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Is your idea worth doing?



,

What is your value proposition



For (target customer) who has

s a (market category)
that (one key benefit). Unlike

(competition) the product
(unique differentiator). mﬂ



Business Model Canvas
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Value Proposition Customer Segment

Gain creators Gains

Product Customer

& Services @ jobs

Pain Relievers Pains



PRODUCT MARKET FIT

User Experience

Ensure functions are intuitive
and easy to adapt to, better :

than current options )) Value Proposition

o A clear offer and outcome
Proposition from your product/ service /
intervention

3. Value

Product-Market Fit

Underserved Needs
>

Unmet user needs or areas
that could be made more
efficient

2. Underserved Needs

Target Customer <

Knowing who will benefit 1. Target Customer
from and buy into your r
solution



Pitch it

Who will Howdo Whatdo Howdo Who do

help you? youdoit? youdo? you you help?
KEYPARTNERS ©+ KEYAcTIVITIES *° VALUE - Interact? «. CUSTOMER
PROPOSITION CUSTOMER SEGMENT
RELATIONSHIPS
What . . Howdo
do you : SIANF - | youreach
. HERE .
need? 3 < them?
e e ¢ DISTRIBUTION >-e

KEY RESOURCES CHANNELS

What will it cost? How much will you
make?

COST STRUCTURE
REVENUE STREAM



Open Validate
¢




Feasibility

Can we deliver it?

Desirability

Customer Do customers want it?

Sl relationships

Value Customer
propositions segments

Key partners

Key resources Channels

Sustainability

) Cost structure Revenue streams
Do we create impact?

Viability
What is it worth?

Social and environmental costs Social and environmental benefits
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1.1dentify your user group

® 3. Find out what breaks there
heart and how to mend it.

2. Quantify your user group



4.\What are they willing to pay?

U ' 5. How do they want this
- delivered?

6. Which ways do they want to
be communicated with? VA7 HNH




7. Who will help you do this? How can you build their trust?

9. How do you keep

: : .
8. What will this all cost you~ them coming back?



10min break



Examples



BMIle Business model canvas

Key activities Value propositions

$ X

Payment processor Platform development

@ Reliable transport .
@ Rating & Data People in need of

Support based/digital transportation

APl proviclors

Tech platform

S

Netw of drivers Brand Additional income

Coststructure Rovenue strocams

Tech platform Marketing Personel % per ride

Business Models Inc © www businessmodaeligenarationocom



BMIe Business model canvas NETFLIX

Customer relationships | Customer segments

Consumer electronics Production Licansing

All you can Vanety of
Data binge watch content
analysis Clobal movie 'OVJfa

(120 countries
Cable companies @

streameng All you can
on demaond watch DVD

’ , without ogas
Producers Cust.base Algorthm =

)| %gg

Portfoko Braond ACCess 10 reflavant audence

Producton Licensing lach dev. Cenaral & admin Subscription Subscription  Product placement
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BMIe Business model canvas amazon

Key partners Key activities iti Customer relationships | Customer segments

"OQ ; a Research

Infrastructure ravIiews
P Marketplace Globalize/
- @ e (digi/physical)  Grow/Fulffill Customers (buyers)

S\ (digi+physical)
- content :
Innovation  production convenKence

Logistics

Associates Key resources

m Standard
convenience convenience Businesses (sellers)

Warehouses & pricing & pricing
Game/film Amazon Go

studios ba g E

Infrastruct. Algonthm ; Amazon.com Ap Businesses

warahouses
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Do you know...

What are the costs to deliver your offer?

e Identify where you need to spend money to
make things happen.

Where in the model will you be bringing money
into the business?

How big of arevenue stream is this?



Do your costs outweigh your income?
WIill this business make or lose money?
Where do you need to invest?

How long before you are profitable?

How will you make this sustainable?



What areas will you struggle with most?

Where do you need to conduct further
research?

Have you validated your product-market fit?

What skills or support are you missing- how
can you fill these gaps?



9

Is your idea worth doing




LAST FEEDBACK SURVEY OF 2024. WE WILL KNOW THE WINNERS TOMORROW!

2 prizes of £50 online voucher

Two winners will be announced on 17th of December 2024

« Scan the QR code
- Or access to survey via the link https://bit.ly/feedback161224
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