Annex Il  Canvas of business model patterns

The business model canvas was used to describe each tech hub’s business model pattern. Hubs
frequently use the business model canvas to train and support entrepreneurs. It has nine components
as described below.

Customer segments: These are the groups of people and/or organizations a company or organization
aims to reach and for which it seeks to create value with a dedicated value proposition.

Value propositions: These are based on a bundle of products and services that create value for a
customer segment.

Channels: These describe how a value proposition is communicated and delivered to a customer
segment through communication, distribution and sales channels.

Customer relationships: These outline what type of relationship is established and maintained with
each customer segment, and they explain how customers are acquired and retained.

Revenue streams: These result from a value proposition successfully offered to a customer segment.
It is how an organization captures value with a price that customers are willing to pay.

Key resources: These are the most important assets required to offer and deliver the previously
described elements.

Key activities: These are the most important activities an organization needs to perform well.

Key partnerships: These show the network of suppliers and partners that bring in external resources
and activities.

Cost structure: This describes all costs incurred to operate a business model.

The following links provide access to the editable version of the business model canvas of tech hubs’
business model patterns.

The grantee BMC => https://canvanizer.com/canvas/wgxwbnLvUgWAo

The networker BMC => https://canvanizer.com/canvas/w4lfDXAmdaDsq

The consultant BMC => https://canvanizer.com/canvas/wn8QhNkDpbBFz

The agent BMC => https://canvanizer.com/canvas/wM31fpEu89h3M




The graniaee’s business model canvas
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b. The networker’s business model canvas
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c. The consultant’s busin

ess model canvas
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The agent’s business model canvas
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