@ The project team toolbox

The BMC
(Business Model
Canva)

To describe, visualize and analyze the different aspects of a

business model.



The : visualizing and designing innovative,
sustainable business models

The is a simple representation of a company's or

product's business model. = Kelly’'s Lemonade Stand: Refreshing Lemonade

It summarizes the key elements (cost and revenue streams) of the value [ fy’i\ggwms ) e [ T cumoner
proposition model. s personal
el . . . lemonade
Value proposition: what is the main competitive advantage? " Marketing | oy natural
Municipalities the-g0
- lemonade on isitors
: | park vis!
Customer(s) needs: what needs does the offering meet? Selling
i KE
&

Key partners: who are the preferred partners? Is the company %L"ES"”“CESt T

. . . i S
dependent on suppliers or service providers? Ingredien

.. . . . | Booth sale
Key activities: how does the business create value? By offering a service? Sales peopi€
By selling a product? By manufacturing or marketing? Booth & \WW\W.Kellyslemonade.com
equipment
Key resources: what resources does the company need to operate?
. . . '. COSTSTRUCTURE 5 ission ,-"':i!\;., REVENUE STREAMS
Distribution channels: what access do you have to customers? Customer |<# " Salaries/com! \S Wemonade | ‘rips
) . . Ingredients

segments: who are your customers? Buyers, specifiers, principals? Equipment Flyers sales

Cost structure: fixed and variable

Revenue streams: subscriptions? licenses? advertising? affiliation?
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@ The

Business Model Canvas

Powerpoint ready to use

: visualizing and designing innovative,
sustainable business models

Business Model Canvas

Key Partners

&

Key Activities

Key Resources

Value Propositions ii Customer Relationships '

Channels ,B

Customer Segments

Cost Structure
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Revenue Streams
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https://docs.google.com/presentation/d/1xFoxkCMBbHE5quvNHzhZE5HcGMoPu1o9/edit?usp=drive_link&ouid=108596340384768365643&rtpof=true&sd=true
https://docs.google.com/presentation/d/1xFoxkCMBbHE5quvNHzhZE5HcGMoPu1o9/edit?usp=drive_link&ouid=108596340384768365643&rtpof=true&sd=true

The

: visualizing and designing innovative,

sustainable business models

Business Model Canvas support

Business Model
Canvas

Key Partners 09

* Who are our key partners?

* Who are our key suppliers?
* Which key resources are we
acquiring from partners?

* Which key activities do
partners perform?

Key Activities °

» What strategic activities
does your business perform
or need to perform?

» What key activities do our
Value Propositions require?
Our Distribution Channels?
Our Customer Relationships?
Our Revenue streams?

Key Resources .-l

» What strategic resources
does your business have or
need?

» What key resources do our
Value Propositions require?
Our Distribution Channels?
Our Customer Relationships?
Our Revenue Streams?

Value Propositions i.Ji

* Why do customers buy from
you?

* What value do we deliver to
the customer?

* Which one of our customer’s
problems are we helping to
solve?

* Which customer needs are
we satisfying?

Customer Relationships '

* How do you get, keep, and
grow your customers?

» What type of relationship
does each of our customer
segments expect you to
establish and maintain with
them?

Channels .B

» How are we reaching our
customers now?

» Which channels work best?
» Which ones are most
cost-efficient?

* How are we integrating them
with customer routines?

Customer Segments ’

» For whom are we creating
value?

* Who are our most important
customers?

Cost Structure

*What are the major costs incurred by your business?
*Which key resources are most expensive?
*Which key activities are most expensive?

)

Revenue Streams

*How does your business earn money?
*For what value are our customers really willing to pay? For what do they
currently pay?

*How are they currently paying? How would they prefer to pay?
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