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0% Board v
CUSTOMER SEGMENTS - PYU

Who are the people who will buy your
product / service? (Age, living in a
city/village, family status, sex,
education etc.) Where does he/she get
information from? On what basis do
they make purchase decisions? Are
they looking for comfort and
convenience or escape from
discomfort or want to solve a
problem? Who are they spending time
with? What kind of people surround
them? What lifestyle do they lead?
What are the needs of your

customers?
(=2 |
+ Add another card =]
™ Board v  Beneficiary Model Canvas for SE ¢ | Private Workspace
SOCIAL CHALLENGE - PYU BENEFICIARIES - BUU

What is the present situation
(numbers, scale of problem,
geographical area etc.)? What are the
root causes of the problem? What are
the factors contributing to the
problem? Are there any local problem
solutions? Are there any intemational /
foreign problem solutions?
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+ Add another card =

PRODUCT / SERVICE AND ITS
VALUE PROPOSITION - BUU

What are the features of your product
/ service? What is the core of your
product / service? Of what elements
does your product / service consist of?
What do you offer, that is different
from other products / services? Is your
product / service innovative?
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+ Add another card =

Who are your target beneficiaries (age,
sex, location, education, work
experience, material status, registered
in other foundations/social care
organizations)? What are their needs?
What are their expectations?
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+ Add another card =

Customer Model Canvas for Social Enterprise & &
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DISTRIBUTION - PoS

What resources will you need?
Through which channels will your
customers want to be reached? Who
will be your strategic logistic partners?
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+ Add another card k=
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BENEFICIARIES POTENTIAL
INPUT - PoS

What channels will you use to involve
the beneficiaries? How will you
convince them to participate? What
challenges may occur why trying to
involve beneficiaries?
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+ Add another card =]
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COMPETITORS - MSU

Who are your direct competitors? Who
are your indirect competitors? How
your competitors fulfill customer
needs? What is your USP (unique
selling proposition)?

- DIRECT: IT equipment refurbishing
companies, secondhand store

- INDIRECT: charity shops, sellers of
used IT equipment, IT repair shops

- Competitors fulfilling customers'
needs: charity shops are offering
products for free; other shops could
sell equipment at a lower price; highly
skilled workforce, 24 hr. service

- USP: selling high quality IT
equipment for a low price, Remote
Console

indirect competitor : IT store online
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CORE ACTIVITIES - MSU
What are your core activities? What ¢

the core activities are for you
beneficiaries?

- Refurbishment of IT equipment

- Selling the refurbished IT equipment
to schools

-Repairing and service by door to door
renting used IT equipment
Training the customers

+ Add another card =}
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COST STRUCTURE - Mandalay

What are the major cost drivers?
(People, production, distribution,
design, materials, technology... etc)
(=

+ Add another card (=]

RESOURCES - Mandalay

What human resources will you need?
What material resources will you
need? What financial resources will
you need? What know-how will you
need?
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+ Add another card =]
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REVENUE STREAMS- NMDC

For what value are your customers
willing to pay? What are the sources of
revenue? What and how will the
customers pay? Will you offer a donor
package?
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Compuritas: Revenue Streams- NMDC
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DEGREE COLLEGE

PARTNERS - NMDC

What social partners do you want to
cooperate with? What business
partners will you need? What
institutional partners will you involve?
What know-how will they give you?
How will you build relationships with
your partners?
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@ NATIONAL MANAGEMENT
N DEGREE COLLEGE
= o}

Partners - NMDC

B Template = ©O1 &2

+ Add another card [

MARKETING &
COMMUNICATION

What will be your price ranges? How
will you reach your customers with
your story? What communication
channels will you use? How will you
present your story? What type of
relationship does each customer
segment expect?

=+ Add another card =]

DESIRED FUTURE STATE /
OUTPUTS

What is the desired social state of the
social problem? What outputs do you
expect? Can you put the outputs into
numbers?

+ Add another card =}



2. PERSONAS

understanding helping with identifying enabling the
users' needs, stepping out of which user you creation of a
experiences, yourself are designing good user
behaviors & for experience
goals
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Teling A STORY

Geftting INSPIRED

Capturing REALITY
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