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Despite what he said, I recommend revenue. 



Step 1: Listen to the waves. 
Step 2: Create something people want.  
Step 3: Draw the landscape.  
Step 4: Build an engine of growth.  
Step 5: Create an economic model. 
Step 6: Develop a capital strategy. 
Step 7: Frame a funnel. 
Step 8: Be a master storyteller. 
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Who did something this week to push 
their startup forward?
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Business Model
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“A business model describes the 
rationale of how an organization 

creates, delivers, and captures value”
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Sometimes innovation isn’t product 
innovation, it’s business model 

innovation. 









Dollar Shave Club 
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Business Model
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“A business model describes the 
rationale of how an organization 

creates, delivers, and captures value”
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“A business model describes the 
rationale of how an organization 

creates, delivers, and captures value”

The Business Model Canvas is an 
established way to outline all the different 
components of a startup’s business model. 
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The Business Model Canvas
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Problem Solution

Key Metrics

Cost Structure Revenue Streams

Channels

Customer
Segments

Secret Sauce
(Defensibility)

Business Model Canvas

Stanford BUS-217

Key Partners

!"#$%&#"'()*+#+,&"-#'#./,01&2#3&1145&6*&5#)"#'#
./,01&2#%'17#",18&59#

:%'$#'/&#$%&#.'/$*&/"%)."#$%'$#3&#3)11#*&&5#$,#
7,/2#)*#,/5&/#7,/#,;/#8&*$;/&#$,#0&#'#";<<&""=

>?'2.1&"@#A&$')1#<%')*"-#5&1)8&/(#"&/8)<&"-#
+,8&/*2&*$#'+&*<)&"-#6*'*<)'1#"&/8)<&"#
)*"$)$;$),*"-#)*5&.&*5&*$#",B3'/&#8&*5,/"9#

:%'$#3)11#,;/#./)2'/(#<,"$"#0&=#:)11#$%&#8&*$;/&#
0&#'#<,"$45/)8&*#0;")*&""#1)C&#'#*,47/)11"#')/1)*&#,/#
3)11#)$#0&#8'1;&45/)8&*#1)C&#'#1;?;/(#0/'*5=#D)"$#
(,;/#./)*<).1&#<,"$"#%&/&9#

>?'2.1&"@#A&*$#7,/#/&$')1#1,<'$),*"-#1'0,/-#"<)&*$)6<#
"$'E-#FG#"&/8)<&"-#",B3'/&#5&8&1,.2&*$9#

H$'/$;."#<'*I$#'E,/5#$,#$/'<C#'*5#<%'"&#'#3%,1&#
0;*<%#,7#5)E&/&*$#2&$/)<"9#:%'$#'/&#$%&#$,.#J4K#
2&$/)<"#$%'$#3&#*&&5#$,#7,<;"#,*=

L,3#5,&"#,;/#./,5;<$#,/#"&/8)<&#",18&#$%&#./,01&2#
3&I8&#"$'$&5=

!"#$%&'(%%")*+(,"+(%-.&#(%"/*0"1'"*.21'&314&*'"-.(14(%5"+(,&6(.%5"1'+"-174$.(%"61,$(8"9/&%"-1'61%"7.*6&+(%"1"01:";*.":*$"4*",&%4":*$."!"#$%!&'&'(1%"4*"/*0":*$."6('4$.(<%"#$%&'(%%")*+(,"0&,,"
0*.=8">.&'4"4/&%"-1'61%"*$4"1%",1.2("1%":*$"-1'5"7$4"&4"*'":*$."01,,5"1'+"4/('"$%("%4&-=:"'*4(%"*'"&48"?()()#(.5"4/(%("1.("/:7*4/*%(%"0/&-/":*$"0&,,"4(%45"%0177&'2@*$4"%4&-=&(%"1%":*$",(1.'8

9/&%"6(.%&*'"*;"4/("A$%&'(%%"B*+(,"C1'61%"&%"1"-.(14&*'"4/14"%41'+%"*'"4/("%/*$,+(.%"*;"%(6(.1,"2&1'4%8"D&.%4"1)*'2"4/()"&%"!,(E1'+(."F%4(.01,+(.5"&'"/&%"4(..&G-"#**="A$%&'(%%"B*+(,"H('(.14&*'I"!"J1'+#**=";*."
K&%&*'1.&(%5"H1)("C/1'2(.%5"1'+"C/1,,('2(.%8"J&%"-1'61%"&%"161&,&#,("6&1"1"C.(14&6("C*))*'%",&-('%( ;.*)"L4.14(2:3(."!H8"!%/"B1$.:1"4/('"-.(14(+"4/("M(1'"C1'61%5"1"6(.%&*'"4/14"1,&2'(+"0&4/"N.&-"?(&%<%"M(1'"
L41.4$7"'*')('-,14$.(8"!+*#("4/('"1++(+"4/(""Wow” box on their Kickbox framework. Licensed under the Creative Commons/Attribution-Share Alike 3.0 Unported License"

Unique Value Prop
(Differentiation)

H,2&$%)*+#(,;#%'8&#$%'$#(,;/#<,2.&$)$,/"#5,*I$#
%'8&9#H,2&$%)*+#$%'$#<'*I$#0&#&'")1(#5&8&1,.&5#,/#
0,;+%$9#

>?'2.1&"@#M'$&*$"#61&5-#./,./)&$/(#./,<&""-#
&?<1;")8&#5)"$/)0;$,/"%)."-#;*)N;&1(#N;'1)6&5#
$&'29

:)$%)*#$%&#<,2.&$)$)8&#1'*5"<'.&-#3%'$#)"#(,;/#
.,")$),*)*+=#L&1.#(,;/#<;"$,2&/"#;*5&/"$'*5#
3%'$#)"#5)E&/&*$#'0,;$#(,;-#<,2.'/&5#3)$%#$%&#
'1$&/*'$)8&"#)*#$%&#2'/C&$.1'<&9#

>?'2.1&"@#O/+'*)<-#$%&#2,"$#<,*8&*)&*$#1,<'$),*-#
7,<;"#,*#".&&5-#7,<;"#,*#.&/",*'1)P&5#"&/8)<&-#
<%&'.&"$-#<;"$,2)P&5#./,5;<$"-#1'/+&"$#"&1&<$),*9#

:%'$#'/&#$%&#<%'**&1"#$%/,;+%#3%)<%#(,;#3)11#"&11#
$,#<;"$,2&/"=

>?'2.1&"@#A&$')1#"$,/&"-#5)/&<$#8)'#(,;/#3&0")$&-#
2,0)1&#'..-#5)/&<$#"'1&"#$&'2-#/&"&11&/"I#"'1&"#
$&'2"-#8'1;&#'55&5#/&"&11&/"9#

L,3#3,;15#(,;#"&+2&*$#$%&#;*)8&/"&#,7#<;"$,2&/"#
(,;#.1'*#$,#"&/8&=

>?'2.1&"@#G&&*"-#M'/&*$"-#Q&&C"-#R,/$;*&#STT#
<,2.'*)&"-#7'2)1(4/;*#<,2.'*)&"-#7'"%),*#
N;&&*"9H,2&$%)*+#(,;#%'8&#$%'$#(,;/#<,2.&$)$,/"#
5,*I$#%'8&9#H,2&$%)*+#$%'$#<'*I$#0&#&'")1(#
5&8&1,.&5#,/#0,;+%$9#

>?'2.1&"@#M'$&*$"#61&5-#./,./)&$/(#./,<&""-#
&?<1;")8&#5)"$/)0;$,/"%)."-#;*)N;&1(#N;'1)6&5#
$&'29

:%)<%#2'/C&$#"&+2&*$#)"#1)C&1(#$,#0&#$%&#
&'/1(4'5,.$&/"#,7#(,;/#./,5;<$=

Early Adopters

>8&/(#0;")*&""#*&&5"#/&8&*;&-#'*5#'#+/&'$#
0;")*&""#*&&5"#2;1$).1&#/&8&*;&#"$/&'2"9#

>?'2.1&"@#";0"</).$),*"-#'58&/$)")*+-#
2&/<%'*5)")*+#"'1&"-#<,22)""),*"9#

The Wow!
:%'$#,*&#7&'$;/&#3)11#/&'11(#)2./&""#<;"$,2&/"#
'*5#2'C&#(,;/#./,5;<$#"$'*5#,;$=



The Launch Path Canvas 2.0
Name of Startup Venture:

Date:

Iteration:

Problem
One clear sentence that articulates 
the problem your startup solves. 

Path to PMF

Top 3 Benefits

Distribution

Capital Strategy

Positioning

Unfair AdvantageEconomics

Solution Why it matters Landscape
How does your venture solve the 
problem you have articulated? Keep 
this short and consise!

What is your plan for getting to 
Product-Market Fit?

What are the Unit Economics for this venture, what do we expect the 
CAC<LTV to look like, and what are out capital needs?

What are the top 3 benefits that 
your product or services provides 
to customers?

What are your distibution 
channels? Direct to consumer, or 
via resellers, or?

What source and structure of 
capital will best align interests 
between founders, employees, 
shareholders, and investors?

What unique advantage does 
your startup have that may help 
to defend from competitors?

Within this landscape of 
competitors and alternatives, 
how is your venture positioned?

Why is this a problem worth 
solving?

This is a list of competitors and 
alternatives. When a customer looks 
at alternative ways to solve the 
problem your startup solves, what 
will they see? 

One Sentence Description:

Unit Economics:

Customer Economics (CAC:LTV goal):

Enterprise Economics (runway):

Link to a full visualization. 

PMF Metrics
As you work your way toward 
Product-Market Fit, what are the 
key metrics that matter?

ICP
What do you think your startup’s 
Ideal Customer Profile will be?

Trigger
What makes someone suddenly be 
in the market for what your startup 
provides?

Link to a Personas doc. 

Link to full spreadsheet. 

The original Business Model Canvas was developed by Alexander Osterwalder and published in this great book:
Osterwalder, Alexander; Pigneur, Yves; Clark, Tim (2010). Business Model Generation: A Handbook For Visionaries, Game Changers, and Challengers. Strategyzer series. Hoboken, NJ: John Wiley & Sons. ISBN 9780470876411
This version is to align with my book, The Launch Path: Getting from a startup idea to a launch-ready venture, ISBN 979-8989090402. Feel free to use, adapt, copy, and change. 
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The Launch Path Canvas 2.0

Problem
One clear sentence that articulates 
the problem your startup solves. 

Path to PMF

Top 3 Benefits

Distribution

Capital Strategy

Positioning

Unfair AdvantageEconomics

Solution Why it matters Landscape
How does your venture solve the 
problem you have articulated? Keep 
this short and consise!

What is our plan for getting to 
Product-Market Fit?

What are the Unit Economics for this venture, what do we expect the 
CAC<LTV to look like, and what are out capital needs?

What are the top 3 benefits that 
your product or services provides 
to customers?

What are our distibution 
channels? Direct to consumer, via 
resellers, or?

What source and structure of 
capital will best align interests 
between founders, employees, 
shareholders, and investors?

What unique advantage do we 
have that may help to defend us 
from competitors?

Within this landscape of 
competitors and alternatives, 
how is our venture positioned?

Why is this a problem worth 
solving?

This is a list of competitors and 
alternatives. When a customer looks 
at alternative ways to solve the 
problem we solve, what will they 
see? 

Unit Economics:

Customer Economics (CAC:LTV goal):

Enterprise Economics (runway):

Link to a full visualization. 

PMF Metrics
As we work our way toward 
Product-Market Fit, what are the 
key metrics that matter?

ICP
What do we think our Ideal 
Customer Profile will be?

Trigger
What makes someone suddenly be 
in the market for what we provide?

Link to a Personas doc. 

Link to full spreadsheet. 

The “Why?”

PM(D)F

Economics

Competition
Customers



The Launch Path Canvas 2.0
Name of Startup Venture:

Date:

Iteration:

Problem
One clear sentence that articulates 
the problem your startup solves. 

Path to PMF

Top 3 Benefits

Distribution

Capital Strategy

Positioning

Unfair AdvantageEconomics

Solution Why it matters Landscape
How does your venture solve the 
problem you have articulated? Keep 
this short and consise!

What is your plan for getting to 
Product-Market Fit?

What are the Unit Economics for this venture, what do we expect the 
CAC<LTV to look like, and what are out capital needs?

What are the top 3 benefits that 
your product or services provides 
to customers?

What are your distibution 
channels? Direct to consumer, or 
via resellers, or?

What source and structure of 
capital will best align interests 
between founders, employees, 
shareholders, and investors?

What unique advantage does 
your startup have that may help 
to defend from competitors?

Within this landscape of 
competitors and alternatives, 
how is your venture positioned?

Why is this a problem worth 
solving?

This is a list of competitors and 
alternatives. When a customer looks 
at alternative ways to solve the 
problem your startup solves, what 
will they see? 

One Sentence Description:

Unit Economics:

Customer Economics (CAC:LTV goal):

Enterprise Economics (runway):

Link to a full visualization. 

PMF Metrics
As you work your way toward 
Product-Market Fit, what are the 
key metrics that matter?

ICP
What do you think your startup’s 
Ideal Customer Profile will be?

Trigger
What makes someone suddenly be 
in the market for what your startup 
provides?

Link to a Personas doc. 

Link to full spreadsheet. 

The original Business Model Canvas was developed by Alexander Osterwalder and published in this great book:
Osterwalder, Alexander; Pigneur, Yves; Clark, Tim (2010). Business Model Generation: A Handbook For Visionaries, Game Changers, and Challengers. Strategyzer series. Hoboken, NJ: John Wiley & Sons. ISBN 9780470876411
This version is to align with my book, The Launch Path: Getting from a startup idea to a launch-ready venture, ISBN 979-8989090402. Feel free to use, adapt, copy, and change. 



The Launch Path Canvas 2.0
Name of Startup Venture:

Date:

Iteration:

Problem
One clear sentence that articulates 
the problem your startup solves. 

Path to PMF

Top 3 Benefits

Distribution

Capital Strategy

Positioning

Unfair AdvantageEconomics

Solution Why it matters Landscape
How does your venture solve the 
problem you have articulated? Keep 
this short and consise!

What is your plan for getting to 
Product-Market Fit?

What are the Unit Economics for this venture, what do we expect the 
CAC<LTV to look like, and what are out capital needs?

What are the top 3 benefits that 
your product or services provides 
to customers?

What are your distibution 
channels? Direct to consumer, or 
via resellers, or?

What source and structure of 
capital will best align interests 
between founders, employees, 
shareholders, and investors?

What unique advantage does 
your startup have that may help 
to defend from competitors?

Within this landscape of 
competitors and alternatives, 
how is your venture positioned?

Why is this a problem worth 
solving?

This is a list of competitors and 
alternatives. When a customer looks 
at alternative ways to solve the 
problem your startup solves, what 
will they see? 

One Sentence Description:

Unit Economics:

Customer Economics (CAC:LTV goal):

Enterprise Economics (runway):

Link to a full visualization. 

PMF Metrics
As you work your way toward 
Product-Market Fit, what are the 
key metrics that matter?

ICP
What do you think your startup’s 
Ideal Customer Profile will be?

Trigger
What makes someone suddenly be 
in the market for what your startup 
provides?

Link to a Personas doc. 

Link to full spreadsheet. 

The original Business Model Canvas was developed by Alexander Osterwalder and published in this great book:
Osterwalder, Alexander; Pigneur, Yves; Clark, Tim (2010). Business Model Generation: A Handbook For Visionaries, Game Changers, and Challengers. Strategyzer series. Hoboken, NJ: John Wiley & Sons. ISBN 9780470876411
This version is to align with my book, The Launch Path: Getting from a startup idea to a launch-ready venture, ISBN 979-8989090402. Feel free to use, adapt, copy, and change. 



The Launch Path Canvas 2.0
Name of Startup Venture:

Date:

Iteration:

Problem
One clear sentence that articulates 
the problem your startup solves. 

Path to PMF

Top 3 Benefits

Distribution

Capital Strategy

Positioning

Unfair AdvantageEconomics

Solution Why it matters Landscape
How does your venture solve the 
problem you have articulated? Keep 
this short and consise!

What is your plan for getting to 
Product-Market Fit?

What are the Unit Economics for this venture, what do we expect the 
CAC<LTV to look like, and what are out capital needs?

What are the top 3 benefits that 
your product or services provides 
to customers?

What are your distibution 
channels? Direct to consumer, or 
via resellers, or?

What source and structure of 
capital will best align interests 
between founders, employees, 
shareholders, and investors?

What unique advantage does 
your startup have that may help 
to defend from competitors?

Within this landscape of 
competitors and alternatives, 
how is your venture positioned?

Why is this a problem worth 
solving?

This is a list of competitors and 
alternatives. When a customer looks 
at alternative ways to solve the 
problem your startup solves, what 
will they see? 

One Sentence Description:

Unit Economics:

Customer Economics (CAC:LTV goal):

Enterprise Economics (runway):

Link to a full visualization. 

PMF Metrics
As you work your way toward 
Product-Market Fit, what are the 
key metrics that matter?

ICP
What do you think your startup’s 
Ideal Customer Profile will be?

Trigger
What makes someone suddenly be 
in the market for what your startup 
provides?

Link to a Personas doc. 

Link to full spreadsheet. 

The original Business Model Canvas was developed by Alexander Osterwalder and published in this great book:
Osterwalder, Alexander; Pigneur, Yves; Clark, Tim (2010). Business Model Generation: A Handbook For Visionaries, Game Changers, and Challengers. Strategyzer series. Hoboken, NJ: John Wiley & Sons. ISBN 9780470876411
This version is to align with my book, The Launch Path: Getting from a startup idea to a launch-ready venture, ISBN 979-8989090402. Feel free to use, adapt, copy, and change. 



The Launch Path Canvas 2.0
Name of Startup Venture:

Date:

Iteration:

Problem
One clear sentence that articulates 
the problem your startup solves. 

Path to PMF

Top 3 Benefits

Distribution

Capital Strategy

Positioning

Unfair AdvantageEconomics

Solution Why it matters Landscape
How does your venture solve the 
problem you have articulated? Keep 
this short and consise!

What is your plan for getting to 
Product-Market Fit?

What are the Unit Economics for this venture, what do we expect the 
CAC<LTV to look like, and what are out capital needs?

What are the top 3 benefits that 
your product or services provides 
to customers?

What are your distibution 
channels? Direct to consumer, or 
via resellers, or?

What source and structure of 
capital will best align interests 
between founders, employees, 
shareholders, and investors?

What unique advantage does 
your startup have that may help 
to defend from competitors?

Within this landscape of 
competitors and alternatives, 
how is your venture positioned?

Why is this a problem worth 
solving?

This is a list of competitors and 
alternatives. When a customer looks 
at alternative ways to solve the 
problem your startup solves, what 
will they see? 

One Sentence Description:

Unit Economics:

Customer Economics (CAC:LTV goal):

Enterprise Economics (runway):

Link to a full visualization. 

PMF Metrics
As you work your way toward 
Product-Market Fit, what are the 
key metrics that matter?

ICP
What do you think your startup’s 
Ideal Customer Profile will be?

Trigger
What makes someone suddenly be 
in the market for what your startup 
provides?

Link to a Personas doc. 

Link to full spreadsheet. 

The original Business Model Canvas was developed by Alexander Osterwalder and published in this great book:
Osterwalder, Alexander; Pigneur, Yves; Clark, Tim (2010). Business Model Generation: A Handbook For Visionaries, Game Changers, and Challengers. Strategyzer series. Hoboken, NJ: John Wiley & Sons. ISBN 9780470876411
This version is to align with my book, The Launch Path: Getting from a startup idea to a launch-ready venture, ISBN 979-8989090402. Feel free to use, adapt, copy, and change. 



The Launch Path Canvas 2.0
Name of Startup Venture:

Date:

Iteration:

Problem
One clear sentence that articulates 
the problem your startup solves. 

Path to PMF

Top 3 Benefits

Distribution

Capital Strategy

Positioning

Unfair AdvantageEconomics

Solution Why it matters Landscape
How does your venture solve the 
problem you have articulated? Keep 
this short and consise!

What is your plan for getting to 
Product-Market Fit?

What are the Unit Economics for this venture, what do we expect the 
CAC<LTV to look like, and what are out capital needs?

What are the top 3 benefits that 
your product or services provides 
to customers?

What are your distibution 
channels? Direct to consumer, or 
via resellers, or?

What source and structure of 
capital will best align interests 
between founders, employees, 
shareholders, and investors?

What unique advantage does 
your startup have that may help 
to defend from competitors?

Within this landscape of 
competitors and alternatives, 
how is your venture positioned?

Why is this a problem worth 
solving?

This is a list of competitors and 
alternatives. When a customer looks 
at alternative ways to solve the 
problem your startup solves, what 
will they see? 

One Sentence Description:

Unit Economics:

Customer Economics (CAC:LTV goal):

Enterprise Economics (runway):

Link to a full visualization. 

PMF Metrics
As you work your way toward 
Product-Market Fit, what are the 
key metrics that matter?

ICP
What do you think your startup’s 
Ideal Customer Profile will be?

Trigger
What makes someone suddenly be 
in the market for what your startup 
provides?

Link to a Personas doc. 

Link to full spreadsheet. 

The original Business Model Canvas was developed by Alexander Osterwalder and published in this great book:
Osterwalder, Alexander; Pigneur, Yves; Clark, Tim (2010). Business Model Generation: A Handbook For Visionaries, Game Changers, and Challengers. Strategyzer series. Hoboken, NJ: John Wiley & Sons. ISBN 9780470876411
This version is to align with my book, The Launch Path: Getting from a startup idea to a launch-ready venture, ISBN 979-8989090402. Feel free to use, adapt, copy, and change. 



The Launch Path Canvas 2.0
Name of Startup Venture:

Date:

Iteration:

Problem
One clear sentence that articulates 
the problem your startup solves. 

Path to PMF

Top 3 Benefits

Distribution

Capital Strategy

Positioning

Unfair AdvantageEconomics

Solution Why it matters Landscape
How does your venture solve the 
problem you have articulated? Keep 
this short and consise!

What is your plan for getting to 
Product-Market Fit?

What are the Unit Economics for this venture, what do we expect the 
CAC<LTV to look like, and what are out capital needs?

What are the top 3 benefits that 
your product or services provides 
to customers?

What are your distibution 
channels? Direct to consumer, or 
via resellers, or?

What source and structure of 
capital will best align interests 
between founders, employees, 
shareholders, and investors?

What unique advantage does 
your startup have that may help 
to defend from competitors?

Within this landscape of 
competitors and alternatives, 
how is your venture positioned?

Why is this a problem worth 
solving?

This is a list of competitors and 
alternatives. When a customer looks 
at alternative ways to solve the 
problem your startup solves, what 
will they see? 

One Sentence Description:

Unit Economics:

Customer Economics (CAC:LTV goal):

Enterprise Economics (runway):

Link to a full visualization. 

PMF Metrics
As you work your way toward 
Product-Market Fit, what are the 
key metrics that matter?

ICP
What do you think your startup’s 
Ideal Customer Profile will be?

Trigger
What makes someone suddenly be 
in the market for what your startup 
provides?

Link to a Personas doc. 

Link to full spreadsheet. 

The original Business Model Canvas was developed by Alexander Osterwalder and published in this great book:
Osterwalder, Alexander; Pigneur, Yves; Clark, Tim (2010). Business Model Generation: A Handbook For Visionaries, Game Changers, and Challengers. Strategyzer series. Hoboken, NJ: John Wiley & Sons. ISBN 9780470876411
This version is to align with my book, The Launch Path: Getting from a startup idea to a launch-ready venture, ISBN 979-8989090402. Feel free to use, adapt, copy, and change. 



The Launch Path Canvas 2.0
Name of Startup Venture:

Date:

Iteration:

Problem
One clear sentence that articulates 
the problem your startup solves. 

Path to PMF

Top 3 Benefits

Distribution

Capital Strategy

Positioning

Unfair AdvantageEconomics

Solution Why it matters Landscape
How does your venture solve the 
problem you have articulated? Keep 
this short and consise!

What is your plan for getting to 
Product-Market Fit?

What are the Unit Economics for this venture, what do we expect the 
CAC<LTV to look like, and what are out capital needs?

What are the top 3 benefits that 
your product or services provides 
to customers?

What are your distibution 
channels? Direct to consumer, or 
via resellers, or?

What source and structure of 
capital will best align interests 
between founders, employees, 
shareholders, and investors?

What unique advantage does 
your startup have that may help 
to defend from competitors?

Within this landscape of 
competitors and alternatives, 
how is your venture positioned?

Why is this a problem worth 
solving?

This is a list of competitors and 
alternatives. When a customer looks 
at alternative ways to solve the 
problem your startup solves, what 
will they see? 

One Sentence Description:

Unit Economics:

Customer Economics (CAC:LTV goal):

Enterprise Economics (runway):

Link to a full visualization. 

PMF Metrics
As you work your way toward 
Product-Market Fit, what are the 
key metrics that matter?

ICP
What do you think your startup’s 
Ideal Customer Profile will be?

Trigger
What makes someone suddenly be 
in the market for what your startup 
provides?

Link to a Personas doc. 

Link to full spreadsheet. 

The original Business Model Canvas was developed by Alexander Osterwalder and published in this great book:
Osterwalder, Alexander; Pigneur, Yves; Clark, Tim (2010). Business Model Generation: A Handbook For Visionaries, Game Changers, and Challengers. Strategyzer series. Hoboken, NJ: John Wiley & Sons. ISBN 9780470876411
This version is to align with my book, The Launch Path: Getting from a startup idea to a launch-ready venture, ISBN 979-8989090402. Feel free to use, adapt, copy, and change. 





Ten minute break. 



A class challenge from Lydia!



Email Newsletter Platforms





Claude recommended tools I could use to check the 
deliverability of emails from the new system. 



I now have a fully-
functioning system and 
yesterday I canceled my 
$135/month subscription 
to MailChimp. 

#winning #moretacos 



Is this the SaaSpocolypse? Will all the SaaS 
platforms go out of business because now with 
AI people will just build their own everything?





Mailchimp will be fine. 
60% market share and 

owned by Intuit.

Hubspot will be fine. 
Email is just one part of 
their revenue suite, and 

then have been 
aggressive in 

incorporating AI. 

MailerLite competes 
mostly on price. Never 

a good place to be. 

Who will survive the AI-driven SaaSpocolypse?

Buttondown’s whole 
positioning is around 

being for techie geeks. 
They are in big trouble. 

Substack's network of writers and readers — including its 
discovery tools, recommendations, and social layer — can't 
be replicated by an AI tool. The reader-follower graph lives on 
Substack.



The platforms that survive will be the ones offering 
something beyond software functionality — distribution, 
integration depth, brand trust, or network effects. Pure-
play feature delivery is increasingly vulnerable. 

If you’re building a startup right now, that’s a lens worth 
using: What does my product offer that AI can’t easily 
commoditize?



bus217.org



bus217.org
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Optional Startup Coffee zoom calls: 
The next two Saturdays at 9am.

This Saturday, join to discuss anything 
you’d like.  

Next Saturday will be about nonprofits 
and social ventures. 



Competitive Landscape.
All startups operate within a landscape of competitors and 

alternatives.  

Don’t pretend that your startup is better than any competitor or 
alternative - that’s just not credible.  

Instead, prove that you understand the landscape that you will be 
operating in, and how you are positioned within that landscape. 











Marla
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Humans love great stories. 











Every great entrepreneur has 
the ability to tell a crisp, clear, 
and compelling story about 
what she’s working on, and 
why it matters. 



Step 1: Listen to the waves. 
Step 2: Create something people want.  
Step 3: Draw the landscape.  
Step 4: Build an engine of growth.  
Step 5: Create an economic model. 
Step 6: Develop a capital strategy. 
Step 7: Frame a funnel. 
Step 8: Be a master storyteller. 
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“The point of a economic model is to tell a story 
with numbers – a story about opportunity, resource 
requirements, market forces, growth, milestone 
achievements, and profits.” 

 – Guy Kawasaki





1-Sentence

45-Second Pitch

3-Minute Pitch

1- Hour Meeting

Close the deal!

Every great 
entrepreneur has 
a nesting doll set 
of pitches. 





Eric Bahn, Venture Capitalist
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