
                Business Model Canvas Breakout Sessions 
 

In small groups students will work together on key questions with the discussion structured as follows: 
STARTING WITH VALUE PROPOSITION… 
1. Students each write their own answers to value proposition for 2 minutes 
2. Gather in group and share with participants and coaches 
3. Revise, write on large Post It and put your value proposition up on the large canvas  
 
Repeat same process / interaction as time permits for Segments and Competition  

 
VALUE PROPOSITION:  START WITH WHY           

A value proposition is a promise of value to be delivered. It’s the primary 
reason a prospect should buy from you…. 

TOP 3 QUESTIONS 

1. Why are we creating this product or service? 

2. What value do we deliver to the customer?  

       How are we solving a customer problem or improving their situation? 

3. What is unique about our value proposition and why does our customer prefer them to the current 
alternatives? 

CUSTOMER  (AND BENEFICIARY) SEGMENTS 

TOP 3 QUESTIONS 

1. For whom are we creating value? 

2. Who are our most important customers? 

3. What are the demographics of the customers (or beneficiaries) who would use our products/ services? 
(age, income, ethnicity, location, education levels, etc.) 

For Social Business Model Canvas- Additional notes and questions 
In this scenario 

 Our customers are potential funders, grantors, investors 

 Beneficiaries are recipients of the products or services 
 
1. Who are our potential investors/ funders? 
 
2. Why would customers (funders) invest in us vs. other investment options?  
 
COMPETITION 

TOP 3 QUESTIONS 

1. Who do we perceive as our most important direct and indirect competitors in this space? 

 Rank them from 1-10 as competitive threats (10 being most directly competitive) 

 
2. What makes our offering more attractive than our top competitors? (list 3-5 factors) 
 
3. How much do you know about each of our competitors? What can you do to research and “ get smart”   
about them so we can address how to gain market share, customers, etc. compared to their offerings?   
 



 

OTHER VALUE PROPOSITION QUESTIONS TO CONSIDER AS YOU BUILD YOUR CANVAS MODEL 

What bundles of products and services are we offering to each Customer Segment?  

Which customer needs are we satisfying?  

What are the characteristics of our product that matter to our customer?  

OTHER CUSTOMER / BENEFCICARY QUESTIONS TO CONSIDER AS YOU BUILD YOUR CANVAS 
MODEL 

What are the psychographics of these customers/ beneficiaries?  ( risk takers, trendsetters, early adopters, 
traditionalists, etc.)?  

Are our target customers buyers or users of our products/ services- or both?   

What kind of market are we targeting- mass market, niche market, etc? 

 
 


