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What is I-Corps™ for Learning? 

 

I-Corps™ for Learning (I-Corps™ L) is a subsidiary to the original I-Corps™ program, a National 
Science Foundation (NSF) accelerated version of Stanford University’s Lean LaunchPad™ 
course.  I-Corps™ L is designed for STEM educators with innovative teaching strategies, 
technologies, or set of curricular materials. The principal goal of the program is to foster an 
entrepreneurial mindset within the education community and to improve the way innovations 
are designed and implemented. It provides real world, hands-on training and a model approach 
to assess the potential for sustainable scalability of education innovations. 

 

The I-Corps™ L program uses established strategies for start-ups to scale up and move teaching 
and learning innovations into broad practice. Participating teams go through a hypothesis-
testing, scientific method of discovery to gather important insights and identify issues associated 
with their projects. Teams are forced “out of the classroom” to conduct interviews, study 
customer needs, collect feedback, and find partnership opportunities. Participating teams leave 
the program with an expanded skill set and tools to evaluate and translate their research into 
applicable methods for educational transformation. 

 

The seven-week I-Corps™ L program consists of a three-day kickoff workshop, five weekly online 
classes, and a two-day closing workshop. Twenty four teams participate per cohort, with three 
members per team: Principal Investigator (PI), Entrepreneurial Lead (EL), and Mentor (M). I-
Corps™ L Teams receive support in the form of mentoring and funding to accelerate innovation 
in learning that can be successfully scaled up in a sustainable manner. 

 

 

 

 

I-Corps™ L Pilot Cohort Closing Workshop (February 28, 2014) 
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Business Model Canvas 

 

The Business Model Canvas (BMC) is a strategic management and entrepreneurial tool that allows to 

describe, design, challenge, invent, and pivot a business model. The BMC is composed of nine building 

blocks outlined below:  

 Customer Segments – This building block defines the different groups of people an enterprise 

aims to reach and serve. 

 Value Propositions – This block describes the bundle of products and services that create value 

for a specific customer segment. Value propositions are delivered to customers through 

communication, distribution and sales channels. 

 Channels – This block describes how a company communicates with and reaches its customer 

segments to deliver value propositions. 

 Customer Relationships – Customer relationships are established and maintained with each 

customer segment. This block describes the types of relationships a company establishes with 

specific customer segments. 

 Revenue Streams – Revenue streams result from value propositions successfully offered to 

customers. This block represents the cash a company generates from each customer segment – 

costs must be subtracted from revenues to create earnings. 

 Key Resources – Key resources are the assets required to make a business model work. 

 Key Activities – These work by performing a number of key activities. This block describes the 

most important things a company must do to make its business model work. 

 Key Partnerships – Some activities are outsourced and some resources are acquired outside the 

enterprise. This block describes the network of suppliers and partners that make the business 

model work. 

 Cost Structure – The business model elements result in the cost structure. 
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Value Proposition Canvas 
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The American Society for Engineering Education is a global society of individual, institutional, and 
corporate members founded in 1893. We are committed to furthering education in engineering and 
engineering technology by promoting excellence in instruction, research, public service, professional 
practice, and societal awareness. 
 
ASEE seeks to more fully engage with high school students, parents, teachers, engineering faculty and 
business leaders to enhance the engineering workforce of the nation. 
 
ASEE is the only professional society addressing opportunities and challenges spanning all engineering 
disciplines, working across the breath of academic education, research, and public service. 
 

 We support engineering education at the institutional level by linking engineering faculty and 
staff to their peers in other disciplines to create enhanced student learning and discovery. 

 We support engineering education across institutions, by identifying opportunities to share 
proven and promising practices. 

 We support engineering education locally, regionally, and nationally, by forging and reinforcing 
connection between academic engineering and business, industry, and government. 

 
www.asee.org 

 
 
 
 
 
 

 
 

 

 

 

 

 

I-Corps™ L is supported by the National Science Foundation under awards DUE-
1355391, DUE-1355431, DUE-1450644, DUE-1451245, and DUE 1544449. Any 
opinions, findings, conclusions, or recommendations expressed in this publication are 
those of the workshop participants and author(s) and do not represent the views of 

the ASEE Board of Directors, ASEE’s membership, or the National Science Foundation. 
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