	Key partners 

Farmers to supply oats 
Motivation for this partnership stems from the fact that it is easier for a professional farmer to grow crops for you than it is to buy your own farm and attempt to grow them yourself with no experience. 
Using multiple farmers reduces the risk of crop failure effecting the supply of oats. And negotiating with individual farmers could help make the product cheaper






	Key Activities 

Access to supermarkets meeting with the owners of supermarkets to sell them on the product 
Rent or hire a factory,







	Value Proposition 
The value that will be delivered to the customer is an affordable history themed cereal.

The needs we are satisfying are an affordable healthy breakfast for your average person and a fun product for history lovers. 

Cornering a unique market that could expand into other history related products. 

	Customer Relationships
The initial niche market can expect a close relationship with the company that can be maintained as it grows and diversifies towards are more mass-market model via distribution of the product through supermarkets.
	Customer Segments 
General public mass market in long term but niche to start with. Using those with an interest in history as a basis for this product.  
They would initially expect personal service as the company would start out small before expanding by working with businesses to distribute the product through use of supermarkets.    
 The specific niche customer we are going for is history lovers.

	
	Key Resources 

Oats and cardboard for the cereal and carton.
Copyrights for the name of the brand to protect it from being copied 






	
	Channels 
Through print advertising 
As well as social media such as twitter and Instagram as well as through a website. Out of these the most cost effective will be social media ss a good interactive social media presence is often a good thing to have and is free.  They will be reached through fun ads/ messages on social media 

	

	Cost Structure 

 Paying farmers for the crops needed to make the cereal and paying rent for factories to make the cereal and containers needed this will also entail paying salaries to the people creating the products in the factories this will be offset by sales as well as by not buying the factories at least to start with will make it cheaper.  




	Revenue Streams 
There are two main ways the customer could pay for the product either through a subscription system in which a certain number of boxes of cereal could be delivered either monthly or bi-weekly or just buying it individually 
It will be a similar price to other cereals on the market but will be bought by its niche market frequently.  
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The business idea is for a cereal brand called Cicer’os a fun historical themed breakfast that will be shaped into various historical items such as a roman column. The tagline will  be A handy meal.  
	Key partners 
Some activities and resources in your business may need outsourcing. List the key partners and activities they will perform.  

Who are your key partners? 
Who are your key suppliers? 
Which key resources are you acquiring from partners? 
Which key activities do partners perform? 
What are your motivators for this partnership? 
· Acquisition of resources
· Reduction of risk and uncertainty 
· Optimisation and economies to scale 
	Key Activities 
Actual tasks and activities required to create and deliver the business offering. List the key activities required to be successful. 

What key activities are needed for:
· value proposition
· distribution channels
· customer relationships
· revenue streams 

	Value Proposition 
Your Value Proposition is the reason why customers turn to your company over another. It solves your customer's problem or satisfies your customer's need.

What value do you deliver to the customer?
What problem do you help to solve for your customer 
What product and / or service will you be offering?
Which customer needs are you satisfying?  
Characteristics of value proposition
· Newness
· Performance
· Customisation
· Design
· Brand / status
· Price
· Cost Reduction 
· Accessibility
· Convenience / visibility 
	Customer Relationships
It is essential to establish and maintain relationships with customers. Clarify the type and purpose of the relationship. 
What type of relationship does each of our customer segments expect us to establish and maintain with them?
Which ones have you established?
How are they carried out
How much will it cost?
	Customer Segments 
For whom are you creating value? How can you identify your customers and the segments f customers you will have?

Who are your most important customers?
Are your customers individuals / business / individuals with a business

What will they expect:
· Self service
· Automated service
· Personal Assistance 
· Communities
· Co-creation 

What does your customer segments look like:
· Mass market
· Niche market 
· Segmented
· Diversified 
· Multi sided platform

	
	Key Resources 
What key resources does your value proposition need. 

What key resources are needed for:
· value proposition
· distribution channels  
· customer relationships
· revenue streams 

Types of resources – Physical, Intellectual (brand, copyright, patents, data) Human, Financial.
	
	Channels
How will you communicate?
Through which channels do our customer segments want to be reached? 
How are you planning to reach them?
Are your channels integrated?
Which ones work best?
Which ones are most cost effective? 
How do you plan to integrate them in you customer routines 
Channel types – Sales force, web sales, own shops / stalls, partnership shops, wholesalers 
	

	Cost Structure 
What are the most important costs inherent in your business. 
· Which key resources are the most expensive 
· Which key activities are the most expensive 
Is your business more
· Cost driven (leanest cost structure, low price value proposition, maximising automation, extensive outsourcing)
· Value driven (focused on value creation, premium value proposition 
Consider- Fixed costs such as salaries, rentals, utilities 
Income, expenses, earnings or profit, sales, gross margins, break even. 
	Revenue Streams 
Consider how the business will charge and receive income. 

What are your customers willing to pay? 
What do they currently pay and how does your offering differ? 
What is your revenue model?
What are your pricing structures?
How do your customers pay now?
How would they refer to pay? 
How much does each revenue stream contribute to the overall revenue? 
Will you use: Fixed pricing, list pricing, product feature, customer segment or value dependent
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