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Preface

This book is about the use of the business model canvas. This wonderful method for presenting a business model that Alexander Osterwalder gave us in 2010 and is now marketing with Strategyzer.

My intention with this book is to give single-person companies, and small businesses access to this »Swiss Army Knife« of business & management tools.

If you use this tool, this method, not everything (every problem or topic) becomes a »nail« just because you have a »hammer,« but you recognise interrelationship and have a first (and quickly applicable) entrepreneurial tool at hand to get an overview of the situation or to remain able to act in everyday life. If you recognise critical points, you will soon switch to specialised tools. Just like sharpening the stick with a Swiss army knife for barbecuing around a campfire, but for felling the oak, then using an axe or a chainsaw.

The business model canvas is a powerful tool that many other methods and tools can dock to. It is a pocket compass that is always at hand (see Section 3, page 83) and provides orientation.

More than ten years after Osterwalder’s idea was published, some startups have heard about it, some even applied it, but very few entrepreneurs (and managers) know about it or use it in everyday life. That’s a pity. 

This book is volume 1 of a series that explains the use of the business model canvas in a practical way. It’s an introduction to the wonderful world of business model canvas.


Why do I want to read the book?

Because I want to know why I succeed in my business and what exactly it is that makes me successful.

This book expands the available literature on the Business Model Canvas (BMC) with one facet, with direct and simple instructions for using the BMC in everyday life, in practice – as an entrepreneur and manager.


Content perspective & benefits

With the business model canvas (BMC), I can present a business model simply and clearly. First of all, to myself.

By describing each element of a business model with the help of the fields of the Business Model Canvas, I explain how a business functions. Essentially it is an exchange: my customer exchanges payment against a product.

A product is an item, a process or a service.

My enthusiasm for the Business-Model-Canvas (BMC) – which is ultimately only one of many management tools available – is based on the fact that it can act as the centre of a network of management tools. Many methods and models in the current mainstream of entrepreneurship can dock onto the Business-Model-Canvas and can thus synchronised ideally. It seems possible to develop a universal strategy that makes all other models and methods compatible with each other. Spanning from »Start with Why« (motivation) to »Job to be Done« (Value Proposition) to »Obviously Awesome (positioning).

To unfold the power of Business-Model-Canvas, one needs to deal with it deeply and understand each element’s intention (the canvas’s fields). But we no longer have time for leisure to search for insights.

We, including myself, would like a simple, easy-to-understand presentation without the usual and exaggerated academisation.

With this book, I want to provide this simple presentation (and the expanding online course). Clarity instead of confusion. Practical relevance instead of grey theory.

In particular, I am addressing those companies that form the backbone of our economy: small and medium-sized enterprises (SMEs) and one-person companies (EPC). In German-speaking countries, that’s 4.5 million micro and small businesses (excluding medium-sized companies) and 3 million one-person companies. Thus, I invite all of you, also the managers of large organisations, to take a closer look at this method with me.


Before reading – after reading

Before reading:

I don’t know this method, have never heard about it or only a little;

I don’t know how to use this method in my daily life and why that would be smart;

I have a good hunch of my business model, am sure that I know it well and know how it functions;

But am I aware of all the details that work together, too?

Do I really know what happens to some areas of my business if I change something in other areas?

Do I know my dependencies, am I prepared and know what alternatives are available to me?

What else could I do with my business? What potential do I have?

How could I expand my business and improve it?

After (a) reading and (b) applying what I’ve read:

I know how to present my business model, so I can easily explain it to other people.

I now know better how my business functions.

It is the first time that I can see the whole model on just one page, and I can see the not so obvious connections, too.

I am inspired and know how I might get even more out of my business.

Now, I can explain the situation to my staff, and they, too, understand the dependencies better; the work climate improves, and the teamwork becomes more effective.

New employees get oriented quicker in the company, integrate swiftly and find their best place more confidently.

During job interviews, I can clearly see who suits us because it became obvious who we need and what competencies should be emphasised and how.
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