
Which value are the customers willing to pay for? What are 
they paying for at the moment? How are they paying? How 
would they prefer to pay? How much does each revenue 
stream contribute to the total income?

Different types of income:
 | Sale of assets
 | User fees
 | Subscriptions and membership 

fees
 | Lending/renting/leasing
 | Licensing
 | Brokerage fees
 | Advertising revenue
 | Fixed prices

 | Catalogue price
 | Product functions
 | Customer segment
 | Volume
 | Dynamic prices
 | Negotiation (haggling)
 | Flexible pricing
 | Real-time market
 | Auctions

What are the most important costs associated with our 
business model? Which key resources are the most 
expensive? Which key activities are the most expensive?

Different types of business models:
 | Cost-driven (leanest cost structure, low price value proposition, 

maximum automation, extensive outsourcing)
 | Value-driven (focused on value creation, premium value proposition)

Characteristics:
 | Fixed costs (wages and salaries, rents and leases, equipment)
 | Variable costs
 | Economies of scale
 | Coproduction benefits

Who are our key partners? Who are our key 
suppliers? What key resources do we acquire 
from our partners? What key activities do our 
partners carry out?

Motivation for partnerships:
 | Optimisation and economies of scale
 | Reduced risk and insecurity
 | Acquisition of certain resources and activities

Which key activities does our value proposition 
require? Our distribution channels? Revenue 
streams?

Categories:
 | Production
 | Problem resolution
 | Platforms/networks

Which key resources does our value proposition 
require? Our distribution channels? Customer 
relationships? Revenue streams?

Different types of resources:
 | Physical
 | Intellectual
 | Human
 | Financial

For whom do we create value? Who are our most 
important customers?

Examples: 
 | Mass market
 | Niche market
 | Segmented market
 | Diversified market
 | Multi-sided platform

What type of relationships does each of our 
customer segments expect that we will establish 
and maintain with them? Which ones have we 
established? How cost-demanding are they? 
How are they integrated with the rest of our 
business model?

Examples:
 | Personal help
 | Exclusive personal help
 | Self-service
 | Automated services
 | Online forums
 | Co-creation

Through which channels do the customer segments 
wish to be reached? How do we reach them at the 
moment? How are our channels integrated? Which ones 
work best? Which ones are most cost-effective? How 
do we integrate them with our customer procedures?

Channel phases:
1. Awareness: How can we increase the level of awareness about  

our company’s products and services?
2. Evaluation: How can we help the customer to evaluate our 

organisation’s value proposition?
3. Purchase: How do we make it possible for the customer to 

purchase specific products and services?
4. Delivery: How do we deliver a value proposition to the 

customer?
5. After-sales service: How do we provide the customer with 

support?

What value do we deliver to the customer? 
Which customer problems do we help to resolve? 
Which customer needs do we meet? Which 
combinations of products and services do we 
offer to each customer segment?

Examples: 
 | Innovation
 | Functionality
 | Customisation
 | Resolving a customer problem 
 | Design
 | Trademark/status
 | Price
 | Cost reduction
 | Risk reduction
 | Availability
 | Convenience/ usefulness
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How can we minimise sustainability costs with our business 
model? Make sure we do not cause any damage! Feel free to 
use the UN Global Goals as a check list.

UN Global Goals:
1. No poverty
2. Zero hunger
3. Good health and well-being
4. Quality education
5. Gender equality
6. Clean water and sanitation
7. Affordable and clean energy
8. Decent work and economic 

growth
9. Industry, innovation and 

infrastructure

10. Reduced inequalities
11. Sustainable cities and 

communities
12. Responsible consumption and 

production
13. Climate action
14. Life below water
15. Life on land
16. Peace, justice and strong 

institutions
17. Partnerships for the goals

How can we create sustainable revenues with our business 
model? Feel free to use the UN Global Goals as an inspiration: 
which of them do we contribute to?

UN Global Goals:
1. No poverty
2. Zero hunger
3. Good health and well-being
4. Quality education
5. Gender equality
6. Clean water and sanitation
7. Affordable and clean energy
8. Decent work and economic 

growth
9. Industry, innovation and 

infrastructure

10. Reduced inequalities
11. Sustainable cities and 

communities
12. Responsible consumption and 

production
13. Climate action
14. Life below water
15. Life on land
16. Peace, justice and strong 

institutions
17. Partnerships for the goals


