The Sustainable Business Model Canvas " Deigrty:

Version:

Key Partners Key Activites Value Propositions Customer Relationships Customer Segments
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- our business model POSSIBILITIES:
} | - . JUC ! l'kTJ"'-‘“- ."L"If]'n"ll'.L:|r
Niche Market
Segmented
CHARACTERISTICS: EXAMPLES:

Diversified
Newness Personal Assistance
Performance

Multi-sided Platform
Dedicated Personal Assistance
Customization Self Service

,Getting the Job Done” Automated Services
Design

Communities
Brand/Status Co-Creation
fjrfitf
Cost Reduction
Risk Reduction
Accessibility
Convenience/Usability

Which customer needs
MOTIVATION FOR PARTNERSHIPS: CATEGORIES:
Optimization and economy Production
Reduction of risk and uncertainty Problem Solving
Asquisition of particular resources and activities Platform/Network

[

Key Resources
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Customer Relat

TYPES OF RESOURCES:
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Intellectual (brand patents, copyrights, data)

Human

Financial CHANNEL PHASES:
[, Awareness

2. Evaluation

3. Purchase

4. Delivery

5. After Sales (post-purchase customer support)

... of products & servides and Value Proposition

Cost Structure
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SAMPLE CHARACTERISTICS: How would they prefer to pay:
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IS YOUR BUSINESS MORE Fixed Costs (salaries, rents, utilities) How much does each Revenue Stream contribute to overall revenues: FIXED PRICING:

: Variable Costs | ist Price

" : . £ . _ riabple Cost st Frice DYNAMIC PRICING
Cost Driven (leanest cost structure, low price value proposition, maximdu ] n, . _ Economies of Scale TYPES:
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Value Driven (focussed on value creation, premium value proposition) Asset Sale  Subscription Fees Licensing

Product feature dependent Negotiation (bargaining)

“ustomer segment dependent  Yield management
§ Custon gment depenc g
Usage Fee Lending/Renting/Leasing Brokerage Fees Volume dependent Real-time Market

Economies of Scope

Eco-Social Benefits
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Or social Costs is our business model causing? or social benefits IS our pusiness n
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EVALUATION INSTRUMENTS:

Life-Cycle Assessment (of products and services)
Common Good Balance Sheet

INSTRUMENTS:
Social Reporting Standard
Common Good Balance Sheetl
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