
You are a hero. 

You have been called. 

You’ve  chosen to embark on a 
journey shrouded with 
uncertainty and laden with 
obstacles. 

Although the threat of  failure 
looms ahead, you march on. 

You are an entrepreneur.  
A visionary. A doer. A disruptor.  



Think of us as Alfred  
to your Batman. 



The journey …  



Step 1: Start with an idea. 

Attack cliches. Beware the status quo. 



Step 2: Assess the opportunity. 

Look for the gaps. Get out of the 
building. 



Step 3: Refine the venture 
concept. 

Frame your vision.  

(where we are today) 



Step 4: Test your riskiest 
assumptions. 

Get out of the building.  



Step 5: Evaluate the solution. 

Assess feasibility. 







A business model describes the 
blueprint of your business strategy, 
the core elements that constitute 
the heart of how your venture will 
work. 



Business models 
describe how your 
venture will create, 
deliver and capture 
value. 

--Alex Osterwalder 
coauthor, Business Model Generation  



Business Model Canvas 



http://youtu.be/QoAOzMTLP5s 

http://youtu.be/QoAOzMTLP5s


A Tale of Two Newspapers 

Deconstructing business models 





Here’s the plan- 

• Find a partner. You two will share a canvas. 

• Choose who will be the NYT or Metro. 

• Using Post-its, describe the 9 elements of your 
paper’s business model. 

• Do not write directly on the canvas. 

• Be sure your Post-its are a different color than 
your partner’s. 

• You have 5 minutes. Go! 
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Business Model Canvas 
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Rule #1: The primary job of a startup 
is to search for a scalable & 
repeatable business model that 
delivers value. 



Rule #2: On day one, startups 
only have guesses, no facts.  



Startup Business Model Canvas 
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Your Business Model Canvas 



Here’s the plan- 

• Working with your team or alone, map out your 
business model on the canvas. 

• If you really want to impress me, play around 
with mapping more than business model. 

• If you have more than one customer segment, 
use different colored Post-its to distinguish 
between them. 

• Put an asterisk on your 3 riskiest assumptions. 
• Do not write directly on the canvas. 
• You have 10 minutes. Go! 

 



Business models aren’t created in a vacuum. 
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“Successful 
startups are the 
ones who have 
enough money 
left over to try 
their second 
idea.” 

--Clayton Christensen 
author/professor 



Rule #3: As quickly and efficiently as 
possible you want to validate or 
invalidate your assumptions. 


