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	Key Partners
	Key Activities
	Value Propositions
	Customer Relationships
	Customer Segments

	Who are your Key Partners? Who are your key suppliers? Which Key Resources are you acquiring from partners? Which Key Activities do partners perform?

MOTIVATIONS FOR PARTNERSHIPS: Optimization and economy, Reduction of risk and uncertainty, Acquisition of particular resources and activities, common goals, etc.

List possible partners and categorize them as helpful, useful to have, lobbying partner, finance partner, inputs or service provider, marketing provider/partner, sales channel, etc.
Identify who in your current network can be utilized or become a business connection. 

Draft an idea how you could approach possible partners with your value proposition (What is of value to them? Where do you find them? How do you make contact?)
	What Key Activities does your Value Propositions require? 
Are your key activities your strength and therefore the backbone of your business idea? Or are they a weakness because you don’t have the necessary location, human resources, expertise, experience yet? If in doubt list all activities plus the location and person in charge to see if they match.

CATEGORIES:
Production, Problem Solving, Platform/Network
 
	What value do you deliver to the customer? Which one of your customer’s problems are you helping to solve? What bundles of products and services are you offering to each Customer Segment? Which customer needs or wants are you satisfying? Why is it worth spending money on your product or service?

How do you plan to create a want or need for a new/better/healthier/environmentally friendlier, etc. product or service?

CHARACTERISTICS: Newness, Performance, Customization, “Getting the Job Done”, Design, Brand/Status, Price, Cost Reduction, Risk Reduction, Accessibility, Convenience/Usability, Health, Sustainability, etc.
 
	What type of relationship does each of your Customer Segments expect you to establish and maintain with them? Which ones have you established? How are they integrated with the rest of your business model? How costly are they?
Which channels for customer communication are you planning to use? How can you maintain a positive relationship to build trust and loyalty?
How can you best communicate your value proposition?
 
	For whom are you creating value? Who are our most important customers? Is your customer base a Mass Market, Niche Market, Segmented, Diversified, Multi-sided Platform

Write a detailed customer description:
· Age
· Location
· Mobility level, georgraphical outreach
· Main activities and interests
· Living and working conditions
· Financial ability, willingness to spend on similar products/services
· Priorities when making purchase decisions
· Cusomers’ level of existiong/needed information; sources of information
· Sources of influence and eways of interaction with influencrs

 

	
	Key Resources
	
	Channels
	

	
	What Key Resources does your Value Propositions require? Your Distribution Channels? Customer Relationships Revenue Streams?

TYPES OF RESOURCES: information, connections, knowledge, data, finance, machinery/equipment, manpower, technology, stock, raw materials/supplies, tools, digital platform/app/website, etc.

Are the resources the capital of your business idea because you have plenty of it or are they the bottleneck?
Write down the order in which different resources might be needed along the process.
	
	Through which Channels do our Customer Segments want to access your product or service? Describe the necessary logistics and cross-check with the lists of your key activities (releated to distribution) and key partners (needed for transport, supplies and distribution, etc.) to ensure you haven’t overlooked any. How are your Channels integrated into your overall business activities? Which ones work best? Which ones are most cost-efficient? How are they integrated with customer routines?
 
	

	
	

	Cost Structure
	Revenue Streams

	What are the most important costs inherent in your business model? Which Key Resources are most expensive? Which Key Activities are most expensive?
                                                                                                                                       IS YOUR BUSINESS MORE: Cost Driven (leanest cost structure, low price value proposition, maximum automation, extensive outsourcing), Value Driven (focused on value creation, premium value proposition).
                                                                                                                            SAMPLE CHARACTERISTICS: Fixed Costs/ Overheads (salaries, rents, utilities), Hidden costs (licenses, cost of capital, taxes, etc.) Variable costs (supply chain), cost of customer relationship mainteneance (marketing cost, etc.), Economies of scale, Economies of scope
	For what value are our customers really willing to pay? For what do they currently pay? How are they currently paying? How would they prefer to pay (preferred peyment method)? What is the size of your expected sales per month or year? 
How much does each Revenue Stream contribute to overall revenues?
Make an estimate of “income from cash sales” versus the “cost of goods sold”. What is your businesses break-even point (when do you start meking profit?) 
                                                                                                                             TYPES: Asset sale, Usage fee, Subscription Fees, Lending/Renting/Leasing, Licensing, Brokerage fees, Advertising
FIXED PRICING: List Price, Product feature dependent, Customer segment dependent, Volume dependent
DYNAMIC PRICING: Negotiation (bargaining), Yield Management, Real-time-Market






Scroll down for an empty template for your own use!
Tip: Use sticky notes to enter information into the boxes as they are more flexible and can be moved around or exchanged during the process. 
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