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Business Model Canvas



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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Strategy vs Tactics

Strategic Decisions Tactical (and Operational or 
Functional) decisions 

Management level Top Management, board of 
directors 

Midlevel, functional, local

Resources Corporate Divisional, departmental 

Time frame Long term Yearly, monthly, daily 

Risk Success or even survival   Limited

Questions What business do you want 
to be in?

What critical competencies 
must we develop?    

How are we going to deal 
with competitors? 

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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How significant a Business Model is?

A Business Model is a set of assumptions or activities that explain how a firm works and makes profits 
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The Business Model Canvas

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.
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Business Model Canvas
Overview diagram

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.

Key Partners

• Your description here

• Your description here

Cost Structure

• Your description here

• Your description here

Key Activities 

• Your description here

Key Resources

• Your description here

Revenue Streams

• Your description here

• Your description here

Value Propositions

• Your description here

• Your description here

Customer Relationships

• Your description here

Channels

• Your description here

Customer Segments

• Your description here

• Your description here
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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 is 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
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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 to integrate 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

• 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. 

The correct answers to the following questions will help the business to generate 
revenue streams from each customer category:

• For what values are our customers willing to pay?

• 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.

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.
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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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Key Activities

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 
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 
identified. 

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?
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An example
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Tesla Business Model Canvas
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BMW Business Model Canvas
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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.
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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.
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Presentation killers

Avoid mixing present and future state. You will confuse your audience. 

You can use different colors to distinguish.
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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.

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

Your description here

24

http://businessmodelgeneration.com/


Thank you 

for your attention!
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