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The Business Model Canvas		
Bottom of Form
	Key Partners (7)
Who are our Key Partners? 
· ROI Institute
Who are our Key Suppliers? 
· ROI Institute
Which Key Resources are we acquiring from partners? 
· ROI Methodology
Which Key Activities do partners perform?
· ROI Institute – New direct and exploratory revenue opportunities 

	Key Activities (5)
What Key Activities do our Value Propositions require?
· Consulting
· Teaching
· Speaking
· Writing
· Research 
Our Distribution Channels?
· Looking for distribution channels to…
Customer Relationships?
· Credibility, Visibility, Results
Revenue streams?
· Workshops, consulting, books, speaking
	Value Proposition (1) [must relate to (2)]
What value do we deliver to the customer?
· Consulting

· Teaching

· Speaking

· Writing

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

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


Which customer needs are we satisfying?

[bookmark: _GoBack]
	Customer Relationships (4)
Get
· Website/Conferences/Publications/Partnerships
Keep
· Customer Service/Publications/ workforce development capabilities
Grow
· Referrals/New Partnerships/New product or services capabilities
	Customer Segments (2)
For whom are we creating value? 
· Consulting

· Teaching

· Speaking

· Writing

· Research

Who are our most important customers?
· Government Agencies (federal, state, and local)  
· Commercial Enterprises (public and private)
· Non-Profit Organizations 
· Healthcare (nurses, allied health, non-clinical staff)
· Channel Partners

	
	Key Resources (6)
What Key Resources do our Value Propositions require?
· ROI Institute, Partners 
Our Distribution Channels?
· Looking for help here per (5)
Customer Relationships?
· Based on my expertise/Product & Service Value
Revenue Streams?
· Software Sales
· Workshops/Consulting
· Books Revenue
	
	Channels (3)
Which Channels do our Customer Segments prefer? 
· Website/Conferences/Publications/Proposals
How are we reaching them now?
· Conferences/Publications/Speaking
How are our Channels integrated?
· Leverage publications to others
Which ones work best?
· Publications
Which ones are most cost-efficient?
· Publications/Website
How are we integrating them with customer routines?
· Reuse/repurpose media content
	

	Cost Structure (9)
What are the most important costs inherent in our business model?
· Marketing (web site, social media, Institute research, software)
Which Key Resources are most expensive?
· To me, there is no cost for any key resource, work out of home
Which Key Activities are most expensive?
·  Travel when expenses are not reimbursed
	Revenue Streams (8) [>(9)]
For what value are our customers really willing to pay?
· How to …
For what do they currently pay?
· They pay for… 
How are they currently paying?
· 
How would they prefer to pay?
· 
How much does each Revenue Stream contribute to overall revenues?
· 
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	Key Partners
Who are our Key Partners? 
Who are our Key Suppliers? 
Which Key Resources are we acquiring from partners? 
Which Key Activities do partners perform?
· DELETE GRAY TEXT  & WRITE HERE
	Key Activities
What Key Activities do our Value Propositions require?
Our Distribution Channels?
Customer Relationships?
Revenue streams?
· DELETE GRAY TEXT  & WRITE HERE
	Value Proposition
What value do we deliver to the customer?
Which one of our customer’s problems are we helping to solve?
What bundles of products and services are we offering to each Customer Segment?
Which customer needs are we satisfying?
· DELETE GRAY TEXT  & WRITE HERE
	Customer Relationships
What type of relationship does each of our Customer
Segments expect us to establish and maintain with them?
Which ones have we established?
How are they integrated with the rest of our business model?
How costly are they?
· DELETE GRAY TEXT  & WRITE HERE
	Customer Segments
For whom are we creating value?
Who are our most important customers?
· DELETE GRAY TEXT  & WRITE HERE

	
	Key Resources
What Key Resources do our Value Propositions require?
Our Distribution Channels? Customer Relationships?
Revenue Streams?
· DELETE GRAY TEXT  & WRITE HERE
	
	Channels
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?
How are we integrating them with customer routines?
· DELETE GRAY TEXT  & WRITE HERE
	

	Cost Structure
What are the most important costs inherent in our business model?
Which Key Resources are most expensive?
Which Key Activities are most expensive?
· DELETE GRAY TEXT & WRITE HERE
	Revenue Streams
For what value are our customers really willing to pay?
For what do they currently pay?
How are they currently paying?
How would they prefer to pay?
How much does each Revenue Stream contribute to overall revenues?
· DELETE GRAY TEXT & WRITE HERE
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