Building a New Business: Applying the Business Canvas Model

Objective: Students will apply the Business Canvas Model to a new software venture, building
on the concepts learned in the course.

Instructions:

1. Begin by distributing the filled Business Canvas Model for a hypothetical software
company (see below). Explain that this is a sample canvas that outlines the key elements
of a successful software business.

Business Model Canvas

() Airbnb

Key partners - Commercial partners Value proposition Customer segments

- Insurances Hosts:
- Rental hosts - Investors VP to guests: Guests: - Maximisers
- Superhosts - Lobbyists - Choice & variety - Traditional geo-demo - Opportunity seekers
- Experiences hosts  _ accnciates - Amenities - Highler) education Microsegments:
- Large landlords Tech partners: - Often cheaper - High(er) incame - For various purpases,

- Tourism partners ~ Inventory integration - Higher value - 30-49 year-old e.g. aptimised ranking,

- Communities - Biz travel platforms - Authentic stays - Leisure {single v family) matching, impraving VP,
- Biz travel managers  _ png many athers - Local experiences - Business {shart v long) Trends, etc
VP to hosts:

Key activities

- Minimise risks

- Deliver consistency
[guest experience)

- Remave frictions
[guest/host)

= Grow netwaork
effects

- Mare guests/hasts
- Mew offerings
= Technology

Cost structure

- Cost of revenue:
- Insurance
- Payment processing
- IT infrastructure
- General & Admin
- G&A staff, legal

Key resources

- Income generation
- Ease of getting started

Customer
relationships

Channels

- Active hosts - Goad, screened guests Sales, marketing:
- hctive guests - Management tools To hosts & guests: - Word-of-mouth
= Brand - Extensive resources - Safety/security - Digital marketing
- Data assets VP to biz travellers: - Support - Media coverage
[listings/user data) - Amenities - Is5ues managem. - Discounts, promo
- Mlgorithms - Home feeling To communities: - Associates
= Tech platform VP to all: - Good neighbour - Referrals
- Skilled staff - Risk minimisation - Good citizen Transactions:
- Playbooks - Ease of transactions To all: - App, website
- Arguisitions - Responsible hosting - Host/guest
- Research & development Revenues Pricing
- Technology platform - Commissions on - Rental guests: up to 19.2%
- New offerings transaction value {incl on - Rental hosts: 3%
*- Sales & marketing service fees) - Event hosts: 20%
- 'E'_Jﬁtbl‘ﬂEf acquisition, - Llrhan_."suburbanfrural - Event guests: 0%
discaunts, promaos, {rural highest)
referrals, associates, etc -01°19:51.1b - Hotels: 14-16%

- Host cost base important



2. Divide the class into groups of 3-4 students. Each group will create a new Business Canvas
Model for a software venture of their choice. Encourage students to choose a software
solution that solves a real-world problem and has the potential to be commercially viable.

3. Each group with a soft/digital copy of a blank Business Canvas Model template. Instruct
them to brainstorm and fill in the canvas for their chosen software venture, using the
sample canvas as a reference.

4. As students work on their canvases, encourage them to consider the following aspects:

a. Value Proposition: What problem does the software solve, and how does it create

value for customers?

b. Customer Segments: Who are the target customers, and what are their needs,

preferences, and pain points?

c. Channels: How will the software be distributed and marketed to reach the target

customers?

d. Customer Relationships: What kind of relationship will the software company have

with its customers?
e. Revenue Streams: How will the software company generate revenue?

f. Key Resources: What resources (e.g., personnel, technology, infrastructure) will the

software company need to create and deliver the software?

g. Key Activities: What activities (e.g., development, marketing, sales) will the software

company need to perform to create and deliver the software?

h. Key Partnerships: What partnerships (e.g., with suppliers, distributors, complementary

service providers) will the software company need to establish?

i. Cost Structure: What are the estimated costs for developing, marketing, and delivering

the software?



5. Once each group has completed their Business Canvas Model, ask them to present it to
the class. Encourage feedback and questions from their peers, and provide guidance and
feedback as needed.

6. Finally, have each group reflect on their experience creating the Business Canvas Model.
Ask them to consider what they learned, what challenges they faced, and how they

might apply the Business Canvas Model to future software ventures.

Assessment:

e Group presentation and participation (40%)
e Completeness and clarity of the Business Canvas Model (30%)
e Originality and creativity of the software venture (30%)



