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Fundraising
mediante
cooperacion
con artistas /
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Talleres de
arte / musica
dado por
artistas /
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Difusion de
contenido
en redes
sociales
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actividades con
la comunidad
NMA

Generar
tendencia
en las redes
sociales

—————

Difusion de
contenido en
plataforma
NMNA

The Value Proposition Canvas
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The Business Model Canvas

Key Partners

Who are our Key Partners?

Who are our key suppliers?

Which Key Resources are we acquinng
from partners?

Which Key Activities do partners perform ?

Cost Structure

Key Activities
VWhat Key Activities do our Value
Proposiions requre?

Our Distribution Channels?
Customer Relationships?
Revenue streams?

Key Resources

Designed for:

Designed by:

| On:

Value Propositions

What value do we deliver to the customer?
Which one of our customer's problems are we
helping to solve?

VWhat bundies of products and senvices are we
offering lo each Customer Segment?

Which customer needs are we salisfying?

What Key Resources do our Value Propositions

require?

Our Distribution Channels? Customer
Relationships?

Revenue Streams?

‘desarrollar
la
plataferma

R —

habitantes de
hogaras NNA

Vhat are the most important costs inherent in our business mo

Which Key Resources are most expensive?
Which Key Activities are most expensive?

www.businessmodelgeneration.com

Customer Relationships

What type of relationship does each of our Customer
Segments expect us to establish and maintain with
them?

Which ones have we established?

How are they integrated with the rest of our business
model?

How costly are they?

Channels

Through which Channels do our Customer Segments
want to be reached?

How are we reaching them now?

How are our Channels integrated?

Which ones work best?

Which ones are most cost-efficient?

How are we integrating them with customer routines?

Cooperacion
con auteridad

Voz a
":’a’;fr - Youtube
r.ﬁgusalun:l VDZ

Cooperacion con
autoridad fente

s Redes
bienestar de

infancia y S'D Cia |E5

adolescencia

——

Revenue Streams

For what value are our customers really willing to pay?

For what do they currently pay?

How are they currently paying?

How would they prefer to pay?

How much does each Revenue Stream contribute to overall revenues?

Customer Segments

For whom are we crealing value?
Who are our most mportant customers?

Haﬁitantes
de hogares
NNA

Personal
hospitalario



