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The session began with a warm welcome speech by Mahima M P, innovation 

coordinator, BMSCE IIC. Nida Sahar started discussing lean startups and the 

four major steps involved in creating them which include procuring the idea, 

construction of a value proposition canvas, building a business model canvas 

and framing an environmental map. A lean startup involves application of less 

efforts and churning out more benefits. She briefed about the minimal viable 

product or MVP that drives a lean startup. 

 

  



 

 

 

The business model canvas is a strategic management tool that lets us visualize 

and assess our business idea or concept. It’s a one-page document containing 

nine boxes that represent different fundamental elements of a business as shown 

in the picture below. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

In the above picture the aspects which are present to the right side of the canvas 

focus on the customer or the market while the left side focuses on the business 

and the middle portion focuses on the value propositions that represent the 

exchange of value between the business and the customers.  

 

 



She elaborated each of the above aspects as follows: 

1. Customer Segments: These are the groups of people or companies that 

are to be targeted while selling a product or service.The notable questions 

to be answered are: 

● For whom are we creating value? 

● Who are our most important customers? 

2. Value Proposition: It helps us to recognise the value we have to deliver to 

the customers and what services or products we are offering to each of the 

customers. 

For example, cost reduction, performance etc. 

 

3. Customer relationships: These are the relationships to  be established with 

the customers and identify on how to acquire, retain and grow our 

customers. 

4. Channels: It is a platform to communicate with the customers and reach 

them. The different types of channels are: 

● Sales force 

● Web sales 

● Own stores 

● Wholesaler 

5. Key Activities: They are the activities that need to be completed to fulfill our 

business purpose which include value proposition, reaching customer 

segments and maintaining customer relationships, and generating 

revenue. 

6. Key Resources: Main inputs required to execute key activities and achieve 

value propositions. Types of key resources are: 

● Human 

● Financial 

● Intellectual 

● Financial 

7. Key Partners: Key partners are the external companies or suppliers that 

will help us carry out key activities. These partnerships help to reduce risk 

and promote growth. 

●   Strategic alliance: partnership between non-competitors 

● Competition: strategic partnership between partners  

● Joint ventures: partners developing a new business 

● Buyer-supplier relationships: ensure reliable supplies 



8. Cost Structure: It helps us to figure out the costs associated with the key 

activities and resources of our business model. 

 

9. Revenue Streams: They are the sources from which a company generates 

money from its value propositions by selling the products and services to 

the customers. 

Possible ways to create revenue streams: 

● Asset sales 

● Advertising 

● Subscription fees 

● Licensing 

● Lending/Renting/Leasing 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

An interactive Q&A session was held where the participants gave their insights 

on various problems they had come across while validating their start-up.To sum 

it up a business model canvas is simply a plan describing how a business 

intends to make money. 

The session was concluded with a vote of thanks by Dheeraj R, Chief 

Coordinator, BMSCE IIC and assurance by Ivy club to indulge students of 

BMSCE in future workshops.                      


