


LEAN CANVAS MODEL
	PROBLEM
Top 3 problems
	SOLUTION
Top 3 features and benefits
	UNIQUE VALUE PROPOSITION
A clear and compelling reason that conveys how you are different to the competition and why customers should buy from you. 
	UNFAIR ADVANTAGE
What makes you unique – hard to copy and imitate?
	CUSTOMER SEGMENTS
Target customers

	EXITING ALTERNATIVES
Top 3 problems
	KEY METRICS
The most important metrics to track success
	HIGH-LEVEL CONCEPT
List your analogy that makes it easy for customers to understand your value proposition.
	CHANNELS
Routes to communicate and sell your product/service
	EARLY ADOPTERS
List the characteristics of your ideal customers, the ones that will buy ahead of others.

	COST STRUCTURE
List your fixed and variable costs:
People
Hosting
Distribution
Bills

	REVENUE STREAM(S)
List your:
Revenue Streams
Cost of Sales
Gross Margin
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