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INTRODUCTION

Business Model Canvas is a strategic management and entrepreneurial tool that allows you to
describe, challenge, invent and capture values. The objectives of the Business Model Canvas
are to introduce participants an entrepreneurial tool for the construction of a basic business
plan. Other than that, to provide transferable knowledge and skills such as hands on experience
using the tool, oral communication critical analysis and team-work. For this business model
canvas, | have discussed the 9 compartments to be applied in my business for my new
development product which are customer segments, value propositions, channels, customer

relationship, revenue stream, key resources, key activities, key partners and cost structures.

Customer segments is discussing about to identify the customers and users that we are serving.
Besides, we are solving the problem and fulfilling the demand of the customers. In value
propositions, we are discussing about the new features and functions that we offer to the
customers. To make sure the features are match the customer’s needs, survey had been
conducted to the potential customers. For the channels, the platforms that we use to

communicate with us to receive the goods.

Customer relationship is about the kind of relationship that we prefer to have with our
customers whether personalised or not. In revenue stream, we are discussing about the amount
that customers willing to pay for my product. Other than that, the ways to generate more
revenue or profit in the future also discuss at that compartment. For the key resources, the

resources that support my business model such as factory and machineries.

Key activities is the types of activities that we do to produce the new development product to
pursue our business model. In key partners, this section discusses about the partners and
suppliers that influence in my business model. The partners are important because they can

turn the business to something more powerful. For the cost structures, the cost that company
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need to obey in order to produce and promote the product. The goal of the company is to

minimise the cost and maximise the production.
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