	Key partners
Mulberry Bush Wholefood shop
Watson and Pratts
Lampeter bakery
Chris Thomas fruit and veg, Carmarthen.
Local fuel station
Bank



 







	Key Activities 
Menu plans
Cooking
Cleaning
Doing laundry
Shopping
Gardening
Accounts
Contacting customer base to offer discounts and tempt with special seasonal menus.










	Value Proposition 
A coastal bed and breakfast offering meals tailored to suit special dietary requirements. Gluten free, vegan, coeliac, Keto etc.
Family friendly.
 Dog friendly.
 Set in peaceful and beautiful private grounds, guests will benefit from ‘getting away from it all’.  
Sleeps up to 8 people.
Meal ingredients will be organic local produce wherever possible. 



	Customer Relationships
Repeat customers.
Offer a deal if book for  next year before they leave this time. 
Can contact customer base to offer special deals for particular holidays including details of seasonal speciality menu. 
	Customer Segments 
This value proposition is a model which could appeal to a wide and generalised customer base (a mass market). A family with a dog could visit and have meals with no special dietary requirements. 
However, the main appeal for the speciality meals appeals to a small segment of the population and is therefore pretty niche.

	
	Key Resources 
A huge pile of money lol.
The property 
Myself and my partner
Knowledge of the ‘territory’ lots of experience of hospitality’
Customer relationships.
Physical 











	
	Channels 
Social media groups.
Local eateries (up to and including, Cardigan, Aberystwyth and Carmarthen that cater for special dietary requirements.
Adverts in shop and/ or on their social media page;
Organic food shops of the area.
Wholefood shops of the area.




	

	Cost Structure 
Initial outlay of purchase of coastal property and preparation of
of decor, furniture, serviceable kitchen, bedding and grounds. 
Maintenance of property
Public liability insurance
Health and hygiene certificates
Food 
Fuel
Gas and electric
Solar panels and wind generator also in pipeline to appeal to my own personal values and then to be introduced as a future marketing tool. 






	Revenue Streams 
Pay deposit by bank transfer to secure dates. Then complete payment by bank transfer or cash in person whilst at the accommodation. 
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	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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