KauBacg Enyeipnuatikov MovtéAou (Business Model Canvas)

Napadelypa olykpLong 8U0 ek SLaApETpou avtifetwv Emyelpnuatikwv MoviéAwv

To apBpo mou akolouBel phodolel va ouvteAéoeL oTnV KAAUTEPN KATAVONCN TNG
XProng Kal xpnowotntag tou Business Model Canvas wg éva amnapaitnto epyaleio
ETUXELPNUATIKOTNTAG, OE VA EKTIALOEUTIKO KOl ETIUXELPNUATIKO TIEPLBAAAOV TIOU pE
eh\ayloteg e€alpéoclg, XL 6N KaBuoTEPNOEL OTNV ULOBETNON TOU.

Oa &ekwnooupe He Ml ovvioun Beswpntikn avadopd oTov O0pPLoUs, Kal TO
TIEPLEXOUEVO TWV EVOTATWV Tou amaptilouv, Kol otnv cuvéxela Ba epufabivoupe
HEoQ amod TNV CUYKPLTIKA avaAucon 600 €K SLOPETPOU QVTIOETWVY ETIXELPNUATIKWY
HMOVTEAWV, OTOV TOUEQ TWV OEPOUETAPOPWV.

OpiLouog Emixsipnuatikotv MovtéAou

‘Eva EMXELPNUOTIKO LOVTEAO TIEPLYPAPEL TOV TPOTIO E TOV OMOL0 £VOG OPYAVIOUOG
dnuoupyel, mpoodEpel agia kat apeiBetal.

To ETUXEPNUATIKO LOVTEAO ULOG ETILXELPNONG ELVAL N ATTELKOVLON TNG ETIXELPNUATIKNAC
AOYLKNG Kal OTPATNYIKAG tNC. Meplypddel To TL MPOodEPEL N EMIXElPNON OTOUC
TEAATEG NG, TIWCE TOUG TTPOOEYYILEL Kal Snuoupyel oxeosl pall Toug, HECW TIOLWV
TOPWYV, O6paOTNPLOTATWY KOL OCUVEPYOOLWV ETIXELPEL, Kal TENOG Tw¢ Kepbilel
XpApora.

Optouoc KauBa Emtiysipnuatikot MovtéAou

Amnotedel éva mpotumo epyodeio otpatnykol management, mou PBonBd otnv
avamntuén véwv n tnv katoypadr UGLOTAUEVWY ETUXELPNUATIKWY LOVTEAWV.



AnuoupynBnke amo tov EABeto Alex Osterwalder, kat elval n mpwtn ¢popd mou éva
TO00 ONMOVTIKO Eupwmaiko €pyoAelo ETUXELPNUATIKOTNTAG  KATEKTNOE TIG Hv.
MoAuteiec.

MpOKeLTAL YLo €Va OTITIKO SLaypappa e AEEELs KAeLSLA TTou Tteplypadouv:
*  TIC UTTOGOEG,

*  TOUC MEAATEG,

*  TO OLKOVOMLKQA oTolyela KaBwg Kat

* TNV aflaKn MPOTAOHN TNG ETIUXELPNONG TIPOG TOUG MEAATEC TNG.

BonBa emuxelpnuatieg kal oteAéxn va euPfablvouv, va KOTOVONOOUV Kal va
OUUPWVAOOUV OE MO KOLVI) OTITIKA Yyl TNV oAANAETiSpacn TwV CUVIOTWOWY HLOG
ETUXELPNUATIKNAC TIpooTabelag, péoa amd o Ve, Suvaplkr, SnULOUPYLKN Kol
AELTOUPYLKN TIPOCEYYLON.

O KaMPBAC €MIKEVIPWVETOL OTA BAOLKA UEPN TOU amaptilouv £va EMLXELPNUATIKO
TAQVO.

Xwpl¢ va pmaivel oe peyAAeC AEMTOPEPELEG, N VEOPUNG ETUXELPNUOTIK opada
oUMMAnpwvel TI§ 9 evotnteg (building blocks) mou tov anaptilouv, kot mpofaivel o
TPOTIOTIOLOELG KABWG N ETMIXEPNUATIKA WO£a WPLHALEL, €lTe OTO €pyaoTnplo i OTN
TUAOTLKN TG Edapuoyn.

210 TéAog, Kal epooov ekTIUnBel OTL To business model mapadyetl BeTikd anotéAeopa
(6nAadn pla Buwowun emxeipnon), aflomoleitol to UALKO Kol eumelpia mou Ba
TPOKUPEL TNV avATTTUEN €VOG TTANPOUC KOl AEMTOEPOUG business plan.

019 evotnteg tou Kappa Enxetpnpatikol Movtélou

OL 9 evotnteg (Building Blocks), pumopouv yia Adyoug eUKOANG amopvnuéveuong, va
evtaxBbouv o€ 4 opddeg we €ENG:

E§wotpédpela (Customer Segments,Value Proposition, Channels, Customer
Relationship)

Ecwotpédela (Key Activities,key Resources, Key Partners)
Ecoda (Revenue Streams)
E€oba (Cost Sructure)

AvodEpovtal OTNV CUVEXELD EVOELKTIKEG €PWTNOELS yla KABe €votnTa, OL OMOLEG
adopouv otnv amotuniwon tou Kaupd. AladopeTIKEG EPWTIOELS XpnOLOTIOLOUVTAL
yla tnv afloAdynon kat BeAtiwon tou Emxelpnuatikol Movtélou, kat Ba Tig Bpelte
oTNV OXETIKN apBpoypadia oto site tou KEMEA.



EVSELKTLKO TTEPLEXOUEVO TWV 9 EVOTHTWV.
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To Business Model Canvas 06ev elvat amlwg €va akoun epyaleio
ETUXELPNUATIKOTNTAG, Elval KATL TTOAU PEYAAUTEPO.....
+« Elval o muprvog kat n kwntipta Suvaun tou Emyelpnuatikov Ixediou.
« Elval éva «umevBuunTikO» €pyaAElo TOU HOG UTIOXPEWVEL VO OKEMTOUOOTE
TLEAATOKEVTPLKA.
+» Elvol 0 oUVOETIKOG KPikoG HETAEL tapadoctakol Kol PndLokoU HAPKETIVYK.
+ Elval epyaleio «S10pBwoNGC» TNG EMXELPNUATLKAG KOATELOUVONG UE EPEUVNTIKEG
TEXVIKEC OTwWG To MVP (Minimum Viable Product).
s Elvat péoo evBappuvong TnG TAQylog  okéPng  epeupeTikoTNTAC,

SNULOUPYLKOTNTOG KOL KOLWVOTOUIAG.

«» Elval péoo emtayuvong 1 Kal omoTpornr¢ ThS amodacng va POoXwWPICOULE OTNV
HeTaTPOMN pLag LOEaC og IPOLov.

+* BonBa otnv Katavonon Kal CUYKPLTLKA a€LoAOyNoN TNG ETLXELPNHUATIKNG
% OTPATNYLKAG TWV QVTAYWVLIOTWV LOG, TIAVTA E ETIKEVTPO TOV TIEAATH.
Kat téhog, BonOa oTtov eVTOTOMO Kol a€LOAOYNON KKEVWV» OTNV ayopd
ApPKEel VOl TO KATOWVONGOUE KaL VA TO XPNOLLOTIOL)COU LLE ATIOTEAECHATIKA.

MpoiUmoBeon yla TNV owotn xprion Tou BMC eivat n katavonon tg aAAnAe€aptnong
Kot aAAnAsnidpaong Twv 9 evotitwv (building blocks) éskivwvtag anod Tig evotnteg
Value Proposition kat Customer segments.



Av n mpotewvopevn afia dev AUvel KATolo TTPOPANUA CE KATIOLO ) KATOLEG OUASES
TEAATWVY, O ATOSEKTN AMO KATIOLOUG TN, TOTE eV £XOUUE TTWANCELS yLaTi:

Sale = Performance + emotion / price
AnAadn:
MwAnon = AeltoupyikéG+ ZuvaloBnuatikeg Aieg/ Kootog

Omnoiwadnmnote 6pactiky allayr) otnv oxéon aplOuntr/mopovouaoTtr), UMopEel va
oMaget ta  Sedopéva  pag  ayopdg, Onuloupywvtag VEQ,  OVATPETITLKA
ETUYELPNUATIKA LOVTEAQ, OTIWG AUTO TWV OLEPOTIOPLKWY ETALPELWV XAUNAOU KOCTOUG.

To éekivnua twv Agpomtopilkwyv staipeiwv Low Fare

Mia ouvnBLlopévn TTPAKTLKA oTNV Xpron mAdylog okeéPng, eival n kataypadn Twv
Kuplopxwv Wewv Kal otnv oUuVéXelo n audlopfitnon kalt avotpomn Ttouc. lNa
napadelypa, HEXPL TIC apxéC NG Oekaetiag tou 70, oL Aspomoplkég Etalpeieg
niotevayv otL:

v Ot meldteg emBupouv uPnAou emumédou eEumnpetnon.

v Ot business travelers mpotipoUV ta peyaAa, KOOUOTIOATIKO agpoSpOLL.

v Ol TMwANCELG elotnpiwv  ylvovtal amokAEOTIKA amd  TafldlwTtikoug
T(PAKTOPEG.

v Yridpyxouv moAU pkpa meplBwpla Stadopomnoinong KOOTOUG Kal TIHWV ava
Béon.

OAeg ektog amd tnv South West Airlines oto Té€ag oL LOLOKTATEG TNG omoiag
avétpeav TG LEXPL TOTE TtapadoxEg, Kat Eekivnoav tnv mpwtn Low Fare Airline.

Virgin Atlantic vs Ryan Air

Oa efetdooupe oTnNV oUVEXELX SUO €K SLOPETPOU AVTIOETA ETIYELPNUATIKA LOVTEAQ,
auta tng Virgin Atlantic kat tng Ryan air oL omoieg katéxouv e€€xovoa B€on oto
xwpo twv Full Service kat Low Cost Airline carriers otnv Eupwnn avtiotoiya. To
OVTLKEIUEVO TNC OUYKPLONG ETIXELPNUOTIKWY HOVIEAWV OEPOTIOPLKWY ETALPELWY,
elval dlaitepa eAKUOTIKO Kol XpnOLUOTIOLE(TOL KAl o poypappata MBA omwc tou
Surrey Universityoto omolo cuykpivetal n Virgin Atlantic pe tnv Easy Jet..

Ta otoela mou xpnolgomolOnkav yla TNV EVOELKTIKA OMOTUMWON TWV
ETUXELPNUATIKWY HOVTEAWV RyanAir kat Virgin Atlantic Baoilovtal oe mAnpodopieg
and 1o Oladlktuo, TIPOOWTILK EUTEPIO WG EMPBATNG TWV  ETALPELWV KoL
ETAYYEAUATIKEG YVWOELG, AapBavopévou urt’ oy otL n Virgin Atlantic ntav meAdtng
¢ OgilvyOne tnv 10stia Tou 90 Kal pEXPL TIC apxEG Tou 2000, kal e€akoAouBel va
epapudlel TNV (6100 TEAATOKEVTPLKA KOLVOTOUO OTPOTNYLKN, OTWC auth ekdpaletal
oto poodato £TAlplKO Press Release mou akoAouBet:
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WHAT IS VIRGIN ATLANTIC'S STRATEGY GOING FORWARD?

«Our objective is to fly a profitable airline that people love to fly and where people
love to work. Our focus is on further improving customer services for our business
and leisure travellers, as well as setting new standards for the rest of the industry to
follow. Our strategy is to ensure we offer the best business product in the air, grow
our leisure business even further, and run an efficient but effective global airline».

Evbeiktikd avadépw to mpwto otnv EAAada Frequent Flyer program mou Xelpilotnke
n OgilvyOne Athens, kal ta Google Glasses mou orpepa XpPNOLLOTOLOUVTOL OO TLG
Concierge otnv Upper Class tng Virgin ylia tnv Tmpoowriky €€umnpetnon twv
neAatwy, onwg BAémoupe ota slides akoAouBouv

!,:WL&SMMNSQ Business Model Camas
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Evipyneg Customer Relationzhip Marketing (CRM)

Frequent Flyers:

Direct mailing «O MIAOPETPNTAC: TPo¢ dha Ta pEAn Tou
TpoypdppaToc Freeway, divoviag OASE TIC ATEpOiTHTEC
ASTITOPEPEISC, PE TOV IO KaTavonTd Tpdo.
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Ta kUpLa cuotatikd tou Business Model Virgin Atlantic
JUyxpova LeyAAa UTIEPATAQVTLKA AEPOOKADN.
Eowteptkn Stapopdpwon/oxedlaopog aepookadwv.
Al oyo on-board kat ground service.

ErttAoyn Kevtplkwy, HeyaAwv agpoSpopiwy.
MoAuteAn Airline Lounges.

In Flight entertainment.

Juvepyaoiec pe prestige brands.

MPOYPAULOTO TILOTOTNTAG TIEAATWV.

ExmatSeuuévo MPoowTKO eMUTESOU.

ANULOUPYIKEC, KOLVOTOUEG EPOPLOYEC TEXVOAOYLAG.
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Avvatd Branding/Richard Branson PR.

AkoAouBei to Business Model Canvas tng Virgin Atlantic, Omw¢ autd MPoOKUMTEL OO
TIPOCWTILKH EUTIELPLA, YVWOELG, KoL TAnpodopiec anod to internet.



Business Model

B M C Virgin Atlantic

Key Partners Key Activities Value Proposition | Customer Customer
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IT/Web support rine Loungss, mpofAipara, wou| YUParades.
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Cost Structure Revenue Streams
MioBovapoifiée/commis sions Airtickets
Kdorog/amooBron/ouvmpnon ozpooxagav ouyxpovng | On board shopping,
rexvoloyias. Kabapa, ouvinpnon kA Suvepyalutveg TobuTiis UTnpeoice.
Webstte/Hardwar/ Software’ update’/maintenarce Evousioon autorvATwy, leisure flying kAT,
Koorog SiopneongT postnong on xan off line Virgin group companies
KooTog mpopnSeisv owyaRav Aopnon TRTwWY.

Ta kUpLa cuotatikd tou Business Model tng Ryan Air,

XounAo KOOTOG EloLTNPLWV.

Xpron HKpwv epLPEPELOKWY 0lEPOSPOUiwY.

Alyotepeg akupwoelg/kabuoteproelg Spopoloyiwv.

ALyOTEPEC ATIWAELEG OTTOCKEVWV.

XounAo6 AELTOUpYLIKO KOOTOG.

Internet booking system, péow tou website.

YUnAo moocootd mapdAAnAwv ecodwv (paynto, avauktikad, tax free, Euoto).
AlampayudTteuon Ue apxEC yla eMiteuEn mpovouiwy.

E€tpa xpewoelg yla catering, petadopd amnd Kol mpog MOAELC.

Mn GUVSIKOALOUEVO EPYOTLKO SUVAULKO.
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Ouowopopdog otoAog Boeing 737.



Business Model Business Model Canvas RyanAir
Key Pariners Key Activitiex ¥aiue Propoxition | Cusiomer Customer
Morarikeg képreg, MErToupyio S Oimovopii g Relationship Segments
Azurepelovra Logistics, online WIROEIE, TEWTa Automated mobile
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luggage

CostAirline carrier,
AWTTPOYHOTEUTIREG
AncSikaaizg.

Cos=t Structure

MioBoiiapoIBéc /commissions.

Koarogla o afzon/ouyTHphom dEpooKag oy 18iou

TUTTOL K1 PEYIOTOTIDIRGT ¥ pAOTG.
Kol mpa, ouvTAPNOT KATT.

Wehsite/Hardware/So tware! update/naintenance.
Kdorog Siagipione/MpomBnon ¢ on ki off line

Reverue Streams=

Ajr tickets 80%, didx Z0oda 20%.

Ayopéc foodheverage/gitsiexras on hoard,
Tuvepyaldpeves TagIBiwTIKES UTMpETiEE,
ZvoIKioam autokw Ty, Bus to City kAT

A gpApIon TpiTw Y.

a

Zuotnuikn Oewpnon tou Emxepnuatikot Movtélou tng RyanAir.

To Business Model Canvas emutpénet kal evBappUVEL TNV OALOTIKA KOl GUOTNLKA
Bewpnon TOU KOALVOTOMOU ETLXELPNMOTIKOU HOVTEAOU NG RyanAir kat OxL tnv

ETUTUXNHUEVA

e€€TOON LEUOVWUEVWV ETIIAOYWV.

Ta

Business

Models

Snuioupyouv

virtuous

cycles* n

avatpododotoUpevoug KUKAOUC TTOU TNV Mepimtwon tng RyanAir, onwg Ba dolLpe
oTnV ENOPEVN SladAvela, £XOUV WG ATIOTEAECUA XAUNAOTEPO KOOTOG, TIOU ETUTPETIEL
OKOWUN XOUNAOTEPEC TLUEG, TTOU AUEAVOUV TG TIWANCELG KOL TOL KEPON.

Ryanair’s Business Model

CYCLE 2 Low fares
CYCLF 'L Tums

v . 3 o4 '. N
High volumes
High volumes

Greater bargaining power with suppllers
High alrcraft utilization
Expectations of low-quality service

No meals offered

Low fixed cost per passenger

Lower ficed costs
Even lower fares
Low variable costs

Even lower fares

Even lower faos




*Mnyn: Harvard Business Review, Jan-Feb 2011

How to Design a Winning Business Model, Ramon Casadesus-Masarel, Joan E. Ricard

TNV ouvéxela PAEmMoupe pla emiong evdladEépouca  CUOCTNHLKN QTIELKOVLON TOU
ETUXELPNMATIKOU HOVTEAOU TNG Ryan Air.
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Oa Bpeite ektevéotepn apBpoypadia oe oxéon PE TNV XPNOLULOTNTO KAl TNV XPNon
tou Business Model Canvas oto site tou KEMEA.

Anunteng Nagiudadng

MéAoc tou KEMEA

Mpwnv MNpoedpog kat AleuBuvwy Z0UPBouAog OgilvyOne, Athens
Mpwnv Mevikog AteuBuvtric BBDO Athens



