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BUSINESS MODEL CANVAS?

Cosa e il Business Model Canvas?

Key
. Activities
e E uno strumento
eccezionale in grado
di aiutarti a
comprendere un
modello
imprenditoriale in
modo semplice e
strutturato.

 Sfrutta il linguaggio
visuale per
rappresentare i 9
elementi che
costituiscono un
modello
imprenditoriale.

JOINT
VENTURE

Resources

Key / AT
Partners /Q:? \\ ? i~ p

Value Customer
Proposition Relationships

' = § \Customers

Revenue
Channels

drawings by JAM




Business Model Canvas - La proposta di valore

Definizione:

Fattore chiave o vantaggio competitivo che ti
permette di distinguerti dalla concorrenza. Riguarda
la risoluzione di un problema o la soddisfazione di un
bisogno. Tale valore aggiunto puo basarsi su:

Novita
Performance
Personalizzazione
Design

Brand

Domande chiave:

Quali vantaggi offri rispetto agli altri nel settore?

Esiste una proposta di valore per ciascun segmento di
clientela?

Dirompente o aggiuntiva?




BUSINESS MODEL CANVAS - Proposta di valore
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AIRBNB BUSINESS-ViOCDEL

KEY PARTNERS T

« Hosts
» Hotels
« Experience providers
« Corporate travel partners
« Travel managers
« Investors/
Venture Capitalists
« Lobbyists
« Photographers
« Maps
«» Cloud hosting - AWS

COST STRUCTURE &

« Cost of acquisition

« Weighted average cost of
capital

« R&D platform

« Payment processing

KEY ACTIVITIES OF

« Platform and technology
development

- Sales and marketing

« Maintaining trust and
brand reputation

« Customer service/
experiences

» Partner management

KEY RESOURCES ##

« Airbn platform and mdbile
app

« Platform architecture

- Patents

« Brand

« Employees

» Payroll/contractors
« Infrastructure

« Legal/insurance

» Lobbying/PR

« Customer support

VALUE PROPOSITIONS <

HOSTS

« Income generation

- Ease of listing

« Calendar, booking system
« Access to photographers

« Self-service
« Own the relationship

A Tailored

tisks
GUESTS
« Low cost accoimodation
« Variety of choices/
locations
« Variety of prices/budgets
« Unique options

| CHANNELS @

« Digital ad campaigns
« Bocial media
«/Word of mouth

PR - media coverage
« App store

HOTELS
« Access to guests
» Booking system

EXPERIENCE PROVIDERS
« Income from guests
\Platform/system

BEVENUE STREAMS i

- Service fee per transaction

- Hosts commission charge

» Hotel commission charge

« Experience commission charge

CUSTOMER RELATIONSHIPS C

» Trust through verification

«WManage bad behaviour and

NOW GO INNOVATE 8, GARYFOX.CO

CUSTOMER SEGMENTS &

GUESTS
« business travel guests
« leisure travel guests

HOSTS

« Room unit/condo/house

« House owners

* Country/city/suburban/
city

EXPERIENCE PROVIDERS
« Specialists
* Tour companies

PHOTOGRAPHERS
- Freelance photographers

HOTELS
« Independent hotels
« Hotel groups




BUSINESS MODEL CANVAS - SEGMENT!I DI
CLIENTELA

Definizione:

* Il processo che prevede la divisione del mercato in
diversi segmenti in base a delle caratteristiche comuni
secondo variabili di natura:

» Demografica/ Geografica / Psicologica

+ Comportamentale (reddito, cosa acquistano,
» cosa le/li interessa, ecc.)

» Bisogni, motivazioni, difficolta.

Domande chiave:

« Chisono? Per chi crei valore¢ B2B, B2C?
Concentrati sull’acquisizione

+ Cosa fanno? Spiega cosa funziona e cosa no

« Perché?¢ COncentrati sul motivo che li spinge ad
avere bisogno dite

- Eun gruppo ampio? Individua il potenziale di
crescita (scalabllita)



BUSINESS MODEL CANVAS - SEGMENTI DI CLIENTELA

AIRBNB BUSINESS MODEL
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KEY PARTNERS T

« Hosts
» Hotels
« Experience providers
« Corporate travel partners
« Travel managers
« Investors/
Venture Capitalists
« Lobbyists
« Photographers
« Maps
«» Cloud hosting - AWS

COST STRUCTURE &

« Cost of acquisition

« Weighted average cost of
capital

« R&D platform

« Payment processing

KEY ACTIVITIES OF

« Platform and technology
development

- Sales and marketing

« Maintaining trust and
brand reputation

« Customer service/
experiences

» Partner management

KEY RESOURCES ##

« Airbn platform and mobile
app

« Platform architecture

- Patents

« Brand

« Employees

» Payroll/contractors
« Infrastructure

« Legal/insurance

» Lobbying/PR

« Customer support

VALUE PROPOSITIONS <

HOSTS

« Income generation

- Ease of listing

« Calendar, booking system
« Access to photographers

« Self-service
« Own the relationship

« Tailored

risks
GUESTS
« Low cost accoimodation
« Variety of choices/
locations
« Variety of prices/budgets
« Unique options

| CHANNELS ©

« Digital ad campaigns
« Social media

« Word of mouth

« PR - media coverage
« App store

HOTELS
« Access to guests
» Booking system

EXPERIENCE PROVIDERS
« Income from guests
« Platform/system

REVENUE STREAMS i

- Service fee per transaction

- Hosts commission charge

» Hotel commission charge

« Experience commission charge

CUSTOMER RELATIONSHIPS C

« Trust through verificatioy

» Manage bad behaviourfand
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CUSTOMER SEGMENTS &

GUESTS
« business travel guests
« leisure travel guests

HOSTS

« Room unit/condo/house

« House owners

* Country/city/suburban/
city

EXPERIENCE PROVIDERS
« Specialists
* Tour companies

PHOTOGRAPHERS
- Freelance photographers

HOTELS
« Independent hotels
A\Hotel groups




BUSINESS MODEL CANVAS - CANALI

Definizione:

Definiscono il modo in cui si comunica e offre una
proposta di valore ai diversi segmenti di clientela. |l
canale essenzialmente puo essere:

DIRETTO: raggiunge con i propri mezzi il cliente finale

INDIRETTO: implica I'intervento di intermediari
(grossisti/

rivenditori/ contratti di franchising)

Domande chiave:

Come stabilisci il contatto con la o il cliente?
Quali canali usi per pubblicizzare, attirare e
mantenere la clientela?

Attraverso quali canali offri “valore”?

Slto Internete Negozio? Rivenditore? Intermediario?
Contratti di franchisinge

Quale risulta essere piu efficace e proficuo?

In quali fasi un canale € piu appropriato rispetto a un
altroe Acquisizione > vendita > Post-vendita

e




BUSINESS MODEL CANVAS - CANALI
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AIRBNB BUSINESS MODEL

KEY PARTNERS T

« Hosts
» Hotels
« Experience providers
« Corporate travel partners
« Travel managers
« Investors/
Venture Capitalists
« Lobbyists
« Photographers
« Maps
«» Cloud hosting - AWS

COST STRUCTURE &

« Cost of acquisition

« Weighted average cost of
capital

« R&D platform

« Payment processing

KEY ACTIVITIES OF

« Platform and technology
development

- Sales and marketing

« Maintaining trust and
brand reputation

« Customer service/
experiences

» Partner management

KEY RESOURCES ##

« Airbn platform and mobile
app

« Platform architecture

- Patents

« Brand

« Employees

» Payroll/contractors
« Infrastructure

« Legal/insurance

» Lobbying/PR

« Customer support

VALUE PROPOSITIONS <

HOSTS

« Income generation

- Ease of listing

« Calendar, booking system
« Access to photographers

« Self-service
« Own the relationship

« Tailored

risks
GUESTS
« Low cost accoimodation
« Variety of choices/
locations
« Variety of prices/budgetf
« Unique options

| CHANNELS ©

« Digital ad campaigns
« Social media

« Word of mouth

« PR - media coverage
« App store

HOTELS
« Access to guests
» Booking system

EXPERIENCE PROVIDERS
« Income from guests
« Platform/system

REVENUE STREAMS i

- Service fee per transaction

- Hosts commission charge

» Hotel commission charge

« Experience commission charge

CUSTOMER RELATIONSHIPS C

« Trust through verification

» Manage bad behaviour and

NOW GO INNOVATE 8, GARYFOX.CO

CUSTOMER SEGMENTS &

GUESTS
« business travel guests
« leisure travel guests

HOSTS

« Room unit/condo/house

« House owners

* Country/city/suburban/
city

EXPERIENCE PROVIDERS
Specialists
*Vour companies

PHOTOGRAPHERS
- Freelance photographers

HOTELS
« Independent hotels
« Hotel groups




BUSINESS MODEL CANVAS - RELAZIONI CON LA
CLIENTELA

Definizione:

» Descrive il tipo di relazione che intendi stabilire con
ciascun segmento. E possibile adattare la relazione in
base a ciascun segmento in funzione del livello di
acquisizione e fidelizzazione:

* Relazione personale
» Relazione indiretta (Self-service, servizi automatici)

Domande chiave:

+ Che genere dirapporto hai attualmente con il
mercatoe¢

» Che tipo direlazioni stabilisci con ciascun
segmento di clientela?

« Che genere direlazione instauri in ciascuna fase di
interazione con la o il cliente?

« Come siintegrano con gli altri punti del modello
iImprenditorialee

Possiedi una strategia di fidelizzazione?¢




BUSINESS MODEL CANVAS - RELAZIONI CON LA CLIENTELA
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AIRBNB BUSINESS MODEL

KEY PARTNERS T

« Hosts
» Hotels
« Experience providers
« Corporate travel partners
« Travel managers
« Investors/
Venture Capitalists
« Lobbyists
« Photographers
« Maps
«» Cloud hosting - AWS

COST STRUCTURE &

« Cost of acquisition

« Weighted average cost of
capital

« R&D platform

« Payment processing

KEY ACTIVITIES OF

« Platform and technology
development

- Sales and marketing

« Maintaining trust and
brand reputation

« Customer service/
experiences

» Partner management

KEY RESOURCES ##

« Airbn platform and mobile
app

« Platform architecture

- Patents

« Brand

« Employees

» Payroll/contractors
« Infrastructure

« Legal/insurance

» Lobbying/PR

« Customer support

VALUE PROPOSITIONS <

HOSTS

« Income generation

- Ease of listing

« Calendar, booking sysiem
« Access to photographdrs

« Self-service
« Own the relationship

« Tailored

risks
GUESTS
« Low cost accoimodation
« Variety of choices/
locations
« Variety of prices/budgets
« Unique options

| CHANNELS ™

« Digital ad campaigns
« Social media

« Word of mouth

« PR - media coverage
« App store

HOTELS
« Access to guests
» Booking system

EXPERIENCE PROVIDERS
« Income from guests
« Platform/system

REVENUE STREAMS i

- Service fee per transaction

- Hosts commission charge

» Hotel commission charge

« Experience commission charge

CUSTOMER RELATIONSHIPS C

« Trust through verification

» Manage bad behaviour and
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GUSTOMER SEGMENTS &

GUESTS
« bisiness travel guests
« leisure travel guests

HOSTS

« Foom unit/condo/house

yHouse owners

* Country/city/suburban/
city

EXPERIENCE PROVIDERS
« Specialists
* Tour companies

PHOTOGRAPHERS
- Freelance photographers

HOTELS
« Independent hotels
« Hotel groups




BUSINESS MODEL CANVAS - FLUSSI DI RICAVI

Definizione:

« Descrive e analizza il modo in cui il modello genera
ricavi per ciascuno dei segmenti di mercato. Le
principali opzioni comprendono:

* Vendita dei prodotti
« Servizi a pagamento
* Quota di iscrizione

* Modello Freemium
Domande chiave:

« Qual € I'opzione migliore per te?

!

« Quanto guadagni in relazione a ciascuna proposta o -
segmentoe

« One-off or recurring income?

« Quanto sono disposti a pagare? (Differenzia in base al
segmento)

- Come preferisci che avvenga il pagamento? E
immediato o scatta dopo un certo numero di giorni?



BUSINESS MODEL CANVAS - FLUSSI DI RICAVI
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AIRBNB BUSINESS MODEL

KEY PARTNERS T

« Hosts
» Hotels
« Experience providers
« Corporate travel partners
« Travel managers
« Investors/
Venture Capitalists
« Lobbyists
« Photographers
« Maps
«» Cloud hosting - AWS

COST STRUCTURE &

« Cost of acquisition

« Weighted average cost of
capital

« R&D platform

« Payment processing

KEY ACTIVITIES OF

« Platform and technology
development

- Sales and marketing

« Maintaining trust and
brand reputation

« Customer service/
experiences

» Partner management

KEY RESOURCES ##

« Airbn platform and mobile
app

« Platform architecture

- Patents

« Brand

« Employees

» Payroll/contractors
« Infrastructure

« Legal/insurance

» Lobbying/PR

« Customer support

VALUE PROPOSITIONS <

HOSTS

« Income generation

- Ease of listing

« Calendar, booking system
« Access to photographers

« Self-service
« Own the relationship

« Tailored

risks
GUESTS
« Low cost accoimodation
« Variety of choices/
locations
« Variety of prices/budgets
« Unique options

| CHANNELS ©

« Digital ad campaigns
« Social media

« Word of mouth

« PR - media coverage
« App store

HOTELS
« Access to guests
» Booking system

EXPERIENCE PROVIDERS
« Income from guests
« Platform/system

REVENUE STREAMS i

- Service fee per transaction

- Hosts commission charge

» Hotel commission charge

« Experience commission charge

CUSTOMER RELATIONSHIPS C

« Trust through verification

» Manage bad behaviour and

NOW GO INNOVATE 8, GARYFOX.CO

CUSTOMER SEGMENTS &

GUESTS
« business travel guests
« leisure travel guests

HOSTS

« Room unit/condo/house

« House owners

* Country/city/suburban/
city

EXPERIENCE PROVIDERS
« Specialists
* Tour companies

PHOTOGRAPHERS
- Freelance photographers

HOTELS
« Independent hotels
« Hotel groups




BUSINESS MODEL CANVAS - RISORSE CHIAVE

Definizione:

» Risorse che permettono di creare e offrire una proposta
di valore differenziata e che si distinguono in:

* Risorse fisiche

» Risorse economiche
* Risorse intellettuali
* Risorse umane

Domande chiave:

* Le risorse possono essere esternalizzatee
« Quanto costano?

« Qual e piu utile?
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KEY PARTNERS T

« Hosts
» Hotels
« Experience providers
« Corporate travel partners
« Travel managers
« Investors/
Venture Capitalists
« Lobbyists
« Photographers
« Maps
«» Cloud hosting - AWS

COST STRUCTURE &

« Cost of acquisition

« Weighted average cost of
capital

« R&D platform

« Payment processing

AIRBNB BUSINESS MODEL

KEY ACTIVITIES OF

« Platform and technology
development

- Sales and marketing

« Maintaining trust and
brand reputation

« Customer service/
experiences

« Partner management

KEY RESOURCES ##

« Airbn platform and mobile
app

« Platform architecture

- Patents

« Brand

« Employees

» Payroll/contractors
« Infrastructure

« Legal/insurance

» Lobbying/PR

« Customer support

BUSINESS MODEL CANVAS - RISORSE CHIAVE

VALUE PROPOSITIONS <

HOSTS

« Income generation

- Ease of listing

« Calendar, booking system
« Access to photographers

« Self-service
« Own the relationship

« Tailored

risks
GUESTS
« Low cost accoimodation
« Variety of choices/
locations
« Variety of prices/budgets
« Unique options

| CHANNELS ©

« Digital ad campaigns
« Social media

« Word of mouth

« PR - media coverage
« App store

HOTELS
«JAccess to guests
+Booking system

EXPERIENCE PROVIDERS
« Income from guests
« Platform/system

REVENUE STREAMS i

- Service fee per transaction

- Hosts commission charge

» Hotel commission charge

« Experience commission charge

CUSTOMER RELATIONSHIPS C

« Trust through verification

» Manage bad behaviour and

NOW GO INNOVATE 8, GARYFOX.CO

CUSTOMER SEGMENTS &

GUESTS
« business travel guests
« leisure travel guests

HOSTS

« Room unit/condo/house

« House owners

* Country/city/suburban/
city

EXPERIENCE PROVIDERS
« Specialists
* Tour companies

PHOTOGRAPHERS
- Freelance photographers

HOTELS
« Independent hotels
« Hotel groups




BUSINESS MODEL CANVAS - ATTIVITa CHIAVE

Definizione:

Le azioni piu importanti che garantiscono il
successo di un’azienda:

* Progettazione, produzione e promozione
 Distribuzione e vendita

» Assistenza alla o al cliente

« Contabilita e attivita di natura legale

Domande chiave:
« L'attivitd puo essere esternalizzata?
« PuoO essere svolta faciimente®?

* Quale valore aggiunto € in grado di
offriree
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KEY PARTNERS T

« Hosts
» Hotels
« Experience providers
« Corporate travel partriers
« Travel managers
« Investors/
Venture Capitalists
« Lobbyists
« Photographers
« Maps
«» Cloud hosting - AWS

COST STRUCTURE &

« Cost of acquisition

« Weighted average cost of
capital

« R&D platform

« Payment processing

AIRBNB BUSINESS MODEL

KEY ACTIVITIES OF

« Platform and technology
development

- Sales and marketing

« Maintaining trust and
brand reputation

« Customer service/
experiences

» Partner management

KEY RESOURCTES =#

« Airbn platform and mobile
app

« Platform architecture

- Patents

« Brand

« Employees

» Payroll/contractors
« Infrastructure

« Legal/insurance

» Lobbying/PR

« Customer support

BUSINESS MODEL CANVAS - ATTIVITa CHIAVE

VALUE PROPOSITIONS <

HOSTS

r Income generation

4 Ease of listing

J4Calendar, booking system
4 Access to photographers

« Self-service
« Own the relationship

« Tailored

risks
GUESTS
« Low cost accoimodation
« Variety of choices/
locations
« Variety of prices/budgets
« Unique options

| CHANNELS ©

« Digital ad campaigns
« Social media

« Word of mouth

« PR - media coverage
« App store

HOTELS
« Access to guests
» Booking system

EXPERIENCE PROVIDERS
« Income from guests
« Platform/system

REVENUE STREAMS i

- Service fee per transaction

- Hosts commission charge

» Hotel commission charge

« Experience commission charge

CUSTOMER RELATIONSHIPS C

« Trust through verification

» Manage bad behaviour and

NOW GO INNOVATE 8, GARYFOX.CO

CUSTOMER SEGMENTS &

GUESTS
« business travel guests
« leisure travel guests

HOSTS

« Room unit/condo/house

« House owners

* Country/city/suburban/
city

EXPERIENCE PROVIDERS
« Specialists
* Tour companies

PHOTOGRAPHERS
- Freelance photographers

HOTELS
« Independent hotels
« Hotel groups




BUSINESS MODEL CANVAS - PARTNER CHIAVE

Definizione:

Creazione di collaborazioni volte a ottimizzare
il modello imprenditoriale, ridurre i rischi o
acquisire risorse:

 Collaborazioni strategiche
« Joint venture
» Rapporto cliente-fornitore

Domande chiave:

« Chisono le oi partner strateqici?
« Chisono i fornitori piu importanti?
* Quali sono le leve di supporto?¢



BUSINESS MODEL CANVAS - PARTNER CHIAVE
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KEY PARTNERS T

« Hosts
» Hotels
« Experience providers
« Corporate travel partners
« Travel managers
« Investors/
Venture Capitalists
« Lobbyists
« Photographers
« Maps
«» Cloud hosting - AWS

COST STRUCTURE &

« Cost of acquisition

« Weighted average cost of
capital

« R&D platform

« Payment processing

AIRBNB BUSINESS MODEL

KEY ACTIVITIES OF

« Platform and technology
development

- Sales and marketing

4 Maintaining trust and
brand reputation

« Customer service/
experiences

«Partner management

KEY RESOURCES ##

« Airbn platform and mobile
app

« Platform architecture

- Patents

« Brand

« Employees

» Payroll/contractors
« Infrastructure

« Legal/insurance

» Lobbying/PR

« Customer support

VALUE PROPOSITIONS <

HOSTS

« Income generation

- Ease of listing

« Calendar, booking system
« Access to photographers

« Self-service
« Own the relationship

« Tailored

risks
GUESTS
« Low cost accoimodation
« Variety of choices/
locations
« Variety of prices/budgets
« Unique options

| CHANNELS ©

« Digital ad campaigns
« Social media

« Word of mouth

« PR - media coverage
« App store

HOTELS
« Access to guests
» Booking system

EXPERIENCE PROVIDERS
« Income from guests
« Platform/system

REVENUE STREAMS i

- Service fee per transaction

- Hosts commission charge

» Hotel commission charge

« Experience commission charge

CUSTOMER RELATIONSHIPS C

« Trust through verification

» Manage bad behaviour and

NOW GO INNOVATE 8, GARYFOX.CO

CUSTOMER SEGMENTS &

GUESTS
« business travel guests
« leisure travel guests

HOSTS

« Room unit/condo/house

« House owners

* Country/city/suburban/
city

EXPERIENCE PROVIDERS
« Specialists
* Tour companies

PHOTOGRAPHERS
- Freelance photographers

HOTELS
« Independent hotels
« Hotel groups




BUSINESS MODEL CANVAS - STRUTTURA DEI COSTI

Definizione:

Costi derivanti principalmente dalla creazione e dal
mantenimento di rapporti con la clientela o dalla generazione
di profitto, divisi nelle seguenti categorie:

. L | 0
* Fissi Jit )
’." P, .; v ;;u- s S 7( ' l_v
« Variabili iy | —f | P2 -
I 1 / I'l' ' \‘ ' fp—,l-: ‘
« Economie di scala }- 2 / } / ¢ /)
C 3R, - 4 \/ A\
« Economie di scopo / N _ ,'Y._

« Quanto e importante il singolo costo?
« Offre un valore aggiunto?

Domande chiave: \ f ." \/

« Vi e unrapporto equilibrato fra costi e ricavie
« Sono costi fissi o variabilie
* Qual ¢ il burnrate?



BUSINESS MODEL CANVAS - STRUTTURA DEI COSTI
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AIRBNB BUSINESS MODEL

KEY PARTNERS T

« Hosts
» Hotels
« Experience providers
« Corporate travel partners
« Travel managers
« Investors/
Venture Capitalists
« Lobbyists
« Photographers
« Maps
«» Cloud hosting - AWS

COST STRUCTURE &

« Cost of acquisition

« Weighted average cost of
capital

« R&D platform

« Payment processing

KEY ACTIVITIES OF

« Platform and technology
development

- Sales and marketing

« Maintaining trust and
brand reputation

« Customer service/
experiences

» Partner management

KEY RESOURCES ##

« Airbn platform and mobile
app

« Platform architecture

- Patents

« Brand

« Employees

» Payroll/contractors
« Infrastructure

« Legal/insurance

» Lobbying/PR

« Customer support

VALUE PROPOSITIONS <

HOSTS

« Income generation

- Ease of listing

« Calendar, booking system
« Access to photographers

« Self-service
« Own the relationship

« Tailored

risks
GUESTS
« Low cost accoimodation
« Variety of choices/
locations
« Variety of prices/budgets
« Unique options

| CHANNELS ©

« Digital ad campaigns
« Social media

« Word of mouth

« PR - media coverage
« App store

HOTELS
« Access to guests
» Booking system

EXPERIENCE PROVIDERS
« Income from guests
« Platform/system

REVENUE STREAMS i

- Service fee per transaction

- Hosts commission charge

» Hotel commission charge

« Experience commission charge

CUSTOMER RELATIONSHIPS C

« Trust through verification

» Manage bad behaviour and

NOW GO INNOVATE 8, GARYFOX.CO

CUSTOMER SEGMENTS &

GUESTS
« business travel guests
« leisure travel guests

HOSTS

« Room unit/condo/house

« House owners

* Country/city/suburban/
city

EXPERIENCE PROVIDERS
« Specialists
* Tour companies

PHOTOGRAPHERS
- Freelance photographers

HOTELS
« Independent hotels
« Hotel groups
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