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The Business Model Canvas (BMC) is a strategic
management tool that provides a quick, structured, visual
framework that enables entrepreneurs and companies to
innovate or redefine their business strategies efficiently.

The primary benefits include enhancing clarity, and
understanding, and facilitating strategy discussions
among team members or stakeholders.

Invented by Swiss business theorist Alexander Osterwalder




KEY BENEFITS OF USING THE BMC

The Business Model Canvas is a powerful tool that enables
entrepreneurs and companies to enhance strategic thinking,
foster collaborative discussions, and drive innovation.

1. Enhanced Clarity and Understanding of your Business
2. Facilitation of Strategy Discussions with your team members
3. Innovating and Redefining Business Strategies

4. Adaptability and Agility to the evolving business landscape
5. Simplification of Complex Business Models
6. ldentification of Gaps and Opportunities
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Business Model Framework

The Business Model Framework is a tool for creating, analyzing and optimizing a business model. It describes the main elements of a company's business model and how they are related. The framework consists of 9 building blocks: Customer Segments, Value
Propositions, Channels, Customer Relationships, Revenue Streams, Key Resources, Key Activities, Key Partnerships, and Cost Structure.

Customer Segments

The different groups of people or
organizations a company aims to
reach and serve.

Mass Market

Multi-sided
Platform

Value Propositions

The bundle of products and
services that create value for a
specific Customer Segment.

Channels

The paths through which a
company reaches and delivers
Value Propositions to its
Customer Segments.

Own Stores

Customer
Relationships

The types of relationships a
company establishes with its
Customer Segments.

Personal
Assistance

Communities

Co-creation

Revenue Streams

The cash a company generates
from each Customer Segment.

Asset Sale

Key Resources

The most important assets
required to make a business
model work.

Key Activities

The most important things a
company must do to make its
business model work.

Production

Problem Solving

Marketing

Sales

Key Partnerships

The network of suppliers and
partners that make the business
model work.

Strategic Alliance

-0-0-0-0-0-0

Cost Structure

The costs incurred by a company
while operating under a
particular business model.

Cost-Driven

Value-Driven




CUSTOMER SEGMENTS



Customer Segments
22

The different groups of people or
organizations that a business
aims to reach and serve.

@ Multi-sided: Customers from different
groups or segments that interact with
each other through a platform or
ecosystem, and require a product or
service that facilitates their interactions.

@& Diversified: Customers from different

® Niche Market: Customers with specific industries or markets, with different

needs and characteristics, such as is and ch Heties. thatearn be

demographics, interests, or behaviors needs and aracteristics, a.t can
o ' y served by a single company with a

that require a tailored product or service. diversified product oF sarvice portiolio.
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Customer Segments for Business and Examples for Airbnb

The image displays a diagram explaining the different types of customer segments that a business may target. It also provides examples of customer

Mass Market @

Customers with no specific
demographic or psychographic
characteristics, and a broad
range of needs that can be
addressed by a single product or
service.

Travelers looking
for affordable and
unique
accommodation
options.

Segmented @

Customers grouped by specific
needs and characteristics that
share common problems or
goals, and require a product or
service that meets their specific
needs.

Business travelers
who require
reliable Wi-Fi and a
quiet space to
work.

segments for Airbnb.

Niche Market [

Customers with specific needs
and characteristics, such as
demographics, interests, or
behaviors, that require a tailored
product or service.

Eco-conscious guests
who seek sustainable
and
environmentally-friendly
lodging.

Diversified &

Customers from different
industries or markets, with
different needs and
characteristics, that can be
served by a single company with
a diversified product or service
portfolio.

Hosts who provide
the
accommodations
and guests from
various
backgrounds
seeking said
accommodations.

Multi-sided &

Customers from different groups
or segments that interact with
each other through a platform or
ecosystem, and require a product
or service that facilitates their
interactions.

Local experience
providers who
offer activities and
tours to Airbnb
guests, thus
creating an
ecosystem for
both hosts and
guests to interact
and benefit from.



SEPHORA (25

Customer Segments for SEPHORA Customers

SEPHORA has a diverse customer base with different beauty needs and preferences. Here are the various customer segments that SEPHORA caters

Mass Market &

Customers with diverse beauty
needs and preferences, looking
for a wide range of cosmetic
products and services suitable
for various occasions and daily
use.

Customers looking
fora
one-stop-shop for
all their beauty
needs

Customers who
value a wide range
of products at
affordable prices

Segmented &

Customers with specific beauty
concerns and preferences,
looking for products that cater to
their skin type, tone, or beauty
routine requirements.

Customers with
acne-prone or
sensitive skin

Customers looking
for anti-aging
products

to:

Niche Market L

Customers with specific beauty
interests or needs, such as those
with sensitive skin, vegan
preferences, or seeking
cruelty-free products.

Customers looking
for vegan or
organic products

Customers with
allergies or skin
conditions seeking
hypoallergenic
products

Diversified &

Customers from different age
groups, ethnicities, or genders,

each with unique beauty
standards and product
preferences.

Customers looking

for products
suitable for their
skin tone

Customers seeking

inclusive and
diverse beauty
options

Multi-sided <>

Customers who engage with the
SEPHORA community through
beauty classes, tutorials, or the
loyalty rewards program.

Customers seeking
personalized
recommendations




Market Segmentation

A comprehensive analysis of market segmentation and its different approaches.

Demographic
Segmentation 28

Dividing the market based on
demographic variables such as
age, gender, income, education,
occupation, and family size.

Targeting young
adults with trendy
and affordable

products.

Emphasizing
luxury and
convenience for
affluent retirees.

Psychographic
Segmentation &
Focusing on customers’ attitudes,
values, interests, and lifestyles to
understand the emotional and

psychological factors that
influence purchasing decisions.

Emphasizing
sustainability and
eco-friendliness
for
environmentally
conscious
consumers.

Behavioral
Segmentation &

Categorizing customers based on
their behaviors, such as buying
habits, product usage patterns,
brand loyalty, and response to
marketing stimuli.

Tailoring
marketing
campaigns and
personalized
recommendations
based on shopping
frequency.

Geographic
Segmentation &

Dividing the market based on
geographic variables such as
location, climate, population
density, or regional preferences.

Offering different
clothing lines for
warm-weather
regions versus
cold-weather
regions.



SEPHORA SEPHORA Customer Segments

SEPHORA has a diverse customer base, with different types of customers who shop at

Beauty Enthusiasts &

Individuals who are passionate
about makeup and skincare and
rely on SEPHORA for the latest
beauty products.

A makeup artist
who uses
SEPHORA to find
professional-grade
products for their
clients.

A skincare junkie
who uses
SEPHORA to
discover new and
innovative
skincare solutions.

An influencer who
uses SEPHORA to
stay up-to-date
with beauty trends
for their followers.

the store for various reasons.

Casual Shoppers &:

Individuals who shop at
SEPHORA occasionally for
personal use or for gifting
purposes.

A gift-giver who
uses SEPHORA to
find the perfect
beauty gift for a
friend or loved
one.

A student who
uses SEPHORA to
purchase
affordable beauty
products for their
daily routine.

A professional
who uses
SEPHORA to buy
quality makeup for
work events.

Special Occasions &=

Individuals who turn to SEPHORA
for beauty products for special
events and occasions.

A bride-to-be who
uses SEPHORA to
find makeup for
her wedding day.

A prom-goer who
uses SEPHORA to
get glam for the
big night.

A party planner
who uses
SEPHORA to create
beauty gift bags
for event
attendees.

.’ Apple Watch Customer Segments

Apple Watch has a diverse customer base, with different types of users. Here
are some of the main customer segments.

o Health Enthusiasts

Individuals who use Apple Watch to track their fitness activities and

health metrics.

A runner who
uses Apple Watch
to monitor heart
rate and track
distance.

A gym-goer who
uses Apple Watch
to log workouts
and track calories
burned.

A
health-conscious
individual who
uses Apple Watch
to monitor sleep
patterns and
daily activity

levels.

Tech-Savvy Professionals
Professionals who use Apple Watch for its smart features and

A business
executive who
uses Apple Watch
for email
notifications and
calendar
reminders.

A tech worker
who uses Apple
Watch to control
smart home
devices and
receive app
notifications.

connectivity.

A freelancer who
uses Apple Watch
to manage time
and tasks
efficiently.

A Fashion-Forward Individuals

Individuals who wear Apple Watch as a stylish accessory and for its

customizable faces and bands.

A fashionista who
uses Apple Watch
to match outfits
and express
personal style.

A trendsetter
who uses Apple
Watch to access
the latest apps
and features.

A designer who
uses Apple Watch
as a statement
piece and for its
sleek design.

& Everyday Users

A parent who
uses Apple Watch
to stay connected
with family and
receive important
alerts.

A student who
uses Apple Watch
to keep track of
schedules and
set reminders for
assignments.

Individuals who use Apple Watch for its convenience and practical

applications.

A busy
professional who
uses Apple Watch
for quick access
to information
and easy
communication.



ANSWER THESE QUESTIONS TO
COMPLETE CUSTOMER SEGMENTS

. Who are our most important customers?

1. What are the defining characteristics of our most valuable and strategic customers?

2. Which customer segments generate the highest revenue or profitability for our business?
3. Which customer segments are the most loyal and likely to become repeat customers?

. What are the different customer segments we serve?

1. How can we segment our customers based on demographics (age, gender, income, location, etc.)?

2. Can we segment customers based on their behaviors (e.g., purchase patterns, usage frequency, customer lifecycle stage)?
3. Are there any psychographic segments (e.g., values, interests, lifestyle) that are relevant for our business?

. What are the characteristics of our target customer segments?

1. What are the common pain points, needs, and challenges faced by each customer segment?

2. What are the specific products, services, or experiences that each segment is looking for?

3. What are the purchasing behaviors, decision-making processes, and communication preferences of each segment?

. How do our different customer segments differ in their needs and characteristics?

1. How do the key requirements, preferences, and behaviors vary across our different customer segments?

2. Are there any significant differences in the value proposition, pricing, or channels that need to be tailored for each segment?
3. How can we best cater to the unique needs and expectations of each customer segment?

. Which customer segments are the most important or profitable for our business?

1. Which customer segments contribute the most to our overall revenue and profitability?

2. Are there any customer segments that have a higher lifetime value or growth potential?

3. Should we consider focusing our resources and efforts on the most strategic and lucrative customer segments?



VALUE PROPOSITION
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Newness [

Highlight how your product or
service offers something new to
the market, whether it's an
innovative feature,
groundbreaking technology, or a
fresh approach to a common
problem.

Introducing the
first electric car
with a
solar-powered
roof

Revolutionizing
the transportation
industry with a
hyperloop system

Offering a new
online platform for
personalized
nutrition coaching

Performance &’

Detail how your offering
outperforms competitors or
previous solutions in terms of
efficiency, speed, durability, or
effectiveness.

Our vacuum
cleaner has 30%
more suction
power than the
leading brand

Our software
reduces data
processing time by
50%

Our running shoes
have a longer
lifespan than
competitors,
lasting up to 1000
miles

Customization &~

Explain the ways in which your
product or service can be tailored
to meet the specific needs,
preferences, or requirements of
individual customers.

Value Proposition Sections

Information on the different sections that make up a value proposition for a business

Design &

Showcase the aesthetic,
ergonomic, or functional design
elements of your offering that
make it stand out and appeal to
customers.

Our phone cases
feature unique
and stylish designs
that reflect the
latest fashion
trends

Our office chairs
are designed to
provide maximum
comfort and
support for long
hours of sitting

Our website has a
sleek and intuitive
interface that
makes it easy for
users to navigate
and find what they
need

Price &

Position your offering
competitively by emphasizing its
cost-effectiveness, affordability,
or the value customers will get
for the price.

Cost Reduction <

Describe how your product or
service can save customers
money in the long run, whether
through lower operational costs,
reduced resource consumption,
or increased productivity.

Risk Reduction ¢

Assure potential customers of
the reliability and safety of your
offering by outlining measures
taken to reduce risk, such as
quality assurance processes,
certifications, or warranties,

Accessibility

Emphasize the ease with which
customers can obtain or use your
product or service, including
availability, user-friendliness, or
support services.

Convenience/Usability
o]

Focus on how your offering
simplifies tasks, saves time, or
enhances convenience for users
through its design, features, or
customer service.

Our mobile
banking app
allows users to
easily transfer
funds, pay bills,
and check account
balances
on-the-go

Our meal kit
delivery service
includes
pre-portioned
ingredients and
easy-to-follow
recipes that save
time and reduce
food waste

Our smart home
devices can be
controlled through
a single app,
making it easy for
users to manage
their home
automation
systems



Newness &

Sephora constantly introduces
the latest beauty trends and
products to the market.

Launching new
product lines

regularly

Partnering with
popular beauty
influencers for
exclusive
collaborations

Performance o

Sephora provides a seamless and

efficient shopping experience
both in-store and online.

Knowledgeable
staff who can
provide
personalized
recommendations

User-friendly
website with easy
navigation and fast
checkout

This table shows the different components that make up Sephora's value proposition, along with examples of how the company provides value in each area.

Customization

Sephora offers personalized
beauty recommendations
through the use of technology
and in-store beauty services.

Color IQ system
that matches
customers with
their perfect
foundation shade

consultations with
Sephora experts

Value Proposition Table for Sephora

Design &

Sephora stores and website
feature an aesthetically pleasing
and user-friendly interface.

High-quality
product images
and detailed
descriptions

Interactive
displays in-store
that allow
customers to try
on products
virtually

Price 4

Sephora offers competitive
pricing on high-end beauty
products.

Regular sales and
promotions on
popular products

Sephora Collection
line that offers
high-quality
products at lower
prices

Cost Reduction &

Sephora's Beauty Insider loyalty
program allows customers to
earn points and receive
discounts.

Points earned for
every purchase
that can be
redeemed for
rewards

Exclusive
discounts and
early access to
sales for Beauty
Insider members

Risk Reduction 1

Sephora has a generous return
policy and provides safety
measures in-store.

Free returns on all
products, even if
they've been
opened or used

Hand sanitizer and
disposable
applicators
available in-store
to reduce risk of
infection

Accessibility @

Sephora has a global presence
with stores in multiple countries
and a website that supports
multiple languages.

Over 2,600 stores
worldwide in 34
countries

Website available
in 11 languages

Convenience/Usability
®

Sephora offers an easy search

and booking experience with

features that save customers
time.

Instant product
availability
information online

Online booking for
in-store beauty
services




Newness

Sephora consistently introduces
new products and collaborations
to keep up with current trends
and satisfy customers' desire for
novelty and variety.

Introduces new
product lines

regularly

Performance

Sephora offers high-quality
products and a seamless

shopping experience to ensure
customer satisfaction and loyalty.

Carries a wide
range of premium
beauty brands

mobile app for
easy browsing and

SEPHORA

Value Proposition Table for Sephora

A table detailing the components of Sephora's value proposition and examples of how the company provides value in each area.

Customization

Sephora allows customers to

personalize their shopping

experience and find products
that suit their individual needs

and preferences.

Offers
personalized
recommendations
based on
customer profiles
and purchase
history

Provides a range
of shade options
and product sizes
to cater to diverse
skin tones and
types

Design
Sephora creates a visually
appealing and inviting

atmosphere in stores and online
to enhance the overall shopping

experience.

Features modern
and chic store
designs with
interactive

displays

Price

Sephora offers competitive
pricing and a range of products
at different price points to cater
to customers with varying
budgets.

Carries affordable
drugstore brands
as well as high-end

Cost Reduction

Sephora provides cost-saving
options and rewards programs to
incentivize customer loyalty and
repeat business.

Offers a rewards
program where
customers can
accumulate points
and redeem them
for free products

Risk Reduction

coanh

pl prioritizes ¢
safety and satisfaction by

providing high-quality and safe
products, as well as a generous

return policy.

Carries only
products that
meet Sephora's
strict standards for
safety and quality

Accessibility

Sephora strives to make beauty
accessible to all customers by
offering a range of products for
diverse skin tones and types, as
well as accommodating different
languages and countries.

Provides a website
and mobile app in
multiple languages

to cater to
international
customers

Convenience/Usability

Sephora aims to make the beauty
shopping experience as
convenient and easy as possible
for customers.




ANSWER THESE QUESTIONS TO
COMPLETE VALUE PROPOSITION

1.What are the core products and services we offer?
1. What are the specific products, services, or solutions we provide to our customers?
2. How do these offerings address the needs, problems, or pain points of our target customers?

2.What are the key benefits and value we deliver to our customers?
1. What are the most important and compelling reasons for customers to choose our offerings?
2. What specific gains or benefits do our customers experience when using our products or
services?
3.How do our offerings differ from or outperform the competition?
1. What are the unique features, attributes, or capabilities that set our value proposition apart?
2. How do we create more value or a better customer experience compared to alternatives or
competitors?
4.What are the specific customer needs, problems, or pain points we are addressing?
1. What are the key challenges, frustrations, or unmet needs that our customers are facing?



CHANNELS
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Channels List

This section provides a list of channels through which a business can communicate with and deliver value to its customers.

Retail

Physical stores
where customers
can visit to
purchase products

Online

E-commerce
platforms

Wholesale

Selling large
quantities of
products to
retailers or other
businesses, rather
than directly to
consumers

Direct Sales

Selling products
directly to
consumers
without
(R EES

In-person
demonstrations or
presentations

Value-Added Reseller

Businesses that
add features or
services to an
existing product
and then resell it
to end-users




@ AirBnB Online Platform
This section highlights the features of the AirBnB online platform.

B AirBnB Mobile App
This section highlights the features of the AirBnB mobile app.

airbnb

Channels Used by AirBnB Company

This is an infographic that showcases the various channels through which AirBnB offers its services to customers.

AirBnB Experiences
This section highlights the features of the AirBnB Experiences
service.

4 AIrBnB Plus
This section highlights the features of the AirBnB Plus service.

<« AirBnB Luxe
This section highlights the features of the AirBnB Luxe service.

=} Social Media
This section highlights AirBnB's social media presence and its
res.

featus

Email Marketing
This section highlights AirBnB's email marketing services and its
features.

28 Customer Support Channels
This section highlights the customer support channels provided by
AirBnB.

8 AirBnB for Work
This section highlights the features of the AirBnB for Work service.

Booking luxury Recelving trip
properties design services
from a dedicated
trip designer
@ Collaborations and Partnerships @ AirBnB Open Homes
This secti the d p that This secti the features of the AirBnB Open Homes
AirBnB has with other companies. service.

& Community Events and Meetups

This section highlights the community events and meetups
organized by AirBnB.




SEPHORA

Channels Used by Sephora Company

This content provides a list of channels used by Sephora, categorized into Retail, Online, Wholesale, Direct Sales, Value-Added Reseller, Pop-up Stores and Events, and Partnerships and Collaborations.

Retail &:

Physical locations where
customers can try and purchase
Sephora products.

Sephora Stores

Sephora Inside
JCPenney

Online &

Online platforms where
customers can purchase Sephora
products.

Sephora.com

Online Retailers

Wholesale g2

Companies that purchase
Sephora products in bulk to
distribute to smaller retailers or
businesses.

Distributors

Direct Sales

Sephora employees who sell
products directly to consumers,
often in corporate or educational
settings.

Sephora Beauty
Advisors

Value-Added Reseller
T

Services that offer curated
selections of Sephora products.

Sephora
Subscription
Boxes

Sephora Rewards
Bazaar

Pop-up Stores and
Events &

Temporary retail locations and
special events where Sephora
products are sold directly to
customers.

Sephora Pop-Up
Stores

Sephora Events

Partnerships and
Collaborations &

Collaborations with celebrities,
influencers, and other retailers to
offer exclusive Sephora products.

Brand
Collaborations

Retail Partnerships



ANSWER THESE QUESTIONS TO
COMPLETE CHANNELS

. What are the key channels we use to reach and engage with our customers?

1. What are the direct sales channels (e.g., company website, retail stores, direct sales team) we use to sell to customers?

2. What indirect sales channels (e.g., distributors, resellers, online marketplaces) do we leverage to reach and sell to customers?
3. What other channels, such as vendor or supplier partnerships, do we use to deliver our value proposition?

. How do our customers prefer to purchase and interact with our offerings?

1. What are the most common and preferred sales channels for our target customer segments?

2. Do our customers tend to purchase through online channels, offline channels, or a combination of both?
3. Are there any specific vendor or supplier partnerships that our customers value or prefer?

. Which channels are the most effective in reaching, engaging, and converting our target customers?

1. Which sales channels have the highest customer acquisition rates, conversion rates, and average order values?

2. How do the performance and efficiency metrics vary across our different sales channels?

3.  What vendor or supplier partnerships have been the most beneficial in terms of delivering value to our customers?

. How do we ensure a seamless and consistent customer experience across our channels?

1. How do we integrate and coordinate our various sales channels, vendor partnerships, and supplier relationships to provide a unified and cohesive customer
experience?

2. What processes, technologies, or strategies do we use to enable a smooth omnichannel approach?

. How do we select the most appropriate channels for each customer segment?

1. Which sales channels, vendor partnerships, and supplier relationships are best suited to effectively reach, engage, and serve the specific needs and
preferences of our target customer segments?

2. How do we tailor our channel strategy to address the unique buying behaviors and requirements of different customer segments?



CUSTOMER RELATIONSHIPS



Customer Relationships

Types of interactions a business has with its customers

Personal Assistance

Direct interaction between customer and company representative

Dedicated Personal Assistance

Specialized form of personal assistance where a specific
representative is assigned to handle all needs and issues of a

Self-Service

Providing tools and resources for customers to serve themselves
without the need for direct interaction with a company

particular customer representative
In-store Phone support
assistance . . .
Wealth Enterprise-level Online FAQs Instructional
management sales videos
Automated Services Communities Co-creation

Systems that automatically handle tasks and processes that would
otherwise require human intervention

Chatbots Automated billing

systems

Creating and managing a community of customers who can
interact with each other

Social media
communities

Online discussion
forums

Collaborative relationship where customers are involved in the
development and creation of the product or service

Customer-driven
innovation

Feedback loops



airbnb

AirBnB Customer Relationships

AirBnB provides various customer support options for both guests and hosts, including personal assistance, self-service
resources, automated services, communities, and co-creation opportunities.

22 Personal Assistance

AirBnB offers personalized customer support through muitiple
channels, including 24/7 hotline, live chat, and email support.

Contact AirBnB
for assistance
with bookings,
cancellations,
and other
inquiries.

@ Dedicated Personal Assistance

For hosts, AirBnB provides a dedicated support team to help
manage listings, handle guest interactions, and optimize hosting
experience.

Hosts can receive

personalized
assistance and

solutions from
the support

B Self-Service

AirBnB's website and mobile app offer self-service resources, such
as FAQs, community forums, and instructional videos.

= Automated Services

AirBnB uses automated messaging and notifications to keep guests
and hosts informed about bookings, updates, and reviews.

22 @ Communities

AIrBnB encourages a sense of community through online forums,
social media, and in-person events.

& Co-creation

AirBnB values user feedback and incorporates it into service
improvements and feature development.




SEPHORA

Sephora's Customer Relationships

This analysis categorizes the different types of customer relationships that Sephora has established, based on the

% Personal Assistance

Sephora provides different types of personal assistance to its
customers, including in-store support and phone assistance.

In-store

Phone support
assistance

provided image.

22 Dedicated Personal Assistance

Sephora offers personal assistance to its customers through its
loyalty program, Sephora Beauty Insider, and provides dedicated
support for large orders and B2B services.

Wealth Enterprise-level
management sales

(Sephora Beauty

Insider)

B Self-Service

Customers can find quick answers to common queries through
Sephora's online FAQs and access a wide range of tutorials and
makeup tips for self-guided learning.

Online FAQs Instructional

videos

i Automated Services

Sephora employs chatbots to assist customers with product
recommendations, beauty advice, and customer service inquiries
and offers an automated checkout and billing process through its

website and mobile app for a seamless shopping experience.

Chatbots Automated billing

systems

22 Communities

Sephora fosters a sense of community among its customers
through its online discussion forums and social media platforms,
where followers can interact, participate in challenges, and stay
updated on the latest beauty trends.

Online discussion
forums

& Co-creation

Sephora encourages customer feedback through product reviews,
surveys, and ratings and collaborates with customers to develop
new products and services, often incorporating customer
suggestions and ideas into their innovation process.

Feedback loops Customer-driven

innovation




ANSWER THESE QUESTIONS TO
COMPLETE CUSTOMER RELATIONSHIPS

What type of relationship does each of our customer segments expect us to establish and maintain with them?
1. Do our customers prefer a personal, dedicated relationship or a more automated, self-service approach?
2.  What level of personalization and customization do our customers expect in their interactions with us?

What are the specific customer relationship strategies we use for each customer segment?
1. How do we acquire new customers (e.g., through personal sales, marketing campaigns, referrals)?
2. How do we onboard and retain existing customers (e.g., account management, loyalty programs, community engagement)?
3. How do we handle customer support and address any issues or concerns they may have?

How do our customer relationship strategies differ across our various customer segments?

1. Arethere any unique relationship management approaches required for specific customer segments based on their needs, preferences, or
behaviors?

2. How do we tailor our relationship-building efforts to cater to the distinct characteristics of each customer segment?

What are the key touchpoints and interactions we have with our customers throughout their journey?

1. What are the various stages of the customer lifecycle (e.g., awareness, consideration, purchase, post-purchase) and how do we manage the
relationships at each stage?

2.  What are the critical moments of truth or key interactions where we can strengthen our customer relationships?

How do we measure the success and effectiveness of our customer relationship strategies?

* What key performance indicators (KPIs) do we use to evaluate the health and quality of our customer relationships (e.g., customer satisfaction,
loyalty, retention rates)?

* How do we continuously gather feedback and insights to improve our customer relationship management efforts?



REVENUE STREAMS



Asset Sale

Revenue generated from the sale
of a physical product or goods to
a customer.

A car dealership
earns revenue
through the sale of
vehicles.

An electronics
store earns
revenue through

the sale of gadgets
and appliances.

Usage Fee

Revenue generated by a
customer's usage of a particular
service.

Utility companies

ased on the
amount of
electricity or water
they use.

Ride-sharing
companies earn
revenue based on

the distance
traveled by

passengers.

Revenue Streams

Explanation of different types of revenue streams for businesses.

Subscription Fees

Revenue generated from selling
continuous access to a product
or service.

Software-as-a-service
(SaaS)

subscriptions
generate revenue
for companies like
Netflix and
Salesforce.

Lending/Renting/Leasing

Revenue generated by providing
temporary access to goods or
services.

Tool rental
services generate
revenue by renting
out power tools to
customers.

Licensing

Revenue generated by allowing
customers the rights to use
protected intellectual property.

A media company
may license a
movie or television
showto a
streaming service.

Brokerage Fees

Revenue generated by
intermediation services between
two parties.

Stockbrokers earn
a commission on
trades they
execute on behalf
of clients.

Advertising

Revenue generated by providing
advertising space.

A television
network may earn
revenue by airing
commercials
during its
programming.



@ airbnb

@ Service Fees
AirBnB charges guests and hosts service fees for each booking

made through its platform.
A guest books a A host lists their
room for $100 property for $200
per night, and per night, and
AirBnB charges a AirBnB charges a
10% service fee. 3% service fee. A
The total cost of guest books the
the booking is property for 5
$110, with $100 nights, with a
going to the host total cost of
and $10 going to $1,050. The host
AirBnB. receives $1,000,

and AirBnB
receives $50.

AirBnB Revenue Streams

This section lists the various revenue streams of AirBnB.

42 Host Income

Property owners earn income by renting out their spaces to guests.

A host lists their
property for $150
per night and
receives a
booking for 3
nights. The host
earns a total of
$450.

& Experiences

AirBnB offers unique activities and experiences that guests can

book, providing another source of revenue.

A guest books a
cooking class for
$100, and AirBnB
charges a 20%
service fee. The
total cost for the
guest is $120,
with $96 going to
the experience
provider and $24
going to AirBnB.

la) Business Travel

AirBnB partners with companies to provide accommodations for
business travelers.

A company books
accommodations
for 10 employees
on a business
trip, with a total
cost of $5,000.
AirBnB charges a
5% service fee,
earning $250 in
revenue.

A business
traveler books a
room for $150
per night, and
AirBnB charges a
10% service fee.
The total cost of
the booking is
$165, with $150
going to the host
and $15 going to
AirBnB.

& Co-hosting Fees
AirBnB allows hosts to add co-hosts to their listings, who help
manage the property for a percentage of the earnings.

Ahost adds a
co-host to their
property listing
and agrees to pay
them 20% of the
earnings. The
property earns
$1,000 in a
month, and the
co-host receives
$200.

Ahost has
multiple
properties listed
on AirBnB and
hires a co-host to
manage them for
30% of the
earnings. The
properties earn a
total of $10,000
in a month, and
the co-host
receives $3,000.

% Partnership and Affiliate Revenue

AirBnB earns income through partnerships and affiliate programs
with other companies.

AirBnB partners 'AirBnB affil
with a car rental ‘with v
company, and con
earnsa
commission on
car rentals
booked through
its platform.

AirBnB Plus and Luxe
These are premium offerings that include high-end

accommodations and luxury experiences, generating additional

A guest books a
luxury villa for
$1,000 per night,
and AirBnB
charges a 20%
service fee. The
total cost for the
guest is $1,200,
with $1,000 going
to the host and
$200 going to
AirBnB.

A guest books a
private island for
$10,000 per
night, and AirBnB
charges a 30%
service fee. The
total cost for the
guest is $13,000,
with $10,000
going to the host
and $3,000 going
to AirBnB.

[.1 Property Management Services

AirBnB provides property management services to hosts, helping
them maintain and manage their rentals for a fee.

A host hires A host hires
AirBnB to AirBnB to provide
manage their cleaning and
property for a fee maintenance

of 10% of the services for their
earnings. The property for a fee
property earns of $100 per
$2,000ina month.

month, and

AirBnB receives

$200 for

managing the

property.



SEPHORA

Product Sales &

Sephora generates significant
revenue from the sale of
makeup, skincare, fragrance, and
haircare products.

Sephora's physical
stores

Sephora's online
platform

Sephora Collection #

Sephora's private label offers a
range of beauty products at
lower prices than name-brand
alternatives.

Skincare

Accessories

Sephora Revenue Streams

This article provides an overview of the primary revenue streams of Sephora, a leading beauty retailer.

Beauty Services £

Sephora provides various beauty
services, including makeup
applications, skincare
consultations, and beauty
classes.

Makeup
applications

Skincare
consultations

Beauty classes

Sephora Beauty Insider
Program

This loyalty program rewards
customers with points for
purchases, which can be
redeemed for exclusive products
and experiences.

Points for
purchases

Exclusive products
and experiences

Sephora Flash
Subscription %

This subscription service provides
customers with free two-day
shipping for online orders for an
annual fee.

Online orders

Brand Partnerships 22

Sephora collaborates with
established and emerging beauty
brands to offer exclusive
products and collections.

Established beauty
brands

Emerging beauty
brands

Exclusive products
and collections

Sephora Studios &

These smaller, service-focused
stores offer personalized beauty
services and have a higher sales
per square foot.

Personalized
beauty services

Higher sales per
square foot

Sephora App B

The Sephora mobile app
facilitates online sales and
features augmented reality for
virtual product try-on.

Online sales

Augmented reality
for virtual product
try-on

Gift Cards T

Sephora sells gift cards, which
guarantee future sales and
sometimes go unredeemed.

Guaranteed future
sales

Potentially
unredeemed gift
cards



ANSWER THESE QUESTIONS TO
COMPLETE REVENUE STREAMS

1. What are the different revenue streams that our business generates?

* What are the primary sources of revenue for our business (e.g., product sales, subscription fees, usage-based fees, licensing,
etc.)?

* Do we have any secondary or ancillary revenue streams that contribute to our overall revenue?

2. What is the revenue model for each of our key revenue streams?
1. How are we pricing our products, services, or offerings (e.g., fixed pricing, tiered pricing, dynamic pricing, etc.)?
2. What are the specific pricing mechanisms and strategies we employ for our different revenue streams?

3. How do our revenue streams align with the value propositions we offer to our customers?
1. How do the pricing and revenue models reflect the perceived value that our customers derive from our products or services?
2. Are there any dependencies or synergies between our revenue streams and the value we deliver to our customers?

4. What are the key factors that drive revenue and profitability for our business?

1. What are the critical metrics and KPIs (e.g., sales volume, average order value, customer lifetime value, etc.) that influence the
revenue and profitability of our business?

2. How do we monitor and analyze these factors to optimize our revenue generation and overall financial performance?

5. How diversified and sustainable are our revenue streams?
1. Do we have a mix of revenue streams that provide stability and mitigate risks to our business?
2. What strategies do we have in place to maintain, grow, and potentially diversify our revenue sources over time?



KEY RESSOURCES



Key Resources

About
Physical Intellectual Human Financial
Tangible assets used to create products or deliver services Non-tangible assets rooted in company knowledge and creativity Employees and their skills, knowledge, and experience they bring Monetary assets necessary to support business operations and
growth
Machinery Vehicles Patents Engineers Customer service
representatives Cash
Buildings Inventory Trademarks Speo)

Managers Credit lines Revenue streams

Proprietary
technology

Databases




@ airbnb

Physical resources

These are tangible assets that are used to create products or
deliver services. Examples of physical resources for AirBnB include
office buildings and facilities, IT infrastructure and equipment, and

company-owned accommodations or properties.

Office buildings Company-owned
and facilities accommodations
or properties

IT infrastructure
and equipment

Key Resources of AirBnB

This prompt describes the key resources of AirBnB, which can be categorized
into four main types: Physical, Intellectual, Human, and Financial.

Intellectual resources

These are non-tangible assets rooted in company knowledge and
creativity. Examples of intellectual resources for AirBnB include
brand recognition and reputation, proprietary technology and
software platforms, patents and copyrights on unique processes or
designs.

Brand Patents and
recognition and copyrights
reputation

Proprietary
technology and
software
platforms

Human resources

These are employees and their skills, knowledge, and experience.
Examples of human resources for AirBnB include engineers and IT
specialists who develop and maintain the platform, customer
service representatives who handle inquiries and Issues, sales and
marketing teams that drive company growth, and management
and leadership overseeing company strategy and operations.

Engineers and IT
specialists

Customer service
representatives

Sales and
marketing teams

Management and
leadership

Financial resources

These are the monetary assets necessary to support business
operations and growth. Examples of financial resources for AirBnB
include cash reserves for operational expenses, investments in
property, technology, or market expansion, credit lines and access
to additional capital, revenue streams from service fees,
partnerships, and other business activities.

Cash reserves

Investments in
property,
technology, or
market
expansion

Credit lines and
access to
additional capital

Revenue streams
from service fees,
partnerships, and
other business
activities



SEPHORA

L Physical Resources

Sephora's physical resources include its retall store locations,
e-commerce website infrastructure, distribution centers and
warehouses, and beauty products inventory.

Analysis of Sephora's Key Resources

This analysis provides a structured overview of Sephora's key resources, which
contribute to the company's operations and success in the beauty industry.

@ Intellectual Resources

Sephora's intellectual resources include its brand recognition and

reputation, trademarks and copyrights on Sephora's private label

products, proprietary beauty formulas and product designs, and
exclusive partnerships with beauty brands.

Sephorais a
well-known and
respected brand
in the beauty

industry.

trademarks and

22 Human Resources

Sephora's human resources include its beauty advisors and
product specialists, marketing and creative teams, customer
service representatives, and corporate management and
leadership.

Sephora's
customer service
provide support
and assistance to
customers.

Their corporate
management and
leadership team
oversee the
company's
operations and
ensure that it's
on track to meet
its goals.

# Financial Resources

Sephora's financial resources include revenue from product sales
in-store and online, marketing and advertising budget, investments
in store expansion and renovations, and access to capital for
inventory and operational expenses.




ANSWER THESE QUESTIONS TO
COMPLETE KEY RESOURCES

. What are the key physical, intellectual, human, and financial resources required to operate our business model?

* What are the essential physical assets (e.g., facilities, equipment, infrastructure) needed to produce and deliver our products or services?
* What are the critical intellectual properties (e.g., patents, copyrights, data, brand) that underpin our value proposition?

* What are the key skills, expertise, and experience required from our human resources to execute our business model effectively?

* What are the essential financial resources (e.g., capital, investments, cash flow) needed to fund our operations and growth?

. How do our key resources enable us to create and deliver our value proposition?

* How do our physical, intellectual, human, and financial resources directly contribute to the development, production, and delivery of our
products or services?

* What are the specific ways in which our key resources enhance the value we offer to our customers?

. Which of our key resources are the most critical to our business model and competitive advantage?
* Which resources are truly essential and difficult for competitors to replicate or substitute?
* What are the key resources that differentiate our business and create a sustainable competitive edge?

. How do we acquire, develop, and maintain our key resources?
* What are the processes, strategies, and investments required to obtain, cultivate, and sustain our critical resources over time?
* What are the potential risks or constraints associated with the availability, acquisition, or management of our key resources?

. How do we optimize the utilization and efficiency of our key resources?
* What measures and practices do we have in place to ensure the optimal deployment and utilization of our resources?
* How do we continuously improve the productivity, effectiveness, and cost-efficiency of our key resources?



KEY ACTIVITIES



Production

This section involves the creation
of products or services that the
business offers.

Manufacturing

Quality Control

Supply Chain
Management

Business Model Activities

An analysis of the key activities involved in a business model.

Problem Solving

This section focuses on
addressing customer needs and
challenges.

Research and
Development

Customer
Feedback Analysis

Continuous
Product
Improvement

Platform/Network

In this section, the business
works on building and
maintaining a platform or
network that connects users or
customers.

Platform Design

Network
Infrastructure
Management

User Experience
Optimization

Customer Relationship
Management

This section is about establishing
and nurturing relationships with
customers.

Customer Service

Personalized
Communication

Loyalty Programs

Marketing

The final section involves
promoting the business and its
offerings to the target audience.

Advertising

Content Creation

Social Media
Management

Public Relations



@ airbnb

% Platform Development

Developing and improving the Airbnb platform to make it
user-friendly and reliable.

Improving the
user experience
through A/B

testing

Adding new
features to the
platform

Key Activities of Airbnb

These are the main activities that Airbnb has focused on to become the
successful company it is today.

@ Supply Acquisition

Acquiring and onboarding hosts to provide accommodation
options for Airbnb users.

22 Demand Generation

Generating demand for Airbnb listings through marketing and
advertising efforts.

Running targeted Offering

advertising promotions and

campaigns discounts to
attract new users

% Customer Support

Providing customer support to both hosts and guests to ensure a
positive experience on the platform.

Offering 24/7 Offering

support through mediation and

phone and email conflict
resolution
services for
disputes



SEPHORA

Sephora's Key Activities

This article discusses the key activities that Sephora has employed to establish itself as a successful company in the beauty industry.

& Brand Creation and Development

Sephora has built a strong brand identity by offering a wide range
of high-quality beauty products, including skincare, makeup,
fragrance, and haircare. The company has also developed its own
private label, Sephora Collection, to offer affordable options to
customers.

Sephora's wide
range of
high-quality
beauty products

& Product Selection and Curation

Sephora is known for its extensive product selection, featuring
both established and emerging brands. The company constantly
updates its offerings to include the latest beauty trends and
innovations.

& Store Design and Experience

Sephora stores are designed to provide an interactive shopping
experience, with open-sell environments, beauty studios for
makeovers, and knowledgeable staff to assist customers.

Sephora's Sephora's
interactive knowledgeable
shopping staff
experience

Sephora's beauty
studios for
makeovers

28 Talent Acquisition and Training

Sephora invests in hiring skilled beauty advisors and provides them
with comprehensive training to ensure they can offer personalized
product recommendations and beauty services.

Sephora's skilled Sephora's
beauty advisors comprehensive
training

B E-commerce and Mobile App Development

Sephora has expanded its sales channels by developing an
e-commerce platform and a mobile app, making it easy for
customers to shop online and access exclusive deals.

|

Sephora's
exclusive deals

Sephora's mobile
app

T Loyalty Program

The Sephora Beauty Insider program rewards customers for their
purchases and encourages repeat business through points, special
offers, and exclusive events.

Sephora's Beauty Sephora's special

Insider program offers and
exclusive events

Sephora's

rewards for

customers

s} Marketing and Advertising

Sephora implements strategic marketing campaigns, including
collab with infl ers, social media engagement, and
email marketing, to reach a wide audience and promote its

products.
Sephora's Sephora's social
strategic media
marketing engagement
campaigns
Sephora's email
Sephora's marketing

collaborations
with influencers

@ Global Expansion

Sephora has expanded its presence internationally, opening stores
in various countries and adapting its product offerings to suit local

preferences.
Sephora's Sephora's
international adaptation to
presence local preferences
Sephora's stores
in various
countries

« Innovation and Technology

Sephora stays ahead in the beauty industry by incorporating
technology, such as virtual try-on tools and Al-powered product
recommendations, to enhance the shopping experience.

ephoras Sephora's

incorporation of Al-powered

technology product
recommendations

Sephora's virtual

try-on tools

€ Supply Chain and Inventory Management

Efficient supply chain operations ensure that Sephora stores and
online platforms are well-stocked with the latest products, while
inventory management helps to minimize stockouts and overstock

situations.
Sephora's Sephora's
efficient supply inventory
chain operations management to
minimize
stockouts and
overstock
Sephora's situations
well-stocked
stores and online

platforms



ANSWER THESE QUESTIONS TO
COMPLETE KEY ACTIVITIES

. What are the most important activities we must perform to operate our business model?

* What are the critical activities involved in the development, production, and delivery of our products or services?
* What are the essential activities required to maintain and support our customer relationships and channels?

* What are the key activities necessary to manage and optimize our internal operations and resources?

. How do our key activities create and deliver value for our customers?
* What are the specific ways in which our key activities contribute to the creation, enhancement, and delivery of our value proposition?
* How do our key activities address the pain points, needs, and preferences of our target customers?

. Which of our key activities are the most crucial for the success and sustainability of our business model?
* What are the activities that are critical to the unique value we offer and our competitive positioning?
* Which activities are the most resource-intensive, complex, or difficult for competitors to replicate or substitute?

. How do we organize and structure our key activities to optimize efficiency and effectiveness?
* What processes, workflows, and systems do we have in place to ensure the seamless and efficient execution of our key activities?
* How do we leverage technology, automation, and continuous improvement to enhance the productivity and quality of our key activities?

. How do our key activities integrate and align with our other business model components?

* How do our key activities support and enable the fulfillment of our value proposition, customer relationships, channels, and revenue
streams?

* What interdependencies or synergies exist between our key activities and other elements of our business model?



KEY PARTNERSHIPS



Key Partnerships

This article discusses five types of key partnerships that businesses can enter into to achieve their goals and expand their reach. These partnership
types include licensing agreements, distribution partnerships, marketing partnerships, supplier partnerships, and research and development

Licensing Agreements

Licensing agreements allow
companies to expand into new
markets and access additional
revenue streams by allowing
another business to use their
brand, patents, or technology.

A beverage
company licensing
its formula to a
foreign
manufacturer to
produce and sell
its drinks in a new
market.

Distribution
Partnerships

Distribution partnerships allow
companies to scale quickly
without significant investment by
partnering with distributors to
expand their reach and access
new customers.

A cosmetic brand
partnering with a
national retail
chain to distribute
its products across

partnerships.

Marketing Partnerships

Marketing partnerships allow
businesses to collaborate on
marketing campaigns to leverage
each other's strengths and
customer bases, resulting in cost
savings and increased brand
exposure.

A fitness apparel
brand teaming up
with a popular
fitness influencer
for a co-branded
marketing
campaign.

Supplier Partnerships

Supplier partnerships allow
companies to establish strong
relationships with suppliers to
access new products or
innovations, better pricing, and
priority service.

Research and
Development (R&D)
Partnerships

R&D partnerships allow
companies to collaborate on
research and development
projects to innovate and bring
new products to market,
particularly in industries with
high R&D costs.




@ airbnb

Types of Partnerships
These are the various types of

partnerships businesses can
form and examples of each.

Airbnb's Key
Partnerships .-

These are the main partnerships
that Airbnb has formed to grow
its business.

Business Partnerships of Airbnb

This template explains the different types of partnerships a
business can have and provides examples. It also details
the key partnerships Airbnb has established to expand its

Licensing
Agreements:
Airbnb's
agreements with
local governments
and tourism
agencies.

Online Travel
Agencies: Expedia,
Booking.com, and
Tripadvisor.

Home
Improvement
Retailers: IKEA and
West Elm.

business.

Distribution
Partnerships:
Airbnb's
partnerships with
major airlines like

Delta and Qantas.

Social Media
Platforms:
Facebook,
Instagram, and
Pinterest.

Insurance
Providers.

Marketing
Partnerships:
Airbnb's
partnerships with
entities like
Disney.

Payment
Providers: PayPal,
Stripe, and Apple
Pay.

Supplier
Partnerships:
Airbnb's
partnerships with
IKEA and major
insurance
companies.

Local
Governments and
Tourism Boards.

Research and

Development
Partnerships:
Airbnb's
partnerships with
tech companies.

Home Sharing
Associations:
STRAC.



SEPHORA

Key Partnerships of Sephora

This template outlines the essential partnerships Sephora has established to become the company it is today. It focuses on the partnerships that have been crucial in the creation of the brand, talent
acquisition, and sales expansion.

& Brand Creation Partnerships

X Talent Acquisition Partnerships

&: Sales Expansion Partnerships

= Technology Partnerships

s Supply Chain Partnerships

Collaborations with cosmetic and skincare brands to develop Partnerships with beauty schools and hiring platforms to recruit Collaborations with department stores and online retailers to Par with tech to enh: the online \gr with and supp to ensure a steady
exclusive product lines. skilled employees. increase product distribution. experience and implement digital marketing strategies. flow of products.
Collaboration Collaboration Partnership with Partnership with Collaboration Collaboration Partnership with Agreement with
with Rihanna's with Marc Jacobs Makeup Linkedin for with JCPenney to with Amazon to Google to L'Oréal to supply
Fenty Beauty for Beauty for Designory to recruitment and expand in-store expand online implement virtual exclusive brands.
exclusive product exclusive product recruit makeup Jjob posting. presence. sales. reality in-store
line. line. artists. experiences.
Collaboration
Collaboration Partnership with with Ulta Beauty
with Huda Beauty The Estée Lauder to expand
for exclusive Companies to product
product line. recruit retail offerings.
employees. b

&% Influencer and Celebrity Endorsements

£ Retail Store Partnerships

@ International Expansion Partnerships

‘< Sustainability Partnerships

T Customer Loyalty Programs

Collaborations with influencers and celebrities to promote Strategic locations within malls and centers to Joint and par with international retailers to enter C with to p practices Partnerships with payment providers and other service providers
products and reach a wider audience. customer foot traffic. new markets. within the beauty industry. to offer rewards and benefits to frequent shoppers.
Collaboration Collaboration Location within Location within Joint venture with Partnership with Collaboration Collaboration Partnership with Partnership with
with Kim with Chrissy Westfield Century lon Orchard mall Singapore-based France-based with The with WaterAid to Visa for exclusive Uber for free
Kardashian to Teigen to City mall in Los in Singapore. Luxasia to Galeries Recycling promote access offers and rides to Sephora
promote KKW promote BECCA Angeles. expand into Asia. Lafayette to Partnership to to safe water and discounts. stores.
Fragrance. Cosmetics. expand into promote sanitation.
Europe. recycling of
beauty
Location within Partnership with packaging. Partnership with

Collaboration Dubai Mall in the Mexico-based El Klarna for flexible
with James United Arab Palacio de Hierro payment options.
Charles to Emirates. to expand into
promote Morphe Latin America. Collaboration
X James Charles with TerraCycle
Palette. to promote

upcycling of

beauty

packaging.




ANSWER THESE QUESTIONS TO
COMPLETE KEY PARTNERSHIPS

. What are the key partnerships and alliances we have or need to develop?

1. What are the critical partnerships with suppliers, vendors, distributors, or other third parties that enable our business model?
2. What strategic alliances or joint ventures do we have or plan to establish with complementary organizations?

3. What licensing, franchising, or other collaborative relationships do we leverage or aim to create?

. Why do we need these key partnerships, and what value do they bring to our business model?

1. How do these partnerships help us acquire, create, or deliver value to our customers?

2. What specific resources, capabilities, or activities do our partners provide that we don't have or can't easily develop interally?
3. How do these partnerships help us overcome challenges, reduce risks, or enhance our competitive position?

. What are the most important and strategic partnerships for our business model?
1. Which partnerships are the most critical to the success and sustainability of our value proposition and overall business model?
2. What partnerships provide us with the most significant competitive advantages or differentiation in the market?

. How do we manage and maintain our key partnerships effectively?

1. What processes, governance structures, and communication channels do we have in place to coordinate and collaborate with our partners?
2. How do we ensure alignment, trust, and mutual benefit in our key partnership relationships?

3. What measures do we take to mitigate potential risks or conflicts that may arise from our partnerships?

. How do our key partnerships contribute to the overall value creation and delivery of our business model?
1. What are the specific ways in which our partnerships enhance our ability to create, deliver, and capture value for our customers?

2. How do our partnerships integrate and align with the other components of our business model (e.g., key resources, key activities, customer
relationships, channels, revenue streams)?



COST STRUCTURE



Cost Structure of a Business

This article explains the different types of costs incurred by a business and how they can be categorized into cost-driven
and value-driven. It also includes additional sections on specific cost categories.

% Cost-Driven Structure €» Value-Driven Structure [.1 Operational Costs
This section explains the different types of costs that are driven by This section explains the different types of costs that are driven by This section covers the day-to-day expenses required to run a
the volume of production or sales. the value of the product or service. business.

Fixed Costs Economies of
Scale
Variable Costs
Outsourcing
~ Marketing and Sales Costs £ Research and Development Costs Ll Administrative Costs
This section covers the expenses related to promoting and selling a This section covers the expenses related to developing new This section covers the overhead expenses related to general
business's products or services. products or improving existing ones. management and administration of a business.




Cost Structure of Airbnb

An analysis of the cost structure of Airbnb including cost-driven and value-driven
structures, as well as operational costs.

Cost-Driven Structure Value-Driven Structure Operational Costs (.}

i v This section explains the

This section explains the This section explains the operational costs of Airbnb.
cost-driven structure of Airbnb. value-driven structure of Airbnb.




SEPHORA

Cost Structure of Sephora Company

The Cost Structure of Sephora Company includes four sections: Fixed Costs,
Variable Costs, Value-Driven Costs, and Operational Costs. Each section
consists of specific cost elements relevant to Sephora's business model.

Fixed Costs Variable Costs
Costs that do not vary based on sales volume or other factors. Costs that vary based on sales volume or other factors.
Store lease and Employee wages Inventory Marketing and
maintenance and benefits. purchase and advertising
expenses. management expenses.
costs.
Value-Driven Costs Operational Costs
Costs associated with adding value to the company and its Costs associated with running the day-to-day operations of the
products. company.
Investment in Branding and Utilities and store E-commerce
research and partnerships to operational platform
development for enhance market supplies. maintenance and
product presence. IT support.
innovation.




ANSWER THESE QUESTIONS TO
COMPLETE COST STRUCTURE

. What are the most significant costs associated with operating our business model?

1. What are the fixed costs (e.g., rent, salaries, overhead) that we incur regardless of our level of activity or output?

2. What are the variable costs (e.g., raw materials, labor, distribution) that scale with our level of production or sales?

3. What are the one-time or initial costs (e.g., equipment, technology investments, startup expenses) required to launch and set up our business?

. How do these costs relate to the key resources, key activities, and key partnerships that are essential for our business model?

1. What are the direct costs associated with the key resources, activities, and partnerships that enable us to create and deliver our value
proposition?

2. How do these costs contribute to the overall value creation and delivery process of our business model?

. Which cost components are the most significant drivers of our overall cost structure?
1. What are the specific cost elements that account for the largest portions of our total expenses?
2. How do these cost drivers impact the profitability and viability of our business model?

. How can we optimize and reduce our cost structure without compromising the quality or delivery of our value proposition?

1. What strategies, processes, or technologies can we implement to increase the efficiency and cost-effectiveness of our operations?

2. What trade-offs or changes might we need to consider in our business model to lower costs while maintaining the desired customer experience
and value delivery?

. How do our cost structure and cost management strategies align with our revenue streams and overall business model?

1. Are our costs structured in a way that supports the pricing and revenue models we have in place?

2. How do we balance the need for cost control with the investment required to sustain and grow our business?

3. What are the key metrics and performance indicators we use to monitor and optimize our cost structure over time?



THANKYOU

929 CHALLENGE
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