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Setting the scene



What is a Business Model all about?
It’s your “HOW”



Before your Business Model …

Ideation and research – your WHAT

Purpose and vision – your WHY

Value proposition:
Markets, customers, differentiation and competition - your WHERE

Leadership – your WHO

Money and finance – your WHEN





Reminder!!
What needs to happen …

Desirability – will it create value?

Feasibility – can it be done?

Viability – can it succeed?



What is a business model?

Business model = how a business creates, delivers and 
captures value in its economic, social and cultural contexts

The mechanism by which a business generates its profit

The framework for how your business functions



Business Model

Inputs Processes Outputs



Inputs, processes and outputs

Inputs – something that is put into the business

Processes – any actions taken to convert the inputs into 
outputs and thereby create value

Outputs – something that is produced by the business





Business models vs business plans

Your business model is 
the framework for how your 

business operates

Your business plan is a 
written document setting 

out your strategy, the goals 
of your business and how 

they will be achieved over 
several years.



The business model canvas



The business 
model canvas

 Strategic management tool to quickly and easily define 
and communicate a business idea or concept

 This canvas will help you build from your business idea 
to HOW you need to structure your business

 Covers your business cycle from start to finish





The business 
model canvas

 Video - Getting From Business Idea To Business 
Model

 https://www.youtube.com/watch?v=wwShFsSFb-Y

 Second video – Visualising Your Business Model

 https://www.youtube.com/watch?v=wlKP-BaC0jA

https://www.youtube.com/watch?v=wwShFsSFb-Y
https://www.youtube.com/watch?v=wlKP-BaC0jA


Business model 
canvas

 Canvas has segment each component of your business

 Like a cinema - the right-hand side is what you see on-
screen; the left-hand side is what goes on behind the 
screen

 We will look at each segment in turn and you can map 
your own business ideas onto the canvas

 You can also identify key areas where more focus is 
needed for each of their ideas





Customer segments





Customer 
segments

 For which consumers or other businesses are you going 
to be creating value?

 How will you identify your target segments?

 What are the key features of your customer types?  Can 
you develop personas?

 Consider Customer Empathy Map







Value propositions





Value 
propositions

 How will you best describe the products/services that 
will create value for your customers?

 What key attributes in the value proposition will you 
want to emphasise?

 How will you be distinct from your competitors?

 Consider Value Proposition Canvas







Value 
proposition 

canvas

Value Proposition is how you ensure you offer goods 
and services that your customers actually want

Value Proposition Canvas is a model to help you 
describe and test your offer to customers

What jobs are your customers trying to get done?

What pains are they trying to avoid or overcome?

What gains are they looking to achieve?

How good is the fit?

https://www.youtube.com/watch?v=ReM1uqmVfP0

https://www.youtube.com/watch?v=ReM1uqmVfP0


Channels





Channels

 Through which touchpoints are you interacting with 
customers and delivering value?

 What channels will you use for sales and distribution?

 Will your channels differ for each customer group?

 What capabilities will you need to manage each 
channel?

 Will you next to modify your channels as you scale?





Customer relationships





Customer 
relationships

 How will you acquire new customers?

 How will you retain and grow your customers?

 How will you focus on key customers? Or will you target 
a broad customer base?

 What might need to change as you scale?

 How will you monitor what your customers think, their 
reactions and feedback?





Key activities





Key activities

 What is the step-by-step process of the things you need 
to do?

 What do you need to prioritise?

 Where will you place your own focus?  What help/input 
will you need from others?

 How might these activities change as you scale?





Key resources





Key resources

 What resources (tangible and intangible) do you need 
to make your business a success?

 What capabilities can you easily access, and what will 
you need to secure from elsewhere?

 How might you pay for those?

 Which ones will you need regularly, and which less 
frequently?





Key partners





Key partners

 Who are you going to need to work with to make your 
business a success?

 Thinking of all your key activities, who might help you 
carry them out?

 Thinking of all your key resources, who might provide 
them?

 Who might bring less tangible but still valuable inputs? 
(e.g. advice, support)





Revenue streams





Revenue 
streams

 Revenue = units sold x price

 How will you charge for your goods/services?

 What revenue model will you use?

 Will you offer flexibility in your pricing?

 What payment terms will you establish?

 What revenue do you forecast in total?





Cost structure





Cost structure

 What are the costs associated with your business 
infrastructure?

 Which are fixed costs, not linked to your level of 
activity?

 How will some of these vary as you build scale?

 What is your unit cost?

 What are the ways in which you can make efficiencies?







Sustainability





Sustainability

 What sort of commitment do you want to make to 
sustainability in your business?

 What sustainable or regenerative practices will you 
develop in your business?

 How will you adopt ethical behaviours in your supply 
chain?

 How will you manage and monitor your environmental 
footprint?

 How will you measure and report on your impact?





Business model canvas –
an example for Zara



Business model 
canvas for Zara

Can be useful tool to analyse any business

For example, Zara’s Business Model Canvas

https://www.youtube.com/watch?v=13ZItq8r_g0

https://www.youtube.com/watch?v=13ZItq8r_g0




Developments in business 
models



Developments in business models

Multi-channel/omni-
channel - especially 
in fashion and retail

Hosted platforms –
retailers hosting for 

others

New revenue 
sources –

generating revenue 
from secondary 

applications

Peer to peer 
platform – fees 
generated by 

linking buyers and 
sellers

Freemium – some 
free/some paid-for 

content/features

Subscription – been 
around for a while, 

evolved through 
technology



Developments in business models

Multi-channel/omni-
channel - especially 
in fashion and retail 
(End, Gymshark, 

Amazon Fresh)

Hosted platforms –
retailers hosting for 

others (Next)

New revenue sources 
– generating revenue 

from secondary 
applications 

(Google’s data)

Peer to peer platform 
– fees generated by 
linking buyers and 

sellers (Airbnb)

Freemium – some 
free/some paid-for 

content/features 
(Slack)

Subscription – been 
around for a while, 

evolved through 
technology (Netflix)



Developments in business models (contd.)

On-demand –
services available at 

any time, prices 
vary based on level 

of demand

One For One – buy 
one/donate one

Franchising – again, 
recent growth in an 
established model

User-generated 
content - content is 
aggregated for free

Hook and bait 
model – profit in 

essential 
complementary 

products

Discount and quality 
– reduced prices 

whilst maintaining 
quality



Developments in business models (contd.)

On-demand –
services available at 
any time, prices vary 

based on level of 
demand (Uber)

One For One – buy 
one/donate one

(TOMs)

Franchising – again, 
recent growth in an 
established model

(McDonald’s, 
Harry’s)

User-generated 
content - content is 
aggregated for free 

(Trip Advisor)

Hook and bait model 
– profit in essential 

complementary 
products 

(Nespresso, Apple)

Discount and quality 
– reduced prices 

whilst maintaining 
quality (Aldi, Lidl)



Thanks and 
good luck!

Ian Smart
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