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2Designing Your Social Business

To develop a successful business, 
there are many aspects that need to 
be considered. Here we focus on the 
most important aspects for designing 
a business with a positive social and/or 
environmental impact. We use a 7-step 
process methodology, which allows 
you to prototype and test your social 
business ideas, improve them and 
execute them.

A 7-step process method-
ology to prototype and 
test your social business 
idea.

Prototyping a social
business with a positive 
impact

1.
Define 
your 

vision and 
mission

2.
Identify 

customers 
and benefi-

ciaries

3.
Understand 
your impact

4.
Identify key 
stakeholder

5.
Analyse 
impact 
along 

the value 
chain

6.
Measure 

your 
effect

7.
Evaluate 
your idea
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Example
Case

The Water Kiosk Example.

Throughout the process, we use 
an example of a team that wanted 
to work on SDG 6: Safe water and 
sanitation for all. The beginning of 
their entrepreneurial journey began 
with the development of a new water 
treatment technology for decentral-
ized water treatment and they aimed 
to bring it to market and make a 
positive contribution to society.
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Vision & Mission. The team began 
with the intention of marketing the 
technology in Sub-Saharan Africa, 
where millions of people currently 
have no access to clean and af-
fordable drinking water because 
they live in remote villages and are 
not connected to a well-functioning 
water network. The idea was to set 
up a water kiosk franchise with the 
long-term vision of providing drinking 
water to all people in remote villages 
in sub-Saharan Africa.

Customer & Beneficiary. During 
the market analysis they identi-
fied a promising village to start 
their business. There the majority 
of the people were still dependent 
on untreated drinking water, which 
resulted in considerable diarrhea, 
affecting small children the most. In 
addition, an NGO had already built 
a school and most of the inhabitants 
produce grain and vegetables to sell 
on a local market. As a result, the 
inhabitants had a certain income 
and the entrepreneurs decided to sell 
their water at an affordable price 
and thus integrate the inhabitants as 
customers.

Impact evaluation. The team ana-
lyzed the possible outcomes and 
impacts of their solution. They aimed 
to improve the health of the resi-
dents by providing clean water and 
they also wanted to raise awareness 
of the importance of clean water 
through educational workshops. 
One water kiosk created jobs for 
two inhabitants. Finally, a life cycle 
assessment showed that the water 
kiosk has lower CO2 emissions per 
litre compared to bottled water previ-
ously purchased by the economically 
stronger people in the village. Over 
time, these outcomes were expected 
to contribute to improved overall 
health and economic empowerment 
of the village population and to the 
reaching of SDG6.

Stakeholders. During the develop-
ment of their company, the team had 
to manage various stakeholders. For 
example, they worked with an NGO 
that run the school in the village. 
The NGO offered them a place for 
their water kiosk near the school and 
purchased the water for the school 
children. In exchange, the team 
regularly conducted an educational 

program at the school on the health 
benefits of clean drinking water. In 
addition, they initiated a partnership 
with the corporate social respon-
sibility department of a beverage 
company in Europe. This company 
decided to donate a small part of the 
proceeds from each product they 
sold to cross-subsidize the water sold 
from the water kiosks. This allowed 
the team to significantly reduce costs 
per liter. They were also able to get 
a grant from a financing agency in 
Europe for the start-up capital. This 
enabled them to install the first water 
kiosks. However, it also involved a 
lot of communication, reporting and 
impact analysis.

Value chain. The company originally 
started with technology develop-
ment. Over time, the team decided 
to concentrate their activities on the 
marketing and sale of water and on 
an educational service on the health 
effects of clean drinking water. 
Hence, they outsourced further tech-
nology development to a research 
institute and also found a company 
to manufacture the water treat-
ment system. These systems were 

manufactured in Europe and then 
shipped to the village in Africa. The 
remaining parts (e.g. tank, housing) 
were purchased and installed on site. 
Local staff were hired to operate the 
water kiosk.

Effect measurement. As the found-
ing team started the company with 
the intention of creating a strong 
societal impact, measuring the 
effects of their actions was a high 
priority for the team. They took early 
consideration of key performance 
indicators for their outcomes and 
corresponding outcomes for bene-
ficiaries and the environment. They 
decided to measure the reduction 
in average school days missed in 
the village as an indicator for health 
impact. In addition, the net CO2 of 
the water sold compared to bottled 
water was calculated as an indicator 
of the positive climate impact.
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As a first step, you need to identify 
a relevant challenge that you want to 
address with your social enterprise.

1. Define your vision 
and mission

1.
Define 
your 

vision and 
mission

2.
Identify 

customers 
and benefi-

ciaries

3.
Understand 
your impact

4.
Identify key 
stakeholder

5.
Analyse 
impact 
along 

the value 
chain

6.
Measure 

your 
effect

7.
Evaluate 
your idea
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The United Nations Sustainable Devel-
opment Goals (SDGs) can be a useful 
tool for navigating through the biggest 
societal challenges. Once you have 
narrowed down the challenge, you 
need to identify a relevant problem 
and a potential solution. Afterwards, 

the company’s mission and vision 
should be aligned. The Mission Can-
vas provides an easy-to-use format to 
align your vision and mission with the 
problem you are trying to address with 
your solution.



7Designing Your Social Business

Pr
ob

le
m

(s
)

Vi
si

on

So
lu

tio
n(

s)

M
is

si
on

The Mission
Canvas

Define a problem statement: 
→ What is the problem?
→ Who or what is effected (directly and 

indirectly) 
→ How big is the problem (e.g. how many 

people are effected)?
→ Where does the problem occur?
→ Why has the problem arisen (what is the 

root cause)?

Define a Vision Statement:
→ What would the world look like if the 

problem (or a part of it) was solved? 
→ Who or what would be effected? 
→ How big would the effect be?
→ Where would it happen?
→ What would happen? 

Consider: 
→ What are the root causes of the problem 

and what can be done to address them?
→ What existing solutions are there and 

what could be  done better (consider 
both business and other options)? 

Define a Solution Statement:
→ What measureable action will you take 

to address the problem?

Define a Mission Statement
“We will achieve X [our vision] by doing Y 
[our solution] ”.
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Millions of people in sub-Saharan 
Africa do not have access to 
clean drinking water because 
they live in remote villages and 
are not connected to a well-
functioning water network. 
Current decentralised water 
treatment systems are costly, 
difficult to operate and maintain, 
hindering their distribution and 
implementation.

Everyone living in remote villages 
in Sub Saharan Africa will have 
access to clean and affordable 
drinking water.

With our easy way to use water 
treatment technology we realize 
a scalable franchise business of 
decentralised water kiosks for 
the sale of clean and affordable 
drinking water.

We will provide 10,000 people 
living in remote areas of sub-
Saharan Africa with access to 
clean and affordable drinking 
water by implementing a business 
of decentralised water kiosks.

The Mission
Canvas —
Water Kiosk
Example

Define a problem statement: 
→ What is the problem?
→ Who or what is effected (directly and 

indirectly) 
→ How big is the problem (e.g. how many 

people are effected)?
→ Where does the problem occur?
→ Why has the problem arisen (what is the 

root cause)?

Define a Vision Statement:
→ What would the world look like if the 

problem (or a part of it) was solved? 
→ Who or what would be effected? 
→ How big would the effect be?
→ Where would it happen?
→ What would happen? 

Consider: 
→ What are the root causes of the problem 

and what can be done to address them?
→ What existing solutions are there and 

what could be  done better (consider 
both business and other options)? 

Define a Solution Statement:
→ What measureable action will you take 

to address the problem?

Define a Mission Statement
“We will achieve X [our vision] by doing Y 
[our solution] ”.



9Designing Your Social Business

2. Identify customers 
and beneficiaries

1.
Define 
your 

vision and 
mission

2.
Identify 

customers 
and benefi-

ciaries

3.
Understand 
your impact

4.
Identify key 
stakeholder

5.
Analyse 
impact 
along 

the value 
chain

6.
Measure 

your 
effect

7.
Evaluate 
your idea

Once you have found a relevant 
problem and potential solution, you 
need to consider who will receive the 
direct benefit of your social enter-
prise (the beneficiaries) and who will 
pay for the product or service that 
you provide (the customers).



10Designing Your Social Business

In some cases, the customers and 
beneficiaries are the same. This 
means that those who pay for the 
product obtain a positive outcome 
that will have a positive impact on 
society over time. The fact that you 
have similar customers and bene-
ficiaries can make your business 
easier, as you can devote your full 
attention to your customers. On the 
other hand, the beneficiaries must be 
able to pay for your product, hence 
you cannot target the most vulnera-
ble people in this case.

In other cases, the customer is not 
the same as the beneficiary. Thus 
someone else pays for the benefit for 
the target group. In such a situation, 
you can select beneficiaries who are 
more vulnerable, so you can have a 
greater outcome on the beneficiary’s 
life and ultimately on society. But it 
also makes the business more com-
plex, because you have to meet the 
expectations of both your customers 
and beneficiaries.
 
Finally, it is important to note that 
these cases are only two examples. 
It is possible to combine these cases 
and have customers for one service, 
use part of the revenue to cross-fi-
nance another service for your target 
group, but still make your benefi-
ciaries pay for the service, although 
probably a lower amount.

Customers versus 
Beneficiaries

Use the Customer-Beneficiary Anal-
ysis Canvas to analyse both your 
customers and beneficiaries. Start 
by defining your main beneficiaries 
then add different customer seg-
ments. If your beneficiaries pay for 
your service, they are also a custom-
er segment. Once you have identi-
fied different customer segments, 
you should select your main custom-
ers. The other potential customers 
can be integrated as partners and 
should be further analyzed in the 
stakeholder analysis.
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The Customer-Beneficiary
Analysis Canvas

Beneficiary profile
Who are they?
What benefit do they need?
How large is the target group?

Customer segments
Who are they?
Why would they pay for the 
product or service?
How many of them are there?
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Beneficiary profile
Who are they?
What benefit do they need?
How large is the target group?

Customer segments
Who are they?
Why would they pay for the 
product or service?
How many of them are there?

→ Low-income people living in remote villag-
es in Sub-Saharan Africa

→ Affordable and clean drinking water; 
improved knowledge and awareness of 
health impacts of unsafe drinking water; 
economic empowerment

→ 319 million people in Sub-Saharan Africa 
are without acces to improved reliable 
drinking water soruces1

1. Low-income people living in remote vil-
lages in Sub-Saharan Africa; want to im-
prove their health conditions2, decrease 
lost school days due to water-related 
diseases for their children3, safe time 
and money on water procurement4; 319 
million people in Sub-Saharan Africa1.

2. NGOs working on providing save drink-
ing water promotion Sub-Saharan Africa; 
want access to easy-to-use processes, 
have financial resources and are looking 
for reliable solutions; various NGOs are 
working in the field of water provision5

3. Corporate social responsibility depart-
ments of large corporates; looking for 
impact projects to donate and improve 
their corporate outlook; many large 
corporates implement CSR departments, 
e.g., Danone6 or Unilever 7

1. World Health Organization "Key Facts from 2015 
JMP Report" Available from: http://www.who.int/
water_sanitation_health/publications/JMP-2015-
keyfacts-en-rev.pdf?ua=1

2.  World Health Organization "WHO in the African 
Region" Available from: http://www.afro.who.int/en/

clusters-a-programmes/hpr/protection-of-the-human-en-
vironment/programme-components/index.php?op-
tion=com_content&view=article&id=24&Itemid=122

3.  United Nations Development Programme. "Human 
Development Report 2006: Beyond Scarcity: Power, 
Poverty and the Global Water Crisis." 2006. Available 

at http://hdr.undp.org/en/reports/global/hdr2006
4.  United Nations Development Programme. "Resource 

Guide on Gender and Climate Change." 2009. 
Available at http://www.undp.org/climatechange/
library_gender.shtml

5.  55 water NGOs you should know. Available at 

https://www.raptim.org/55-water-ngos-know/
6.  Danone Sustainable Value Creation. Available at 

https://www.danone.com/about-danone/sustaina-
ble-value-creation.html

7.  Unilever Sustainable Living. Available at https://
www.unilever.com/sustainable-living/

The Customer-Beneficiary
Analysis Canvas
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3. Understand your 
impact

Define 
your 

vision and 
mission

Identify 
customers 
and benefi-

ciaries

Understand 
your impact

Identify key 
stakeholder

Analyse 
impact 
along 

the value 
chain

Measure 
your 

effect
Evaluate 
your idea

Now that you have defined who your 
beneficiaries are you can begin to 
analyse the outcomes that your 
social enterprise could have for 
them and on the wider impact that 
you could have on society and the 
environment. 
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Often, impacts on a community or 
the environment are difficult to define 
and may have positive and negative 
effects. A commonly used tool to 
understand these effects and, ulti-
mately, the impact of an enterprise is 
known as the Chain of Effects.

SOCIAL ENTERPRISE
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Starting from the left-hand side, we 
see that the implementation and op-
eration of a social enterprise requires 
multiple inputs that allow different 
activities to be carried out. With 
these activities you create outputs 

such as products and services that 
lead to outcomes for the beneficiar-
ies. In the long run, this will have 
an impact on society. It is therefore 
important to consider the impact 
of your social enterprises before 

carrying out your activities because 
your business can lead to negative 
side effects that can mitigate the 
positive effects that you try to realize 
with your social enterprise.

Chain of Effects
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The Chain of Effects Canvas
SOCIAL ENTERPRISE
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Resources that 
are deployed in 

service of a certain 
(set of) activities.

Actions, or tasks, 
that are performed 

in support of specific 
impact objectives

Tangible, imme-
diate practic-

es, products and 
services and activities 

that are undertaken

Changes, or ef-
fects, on individuals 

or the environment that 
follow from the delivery of 

products and services

Changes, or effects, on society 
or the environment that follow 
form outcomes that have been 
achieved EQUALS the situation 
with the effects that your busi-
ness caused MINUS what would 

have happened anyway
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SOCIAL ENTERPRISE
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Resources that 
are deployed in 

service of a certain 
(set of) activities.

Actions, or tasks, 
that are performed 

in support of specific 
impact objectives

Tangible, imme-
diate practic-

es, products and 
services and activities 

that are undertaken

Changes, or ef-
fects, on individuals 

or the environment that 
follow from the delivery of 

products and services

Changes, or effects, on society 
or the environment that follow 
form outcomes that have been 
achieved EQUALS the situation 
with the effects that your busi-
ness caused MINUS what would 

have happened anyway

The Chain of Effects Canvas — Water Kiosk Example

→ 4 full time employees
→ 15k seed capital for the 

first water kiosk
→ 50k to cover salaries for 

the first year

→ Operating the water kiosk
→ Workshops on health 

impacts of safe water
→ Marketing and sales of 

the water
→ Fundraising for seed 

capital

→ 2000 L of safe drinking 
water/day

→ 1 Workshops on health im-
pacts of safe water/month

→ Improved health for the 
village inhabitants

→ Improved education on 
water and health impacts

→ CO2 savings due to 
efficient water treatment

→ Employement created for  
2 full time employees

→ Health improvement and 
economic empowerment of a 
vunerable group

→ Contribution to SDG 6: Safe 
water and sanitation for all.
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4. Identify key 
stakeholders 

1.
Define 
your 

vision and 
mission

2.
Identify 

customers 
and benefi-

ciaries

3.
Understand 
your impact

4.
Identify key 
stakeholder

5.
Analyse 
impact 
along 

the value 
chain

6.
Measure 

your 
effect

7.
Evaluate 
your idea

Creating a Chain of Effects for your 
social enterprise will have highlighted 
different interest groups that may be 
involved in creating impact. In this 
step, you must identify who these key 
stakeholders are and why they are 
important to your business.
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Besides the customers and benefi-
ciaries, these groups may include 
suppliers, investors, politicians, and 
many others. Unlike for for-profit 
businesses, different stakeholder 
groups may have very different 
expectations to a social enterprise: 

some may see the social enterprise 
as a profit opportunity, while others 
may see it as a way to increase their 
own impact. Hence, it is very impor-
tant to understand your stakeholders 
and their profile. Some stakeholders 
can have a positive influence on the 

social enterprises and should be 
included as potential partners in the 
business case, while others could 
have a negative influence and should 
be monitored and managed. 
Here, we provide you with a tool 
to understand who your key 

stakeholders are and the conse-
quences that they will have for your 
business.
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Stakeholder

What is their 
profile? What 
activities do 

they conduct?

What is their 
interest in your 
business? (High 
or low interest?)

How large is their 
influence on your 
business? (High 
or low power?)

What are the 
consequences

for your
business?

Stakeholder 
Analysis 
Canvas
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Stakeholder 
Analysis 
Canvas—
Water Kiosk 
Example

Stakeholder

What is their 
profile? What 
activities do 

they conduct?

What is their 
interest in your 
business? (High 
or low interest?)

How large is their 
influence on your 
business? (High 
or low power?)

What are the 
consequences

for your
business?

NGO

Beverage company

Funding agency

International NGO, 
mostly foreign 

employees; offering 
education to the 

village kids

Large, for-profit 
company. Recently 
implemented a CSR 

department and 
looking for projects 

to support

Swiss governmental 
agency; providing 

seed capital to social 
entrepreneurs

Interested in 
buying water for 
the school kids; 

potential partner

Interested in includ-
ing your business 
into their CSR pro-
ject portfolio and 
using it as a mar-
keting instrument.

Interested in
supporting you with 

initial capital

They could influ-
ence the school 

kids and thereby 
their families to 

use or not use your 
service.

Their funding 
could allow you 
to substantially 

decrease the water 
costs for your 

customers.

They have a large 
influence as you 
require the seed 
capital to initiate 
your operations.

Initiate a part-
nership with the 
NGO; offer visits 
to the water kiosk 
and explain the 
treatment tech-

nology and health 
benefits of safe 
drinking water.

Sign a funding 
contract with them; 
report about pro-

gress; monitor their 
activities and how 

they use you in their 
marketing.

Conduct impact 
measurement and 
provide reports to 

them.
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5. Analyse impact 
along the value chain

1.
Define 
your 

vision and 
mission

2.
Identify 

customers 
and benefi-

ciaries

3.
Understand 
your impact

4.
Identify key 
stakeholder

5.
Analyse 
impact 
along 

the value 
chain

6.
Measure 

your 
effect

7.
Evaluate 
your idea

As a next step, you need to analyse 
how the business manufactures and 
sells goods to generate revenues and 
impact. In case you are offering a ser-
vice, which does not involve any use of 
resources, you may skip this step.
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SOCIAL ENTERPRISE

CHAIN OF EFFECTS

How the Value 
Chain fits with the 
Chain of Effects — 
Example 1

End-of-life / recycling

VALUE CHAIN

Raw materials production

Production step 1

Production step 2

Production step n

Transport

Sale and use

A useful tool to do this is a value chain 
analysis. It describes the various steps 
involved in creating value for the cus-
tomers and beneficiaries. These steps 
may include, for example, the accept-
ance of raw materials, their process-
ing into a product, and the sale of the 
product to customers. Defining each 
step of the value chain helps you to 
decide which activities you will carry 
out and which you will outsource or 
expect partners to carry out. In addi-
tion, it enables you to identify chang-
es for stakeholders along the value 
chain based on the implementation of 
your solution. This allows you to deter-
mine potential positive and negative 
side effects of your activities. 
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SOCIAL ENTERPRISE

CHAIN OF EFFECTS

VALUE CHAIN

Raw materials production

Production step 1

Production step n

Transport

Sale and use

End-of-life / recycling

How the Value 
Chain fits with the 
Chain of Effects — 
Example 2



24Designing Your Social Business

Value Chain 
Analysis Canvas

TIP: A functional unit describe the function of the product or service and is used 
to measure the outputs of the product system. 

Functional unit:
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n

Which primary 
materials and 
how many are 

required for 
the industrial 
production?

Pr
od

uc
tio

n

Which compo-
nents need to be 
manufactured for 
your product and 

where are they 
manufactured?

Tr
an

sp
or

t

Which compo-
nents need to be 
transported and  

how far?

Sa
le

s
an

d 
us

e

How many units 
are being sold 
and how are 

these products 
used?

En
d-

of
-li

fe
 /

re
cy

cl
in

g

What happens 
to the prod-

ucts after they 
reached their 

end of life?
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Which primary 
materials and 
how many are 

required for 
the industrial 
production?
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Which compo-
nents need to be 
manufactured for 
your product and 

where are they 
manufactured?
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Which compo-
nents need to be 
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how far?
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How many units 
are being sold 
and how are 

these products 
used?
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What happens 
to the prod-

ucts after they 
reached their 

end of life?

→ Water treatment 
system produced in 
Europe (50 kg mostly 
polyethylen (20kg) 
and iron (30kg)

→ Water tanks (40kg → 
Water kiosk housing 
(20 m2) total weight 
800kg; bricks, mortar 
and wood.

→ Water treatment 
system produced in 
Europe

→ Water tanks in the 
village

→ Water kiosk housing 
in the village

→ 1 water treatment 
system (9000 km * 50 
kg = 450 tkm )

→ 2 water tanks (30 km 
* 20 kg = 0.6 tkm 

→ Water kiosk housing

→ 2000 L of water per 
day

→ Assuming 20 L / 
person / day → 100 
inhabitants supplied

→ Recycling of the plastics
→ Reuse of the water kiosk 

housing for a new water 
kiosk

Value Chain 
Analysis Canvas—Water Kiosk Example

TIP: A functional unit describe the function of the product or service and is used 
to measure the outputs of the product system. 

Functional unit:
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6. Measure your 
effects

1.
Define 
your 

vision and 
mission

2.
Identify 

customers 
and benefi-

ciaries

3.
Understand 
your impact

4.
Identify key 
stakeholder

5.
Analyse 
impact 
along 

the value 
chain

6.
Measure 

your 
effect

7.
Evaluate 
your idea

After obtaining an understanding of 
the effects of your business on the 
beneficiaries and the stakeholders 
along the value chain, the next step is 
to implement an effect forecast. 
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To forecast the outcomes along the 
value chain resulting in effects for 
society: 

1.  Analyse your value chain;

2. At each step define material 
flows and consider what is dis-
placed by the new step versus a 
business-as-usual scenario;

3. Tabulate and forecast the total 
net output and outcome over 
all steps over time.

An effect forecast is similar to a 
financial forecast, however, in this 
case we use units like carbon dioxide 
equivalent (CO2e), water usage or 
number of people benefited in some 
way. Generally, you should differ-
entiate between effects that result 
from outcomes for the beneficiaries 
and effects that result from out-
comes along the value chain. When it 
comes to evaluating effects resulting 
from outcomes to beneficiaries, you 
should use a mix of qualitative meth-
ods (e.g. interviews) and quantitative 
methods (e.g. surveys). Whereas, to 
evaluate effects resulting from activ-
ities occurring along the value chain, 
you should use a life cycle assess-
ment (LCA) method. 

To forecast the outcomes for ben-
eficiaries resulting in effects for 
society: 

1.  Analyse your target beneficiary 
group;

2. Define output and outcome 
measures & assessment meth-
ods (e.g. interviews, surveys); 
and,

3. Tabulate and forecast the total 
net output and outcome over 
time.
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The Effect 
Measurement 
Canvas
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The Effect 
Measurement
Canvas — Water
Kiosk Example for 
Social Effects
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The Effect 
Measurement 
Canvas  — Water 
Kiosk Example for 
Environmental 
Effects along the 
Value Chain
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7. Evaluate your idea

1.
Define 
your 

vision and 
mission

2.
Identify 

customers 
and benefi-

ciaries

3.
Understand 
your impact

4.
Identify key 
stakeholder

5.
Analyse 
impact 

along the 
value chain

6.
Measure 

your 
effect

7.
Evaluate 
your idea

In a final step, you should evaluate 
your idea. 
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Return to the different steps and ask 
yourself: 

→ Is your business idea still in line 
with your original vision?

→ Have you identified a rele-
vant problem that is worth 
addressing?

→ Will you be able to develop and 
offer the product or service to 
solve the problem?

→ Have you identified customers 
who are willing to pay for your 
operation?

→ Will this money be enough to 
grow your business, or do you 
need other revenue streams? 

→ Will you create a positive im-
pact for society?

After going through these questions, 
you may either realize that you have 
found a social business idea that 
is worth pursuing, that you need 
to modify parts of the business to 
make it more scalable, or that the 
business idea does not meet your 
expectations and that you should try 
a new idea. Each of these results is a 
good result because you have gone 
through a full prototyping process, 
learned a lot about how to develop 
and evaluate a potential social busi-
ness idea, and carefully assessed 
the idea before either modifying, 
stopping or executing it.
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Checks

Is this business idea worth pursuing?

 Is your business idea still in line 
with your original vision?

 Have you identified a relevant 
problem that is worth addressing?

 Will you be able to develop and 
offer the product or service to solve 
the problem?

 Have you identified customers 
who are willing to pay for your 
operation?

 Will this money be enough to grow 
your business, or do you need other 
revenue streams? 

 Will you create a positive impact 
for society?

Checklist to 
Evaluate
Your Idea
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Checklist to 
Evaluate Your 
Idea—Water 
Kiosk Example

Is this business idea worth pursuing?

 Is your business idea still in line 
with your original vision?

 Have you identified a relevant 
problem that is worth addressing?

 Will you be able to develop and 
offer the product or service to solve 
the problem?

 Have you identified customers 
who are willing to pay for your 
operation?

 Will this money be enough to grow 
your business, or do you need other 
revenue streams? 

 Will you create a positive impact 
for society?

Checks
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