
SET YOUR STRATEGY
OVERVIEW

Flipping your business model assumptions encourages your team to find innovation alternatives 

and solutions by questioning the business model assumptions made when designing their new 

business originally.

STEPS

1. Create a grid on the whiteboard with the headers of “Activities,”  

“Resources,” “Sequence,” and “Roles.” In the two rows below the headers, write “Current 

Assumptions” and “Flipped Assumptions.” Give each participant sticky notes and markers.

2. Have each participant carefully review the business model components, and their myriad of 

elements from your new business model session. Have a team discussion around the set of 

assumptions you believe to be true that justify the each of the components. 

3. In the Current Assumptions row, have each participant write his or her ideas on the key as-

sumptions upon which your business model is based in each of the component areas. Have a 

conversation, discuss everyone’s ideas, and then settle on the key current assumptions. 

4. Now for some fun! Have participants create a list of the opposite of each Current Assumption 

in the Flipped Assumption row. When done, discuss everyone’s ideas, and then settle on the 

key flipped assumption in each component cell.

5. Give everyone plenty of quiet time to write down as many ideas as they can, to reframe the 

business model based on the “Flipped Assumptions.” Imagine and describe what would 

have to be true to make the flipped assumption work. Don’t be too hasty in dismissing 

flipped assumptions. Then, ask each participant to share his or her ideas, giving everyone an 

opportunity to contribute.

6. Once everyone has shared their ideas, have a discussion to further develop and refine peo-

ples’ ideas, and use them to create new ideas. The goal is to gain a different perspective of 

your new business model, based on seeing it from a different set of assumptions, to find inno-

vative ways to evolve the initial new business model you developed. Go back to your model 

and revise if you found some brilliant new ideas. Take photos of all whiteboards. 

 Additional activity resources and templates can be found at: www.theartofopportunity.net.

TIME NEEDED

60–120 minutes

MATERIALS

Markers, sticky notes, whiteboard, Growth 

Initiative Brief, output from your previous 

Offering, Business Model, and Revenue 

Model activity sessions

SOURCE: The Art of Opportunity authors

ACTIVITY


