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Two different planets...

Business people Software developers
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How users see the programmers s




* «...s0 you should have the picture
that helps you to understand each
other. Without this picture — all your
talks is nothing...

' * People may say the same word and
don’t understand you each other.
But when vyou brain your
understanding, map it to the formal
chart, picture, diagram, it is much
better then any talk or any text...»

T. Gavrilova
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“Business model innovation is

about new ways of creating,
delivering and capturing value.”
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Video

Maxim Arzumanyan, 3rd ISS Student school 2013



Slide from Alexander Osterwalder: Business
Models Reloaded (SKOLKOVO open lecture)

CUSTOMER SEGAMENTS
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Slide from Alexander Osterwalder: Business
Models Reloaded (SKOLKOVO open lecture)

VALUE PROPOSITIONS
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Slide from Alexander Osterwalder: Business
Models Reloaded (SKOLKOVO open lecture)

CHANNLELS
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Slide from Alexander Osterwalder: Business
Models Reloaded (SKOLKOVO open lecture)

CUSTOMMER RELATIONSHIPS
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Slide from Alexander Osterwalder: Business
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REVENUE STREAMS
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Slide from Alexander Osterwalder: Business
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KEY RESOURCES
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Slide from Alexander Osterwalder: Business
Models Reloaded (SKOLKOVO open lecture)

KEY ACTIVITIES
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Slide from Alexander Osterwalder: Business
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KLY PARTNERS
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Slide from Alexander Osterwalder: Business
Models Reloaded (SKOLKOVO open lecture)

COST STRUCTURE
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Slide from Alexander Osterwalder: Business
Models Reloaded (SKOLKOVO open lecture)
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Slide from Alexander Osterwalder: Business
Models Reloaded (SKOLKOVO open lecture)

THE BUSHUESS ANODEL CAUVAS
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Business Model Canvas is a way to
get...

mutual understanding
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Customizing Business Model for e-services

The Business Model Canvas

cquiing fom partners?
artners periormy?
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Means

integration
. Government
*  Social Net

Designed for:

Key Activities

‘Walug Proposttions requirs?

What is your key
activities? What
should you do to

xach Customer Segment?

Constant (social networks)

. [
Designed by: "

Iteration

Customer Segments

L

Who will use this?
Only end customers
(B2C), or company's

creating valus?
timpartant austomers?

Transactional

Focus on what?
attracting; keeping;
extra sales

www.businessmodelgeneration.com

Promotion / advertising
Support
Infrastructure (hosting)
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Revenue Streams
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o CurTe
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make service work? ?
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Distribution - What will be the
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things done nowledge, Availability B
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Business Model traveling map
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Bridging main actors in e-service
development

MM~
Business
people '

E-service Software

Developers
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Business Model is the passport of your idea for the business perspective
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How Design Thinking may help
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validation implementation
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Example: Skype business model

Key Partners

B we acouring fom parters?
o partners periorm?
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L

Internet q So1:tware ¢ - Sk Individual Internet
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providers P ee . ype settings users
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Cost Stmcrur e Revenue Streams

@t costs rlltln:urnu Iness model?

Software development
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Business styles suitable for e-service

{’ Multiparty (multysided) platforms (apple, goggle)

I — Free advertising

1 * Free business model

I — Freemium E-services

I — Bait & the key

\ - — Advertising _
* Long tail

* Separation
* Open business models

Maxim Arzuman yan, 3rd ISS Student school 2013



Business structure the
Model Canvas way you...

 dream... about new service/business

* think about your idea

e communicate and discuss your idea with others
* present your idea to investors

e count if it’s profitable or not

* manage and improve your service/business




Images from Alexander Osterwalder: Business
Models Reloaded (SKOLKOVO open lecture

How to structure discussions about

your idea?




Tools of Business Model
generation
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Do we need a business plan? Lets
calculate your business model!

wl ROGERS = 12:17 PM E
A B | @ Report: Detailed Example: Book Publisher ~ O 0
Costs Revenues
Sort by Cost Type Sort by Value Propositions
Fixed costs Cost bestsellers Revenue
logisthics 50.,000.00 book sales from retail slores 2 404.800.00
< Y ma
2,404,800.00
150,000.00
foreign language publishing right Revenue
Other costs Cost 9 guagep 9 r'g ..
foresgn language royaltie 35,040.00
HA 225,000.00
bestsellers 225.000.00 uargssd

Subscription books

S8
Total item Cost

Cost Cost Rem Cost Customer Market Average # Purchase Sub Totals
4 Type Item (Per Unit) Segment Share Purchase Period by Customer

Key Activities v

book chains
oo ot %

Fixed costs Customers Purchases Por Period

content selection

Other costs

editorial process

nde book stores

+ $127,560.00
MDAV



Validation



a business model might look
great on paper...

The Business Model ¢ ‘anvas
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.. but after all
it is only a...
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... a set of hypotheses
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