
 

1 

 

 

Startups Business Models (Lean Startup) 

Mr. Rami Gazit 

 

Course Number: 702.2337 

 

Class Time:Mondays, 15:00-18:00 
 

Class Location: TBA 
 

E-Mail: ramigazit1@gmail.com  

 

Course Description: 

This entrepreneurship course is very different – it's not theoretical, it does not focus on 

writing lengthy business plans, or on patents. It's about creating actual startups and moving fast 

using the most up-to-date entrepreneurship management methodology: The Lean Startup. 

 

The Lean Startup is focusing on defining a startup business model – a set of strategic 

assumptions - then finding early customers and users ("early adopters") to validate those 

assumptions, before investing a lot of time, money, and effort in building and marketing a 

solution. The concept avoids business plans and “fat” product development as the first steps in 

creating a new venture and prefers fast "validation" with customers – avoiding a pre-mature 

scale-up situation. It uses a series of MVPs (Minimal Viable Products), which are targeted at 

getting feedback and learning from early adopters . 

 

The Lean Startup is being used widely not only in the "classic" startups' scene but also in 

enterprises, non-profits, governmental agencies, and other organizations which want to launch a 

new service or product under extreme uncertainty . 

 

The startup idea to be developed during the course can be anything you want. It doesn't 

have to be based on research. It can be a for-profit business startup or a mix of for-profit with 

some social impact (“double bottom line venture”).  If you don't have an idea, you’ll be able to 

join others, as the course is built on teams’ work, or find an initial idea at the beginning of the 

course, with the help of the lecturer and other students . 

 

We'll start by learning how to define customer needs and problems using the Job-To-Be-

Done concept, then learn the Lean Startup methodology and work accordingly on the ideas: 
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1. Define your startup customers, their needs, and problems – including the gap in the 

market vs. the relevant competition.  

2. Define the most important assumptions of your startup’s business model, e.g., your 

value proposition and revenue streams, using tools like The Lean Canvas . 

3. Validate the riskiest assumptions, focusing on finding early adopters and validating 

their needs, problems, and solution – using interviews mainly. 

4. Create a "low fidelity MVP" (Minimal Viable Product) to illustrate your solution for 

potential customers and users. It can be a landing page, a video clip, a PowerPoint 

demo presentation, some wireframes, or a model of a physical device when relevant . 

 

Let's create startups! 

 

Course Requirements:  

Attendance, preparation, and classroom participation (10%)  

Students are expected to actively participate in all classes. It is important to complete the 

homework assignments before the weekly sessions. Most of these assignments are elements of 

the final presentation, which are being built gradually over the semester. Students may not miss 

more than three meetings to receive a grade for the course irrespective of the reasons for the 

absence. 

 

Class Final Presentation (55%)  

In teams of two (usually), students will prepare a 10-15-minute presentation of their startup. The 

presentation will be based on the startup business model, where the students are expected to 

demonstrate their deep understanding of the concepts and ideas discussed in the course. We’ll 

spend some time together on finding ideas and teammates in the first two sessions of the course. 

Each team has the responsibility to define their initial startup idea until the 3rd session of the 

course.  

 

In-Class Short Exam (35%) 

The exam will be held in the last class of the semester. The exam will be comprised of questions 

about the content of the class, where students will be asked to show an understanding of the main 

concepts and terms discussed in class.  

 

Meeting 1 Lean Startup Introduction 

Start working on creating teams and ideas 
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Meeting 2 Why do startups fail? The background to the creation of 

The Lean Startup Movement 

Continue working on teams and ideas 

Meeting 3 The Lean Startup principles, process, and mindset. 

Meeting 4 Understanding customers – using the Job-To-Be-Done 

concept to define human needs. Job Maps.  

Meeting 5 Problem analysis – empathy maps, problem trees, and 

hassle maps.  

Meeting 6 Analyzing the gap in the market – reviewing your 

startup’s alternatives (competition).  

Meeting 7  Defining customers. Technology adoption life-cycle and 

the concept of Early Adopters. Defining customer 

personas. Analyzing B2B customer stakeholders within 

the target customer.  

Meeting 8 Defining a startup business model using The Lean 

Canvas.  

Meeting 9 Validation, getting out of your building and comfort 

zone, interviewing potential customers, collecting 

feedback and evidence related to your business model. 

Meeting 10 MVP – Minimal Viable Product.  

Meeting 11  Startup Maturity Level / Investment Readiness Level – a 

ladder of proof for your business model 

Meeting 12 Value Propositions, Blue Ocean Canas for finding your 

differentiated value proposition. Metrics 

Meeting 13 Final Presentations/preparations and practice. 

Meeting 14 Exam and Final Presentations. 

 

Readings: 

 Osterwalder A. and Pigneur Y., Business Model Generation: A Handbook for Visionaries, 
Game Changers, and Challengers, John Wiley & Sons., 2010 

 Ries E., The Lean Startup: How Today's Entrepreneurs Use Continuous Innovation to 
Create Radically Successful Businesses, Crown Publishing, 2011. 

 Blank S., Dorf B., The Startup Owner's Manual: The Step-By-Step Guide for Building a 
Great Company, K&S Ranch, 2012. 

 Blank S., Why the Lean Start-Up Changes Everything, in Harvard Business Review, May 
2013. 


