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The Osterwalder 
Business Modeling 

Framework & Canvas	


To be applied in the Exploitation 

Strategy of Made4U	



What is a Business Model	



The Framework 	



The Building Blocks	



The Canvas	



Implementation @ Made4U	
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A business model describes	


the rationale and processes of 
how an organization creates 

and delivers value.	



What is a Business Model?	



The Framework	



What	

 For whom	

How	
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Framework Building Blocks	



CS	


VP	

 CH	



CR	



RS	

CS	



What	

 For whom	

How	



•  The Customer Segments 
Block defines the 
different groups of 
people or organizations 
an enterprise aims to 
deliver its Value 
Proposition to.	



1 - Customer Segments	
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•  For	
  whom	
  are	
  we	
  
crea+ng	
  value?	
  

•  Who	
  are	
  our	
  most	
  
important	
  customers?	
  

Mass	
  Market	
  
Niche	
  Market	
  
Segmented	
  
Diversified	
  
Mul+-­‐sided	
  markets	
  

1 - Customer Segments	



•  The Value 
Propositions Block 
describes the bundle 
of products and 
services that create 
value for a specific 
Customer Segment	



2 - Value Propositions	
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•  What	
  value	
  do	
  we	
  deliver	
  to	
  
the	
  customer?	
  

•  Which	
  one	
  of	
  our	
  
customer’s	
  problems	
  are	
  we	
  
helping	
  to	
  solve?	
  	
  

•  Which	
  customer	
  needs	
  are	
  
we	
  sa+sfying?	
  

•  What	
  bundles	
  of	
  products	
  
and	
  services	
  are	
  we	
  offering	
  
to	
  each	
  Customer	
  Segment?	
  

Newness	
  
Performance	
  
Customiza+on	
  
“GeIng	
  the	
  job	
  done”	
  
Design	
  
Brand/Status	
  
Price	
  
Cost	
  Reduc+on	
  
Risk	
  Reduc+on	
  
Accessibility	
  
Convenience/Usability	
  

2 - Value Propositions	



•  The Channels Block 
describes how a 
company communicates 
with and reaches its 
Customer Segments to 
deliver its Value 
Propositions	



3 - Channels	
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•  Through	
  which	
  Channels	
  do	
  our	
  
Customer	
  Segments	
  want	
  to	
  be	
  
reached?	
  	
  

•  How	
  are	
  we	
  reaching	
  them	
  now?	
  	
  

•  How	
  are	
  our	
  Channels	
  
integrated?	
  	
  

•  Which	
  ones	
  work	
  best?	
  	
  

•  Which	
  ones	
  are	
  most	
  cost-­‐
efficient?	
  	
  

•  Channels	
  have	
  five	
  
dis+nct	
  phases.	
  Each	
  
channel	
  can	
  cover	
  some	
  
or	
  all	
  of	
  these	
  phases.	
  	
  

3 - Channels	



3 - Channels	
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•  The Customer 
Relationships Block 
describes the types of 
relationships a 
company establishes 
with specific 
Customer Segments	



4 – Customer Relationships	



•  What	
  type	
  of	
  rela+onship	
  does	
  
each	
  of	
  our	
  Customer	
  
Segments	
  expect	
  us	
  to	
  
establish	
  and	
  maintain	
  with	
  
them?	
  

•  Which	
  ones	
  have	
  we	
  
established?	
  	
  

•  How	
  costly	
  are	
  they?	
  

Personal	
  Assistance	
  
Dedicated	
  Personal	
  Assistance	
  
Self-­‐Service	
  
Automated	
  Services	
  
Communi+es	
  
Co-­‐Crea+on	
  

4 – Customer Relationships	
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•  The Revenue Streams 
Building Block 
represents the cash a 
company generates from 
each Customer 
Segment.	



5 – Revenue Streams	



•  For	
  what	
  value	
  are	
  our	
  
customers	
  really	
  willing	
  to	
  pay?	
  

•  For	
  what	
  do	
  they	
  currently	
  
pay?	
  	
  

•  How	
  are	
  they	
  currently	
  paying?	
  	
  

•  How	
  much	
  does	
  each	
  Revenue	
  
Stream	
  contribute	
  to	
  overall	
  
revenues?	
  

Asset	
  Sale	
  
Usage	
  Fee	
  
Subscrip+on	
  fees	
  
Lending/Ren+ng/Leasing	
  
Licensing	
  
Brokerage	
  Fees	
  
Adver+zing	
  

5 – Revenue Streams	
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•  The Key Resources 
Block describes the 
most important 
assets required to 
make a business 
model work	



6 – Key Resources	



•  What	
  Key	
  Resources	
  do	
  our	
  
Value	
  Proposi+ons	
  require?	
  

•  Our	
  Distribu+on	
  Channels,	
  
Customer	
  Rela+onships,	
  
Revenue	
  Streams?	
  

Physical	
  
Intellectual	
  
Human	
  
Financial	
  

6 – Key Resources	
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•  The Key Activities 
Block describes the 
most important 
things a company 
must do to make 
its business model 
work	



7 – Key Activities	



•  What	
  Key	
  Ac+vi+es	
  do	
  our	
  
Value	
  Proposi+ons	
  require?	
  

•  Our	
  Distribu+on	
  Channels?	
  	
  

•  Customer	
  Rela+onships?	
  

•  Revenue	
  streams?	
  

Produc+on	
  
Problem	
  Solving	
  
Pla^orm	
  Network	
  

7 – Key Activities	
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•  The Key Partnerships 
Block describes the 
network of suppliers 
and partners that 
make the business 
model work	



8 - Key Partnerships	



•  Who	
  are	
  our	
  Key	
  
Partners?	
  	
  

•  Who	
  are	
  our	
  key	
  
suppliers?	
  

•  Which	
  Key	
  Resources	
  are	
  
we	
  acquiring	
  from	
  
partners?	
  

•  Which	
  Key	
  Ac+vi+es	
  do	
  
partners	
  perform?	
  

Op+miza+on	
  and	
  
economy	
  of	
  scale	
  
Reduc+on	
  of	
  Risk	
  and	
  
Uncertainty	
  
Acquisi+on	
  of	
  par+cular	
  
resources	
  and	
  ac+vi+es	
  

8 - Key Partnerships	
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•  The Cost 
Structure 
describes all 
costs incurred to 
operate a 
business model	



9 – Cost Structure	



•  What	
  are	
  the	
  most	
  
important	
  costs	
  
inherent	
  in	
  our	
  business	
  
model?	
  	
  

•  Which	
  Key	
  Resources	
  
are	
  most	
  expensive?	
  	
  

•  Which	
  Key	
  Ac+vi+es	
  are	
  
most	
  expensive?	
  

Fixed	
  Costs	
  
Variable	
  Costs	
  
Economies	
  of	
  Scale	
  
Economies	
  of	
  Scope	
  

Cost	
  Driven	
  Models	
  
Value	
  Driven	
  Models	
  

9 – Cost Structure	
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The Canvas	




