Buisness Canvas Model

Key Partners Key Activities d Customer Relationships Customer Segments

' v,

05 - b4
Value Propositions

Key Resources Channels

T

03

Cost Structure Revenue Streams

L9




Buisness Canvas Model - DH HAO

@ Key Partners Key Activities % Value Propositions Q? Customer Relationships Q Customer Segments

- Area Comercial - Road Shows

- Area Técnica - Eventos de Langamento

- Area Logistica - Feiras da especialidade em parceria
- Area Administrativa - Lista de contactos profissionais -

- Projecto 3D mail marketing

- Colégios privados
- Mobilidrio para Escolas - Bom Design - Escolas Publicas
Key Resources Sustentavel. A Escola Boa Safra ﬁ@ Channels - Cresces
- Universidades & Politécnicos

« BCN - Distribuidores de produto
= Steel Case - Complementos
- Marcenaria especializada @

- Designer de produto dedicado

- Software Gestao de Projecto . Show room Boa Safra - Lisboa

- EajiEC:Z‘SMonta - - Showroom Boa Safra - Porto
quip ’ g - Loja on-line B&B
« Armazém

- Final Touch

E) Cost Structure Revenue Streams

335581 400000

« Pessoal
« Custo das matérias primas e 222459
mercadorias consumidas

- Logistica 136180
= Final Touch

« Feiras e Eventos
« Marketing Digital

200000

« Vendas cruzeiro 400.000€

50000

Y1

Y1

M Projected Costs M Sales Forecast
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Cost Structure

=

What are the most important costs inherent in our business model?

Goals Next Steps

25495

300000

19996

200000

14620

100000

Year 1 Year 2 Year 3

B Cost of Revenues I R&D M Sales & Marketing B General & Administrative B Other Projected Costs




Cost Structure

s

What are the most important costs inherent in our business model?

Goals Next Steps

| |I|I Pessoal

3 pessoas dedicas, 2 pessoas 1/3 tempo - 1000€ liquidos/pessoa/més (factor custo total 1.7)

|||I Custo das matérias primas e mercadorias consumidas

| |I|I Logistica

Entregas e instalacéo

|II|I Final Touch
| |I|I Feiras e Eventos

i I |I Marketing Digital

Lista de contactos - mail marketing + adwords
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fel [ﬁ It

tions Q? Customer Relationships .Q Customer Segments

- Road Shows

+ Eventos de Langamento

- Feiras da especialidade em parceria
. Lista de contactos profissionais -
imail marketing

Y1 Y2 Y3
Total Revenue
o 50000 200000 400000
- Colégios privados
Jom Design - Escolas Publicas cost Of Revenue
f Ch | + Cresces

" F[E@ e « Universidades & Politécnicos 25000 100000 200000
Gross Profit
25000 100000 200000
Gross Profit Margin
- Show room Boa Safra - Lisboa 50.0 % 50.0 % 50.0 %

+ Showroom Boa Safra - Porto ; ’ . :
“Loja:onzline Beb Operating Expenses
110180 122459 135581
Operating Profit
-85180 -22459 64419
Operating Profit Margin
Revenue Streams -170.4 % -11.2 % 16.7 %

s cruzeiro 400.000€

400000

200000
£0DOD

Y1 Y2 Y3

es Forecast



