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Business Model Canvas
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*  Coopetition: strategic
partnerships between
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*  Joint ventures to develop
new business

*  Buyer-supplier relationships
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®*  Cost=Driven

®  Value-Driven

Revenue Streams

Asset sale

Usage fee

L Lending/Renting/Leasing
Licensing

Brokerage fees

» Advertising
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Balanced Scorecard:. BSC

1. Financial Perspective

2. Customer Perspective

3. Internal Process Perspective

4. Learning and Growth Perspective
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