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What type of relaliFgiirtpr asgep! our Customer
Segments expect us to eI_t ﬁ#@h and rmmt'lm with them?
kthmh{mesh'newee B
How are they integrated with the rest of our business model?
How costly are they?
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For what ®21ERtrd: deviels really willing to pay?
For what do they cpj?fpﬂtfway vel

How are they curren
How would they pref2r fd F]%E level

How much does each Revenue Stream contribute to overall revenues?

TYPES: FIXED PRICING DYNAMIC PRICING
Asset sale List Price Negotiation( bargaining)
Usage fee Product feature dependent Yield Management
Subscription Fees Customer segment dependent Real-time-Market
Lending/Renting/Leasing Volume dependent

Licensing

Brokerage fees

Advertising
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Revenue Stre .HT.‘_«) » Fifth level

TYPES OF RESOURCES
Physical

Intellectual (brand patents, copyrights, data)
Human

Financial
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Revenue streams?

CATEGORIES
Production
Problem Solving
Platform/Network
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Who are our Key %ﬁ? IS
Who are our key supp gr];; hlevel |
Which Key Resources »rdifthrdemeliom partners?
Which Key Activities do partners perform?
Optimization and economy

Reduction of risk and uncertainty
Acquisition of particular resources and activities
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What are fﬂe_Frhuiﬂ"ﬂ J[IJEM@{!%E inherent in our business model?

Which Key Resourpg giftRO e swe?
Which Key Activities arelznﬁﬁ elxéjensw

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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How we do it ? What we are Whom do we offer it to?
offer
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What we are

offer

Whom do we offer it to?
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