Business Model Canvas
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Ou Alexander Osterwalder kat Yve sPigneur oto BiBAlo Toug e Titho Business Mode
IGeneration: A Handbook forVisionaries, Game Changers and Challengers (2010)
avéntuéav tov KapPBa Emyepnuatikol Ixediou (Business Model Canvas), mou
QTELKOVIZETAL TTOPAKATW, O OTIOL0G ATOTEAEL Lot SUCSLACTATN ATIEIKOVLON TWV EVVEQ
OUOTATIKWY OTOLXElWV €VOG eTxelpnuatikol oxediou. O kapBag amotelel éva
SNUODINEG OTTIKO epyaleio Slaxelplong tnNg oTPATNYLKAG HLOG EMLXEIPNONG yLa TNV
ovamntuén VEwv 1 tnv Kataypodr) UGLOTAUEVWV ETIXELPNUOTIKWY LOVIEAWV.
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Derived from Alex Osterwalder’s Business Model Canvas, by Diderik van Wingerden

O KOpPAG EMIKEVIPWVETOL OTA Baowkd KoppdTia TOU amoptilouv  Eva
ETUXELPNUATIKO TIAQvVO. Xwplg va pmaivel oe PeEYAANEG AEMTOUEPELEG, N VEODUNG
ETUXELPNUATIKY OMASA OCUUTANPWVEL TI( €VOTNTEC TIOU Tov amaptifouv  Kal
TipoPaivel o€ TPOTOTMOLACELS KABWG N EMXELPNMATIKA WO€a wpludlel elte oto
€PYAOTAPLO N 0TN TUAOTIKA TNG epapuoyr. ITo TéEAoG, Kal epooov ekTUnOel OTL TO
business model mapdyel Betikd amotéAeopa (6nA ula Buwolun emeipnon)
aglomoleital To UALKO Kal eumelpia mou Ba mpokUYPEL 0TV avamtuén evog MANPOUG
Kol AETttopepoUG business plan.

Mo va SLoapopdWOETE TO ETUXELPNHUATIKO OAG MOVIEAO, ATIAVINOETE OTIG EPWTNOELG
Tiou akAouBoUv avd evotnTa Tou Kappa.
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A. INFRASTRUCTURE (YIIOAOMH)

1. Key Partners ( Kvpidtepec ovvepyaoiec)

MolotL cuVEPYATEG KAl TIPOUNOEUTEG AoKOUV KUPLA ETILPPON) OTO ETLXELPNUATLKO 0ag oXESLO;
Moloug KUPLOUG TTOPOUG ATIOKTOU LLE OO CUVEPYATEG;
Moleg 5paocTNPLOTNTEG MPAYLATOTIOLOUVTOL OO CUVEPYATEG;

Evdewctikd kivntpa yio cuvepyooies:
BeAtiotomnoinon kat e€olkovounon mopwyv
Meilwon tou pilokou kat Tng afeBalotntag

Anoktnon Wolaitepwy mOpwv Kat SpaoTtnpLOoTATWY

2. Key Activities (Kuplotepec §paotnplotntec)

Moteg SpaotnploTnTES Kol note TPETEL va EKTEAEOETE TIOAU
TO EMLXELPNHUOTLKO oaG 0XESLO;
Mota eivat Ta eVAAAQKTIKA 0aG TTAAVA EVEPYELWV?

Evdewktikéc dpaoctnplotreg:
MNapaywyr
JUVEPYOOLEC

MAatdopua/ diktuo

3. Key Resources (Kvpidtepo péoa)

Motot épol eivat kupiwg amapaitnTol yia tn Snuioupyia tng mapexopevng aflog mpog toug MEAATES;
Molol mopol gival amapaltntol yia tn Blwolpotnta tng enxeipnong?

Evdewktikol mopot:

Quowol

AUAOL (TTATEVTEG, TIVEUMOTIKA SLKOLWULATA, EMWVULA)
AvBpwrivo Suvapikod

Xpnuatwol

B. VALUE PROPOSTION (H ENIXEIPHMATIKH ITPOTAXH)

TLaflo TapEXETE OTOUG TTEAATEC OOC;

Mowa tpoPAnpata toug BonOAte va avILUETWTTIOOUY;

Moo eival to cUVOAO TO TPOIOVTWYV KAl UTINPECLWV TIOU TIOPEXETE OTOUG TTEAATEG OOG;
Moleg avAyKeG TwV TEAATWY OOG LKOVOTIOLELTE;

MNwg StadopomnoleioTe amod TOV OVTAYWVIOUO?

KOAC



Evdewctikn mapeydpevn a&io 6to merdn:

OLWKOVOULKN G dUONG — TIX XAUNAN T, XAUNAO KOOTOC Asttoupyiag
Molotikn¢ puong -- acdalela, epyovopia, Stackédaaon, status. KAT

I'. CUSTOMER (ITEAATEIA)

1. Customer segments (Tuquoza TnS oyopdc).

lNa toloug dnuloupyeite aia;
Molot elval oL CNUAVTIKOTEPOL TIEAATEC O]

Evdeiktikn meAaTEOKT) EMKEVTPOON:
Madkn ayopd -- mass
Mukpn (e€elbikeupévn) ayopd - nich

‘Eva KOMUATLTNG ayopds -- segmented
Addopa koppatia TG ayopadg -- diversified

2. Channels (Kavaiia Stovounc).

Méow mowwv KavoAlwv Ba mpooeyylosTe tn meAateia oag;
Nwg aflomoleite Ta KAVAALD SLAVOUAG LE TNV KOONUEPLVOTNTO TWV MEAATWY OOC;
Mola KavaALla elval AmOTEAECUATIKOTEPA OE CUVAPTNON UE TO KOOTOUG TOUG;

Evdektikd, Ta kavdio a&lomotovvial:

IMo va yivete yvootol

IMa va a&loroynoovy ta TpoidvTo/VINPESIES GOG
[Ma va ayopdcoovv Ta Tpoidvio/vanpesie cog
IMa va amooteilete To TPOTOVTO/VINPEGIES GOG
IMo va e&ummpetnoete 1o TeAdTN PETd TN TOANON

3. Customer relationships (Zyéoeic ue Tovc meldtec)

TLoxéoelg Snuioupyeite pe kABe TUNUA TNG ayopdg oag (mpoowrikn, self service, autopatomolnuévn);
Mw¢ evomolouVvTal e TO UTIOAOLTTO ETLXELPNUATLKO OXESLO;
MNooo kootilouy;

A. PROFIT EQUATION (KEPAO®OPIA)



1. Revenue Streams (Poéc e50dmv)

Ao mou poépyovTal Ta €006a 0ag;

Mota TN givat dtatebepévol va mMANPWOooUV oL TIEAATEC LOG;

TLmANpWVoULV TwpPQ;

MNwg TANPWVOULV TWPQ;

MNwg Ba mpotipovoav va mMARpwvay;

Mota eivat n cupuPoAn kaBe porg ecddwv ota cUVOALKA €c06a TNG ETILXEIPNONG;

To €0060 0O TIPOEPYOVTOL LECW KAQOOLIKWY TIWANCEWV 1 elval emavolapBavopeva;

Evdésiktikol tomol £600mv:

[TdAnon meprovclok®y cTotyeiwV
Téhog ypnong

Zuvédpoun

Evolkiaon

Abelodotnon

Meouteia

Awadrpion

Ytafepn TIHOAOYNON:
TipokataAoyog
E€apTwpevn armo ta XapaKTnNPLOTIKA TOU POoiOvVTog
E€apTtwpevn amo To TUAMA TNE ayopag mou ansubuveTal
E€aptwpevn amd Tov 0yko Twv cuvaAAaywv

Avvo ik TipoAdynon:

Ytn Baon Swampaypatevong
Xpovika HeTOBAANOUEVOG TILOKATAAOYOG

9. Cost structure (A1gpOpwon Tov kOGToLC)

Mola elval Ta KUpLOTEPO KOOTN TOU EMLXELPNUATIKOU oag oxediou;
Molot eival oL akplBoTeEpPOL TOPOL TOU ETXELPNUATIKOU oag oxebiou;
Moleg elvat oL akplBotepec KUPLEC SPAOTNPLOTNTEG;

An n Emyeipnon oag odnyeiton kupimg:

oo TO KOOTOC Tote: dwote £udacn oTnV EAAXLOTOMOINON TOU KOOTOUG, OTO HLKPO AOYOG TG KO
XPNOLWWOTNTAG, OTN HEYLOTOTIONON TWV AUTOUOTIOUWY, KL OTNV EKTETOUEVN avADECN EpyaoLWV OE TPITOUC

and Vv afla TOoTE: dwote €udoon otn  Snuoupyia  aflag, Tapoxrn — MpPoidoviwv



Xpnowotntoag).

Opiopéva YopaKTNPLoTIKA Yo Ta €101 ToL KOGTOVC:

ItaBepa kootn (HLoBol, evoikia, avaAwolua )
MetapAnta KOoTn
OLKOVOLESG KALOKOG

OlKovopLeC amo cuvadr TAKETA POIOVTWV/UTINPECLWV

E. HAPAAEITMATA
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