
Business
Model Canvas

How to plan your business idea development



Your Vision



What social need do you intercept?

How much is this need present in your community?

How do you relate to the need?

How will you relate to the need?

How did you intercept the need? 
Did you involve the local community?



What is the idea of future you want 
to contribute?

What solution do you want to implement to fulfil 
the need?

Are there any Best Practices that can inspire us?

Are there social changes which can affect your 
response to the social need?



What values guide you?

What values guide your initiative?

Do your values make you stand out in your context?

Do these values inspire people around you?



What, in practice, will be the purpose of your 
company?

How will this purpose fit in the community?

What is the social impact you want to create?

What is your purpose?



How will you involve the community?

● needs analysis, 
● strategic planning, 
● production of output, 
● goods and services use, 
● shareholding authority …
● … and the like.



...and how do you want to communicate 
the meaning of your initiative as a 

stimulant for that involvement?



In which context will you operate?



In which context will you operate?

Context analysis:

• Demography;

• Socio Economics statistics;

• Global levels / Local levels



● Why did you choose that place?

● Are there any similar business in the area?

● If any, do you offer something different?

● If not, how do you think the target area will respond?

● Have you done any survey?
● What is the history of the territory? 

Were there any similar businesses there? 
What is the story of their development?

Study of the Territory

Referring to the territorial area chosen for the initiative 
(Neighborhood, village, town, city, country):



Market Sector Analysis:

• Who are your competitors?
Can you have partnerships with them?

• What do your competitors do?

• What do you do differently?

In which context will you operate?



Business Model
Canvas



The Business Model Canvas (BMC) allows 
you to have all the key aspects of the 
business in a single sheet.

Business Model Canvas

«A business model describes the rationale of how an 

organisation creates, delivers and captures value".

Alex Osterwalder



The BMC is completed by the team or by the 
person who promotes the business initiative; 

Business Model Canvas

The BMC helps to highlight the business value;

It aims to explore: 
the strategic areas that characterise the business;



The BMC is the starting point for entrepreneurs to 
plan a business strategy;

It allows them to monitor the business activity by 
viewing and improving the business model.

Business Model Canvas



It is possible to fill in the BMC:

- At the beginning (cost estimates are needed),

- As adaptations take place, to keep a record of the 

strategic decisions made. 

It is always a document in a process of change. 

Therefore, it is possible to change it depending on the 

business operation.

Business Model Canvas



1. Team

9. Investments8. Resources

5. Goods and Services

2. Target Groups –
Beneficiaries

6. Key Relationships

3. Business Idea – Community Value Proposition

7. Channels and 
Communication Strategy

12. Revenues11. Cost10. Price Policy

4. Community 
Involvement



The teamwork



The Teamwork

It is helpful to ask the following questions:

- Who are the members of the team that is collaborating?

- What are their characteristics, passions and jobs?

- What is the team’s connection with the local territory?



The client or 
beneficiary



The client or beneficiary

It is helpful to ask the following questions:

- For whom do we create value?

- To whom are you selling your goods and services?

- What is the client profile?

- Are the clients local inhabitants or temporary visitors?

- Have you submitted surveys to potential clients?

- Have you identified client and territorial needs?



Distinguish between paying customers and non-paying beneficiaries, 
differentiating the revenues.

When beneficiaries are non-paying, it is possible to be funded by:

● Public organisations: if you offer a public service;

● Foundations: for philanthropy;

● For-profit organisations: for publicity and local impact;

● Other citizens: to buy goods and services;

● The community as shareholders.

The client or beneficiary



The value 
proposition



The value proposition

What value do we create in relation to the need? 
How do we fulfil it?

Some examples:

◆ Information

◆ Need to acquire skills

◆ Need for wellbeing 

◆ Health needs

◆ Educational needs...



Planning goods 
and services



Planning goods and services

To plan the service it is 
possible to use the User 
Journey method:

This reviews the actions made by the 
client or the beneficiary using our 
goods and services.

NB. For this activity, you will need coloured Post-it notes.



The User Journey

You need to define the nature of the 
person’s action.



The User Journey

For each action, list the objects with 
which the person interacts.

You need to define the nature of the 
person’s action.



The User Journey

For each action, list the objects with 
which the person interacts.

For each action, list the people with 
whom the person interacts.

You need to define the nature of the 
person’s action.



The User Journey

For each action, list the emotional 
condition of the person.

For each action, list the objects with 
which the person interacts.

For each action, list the people with 
whom the person interacts.

You need to define the nature of the 
person’s action.



The User Journey

For each action, list the emotional 
condition of the person.

For each action, list the objects with 
which the person interacts.

For each action, list the people with 
whom the person interacts.

You need to define the nature of the 
person’s action.

For each action, list the facilitation 
actions required.



The User Journey

Facilitation

Actions

Objects

People

Emotions



Key relations



Key relations

Decisional 
power

Involvement 
level

Public 
Institutions

Organisation 
Drivers

Marginal
Stakeholders

Operations 
Personnel



To complete the scheme you can take the previous User 
Journey, at an early stage, it is helpful to ask the 
following questions:

- Which partners are fundamentals for the initiative? Why?

- Roles such as clients, promoters or suppliers are interchangeable?

- Can categories and associations be involved?

- Being in business networks can improve promotion and sustainability?

- What are the key action made by partners?

Key relations



Key relations

Decisional 
power

Involvement 
level

Public institutions Key figures

Marginals Operational people

To satisfy

To monitor To inform

To care



Communication 
Strategy



Communication strategy
Promoting the activities is a key process for the business 
sustainability. It is useful to define, in an early stage, the 
communication channels asking the following questions:

● Which channels do you use to reach the clients? 
(local TV and radio, newspapers, social medias…)

● How do you communicate and how often?

● What is the target area?

● What instruments to you apply to monitor the situation?

● Through which channels do we maintain relations with clients 
in the different stages of purchase?



Necessary 
resources



Necessary Resources
Resources can be:

Physical 
(Movable goods, 

Immovable goods)

Human Intellectual 
(Brands, patents, 
copyrights, data)

Financial



● How will the enterprise operate? 

What will the workday be like?

● How does an entrepreneur divide the roles? 

Who does what?

● What is the financial requirement?

● How much financial capital do you have available?

● How do you raise the necessary capital?

● How many financial instruments do you know?

At an early stage, resources can be identified, thanks to 
the User-Journey analysis and asking the following 
questions:

Necessary Resources



Instruments and 
Investments



Instruments and Investments

It is possible to define instruments and investments 
thanks to the User Journey and asking the following 
questions, at an early stage:

● What investments do you need to start the business?

● What are the sources for the investments? 

(savings, help from parents or friends, loans…)



Pricing Policy



Pricing Policy

How do you determine the price for goods and services?

Do you clearly know the production cost of every good 

and every service?

To calculate the cost of production, it is important to consider:

● The cost of raw material

● The time and the work needed to produce

● The amount of fixed costs to divide for each activity



Pricing Policy

Questions:

● Does the applied price cover the costs of production?

● Do you get a profit margin?

● Have you checked that the price is not lower than the 

production cost?

● Is the set price part of a promotional strategy?

● Can you raise the prices without exiting the market?



Costs and 
Revenues



Costs

Questions:

- What are the fixed costs?

- How much do you pay for fixed costs each month?

- For each activity, what are the variable costs?



Revenues

Questions:

● Which activities will earn you revenue?

● For each activity, indicate the amount of the goods and/or 

services you estimate that you can sell.

● What is the method for the collection of revenue? 

Is it only ready cash?

● If there are other methods, how long will revenue arrive after 

the day of sale?



Thanks for your attention.


