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1. Business Overview
Business Name: Campus-Connect, a mobile app.-based business designed to provide affordable transport services for students living off-campus to commute to and from university.
University students that live outside campus areas need a quick way to identify affordable and reliable transport options to reach campus or to get home after they finish their classes because currently available transport options (bus, train, taxis) have high costs and they don’t always fit with a student’s schedule.
2. Value Proposition Canvas
URL address: https://canva.link/dt765hq87zgyc0j
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3. Business Mind Map
URL address: https://mm.tt/map/4093540077?t=KKamr6jpNP
4. Business Model Canvas

URL address: https://canva.link/bn5vo7qlg9joyqd
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