UNIVERSITI
« TEKNOLOGI

@’ )\ RA

TECHNOLOGY ENTREPRENEURSHIP
(ENT600)

BUSINESS MODEL CANVAS REPORT

BATIK FRAME CLIP

FACULTY : COMPUTER SCIENCE AND MATHEMATICS (FSKM)
PROGRAMME : BACHELOR OF SCIENCE (HONS.) STATISTICS

SEMESTER : 06

GROUP : CS2416B
NAME : SYAIDATUL NORIFA BINTI MOHD BADRUL
STUDENT ID : 2018402086

Submitted to

YUSRINA HAYATI BT NIK MUHAMMAD NAZIMAN



awel) Mieq uspoom Jjo abuey) =
sojes dijD swei4qneg =
SINV3A1S 3NN3INTY

sonsibo] =

Bunaxiely =

ainoejnuel\ =
FdNLONYLS 1S0OO

yeiD
ueue@y =
sallsnpul

Aeg =

S1ININO3S

d3aNOLSND

eipaw
[e100S =
yInow

JO PIOA\ =
STANNVHO

unoosigq =
pJeos
Aefo] =
SdIHSNOILY13d
d3NOLSND

S|001 A1ojes =

Bulig 01 Aseq =

awel) a|qeisnlpy =
SNOILISOdOdd ANTVA

$92In0Sal
uewnH =
Siusied - siaiddns
S304N0S3Y R
AT pue
sonsiBo = wswdinbg .
BunoxielN = sausnpul
9 yeg
inoelnueiN = SdIHSH3INLdVd

SAILIAILDY A3

AIA




1. The value proposition is an innovation, service, or feature intended to make a
company or product attractive to customers. It is the reason why customers turn to
one company over another. Something to keep in mind is your value propositions can
change, as you gather more data, and is something to be expected. You will most
likely end up changing your value propositions several times before you arrive at your

final list.

Explaination: For my batik frame clip shop | started with the value propositions of
adjustable frame, safety frame and easy to bring. After performing my customer
surveys | was able to verify my assumptions that customers would like to have easy
to bring and a safety product.

2. Customer segments defines the group of people or organizations you aim to reach
or serve. Every company needs profitable customers in order to survive. Using the

business model canvas, you will determine what your customer segments will be.

Different types of customer segments include:

e A mass market focuses on a large group of customers without really distinguishing
between different types of customers, and aims to satisfy a set of broadly similar
needs and problems.

¢ Aniche market is quite opposite from a mass market, focusing on a very specific
group of customers.

¢ A segmented market is one in which you have multiple different groups of customers
with different sets of needs and problems. In this case you would provide the same
product or service with slightly different value propositions to meet the varying
customer needs.

o Adiversified market is similar to a segmented except that it utilizes entirely different
sets of value propositions to cater to unrelated customer segments rather than just
slightly altering the product.

o Multi-sided markets serve interdependent customer segments. For example, a credit
card company interacts with both the card holder, and the merchants who accept

those cards.

Explaination: For my batik frame clip shop, | found that | had a segmented market,
with two distinct segments. The first segment was the batik industry, which would be
willing to buy for their production of batik. The second segment was Kelantan Craft,

which would be willing to buy for doing exhibition on cratft.



3. The Channel Building Block describes how a company communicates with and
reaches its Customer Segments to deliver its Value Proposition. It is important to
understand which pathway (or channel) is best for your company to reach your
customers. Below is a brief description that will help guide you in finding the right mix

of channels to satisfy how customers want to be reached.

CHANNEL FUNCTION(s):

@,

+ Raising awareness among customers about a company’s products and
services

+ Helping customers evaluate a company’s Value Proposition

R/

+» Allowing customers to purchase specific products and services

R/

+ Delivering a Value Proposition to customers

R/

++ Providing post-purchase customer support

Five Types of Channel Phases:

AWARENESS- how do we raise awareness about our company’s products and

services?
= Advertising (Word of Mouth, Social Media, Newspaper, etc.)
EVALUATION- how do we help customers evaluate our organization’s Value Prop?

=+ Surveys

%+ Reviews

PURCHASE- how do we allow customers to purchase specific products and

services?

4+ Web vs. Brick and Mortar
4+ Self-checkout

DELIVERY- how do we deliver a Value Proposition to customers?

4%+ Over the counter
4+ Delivered/Catered

AFTER SALES- How do we provide post-purchase customer support?

4+ Call centre



= Return policy
=+ Customer assistance

Explaination: Since | had a friend who have the background of batik because her
father was involved in batik industry, | assumed pretty early on that Word of Mouth
advertising was going to be the #1 way to create awareness for my business. Then,

social media ads also would be helping in promoting my product.

Customer relationships describes the type of relationship a company establishes
with its specific customer segments. Customer relationships are driven by customer
acquisition, customer retention, and boosting sales — in other words you need to get,
keep, and grow your customer relationships.

Cateqories of Customer Relationships:

Personal Assistance

Dedicated Personal Assistance
Self-Service

Automated Services
Communities

Co-Creation

Explaination: Loyalty cards and discounts would be the best way to keep my
customers coming back and social media and word of mouth were the best channels

to acquire my customers. This segment if the BMC need to be focus in order to made

successful business.



