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What is the 
necessary and 
most important
condition for a 
company to 
exist?
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Producto o servicio ¿Quién lo compra-usa?
¿Qué es lo que necesita?

¿Dónde lo encuentra?
¿Por qué lo compra?

¿Cómo pagan por este 
servicio o producto?

create
value

deliver value capture 
value

Product or service Who buy/use it?
What does he need?

Where does he find it?
Why does he buy it?

how does he 
pay for this 
product or 
service?
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LOGIC EMOTIONS
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BUSINESS MODEL CANVAS

EFFICIENCY VALUE
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Customer discovery is not about selling something. When you commit this
mistake, you’re framing the conversation around what you’re interested in, and
not whatmatters to the customer
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Why nobody
ask me	what
I	need?





When you sell to a company, you sell to people. Those people can be
categorized into different customer types with different jobs, pains, and
gains



The empathy map
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Traditional Revenue model

Product or service selling

Grocery
hairdresser 
Notary
Consulting
Lawyers
Attorneys
bakery ...



customers pay a monthly fee to get the produt

Subscription Revenue model

^^ CAC
Loyalty
Better margin (provider negotiation)
Lower risk
FON < 0 better liquid assets



Bait & hook Revenue model

offering a basic product or service at a very low 
price (the bait), and then taking profit on 
recurrent sales of refills or associated products 
or services (the hook).



Free Revenue model ???



Freemium Revenue model

functionality

Time

Capacity

Use

Customer type

Advertisements

free + premium = Freemium



long tail Revenue model

20% of products generate 80% of revenues

Long Tail -> Sell less of more
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Nespresso Business Model













The Lean Startup provides 
a scientific approach to 
creating and managing 
startups and get a desired 
product to customers' 
hands faster.



build

measurelearn



From Business Model Canvas to LEAN CANVAS
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