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Introduction

Keith

Keith will be your guide for this
session.

The goal of our session is to help you
validate you and your business and learn
how the BMC can help you.

Let's take the first steps into running a
business



Check-in
Introductions

 Your name

 Your business or business idea

 An interesting fact about you

 3 questions:

1.

2.

3.



Before We Start
Questions

I want you to ask as many
questions as you like

I want you to ask stupid
questions, I love these the
most

The only stupid question is
the one you don't ask!



The Following:

Happy
Customers...
it's what we

all want.

VALIDATION
What will we cover today?

Why you need to validate your idea.
Is my business idea viable?
How to do this.
What is validating a business concept?
When should you validate an idea?
Here are few things to consider before getting started.
Business Failures
Let's create a MVP
Let's create a BMC



What will you take away?

Advice forsetting up anew
business

VALIDATION
What will we cover today?

Is your idea viable and will you be capable of running
your business?
Advice for setting up a new business
Growing your business
Business management skills
Skills needed to run a business
How to create a business plan using the Business Model
Canvas



Let's Begin!
Are you ready?

Before we do. What does the term
'ENTREPRENEUR' mean to you?



Why you need
to validate
your idea.
Validating your business idea is critical to
success. If your idea is a bad one, then you
could spend precious time working on the
wrong thing.
If you are building what ‘you’ want and not
what ‘your customers’ want then you won’t sell
anything, except to yourself.

Find out what your
customers want as soon as

possible, and this will give
you the knowledge if your
idea is a good one or not.

 



Is my business
idea viable?

It might sometimes seem plain sailing coming
up with the next big concept, but before you
invest thousands of pounds and endless hours
into it, first you should ask the vital question, is
my business idea viable? 
That means the next step will be to test your
assumptions, to find out if there’s potential
demand for it to sell.

Before turning your idea
into a business, you want

as much evidence as
possible that points to, or

otherwise, if people will
buy into your concept and
will be prepared to spend

their money on it
 



What is validating
a business
concept?
Validating your business idea(s) should give
you reasonable certainty that your potential
business will have paying customers and
ensure you’re not investing in something which
nobody will purchase. There’s an abundance of
ways to validate your idea.

Often entrepreneurs will
obtain feedback from

family and friends however,
whilst they may genuinely

buy into the idea, they can
be too close to provide you

with the honest opinions
you need.



How to do this.

Firstly, you should identify your target buyer.
Consider who will be the type of person to
purchase your product or service? What are
their goals, needs and desires? 
Not only should you create them, but you
should also speak to real people with the same
profile as your personas and put your concept
to the test.

Ask yourself, does your
idea solve their problems?

Does it address their
wants, needs and

aspirations? Then address
price by asking your target
buyer how much they'd be

willing to pay.



When should
you validate an
idea?
You should look to validate your idea as early
as possible and prior to any opening. That way
you won't be spending too much time, energy
and money on something with limited to no
potential to succeed. 

Many entrepreneurs lose
valuable time and money

on an idea which didn't
succeed primarily because

they didn't spend the
necessary time testing it

properly before launch.



Here are few
things to consider
before getting
started.
1. Look for it. When I hear that someone has
the next big business idea, I take out my phone
and within minutes can often find an existing
product or service with a quick search on
Google or YouTube. 

2. Seek feedback. Talk to others about your
idea, especially people you trust. 

3. Build an MVP. If your idea has support, then
consider developing an MVP, or minimum
viable product, to determine if it is a product,
you and others would really use. 

4. Create a BMC. Before you dive into a
lengthy business plan, which more than likely
will be obsolete before you even launch.

5. Start building your identity. If your testing
goes well and you feel that you might have a
winning idea, start building a brand around it
now. 



Business
Failures

9 out of 10 startups fail
because neither the

market nor customers
need or want their ideas

80% of the startups fail in
the first year and the

remaining 15% fail in the
first 3 years



Let's create an
MVP
Remember, it is much
easier to build a business
around demand than to
build demand around a
business

9 out of 10 startups fail
because neither the

market nor customers
need or want their ideas



Let's create an MVP
For your MVP to pick up steam,
you will need to target the right
people. As the image illustrates,

the early adopters (or
influencers) are the ones who

you should target with your
MVP. These people will most

likely be passionate about your
product and be more likely to

provide feedback and promote
to others within the niche.



Let's create an MVP

3 examples of MVP

https://youtu.be/xPJoq_QVsY4


Let's create a BMC



Thats It!
Have a great

day and
keep

learning.

I hope this has given you valuable insight into why you
should always validate your business idea before you

launch to make sure your product or service is
needed.

Contact Jo Blackburn at jo@teguk.co.uk 

mailto:jo@teguk.co.uk

