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The BUS-217 Launch Path
1. Listen to the waves.  
2. Build something people want.  
3. Draw the landscape.  
4. Create an engine of growth.  
5. Engineer an economic model. 
6. Create a capital strategy.  
7. Frame a Funnel.  
8. Be a Master Storyteller. 



Business Model
A business model describes the 
rationale of how an organization 

creates, delivers, and captures value.
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Humans are hard-wired to love great stories.
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Our last night together will be pitch night. 
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Business Model
A business model describes the 
rationale of how an organization 

creates, delivers, and captures value.



1. Product-Based Model 
• Description: Sells physical or digital products. 
• Example: Apple (hardware), Adobe (software). 

2. Service-Based Model 
• Description: Charges for time, expertise, or labor. 
• Example: Law firms, consulting agencies, freelancers. 

3. Subscription Model 
• Description: Customers pay regularly for access. 
• Example: Netflix, Spotify, SaaS companies like Salesforce. 

4. Freemium Model 
• Description: Offers a basic service for free, charges for premium features. 
• Example: Dropbox, LinkedIn. 

5. Marketplace Model 

• Description: Connects buyers and sellers, earning a commission. 
• Example: eBay, Uber, Airbnb. 

6. Advertising Model 
• Description: Provides free content or services, makes money from ads. 
• Example: Facebook, Google. 

7. Affiliate Model 
• Description: Earns commissions by referring traffic or sales to other 

businesses. 
• Example: Bloggers, YouTubers with Amazon affiliate links. 

8. Franchise Model 
• Description: Allows others to operate using your brand  and system. 
• Example: McDonald’s, Subway. 

9. Razor and Blade Model 
• Description: Sell a primary item cheaply; make money on recurring parts 
• Example: Printers and ink, game consoles and games. 

10. Licensing Model 
• Description: Charges for use of intellectual property or technology. 
• Example: Patented tech companies, media licensing (Disney).
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For busy people who want to eat 
healthy, Fitaco delivers fresh, 
delicious tacos on-demand directly 
to your home or office. 



The Launch Path Canvas
Name of Startup Venture:

Prepared by:

Date:

Iteration:

Problem
One clear sentence that articulates 
the problem your startup solves. 

Path to PMF Top 3 Benefits Distribution

Team

Positioning

DefensibilityEconomics

Solution Why it matters Alternatives Customer
How does your venture solve the 
problem you have articulated? Keep 
this short and consise!

What is our path to 
Product-Market Fit? Customer 
Development, MVP's, etc. 

What are the Unit Economics for this venture, what do we expect the 
CAC<LTV to look like, and what are out capital needs? (Link to full 
spreadsheet). 

What are the top 3 benefits that 
your product or services provides 
to customers?

What are our distibution 
channels? Direct to consumer, via 
resellers, or?

What are the characteristics of 
the right team to make this 
venture a success?

What is your secret sauce that is 
difficult for competitors to copy?

Within this landscape of 
competitors and alternatives, 
how is your venture positioned?

Why is this a problem worth 
solving?

When a customer looks at 
alternative ways to solve the 
problem we solve, what will they 
see? This is a list of competitors and 
alternatives. Link to a graphic 
representation of the landscape. 

It's all about understading 
customers. Write a one-sentence 
description of key customer 
personas and the problem we solve 
for each. Circle the one that is most 
influential. 

Fitaco, Inc

Bret Waters

 Consumers in the US spend 
$331 billion/year on fast food, 
and most of it is really unhealthy.

The paradox is that consumers 
today want to eat healthy, but 
also have a busy life that often 
drives them to resort to the 
convenience of fast food. 

Fast food doesn’t need to be 
unhealthy. Our startup is 
developing a new brand of 
health-conscious fast food 
(healthy tacos!), delivered directly 
to your home or office. 

The National Institutes for Health 
say that today a fast food diet 
may kill more people prematurely 
every year than cigarette smoking. There are many food delivery 

services, from Uber Eats to 
Doordash to Grubhub. 

See visualization at this link. 

We intend to sell direct-to-con-
sumer, via our mobile app and 
website, with delivery via our own 
vans. 

In the future, we may be open to 
distribution partnerships. 

Our positioning can basically be 
summed-up in two words: healthy, and 
delicious. 

There are many food delivery apps that 
can deliver something that is delicious but 
not very healthy. Or you could eat a kale 
salad. 

We serve delicious tacos designed by a 
nutritionist. That’s our unique positioning. 

1. Convenience. Use our 
mobile app to place a 
custom order and it’s 
delivered directly to you. 

2. Healthy food, designed by a 
nutritionist.

3. Tacos. Everybody loves 
tacos. 

Adventurous Alex: A thrill-seeking 
foodie always on the hunt for unique and 
spicy taco creations to satisfy their daring 
palate.

Health-Conscious Haley: A fitness 
enthusiast looking for wholesome and 
fresh ingredient options that align with 
their nutritious lifestyle at the taqueria.

Busy Ben: An on-the-go professional 
seeking quick, flavorful, and portable taco 
choices to enjoy during a busy workday.

Vegetarian Victoria: A plant-based eater 
in search of flavorful and creative 
vegetarian and vegan taco selections that 
cater to their dietary preferences.

Traditional Tony: A lover of classic 
flavors, Tony enjoys indulging in authentic 
and time-honored taco recipes that remind 
him of his cultural heritage.

Family-Oriented Felix: A parent looking 
for a family-friendly meal delivery with a 
variety of options to cater to the taste 
preferences of both kids and adults.

Budget-Conscious Bella: A student or 
frugal diner in pursuit of affordable yet 
flavorful taco choices that won't break the 
bank at the taqueria.

The fact that we own the 
customer and customer data is a 
big part of our defensibility. 

A restaurant selling through a 
3rd-party like Doordash owns 
neither the customer nor the data. 

The right team aligns with our target 
demographic - people who want to eat 
healthy and also enjoy the conveniece of a 
quick taco meal. 

The economics of our venture are such 
that we’ll need drivers and cooks who are 
affordable, so we will work hard to make it 
an attractive part-time job for students, 
and a great evening second job for 
anybody. 

1. Farmers’ markets where we 
can get input on our menu 
items. 

2. One truck in the Palo Alto 
area for a pilot project. 

3. Scale slowly to additional 
markets, based on our 
learnings. 

One unit is one average order: $15, on which our gross profit 
is $8.50.

Early tests indicate CAC of $11, and we expect an LTV of 
three orders per customer ($25.50), which will grow with 
time. 

Our initial capital needs are $220K. 

See full spreadsheet at this link. 
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also have a busy life that often 
drives them to resort to the 
convenience of fast food. 

Fast food doesn’t need to be 
unhealthy. Our startup is 
developing a new brand of 
health-conscious fast food 
(healthy tacos!), delivered directly 
to your home or office. 

The National Institutes for Health 
say that today a fast food diet 
may kill more people prematurely 
every year than cigarette smoking. There are many food delivery 

services, from Uber Eats to 
Doordash to Grubhub. 

See visualization at this link. 

We intend to sell direct-to-con-
sumer, via our mobile app and 
website, with delivery via our own 
vans. 

In the future, we may be open to 
distribution partnerships. 

Our positioning can basically be 
summed-up in two words: healthy, and 
delicious. 

There are many food delivery apps that 
can deliver something that is delicious but 
not very healthy. Or you could eat a kale 
salad. 

We serve delicious tacos designed by a 
nutritionist. That’s our unique positioning. 

1. Convenience. Use our 
mobile app to place a 
custom order and it’s 
delivered directly to you. 

2. Healthy food, designed by a 
nutritionist.

3. Tacos. Everybody loves 
tacos. 

Adventurous Alex: A thrill-seeking 
foodie always on the hunt for unique and 
spicy taco creations to satisfy their daring 
palate.

Health-Conscious Haley: A fitness 
enthusiast looking for wholesome and 
fresh ingredient options that align with 
their nutritious lifestyle at the taqueria.
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choices to enjoy during a busy workday.
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Traditional Tony: A lover of classic 
flavors, Tony enjoys indulging in authentic 
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variety of options to cater to the taste 
preferences of both kids and adults.
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flavorful taco choices that won't break the 
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The fact that we own the 
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big part of our defensibility. 

A restaurant selling through a 
3rd-party like Doordash owns 
neither the customer nor the data. 

The right team aligns with our target 
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healthy and also enjoy the conveniece of a 
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affordable, so we will work hard to make it 
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See full spreadsheet at this link. 



The Launch Path Canvas
Name of Startup Venture:

Prepared by:

Date:

Iteration:

Problem
One clear sentence that articulates 
the problem your startup solves. 

Path to PMF Top 3 Benefits Distribution

Team

Positioning

DefensibilityEconomics

Solution Why it matters Alternatives Customer
How does your venture solve the 
problem you have articulated? Keep 
this short and consise!

What is our path to 
Product-Market Fit? Customer 
Development, MVP's, etc. 

What are the Unit Economics for this venture, what do we expect the 
CAC<LTV to look like, and what are out capital needs? (Link to full 
spreadsheet). 

What are the top 3 benefits that 
your product or services provides 
to customers?

What are our distibution 
channels? Direct to consumer, via 
resellers, or?

What are the characteristics of 
the right team to make this 
venture a success?

What is your secret sauce that is 
difficult for competitors to copy?

Within this landscape of 
competitors and alternatives, 
how is your venture positioned?

Why is this a problem worth 
solving?

When a customer looks at 
alternative ways to solve the 
problem we solve, what will they 
see? This is a list of competitors and 
alternatives. Link to a graphic 
representation of the landscape. 

It's all about understading 
customers. Write a one-sentence 
description of key customer 
personas and the problem we solve 
for each. Circle the one that is most 
influential. 

Fitaco, Inc

Bret Waters

 Consumers in the US spend 
$331 billion/year on fast food, 
and most of it is really unhealthy.

The paradox is that consumers 
today want to eat healthy, but 
also have a busy life that often 
drives them to resort to the 
convenience of fast food. 

Fast food doesn’t need to be 
unhealthy. Our startup is 
developing a new brand of 
health-conscious fast food 
(healthy tacos!), delivered directly 
to your home or office. 

The National Institutes for Health 
say that today a fast food diet 
may kill more people prematurely 
every year than cigarette smoking. There are many food delivery 

services, from Uber Eats to 
Doordash to Grubhub. 

See visualization at this link. 

We intend to sell direct-to-con-
sumer, via our mobile app and 
website, with delivery via our own 
vans. 

In the future, we may be open to 
distribution partnerships. 

Our positioning can basically be 
summed-up in two words: healthy, and 
delicious. 

There are many food delivery apps that 
can deliver something that is delicious but 
not very healthy. Or you could eat a kale 
salad. 

We serve delicious tacos designed by a 
nutritionist. That’s our unique positioning. 

1. Convenience. Use our 
mobile app to place a 
custom order and it’s 
delivered directly to you. 

2. Healthy food, designed by a 
nutritionist.

3. Tacos. Everybody loves 
tacos. 

Adventurous Alex: A thrill-seeking 
foodie always on the hunt for unique and 
spicy taco creations to satisfy their daring 
palate.

Health-Conscious Haley: A fitness 
enthusiast looking for wholesome and 
fresh ingredient options that align with 
their nutritious lifestyle at the taqueria.

Busy Ben: An on-the-go professional 
seeking quick, flavorful, and portable taco 
choices to enjoy during a busy workday.

Vegetarian Victoria: A plant-based eater 
in search of flavorful and creative 
vegetarian and vegan taco selections that 
cater to their dietary preferences.

Traditional Tony: A lover of classic 
flavors, Tony enjoys indulging in authentic 
and time-honored taco recipes that remind 
him of his cultural heritage.

Family-Oriented Felix: A parent looking 
for a family-friendly meal delivery with a 
variety of options to cater to the taste 
preferences of both kids and adults.

Budget-Conscious Bella: A student or 
frugal diner in pursuit of affordable yet 
flavorful taco choices that won't break the 
bank at the taqueria.

The fact that we own the 
customer and customer data is a 
big part of our defensibility. 

A restaurant selling through a 
3rd-party like Doordash owns 
neither the customer nor the data. 

The right team aligns with our target 
demographic - people who want to eat 
healthy and also enjoy the conveniece of a 
quick taco meal. 

The economics of our venture are such 
that we’ll need drivers and cooks who are 
affordable, so we will work hard to make it 
an attractive part-time job for students, 
and a great evening second job for 
anybody. 

1. Farmers’ markets where we 
can get input on our menu 
items. 

2. One truck in the Palo Alto 
area for a pilot project. 

3. Scale slowly to additional 
markets, based on our 
learnings. 

One unit is one average order: $15, on which our gross profit 
is $8.50.

Early tests indicate CAC of $11, and we expect an LTV of 
three orders per customer ($25.50), which will grow with 
time. 

Our initial capital needs are $220K. 

See full spreadsheet at this link. 

Things to identify as you look at your canvas: 

•Where are the assumptions you should test and validate? 

•For your particular venture, where is the risk? 

•For your venture, which aspects will be difficult to scale? 



“A corporation is an organization built to 
execute a business model.  

A startup is an organization designed to find 
a business model.” 

                      ― Steve Blank 
                      Author, the Four Steps to the Epiphany. 















Assignments for this week:
In the #canvas channel, post your Launch Path Canvas. 
This is just a draft for now,  so don’t worry about 
getting it all right (and don’t worry about the 
economics box yet).  

In the #social channel, tell us what clears your head. 
Running a startup is hard, so when you need to clear 
your head do you go for walk, a bike ride, treat yourself 
to a spa treatment, or? 



Katya



Arno



Anthony



Optional Zoom Side Session 
This Saturday, 10am. 

Nonprofits, NGOs, and Social Ventures. 
Probably 90% of what we cover in this course is just as applicable 
to impact-first startups. In this optional side session we’ll discuss 
the 10% that is different: sources and structures of capital, legal 
entities, and impact model.  

I’ll put a calendar invite and Zoom link in my recap email to you 
this evening. 





Jonathan and Phoebe

Problem Statement:  
Healthcare professionals spend 20% more 
time per visit with patients where English is 
not their first language. Staff want to see 
more patients per day, but existing 
translation tools are expensive, time-
consuming, and unreliable. 

Solution Statement:  
Ease reduces time spent on language 
barriers by instantly translating 
conversations into a patient's native 
language and simplifies complex medical 
jargon into simple, clear terms.



Enter the coupon code bus217 for a current student discount. 


