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Name of Startup Venture: ) Name:
The Launch Path Canvas 2.0 One Sentence Description: A new brand of health-conscious fast food (healthy tacos!), delivered directly to your home or office.
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@a Problem @ Solution & Why it Matters Landscape ICP
- Why is this a problem worth This is a list of competitors and What do you think your startup’s
One clear sentence that articulates How does your venture solve the . ; ) >
the problem your startup solves. problem you have articulated? solving? Ialtekrnatlvvles. When a customerI Ideal Customer Profile will be?
Keep this short and concise! ooks at alternative ways to solve
the problem your startup solves, B 4 orof |
J what will they see? ugy parentg and profesgionals
Many congumers want to eat Fast food doeen’t need o be The National Ingtitutes for Health ‘ [ kg P o ah th fon §
healthy, but the convenience of unhealthy. Our startup ie eay that today a fast food diet There are{mangb éoodEdithrg ?O+l?9 do; a[. ealthy oprion tor
. . i . rvi I r a8t 1004 aelivery.
fact food drives Americang to developing & new brand of may kill more people prematurely P VB, WO SOPT =SS 10 J
. health- ous fact food , _ Doordagh to Grubhub.
buy $300B/year in unhealthy ealmn-conseious tast 100 every year than cigarette gmoking.
fact food. (healthy tacos!), delivered directly
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Path to PMF PMF Metrics siz Distribution Positioning - Trigger
What is your plan for getting to As you work your way toward What are your distibution Within this landscape of What makes someone suddenly
Product-Market Fit? Product-Market Fit, what are channels? Direct to consumer, competitors and alternatives, be in the market for what your
the key metrics that matter? or via resellers, or? how is your venture positioned? startup provides?
. Farmere’ markete where we can We uil el di 0 o bacicallu b
get input on our menu items. I Number of new customers .e will e d[reof—fo-congum.er, ur post IOI’\llhg can pagically be Th i )
h month via our mobile app and webgite, summed-up in two words: healthy, ere are everal triggere that
2. On_g fruck in the Palo Alto area for each montn. with deliverg via Our Oulh VAN, and delicious. make comeone ctart looking for
a pilot project. 2. Average order value. healthier food choices. A vigit to 4
3. Qe dowly o addiional markete 3. Number of repeat customerg In the future, we may be open to We gerve delicioug tacos degigned doctor, becoming a parent, or juet
’ ’ . N N . . . . ) . . L
baged on our learningg. each month (retention). dietribution partnershipg. by a nutritionigt. That’s our unique | | creating a new fitnese goal.
positioning.
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% Economics i@l Capital Strategy ¢s Unfair Advantage Top 3 Benefits
What are the Unit Economics for this venture, what do we expect the What source and structure of What unique advantage does What are the top 3 benefits that
CAC<LTV to look like, and what are our capital needs? capital will best align interests your startup have that may help your product or services
between founders, employees, to defend from competitors? provides to customers?
Unit Economics: shareholders, and investors? . .
One average order. Sells for $15, grose profit $8.50. o The fact that we own the L. Convenience. Use our mobile app
We will raice a $250KC cugtomer and cugtomer data i¢ a fo place a custom order and it
Customer Econormics (CAG:LTY goal): revenue-ghars,r H(()x‘;z. %ll’fe thig big part of our defengibility. delvered directly fo you
Our goal ig to get to a CAC of 1, LTV of 4 orders ($34) company isn t likely 10 have an ) 2. Healthy food, designed by a
(OO or huge M&A e\fﬁ%ﬂt a A regtaurant gelling through a ol
i 3 ; nutritionict.
Enterprise Economics (runway): Fﬁéigifgg:?rﬁegofeﬁ” keep 8rd paﬁy like Doordagh OWhj 3. Taoos. Evergbody loves facos!
L $250K gives ug a runway of 18 monthe, we believe we can turn profitable by month 2. 9 : neither the customer nor the data. ‘ ‘ ’
- AN AN J

The original Business Model Canvas was developed by Alexander Osterwalder and published in this great book:
Osterwalder, Alexander; Pigneur, Yves; Clark, Tim (2010). Business Model Generation: A Handbook For Visionaries, Game Changers, and Challengers. Strategyzer series. Hoboken, NJ: John Wiley & Sons. ISBN 9780470876411
This version is to align with my book, The Launch Path: Getting from a startup idea to a launch-ready venture, ISBN 979-8989090402. Feel free to use, adapt, copy, and change.



