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MAIN IDEA

Lots of companies start with one business plan in mind (their Plan A) but end up being successful doing something entirely different
(applying a Plan B or a Plan C). With this in mind, don’t wait until you’re almost broke to get around to developing your Plan B. Speed
up the process of discovery. In fact, even before you put pen to paper to write your business plan, stress test the five key components
of your proposed business model and get them right first. Then you can write a business plan that works (a Plan B style plan) rather
than something which looks promising but has no basis in reality (a Plan A).

“It is an indisputable fact that, despite overwhelming interest in all things entrepreneurial, most business plans simply don’t deliver.

Few plans raise money, and the vast majority of plans don’t get read. We’d like to see your venture turn out to be one of the standouts,

one that promises – with evidence and, ultimately, performance, to back up your promises – the kind of economic and social returns

that entrepreneurs are so capable of delivering worldwide. Let’s get on with our journey.”

– John Mullins and Randy Komisar

To assemble a workable business model, make sure you understand:
• Who will buy what you want to offer and how often
• How you will make a profit by building in a margin
• What fixed costs you will also need to meet month after month
• How much working capital your enterprise will need
• The amount of up-front cash needed to get started
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Assemble your grid and then set up dashboards to monitor the results
of your hypotheses. Keep iterating your business model until you come
up with something you can prove that works. Once you have a
business model which is robust enough, then commit it to paper.
Funding it will not be a problem if you have the right data in place.

Focus on understanding
and assembling the five

elements of a viable
business model together

The Five Elements of a Workable Business Model
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Stress test your various
Leaps of Faith – set up

performance dashboards
and gather real world data
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Analogs Antilogs Leaps of Faith Hypotheses
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Break your business
model down into Analogs,
Antilogs, Leaps of Faith

and Hypotheses
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Take a step back from your Plan A and set up a grid detailing:
• The customer pain you’re solving or experience you’re offering
• Analogs (ideas to integrate) and Antilogs (points of difference)
• The Leaps of Faith you’re required to make
• Hypotheses which flow from your Leaps of Faith
• A dashboard to provide signals for course corrections

Hypothesis InsightsMetrics Actual Results

For each respective Leap of Faith
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