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1. AI Statement 

I can confirm that i have not presented any AI generated materials as my own. 
I can confirm that I have copies of my drafts, notes, and other resources I used which I may be asked to provide in evidence.



2. Value Proposition Canvas (VPC) 
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1. Business Mind Map 

https://mm.tt/map/4107308552?t=yXnIrsQvkr 
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The Value Proposition Canvas

Value Proposition:  Reliable horse care for when you
cant be there

* Greater peace of mind  * Saves the owner time * Convenient access through one platform

 Greater choice of available carers  + Increased flexibity around work and family
e

* Abity to build relationships with trusted
carers

*On demand
horse care * Notifications when the horse has been
cared for

bookings A
* Potental photolupdate afir the vist il

* Verified equine
care profile

* Digital record of completed tasks/ visits

Gain Creators

= More freedom for owners without
compromising their horses rouine
* Turning out services /

Bringing in + Rug changed
* Feeding and water
*Mucking out
Products . gyahie / Field

and Services checks

Customer Segment: - Busy horse owners - DIY livery

users

* Peace of mind
*Quick access to reliable help

* Easy booking

*Regular updates ~ Gains

* Local help @

* Building a relationship with a
staff member for future bookings

* Hel
with” W] *Holiday cover
farer/ 02>

vet

* Verified and DBS checked staff

* Local carers reduce difficulty finding
available help
* Verification helps increase tust
~ Ratings ! reviews help owners choose

* Secure payment system

* Ratings / Reviews
“ Horse profiles provide carers with
individual instructions

" Booking conformation reduces uncertainty * S1Ort notce booking heips during
unexpected situations

* Favorite carer function encourages

continuity
* Clear pricing reduces uncertainty about
costs.

* Back-up carer options could help if

‘someone cancels. Pain Relievers

* Livery worker is unreliable or
unavailable

* Unverified staff

someones care

* Last minute cancellations / No

shows * Different horses having different

*Stress of unexpected  "OUtines

emergencies or circumstances

*Worrying about leaving horse in

* Knowing carers have relevant
experience

* Being able to see ratings

reviews
*Receiving conformation that
care has been completed * Ensuring horse

daily care is taken
care of
*Amanging  *Arranging
tumoutor  emerge
bringingin  care or short
* Aanging notice care
feeds
Customer
Jobs

* Maintain horse
daily routine

* Find cover when work or
personal commitments
interfere

* Find someone
competent to look
after the horse

* Concerns about the staffs
experience





