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Business Model Canvas 

Customer discovery is one of the most important parts of developing a new product or service. It can sometimes 
make you realize that your product does not have as much value as you originally thought. Using the information you 
gather after interviewing your customers, you’ll be able to make improvements by making a pivot toward a new idea 
that could better suit the target market for those customers. A pivot can oftentimes turn a failed business model idea 
into a new discovery.  
 
 

 
 

Customer discovery is a big part of designing a business model. The term “business model” is commonly used by both 
start-up companies and large companies. It is a way for them to organize their hypotheses for a new idea. Every 
business model can be categorized into 9 boxes: Key Partners, Key Activities, Key Resources, Value Propositions, 
Customer Relationships, Customer Segments, Channels, Cost Structure, and Revenue Streams. A Business Model 
Canvas is a visual tool used to capture these components and to brainstorm new ideas if the original hypothesis 
proves to be wrong.  
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1. Key Partners: This includes key suppliers and key resources from partners. The goal is to 

optimize production while reducing the risk of cost and uncertainty. 
2. Key Activities: This includes distribution channels and customer relationships. This is where you 

determine what problem you are trying to solve and what platform you are trying to reach.  
3. Key Resources: Resources that are required for your product. This includes intellectual 

(patents, copyrights, data, etc.), human, physical, and financial resources. 
4. Value Propositions: Determine what value your product brings to the customer, what problem 

you are trying to solve, and what customer needs you are trying to satisfy. This includes design, 
performance, customization, price, cost reduction, risk reduction, accessibility, 
convenience/usability, and brand/status.  

5. Customer Relationships: Determine what type of relationship you are developing with your 
customers, how they are integrated into the business model, and how costly they are. Examples 
of types of customer relationships: personal assistance, self-service, automated service, 
communities, or co-creation. 
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6. Customer Segments: Determine who your product is bringing value to and who are the most 
important customers. It could be for a mass market, niche market, segmented, diversified, or 
multi-sided platform.  

7. Channels: There are 5 channel phases: 
a. Awareness: How do we raise awareness about your product to the customer? 
b. Evaluation: How do we help customers evaluate the value? 
c. Purchase: How will the customers purchase this product or service? 
d. Delivery: How do we deliver the value proposition to the customer? 
e. After-sales: How do we provide customer support? 

8. Cost Structure: Is your business more cost-driven, or value-driven? Determine what key 
resources and activities are the most expensive, and what are the most important costs. Costs 
include fixed costs (salaries, rents, utilities), variable costs (raw materials, labor costs), 
economies of scale (buying product in bulk), and economies of scope (lowering the average cost 
of production).  

9. Revenue Streams: Determine what the customer is currently paying for a similar product, what 
they would prefer to pay, and how much are they willing to pay for your product or service.  
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