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There are two starting points for the Mini Lean Canvas: Completing the Mini Lean Canvas is an iterative process. Make sure the
1) You have an idea or a solution: First, fill in field 3, then field 2 and field 1. information you enter is consistent across the canvas.
2) There is a problem you would like to solve: Start with field 1 and proceed to field 2 and field 3. If you are uncertain, go back a step.

Title:

Proceed to filling in fields 4 to 7.

Main problems or needs Customer segments and stakeholders Solution

Describe the main problems or needs you hope to address with your List the target and user groups, identify the main customers and other Write down a solution for each problem.

business model. Identify between one and three of your customers’ groups that need convincing. Note the difference between B2B and B2C Tip: Make sure your solution is better than the ones currently available.
and users’ biggest challenges and the solutions currently available. and between your customers’ own potential distributors and customers..

Use the insights gained from your interviews and customer profiles.

' Public stakeholders N ,

'
External stakeholders
Internal stakeholders
Funding
Customers Brief outline / analogy
Influencers
“How might we...” question “X for Y” analogy =
Is there an obvious analogy you could use?
Derive a “How might we...” question from your chosen idea or problem: Key Users (e.g., YouTube = Flickr for Video)
How might we help [our user, customer] to realise stakeholders
[a specific goal] ?
Existing alternatives Customer profile Value proposition
Are there any existing alternatives? Please note the difference between users and customers. Which value do you stand for?
What are the main rival products on the market? Focus on the customers. A user uses a product or service previously How will your solution help the customer to fulfil a task in a specific use
Learn from them and, if possible, use it to improve your product! purchased by a customer: they are not necessarily the case of significance to him or her?
same person. Example: Google
Profit maker
Gains (benefits)
Customer’s Products and services

task(s)

Pains faced by
rival products

Pains (problems)

Problem solver



