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Business Model Canvas

« The business model canvas was
originally developed by Alex
Osterwalder in 2005 (- e T |

~—
fure

« A management tool that lets you

visualize and assess your business

idea or concept
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WHY BMC

Mﬁm Key Activities Value

g

Propositions

« BMC provides a quick overview

of the business model
- Easy tounderstand ¥ . W
~—

« Focused on customers T

 Flexible

 Visible connections

« One page only
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9 BMC BLOCKS (melbu e

Key Activities

Cost Structure Key Resources Channels Revenue Streams
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BUSINESS MODEL CANVAS {melbu T

S
B Customer H Value E Channels & Customer
Segments Propositions Value propositions Relationships
An organization serves It seeks to solve customer are delivered to customers  Customer relationships
one or several Customer problems and satisfy through communication, are established and
Segments. customer needs with distribution, and sales maintained with each
value propositions. Channels. Customer Segment.

Co-tundad by the
y melbu d Erssmus s Programme
) ™ | of the European Uvvan



BUSINESS MODEL CANVAS

o Eelrepreneunial L

L SarQuadeshi Leiaitiag

£ Revenue
Streams
Revenue streams result
from value propositions
stccessfully offered to
customers.
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B Key
Resources
Key resources are the

assets required to offer
and deliver the previously
described elements...

j
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Key

Activities

...by performing a number
of Key Activities.

£ Key
Partnerships
Some activities are
outsourced and some
resources are acquired
outside the enterprise.

El Cost
Structure
The business model
elements result in the
cost structure.



BMC Blocks 1: Customer Segments Smelbu.,:r::;-;-..‘;z.

An organization serves one or more customer
segments at a time.

Different customer segments a business model
can target are;

*  Mass market: general population

- Niche market: specific, specialized Customer

*  Segmented: slightly different needs- based on age,

gender, geography so on
- Diversified: serving unrelated target customers -
amazon provides web infrastructure to business

¢ Multi-sided markets: get two or more distinct groups
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BMC Blocks 2: Value propositions Smelbu

It seeks to solve customer problems and satisfy
customer needs.

Value propositions can be either quantitative (price
and speed of service) or qualitative (customer
experience or product design).
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BMC Blocks 3: Channels

Value propositions are delivered to
customer through communication,
distribution, and sales channels.

There are two types of channels:

« Owned channels: company website,
social media sites, in-house sales, etc.

« Partner channels: third party owned
website, wholesalers, distributor,
retailer, etc.
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BMC Blocks 4: Customer relationship Sﬂlﬁlbu;ﬂfL";_."."i.,‘..,.f:'..,

Customer relationships are established
and maintained with each customer

segment. L
}ii % sory ;:ﬂsfac&o: , ﬁé
There are several types of customer 3 sweet £/ / loyaty 1,
relationships; ®, CUSTOMER /_'i*',,w“iv
* Personal assistance- serving face to RELATIONSHIP
face @/ ,[
« Dedicated personal assistance =7\ G
« Self-service- e-banking, internet Melty  Morketng  gesearch
banking

« Automated services - using of Al-offering
book or movie recommendations
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BMC Blocks 5: Revenue streams smelbu.,:r::;r.-h;'..

Revenue streams result from value propositions

successfully offered to customers
Revenue models;
« Transaction-based revenue
« Recurring revenue
Ways to generate revenue;
« Asset sales
« Usage fee
« Subscription fee
 Lending/ leasing/ renting
« Licensing
 Brokerage fees
« Advertising
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BMC Blocks 6: Key resources smelbu.,:r::;r.-h;'..

Key resources are the assets required
to offer and deliver the previously
described elements

There are several types of key resources Key Resources

and they are:
* Human: employees
 Financial: cash, lines of credit, etc.
* Intellectual Property : brand name,

patents, copyright
* Physical: equipment, inventory,

buildings
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BMC Blocks 7: Key activities !I'IIElbu.,.':‘__"i.n:'

Focuses on fulfilling companies value
proposition, reaching customer segments
and maintaining customer relationships,
and generating revenue.

KEY ACTIVITIES
Major activities includes - KT < 2 An
* Research and Development. : \’ ;7'45—
* Production. L& ‘_;;_.,._,:X;"*'

* Marketing. | \s
e Sales and Customer Service.
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BMC Blocks 8: Key partnerships Smelbu;r::;

Some activities are outsourced and some
resources are acquired outside the
enterprise.

Types of partnerships are;

« Strategic alliance: partnership between kev pARTNERS

non-competitors- Visa cards -
hotel/restaurant
« Competition: partnership between

competitors- Siemens and Philips develop
semiconductors.

 Joint ventures: partners developing a
new business

 Buyer-supplier relationships: ensure
reliable sunnlies
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BMC Blocks 9: Cost structure Smelbu;:::_.-:f.,-..,;;:._

The business model elements result in Cost Structure

the cost structure.

Businesses can either be cost-driven
(focuses on minimizing costs whenever
possible) and value-driven (focuses on
providing maximum value to the
customer).

Costs are incurred for salaries,
procuring raw materials, advertising
and so on..
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EXAMPLE (melbu
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L Sul BN N B
KEY ACTIVITIES VALUE PROPOMTIONS CUSTOMER RELATIONS Pt CUSTOMER SEOMENTS
ff_
FIGHTHOLDER
C(ARTISTS & LABELS) MASS MARKET
MUSIC
OPEN SOURCE LISTENERS
DEVELOPERS CONTENT
GENERATED
ADVERTISENS
MUSIC CONTENT rRee MESIAGING DEsxTOP COLLABORA
ACCESIBLE SHARING APP TOR
musIC COLLABORA- PROOUC
TING MOBILE SERVICES
HUMAND App
BASED
SUGGESTIONS
CONY STRUCTURE REVENUE ETREAMS
ROYALTY INVESTMENT ADV SUBSCRIPTION
rers rens FEEs
PERSONEEL BANDWITH
COSTS COSTS
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TEAMWORK

Fill in
the
follow
-ing
empty
tables
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Key Pariners

Key Activities

Key Resources

Value Propositions

Customer
Relationship

Customer Segments

Channels

Cost Structure
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Revenue Streams
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https://www.youtube.com/watch?v=wE2J_NUP3A4

