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Overview

A step-by-step method to map your current business model, pressure-test it against
disruption, and prototype new revenue and delivery mechanics before you commit capital to
them.

How is business model innovation different from product innovation?

Product innovation changes what you sell or how good it is. Business model innovation
changes how you capture and deliver value — the revenue mechanic, the channel, the cost
structure. You can ship a brilliant product on a broken business model and still lose the
category, which is why this playbook starts with the canvas, not a feature brainstorm.

Do we need to change the whole canvas, or can we redesign just one block?

Most successful business model changes touch three to four connected blocks, not just
one. Changing the revenue stream from one-time to subscription, for example, almost
always forces changes to customer relationships and key activities too. The framework's
nine blocks are interdependent, which is why the fragility diagnosis step maps connections,
not just isolated weak points.

How long before a new business model pilot proves itself?

Ninety days is enough to validate or kill the core economic assumption — will customers
actually pay this way, and does the unit economics hold at small scale — but not enough to
prove full-scale viability. Treat the 90-day pilot as a gate to a larger, funded rollout, not as
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the rollout itself.

What if the steering committee wants to fund all three alternatives at once?

Resist it. Running three unproven business models in parallel splits attention and capital thin
enough that none gets a fair test. Recommend one primary pilot with a clear Kill criterion,
and keep the other two documented as a ready backlog if the first one fails.

Who should own the business model after the pilot succeeds?

Assign a single P&L owner before the pilot starts, not after it succeeds. Business models
that succeed without a named owner tend to get absorbed back into the legacy operating
model within two quarters because no one is accountable for protecting the new mechanic.

{ "@context": "https://schema.org", "@type": "FAQPage", "mainEntity": [ { "@type™:
"Question", "name": "How is business model innovation different from product innovation?",
"acceptedAnswer": { "@type": "Answer", "text": "Product innovation changes what you sell
or how good it is. Business model innovation changes how you capture and deliver value —
the revenue mechanic, the channel, the cost structure. You can ship a brilliant product on a
broken business model and still lose the category, which is why this playbook starts with the
canvas, not a feature brainstorm." } }, { "@type": "Question", "name": "Do we need to
change the whole canvas, or can we redesign just one block?", "acceptedAnswer": {
"@type": "Answer", "text": "Most successful business model changes touch three to four
connected blocks, not just one. Changing the revenue stream from one-time to subscription,
for example, almost always forces changes to customer relationships and key activities too.
The framework's nine blocks are interdependent, which is why the fragility diagnosis step
maps connections, not just isolated weak points." } }, { "@type": "Question", "name": "How
long before a new business model pilot proves itself?", "acceptedAnswer": { "@type":
"Answer", "text": "Ninety days is enough to validate or kill the core economic assumption —
will customers actually pay this way, and does the unit economics hold at small scale — but
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not enough to prove full-scale viability. Treat the 90-day pilot as a gate to a larger, funded
rollout, not as the rollout itself." } }, { "@type": "Question", "name": "What if the steering
committee wants to fund all three alternatives at once?", "acceptedAnswer": { "@type":
"Answer", "text": "Resist it. Running three unproven business models in parallel splits
attention and capital thin enough that none gets a fair test. Recommend one primary pilot
with a clear kill criterion, and keep the other two documented as a ready backlog if the first
one fails." } }, { "@type": "Question", "name": "Who should own the business model after
the pilot succeeds?", "acceptedAnswer": { "@type": "Answer", "text": "Assign a single P&L
owner before the pilot starts, not after it succeeds. Business models that succeed without a
named owner tend to get absorbed back into the legacy operating model within two quarters
because no one is accountable for protecting the new mechanic." } } 1}
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Related playbooks

Strategy
Strategy for Talent Scarcity & Skills Market Competition Playbook

A framework for competing effectively in genuinely scarce talent markets by building
structural advantages — role design, career pathways, flexible sourcing —r
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Strategy for Subscription, Usage-Based & Recurring Revenue Models
Playbook

A framework for the strategic and operating model changes a shift to subscription or usage-
based revenue actually requires — beyond pricing, into customer succe
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Strategy

Strategy for Regionalization, Friend-Shoring & Supply Chain Restructuring
Playbook

A framework for evaluating supply chain regionalization and friend-shoring decisions
against a genuine cost-resilience trade-off, rather than reflexive restruct
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Talk to our strategy team
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Author
Mithun A. Sridharan
I'm Mithun A. Sridharan, Founder of this website - Think Insights - on Strategy, Management

Consulting, Leadership, Digital Transformation, and Data Literacy. Follow me on social
media or connect with me on LinkedIn for updates.
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