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Try Different Approaches



Banana Rule



What do you know about 
Business?
Let’s start with question

0



20% of small businesses fail in their first 

year, 30% of small business fail in their 

second year, and 50% of small businesses 

fail after five years in business.



According to an article in 

FastCompany, "Why Most Venture Backed 

Companies Fail," 75%  of venture-backed 

startups fail.

https://www.fastcompany.com/3003827/why-most-venture-backed-companies-fail


I have failed more than 2 startups. 

...and failed to launch much more.



Why do stratups fail?

1. Lack of focus

2. Lack of motivation, commitment and passion

3. Too much pride, resulting in an unwillingness to see or listen

4. Taking advice from the wrong people

5. Lacking good mentorship

6. Lack of general and domain-specific business 
knowledge: finance, operations, and marketing

7. Raising too much money too soon

8. Not having a plan
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What is Business Model 
Canvas?
Let’s start simple

1



What is ”Business 
Model”?
“A business model describes the rationale of how an 
organization creates, delivers, and captures value”
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What is ”Business 
Model Canvas”?
…is tool to create & analyze business models

● Create new business models easily

● Analyze & update your existing business model
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9 building blocks
What are they?
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Customers
which customers and users are you serving? 
which jobs do they really want to get done?
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Value
Proposition

what are you offering them?

what is that getting done for them? do they care?
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Channels
how does each customer segment want to be 
reached? through which interaction points?
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Customer 
Relationship

what relationships are you establishing with each 
segment? personal? automated? acquisitive? retentive?
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Revenue
Streams

what are customers really willing to pay for? how?

are you generating transactional or recurring revenues?
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Key
Resources

which resources underpin your business model?

which assets are essential?
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Key
Activities

which activities do you need to perform well in your 
business model? what is crucial?
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Key Partners
which partners and suppliers leverage your model?

who do you need to rely on?
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Cost Structure
what is the resulting cost structure?

which key elements drive your costs?
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Examples
Let’s how other have done it
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Lemonade Stand
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Value 
Proposition
What is your product worth?
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Thanks!
Any questions?
You can find me at         temobaratashvili & 
temo@baratashvili.info




