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The lean canvas business plan was designed by Ash Maurya to help startups analyze the strengths and weaknesses of their business models. A lean canvas business plan is a 1-page plan. This plan provides a high-level view of a business. The layout of the lean canvas is easy to understand, the information provided is very focused, it shows connections between the elements and it is easy to communicate. It normally takes less than 45-minutes to fill in the lean canvas.
A 1-page plan is frequently used when introducing the business to an outside third party. The drawback to this type of plan is its lack of detail for a reader to fully understand a business. Therefore, an interested party may request additional information.
There are nine steps or blocks that need to be addressed to compete the lean canvas.  These blocks cover nearly all of the important areas of your business.  
Lean Canvas Business Plan Outline - 9 Blocks
The nine blocks of the lean canvas plan are discussed below.

1. Customer Segments
These are the target users/customers of your product and/or services.  Make sure you separate users and customers. Be as accurate as possible.   You need to have a Customer Segment in mind in order to understand their problems.  
In the early adapters section specify the users/customers who will be first to use your product or service.
2. Problem
List the top 3 user/customer problems your product or service needs to solve.  Also, list existing alternatives to your product or service. 
3. Unique Value Proposition
Highlight the key differences from your competition. This refers to what makes your product or service different from your competition and why your Customer Segment should select your business.  It’s the main reason a prospect should buy from you. 
Create a short tag line (high-level concept) about your product or service. 
4. Solution
Discuss possible solutions for each problem you identified. A good way of identifying solutions is to talk with your users/customers.
5. Channels
Describe how you will reach your users/customers. Identify which channels you will use to promote your product or service.  Channels may include either or both free ones (social media) and paid ones (Google ads, Facebook ads, etc.)  You should only select those channels where your users/customers are located.
6. Revenue Streams
Where will your revenue come from? How you will generate revenue from each Customer Segment.  Start with a simple pricing plan.
7. Cost Structure
List all of the operating costs required to take your business to market. Customer acquisition costs, distribution costs, people, website development, market research, etc. You can then calculate a break-even point using your estimated revenue stream and costs.  


8. Key Metrics
Select 1 or 2 key metrics you will use regularly to monitor performance.  Each industry has its own set of metrics to monitor.    
9. Unfair Advantage
An unfair advantage is something that no one else has and cannot be copied or bought by your competitors. Examples of unfair advantages can be: a dream team, endorsements, existing customers, insider information, large user network, and personal authority.
Shown below is the Lean Canvas Template. 
If you would like more information on preparing a business plan for your business, please contact Minneapolis Business Mentors.
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Lean Template

				LAKE WOBEGON OBEDIENCE AND TRANING



				Company Description

				Lake Wobegon will be a full-service provider of dog training.  Services will include basic obedience,

				as well as agility, fly ball, tracking, and therapy



				The Problem

				There are no training schools in the area that offer a comprehensive set of obedience and training services



				Existing Alternatives

				Select from multiple service providers (e.g. dog and puppy boot camp, train at home, personal training 

				programs



				Customer Segments

				Target customers will be singles and married couples in the 20-45 year old range.  They will live within

				a 20-mile radius of Lake Wobegon

				Early Adapters

				Married couples with children that want a well mannered dog



				Unique Value Proposition

				The companies unique value proposition will be its range of classes, the competitive experience of

				its owners, and the use of positive reinforcement training



				Our Solution:

				Provide the exact service a customer is requesting.



				Channels

				The company will rely on social media (website and Facebook), sponsoring of local dog shows,

				advertising at veterinary clinics, and special events.



				Revenue Streams

				Revenue will be generated from puppy classes, obedience classes, and agility classes.



				Cost Structure

				Payroll 46% of sales

				Payroll taxes 7% of sales

				Rent 12.5% of sales



				Key Metrics

				Margin          Average spend per customer         Customer satisfaction levels          Customer attrition rates

				Website traffic          social media statistics



				Unfair Advantage

				The owner has won agility and obedience competitions.  He is the only owner in the state of Minnesota

				who uses positive reinforcement training.
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