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Link to Mind Map: https://mm.tt/map/4088682985?t=KWRrFd1jxu
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VPC – Customer 1: Property Investor 
[image: ]
​ VPC – Customer 2: Private Owner 
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Appendix 1: Positioning of my business and competitors on Bowmans Strategy Clock
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Appendix 2: Customer Profile 1 – Property Investor
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Appendix 3: Customer Profile 2 – Private Owner
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Appendix 4: Business Model Canvas
	Key partners  
 
Subcontractors doing the work 
 
Content Creators  
 
Property Networking Events 
 
 
 
 
 
	Key Activities  
 
Building renovations  
 
 
Possibly proving training videos on the APP for people that want to do work on their own 
 
 
 
 
 
 
 
	Value Proposition  
 
Clear schedule of works, regular update, time reliability 
	Customer Relationships 
 
AUTOMATION 
Social media  
 
Our APP with updates 
	Customer Segments  
 
Investors small and big 
 
Private owners  
 
Developers 

	
	Key Resources  
 
 
Social Media  
 
Networking Events 
 
 
 
 
 
 
	
	Channels  
 
APP mainly 
 
Social media  
 
Updates on time  
	

	Cost Structure  
 
FIXED price agreed at the start of the project 
 
Labour price and Material price  
	Revenue Streams  
Being paid for services and work completed (renovation) 
Pay per use 



Appendix 5: Opportunity Screening
	Criterion
	Question
	Score 1-5
	What assumptions lead to this score? 

	Problem severity
	How important is the problem?
	4
	Because everyone lives in houses and they must be maintained, need H&S follow up so you need reliable and professional person to do it.

	Customer frequency
	How often does it occur?
	4
	Because people will need a handyman to help them with small or big jobs in the house.

	Willingness to pay
	Is there evidence customers might pay?
	3
	People always search online to find solution either themselves or from group chats. Subscription is popular and many people feel comfortable with that.

	Market potential
	How many potential customers exist?
	3
	People that want us to do the work, also people that want to do it themselves can use the APP subscription.

	Feasibility
	Can the problem realistically be solved?
	5
	Professionalism of the team and good project management.

	Competitiveness
	How many competitors exist?
	3
	Builders are everywhere and there are programs that can be used. However, there are not many good contractors and apps in small businesses are not popular.
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The Value Proposition Canvas
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HUBSPOT

General profile
NAME SOCIAL NETWORKS
Martin Mason Linkedin, Facebook
' OB TITLE INDUSTRY
Property Investor Construction
AGE 'ORGANIZATION SIZE
35 to 44 years 1-10 employees

HIGHEST LEVEL OF EDUCATION

Bachelor's degree (.. BA, BS)

Professional details

PREFERRED METHOD OF COMMUNICATION
Phone, Email, Text messaging

JOB RESPONSIBILITIES
Overseeing renovation projects, Budgeting for renovations, Communicating with contractors

REPORTS TO
N/A

TOOLS THEY NEED TO DO THEIR JOB
Project management, Cloud-based storage & file sharing applications, Communication apps

THEIR JOB IS MEASURED BY
Project completion time, Cost management, Quality of work

GOALS OR OBJECTIVES

Streamline renovation processes, Ensure timely project updates, Maximize return on
investment

BIGGEST CHALLENGES

Unreliable contractors, Cost overruns, Lack of communication on project status

THEY GAIN INFORMATION BY
Online forums and industry websites




image6.png
HUBSPOT

General profile
NAME SOCIAL NETWORKS
Daniel Dyer Facebook, Instagram, Pinterest
‘ JOB TITLE INDUSTRY
' Private Property Owner Construction
AGE ORGANIZATION SIZE
35 to 44 years Self-employed

HIGHEST LEVEL OF EDUCATION

Some college, no degree

Professional details

PREFERRED METHOD OF COMMUNICATION
Email, Text messaging, Phone

JOB RESPONSIBILITIES
Managing home renovation projects, Researching materials and tools, Scheduling tasks

REPORTS TO
N/A

TOOLS THEY NEED TO DO THEIR JOB
Cloud-based storage & file sharing applications, Content management systems, Project
management, Invoicing software

THEIR JOB IS MEASURED BY

Project completion time, Budget adherence, Quality of work

GOALS OR OBJECTIVES
Complete renovations on a budget, Learn DIY skills, Enhance property value

BIGGEST CHALLENGES
Limited budget, Time management, Lack of knowledge about best practices

THEY GAIN INFORMATION BY
Online forums and DIY websites
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