
Problem
What problems are your
customers facing?

Existing
Alternatives
How are these problems solved
today? What alternative
solutions/competitor products
are already on the market?

Unique Value
Proposition
What is your unique solution
and what value do you provide
the customer? Create a clear
and compelling one-liner
message you want to send
across to your potential
customers.

Customer Segments
What different customer
segments do you serve?
What characteristics define
these customers?
Create 3 to 4 personas of your
core customers. 

Solution
How will you solve these
problems? What do you offer
your customer?

Partners
Who are the key partners?
What activities will each one
perform? E.g., suppliers,
distributors, manufacturers,
sponsors, referral partners

Advantage
What separates you from
competitors? Why would
customers choose you instead?

Channels
How will you reach your target
customers? E.g., Direct
marketing, social media, ads,
partnerships.

Cost Structure
Are there any one-off start-up costs involved? What are they?
What are the ongoing costs? Consider staffing, equipment, services, transport

Revenue Streams
How will you generate income? Show a pricing model of your product or service and
include potential revenue sources, such as direct sales and subscription fees.


