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Is your idea worth doing?



,

Want a one page business plan




Feasibility

Can we deliver it?

Key partners

Key activities

Key resources

Cost structure

Customer
relationships

Value Customer
propositions segments

Channels

Revenue streams

Desirability
Do customers want it?

~

Viability
What is it worth?



Business Model Canvas

1l

Value Proposition Customer Segment

Gain creators Gains

Product Customer

& Services ﬁ jobs

Pain Relievers Pains
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@ Strategyzer's Value Proposition Canvas Explained
' Copy link

Gains *\h_'gf_

Watch on 3 Youlube




What is your value
proposition 9
&

Whois it for

30 seconds



Value Proposition Customer Profile

Gain creators

v

Products ~

& services = Custﬂmer
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Pain relievers
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10mins- quick brain dump




PRODUCT MARKET FIT

User Experience (

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

than current options >> Value Proposition

3. Va I.U_E A clear offer and outcome
Proposition from your product/ service /
intervention

Product-Market Fit

Underserved Needs
>

Unmet user needs or areas
that could be made more
efficient

2. Underserved Needs

Target Customer P4

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?
KEY PARTNERS % KEYACTIVITIES ** vALUE e lﬂtETﬂCt? ** CUSTOMER
PROPOSITION CUSTOMER SEGMENT
RELATIONSHIPS
What . Howdo
do you - START - you reach
. HERE .
need? . g them?
-e - . _ *8 DISTRIBUTION -a

KEY RESOURCES g CHANNELS
What will it cost? How much will you
OONT SYRUCTURS make?

REVENUE STREAM



10mins tofillinas
much as you can




10min break



Examples



BMIle Business model canvas

Key partners Key activities Value propositions

y

Payment processor Platform development

Reliable transport e h ok

——
Rating & Data People in need of
support based/digital transportation
o J

Key resources

APl providors

ﬂ Convenience

Tech platform

&

Netw of drivers Brand Additional income Car owners

Coststructure Revenue streams

Tech platform Marketing Personel % perrnde

Business Modals ing € www businassmodalgaenaration.oom



BMle Business model canvas NETFLIX

Customer segments

Consumer electronics Froduction Licansing
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BMIle® Business model canvas

Key partners
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Share back



Key activities Customer

Value Customer

propositions sas

Key partners

Key resources

Cost structure o Revenue streaQ







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?



,

Is your idea worth doing




This is just the
beginning...



For (target customer) who has

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

(competition) the product
(unique differentiator). mﬂ



