
A business model is understood as how value is 
created, delivered, and captured. The business 
model canvas is a shared language for describing, 
visualizing, assessing, and changing business 
models by describing the key elements.  

These elements are however all interconnected 
and interdependent, and a change in one 
element, forces an update of the others. For 
instance, a specification of the value proposition 
by taking away one service, might impact what 
activities the business should execute, and which 
customers it will appeal to. When discussing 
the design of a new business model, it can 
therefore be challenging for a team to define 
the business model in a way that is precise 
enough, as the interconnectedness can reduce 
the overview and subsequently a fear for making 
the wrong choice. In addition, the many moving 
parts makes a discussion in a team difficult to 
guide in a controlled manner, as many options 
and combinations needs to be discussed. But 
a successful business needs to have a clearly 
defined business model. This is important both 
to be able to prioritize the work, finding and 
attracting the right customers, and delivering 
quality. In addition, a clearly defined BM is 
necessary to conduct effective testing.  

It is therefore advisable to write out the 
business model in text at several points in the 
development as a step to solidify it. The text 
should not be too detailed but detailed enough 
to identify gaps and misalignments. One 
possible way is to break down the business model 
canvas in its three main elements: what value 
the business creates (value proposition and 
customer segment), how the value is created 

(activities, resources, partners, customer 
relationships and channels), and how value is 
captured (cost structure and revenue stream(s)). 
This allows the team to discover misalignments 
between elements, and potential disagreements 
within the group become more pronounced and 
thereby possible to address. Although a simple 
exercise, writing out the business model forces 
the team to decide upon one comprehensive 
combination of elements, which can then be 
tested and then iterated based on the feedback 
from the market.  

Beyond the initial business model design, the 
business model should continuously be iterated 
and optimised, to keep its relevance and 
competitiveness in a constantly evolving market. 
Writing it out is therefore a useful exercise at 
each iteration.  
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