Step by Step Guide to
Lean Business Development

Develop your business
hypothesis using your

(D

lean canvass

il puinvcmcol e o Distil your business
hypothesis into a simple
value proposition —i.e.
your “elevator pitch”
ok RS (Solution Problem

Y.

/
Business
Model

“Get out of the building”
and take your elevator
pitch to real-life customers

Validate or invalidate your
business hypothesis
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NEXT STEPS

providing your existing product or service, a partnership etc.

r@] From validated hypotheses develop your minimum viable
product (MVP), e.g. new product or service, a different way of

Continue MVP
iterations & customer
feedback loops

Test your MVP on paying
customers & get their
feedback for market fit
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For a more in-depth look at lean business development go to:
https://www.chrisdunnconsulting.co.uk/how-to-make-lean-business-development-work

Supporting businesses with business change management,
business development, or business coaching
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