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Idea Canvas
Simplified start-up registration for a clear, text-based recording of problem, target group, solution, benefit, evidence and business model.

Welcome
This document will help you describe your idea in a way that can result in a sound and fair analysis.
It's not about selling your idea particularly well. The aim is to make the current status visible in an honest and comprehensible way.
Please write as specifically as possible. If something is still open, that's fine. The only important thing is that it is clear what is already clear today, what you currently assume, what is still open, what has already been actually available or tested and what is still planned.
This is the best way to fill out the document
	Levels of evidence
First real indications: There are first signs, for example conversations, observations or concrete experiences. This is valuable, but not yet automatically validated.
Partially supported: There are several clues or first stronger clues. The statement is no longer purely speculative, but not yet sufficiently substantiated.
Clearly supported: There is a reliable basis, for example documented results, real use or pilot data.
Still open or assumed: There is not yet a sufficient basis for this.



	Important
Please write clearly and soberly rather than too positively and generally.
An observation is a valuable clue, but not automatically a validation. In particular, statements on willingness to buy, payment logic, introduction and market demand usually need stronger evidence.



Helpful are
1. Concrete descriptions
2. Short examples from reality
3. Honest insecurities
4. Clear separation between existing and planned
5. Numbers with period, unit and source
6. Short notes on what an assessment is based on
Less helpful are
1. Pure advertising language
2. Very general statements
3. Big market claims without source
4. Long function lists without reference to the problem
5. Future wishes without marking as acceptance
6. Beautiful presentations with little concrete content
	Important note about images and slides
Please enter all relevant content directly in the text.
Images, graphics, screenshots, whiteboards, canvas screenshots, pitch slides or other visual representations are not permitted for this document.
The reason is simple: such representations often contain a lot of information in a small space, are not always clearly legible and can be interpreted slightly differently. This reduces the reliability of the analysis.
In order for your idea to be evaluated fairly, comprehensibly and cleanly, central statements on the problem, target group, solution, benefit, evidence and business model must be completely included in the text.
What is only contained in a graphic or slide is not considered cleanly recorded.



Notes on figures and additional documents
	No images or graphics
Please do not submit any images, graphics, screenshots, whiteboards, canvas screenshots or pitch slides as part of this document.
These formats are not suitable as a reliable main source for analysis. They often contain too much information in a small space, are not always clearly legible and can easily be interpreted differently.
For a clean and fair evaluation, all relevant content must be recorded in writing.



If you give numbers, please include a unit, period, source or origin and a short classification.
Helpful
1. "12 interviews with potential customers between January and March 2026"
2. "Pilot with 3 test customers"
3. "Price acceptance currently CHF 500 per month, not yet tested"
Less helpful
1. "Many conversations"
2. "significantly better"
3. "High demand"
4. "huge market"
Additional documents
If you have supplementary documents, it is better to submit a few clear text documents than many unstructured files.
Helpful
1. Short problem note
2. Short interview summary
3. Test result in text form
4. Technical description in text form
5. Regulatory feedback in text form
Less helpful
1. Long pitch decks without classification
2. Link Collections
3. Large market studies without reference to the idea
4. Presentations with a lot of design and little content







1. Brief overview
1.1 Name of the idea or project
[Please enter]
1.2 The idea in one sentence
Auxiliary question: What are you building, supplying or enabling for whom?
Examples
1. "We are developing a test system that allows small food manufacturers to detect quality deviations earlier."
[Please enter]
1.3 Which type of solution fits best
Auxiliary question: Please choose what is most likely to apply.
Examples
1. Software
2. Service or Service
3. Platform or marketplace
4. Hardware
5. Deep Tech
6. Chemistry or material
7. Medtech or Health
8. Consulting-related model
9. Combination
10. Other
[Please enter]
1.4 How far along is the idea really today
Auxiliary question: Please honestly choose the current status.
Examples
1. Idea
2. Concept described
3. First prototype or mockup
4. Pilot is prepared
5. Pilot running
6. First real use
7. First paying customers
8. Partially validated model
[Please enter]
1.5 In which area does the idea move
Auxiliary question: For example, industry, health, education, mobility, HR, energy, administration, consumption or research.
[Please enter]
2. Problem and initial situation
2.1 What problem do you want to solve
Auxiliary question: What is not going well today, is tedious, expensive, risky, slow, inaccurate or unsatisfactory?
Examples
1. "Nursing staff often document observations in several systems. This takes time and leads to media disruptions."
Less helpful
1. "The market urgently needs an innovative new solution."
[Please enter]
2.2 For whom is this issue relevant
Help question: Describe the affected individuals, teams, organizations, or groups.
Examples
1. "Nurses in inpatient facilities"
2. "Laboratory managers in smaller diagnostic laboratories"
3. "Production managers in SMEs"
[Please enter]
2.3 How is the problem solved or circumvented today
Auxiliary question: What are those affected doing instead today? For example, manual work, Excel, email, existing vendors, internal processes, external service providers, or nothing at all.
Examples
1. "Excel Lists and Manual Controls"
2. "External laboratory tests with long waiting times"
3. "Internal coordination by e-mail and telephone"
4. "Not at all systematic"
[Please enter]
2.4 Why is this issue important
Auxiliary question: What are the disadvantages today if the problem persists?
[Please enter]
Please answer as specifically as possible: 
1. What is going wrong today
2. For whom this is relevant
3. what the consequence of this is
2.5 How well is this understanding of the problem supported today
Auxiliary question: Please select the appropriate level of evidence and briefly explain what the assessment is based on.
Examples
1. First real clues
2. Supported in part
3. Clearly supported
4. Still open or accepted
[Please enter]
3. Target Groups, Users, Buyers and Other Roles
3.1 Who would use the solution directly
Auxiliary question: Describe the people or organizations that would work with the solution.
Examples
1. "Nursing staff on the ward"
2. "Quality Managers in Production"
3. "Laboratory staff"
4. "HR teams in medium-sized companies"
[Please enter]
3.2 Who would decide whether to buy or launch
Auxiliary question: Describe the person or role that would have to agree.
Examples
1. "Clinic management"
2. "Head of Production"
3. "IT and purchasing together"
4. "Management"
[Please enter]
3.3 Who would pay
Auxiliary question: If unclear, please say so openly.
Examples
1. "the company itself"
2. "a specialist department"
3. "a public institution"
4. "still unclear"
[Please enter]
3.4 Who could influence the introduction
Auxiliary question: Who could facilitate or complicate the introduction, even if this person does not pay himself?
[Please enter]
3.5 Who could brake or block
Auxiliary question: Who or what could lead to the solution not being introduced despite interest?
[Please enter]
3.6 Are users and payers the same
Auxiliary question: Please specify: yes, no or still unclear. Explain briefly.
[Please enter]
3.7 Where would a realistic first launch be possible
Auxiliary question: For what type of customer, team or situation would a first realistic entry be conceivable?
Less helpful
1. "for all industries"
2. "for every company"
[Please enter]
4. Solution and functional logic
4.1 What is the core solution
Auxiliary question: What is the actual core of your solution, without additional ideas and later extensions?
[Please enter]
4.2 How does the high-level solution work?
Auxiliary question: What happens from start to finish? What does the system, service, product or process do?
Examples
1. "Measurement data is recorded, automatically evaluated and reported to the responsible team in the event of abnormal values."
[Please enter]
4.3 What improves, replaces or enables the solution
Auxiliary question: Please be as specific as possible.
Examples
1. "Replaces manual control"
2. "Shortens waiting times"
3. "makes a previously time-consuming step easier"
4. "enables earlier decisions"
[Please enter]
4.4 What is currently expressly not part of the solution
Auxiliary question: What might be conceivable later, but is not yet part of the core offer today?
Examples
1. "no mobile app in the first step"
2. "No full ERP integration"
3. "no international expansion in phase 1"
4. "No automatic full decision without human examination"
[Please enter]
4.5 What is already available today
Auxiliary question: What really exists today and not just as an idea?
[Please enter]
4.6 What is planned or assumed
Auxiliary question: Which parts of the solution are not yet available in real life or have not yet been tested?
[Please enter]
4.7 How well is it supported today that the solution can be implemented in practice
Auxiliary question: Please select the appropriate level of evidence and briefly explain what the assessment is based on.
Examples
1. First real clues
2. Supported in part
3. Clearly supported
4. Still open or accepted
[Please enter]
5. Benefits and Value
5.1 What is the most important benefit of your solution?
Auxiliary question: What will be better for the person or organization concerned?
Examples
1. "fewer errors in the process"
2. "faster evaluation"
3. "Less manual effort"
4. "Earlier detection of problems"
5. "Easier coordination between teams"
Less helpful
1. "High added value"
2. "Revolutionary"
3. "innovative"
4. "Significantly better than anything else"
[Please enter]
5.2 For whom is this benefit most important
Auxiliary question: Who feels the benefit most directly?
[Please enter]
5.3 What burden, costs, risks or friction should be reduced
Auxiliary question: What is tedious, expensive, error-prone, slow or risky today?
Examples
1. "High time expenditure for manual documentation"
2. "Late detection of quality problems"
3. "Many coordination between several bodies"
4. "unnecessary costs due to repetition or error"
[Please enter]
5.4 What improvement or new opportunity arises
Auxiliary question: What can the target group do afterwards that was difficult, slow or not possible at all?
[Please enter]
5.5 Why Should This Benefit Be Strong Enough For Someone To Act
Auxiliary question: Why should someone invest time, money, attention or conversion effort?
Less helpful
1. "Great need"
2. "Exciting for many"
3. "Clear benefit"
[Please enter]
Please answer as specifically as possible: 
1. what disadvantage is noticeable today
2. Why it's not just nice to have
3. Why someone would change something because of it
5.6 How well is this benefit supported today
Auxiliary question: What is this assessment based on? For example, conversations, observations, feedback, tests or pilot data.
Examples
1. First real clues
2. Supported in part
3. Clearly supported
4. Still open or accepted
[Please enter]
6. Market, environment and framework conditions
6.1 In which market, sector or application context does the idea lie
Auxiliary question: In which area should the solution actually be used?
Examples
1. "Inpatient care in Switzerland"
2. "Quality Control in Smaller Food Establishments"
3. "HR Processes in Medium-Sized Companies"
4. "Public administration in the area of authorisations"
Less helpful
1. "Health market"
2. "Industry in general"
3. "B2B"
4. "for all companies"
[Please enter]
6.2 What major developments or framework conditions speak in favor of this?
Auxiliary question: What developments make the problem particularly relevant today?
[Please enter]
6.3 What framework conditions complicate the idea
Auxiliary question: What makes launching, testing or selling difficult?
[Please enter]
6.4 Are there any regulatory, technical, infrastructural or organizational requirements
Auxiliary question: If so, please be as specific as possible.
Examples
1. "Privacy Requirements"
2. "Access to existing IT systems"
3. "Approval by subject managers"
4. "Laboratory or production environment must be available"
[Please enter]
6.5 Why Could the Timing Be Favorable
Auxiliary question: Why might the idea be more relevant now than it used to be?
[Please enter]
6.6 Why Timing Might Be Difficult
Auxiliary question: Why might the market, the industry or the target group not be ready at the moment?
[Please enter]
	Important note
Please do not make large market or trend claims without foundation. If something is more conjecture than a reliable statement, mark it openly.



7. Business model and payment logic
7.1 Who should pay in the end
Auxiliary question: Who would release the budget or pay the bill?
Examples
1. "the company itself"
2. "a clinic or institution"
3. "a specialist department"
4. "a public body"
5. "still unclear"
[Please enter]
7.2 What exactly should be paid for
Auxiliary question: What would the customer spend money on specifically?
Examples
1. "Monthly Software Usage"
2. "Implementation project"
3. "Device plus service"
4. "Pro Fall Analysis"
5. "Consulting plus implementation"
[Please enter]
7.3 How should the turnover be generated in principle
Auxiliary question: How does money get into the company if the model works?
[Please enter]
7.4 What pricing logic is currently conceivable
Auxiliary question: If there is no clear idea yet, please make an open note.
Examples
1. "Monthly subscription"
2. "Price per use"
3. "Project price per introduction"
4. "License plus Service"
5. "still open"
[Please enter]
7.5 Why do you think this payment logic is plausible
Auxiliary question: Why should this target group in particular be willing to use a budget for this?
[Please enter]
Please answer as specifically as possible: 
1. which problem is strong enough
2. Who really benefits from it
3. why this could result in a budget or willingness to pay
	Important note
User value is not automatically the same as buyer value. Just because something is useful does not mean that someone pays for it.



[Please enter]
7.6 What costs, expenses or requirements for delivery are foreseeable?
Auxiliary question: What does it take for you to really deliver the solution?
[Please enter]
7.7 How well is supported today that someone could pay for it
Auxiliary question: What is this assessment based on? For example, discussions, price feedback, pilot interest or comparison models.
Examples
1. First real clues
2. Supported in part
3. Clearly supported
4. Still open or accepted
Less helpful
1. "We think it's okay"
2. "it certainly saves money"
3. "Others would pay for it too"
[Please enter]
8. Alternatives, competition and the status quo
8.1 How is the problem solved today
Auxiliary question: What do people or organizations use today?
Examples
1. "Excel and manual lists"
2. "Existing special software"
3. "Internal processes without their own tool"
4. "External Service Providers"
5. "Not at all systematic"
[Please enter]
8.2 Which existing providers, categories or alternatives are relevant
Auxiliary question: Which offers, tools, service providers or types of solutions are already possible today?
[Please enter]
8.3 What Workarounds or Replacement Behaviors Are There
Auxiliary question: What do the target groups do, even if they don't have a suitable solution?
[Please enter]
8.4 Why Do People or Organizations Stick to the Status Quo Today
Auxiliary question: Why hasn't something been changed long ago?
Examples
1. "So far it's just enough"
2. "Conversion would be time-consuming"
3. "No clear budget"
4. "Existing solution is familiar"
5. "the problem is not prioritized strongly enough"
[Please enter]
8.5 Where Could Your Solution Be Stronger
Auxiliary question: Where could your solution have a real advantage compared to the current state or existing alternatives?
Examples
1. "Easier implementation"
2. "Better overview"
3. "Faster response"
4. "Less manual effort"
5. "More focused on a clear use case"
Less helpful
1. "Unique"
2. "Clearly better than everyone else"
3. "no real competition"
[Please enter]
8.6 Where could your solution be weaker, harder to introduce, or harder to explain
Auxiliary question: Where could the current situation or an existing alternative remain more attractive for some target groups?
[Please enter]
8.7 How well do you understand today what alternatives already exist
Auxiliary question: What is this assessment based on? For example, market observation, discussions, own experience or comparison with existing solutions.
Examples
1. First real clues
2. Supported in part
3. Clearly supported
4. Still open or accepted
[Please enter]
	Important note
Competition is not just another provider. Often, the strongest competitor is today's state: Excel, e-mail, internal routines, manual work or simply not changing anything.



9. Evidence and current knowledge
	Note
Not every real observation is already a validation.
An observation can be a valuable first clue. For stronger statements, for example on willingness to buy, payment logic, introduction or market demand, more reliable evidence is usually needed in the relevant target context.



Please briefly describe the current status of each of the following points.
9.1 Problem Understanding
Statement: What do you think you know about the problem today?
[Please enter]
Status
1. First real clues
2. Supported in part
3. Clearly supported
4. Still open or accepted
What is this based on: For example, conversations, observations, own experience, data, tests or other concrete indications.
[Please enter]
9.2 Target group
Statement: Who is the most important target group from today's perspective?
[Please enter]
Status
1. First real clues
2. Supported in part
3. Clearly supported
4. Still open or accepted
What is this based on: For example, conversations, observations, own experience, data, tests or other concrete indications.
[Please enter]
9.3 Benefits
Statement: Which benefit seems most important today?
[Please enter]
Status
1. First real clues
2. Supported in part
3. Clearly supported
4. Still open or accepted
What is this based on: For example, conversations, observations, own experience, data, tests or other concrete indications.
	Important note
Less helpful are statements such as "this is certainly valuable", "clear added value" or "will be well received".



[Please enter]
9.4 Payment Logic
Statement: Why might someone pay for this solution?
[Please enter]
Status
1. First real clues
2. Supported in part
3. Clearly supported
4. Still open or accepted
What is this based on: For example, conversations, observations, own experience, data, tests or other concrete indications.
	Important note
Please be especially honest here. Benefits are not automatically the same as willingness to pay.



[Please enter]
9.5 Feasibility
Statement: How well is it supported today that the solution is technically or practically feasible?
[Please enter]
Status
1. First real clues
2. Supported in part
3. Clearly supported
4. Still open or accepted
What is this based on: For example, conversations, observations, own experience, data, tests or other concrete indications.
[Please enter]
9.6 Introduction or adoption
Statement: How well is supported today that the solution could really be introduced in the target environment?
[Please enter]
Status
1. First real clues
2. Supported in part
3. Clearly supported
4. Still open or accepted
What is this based on: For example, conversations, observations, own experience, data, tests or other concrete indications.
	Important note
Less helpful are statements such as "if the benefit is right, it will work out" or "there is certainly a need for that".



[Please enter]
10. Restrictions, dependencies and real hurdles
10.1 What Makes Validation or Adoption More Difficult
Auxiliary question: What makes initial tests, initial discussions or a later introduction difficult?
Examples
1. "Difficult access to the target group"
2. "Long internal decision-making paths"
3. "Dependence on data or partners"
4. "High regulatory requirements"
[Please enter]
10.2 Are there any regulatory or safety requirements?
Auxiliary question: Are there specifications, approvals or protection requirements that must be observed?
[Please enter]
10.3 Are there any technical integration or infrastructure dependencies?
Auxiliary question: Does the solution have to work with existing systems, processes, machines or data sources?
[Please enter]
10.4 Are there long sales or procurement cycles
Auxiliary question: Does it typically take a long time before someone is allowed to buy, test or import?
[Please enter]
10.5 Are there dependencies on partners, laboratories, production, data access or certification
Auxiliary question: What do you need from others so that the idea can be meaningfully tested or implemented at all?
[Please enter]
10.6 What kind of next test or clarification seems realistic
Auxiliary question: Please not ideal, but realistic.
Examples
1. "5 conversations with potential users"
2. "a small field test in a clear use case"
3. "Initial feedback from a specialist or authority"
4. "Technical feasibility test under simple conditions"
[Please enter]
10.7 What kind of next step would be too early at this time
Auxiliary question: What would be too big, too expensive, too time-consuming or too early at the moment?
Examples
1. "Full product development"
2. "broad market entry"
3. "Pricing for many segments"
4. "Search for investors before first clarification of the core assumptions"
[Please enter]
11. The most important open points
11.1 What are your three biggest open questions at the moment?
Auxiliary question: Please name the points that are most important for the idea at the moment.
Examples
1. "Is the problem really urgent enough?"
2. "Who would be the most likely first buyer?"
3. "Is the introduction in the target environment practically feasible?"
[Please enter]
1. [Please enter]2. [Please enter]3. [Please enter]
11.2 Which 2 to 3 points would have to become clearer next to make your idea much more credible
Auxiliary question: What would have to become clearer in the next steps so that the case becomes noticeably stronger?
Less helpful
1. "Sharpen everything further"
2. "more market feedback"
3. "Further optimization"
[Please enter]
Concrete points are better.
11.3 Is there something that is often misunderstood or that you consciously want to classify correctly
Auxiliary question: Is there something about your idea that is quickly misunderstood and should therefore be briefly explained?
Examples
1. "We don't build a complete product right away"
2. "The solution is initially only intended for a narrow use case"
3. "The prize idea is still open and not tested"
4. "It's about a pilot first, not a broad introduction"
[Please enter]
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