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MODEL AFACERI CANVAS?

C este Modelul de Afaceri Key Val C
5 O alue ustomer
Canvas: Activities Proposition Relationships

 Modelul de afaceri
canvas este un —r— :
instrument care te Key / & |
ajuta saintelegi un Partners /(? \\ ? etV 2 N\ \eSusdormmens
model de afaceri intr- =X
O maniera simpla si >
structurata. |

« Ofera o harta vizuala
CuU houa elemente
cheie care descriu
modelul de afacere.

Costs Key Revenue
Resources Channels
drawings by JAM
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MODEL DE AFACERI CANVAS - PROPUNERE DE
VALOARE

Definitie:

Factorul cheie sau avantaj competitiv care te diferentiaza
de restul. Este vorba despre rezolvarea unei probleme
sau satisfacerea unei nevoi. Aceasta valoare adaugata se
poate baza pe:

* Noutate

» Performanta
» Personalizare
* Design

+ Branding
Intrebari cheie:

» Ce avantaje oferim comparativ cu sectorul? i ‘ SR |

» Exista o propunere de valoare pentru fiecare segment
de clienti?

» Disruptiv vs aditional?



MODEL DE AFACERI CANVAS - PROPUNERE DE
VALOARE

AIRBNB BUSINESS-ViCDEL

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

4 Tailored

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

| CHANNELS @

« Digital ad campaigns
« Bbocial 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
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VENTURE




MODEL DE AFACERI CANVAS - SEGMENTE DE
CLIENT!

Definitie:
Proces care presupune impartirea pietei noastre

totale in grupuri cu caracteristici similare (tinta) pe
lbaza unor variabile precum:

« Demografie / Geografie / Profil (Traditional)

« Comportament (Venit, recurenta, ce cumparam,
urmaritori, ...)

* Nevoi, motivatie, provocari.

Intrebari cheie:

« Cine sunt? Cui il aducem valoare? B2B, B2C?
Concentrare pe recrutare ||

« Ce fac? Spune-ne ce functioneaza si ce nu
. De ce? Intelegeti “DE CE" au nevoie de noi

* E mare? |dentificati nivelul de crestere
(masurabilitate)



MODEL DE AFACERI CANVAS - SEGMENTE DE
CLIENTI

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 behaviourfand

NOW GO INNOVATE-&, GARYEOX.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
A\Hotel groups
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MODEL DE AFACERI CANVAS - CANALE

Definitie:

Definiti modul in care comunicam si livram propunerea
de valoarea catre diferitele segmente de clienti. Canalul
poate fiin principal:

» DIRECT: Ajungeti la clientul final cu propriile lor
mijloace

* INDIRECT: Prin intermediari (Angrosisti / Retailers /
Francize)

Intrebari cheie:
» Cum stabilim contact cu clientii nostri?

» Ce canale folosim pentru a face publicitate, a atrage si
a pastra?

* Prin ce canale "adaugam valoare"?

+ Web? Shop? Comercial? Dealeri? Intermediari?
Francize?

» Ce funcsioneaza mai bine? Care este mai profitabil?

« In_ce faza este adecvat un canal sau altul? Captura >
Vanzare> Post-vanzare



} MODEL DE AFACERI CANVAS - CANALE

AIRBNB BUSINESS MODEL

JOINT
VENTURE

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 &

- 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
*Wour companies

PHOTOGRAPHERS
- Freelance photographers

HOTELS
« Independent hotels
« Hotel groups




MODEL DE AFACERI CANVAS - RELATII CLIENTI

Definitie:

Descrieti tipul de relatie pe care dorim sa o avem cu
flecare segment. Putem adapta relatia in functie de
flecare segment la nivel de recrutare si mentinere
(loialitate):

* Personal (proximitate)
» Ladistanta (Auto-servire, serviciu automitizat)

Intrebari cheie:

+ Cerelatie amin prezent cu piata?

+ Cetip de relatie stabilim cu fiecare segment de grup?

* Cetip de relatie stabilim in fiecare etapa de
interactiune cu clientul?

* Cum se integreaza cu restul punctelor din modelul
de afaceri?

« Exista o strategie de loialitate?



JOINT
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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

VALUE PROPOSITIONS <

HOSTS

« Income generation

« Ease of listing

« Calendar, booking sysjem
« 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

MODEL DE AFACERI CANVAS - RELATII CLIENTI

NOW-60 INNOVATE 8, GARYFOX.CO

GUSTOMER SEGMENTS @

GUESTS
« bisiness travel guests
« lelsure travel guests

HQOSTS

« Foom unit/condo/house

yHouse owners

* Country/city/suburban/
city

EXPERIENCE PROVIDERS
« Specialists
* Tour companies

PHOTOGRAPHERS
- Freelance photographers

HOTELS
« Independent hotels
« Hotel groups




MODEL DE AFACERI CANVAS - SURSE DE VENIT

« Definitie:

Descrieti si analizati cum modelul genereaza venit, pentru
flecare din segmentele de piata. Principalele optiuni:

* Vanzare de produs
* Taxa serviciu

* Taxa de abonare

* Premium

Intrebari cheie:

» Ce optiuni de flux de venit este cel mai potrivit pentru
mine?

» Cat costa (€) sa intram pentru fiecare propunere sau {
segment?

* Venituri unice sau recurente?
« Cat sunt dispusi sa plateasca? (Diferentiere pe segment)

» Cum preferati sa platiti? Pe moment sau in X zile?



MODEL DE AFACERI CANVAS - FLUXURI DE VENIT
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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




MODEL DE AFACERI CANVAS - RESURSE CHEIE

Definitie:

Resurse care permit crearea si oferirea unei propuneri de
valoare diferentiale distingand urmatoarele tipuri:

e Fizice
e Economice
e |ntelectuale

« Umane

Intrebari cheie:

» Resursele pot fi externalizate?
« Cat costa?
» Care este durata de viata utila?
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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

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

HIOTELS
«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

MODEL DE AFACERI CANVAS - RESURSE CHEIE

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




MODEL DE AFACERI CANVAS - ACTIVITATI
CHEIE

Definittie:

Cele mai importante actiuni pentru a garanta
succesul intr-o companie;

» Design, Productie, Promovare
 Distribuire, Vanzari

* Servicii clienti

« Contabilitate, Legal

Iintrebari cheie:
« Activitatea poate fi externalizata?

» Este usor de replicat?
» Ce valoare adaugata aduce activitatea?
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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

VALUE PROPOSITIONS <

HOSTS

r Income generation

4 Ease of listing

JCalendar, booking system
J 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

MODEL DE AFACERI CANVAS - ACTIVITATI CHEIE

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




MODEL DE AFACERI CANVAS - PARTENERI
CHEIE

Definitie:

Crearea de aliante pentru a optimiza modelul
de afaceri, reducerea riscurilor sau dobandirea

de resurse;

« Aliante strategice
» Asocieri mixte
» Relatia client-furnizor

Intrebari cheie:

» Cine sunt partenerii nostri cheie?
» Cine sunt cei mai relevanti furnizori?

« Care sunt parghiile noastre de sprijin?
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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

A 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

MODEL DE AFACERI - PARTENERI CHEIE

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




MODEL DE AFACERI CANVAS - STRUCTURA
COST

Definitie:

Costs derived, mainly, both from the creation and maintenance
of relationships with clients or income generation, highlighting
the following categories:

+ Fixed
* Variable
* Scale economy

+ Field economy

Intrebari cheie:

» Cat de important este costul?
» Costul acesta adauga valoare?
» Exista un echilibru cu venitul?
* Fix sau variabil?

* Rata de ardere?



MODEL DE AFACERI CANVAS - STRUCTURA COST

JOINT
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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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