	Key partners 

Key Partners: 
· Welsh Office Agricultural Department – Build Up Wales is partners with this government organization in order to ensure that construction on Welsh land does not breach the law. 
Key Suppliers: 
· Travis Perkins, Wicks, MPN UK Structural & Civil Consulting Engineers – Raw materials for construction site.
· Waller Transport – Delivery company for transporting raw materials.
· LoopNet UK – buying land in Wales. 





	Key Activities 

Website Engineer – Designs the website. 

Estate Agents – Communicates with customers and encourage them to use our business. 

Architect – Designs the lay-out of the house with the customer. 

Builders – Constructs the house for the customer. 

Construction Management – Ensures that construction is up to date, ensures that supplies are delivered to the site, ensures that customers are satisfied. 

CEO (Me) – Ensure that the business is run efficiently ensure that workers are paid, ensure the production of advertisement. 






	Value Proposition 

Company Name – Build Up Wales plc. 

Build Up Wales will construct houses, with customers having the ability to design how they want their homes to be built. The reason as to why my business has this option available to customers is because, with other businesses, when a new homeowner wants to buy a new house, they can only choose from the houses available. This means that customers may be left feeling unsatisfied in the event that they cannot find the house that they desire. Build Up Wales gets rid of this problem by allowing customers to dictate exactly what they want their homes to be built to look like. 

In addition to this, customers will be able to decide where in Wales they want their house to be built. The construction of these new houses will take place in the Welsh countryside due to the large open spacing available in this region. 

Furthermore, through constructing these new homes, Build Up Wales will help to ease the British national housing crisis, whilst also enabling customers to start a new life in the countryside. 
	Customer Relationships

One-off customers: 
A Large percentage of customers will be one-off customers because the average homeowner buys a new house once every few decades. 

Returning Customers: 
Build Up Wales will provide housing modifications for those wishing to add extensions to their homes. This will provide the business with the opportunity to further expand into the market. Additionally, the company will provide modifications at a discounted price to those who had their house built by Build Up Wales, thereby guaranteeing retains some of the original customer base through returning customers. 

New Customers: 
Build Up Wales will provide these modifications at a further discounted price to any former customer who successfully introduces a new customer to the company and uses our services. In addition to this, Build Up Wales will provide these modifications once for free for any customer who introduces 3 successful new customers to Build Up Wales. 


	Customer Segments 

Types of customers: 

The majority of customers will be those who want to buy a new home. This is our main target market, and as such our most important customer segment. This could include, but is not limited to:
· Newly weds who want to buy a new home together. 
· Pensioners who want to retire. 
· Those from the big city who desire to start a new life in rural society. 

A minority of customers will be individuals with a business. This could include those who want to build a small shop in rural Wales, or those who want to build a service business such as a garage. Build Up Wales could appeal to this particular segment by establishing a business department, helping our customers to establish their business that is both appealing and in a region which will be most successful. 

Naturally, our customers will need personal assistance and Build Up Wales will need to co-ordinate with customers along every step of the way. Our staff at the estate agency will co-ordinate with customers as to exactly what they want their home to look like and our management at the construction site will need to co-ordinate with the customers to update them on the progress. When the building is completed, Build Up Wales will ensure that it meets the needs and expectations of the customer. Finally, the company will then keep in contact with customers for years after construction is completed in order to advertise modifications to them. 

	
	Key Resources 

Human Resources – Builders, Construction Manager, architect, estate agency staff. 

Physical Resources – Construction Materials, land, transportation. 







	
	Channels 

How Build Up Wales will communicate with its customers. 

Website – Build Up Wales has a website which customers can visit 24/7. The website allows customers to explore all of the options that they have available. Additionally, the website contains locations of our estate agencies. 

Estate Agency – The company will have estate agencies across the United Kingdom, in major cities such as London, Manchester, Cardiff, Edinburgh, and Glasgow. This will therefore make our services as accessible to as many customers across the nation as possible. 

Social Media – Pages available across numerous platforms, such as Facebook, Instagram and Twitter. 

Advertisement – TV advert and posters on buses to inform as many people about the business as possible. Advert will contain a link to the website. 

 
	

	Cost Structure 

The business is value driven – the customer considers the house to be extremely valuable, especially as they themselves designed what it would look like. However, in exchange this means that the price is high. 

Money In – Revenue from sales to customers 
· Loans from HSBC Bank 
· Money from shareholders 

Money Out – Payment for construction materials 
· Rent for estate agency buildings.
· Payment for land
· Payment for delivery company 
· Payment for Web hosting company 
· Salary of construction workers 
· Salary of agency staff 
· Salary of architect 

Key Resources:
· Land for construction 
· Construction materials 
· Website
· Estate agency 

Key Activities: 
· Productivity of construction workers
· Estate agents talking with customer.
· Architect communicating with customer.
· Delivery of raw materials to the construction site. 





	Revenue Streams 

The amount of revenue received will depend on the size of the construction project. The customer will pay an upfront fee, which will then be followed by a monthly payment until the construction is finished. 

Depending on the size of the project, the upfront fee and monthly payment will differ. The upfront fee may be between £25,000 - £250,000, and the monthly payment could be between £20,000 – £200,000. It takes approximately between 6 – 12 months to build a house, and as such this is the period of how long these monthly payments will continue to occur. 

Payment will be by card to the official Build Up Wales bank account at the end of the month. 
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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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