
MART330: 
Business Models

Tony Garry
11th September



Agenda

• What Business Models are

• The Canvass Business Model

• Components of the Canvass 
Business Model

• Questions



Business Model

A plan for the successful operation of a 
business, identifying sources of 

revenue, the intended customer base, 
products, and details of financing.

Value proposition 

and 

Sustainable competitive advantage



The Business Model Canvas

a strategic management and lean 
startup template for developing 
new or documenting 
existing business models.

It is a visual chart with elements 
describing a firm's or product's 
value proposition, infrastructure, 
customers, and finances.



Template for a Business Model



Customer Segments



12-7

Geo-demographic lifestyle analysis?



Determinants of Lifestyle



SocialisersSocialisersSocialisersSocialisers

• Characterised by recreational in 
terms of ‘small talk’ with others, 
but the users’ participation level 
is high. They score high on 
‘writing messages’, ‘posting 
photos’ ‘contacting others’, and 
‘looking for a new friend’



ActivistsActivistsActivistsActivists

• Engaged in almost all kinds of 
participation activities within the 
community, which includes 
being a member and publishing 
and sharing relevant content and 
picture



Technophobe

a person who fears, dislikes, or 
avoids new technology.



Tech-Savvy

well informed about or proficient 
in the use of modern technology, 
especially computers.



Target Profiles





What Kind of Exchange?  

Arm’s-length

Relational



Digital Considerations 

Objectives

Communal and social engagement 

versus

Instrumental (information sharing)



Digital Considerations 

The nature of the ‘scapes’

Rich, vivid sensory platforms

versus

Text heavy information bases 
platforms



Digital Considerations 

Extent of Overt 
Commerciality

Facebook  

versus

Online brand communities 

versus

e-commerce sites



Digital Considerations 

Extent of C2C Engagement

Low C2C Engagement

Versus

High C2C Engagement



Bringing it Together (Brandtzaeg, 2011)





Channels

• Bricks?

• Pak n Sav

• Brick and Clicks?

• Apple (brick & mortar & glass)

• Clicks?

• Social Media platforms

• Internet based Retailer?

• Amazon



Channels







Building Blocks of Value Propositions

Value 

Proposition

Core

Benefits

Service

Benefits

Social

Benefits

Economic

Benefits

• Cost and Efficiency

• Value and Quality









Key Activities

• Customer Support

• Supply chain management

• Content creation

• Games development

• CRM

• Production





Key Resources

• Skills and competencies

• Experience

• Intellectual Property

• Technical and digital assets





Key Partners

• Suppliers

• Distributors

• Retailers





Revenue Models

Clicks, clicks 

& bricks and bricks

And mortar retailers



Online Revenue Models

• Subscription to access content

• Pay per view (access to 
particular documents)



Online Revenue Models

• Revenue from CPM advertising

• Banner ads

• Skyscrapers

• Rich media etc. 

• CPC (cost per click)



Online Revenue Models

• Sponsorship of Site Sections 
(content sponsorship)

• Cost per acquisition (affiliate 
revenue)



Online Revenue Models

• Subscriber data access for e-mail 
marketing

• Access to customers for online 
research





Cost Structure

• Cost driven or value driven

• Fixed Costs

• Salary

• Hosting and software costs

• Variable Costs

• Content creation

• Advertising fees





And Finally.......

Any 
Questions?


