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Business Model Canvas
Top Melibee

Virtual Business Plan - www.kemel.gr

The Presentation refers to the Business Model Canvas of
a beekeeping Small Family Business in Eastern Attica.

It was a small family beekeeper business managed by
the father who produces honey and distributes it to
customers in Eastern Attica.

His older child studied beekeeping at the Agricultural
University and the second in Business Administration.
They all decided to expand the business, with the goal
to grow by offering both a great product and and
excellent customer experience.

We shall examine their innovative BMC that assisted
them to quickly achieve Product-Market Fit and proceed
with the Marketing Plan.
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The Greek Honey market characteristics

The aim was to overcome the difficulties of an apparently saturated market with
problematic characteristics such as:

1 23000 beekeepers with 14000 tons of production,

O Imports of low quality and cost from the EU (see... Bulgaria),

O Minimal advertising from big brands,

O Promotional offers and price battle on the S/M shelves (from 6-18 E/kQ),
O Sales almost everywhere (S/M, grocery stores, local, organic, e-shops, etc.)
O Exports mainly bulk high quality honey for mixing

O Without industry advertising and scientific support
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To be able to achieve this goal, the small family business to expand and be able to
differentiate itself in the market.

They achieved this by using the customer-centric logic of the SAVE model.
The process is simple as long as one thinks creatively and applies the sales equation that is

Selling = (Performance + Emotion) / Price

and the "recipe" for effective communication that is inherent in the SAVE model ( Solution,
Access, Value, Engagement ) which is:
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v'Know Your Prime Prospect (Customer Persona)

v"Know your Prime Prospect Problem(s) (Problem Detection Research)
v Position your Brand as a Solution(Positioning)

v Communicate Effectively (Targeted Media/Content)

The Business Model Canvas is a blueprint that “guides” management to follow this customer
centric approach with the 4 Marketing entities of the Value Proposition, Customer Segments,
Customer Relationships kat Channels, where the traditional 4P’s (Product, Place, Price,
Promotion) are transformed to SAVE (Solution , Access, Value, Engagement/Education.
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The innovative solutions that will add value to Top MeliBee's proposition to its customers
to increase sales are:

The “Branded" label (laser printed) for Hotels,
Personal label printing for gift or personal consumption,
The personalized creative packages for weddings and christenings,

YV V V V

The repeat purchase offer to tourists via QR Code on the label
and referral to e-shop.

» Approaching and creating relationships with customers using CRM / RFM / LTV analysis
tools, at all stages of their life cycle.

» The use of Internet Marketing in the specific industry and
» Delivery of the products to the customer's premises using a privately owned Van.
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Business Model Canvas

Etapia Mapaywyng kat Atavopng MeAiwov

The Business Model Canvas

Designed for:

Designed by: version:

Key Partners & | Key Activities @ | value Propositions Bl | CustomerReiationships ‘W [ customer segments
; : Katowkot
Suppll?rs of Proc.iuctlonll.’ac Use of Customer ‘ AVOrTOMKGY |
beekeeping and kaging labeling Relationship ’
packaging Distribution, —— Marketing for { . Npoactiwv.
SR ST DERSHES SEHORY™ sales and frequent Customers of
Owners of Hotel Relationship = effective personal { selected quality
Units Management communication HOTELS
Wedding/christe | i - ' ' &
nl.ng . Key Resources i = Tcelr.:_;%eég Channels !B Young Couples,
organization Beekeeping ~ kaging ‘ F2F delivery customers of
companies. : P : . X Wedding/Baptism
E-sho Expertise, ++++ e-shopping. (QR os
p Unforgetable | Code) - Event companies.
I'<I:'°8rznlpatmes.t Beekeeping "~ Moments E-Shoppers, {
e Equipment Added Revenue ~ Digital Marketing. | Hoteliers, Event
Ll e Bee Population Source (email , Social Services {
.Package . Media) Businesses
| Design/suppliers - e
Cost Structure 6 Revenue Streams é
Revenue from sales of
Revenue from byproducts
Sales of Honey (royal pulp, polien,
etc.)
9008 § S e ©strategyzer

strategyzer.com



LK|EIM Special Gift Pack for Christening Events

KENTPO E©@EAONTQON MANATZEP EAAAAOZ




S KIEIMIEA

g
THANK YOU



	Slide 1:  Top melibee Business Model Canvas
	Slide 2: Business Model Canvas   Top Melibee 
	Slide 3:  The Greek Honey market characteristics
	Slide 4:   
	Slide 5:   The Customer-centric Approach 
	Slide 6: Top MeliBee and Innovation
	Slide 7: Business Model Canvas Εταιρία Παραγωγής και Διανομής Μελιού
	Slide 8: Special  Gift Pack for Christening Events
	Slide 9

