
What is your 
unique selling 
point? (usp)

Value Propositions

Buisness 
Model:
*Click on the blue
boxes to edit text
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Who are you 
paying?

Expenses

What pays you?

Income
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How do you 
communicate with 
customers?

Customer Experience

Who are your 
customers?

Target Customers
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What are your 
platforms to reach 
the customers?

Communication / Distribution

Who is helping you?

Partners
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What do you do?

Functions

What do you need?

Resources
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	Text1: Example: My Unique Selling Point (USP) is my focus on sustainable fashion and using renewed / ethically sourced fabrics for my clothes ...
 
	Text3: Example: Individual clients will pay me for my bespoke design service ...
	Text2: Example: I will have to pay my supplier for materials as well as covering transport costs etc ...
	Text4: Example: I want to portray a positive image to my customers and help build customer loyalty (so they will come back for my service again in the future) ...
	Text5: Example: My customers are people interested in art and willing to buy my paintings, i.e. galleries or individual clients ...
	Text6: Example: I use social media such as Instagram and facebook to promote my business ...
	Text7: Example: Funding from other sources i.e crowdfunding helps support my business ...
	Text8: Example: I am a photographer, specializing in portrait photography etc ...
	Text9: Example: I need a space to start up my clothing brand ...


