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Workshop
“Start-up Business Plan. From the mind to the market.”

Presenter: Maria Dalakoura



Learning Objectives

By the end of this unit, you will:

Know (knowledge)

✓ The concept of the business idea and the
development stages

✓ The concept of the business idea matrix

✓ The procedure of implementing a business idea

✓ The basic methodology of conducting a market
analysis

✓ The concept of customers’ segmentation

✓ The concept of the competitive advantage

✓ The concept of the business model

✓ What are the main aspects for creating a
business model

✓ The business model process

✓ How to organise a business

✓ The basic types of business structures

✓ The basic decisions that need to be made in
terms of the activities that describe your
business



Introduction

In order to build a successful, sustainable business, the initial idea needs to be feasible. Some people may
have a great idea for a business before they even start, others may need to spend some time to generate
one that suits them.

In either case, it is very crucial to carefully develop the business idea, assess its viability and sustainability
and complete it by conducting a preliminary market analysis and by developing your business model.



A business idea and the main questions

“What do you need to start a business? Three 
simple things: know your product better than 

anyone, know your customer, and have a 
burning desire to succeed.”

Dave Thomas, founder of Wendy’s

“The business idea is the starting point of all
entrepreneurship. The business and the
entrepreneur’s work is built around the business
idea‟. The business idea is a concrete practical
description of how the company plans to conduct
profitable business activities. It concisely presents
the key elements of the business:

✓ who is sold to,

✓ what is sold,

✓ what the business does and

✓ what kind of image does the business project to
its stakeholders?

A promising business idea must fulfil the
customer’s needs, be innovative and unique. It
should have a clear concept and it must be
profitable in the long run (McKinsey & Company
2000).



A business idea and the main questions

Do not give up even if all these elements 
do not fit together perfectly in the very 

beginning!

Therefore, it would be necessary to wonder if your
business idea answer at some respect, the
following questions.1

1. What exactly is new and creative about your
business idea?

2. How unique is the business idea?

3. Can it be protected by patent?

4. Who is the customer?

5. Why should the customer buy the product?

6. What need does it meet?

7. Why is the product better than comparable
alternatives?

8. What are the competitive advantages of the
new product, and why can a competitor not
simply copy them?

9. How does the product reach the customer?

10. Can you make money out of the product? What
are the costs involved, and what price can be
asked?

1 https://www.venture.ch/sites/default/files/business-idea-checklist.pdf

https://www.venture.ch/sites/default/files/business-idea-checklist.pdf


Developing the business idea

"Our greatest weakness lies in giving up. 
The most certain way to succeed is always 

to try just one more time.“

Thomas Edison, inventor of the light bulb

A business idea can often be condensed into a
single sentence. For example, “I will establish a
company that offers translation services to
companies”.

This sentence describes the basis for a business but
does not answer some fundamental questions, for
example, “What kind of companies will be
served?”, “What kind of translation services?”,
“Why you specifically?”, “How will you organize an
effective business?” and so on.

In order to plan the business in more detail it is
important to address the basic questions more
specifically.

A useful tool is the following table where you can
map your choices and business ideas according to a
number of basic questions. The business idea is the
most utilized tool for describing a business based
on a single product or product area.

The tool addresses many of the entrepreneur’s
fundamental strategic decisions.



Developing the business idea – Business Idea Matrix

Why?

What? Products/ services?

Who?

Target segment or segments?

How? How to organize?

How is the business organized efficiently and made 
profitable? 

Will the business idea still work in 5 years’ time?

Why? Attractiveness?

Why would the target segment buy the product/ 

service?

Image, product profile, product description?

Why?

Customer

s’ needs 

or 

problems

?

harmony

MR/PlantrainerOy



Starting the business

Starting a new company is the most challenging
way to start a business. The establishment of a
company is accomplished through a gradual
development process that starts with the summary
of the business idea and is only complete once the
company is up and running.

In the following video, a presentation of the main
steps for starting a business is available.

Video link: https://www.youtube.com/watch?v=UktKFnMFBZA

https://www.youtube.com/watch?v=UktKFnMFBZA
https://www.youtube.com/watch?v=UktKFnMFBZA


The importance of customers

In order to succeed, enterprises need to be able to reach their customers so that they buy their service or
product.

However, first you need to be able to accurately identify who your customers are, you can then think
about how your service or product is addressing their needs.

Using this information, you should then also be able to think about how to construct a competitive
advantage so that people buy from you rather from a competitor.



What can I offer my future clients?

“Know what your customers want most 
and what your company does best. Focus 

on where those two meet.”

Kevin Stirtz

When you have gained an understanding of your future customer base, you can move
onto developing the product / service. The previous customer need based
brainstorming can be a useful exercise, however it is easy to spend too much time or
resources on this stage. It is important to maintain a focus of what is relevant to your
business. An assessment of your own skills is also a good starting point in terms of
developing a business idea.



Tips for organizing your business

“Once you have a clear picture of your 
priorities – that is your values, goals and 

high leverage activities, organize around 
them.”

Stephen Covey

Think about:

❖ How do you market your product / service? How
do you make your company known among
potential customers? What is the role of sales
and how are they carried out? What do you do
yourself? What services do you outsource?

❖ How do you develop your products?

❖ How are your products or services produced?
With what equipment? With which technology?
What do you do yourself and what do you sub-
contract? If you have physical products you need
to consider the manufacturing process, logistics,
etc.

❖ What kind of personnel is needed? What skills
do you need? What is a suitable division of
labour for your company? How is the staff
motivated to perform?

❖ What kinds of systems support your activities
and make you more efficient?

❖ What sort of network would enhance your
profitability?



Factors affecting the business form

Factors that affect the selection of business form
include the number of founders, the required
capital and issues related to taxation:

Number of founders. A more complex business
form is suggested as the number of founding
partners increases.

Start-up capital. As the requirements for start-up
capital and risk increase the business form also
becomes more complex.

Distribution of profits (Coverage of losses). Is the
business’ profit divided amongst the partners or
does it belong to the company? What kinds of
dividends should be paid out to the shareholders?

Responsibility & company. The willingness of the
entrepreneur to be personally responsible for the
business’ liabilities also affects the choice of
business form.

Flexibility of operations. The governance or
organization of a limited company is also more
complex than that of a partnership.

Salary. When choosing a business form the
entrepreneur must consider the need for
employees.

Taxation. Taxation policies change frequently and it
is difficult to predict the level of taxes to be paid
well in advance. Taxation policies also change
depending on the business form.



The importance of a Business Model

Present day’s most used start-up concept, Business Model, describes the rational of how an organization
creates, delivers, and captures value (Osterwalder & Pigneur, 2010). Each organisation / enterprise / start-
up needs provide value to their customer. The business model works for converting value proposition into
potential for growth and profitability.

All new businesses have to deal with the challenge of designing a sustainable business model. This is
especially true for businesses with innovative products because they often disrupt parts of the industry
value chain, which means that stakeholder relationships and revenue models must be crafted from scratch
without the benefit of existing industry practices.



Business Model concept

A business model describes the rationale of how
an organization creates, delivers, and captures
value (Osterwalder &Pigneur, 2010)

Peter Drucker defines “a good business model” as
the one that provides answers to the following two
questions:

Who is the customer and what does the costumer
value?

What is the underlying economic logic that explains
how we can deliver value to customers at an
appropriate cost?

Why creating your business model is so 
important?

“Startups don’t fail because they lack a 
product; they fail because they lack customers 

and a profitable business model.”

Steve Blank

Image source: 
https://www.thebusinessplanshop.com/blog/en/entry/business_model_vs
_business_plan

https://www.thebusinessplanshop.com/blog/en/entry/business_model_vs_business_plan


The Business Model Canvas

“Luck is not a business model.”

Anthony Bourdain

Alexander Osterwalder, has developed what is
arguably the most comprehensive template for
business model generation; Business Model
Canvas (BMC). His nine-part BMC is essentially an
organized way to lay out the assumptions about not
only the key resources and key activities of an
organisation’s value chain, but also its value
proposition, customer relationships, channels,
customer segments, cost structures, and revenue
streams. Each component of the business model
contains a series of hypothesis that the developer
/ organisation need to test.

The Business Model Canvas is a strategic
management and lean startup template for
developing new or documenting existing business
models. It is a visual chart with elements describing
a firm's or product's value proposition,
infrastructure, customers, and finances.



The Business Model Canvas

Basic template of Business Model Canvas.



The Business Model Canvas



Activity for inspiration

Describe your main sources of inspiration for your business idea and the main difficulties that you
may face while trying to implement it.

MAIN SOURCES DIFFICULTIES



Case Study



Q&A Session



THANK YOU!


