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RQ1 What is a Business Model? 

The business model is a description of the rationale of how an organization creates delivers and captures value in economic social cultural or another context, model construction is supposed to be in the business strategy. A systematic review and analysis of manager responses to survey define business models as the design of organizational structures to enhance commercial opportunities (Alexander; Osterwalder & Pigneur, 2010). Use of coherence in the business model description is a mechanism by which entrepreneurs create extraordinary successful firm growth. Business models can be used to classify business and also is used by managers to explore the possibilities for future developments.
Since business model is an abstract representation of business in cooperation and financial arrangements designed and developed by an organization presently and In future as well as the core products and services the organization offers (Wu & Ren, 2013). These arrangements help to achieve strategic goals and objectives. This definition shows the value proposition, value architecture, pricing method and value network showing the primary constructs or dimensions of business models. Value architecture is the organizational infrastructure and technological architecture that allows movement of goods services and information.

RQ2 According to the Business Model Generation and Strategic Management Concepts and Cases literature, what is a business model?

How people define the term business model depends on how the people are using hit. Example Lewis in 1999 wrote and defined it using the simplest definition. He defined it as "all it meant was how you planned to make money.  This definition echoes many people's impression of how Peter Drucker defined the term as assumptions about what a company gets paid for. These assumptions are about identifying customers and competitors their values and behavior.  They are about technology and its dynamics of the company strength and weaknesses (Bock, Opsahl, George, & Gann, 2012).

Firmly a business model is set to assumptions or hypothesis. It is a laid out assumptions about not only the key resources and key activities of the business value chain but also the value proposition customer relationship channels customer segments cost structures and revenue streams. To make sure one hasn't missed anything in the model it is important for comparison of one business model with another mode.
RQ3 What role do value propositions perform in successful business models?

The value proposition is one of the components in a business model is a key element in business modeling, and it is common and consistent in all business models. It is a central part of building a successful business model to create value for the customers. This is done through innovation making sense or making value from information by aggregating filtering and connecting (Covin, Garrett, Kuratko, & Shepherd, 2015). Aggregating is combined with filtering to create a comprehensive aggregation of information in a specific niche.
You propose to your customers what value you will create for them when they engage with you. Your share of values and believes with the team makes a great company. The value proposition has absolutely nothing to do with your product so what are your core believes. Core values are starting point for business model innovation. Values make the difference between ordinary good companies and great companies (Alexander Osterwalder, Pigneur, Bernarda, & Smith, 2014). If a company wants great success, then it should work on its value proposition, and it gives meaning to both the company and the customers. Many visionaries' leaders are passionate about the value proposition for their customers, the likes of Bill Gates, Steve Jobs and Mark Zuckerberg. 
A true visionary leader can view the organization as an outsider. This perspective helps to view external markets outside the current customers. So they need to know what the customer loves, what excites them, what moves them. In the process it allows the leader to begin the process of designing the business model that delivers to both the customers and the business. Current business thinking is all about what the customer needs.

RQ4 How does "Brainstorming New Business Models" by answering the "What If" questions impact successful businesses? 

 Brainstorming is defined as the mulling over of ideas by one or more individuals in an attempt to devise or find a solution to a problem. Brainstorming is vital for any business. Idea generation is something of importance to any business. The introduction or growth of an already established business lays its vein in the field of idea generation, and this now shows how brainstorming is a key component of successful idea generation in a company. Brainstorming can be used for tasks including internal procedures, company structure, and written articles. The key reasons and importance's of brainstorming include: Collecting viewpoints where you take the views of people by asking them (Weinstein, McDermott, & Roediger, 2010). Brainstorming and collecting other people's views helps to create ideas and innovations that are widely respected within the business.
Building team relationships where the task of coming up with new ideas which are amazing is not left to one person, rather it is distributed among the employees. They are encouraged to work together responsibly and respectfully to develop ideas and create solutions to problems. It also encourages thought where inviting all the stakeholders of a company into brainstorming encourages employees at all levels to think critically about current issues or plans feeding into the company their future endeavors to the company.
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