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L ocal facilitators and
regional tutors training

Eco-NautiNET Project
BMC (BUSINESS MODEL CANVAS) PRESENTATION
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«Business Model»

v" First: to define a common and shared business concept, simple and understandable

v Second: to define a commn language usefull to describe processes and helpful for discussion,
design and development of project’s ideas
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Business Model Canvas
Nine (9) key elements related to the prior four (4) business areas
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Business Model Canvas
Nine (9) key elements related to the prior four (4) business areas
SGC Vo RLC
5 Segmenti El Valore offerto El Canali B Relazioni
di clientela Cerca di risolvere Il valore offerto viene coniclienti
Urn’organizzazione i problemi dei clienti presentato ai clienti Le relazioni con i clienti
si rivolge a uno o pit e di soddisfarne attraverso canali sono stabilite e mantenute
segmenti di clientela. le esigenze di comunicazione, con ciascun segmento
con un valore offerto. distribuzione di clientela.
e vendita.

CLIENTS VALUE CHANNELS R:Llj-\?r-ll-gll:lnSEI-II‘IP
PROPOSITION
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Business Model Canvas
Nine (9) key elements related to the prior four (4) business areas

FR RSC AC PC STC

B Flussi B Risorse E Attivith B Partnership B Struttura
di ricavi chiave chiave chiave dei costi
I flussi di ricavi Le risorse chiave -.. compiendo Alcune attivita sono Gli elementi del modello
derivano dal valore sono i beni un certo numero date in outsourcing di business determinano
offerto con successo necessari per offrire di attivita chiave. e alcune risorse una struttura dei costi.
ai clienti. e distribuire

sono acquisite

gli elementi descritti all’esterno dell’impresa.

in precedenza...

REVENUE KEY RESOUCES KEY ACTIVITIES KEY PARTNERS STRUCTURE OF
COSTS
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Business Model Canvas
Nine (9) key elements related to the prior four (4) business areas
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1 - Key partners

Who are your key partners/suppliers?
What are the motivations for the partnerships?
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2 - Key activities

What key activities does your value proposition require?
What activities are important the most in distribution
channels, customer relationships, revenue stream...?
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3 - Value Proposition

What core value do you deliver to the customer?
Which customer needs are you satisfying?
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4 - Customer Relationship

What relationship that the target customer expects you
to establish?

How can you integrate that into your business in terms
of cost and format?
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5 - Customer Segment

Which classes are you creating values for?
Who is your most important customer?
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6 - Key Resource

What key resources does your value proposition require?
What resources are important the most in distribution
channels, customer relationships, revenue stream...?
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7 - Distribution Channel

Through which channels that your customers want to be reached?
Which channels work best? How much do they cost? How can they be integrated into

your and your customers’ routines?
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8 - Cost Structure

What are the most cost in your business?
Which key resources/ activities are most expensive?
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9 - Revenue Stream

For what value are your customers willing to pay?
What and how do they recently pay? How would they prefer to pay?
How much does every revenue stream contribute to the overall revenues?
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Application of BMC to networks of companies
BMC as tool for creating business model for SMEs

Why using BMC?

v To overcome mutual resistances by a first work experience
v’ To undestand logics of value creation and proposition
v' To provide tools and methods for strategic planning
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2 POSSIBLE INTEGRATIONS WITHIN A NETWORK

HORIZONTAL INTEGRATION VERTICAL INTEGRATION: companies operating
Companies operating in the same phase of the in different phases of the production process;
production process and realize the some activity supply chain)

USING BMC FOR MAKING UNDERSTANDABLE USING BMC FOR UNDERSTAND HOW IT WOULD
HOW: BE POSSIBLE:

v'Overcoming the competitors thank to the v' Increasing the value of the service/product;
reduction of costs ; v' Diversifing the clients;

v'Increasing the value for the final client, v Reducing costs thank to the virtuous
influencing on the revenue of each company; cooperation generated by the network itself

v'Increasing efficiency of the distribution and
supply channles
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And now?
1: BMC of the single enterprise
2: BMC of the Network

@
‘e @
@ @
Analisi dei BMC
adelle singole imprese Rete

. . . Punti di Opportunita
infegrazione reciproche

. S

BMC della

Punti di Strategie ed

complementa obbiettivi
rieta integrabili

. Y
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THANK YOU FOR YOUR ATTENTION!

abattaglia@ra.cna.it
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This document has been produced with the financial assistance of the European Union. The content of the
document is the sole responsibility of CNA RAVENNA and can under no circumstances be regarded as
reflecting the position of the European Union and/or ADRION programme authorities




