguing
organizations, Business Model Shifts details how these organizations created their own business
model shifts in order to create more customer value, and ultimately, a stronger, more competitive
business. Whether you’re looking for ways to redesign your business due to the latest needs of the
marketplace, launching a new product or service, or simply creating more lasting value for your
customers, Business Model Shifts is the essential book that will change the way you think about your
business and its future.
  example of a business canvas model: Business Model Canvas: a Good Tool with Bad
Instructions? Rod King, 2017-03-17 Originally conceived by Alexander Osterwalder, the Business
Model Canvas is widely used by entrepreneurs to document the status of their business models. In
principle, the Business Model Canvas can be used as a versatile tool for discovering and solving any
type of pain on the planet. However, the Business Model Canvas is sub-optimally used. The Business
Model Canvas has 12 handicaps that constrain it as a versatile tool for Open & Multilevel Pain
Solving.This book critically and deeply explores the Business Model Canvas with a view to
identifying as well as fixing its handicaps. Complementary tools such as the Business Model Strip,
POKER Scorecard, and POKER Canvas are suggested to be used so that the full potential of the
Business Model Canvas can be realized.
  example of a business canvas model: Churchill by Himself Winston S. Churchill, 2013-09-19



Quotations by the great statesman who helped lead Britain through two world wars: “Magisterial . . .
Should be in the library of every Churchill aficionado” (American Spectator). We shall fight on the
beaches, we shall fight on the landing grounds, we shall fight in the fields and in the streets, we
shall fight in the hills; we shall never surrender . . . Millions have been moved by these words—and
by the hundreds of speeches given by Winston S. Churchill to rally the British public, spur its
government to armament against Hitler, and defend the causes for which he believed. Churchill by
Himself is the first collection of quotations from a leader who had as much talent for wit as he had
for inspiration and exhortation. Edited by renowned Churchill scholar Richard Langsworth, this
volume is the definitive collection of important quotes from one of the twentieth century’s most
persuasive and brilliant orators, whose writings earned him a Nobel Prize in Literature in 1953.
  example of a business canvas model: Blitzscaling Reid Hoffman, Chris Yeh, 2018-10-09
Foreword by Bill Gates LinkedIn cofounder, legendary investor, and host of the award-winning
Masters of Scale podcast reveals the secret to starting and scaling massively valuable companies.
What entrepreneur or founder doesn’t aspire to build the next Amazon, Facebook, or Airbnb? Yet
those who actually manage to do so are exceedingly rare. So what separates the startups that get
disrupted and disappear from the ones who grow to become global giants? The secret is blitzscaling:
a set of techniques for scaling up at a dizzying pace that blows competitors out of the water. The
objective of Blitzscaling is not to go from zero to one, but from one to one billion –as quickly as
possible. When growing at a breakneck pace, getting to next level requires very different strategies
from those that got you to where you are today. In a book inspired by their popular class at Stanford
Business School, Hoffman and Yeh reveal how to navigate the necessary shifts and weather the
unique challenges that arise at each stage of a company’s life cycle, such as: how to design business
models for igniting and sustaining relentless growth; strategies for hiring and managing; how the
role of the founder and company culture must evolve as the business matures, and more. Whether
your business has ten employees or ten thousand, Blitzscaling is the essential playbook for winning
in a world where speed is the only competitive advantage that matters.
  example of a business canvas model: Get Backed Evan Baehr, Evan Loomis, 2015-10-27
“Anyone who comes to pitch on Shark Tank should read this book first!” —Barbara Corcoran, ABC's
Shark Tank “I have seen literally thousands of companies trying to raise capital and know that a
great pitch deck is critical. This book gives you the playbook for creating yours.” —Naval Ravikant,
cofounder and CEO, AngelList “I raised twice the amount of money I set out to in a mere five weeks.
I’m naming my firstborn child after the Evans.” —Slava Menn, cofounder and CEO, Fortified Bicycle
HOW DO YOU LAUNCH THE VENTURE OF YOUR DREAMS? Get Backed isn’t just about startup
fundraising. It’s a handbook for anyone who has an idea and needs to build relationships to get it off
the ground. Over the last 3 years, entrepreneurs Evan Loomis and Evan Baehr have raised $45
million for their own ventures, including the second largest round on the fundraising platform
AngelList. In Get Backed, they show you exactly what they and dozens of others did to raise
money—even the mistakes they made—while sharing the secrets of the world’s best storytellers,
fundraisers, and startup accelerators. They’ll also teach you how to use “the friendship loop”, a
step-by-step process that can be used to initiate and build relationships with anyone, from investors
to potential cofounders. And, most of all, they’ll help you create a pitch deck, building on the real-life
examples of 15 ventures that have raised over $150 million. What’s in the book? • The original pitch
decks and fundraising strategies of 15 ventures that raised over $150 million • Email scripts that
will get you a meeting with angel investors, venture capitalists, and potential board members •
Pitching exercises developed by startup talent beds like Stanford University’s d.school and Techstars
• A breakdown of the 10 essential pitch deck slides, how to create them, and what questions you
should answer with each • An overview of the 5 main funding sources for startups, the pros and cons
of each, and who the big players are • A crash-course in visual and presentation design that will
make any deck beautiful • Templates for 4 stories every entrepreneur should know how to tell • The
story of one entrepreneur who showed up in Silicon Valley with no network and six months later had
investments from Fred Anderson, Bono, and Peter Thiel Get Backed will show you exactly what it



takes to get funded and will give you the tools to make any idea a reality.
  example of a business canvas model: Media Innovation and Entrepreneurship Michelle
Ferrier, Dr Elizabeth Mays, Ph.D., 2017-10-24 Media Innovation & Entrepreneurship is an open,
collaboratively written and edited volume designed to fill the needs of a growing number of
journalism and mass communications programs in the U.S. that are teaching media
entrepreneurship, media innovation, and the business of journalism to undergraduate and graduate
students.
  example of a business canvas model: Exponential Organizations Salim Ismail, 2014-10-14
Frost & Sullivan's 2014 Growth, Innovation, and Leadership Book of the Year EXPONENTIAL
ORGANIZATIONS should be required reading for anyone interested in the ways exponential
technologies are reinventing best practices in business. —Ray Kurzweil, Director of Engineering at
Google In business, performance is key. In performance, how you organize can be the key to growth.
In the past five years, the business world has seen the birth of a new breed of company—the
Exponential Organization—that has revolutionized how a company can accelerate its growth by
using technology. An ExO can eliminate the incremental, linear way traditional companies get
bigger, leveraging assets like community, big data, algorithms, and new technology into achieving
performance benchmarks ten times better than its peers. Three luminaries of the business
world—Salim Ismail, Yuri van Geest, and Mike Malone—have researched this phenomenon and
documented ten characteristics of Exponential Organizations. Here, in EXPONENTIAL
ORGANIZATIONS, they walk the reader through how any company, from a startup to a
multi-national, can become an ExO, streamline its performance, and grow to the next level.
EXPONENTIAL ORGANIZATIONS is the most pivotal book in its class. Salim examines the future of
organizations and offers readers his insights on the concept of Exponential Organizations, because
he himself embodies the strategy, structure, culture, processes, and systems of this new breed of
company. —John Hagel, The Center for the Edge Chosen by Benjamin Netanyahu, Prime Minister of
Israel, to be one of Bloomberg's Best Books of 2015
  example of a business canvas model: Mapping Experiences James Kalbach, 2020-11-23
Customers who have inconsistent experiences with products and services are understandably
frustrated. But it's worse for organizations that can't pinpoint the causes of these problems because
they're too focused on processes. This updated book shows your team how to use alignment
diagrams to turn valuable customer observations into actionable insight. With this powerful
technique, you can visually map existing customer experience and envision future solutions.
Designers, product and brand managers, marketing specialists, and business owners will discover
how experience diagramming helps you determine where business goals and customer perspectives
intersect. Armed with this insight, you can provide the people you serve with real value. Mapping
experiences isn't just about product and service design; it's about understanding the human
condition. Emphasize recent changes in business using the latest mapping techniques Create
diagrams that account for multichannel experiences as well as ecosystem design Understand how
facilitation is increasingly becoming part of mapping efforts, shifting the focus from a deliverable to
actionability Explore ways to apply mapping of all kinds to noncommercial settings, such as helping
victims of domestic violence
  example of a business canvas model: The New St. Gallen Management Model Johannes
Rüegg-Stürm, 2004-12-07 First published in German, this book starts from the premise that
managers' understanding and theories of organizations determine how they decide to act. It
therefore scrutinises management's basic tasks, and examines the most important concepts of
management science, prompting questions for a company's 'health check'. The management tasks
and scientific concepts are presented on the basis of an integrated framework which allows the
reader to easily recognize their interdependencies and interlinkages.
  example of a business canvas model: The Lean Product Playbook Dan Olsen, 2015-05-21 The
missing manual on how to apply Lean Startup to build products that customers love The Lean
Product Playbook is a practical guide to building products that customers love. Whether you work at



a startup or a large, established company, we all know that building great products is hard. Most
new products fail. This book helps improve your chances of building successful products through
clear, step-by-step guidance and advice. The Lean Startup movement has contributed new and
valuable ideas about product development and has generated lots of excitement. However, many
companies have yet to successfully adopt Lean thinking. Despite their enthusiasm and familiarity
with the high-level concepts, many teams run into challenges trying to adopt Lean because they feel
like they lack specific guidance on what exactly they should be doing. If you are interested in Lean
Startup principles and want to apply them to develop winning products, this book is for you. This
book describes the Lean Product Process: a repeatable, easy-to-follow methodology for iterating
your way to product-market fit. It walks you through how to: Determine your target customers
Identify underserved customer needs Create a winning product strategy Decide on your Minimum
Viable Product (MVP) Design your MVP prototype Test your MVP with customers Iterate rapidly to
achieve product-market fit This book was written by entrepreneur and Lean product expert Dan
Olsen whose experience spans product management, UX design, coding, analytics, and marketing
across a variety of products. As a hands-on consultant, he refined and applied the advice in this book
as he helped many companies improve their product process and build great products. His clients
include Facebook, Box, Hightail, Epocrates, and Medallia. Entrepreneurs, executives, product
managers, designers, developers, marketers, analysts and anyone who is passionate about building
great products will find The Lean Product Playbook an indispensable, hands-on resource.
  example of a business canvas model: Progressive Business Models Eleanor O'Higgins,
László Zsolnai, 2017-09-06 This book presents and analyses exemplary cases of progressive
business, understood as ecologically sustainable, future-respecting and pro-social enterprise. The
authors present a number of companies following progressive business practices from a range of
industries including ethical and sustainable banking, artisan coffee production and distribution,
pharmaceutical products, clean technology, governance in retailing, responsible hospitality and
consumer goods. With case studies from around Europe such as Tridos Bank in The Netherlands,
Béres Co. in Hungary, Novo Nordisk in Denmark, Lumituuli in Finland, John Lewis in the UK and Illy
Café from Italy, these progressive companies have global reach and an international impact. The
collected cases aim to show the best to be expected from business in the 21st century in a structured
accessible way, suitable for any readers interested in innovative ways of creating forward-looking
sustainable business.
  example of a business canvas model: Business Model Management Bernd W. Wirtz,
2020-09-30 “How are business models purposeful designed and structured? How can the models be
implemented professionally and managed successfully and sustainably? In what ways can existing
business models be adapted to the constantly changing conditions? In this clearly structured
reference work, Bernd W. Wirtz gives an answer to all these issues and provides the reader with
helpful guidance. Although, ‘Business Model Management’ is first and foremost a scientific
reference book, which comprehensively addresses the theory of business models, with his book
Bernd W. Wirtz also turns to practitioners. Not least, the many clearly analyzed case studies of
companies in different industries contribute to this practical relevance. My conclusion: ‘Business
Model Management’ is an informative and worthwhile read, both for students of business
administration as a textbook as well as for experienced strategists and decision makers in the
company as a fact-rich, practical compendium.” Matthias Müller, Chief Executive Officer Porsche AG
(2010-2015), Chief Executive Officer (2015-2018) Volkswagen AG “In dynamic and complex markets
a well thought out business model can be a critical factor for the success of a company. Bernd Wirtz
vividly conveys how business models can be employed for strategic competition and success
analysis. He structures and explains the major theoretical approaches in the literature and practical
solutions in an easy and understandable way. Numerous examples from business practice highlight
the importance of business models in the context of strategic management. The book has the
potential to become a benchmark on the topic business models in the German-speaking world.”
Hermann-Josef Lamberti, Member of the Board Deutsche Bank AG 1999-2012/ Member of the Board



of Directors, Airbus Group “The business environment has become increasingly complex. Due to
changing conditions, the executive board of a company is confronted with growing challenges and
increasing uncertainty. Thus, a holistic understanding of the corporate production and performance
systems is becoming more and more important. At this point, Bernd W. Wirtz introduces and
presents the concept of the structured discussion of the own business model. Business models
present operational service processes in aggregated form. This holistic approach channels the
attention of management, supports a sound understanding of relationships and facilitates the
adaption of the business to changing conditions. The management of business models is thus an
integrated management concept. Through the conceptual presentation of complex issues the author
makes a valuable contribution to the current literature. In particular, the referenced case studies
from various industries make the book clear and very applicable to practice.” Dr. Lothar Steinebach,
Member of the Board, Henkel AG 2007-2012/ Supervisory Board, ThyssenKrupp AG
  example of a business canvas model: Design Thinking for Strategy Claude Diderich,
2019-10-01 The business environment is changing more rapidly than ever before, and new business
ideas are emerging. This book discusses applying insights from design thinking to craft novel
strategies that satisfy customer needs, make use of the available capabilities, integrate requirements
for financial success and provide competitive advantage. It guides readers through the jungle
encountered when developing a strategy for sustained growth and profitability. It addresses strategy
design in a holistic way by applying abductive reasoning, iteratively observing customers and
focusing on empathy, as well as prototyping ideas and using customers to validate them. Uniquely
applying insights from design thinking to strategy, this book is a must-read for graduates, MBAs and
executives interested in innovation and strategy, as well as corporate strategists, innovation
managers, business analysts and consultants.
  example of a business canvas model: The Seventh Sense Joshua Cooper Ramo, 2016-05-17
Endless terror. Refugee waves. An unfixable global economy. Surprising election results. New
billion-dollar fortunes. Miracle medical advances. What if they were all connected? What if you could
understand why? The Seventh Sense is the story of what all of today's successful figures see and
feel: the forces that are invisible to most of us but explain everything from explosive technological
change to uneasy political ripples. The secret to power now is understanding our new age of
networks. Not merely the Internet, but also webs of trade, finance, and even DNA. Based on his
years of advising generals, CEOs, and politicians, Ramo takes us into the opaque heart of our world's
rapidly connected systems and teaches us what the losers are not yet seeing -- and what the victors
of this age already know.
  example of a business canvas model: Customer Experiences with Soul: A New Era in Design
Simon Robinson, Maria Moraes Robinson, 2017 This pioneering book explains how a whole
organisation can come together to evolve an entirely new way of being in the world. It introduces
the Holonomic Circle, a new tool which provides a holistic framework for designers, corporate
executives, creative leaders and those starting a new business or initiative to explore the principles
underlying the dynamics of soulful customer experiences. The insights from the authors will help you
take a radically new approach to customer experience design; fully integrate purpose, goals and
strategy with customer experience; implement human values across the whole organisation; and
develop long-term and more meaningful relationships with your customers. Customer Experiences
with Soul: A New Era in Design provides the guidance needed for developing, structuring and
implementing customer experiences with soul, helping you to build and grow authentic businesses
and organisations which honour what it is to be human in our world.
  example of a business canvas model: Organizing for Sustainability Jan Jonker, 2021 This
upper-level Open Access textbook aims to educate students and professionals on how to develop
business models that have a positive impact on people, society, and the social and ecological
environment. It explores a different view of how to organize value creation, from a focus on an
almost exclusively monetary value creation to one that creates positive impact through multiple
values. The book offers students and entrepreneurs a structured approach based through the



Business Model Template (BMT). It consists of three stages and ten building blocks to facilitate the
development of a business model. Users, be they students or practitioners, need to choose from one
of the three offered business model archetypes, namely the platform, community, or circular
business models. Each archetype offers a dedicated logic for vale creation. The book can be used to
develop a business model from scratch (turning an idea into a working prototype) or to transform an
existing business model into one of the three archetypes. Throughout the book extra sources, links
to relevant online video clips, assignments and literature are offered to facilitate the development
process. This book will be of interest to students studying the development of business models,
sustainable management, innovation, and value creation. It will also be of interest executives, and
professionals such as consultants or social entrepreneurs seeking further education.-- Provided by
publisher.
  example of a business canvas model: Створюємо бізнес-модель Ів Піньє;Александер
Остервальдер,
  example of a business canvas model: Transformative Ecological Economics Ove Jakobsen,
2017-04-21 This volume develops a synthesized interpretation of ecological economics integrating
different levels; (economic) system, (business) practice and the (economic) actor. It discusses how
changes on a systems level are connected to changes in practise and development of individual
consciousness. Transformative Ecological Economics delves into the insight and knowledge from
different sources of inspiration (Thermodynamics, Darwinism, Anthroposophy and Buddhism) as well
as into an integrated story describing and illustrating the core ideas, principles and values which
characterize a utopian society anchored in ecological economics.
  example of a business canvas model: Scaling Lean Ash Maurya, 2016 Scaling Lean offers an
invaluable blueprint for modeling startup success. You'll learn the essential metrics that measure the
output of a working business model, give you the pulse of your company, communicate its health to
investors, and enable you to make precise interventions when things go wrong, --Amazon.com.
  example of a business canvas model: Open Business Models Henry William Chesbrough,
2006 Provides a diagnostic tool for readers to assess their business model and usher it through a
six-stage continuum toward openness. This book also identifies the barriers to creating open
business models (such as the not invented here syndrome and the not sold here virus) and explains
how to surmount them.
  example of a business canvas model: Growth Thinking Nader Sabry, 2021-01-15 Less than
1% of companies grow. But with a systematic and creative approach to growth that changes
everything. Growth thinking is a new approach changing the way organizations grow. Nader Sabry,
author of the bestselling book Ready Set Growth Hack, created growth thinking to exponentially
change your results in a quick, easy and creative way... Growth thinking helps leaders who want to
solve for how to grow exponentially. If your organization needs to adapt to new realities but doesn't
have the growth strategy to give you that competitive edge, growth thinking solves precisely.
Growth thinking helps you go: From idea to action - accurately and rapidly turn growth hacking
ideas into execution quickly and cost-effectively, Think at scale - quickly and effortlessly find
methods to take an abstract growth hack, structure it and scale it, and Save time and money -
rapidly prototype your growth hacking ideas saving time and money. and happens through the
systematic and creative process by Visualization - design-thinking approach to quickly and easily see
how a growth hack will work, Systemize - turn designs into structured sequences that turn an idea
into an actual growth hack, Optimization - instantly find improvements and generate new better
growth hacks with little effort, Rapid development - the systematic learning approach accelerates
the improvement and development of new growth hacks, and Collaboration - swiftly and efficiently
get feedback and co-create growth hacks with others. Growth thinking helps you tackle the
challenge of growing your organization - creating powerful growth hacks that supercharge your
growth by testing them and executing them quickly, efficiently, and cost-effectively.
  example of a business canvas model: The Surprising Power of Liberating Structures
Henri Lipmanowicz, Keith McCandless, 2014-10-28 Smart leaders know that they would greatly



increase productivity and innovation if only they could get everyone fully engaged. So do professors,
facilitators and all changemakers. The challenge is how. Liberating Structures are novel, practical
and no-nonsense methods to help you accomplish this goal with groups of any size. Prepare to be
surprised by how simple and easy they are for anyone to use. This book shows you how with detailed
descriptions for putting them into practice plus tips on how to get started and traps to avoid. It takes
the design and facilitation methods experts use and puts them within reach of anyone in any
organization or initiative, from the frontline to the C-suite. Part One: The Hidden Structure of
Engagement will ground you with the conceptual framework and vocabulary of Liberating
Structures. It contrasts Liberating Structures with conventional methods and shows the benefits of
using them to transform the way people collaborate, learn, and discover solutions together. Part
Two: Getting Started and Beyond offers guidelines for experimenting in a wide range of applications
from small group interactions to system-wide initiatives: meetings, projects, problem solving, change
initiatives, product launches, strategy development, etc. Part Three: Stories from the Field
illustrates the endless possibilities Liberating Structures offer with stories from users around the
world, in all types of organizations -- from healthcare to academic to military to global business
enterprises, from judicial and legislative environments to R&D. Part Four: The Field Guide for
Including, Engaging, and Unleashing Everyone describes how to use each of the 33 Liberating
Structures with step-by-step explanations of what to do and what to expect. Discover today what
Liberating Structures can do for you, without expensive investments, complicated training, or
difficult restructuring. Liberate everyone's contributions -- all it takes is the determination to
experiment.
  example of a business canvas model: The Four Steps to the Epiphany Steve Blank,
2020-03-17 The bestselling classic that launched 10,000 startups and new corporate ventures - The
Four Steps to the Epiphany is one of the most influential and practical business books of all time.
The Four Steps to the Epiphany launched the Lean Startup approach to new ventures. It was the
first book to offer that startups are not smaller versions of large companies and that new ventures
are different than existing ones. Startups search for business models while existing companies
execute them. The book offers the practical and proven four-step Customer Development process for
search and offers insight into what makes some startups successful and leaves others selling off
their furniture. Rather than blindly execute a plan, The Four Steps helps uncover flaws in product
and business plans and correct them before they become costly. Rapid iteration, customer feedback,
testing your assumptions are all explained in this book. Packed with concrete examples of what to
do, how to do it and when to do it, the book will leave you with new skills to organize sales,
marketing and your business for success. If your organization is starting a new venture, and you're
thinking how to successfully organize sales, marketing and business development you need The Four
Steps to the Epiphany. Essential reading for anyone starting something new. The Four Steps to the
Epiphany was originally published by K&S Ranch Publishing Inc. and is now available from Wiley.
The cover, design, and content are the same as the prior release and should not be considered a new
or updated product.
  example of a business canvas model: White Awareness Judy H. Katz, 1978 Stage 1.
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