
What are the most important costs inherent in our business model? 
Which Key Resources are most expensive? 
Which Key Activities are most expensive?

Revenue Streams

Through which Channels do our Customer Segments 
want to be reached? 
How are we reaching them now?
How are our Channels integrated? 
Which ones work best?
Which ones are most cost-efficient? 
How are we integrating them with customer routines?

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? 
How much does each Revenue Stream contribute to overall revenues?
 

Channels

Customer Relationships Customer Segments

channel phases:
1. Awareness
   How do we raise awareness about our company’s products and services?

2. Evaluation
    How do we help customers evaluate our organization’s Value Proposition?

3. Purchase
   How do we allow customers to purchase specific products and services?

4. Delivery
    How do we deliver a Value Proposition to customers?

5. After sales
   How do we provide post-purchase customer support?

Mass Market
Niche Market
Segmented
Diversified
Multi-sided Platform

examples
Personal assistance
Dedicated Personal Assistance
Self-Service
Automated Services
Communities
Co-creation

For whom are we creating value?
Who are our most important customers?

What type of relationship does each of our Customer
Segments expect us to establish and maintain with them?
Which ones have we established? 
How are they integrated with the rest of our business model?
How costly are they?

Value PropositionsKey ActivitiesKey Partners

Key Resources

Cost Structure

What value do we deliver to the customer?
Which one of our customer’s problems are we helping to solve? 
What bundles of products and services are we offering to each Customer Segment?
Which customer needs are we satisfying?

What Key Activities do our Value Propositions require?
Our Distribution Channels?  
Customer Relationships?
Revenue streams?

Who are our Key Partners? 
Who are our key suppliers?
Which Key Resources are we acquiring from partners?
Which Key Activities do partners perform?

What Key Resources do our Value Propositions require?
Our Distribution Channels? Customer Relationships?
Revenue Streams?

characteristics
Newness
Performance
Customization
“Getting the Job Done”
Design
Brand/Status
Price
Cost Reduction
Risk Reduction
Accessibility
Convenience/Usability

categories
Production
Problem Solving
Platform/Network

types of resources
Physical
Intellectual (brand patents, copyrights, data)
Human
Financial

motivations for partnerships:
Optimization and economy 
Reduction of risk and uncertainty
Acquisition of particular resources and activities

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 (salaries, rents, utilities)
Variable costs
Economies of scale
Economies of scope
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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
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Business Model Canvas for the Startup 
The Business Model Canvas has become the method of choice to visualize the business model and a startup idea and to test whether 
it makes business sense. Designed by Alexander Osterwalder and published in his book "Business Model Generation", the BMC has 
already reached more than 5,000,000 users. It is considered as a handbook for visionaries and pulse that provide outdated business 
models upside down and want to promote innovation. 
 

What is the Business Model Canvas? 
Every idea needs a working business model, if they want to keep long term and reach as many people. It is easier to realize a bad 
idea with a good business model as the best idea without. The Business Model Canvas helps to bring all the essential elements of a 
successful business model in a scalable system. As a start, in which the business model is usually not completely clear yet, you can 
quickly compare different variants of each other. Existing business models in innovative companies can be developed quickly on the 
canvas, to get ideas how the company in 2, 5 or 10 years could operate. The following video explains to you in 2 minutes as the 
Business Model Canvas works. 
 

The Nine Elements of the Business Model Canvas 
Just download here the Business Model Canvas as PDF guide, print it out and begin to visualize with post-its first business 
models. With thanks to Alexander Osterwalder, who under the Creative Commons license on the Canvas 
BusinessModelGeneration.com provides. 

Customer Segments 
Every startup has a specific target audience in mind or at least is on the search for market segments, which have a high value 
through its product. From a small niche to mass market can all be in here. Perhaps also is a "multi-sided market" in which the user is 
not equal to the customer, such as in the Google search (User: Seeker / Client: Advertiser). By learning validated the image of the 
customer segment should always be clear and perfectly match the value Proposition. Who are your target groups? 

Value Propositions 
Companies of any size have only a central task basically. You solve certain problems of their clients or satisfy a need. This value 
proposition is called the Business Model Canvas "value proposition". The product offered by your startup can new, better, more 
appropriate, stylish, cheaper or just more user-friendly than the one that existed up until now to solve the problem of the customer 
segment. What benefits have your clients when they work with you? 

Channels 
Here you describe how you interact with your customers. Started with attracting attention for the product of distribution channels 
and delivery to service after the sale. How to know your customers of your offer and how to get it? 

Customer Relationships 
Customers expect depending on the offer some kind of service and handling. Many tech startups offer Software as a Service (SaaS) 
in the B2C market, where the interaction is automated with the customer almost 100%. Another Startup offers perhaps 
customizable services that make a direct interpersonal interaction necessary. How do you design the customer relationship, is an 
important part of the business model and should be clearly defined. How to win, keep and upgraded you your customers? 

Revenue Streams 
There are often several ways to earn money with the same value proposition. In this area you can use the Business Model Canvas by 
playing different options well and identify new business models. One-off payments quickly bring money into the treasury, but 
subscribers promise continuous cash flow over time. Perhaps also elements of the value proposition to offer to the License or 
rent. After these more strategic considerations here also question left after the pricing model. Where does this business model the 
money? 

Key Resources 
Especially as a startup is one often instructed to market to certain resources to the value proposition, as the infrastructure is still in 
its infancy. Which physical, human and financial resources are indispensable? 

Key Activities 
To realize the value proposition required certain key activities. The development of an app, new solutions for customers or a 
network should be included in this area of the Business Model Canvas. What are the key activities to make this business model to 
keep running? 

Key Partnerships 
Depending on the business model, it offers itself as a startup to enter into a strategic partnership with non-competitors, suppliers or 
service providers to reduce risk or to ensure scalability. Who are your key partners? 

Cost Structure 
Where implemented also arise costs, particularly for Key Activities, Resources and Partnerships. In view of these elements, the most 
important cost items should be detected fast. What are your most important issues without which the business model would not 
run? 

http://www.startplatz.de/wp-content/uploads/2013/05/business-model-canvas.pdf
http://www.businessmodelgeneration.com/
http://www.startplatz.de/startup/lean-startup-methode/

