
9 building blocks of business model canvas

9 building blocks of business model canvas provide a strategic framework for developing, describing,

and analyzing business models. This approach helps entrepreneurs and organizations visualize their

business structure, ensuring all critical components work in harmony. The business model canvas is

divided into nine essential elements that cover every aspect of a business, from customer relationships

to revenue streams. Understanding these building blocks allows companies to innovate, optimize, and

communicate their business ideas effectively. This article will explore each of the 9 building blocks of

business model canvas in detail, offering insights into how they contribute to a successful business

strategy. By mastering these components, businesses can achieve clarity, focus, and a competitive

edge in their markets.
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Customer Segments

Customer Segments define the different groups of people or organizations a business aims to serve.

Identifying distinct customer segments is crucial for tailoring products, services, and marketing efforts

to meet specific needs. These segments can vary based on demographics, behaviors, or preferences,

enabling businesses to target their audience more effectively. By understanding their customers,

companies can create more personalized experiences and address unique pain points.

Types of Customer Segments

Businesses may serve one or multiple customer segments, which can be categorized as:

Mass Market: Broad group with similar needs and problems.

Niche Market: Specialized segment with unique requirements.

Segmented: Distinct segments with slightly different needs.

Diversified: Multiple unrelated customer segments.

Multi-sided Platforms: Two or more interdependent customer segments.

Value Propositions

The Value Propositions building block represents the bundle of products and services that create value

for a specific Customer Segment. It addresses customer problems or fulfills their needs by offering

unique benefits. An effective value proposition differentiates a business from competitors and



motivates customers to choose its offerings.

Elements of Value Propositions

Value propositions can include various factors, such as:

Newness: Introducing innovative products or services.

Performance: Improving product or service performance.

Customization: Tailoring products to individual customer needs.

Design: Superior design that adds appeal or functionality.

Price: Offering competitive pricing for affordability.

Brand/Status: Providing a prestigious or trusted brand image.

Cost Reduction: Helping customers reduce expenses.

Risk Reduction: Minimizing customer risks.

Accessibility: Making products or services available to underserved customers.

Convenience/Usability: Enhancing ease of use or accessibility.



Channels

Channels describe how a company delivers its value proposition to customers. This building block

outlines the various ways products and services reach the customer segments, including

communication, distribution, and sales channels. Effective channels ensure customers are aware of the

product, can evaluate it, purchase it, and receive post-purchase support.

Types of Channels

Channels typically fall into five phases:

Awareness: How customers learn about the company’s products or services.

Evaluation: Helping customers assess the value proposition.

Purchase: Enabling customers to buy the product or service.

Delivery: Providing the product or service to customers.

After Sales: Supporting customers after purchase.

Customer Relationships

Customer Relationships define the types of interactions a company establishes with its customers to

acquire, retain, and grow its customer base. The nature of these relationships influences customer

loyalty, satisfaction, and overall business success. Different strategies are employed depending on the

customer segment and value proposition.



Relationship Types

Common customer relationship forms include:

Personal Assistance: Direct interaction through customer service.

Self-Service: Customers access tools to serve themselves.

Automated Services: Personalized automated processes.

Communities: Creating platforms for customers to help each other.

Co-creation: Involving customers in product development.

Revenue Streams

Revenue Streams represent the cash a company generates from each Customer Segment. This

building block outlines how a business captures value from its offerings, whether through direct sales,

subscriptions, or other monetization methods. Understanding revenue streams is essential for financial

sustainability and growth planning.

Types of Revenue Streams

Revenue can be generated through various mechanisms, such as:

Asset Sale: Selling ownership rights of a product.

Usage Fee: Charging customers based on usage.



Subscription Fees: Recurring charges for continuous access.

Lending/Leasing/Renting: Temporarily granting access to a product.

Licensing: Permitting use of intellectual property.

Brokerage Fees: Charging for intermediary services.

Advertising: Revenue from advertising services.

Key Resources

Key Resources are the most important assets required to deliver the value proposition, reach markets,

maintain customer relationships, and earn revenues. These resources can be physical, intellectual,

human, or financial. Identifying key resources helps companies allocate and manage assets effectively.

Types of Key Resources

Key resources can be categorized as:

Physical: Buildings, vehicles, machines, systems, and distribution networks.

Intellectual: Brands, patents, copyrights, partnerships, and customer databases.

Human: Skilled employees and expertise crucial to the business.

Financial: Cash, lines of credit, or stock options.



Key Activities

Key Activities describe the critical tasks a company must perform to operate successfully and deliver

its value propositions. These activities vary depending on the business model and industry,

encompassing production, problem-solving, platform/network maintenance, and more.

Typical Key Activities

Examples of key activities include:

Production: Designing, manufacturing, and delivering products.

Problem Solving: Developing new solutions and consulting services.

Platform/Network: Managing platforms, networks, or marketplaces.

Key Partnerships

Key Partnerships outline the network of suppliers, collaborators, and strategic alliances that help a

company optimize operations, reduce risks, or acquire resources. Partnerships allow businesses to

focus on core activities while leveraging external strengths.

Types of Partnerships

Common forms of partnerships include:

Strategic Alliances: Partnerships between non-competitors.



Coopetition: Partnerships between competitors.

Joint Ventures: Creating new businesses for mutual benefit.

Buyer-Supplier Relationships: Ensuring reliable supplies.

Cost Structure

The Cost Structure defines all costs incurred to operate a business model. Understanding the cost

structure helps organizations manage expenses and align them with revenue streams. It reflects the

most significant cost drivers and fixed or variable costs.

Cost Structure Characteristics

Cost structures can be divided into:

Fixed Costs: Costs that remain constant regardless of output.

Variable Costs: Costs that vary with production volume.

Economies of Scale: Cost advantages from increased output.

Economies of Scope: Cost savings from producing related products.



Frequently Asked Questions

What are the 9 building blocks of the Business Model Canvas?

The 9 building blocks of the Business Model Canvas are Customer Segments, Value Propositions,

Channels, Customer Relationships, Revenue Streams, Key Resources, Key Activities, Key

Partnerships, and Cost Structure.

Why is the Customer Segments block important in the Business Model

Canvas?

Customer Segments define the different groups of people or organizations a business aims to serve,

helping tailor value propositions and marketing strategies effectively.

What does the Value Propositions block represent in the Business

Model Canvas?

Value Propositions describe the bundle of products and services that create value for a specific

Customer Segment, addressing their needs and solving their problems.

How do Channels function within the Business Model Canvas?

Channels outline how a company delivers its value propositions to its customer segments, including

communication, distribution, and sales channels.

What is the role of Customer Relationships in the Business Model

Canvas?

Customer Relationships define the type of relationship a company establishes with its customer

segments to acquire, retain, and boost sales.



Why are Key Resources critical in the Business Model Canvas?

Key Resources are the assets required to offer and deliver the previously defined elements like value

propositions, reach markets, maintain customer relationships, and earn revenues.

What are Key Activities in the context of the Business Model Canvas?

Key Activities are the essential tasks and operations a company must perform to create and deliver its

value proposition, reach markets, and maintain customer relationships.

How do Key Partnerships impact a Business Model Canvas?

Key Partnerships involve the network of suppliers and partners that help the business perform its

activities, reduce risk, or acquire resources, enabling the business model to function efficiently.

Additional Resources

1. Value Proposition Design: How to Create Products and Services Customers Want

This book delves into the first building block of the Business Model Canvas: Value Propositions. It

helps entrepreneurs and innovators design products and services that meet customer needs and solve

real problems. Through practical tools and real-world examples, readers learn to create compelling

value that stands out in the marketplace.

2. Customer Segments: Understanding and Targeting Your Market

Focusing on Customer Segments, this book guides readers to identify and analyze different groups of

customers for their business. It emphasizes the importance of tailoring marketing strategies to specific

segments to maximize engagement and profitability. The book includes methods for segment profiling

and customer insight gathering.

3. Channels: Delivering Your Value to the Customer

Channels explores the various ways companies deliver their value propositions to customers. It covers

distribution, sales, and communication channels that ensure products and services reach the right



audience effectively. Readers learn how to optimize channel strategies to improve customer

experience and reduce costs.

4. Customer Relationships: Building Loyalty and Engagement

This book highlights the significance of establishing and maintaining strong customer relationships. It

discusses different types of relationships businesses can cultivate, from personal assistance to

automated services. Strategies for enhancing customer retention and satisfaction are also thoroughly

examined.

5. Revenue Streams: Capturing Value and Monetization Strategies

Revenue Streams focuses on how businesses generate income from their value propositions. It

provides insights into various pricing models, payment methods, and revenue mechanisms.

Entrepreneurs learn to design sustainable and diversified revenue streams to ensure business

profitability.

6. Key Resources: The Essential Assets for Business Success

This book examines the critical resources a business needs to operate and deliver value, including

physical, intellectual, human, and financial assets. It guides readers in identifying, acquiring, and

managing resources effectively. The importance of leveraging key resources to gain competitive

advantage is emphasized.

7. Key Activities: Core Processes That Drive Your Business

Key Activities outlines the vital actions a company must perform to create and deliver its value

proposition. It includes production, problem-solving, platform/network management, and more. The

book provides frameworks for prioritizing and optimizing these activities to enhance operational

efficiency.

8. Key Partnerships: Collaborations for Growth and Efficiency

This book explores the strategic alliances and partnerships that help businesses reduce risk, acquire

resources, and expand market reach. It discusses different types of partnerships such as joint

ventures, suppliers, and strategic alliances. Readers gain insights into managing partnerships to



maximize mutual benefits.

9. Cost Structure: Managing Expenses for Sustainable Profitability

Cost Structure focuses on understanding and controlling the costs involved in running a business. It

covers fixed and variable costs, economies of scale, and cost-driven versus value-driven structures.

The book offers strategies to optimize expenses without compromising value delivery, ensuring long-

term financial health.
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