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EVERY BUSINESS
STARTS WITH AN
IDEA

The "idea" is the raw
material, but
management is the
discipline that refines,
executes, and scales it



Main sources of Idea



1/THE IDEA AS A SOLUTION TO A
PROBLEM

Example: Airbnb

The Idea: "What if people could rent out their spare
rooms or empty apartments to travelers to earn extra

money?"

The Problem it Solved: Expensive hotel rooms during
conferences, and a lack of authentic, local travel
experiences. The founders themselves faced this

problem when they couldn't afford rent and decided to
rent out air mattresses in their living room.



2. THE IDEA AS AN
IMPROVEMENT ON AN
EXISTING CONCEPT

Not every idea needs to be completely new. Many successful businesses are built on doing
something better, cheaper, faster, or more conveniently than existing players.

Example: Spotify
The Idea: "What if people could stream any music they want, instantly, without

owning the files or downloading them illegally?"
The Improvement: Before Spotify, the main models were buying individual

songs/albums (iTunes) or illegal peer-to-peer sharing. Spotify offered a legal, vast,
and convenient "all-you-can-listen" library for a monthly fee or with ads.



3. THE IDEA AS A TECHNOLOGICAL INNOVATION
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SOMETIMES, A NEW TECHNOLOGY ITSELF IS THE
IDEA, CREATING ENTIRELY NEW MARKETS AND
CONSUMER BEHAVIORS.

Example: Tesla
The Idea: "We can build high-performance, desirable electric cars that will

accelerate the world's transition to sustainable energy."
The Innovation: While electric cars existed, Tesla's idea was to make them

aspirational, combining cutting-edge battery technology, software, and
performance to compete with luxury sports cars.



4/THE IDEA AS A
NEW BUSINESS
MODEL
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The innovation can be in how you charge or deliver value, not just in the product itself.
Example: Dollar Shave Club

The Idea: "What if we sold razors through a monthly subscription, delivered to your
door, for a low price?"

The Model: They disrupted Gillette's dominance not with a better razor, but with a
more convenient and affordable purchasing model. Their famous launch video

focused on the business model ("For a dollar a month...") as much as the product.



"HOW CAN A BUSINESS
PLAN HELP?"

THE CORE PROBLEM: THE "IDEA" IS
VAGUE; THE "VALUE PROPOSITION" IS

SPECIFIC

AN IDEA IS: "I WANT TO START A
MEAL KIT SERVICE FOR BUSY
FAMILIES."
A VALUE PROPOSITION IS: "FOR
BUSY DUAL-INCOME FAMILIES IN
URBAN AREAS WHO ARE
FRUSTRATED WITH THE MENTAL
LOAD OF MEAL PLANNING AND
GROCERY SHOPPING, OUR
SERVICE DELIVERS WEEKLY KITS
WITH PRE-PORTIONED, ORGANIC
INGREDIENTS AND 20-MINUTE
RECIPES, REDUCING DINNER-TIME
STRESS AND ENSURING HEALTHY
EATING, UNLIKE GENERIC
GROCERY DELIVERY."

THE BUSINESS PLAN IS THE PROCESS
THAT TRANSFORMS THE FIRST
STATEMENT INTO THE SECOND.



HOW THE BUSINESS PLAN FACILITATES THE
TRANSFORMATION OF THE IDEA

A business plan forces you to answer critical questions through
structured sections. Each section chips away at the vague idea,

refining it into a sharp, defensible value proposition.
1. The Executive Summary: The First Forced Articulation

What it is: A concise summary of the entire plan.
How it helps: It forces you to distill your idea into its most

powerful form right from the start. You must state the
problem, your solution, the target market, and your

competitive advantage in just a few sentences. This is the
first draft of your value proposition.



2. Market Analysis: From "Everyone" to "Your Customer"

What it is: A deep dive into your industry, competitors, and target market.
How it helps: Your initial idea might be for "busy families." The market analysis

forces you to get specific.
Who exactly is your customer? (e.g., "Urban parents aged 30-45, with a
household income over DA80,000, who value health and convenience.")

What are their specific pains? (e.g., "Waste of unused groceries, no time for
complex recipes, guilt over ordering takeout.")

What alternatives exist? (e.g., "Grocery delivery, takeout, competitors like
HelloFresh.")

The Result: Your value proposition becomes targeted. You're no longer solving a
general problem for a vague group; you're solving specific pains for a specific

person.



3. COMPANY DESCRIPTION:
DEFINING YOUR MISSION AND

SOLUTION

What it is: An outline of what your company does
and what makes it unique.

How it helps: This section houses your formal
Value Proposition Statement. Writing it down forces

clarity. You must articulate:
How your product/service solves the

customer's problem.
The specific benefits they receive.

Why your solution is different and better
than the alternatives.



4. MARKETING AND SALES STRATEGY:
HOW YOU WILL COMMUNICATE THE

VALUE
What it is: Your plan for reaching customers and convincing them to buy.

How it helps: This section forces you to think like your customer.
Where will you find them? (Social media? Parenting blogs?)

What message will resonate? Will you focus on "saving time" or "family
health"? The business plan helps you test and choose the most

compelling angle.
The Result: Your value proposition becomes the core of all your marketing

messages. It's no longer an internal idea; it's the flag you plant in the
market.



ORGANIZATION AND OPERATIONS:
PROVING YOU CAN DELIVER THE

VALUE

What it is: A description of how your business will function day-to-day.
How it helps: A value proposition is empty if you can't deliver on it. This section

forces you to think through the logistics.
If your value is "freshness," how will your supply chain and cold storage

ensure it?
If your value is "convenience," how will your website, delivery, and packaging

make it seamless?
The Result: The value proposition moves from a marketing slogan to an

operational reality. You prove that the value is built into your business model.



A CONCRETE EXAMPLE: "FRESHBOX KITCHENS"


