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What is a Business Strategy?

Business strategy is a plan implemented by a company's top management to secure a competitive position in the
market and achieve its desired goals.

In business, it is the long-range sketch of the desired image, direction and destination of the organization. It is a
scheme of corporate intent and action, which is carefully planned and flexibly designed with the purpose of:

Securing an advantageous position,
Achieving effectiveness,

Perceiving and utilizing opportunities,
Mobilizing resources,

Meeting challenges and threats, and gaining command over the situation.

A business strategy is a set of competitive moves and actions that a business uses to attract customers, compete
successfully, strengthening performance, and achieve organizational goals. It outlines how business should be
carried out to reach the desired ends.
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Strategic Decisions

Tactical (and Operational or
Functional) decisions

Management level Top Management, board of
directors

Resources Corporate

Time frame Long term

Risk Success or even survival

Questions What business do you want
to be in?

What critical competencies
must we develop?

How are we going to deal
with competitors?

Midlevel, functional, local

Divisional, departmental

Yearly, monthly, daily

Limited

How do we improve delivery
times?

How big a promotional discount
do we offer?

What is the best career path for
sales representatives?
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A Business Model is a set of assumptions or activities that explain how a firm works and makes profits
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Key Value Customer
Activities Proposition Relationships

Partners
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Costs Key Revenue
Resources Channels

drawings by JAM

The BMC is a strategy development tool. It was initially proposed by Alexander Osterwalder in 2004 based
on his earlier work “Business Model Ontology” but was developed as a tool in 2008. The business model

canvas is a shared language for describing, visualizing, assessing and changing business models. It describes
the rationale of how an organization creates, delivers and captures value.




Business Model Canvas

Overview diagram

Key Partners Key Activities Value Propositions
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* Your description here

* Your description here

Generally speaking, elements in the left-hand side represent costs of the business while elements on the right-hand side

represent revenues.

You can write in each box the description for each operation, or you can add sticky notes with descriptions to each box.
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Why use a Business Model Canvas

The BMC is a great tool to help you build and understand a business model in a
straightforward structured way. The canvas will lead you to the insights about the
customers you serve, what values you offer to them, through what channels, and how
you company makes money.

* Easy to understand

* Focused

* Flexible

* Customer focused

* Shows connections

* Easy to communicate

* Can be used for a large organization or a very small enterprise
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_________________________________________________________ Customer Segments

The individuals or organizations for whom the business creates
value.

Customers are the heart of a business model.

In order to best meet the needs of its customers, the company
must group them into specific categories with common needs,
common behaviors or other common characteristics. This is
called market segmentation. Questions should be answered,
such as:

* For whom do we create value?
* Who are the most important customers?

* Are the customer segments sufficient to provide viability?
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_________________________________________________________ Value Proposition

The true value that our products/services create for our customers.
Cosmetics is not a value. Beauty and self-confidence are.

The value proposition aims to solve the problems of the customers
and to meet their needs. This is why customers prefer one business
over another.

Some value propositions can be innovative and represent new or
radical solutions. Others may be similar to existing solutions but
with additional features.

The company should answer the following questions:
What s the value we provide to customers?

* What customer problems do we help solve?

* What customer needs do we meet?

*  Why would our customers prefer us over the competition?
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THE VALUE PROPOSITION CANVAS

How To Use The Value Proposition Canvas - garyfox.co

BUSINESS MODEL CANVAS

[ You achieve Fit when your value map meets your
S customer profile - when your products and services
produce pain relivers and gain creators that match
one or more of the jobs, pains, and gains that are
important to your customer.

Gain Creators describe how your products and
services creatre customer gains.

Gains describe the outcomes customers want
to achieve or the concrete benefits they are
seeking.

e o
e
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iy, 1

O w—
This is a list of all the - Customer jobs describe
Products and Services a { what customers are trying to ?
value proposition is built get done in their work and in 2
around. their lives, as 2
expressed in their own
L words.
P
Pain Relievers describe how your products and Pains describe the bad outcomes, risks, and
services alleviate customer pains, obstacles related to customer jobs.
VALUE MAP CUSTOMER PROFILE
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_________________________________________________________ Channels

The ways in which our company communicates and approaches each customer segment to
provide value proposition.

Value proposition is provided to customers through communication, distribution & sales
channels.

Channels serve several functions:

* They make the products and services of the company known.

* They deliver value proposition to customers.

* They enable customers to procure the company's products and services.
* They provide customers with after sales support.

Questions should be answered, such as:

*  Which communication channels do customers prefer to be reached?

*  Which communication channels work best?

*  Which are more cost effective?

* How tointegrate them into the daily routine of customers?
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_________________________________________________________ Customer Relationships

The type of relationships that our company has with each category of customers.

Customer relationships are created and maintained for each customer segment and are
determined by the following incentives:

* Customer search
*  Customer retention
e Sales push

The relationships that a business creates with its customers significantly affect the overall
experience that customers experience from the business. The questions that need to be
answered are:

*  What kind of relationships do our customers expect from us?
*  What kind of relationships have we already established?
* How are they integrated into our business model?

*  How expensive are they?
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_________________________________________________________ Revenue Streams
The ways and mechanisms by which the company generates revenue.
Revenue streams come from the successful delivery of value to customers. It is
the money that the company derives from each category of customers. o
ves from each ¢ . 0o
The correct answers to the following questions will help the business to generate
revenue streams from each customer category: 09
* For what values are our customers willing to pay? 09

* How would they prefer to pay?

* How much does each revenue stream contribute to total revenue?
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_________________________________________________________ Key Resources

The most important resources required to operate our business model.
These are the resources required to provide all elements:

Creating and providing value proposition.

Market approach.

Creating and maintaining customer relationships. [:
* Revenue generation. L~

The main resources can be physical, human and sometimes intellectual.
They can either belong to the company itself or be sought from external
sources or by the main partners of the company.




interreg H

Greece-Bulgaria
InnoWave

§uropenn Segizma| Develooyens Fura

_________________________________________________________ Key Partners

The network of suppliers and partners that support the operation of the
business model.

Businesses form alliances to optimize their business model, reduce risk,
or seek resources.

The following questions should be answered:
Who are our main suppliers?
 Who are our key partners?

*  What do we want from our them?
 What are the main activities performed by them?
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The most important activities that the company must take to make its
business model operational and successful. @
As with key resources, key activities are needed to create and deliver O

value, to approach markets, to build and maintain customer relationships,
and to generate revenue.
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_________________________________________________________ Cost Structure

All costs incurred in operating the business model.

Both the creation and provision of value, as well as the creation and

maintenance of relationships with customers, and the creation of )
revenue are burdened with costs. These costs can be calculated relatively

easily if the main resources, main activities, and key partnerships are 0
identified. O

The company must answer questions such as:
* What are the most important costs for our business model?
* What are the costliest resources?

What are the most expensive activities?




An example

Kelly’
y’'s Lemonade Stand: Refreshing Lemonade
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Presentation killers

When you are presenting a BMC to your team, your managers, your board or even to investors avoid doing
the following mistakes:

Cognitive murder: Do not show too much information all at once. This is too much for the brain to handle.

The Business Model Canvas
Student: Nicole Smith

Company: Netflix

Key T
Partners ‘:-L
- Movie and TV content
producers and providers
- Smart TV companies
like LG, Sony.
Panasonic. Vizio, etc.

- Gaming platform
providers such as Wii,
Xbox, etc.

- TV providers like Dish,
Tivo, and more

- Mobile phone/platform
providers such as Apple.
Android, and Microsoft

- Internet companies like
Google, Amazon, and
Microsoft, etc. who
provide support for
Google Chrome. Internet
Explorer, etc. and media
players like Chromecast

Key & X
Activities ‘I)Ii.h
- Family-friendly,

educational, and
entertainment content
to appeal to both
children and parents

- 24/7 streaming
capabilities and no ads
- Censored content
specific for children

- Separate user profiles

Key {y
Resources L
- Software develupk
- Recommendation
system algorithm

- Support from mobile
phone, TV, and Internet
service companies

- Mail delivery system

Value ..
Proposition )
po e
- Customers can...
- Get one free month of
service
- Cancel monthly
subscription at any time -
View shows/movies in
high-definition
- Stream content
conveniently anywhere
without going to a store
- Watch on various
devices (TV, laptop,
desktop, mobile phone)
and on multiple screens
- Get unlimited access to
shows and movies
- Receive algorithmic
recommendations for
new items to watch
- Avoid commercials/ads
- Share accounts

Customer )
Relationships Z
- Self-setup

- Customer senice on

the phone

- Live chat service and
help center online

- Netflix gift cards

- Social media
customer engagement
on Facebook, Linkedin,
Instagram, etc.

Channels ¢ -

- Online/Internet
purchasing

- Streaming delivery
channel and mailbox
delivery channel

- Mobile app service

Customer ':-/
Segments I
- Customer segments
that Netflix may attempt
to reach and serve
include .

- Millennials

- Tech-sawy
professionals

- Movie buffs

- Gamers

- Avid TV watchers

- Married couples
without children

— Families with

children

- Focus on families with
children

Cost
Structure

- Purchasing rights to TV shows and movies
- Costs for providing personalized
recommendations

- Shared family accounts

- Streaming content and “cycling” content costs

- DVDs and mail-related costs
- Employee, customer senice, and
development R&D costs

3 Revenue
\ f Streams

- Customers and Metflix brand all around the

globe Y
- Monthly subscription fees with three )
different price options \-"

- Upselling opportunities

- Money-making movie studio with Netflix
original shows like Fuller House, House of

Cards, etc.
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_________________________________________________________ Presentation killers

Avoid orphan elements.

An orphan element is an element in the BMC which is not connected to the rest elements of the canvas.
The mechanics of the BMC will not work.

Orphan
Elements

4 B
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......................................................... Presentation killers

Avoid mixing present and future state. You will confuse your audience.
You can use different colors to distinguish.

Your text
here
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_________________________________________________________ Killer presentation

* Post your elements one at time, in a logical
sequence like telling a story. Build a plot
structure to add suspense to the story.

* Use color coding.
e Use words and visuals instead of solo words.
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_________________________________________________________ Conclusion

The Business Model Canvas is freely available from
BusinessModelGeneration.com.

It works best when printed on a large page (eg A3) so that every element of
the business model can be discussed and completed by a group of people ’
together. However, electronic tools for the representation and design of the

Business Model Canvas have already been created, both by its creators
(StrategyzerWebApp) and by others (BusinessModelFiddle, LeanMonitor).

In any case, the Business Model Canvas is a practical tool that helps in being —_ B

creative as well as in understanding, discussing, and analyzing business
models.

Your description here



http://businessmodelgeneration.com/
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