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Think about what we talked about this session and your fieldwork. Use this sheet  
to come up with three questions to ask the customer and track their responses.
 
 
Name of person: ___________________________________________________

Question 1: 

Question 2:

Question 3:

 Justin Coleman

- Loves bread

- Enjoys bread everyday

- Doesn’t eat it if it’s not good

- Drives 45 minutes to a bread store out of 
town and stocks up  

- fresh, natural ingredients

- if done well, has a good shelf life 
without preservatives

- a good bread is a treat, like a 
good cookie 

 

- pay $ 8.95 and more for 
the bread out of town

-if specialty, like a cheddar 
and chive, maybe $10.95 for 
a round loaf

 

One of the most delicious things in life is bread.  
Do you like bread?

What kind of bread do you like? Where do you buy your bread?

 How much are you willing to pay for a good loaf of bread?
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What did the person like about your business 
concept?

What suggestions did the person have for 
improving your business concept?

Did what you learned confirm 
or challenge your original ideas 
about that part of your Canvas?

What is the most important thing you learned? How will you use this information in the future?  
Does it change anything for you?
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                  COSTS
WHAT ONGOING NEEDS ARE ESSENTIAL TO KEEP YOU GOING (MONEY, PEOPLE, THINGS, TECHNOLOGY, ACTIVITIES) ?

REVENUE
HOW DO YOU MAKE MONEY FROM 

YOUR CUSTOMER?

STARTUP NEEDS
WHAT ARE YOUR ONE-TIME NEEDS TO GET STARTED (MONEY, PEOPLE, THINGS, TECHNOLOGY,  ACTIVITIES) ?

CUSTOMER
WHO DO YOU SERVE?

PROBLEM
WHAT IS THE PROBLEM YOUR CUSTOMER HAS?

SOLUTION
WHAT DO YOU OFFER YOUR CUSTOMER?

WHAT DOES YOUR CUSTOMER GET?

  MESSAGE
WHAT IS YOUR STORY? 

HOW DOES YOUR CUSTOMER HEAR IT?

DISTRIBUTION
HOW DOES YOUR PRODUCT OR SERVICE 

GET TO YOUR CUSTOMER?

  BENEFIT
WHY DOES YOUR CUSTOMER WANT YOUR PRODUCT OR  

SERVICE? HOW DO YOU SOLVE THE PROBLEM?

ADVANTAGE
WHAT GIVES YOU THE EDGE OVER THE ALTERNATIVES? 

WHY ARE YOU THE BEST PERSON TO DO THIS?

ALTERNATIVES
HOW IS YOUR CUSTOMER 

CURRENTLY SOLVING THE PROBLEM?

WHAT ARE THE ALTERNATIVE SOLUTIONS TO THE 
PROBLEM? WHAT’S THE COMPETITION?

The                                            Canvas is adapted from the Business Model Canvas (Strategyzer.com) and is licensed under the Creative Commons Attribution Share-Alike 3.0 Unported License.

COMING
SOON

NOW
OPEN

CANVAS

NAME

What part of the Canvas did your conversation cover? Circle below:
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He thought there was definitely 
a need for someone to provide 
artisan bread. Can’t find it 
anywhere in town. Willing to drive 
to get it. Will pay more.

Try to get bread into local, corner 
grocery stores and even some of 
the restaurants that also have 
retail sales. Maybe a retail store 
would work.

There are people everywhere who love good 
artisan bread. Have to figure out how big the 
market is.  Is the market big enough to make 
this a full time business for me?

This confirmed 
and added more 
information.  There 
is definitely a 
market; the question 
is how big?


