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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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 Cynfas Model Busnes 
	Partneriaid allweddol 
Efallai y bydd angen allanoli rhai gweithgareddau ac adnoddau yn eich busnes.  Rhestrwch y partneriaid allweddol a’r gweithgareddau y byddant yn eu cyflawni.   

Pwy yw eich partneriaid allweddol?  
Pwy yw eich cyflenwyr allweddol? 
Pa adnoddau allweddol ydych chi’n eu caffael gan bartneriaid?  
Pa weithgareddau allweddol mae’r partneriaid yn eu cyflawni?  
Beth yw eich argymhellion ar gyfer y bartneriaeth hon?  
· Caffael adnoddau
· Lleihau risg ac ansicrwydd 
· Optimeiddio ac arbedion graddfa 
	Gweithgareddau Allweddol 
Tasgau a gweithgareddau gwirioneddol sy’n ofynnol i greu a chyflawni’r cynnig busnes.  Rhestrwch y gweithgareddau allanol sydd eu hangen i fod yn llwyddiannus.  

Pa weithgareddau allweddol sydd eu hangen ar gyfer:
· cynigion gwerth
· sianeli dosbarthu
· perthnasoedd â chwsmeriaid
· ffynonellau refeniw 

	Cynigion Gwerth 
Eich Cynigion Gwerth yw’r rheswm pam mae cwsmeriaid yn troi at eich cwmni dros un arall.  Mae’n datrys problem eich cwsmer neu’n bodloni anghenion eich cwsmer.  

Pa werth ydych chi’n ei gyflawni i’r cwsmer? 
Pa broblem ydych chi’n helpu i’w datrys i’ch cwsmer  
Pa gynnyrch a / neu wasanaeth y byddwch yn ei gynnig? 
Pa anghenion cwsmer ydych chi’n eu bodloni?   
Nodweddion cynnig gwerth
· Newydd-deb
· Perfformiad
· Addasu
· Dylunio
· Brand / statws
· Pris
· Lleihau Costau 
· Hygyrchedd
· Cyfleustra / gwelededd 
	Perthnasoedd â Chwsmeriaid
Mae’n hanfodol sefydlu a chynnal perthnasoedd â chwsmeriaid.  Eglurwch y math o berthynas a’i diben. 
Pa fath o berthynas y mae pob un o’n segmentau cwsmer yn disgwyl i ni ei sefydlu a’i chynnal gyda nhw? 
Pa rai ydych chi wedi’u sefydlu? Sut maent yn cael eu cynnal.
Faint fydd yn ei gostio?
	Segmentau Cwsmeriaid 
I bwy ydych chi’n creu gwerth?  Sut allwch chi adnabod eich cwsmeriaid a’r segmentau ar gyfer y cwsmeriaid?

Pwy yw eich cwsmeriaid mwyaf pwysig? 
Ydy eich cwsmeriaid yn unigolion / busnesau / unigolion â busnes 

Beth fyddan nhw’n ei ddisgwyl:
· Hunan wasanaeth
· Gwasanaeth awtomataidd
· Cymorth Personol  
· Cymunedau
· Cyd-greu 

Sut olwg sydd ar segmentau eich cwsmeriaid: 
· Marchnad dorfol 
· Marchnad arbenigol  
· Wedi’i segmentu 
· Arallgyfeirio  
· Llwyfan aml-ochr

	
	Adnoddau Allweddol 
Pa adnoddau allwedd sydd eu hangen ar eich cynnig gwerth.   

Pa adnodau allweddol sydd eu hangen ar gyfer: 
· cynigion gwerth
· sianeli dosbarthu  
· perthnasoedd â chwsmeriaid
· ffynonellau refeniw 

Mathau o adnoddau  - Ffisegol, deallusol (brand, hawlfraint, patentau, data) Dynol, Ariannol.  
	
	Sianeli
Sut byddwch chi’n cyfathrebu?
Drwy ba sianeli y mae ein segmentau cwsmer eisiau cael eu cyrraedd? 
Sut ydych chi’n cynllunio i’w cyrraedd? 
Ydy eich sianeli wedi’u hintegreiddio? 
Pa rai sy’n gweithio orau? 
Pa rai sy’n fwyaf cost effeithiol?  
Sut ydych chi’n cynllunio i’w hintegreiddio i drefn arferol eich cwsmeriaid 
Mathau o sianeli – y tîm gwerthu, gwerthiannau ar y we, siopau / stondinau eu hunain, cyfanwerthwyr   
	

	Strwythur Costau 
Beth yw’r costau mwyaf pwysig i’ch busnes.  
· Pa adnoddau allweddol yw’r rhai mwyaf drud  
· Pa weithgareddau allweddol yw’r rhai mwyaf drud 
A yw eich busnes yn fwy 
· - Wedi'i yrru gan gost (y strwythur cost fwyaf main, cynnig gwerth pris isel, gwneud y mwyaf o awtomeiddio, allanoli helaeth)
· Wedi’i yrru gan werth (canolbwyntio ar greu gwerth, cynnig gwerth premiwm  
Ystyriwch – Costau sefydledig megis cyflogau, rhentu, cyfleustodau  
Incwm, treuliau, enillion neu elw, gwerthiant, elw gros, talu’ch costau.  
	Ffynonellau Refeniw 
Ystyriwch sut bydd y busnes yn codi a derbyn incwm.  

Beth mae eich cwsmeriaid yn fodlon ei dalu?  
Beth maen nhw’n talu ar hyn o bryd a sut mae eich cynnig yn wahanol?  
Beth yw eich model refeniw? 
Beth yw eich strwythurau prisio? 
Sut mae eich cwsmeriaid yn talu nawr? 
Sut byddai’n well ganddynt dalu?  
Faint mae pob ffynhonnell refeniw yn ei gyfrannu i’r refeniw cyflawn?  
Fyddwch chi’n defnyddio:  Prisio sefydlog, prisio sylfaenol, nodwedd gynnyrch, segment cwsmer neu’n ddibynnol ar werth 
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