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Co je to inovace?

Na cem je zalozena?

ProC jsou zejména startupy inovativnie
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Lean Canvas

Podnikatelsky plan na jedné strané papiru
Online kurz zdarma na www .leancanvas.cz
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The Business Model Canvas
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Key Partners

Wha are our Key Fartners?
Wha are our key suppliers?

Which Kev Resources are we acauairing fram partners?
Wwhich Key Activities do partners perform?

MOTIWATIONS FOR PARTMERSHIPS
Optimization and eronory

Raduction of fsk snd uncertaloty

Acquisition of particular vescurees nd actiitics

é

Key Activities

What Key Actiuities do our Value Propositions require?
Our Distribution Channels?

Customer Relationships?

Revenue streams?

Proiem Soling
izrfarmienwork

% | value Propositions

What value do we deliver fo the custamer?
which one of our customer's problems are we:

helping to solve?

CHARAGTERISTICS.
nawnes
2 e
Customization
“Geiiig the da Dane"

Accessibilty
Canvenience sabilty

Key Resources

Whal Key Resaurces da our Value Propositions require?
Our Bistribution Channels? Customer Relationships?
Revenue Streams?

TYpes oF REsouRcEs.

Fpsical

Inteectual G patents, copprights. daia)

THuman

Fimancial

e

what burdles of products and serv
affering to each Customer Segment:
Which customer neecs are we satsfying?

Customer Relationships

What type of relatianship does each of our
Gustomer Segments expect us to establish
and maintain with them?

ces are we Which ones have we established?
>

How are they integrated with the rest of cur
business model?
How costly are they?

o eration

Channels

Thraugh which Channels do our Customer Segments
want to

How are we reaching them now?
How are our Channels integrated?

Which anes work best?

Which ones are mest cost-efficient?

How are we integrating therm with customer routines?
cHanNL PHASES

24
oW 00 We rAISe AWATENESE ABGUT QU COMIEANY's DTS AN ServIces?
Evauation

itvery
oW tio we daiiver 2 Vals PrABoSion 0 custamers?
5 Arter saies

How 0 e ProvidE HOSI-PUTENESE CUSKOMEr SUOPSID

Customer Segments ~ _JQ

For whom ars we creating value?
Who are aur mast im pertant custamers?

nass Market
A packer

Segmenied

versiien
ol Platfacn

Cost Structure

WhICh Key RESDURCES aré: MOSE EXPENSvE?
Which Key Aclivilies are most axpensive?

15 YOUR BUSINESS MORE
cost

what are the most important costs inherent in our business mode!?

samee cuanRcTERISTICS
Fed Costs (e, rents, uiiilies)

g of scabe
Econamies of scope

)

Revenue Streams

For what value are ur customers really willing ta pay?

For what do- they currently pay?

How are they currently paying?

Haw wauld they prefer to pay?

Haw much does each Revenue Stream contribute to overall revenues?
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https://youtu.be/F-5lyi2A1MU
hitps://youtu.be/- MH8TENpwcC

EXPERIMENTAL BOARD



https://youtu.be/F-5Iyj9A1MU
https://youtu.be/F-5Iyj9A1MU
https://youtu.be/F-5Iyj9A1MU
https://youtu.be/F-5Iyj9A1MU
https://youtu.be/-_MH8TENpwc
https://youtu.be/-_MH8TENpwc
https://youtu.be/-_MH8TENpwc
https://youtu.be/-_MH8TENpwc

https://youtu.be/dIUP3yrvorQ
https://www.youtube.com/channel/UCazGeTLAIWU6iz60ESIW VvV
W

CASE STUDY



https://youtu.be/dlUP3yrv9rQ
https://youtu.be/dlUP3yrv9rQ
https://www.youtube.com/channel/UCazGeTLAlWu6iz60E89WVvw
https://www.youtube.com/channel/UCazGeTLAlWu6iz60E89WVvw
https://www.youtube.com/channel/UCazGeTLAlWu6iz60E89WVvw

