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The Business Model Canvas (BMC) is a one-page strategic framework used to describe, design, and evaluate how a
business creates, delivers, and captures value. Instead of relying on long business plans, the canvas provides a visual,
shared language that helps teams quickly understand and discuss how a business works.

The Business Model Canvas is organized into nine building blocks, each representing a core element of the business:

1. Customer Segments — The specific groups of people or organizations the business serves.

2. Value Propositions — The products or services that solve customer problems or create meaningful benefits.

3. Channels — How the business delivers its value to customers (e.g., sales, marketing, distribution).

4. Customer Relationships — How the business acquires, retains, and grows customer relationships.

5. Revenue Streams — How the business makes money from each customer segment.

6. Key Resources — The critical assets required to deliver the value proposition (people, technology, brand,
capital).

7. Key Activities — The most important actions the business must perform to operate successfully.

8. Key Partnerships — External organizations or suppliers that help the business function effectively.

9. Cost Structure — The major costs involved in operating the business model.

Together, these blocks show how a company’s strategy, operations, and economics fit together. The strength of the
Business Model Canvas lies in its simplicity and flexibility. It allows teams to map assumptions, identify gaps, test
ideas, and iterate quickly as they learn from customers or market changes.

The canvas is especially useful for startups and innovation teams because it supports experimentation. Assumptions
can be adjusted without rewriting an entire plan, making it easier to pivot or refine a business model early.
Established organizations also use the BMC to analyze new initiatives, explore adjacent markets, or improve existing
offerings.

Another benefit of the Business Model Canvas is alignment. Because everything fits on one page, stakeholders can
easily see how decisions in one area—such as pricing or partnerships—affect other parts of the business. This shared
visibility encourages clearer conversations and better decision-making.



In summary, the Business Model Canvas is a practical tool for understanding and communicating how a business
works. It helps leaders move from abstract ideas to structured thinking, ensuring that value creation, delivery, and
revenue are intentionally designed and aligned.
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ASK YOUR MENTOR
1. Have used a Business Model Canvas? If not, how have you approached understanding the workings of a
business?
2. When you approach a Business Model Canvas (or a similar tool), which block do you trust the least at first—
and why?
3. How has your use of the Business Model Canvas (or a similar tool) changed as you’ve gained more leadership
or business experience?
In your experience, which block most often determines whether a business ultimately succeeds or fails?
How do you personally validate assumptions in the canvas before committing significant resources?
Can you share an example where revisiting the Business Model Canvas led you to change direction or pivot?
How do you balance vision and realism when filling out a canvas?
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What signals tell you that a canvas is describing a real business versus a theoretical one?
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9. How do you use the Business Model Canvas in conversations with partners, investors, or leadership teams?

10. Where have you seen teams overcomplicate the canvas—and how do you simplify it?

11. If you were mentoring someone building their first canvas today, what would you tell them to focus on first
and why?

GO DO, Action Step Ideas

Pause and pray, “Lord, as | look through the below action steps, is there one that | should focus on first?”

1. Strengthen the Weakest Block
Identify the single block of your Business Model Canvas that feels weakest or most uncertain and take one
concrete action this week to improve it (e.g., conduct three customer interviews, price-test an offer, or map
real costs).

2. Test One Critical Assumption
Choose one assumption in your canvas that, if wrong, would significantly damage the business. Design and
run a simple test within 14 days to validate or disprove it.

3. Rewrite the Value Proposition in Customer Language
Rewrite your value proposition using the exact words your customers use to describe their problem. Share it
with at least two customers and ask if it clearly reflects their needs.

4. Map Reality vs. Aspiration
Mark each block of your canvas as either current reality or future aspiration. Then identify one gap where
execution must catch up to vision and define a next step.

5. Commit to One Measurable Change
Based on your mentor conversation, choose one change to make in the next 30 days (pricing, channel focus,
key activity, or partnership). Define how you will measure whether it improved the business model.



