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How many of you have been told
you  h ave t o  wr it e  a  bu s in ess  p lan ? 



Who wants to read 
you r  bu s in ess  p lan ? 



Lender, investor, 
p ar t n er ,  lan d lord , e t c…



Who doesn’t care much 
abou t  you r  bu s in ess  p lan ?



Your customers



“The purpose of a business is 
t o  cr ea t e  a  cu s t om er .”

- Pet er  Dru cker  



What To Expect In This Workshop

● A practical approach to 

startup business planning

● A simple business model

brainstorming tool

● A “lean” (less time and $

wasted) approach to viability

● A way to connect this to a

formal business plan



Agenda/Overview

• Intro to lean startup approach
• Business Models
• What’s a business model?
• Examples of different business models

• Intro to business model canvas (BMC)
• Using the BMC to cut through noise and get to important questions

• From business model to business plan
• Who is your audience? (lender, investor, partner, etc)
• Other important topics, research, and processes for creating your plan



Intro to the Lean Startup Approach

In a nutshell:

• How do I find out who my customers are, what they want, and why they will/won’t want what I offer
more than the alternative(s)? (Customer discovery)

• What is the best (most efficient, most valuable) way of meeting customer desires/demands? 
(Business modeling)

• How can I figure out what will work best and get some data/feedback to guide my actions/decisions? 
(Agile testing)



Intro to the Lean Startup Approach



So, what’s a business model? 



Business models

What’s a business model?

The way a business solves customer problems and 

creates, delivers, captures value.



Business models

The way a business solves customer problems and 

creates, delivers, captures value.

Creates = production model

Delivers = distribution model

Captures = revenue model



Different 
Bu s in ess  Model 

Exam p les

…in  t h e sam e
in du s t r y

RETAIL

• brick and mortar (storefront )

• e-commerce

• direct sales

• pop-up

• mobile/delivery

• kiosk, etc.



Business Model Canvas
Designed for: Designed by: Date: Version:

Key Partners

Cost Structure

Key Activities

Key Resources

Value Propositions Customer Relationships

Channels

Customer Segments

Revenue Streams
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So, what’s your business model? 



A Tale of Two Business Models

John’s Bakery

● Loves  baking and is  good at it

● Wants  to s tart his  own bakery bus ines s

● Searches  for a  s torefront, equipment, etc.

● Writes  a  formal bus ines s  plan

● Us es  pers onal s avings  and credit cards  (gets  
denied for a  bus ines s  loan – too ris ky!)

● Signs  a  leas e and opens  up regular hours

● Struggles  to promote the bus ines s  and get 
cus tomers  to come in and buy

J ane’s  Bakery

● Loves  baking and is  good at it

● Wants  to s tart her own bakery bus ines s

● Spends  time developing her brand/ menu to a lign to 
cus tomer demands / market trends

● Builds  a  following and a  buzz on s ocia l media

● Does  exclus ive pop-up events  (s ells  out every time)

● Gets  a  s torefront (us ing s avings , profits  from 
company, and a  s mall loan) 

● But continues  to run the s tore like a  pop-up



Business models



Next Steps:



Thank You
Contact Us:

401-874-7232

https://bit.ly/regRISBDC

susandavis@uri.edu

https://bit.ly/regRISBDC
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