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Business Model Canvas -

Tool to structure new business models




Video - BMC

https://www.youtube.com/watch?v=QoA0zMTLP5s
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What's a business model?
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Business Model Canvas
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BMC Example Pokemon Go
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Infrastructure

Key Activities

Key Resources

Key Partners




Key Activities

Key Activities
N

What Key Activities da cur Vakue Propasitions requie?
Cur Distribution Chanrel=?

Custorner Ralationships?

Rerenue streams?

What Key Resources do our Value
Proposition require?

Our Distribution Channels? Customer
Relationships?

Revenue Streams?

Categories:
Production
Problem Solving
Platform/Network
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Key Resources

What Key Resources do our Value

Key Resources Proposition require?
What Key Resounces do our Value Propositions require?
-Eu [ﬁs.lrihuti:-nf_l‘enmels? Customer Relationships?
evenue Streams?

Our Distribution Channels?

— Customer Relationships?

T drad panery, o ighr, o
Amar
Fer-is

Revenue Streams?

Types of Resources:
Physical

Intellectual

Human

Financial




Key Partners

Key pareners (G2 Who are our Key Partners?

Who are our key suppliers?
Which Key Resources are we acquiring from partners?
Which Key Activities do partners perform?

Motivations for Partnerships?
Optimization & Economy

Reduction of risk & uncertainty

Acquisition of particular resources & activities
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Offering

Value Proposition




Value Propositions

Y

What value do we deliver to the customer?

Which on of your customer’s problems are we helping to solve?

B What bttJ?ndIes of products and services are we offering to each Customer
e segment:

Which Customer needs are we satisfying?

Characteristics:

Newness

Performance & Customization
“Getting the job done”

Design & Brand/Status

Price & Cost reduction

Risk Reduction

Accessibility

Convenience & Usability
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Customer Management

Customer Segments

o ELNES

Customer Relationships




Customer Segments

Customer Segments

Forvwhom are we creating value?
Whe are cur mist imporart custormers?

:
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For whom are we creating value?

Who are our most important
customers?

Types of Customer Segments:
Mass market

Niche market

Segmented

Diversified

Multi-sided Platform
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Channels

Channels

Throughwhich Channels da our Customer Segments
want o ba reached”

How are we reaching them now?

How are our Channeks integrated?

Which ones work best?

W hich cres are mest cost-efficient?

How are weintegrating them with austomer rautines?
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Through which Channels do our Customer Segments want to be reached?
How are we reaching them now?

How are our Channels integrated

Which ones work best?

Which ones are most cost-efficient?

How are we integrating them with customer routines?

Channel Phases:
Awareness - how do we raise awareness about our company’s products and services?
Evaluation - how do we help customers evaluate our organization’s Value Proposition?
Purchase - how do we allow customers to purchase specific products and services?
Delivery - how do we deliver a Value Proposition to costumers?
After sales - how do we provide post-purchase customer support?
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Customer Relationships

_ _ What type of relationship does each of our Customer
Customer REIﬂtIDHShIpQ Segments expect us to establish and maintain with them?
Which ones have we established?

What byps of relatiorship does each of cur Customer

_Eegmenta expect 1= to establish and maintain with them? . . .
Whichooss aewestblohed? How are they integrated with the rest of our business
ow are they integrated with the rest of cur business model? P)
How costly are they! m Od E| H
i How costly are they?
Examples

Personal Assistance

Dedicated Personal Assistance
Self-Service

Automated Services
Communities

Co-creation
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Finances

Cost Structure

Revenue Streams




Cost Structure

What are the most important costs inherent in our business model?
Which Key Resources are most expensive?

Which Key Activities are most expensive?

Is your business more?
Cost-driven
Value-driven Cost Structure

:-.'\'hetar-: the mest impartant costs inherent in aur business model?
Which Key Resniroes ane most mepensiva?
Which Ky Activilies are most expensival

K

Sample Characteristics S
Fixed Costs
Variable Costs

Economies of Scale
Economics of Scope
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Revenue Streams

F:r'«.'hat' allle are our ous

Revenue Streams g B

tomiers realy wiling to pay?

For what value are our customers really willing to pay?
For what do they currently pay?

How are they currently paying?

How would the prefer to pay?

How much does each Revenue Stream contribute to overall revenues?

Types of revenue streams Fixed Pricing Dynamic Pricing
Gssséetesliaelee - most common ICE Negotiation
Subgcription Fees Product feature dependent Yield Management
Lending/Leasing/Renting Customer Segment dependent Real-time Market
Licensing Volume dependent
Brokerage Fees
Advertising
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Now you!

Start to fill out your Business Model
Canvas regarding your project.



Frohes Schaffen! (_)
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