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The University and the creators of these materials do not bear responsibility for any issues arising from
their use.
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This structured approach helps entrepreneurs clearly define and communicate their business
strategy by addressing critical components: -
Problem Solution Uniqué Value | Comparative | Customer
. As an entrepreneur, one of your most vital ProPoé'tlon Advantage Segments

tasks is transforming your ideas from a '
mental concept into a tangible format I
that clearly communicates your vision to
others. Traditionally, this process involved
creating a detailed, well-researched Key Metrics : Channels
business plan, often requiring weeks or I

even months of effort. :

 Today, a more streamlined and effective
approach is the Business Model Canvas
(BMC), which succinctly captures a Cost Structure | Revenue Streams
company's core logic by dividing it into |
nine essential building blocks. This tool
enables entrepreneurs to visualize and
communicate their business model '
quickly and effectively, facilitating agility |
and strategic clarity.

PRODUCT . MARKET



Business Model Canvas

* Problem: Highlights the top key challenges faced by
your target customers, focusing on the key pain
points your business resolves.

* Solution: Explains your product or service’s unique
offerings and how they effectively address the
identified problems.

* Key Metrics: Specifies the measurable indicators
(KPIs) used to track performance and business
success.

* Unique Value Proposition (UVP): Clearly defines
what makes your business stand out and why
customers should choose you over competitors.

* Comparative Advantage: Identifies your business’s
defensible strengths—assets or advantages that are
difficult for competitors to replicate.

* Customer Segments: Pinpoints the specific
audience(s) that will derive the most value from
your solution.

* Channels: Outlines the methods (distribution,
marketing, sales) used to reach, acquire, and retain
customers.

* Revenue Streams: Details how your business
generates income, including pricing strategies, sales
models, and monetization methods.

* Cost Structure: Breaks down the primary expenses
required to operate the business, covering both
fixed and variable costs.

By leveraging this framework, entrepreneurs can
efficiently visualize, validate, and adapt their business
model for greater clarity and success.

This structured approach helps entrepreneurs
clearly define and communicate their business
strategy by addressing critical components:

Problem Solution
User’s needs Product features | Proposition
Core function I
Product
differentjation,
advantage
basic atiributes
Key Metrics :
|
Core business |
Key index .
around the core [
business |
|
Cost Structure
|
Fixed costs |
Variable costs |
|
|
|
|
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Uniqué Value | Comparative

Advantage

Barrier to cost,
channel, patent,
resource

Channels

Means to reach
to users

! Revenue Streams

Customer affordability
How would users prefer to pay
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Customer
Segments

Who are our core
users, who do
we serve, basic
and behavioral
attributes
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These examples demonstrate how startups leverage the BMC to define their value proposition, customer segments, revenue streams, and more.

Spotify

Airbnb

Uber

Customer Segments

Free users (supported by ads) and premium subscribers
(ad-free)

Travelers and hosts

Riders and drivers

Value Proposition

Personalized music streaming experience

Unique and affordable accommodations,
community-based travel

On-demand transportation, convenience,
and reliability

Channels

Direct (app, website), partners (device manufacturers)

Website, mobile app

Mobile app

Customer Relationships

Self-service (app), personalized (curated playlists)

Trust and safety measures, community
support

In-app support, ratings and reviews

Revenue Streams

Subscription fees, advertising

Service fees on bookings

Commissions on rides, partnerships

Key Resources

Music library, software platform, servers

Online platform, community, trust and
safety infrastructure

Mobile app, network of drivers, payment
system

Key Activities

Content acquisition, platform development, marketing

Platform management, host and guest
support, marketing

Driver recruitment, ride matching,
payment processing

Key Partnerships

Music labels, device manufacturers

Payment processors, insurance providers

Payment processors, insurance companies

Cost Structure

Content costs, infrastructure, marketing

Platform maintenance, customer support,
marketing

Driver payments, app maintenance,
marketing

Prepare a business model canvas of your business idea using the Template
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