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Agenda

Innovation
Introduction to intrapreneurship and 
the entrepreneurial mindset
Entrepreneurship and Intrapreneurship 
defined
   
Entrepreneur’s Tool Kit Overview
Business Model Canvas
  



Learning Objective for Today

• You will leave this session knowing how to use the 
Business Model Canvas to map your innovation. 



Why Innovation? 

• Change is happening whether 
you’re ready or not. 

• AI is the prefect example!

• To embrace it fuels creativity, 
critical thinking and problem 
solving.

• Better to be prepared than be 
behind.

• Lessons from the pandemic



Innovation is happening all around you!



Mindset Matters
What is the “Entrepreneurial Mindset”?

It is a way of thinking that helps you overcome challenges, be decisive, and accept 
responsibility for your outcomes

Leads to  Entrepreneurs and Intrapreneurs

Entrepreneurs are people who see an opportunity to create value and are willing to take a 
risk to capitalize on that opportunity. 

Intrapreneurship is a people-centric, bottom-up approach to developing innovation WITHIN 
an organization.



Key Entrepreneurial Skills

• The ability to identify and assess opportunity
• Constant research
• High level of problem-solving skills
• Ability to manage risk 
• Advanced networking skills
• Perseverance, proactivity and flexibility
• Leadership and self-confidence



Intrapreneurial Success

Why is an Intrapreneurship important: Some of the 
biggest successes in larger companies come from 
employees!

Flamin’ Hot Cheetos
Happy Meals
Sticky Notes



Get Started……

• Entrepreneurship vs. WANTrepreurship
• Listen to the customer
• Engage in experiments
• Look at feedback
• Learn about the industry
• Pivot
• Start over

……..Do Something!



Business Model Canvas

• Developed by Alexander Osterwalder. 
Synthesized all of the components in to the 
book Business Model Generation, published 
in 2010.

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

• It is a visual tool

Presenter Notes
Presentation Notes
Creating a business model is not a new concept. It has been done for years. What has changed with the Business Model Canvas is how it is created and used in your business. According to Osterwalder, “a business model describes the rationale of how an organization creates, delivers, and captures value.”Alexander Osterwalder developed the tool as a part of his PhD dissertation. Along with additional collaborators, the tool has evolved into the book Business Model Generation.  The book outlines in detail how to use the BMC in various market situations. Osterwalder’s modeling tool is layout out on a single sheet. It’s a visual tool that can be used collaboratively. It is also meant to be iterative.The objective of this module is to show you how to use the model to visually and quickly identify what your plans are for your business. 



Business Model Canvas



Business Model Canvas

Business Model Canvas Explanation and Example

https://www.youtube.com/watch?v=QoAOzMTLP5s
https://www.youtube.com/watch?v=wwShFsSFb-Y


9 Building Blocks

• Step 1 Customer Segments
• Step 2 Value Proposition
• Step 3 Channels
• Step 4 Customer Relationships
• Step 5 Revenue Streams
• Step 6 Key Resources
• Step 7 Key Activities
• Step 8 Key Partners
• Step 9 Cost Structures

Presenter Notes
Presentation Notes
(Hand out 9 Building Blocks Handout)While there are 9 building blocks there is a process that should be followed when filling out your canvas. It is essential to go step by step as the process is customer focused and is built from that point of view. The 9 building BlocksCustomer SegmentsIdentify who your customer segments are. You know you have a new segment for example if that group needs a different channel or must have a different price point. Don’t edit on your first attempt. For whom are we creating value?Who are our most important customers?Value PropositionA value proposition solves a customer problem or satisfies a customers need or want. What is it that you will do to meet those expectations. This is not simply a listing of products or services. It is the benefits not the features. What value do we deliver to the customer?Which one of our customer’s problems are we helping to solve?What bundles of products or services are we offering to each customer segment?Which Customer needs are we satisfying?ChannelsWhat are your customer touch points? This section could involve distribution, communication and sales. Through which channels do our customer segments want to be reached?How are we reaching them now?How are our channels integrated?Which ones work best?Which ones are most cost-efficient?How are we integrating them with customer routines?Customer RelationshipsThis section will focus on your intended relationship with your customers. Do you intend to offer personal service or be automated? Will you have a focus on your community?What type of relationship does each of our customer segments expect us to establish and maintain with them?Which ones have we established?How are they integrated with the rest of our business model?How costly are they?Revenue StreamsTake a look at how you intend to make revenue. You may have recurring sales or you might have one time only sales. This will make a difference when you create financial projections. For what value are our customers really willing to pay?For what do they currently pay?How are they currently paying?How would they prefer to pay?How much does each revenue stream contribute to the overall revenue?



Tips about the Process

• Start with the Customer Segment and the Value 
Proposition

• It's OK to leave sections blank
• Be concise
• Think in the present
• Be customer focused (member focused)!!

Presenter Notes
Presentation Notes
It's OK to leave sections blank-you will quickly be able to identify what you don’t know about your proposed business.Be concise- don’t write a sentence where a word or two will do. This will allow you the freedom to change. Think in the present-This is especially important for existing businesses. Be customer focused-Don’t forget that the core concept in this new type of business planning is to keep the customer at the forefront of all you do. This process is often shown with sticky notes. Each participant uses a different color. Sometimes they draw instead of write ideas. 



Exercise I-Energy Drink

The Basics
• You have concocted a recipe for a new energy drink!
• You are not sure what you should do first
• You have assembled a group of stakeholders to examine 

possibilities.

10 minutes in your breakout room to create a BMC
Be prepared to share your value proposition and customer 
segments



Findings

Advantages
• Quickly see what you need to know
• Make a decision (go, no-go, re-think/re-tool)
• Customer focused



Conclusion

• Try something
• Don’t be afraid to fail
• Use the Business 

Model Canvas to Map 
ideas
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