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Your Business Model Canvas
Map one business model. Use short notes; label each one confirmed, estimated or untested.

Business / product: Date: Version:

Key Partners

Which suppliers and service
providers do you depend on?
What is your backup?

Key Activities

What work must happen
reliably to deliver your offer?

Key Resources

What skills, equipment, space
and funds are essential?

Value Propositions

What customer problem do you
solve? Why would this customer
choose you?

Customer Relationships

How will you answer questions
and support repeat buyers?

Channels

How will buyers discover, order
and receive your offer?

Customer Segments

Who is your first specific
customer group? Avoid
'everyone'.

Cost Structure

List materials, labour, packaging, transport, utilities, upkeep and losses. Mark unknown
amounts.

Revenue Streams

What do customers pay for? State the unit, expected price and payment timing. Use
evidence, not guesses.

NEXT: Circle your biggest untested assumption. Choose a small test, a responsible person and a review date.
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A worked example: packaged Afghan raisins
Hypothetical example only - not market research, compliance or export-readiness evidence, or a full business plan.

Enterprise: a hypothetical women-led packing MSME   |   Starting market: local grocery shops

Key Partners

Raisin suppliers; packaging
provider; agreed transporter.
Check alternatives before
depending on one source.

Key Activities

Incoming-goods checks, sorting,
packing, batch records and
preparing agreed deliveries.

Key Resources

Trained workers, suitable work
area, scale, packaging and
working capital.

Value Propositions

Clearly described raisins in
consistent pack sizes, intended
to simplify shop stock handling.
Buyer benefit remains untested.

Customer Relationships

One contact for questions,
reordering and concerns. Follow
up after a trial order.

Channels

Direct shop visits for discovery;
telephone reordering; agreed
delivery arrangements.

Customer Segments

Local grocery shops buying
packaged raisins. Confirm their
preferred sizes, quantities and
acceptance criteria.

Cost Structure

Fruit, sorting losses, packaging, labour, transport, utilities and equipment upkeep. Obtain
current quotations; do not assume a margin.

Revenue Streams

Pack sales at a price and payment timing agreed with the buyer. Record expected receipts
separately from orders taken.

A first test - gather evidence before expanding

1. Critical assumption

The proposed pack size suits these shops. Mark it untested until
buyer evidence supports it.

2. Small, honest test

Ask actual shopkeepers about recent purchases. Show a small
sample and seek an agreed trial order.

3. Record and review

Note buyer response, quantity, price, acceptance and payment
timing. Review real costs and cash flow.
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