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ƧǊǔǈǄǈǕƾǓ 

 
• ƣǎǂǔǕǂǔǀǂ ƣǖǄǆǒǊǎǐǞ                                           

Ǒ. ƥǆǎ. Ʀ/ǎǕǒǊǂ ƧƵƧƣƯ ƣƧ 

    Ǒ. Ʀ/ǎǕǒǊǂ ƲǀǔǕǈǓ ƫǅǊǚǕǟǎATTICA BANK 

    Ǒ. Ʀ/ǎǕǒǊǂ ƧǄǄǖǐǅǐǔǀǂǓ ƵƧƮƲƮƧ ƣƧ 

 

 

• ƥǊƽǎǎǈǓ ƬǟǕǈǓ                  
Certified Master Coach 

    Senior Interim Manager 

    Ǒ. ƲǒǝǆǅǒǐǓ Algida 

 

 

 

 

 



• ƲǐǊǐǊ ǆǀǍǂǔǕǆ:  
    

     ƧǎǆǒǄƽ ǋǂǊ Ʋǒǟǈǎ ƣǎǟǕǂǕǂ  ƦǊǆǖǉǖǎǕǊǋƽ 
ƴǕǆǌƾǘǈ ƧǑǊǘǆǊǒƿǔǆǚǎ,                                        
Ǒǐǖ ǍǐǊǒƽǇǐǎǕǂǊ ǋǐǊǎƽ ǃǊǟǍǂǕǂ ǋǂǊ ǆǍǑǆǊǒǀǆǓ 
ǂǑǝ Ǖǈǎ ǑǐǌǞǘǒǐǎǈ ǔǕǂǅǊǐǅǒǐǍǀǂ ǕǐǖǓ ǔǆ 
ƧǌǌǈǎǊǋƾǓ ǋǂǊ ƲǐǌǖǆǉǎǊǋƾǓ ƧǑǊǘǆǊǒƿǔǆǊǓ ǋǂǊ 
ƱǒǄǂǎǊǔǍǐǞǓ, ǋǂǊ Ǒǐǖ ƾǘǐǖǎ Ǖǈǎ ǀǅǊǂ Ǌǔǘǖǒƿ 
ǅǊƽǉǆǔǈ ƧǉǆǌǐǎǕǊǋƿǓ ƲǒǐǔǗǐǒƽǓ ΈǒǄǐǖ ǔǕǈǎ 
ƬǐǊǎǚǎǀǂ. 

 

ƴǖǔǕƽǔǆǊǓ 

 



• Ʃ ƣǑǐǔǕǐǌƿ ǍǂǓ:  
  «ƧǉǆǌǐǎǕǊǋƿ ǅǆǏǂǍǆǎƿ ǕǆǘǎǐǄǎǚǔǀǂǓ ǋǂǊ ǆǍǑǆǊǒǀǂǓ 

ǔǆ ǖǑǐǔǕƿǒǊǏǈ ǕǈǓ ǎǆǂǎǊǋƿǓ ǆǑǊǘǆǊǒǈǍǂǕǊǋǝǕǈǕǂǓ» 
 

• ƱǊ ǂǒǘƾǓ ǍǂǓ:   
   Ʀǚǒǆƽǎ Ʋǂǒǐǘƿ ƶǑǈǒǆǔǊǟǎ, ƧǍǑǊǔǕǆǖǕǊǋǝǕǈǕǂ,  
   ƣǎǕǊǋǆǊǍǆǎǊǋǝǕǈǕǂ, ƦǊǂǗƽǎǆǊǂ, ƣǑǐǕǆǌǆǔǍǂǕǊǋǝǕǈǕǂ,  
   ƧǑǂǄǄǆǌǍǂǕǊǋƿ ƦǆǐǎǕǐǌǐǄǀǂ 
 

• Ʋǂǒǐǘƿ ǖǑǈǒǆǔǊǟǎ:  
    ƴǆǍǊǎƽǒǊǂ, Projects, One-to-One Mentoring 

ƴǖǔǕƽǔǆǊǓ 

 



                                             

 

 

www.kemel.gr 
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    ƣǎǕǊǋǆǀǍǆǎǐ 

    Ʃ Ǒǂǒǐǖǔǀǂǔǈ Ǒǐǖ ǂǋǐǌǐǖǉǆǀ, ǗǊǌǐǅǐǏǆǀ ǎǂ ǔǂǓ 
ǆǎǈǍǆǒǟǔǆǊ ǄǊǂ Ǖǈǎ ǆǏƾǌǊǏǈ Ǖǐǖ marketing, Ǖǈǎ ǘǒƿǔǈ 
ǋǂǊ ǘǒǈǔǊǍǝǕǈǕǂ Ǖǐǖ Business Model Canvas , ǆǎǝǓ 
ǔǞǄǘǒǐǎǐǖ ǆǑǊǘǆǊǒǈǍǂǕǊǋǐǞ ǆǒǄǂǌǆǀǐǖ ǄǊǂ ǐǑǐǊǂǅƿǑǐǕǆ 
ǆǑǊǘǆǀǒǈǔǈ, Ǒǐǖ ǆǊǅǊǋƽ ǔǕǈǎ ǑǆǒǀǑǕǚǔǈ Ǖǚǎ startups, 

ǍǆǄǊǔǕǐǑǐǊǆǀ  Ǖǈǎ ǅǖǎǂǕǝǕǈǕǂ ǋǂǊ ǑǊǉǂǎǝǕǈǕǂ 
ǍǆǕǂǕǒǐǑƿǓ ǕǈǓ ǆǑǊǘǆǊǒǈǍǂǕǊǋƿǓ ǊǅƾǂǓ ǔǆ ǃǊǟǔǊǍǈ 

ǆǑǊǘǆǀǒǈǔǈ. 

    Ƶǐ BMC ǆǀǎǂǊ ǆǑǊǎǝǈǔǈ Ǖǐǖ Alexander Osterwalder, ǋǂǊ 
ǆǀǎǂǊ ǂǑǝ ǕǊǓ ǆǌƽǘǊǔǕǆǓ ǑǆǒǊǑǕǟǔǆǊǓ Ǒǐǖ ƾǎǂ ƧǖǒǚǑǂǊǋǝ 

ǆǑǊǘǆǊǒǈǍǂǕǊǋǝ ǆǒǄǂǌǆǀǐ ǋǂǕǂǋǕƽ ǕǊǓ ƩƲƣ. 
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    Ʊ ƱǒǊǔǍǝǓ ǍǊǂǓ Startup 

     

    ƮǊǂ startup ǆǀǎǂǊ ƾǎǂǓ ǑǒǐǔǚǒǊǎǝǓ ǐǒǄǂǎǊǔǍǝǓ ǐ 
ǐǑǐǀǐǓ ǔǘǈǍǂǕǀǇǆǕǂǊ ǑǒǐǋǆǊǍƾǎǐǖ ǎǂ ǂǎǂǇǈǕƿǔǆǊ 
ƾǎǂ ǃǊǟǔǊǍǐ, ǆǑǂǎǂǌǂǍǃǂǎǝǍǆǎǐ ǋǂǊ ǆǑǆǋǕƽǔǊǍǐ 
Business Model.  
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                                                              Why 9 out of 10 startups fail, 

                                                              (according to their founders) 
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• Ʀǆǎ ǖǑƿǒǘǆ ƣǎƽǄǋǈ ǕǈǓ ƣǄǐǒƽǓ (No Market Need) 
  

• ΈǌǌǆǊǙǈ ƬǆǗǂǌǂǀǚǎ (Run out of Cash) 
  

• Ʈǈ ƴǚǔǕƿ ƱǍƽǅǂ (Not the Right Team) 
  

• ưǆǑǆǒƽǔǕǈǋǂǎ ǂǑǝ Ǖǐǎ ƣǎǕǂǄǚǎǊǔǍǝ (Get Overcompleted) 
  

• ƪƾǍǂǕǂ Ƨǔǝǅǚǎ/ƧǏǝǅǚǎ (Pricing/Cost Issues) 
  

• ƷǕǚǘǝ ƲǒǐǛǝǎ (Poor Product) 
  

• ƣǎƽǄǋǈ/ƲǂǒƽǌǈǙǈ ǆǎǝǓ ƧǑǊǘǆǊǒǈǍǂǕǊǋǐǞ ƮǐǎǕƾǌǐǖ            
(Need/Lack of Business Model) 

  

• ƷǕǚǘǝ (Poor) Marketing 
  

• ƲǂǒƽǃǌǆǙǈ ƲǆǌǂǕǟǎ(Ignore Customers) 
  

• Ʈǈ Ʋǒǐǔƿǌǚǔǈ/ƣǑǟǌǆǊǂ ƧǔǕǀǂǔǈǓ (Lost Focus) 

             

ƱǊ ǔǖǎƿǉǆǊǓ  ƣǊǕǀǆǓ ƧǑǊǕǖǘǀǂǓ ƿ Ǎǈ ǍǀǂǓ Start-up 

             

Business Model Canvas 
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    ƪƾǌǆǕǆ ǎǂ ǆǌǂǘǊǔǕǐǑǐǊƿǔǆǕǆ ǕǊǓ ǑǊǉǂǎǝǕǈǕǆǓ ǎǂ 
ǆǀǔǕǆ Ǎǀǂ ǂǑǝ ǕǊǓ “9 ǔǕǊǓ 10” ? 

      

    ƣǎ ǎǂǊ, ǕǝǕǆ ǋǂǕǂǎǐƿǔǕǆ ǋǂǊ ǘǒǈǔǊǍǐǑǐǊǆǀǔǕǆ 
ǔǚǔǕƽ Ǖǐ Business Model Canvas. 
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Ʃ ƧǏƾǌǊǏǈ Ǖǐǖ Marketing 

ƵǊ ƾǘǆǊǓ ǄǊǂ 
Ʋǟǌǈǔǈ 

ƵƧƸƯƱƭƱƥƫƣ ƲƭƩƳƱƷƱƳƫƣƴ / ƮƧƫƺƴƩ ƬƱƴƵƱƶƴ 

ƲǒǐǔƾǄǄǊǔǈ 
ƲǒǐǛǝǎǕǐǓ 

ƵǊ ǇǈǕƽǆǊ ǈ 

ƣǄǐǒƽ 

ƲǒǐǔƾǄǄǊǔǈ 
ƣǄǐǒƽǓ 

ƵǊ ǇǈǕƽǆǊ ǐ 
ƲǆǌƽǕǈǓ 

ƲǒǐǔƾǄǄǊǔǈ 
ƲǆǌƽǕǈ 



       ƣǑǝ Ǖǂ 4Ƴ Ǖǐǖ Marketing Mix 

ǔǕǐ Business Model Canvas 
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Ʀǈǌǂǅƿ…. 

ƣǑǝ Ǖǐ «ƮǑǐǒǆǀǕǆ ǎǂ ǅǊǂǌƾǏǆǕǆ ǝǑǐǊǐ ǘǒǟǍǂ ǉƾǌǆǕǆ, ǂǒǋǆǀ ǎǂ ǆǀǎǂǊ 
….ǍǂǞǒǐ» Ǖǐǖ Henry Ford, ǔǕǈǎ ǆǑǊǌǐǄƿ ǋǂǊ ǂǄǐǒƽ ǂǖǕǐǋǊǎƿǕǐǖ, ǂǋǝǍǈ 
ǋǂǊ Ǎƾǔǚ ebay Motors!!! 

                                                                

 

 

 

 

 

 

 

 

 

 

 
                                 1925 Ford Model T                                                                 Best car buying apps   



                     Ʃ ƧǏƾǌǊǏǈ Ǖǐǖ Marketing 
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ƬǂǊ ǆǑǀǔǈǓ…. 

ƣǑǝ ǕǊǓ 2 ǆǑǊǌǐǄƾǓ ǄǊǂ ǝǌǐǖǓ Ǖǐǖ 1917 ǂǑǝ Ǖǈǎ Converse (ǕǊ ƾǘǆǊǓ ǄǊǂ 
Ǒǟǌǈǔǈ), ǔǕǈǎ ǆǑǊǌǐǄƿ ǕǈǓ ǂǄǐǒƽǓ ǂǑǝ ǅǊƽǗǐǒǂ ǆǀǅǈ ǋǂǊ ǍƽǒǋǆǓ (ǕǊ ǇǈǕƽǆǊ 
ǈ ǂǄǐǒƽ), ǔǕǐ ǑǒǐǔǚǑǊǋǝ ǍƿǎǖǍǂ Ǒǐǖ ǉǂ ƿǉǆǌǆ ǐ ǑǆǌƽǕǈǓ ǔǕǂ ǑǂǑǐǞǕǔǊǂ 
Ǖǐǖ (ǕǊ ǇǈǕƽǆǊ ǐ ǑǆǌƽǕǈǓ). 
 

  

                                                                

 

 

 

 

 

 

 

 

 

 

 All Star ıİ țαφȑ țαȚ Ȝİυțό (No  skid )      ΔȚȐφοȡİȢ ȝȐȡțİȢ  ΑșȜȘĲȚțώȞ            ΠȡοıωπȚțό ȝȒȞυȝα, οȝȐįα, Hashtag țȜπ   

http://4.kicksonfire.net/wp-content/uploads/2015/10/NIKEiD.jpg?feae65


                                         
     

    Marketing ǋǂǊ Marketing Mix 

 

 

 

 

 

 

 

 

 

 

    Ʀǆǎ ƿǕǂǎ Ǖǖǘǂǀǐ ǑǚǓ ǔǕǂ 4 ǔǕǐǊǘǆǀǂ Ǖǐǖ ǍǆǀǄǍǂǕǐǓ 

marketing ǅǆǎ ǑǆǒǊǌǂǍǃƽǎǆǕǂǊ ǐ ǑǆǌƽǕǈǓ. 
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ƣǑǝ Ǖǂ 4Ƴ Ǖǐǖ Marketing Mix ǔǕǐ 
Business Model Canvas 



Πηɶή:  OgilvyOne 16 

Ʈǆ Ǖǈǎ ǆǏƾǌǊǏǈ Ǖǚǎ ǖǑǐǌǐǄǊǔǕǟǎ, Ǖǐ Database Marketing, ǋǂǊ Ǖǐ CRM 

(Customer Relationship Marketing), Ǖǐ Customer Life Cycle 

«ǖǑǐǋǂǕƾǔǕǈǔǆ» Ǖǐ Product Life Cycle, ǆǎǟ Ǎǆ Ǖǈǎ ǅǊǆǀǔǅǖǔǈ Ǖǚǎ 
ǑǒǐǔǚǑǊǋǟǎ ǖǑǐǌǐǄǊǔǕǟǎ ǋǂǊ Ǖǐǖ Internet, ǆǅǒǂǊǟǉǈǋǆ ǔǕǂ Ǖƾǌǈ ǕǈǓ 
ǅǆǋǂǆǕǀǂǓ Ǖǐǖ ‘90, ǈ ǆǏǆǊǅǀǋǆǖǔǈ Ǖǐǖ Interactive Marketing. Ʃ ǔǖǎƾǘǆǊǂ 
ǆǀǎǂǊ ǄǎǚǔǕƿ Ǎǆ Ǖǈǎ ƾǋǒǈǏǈ  Ǖǐǖ Web Marketing, Ǖǚǎ Social Media, Ǖǐǖ 

Mobile Marketing ǋǌǑ. 

   

 ƣǑǝ Ǖǐ Product ǔǕǐ Customer Life Cycle 

ƣǑǝ Ǖǂ 4Ƴ Ǖǐǖ Marketing Mix ǔǕǐ 
Business Model Canvas 



Ƶǂ 3 ǆǀǅǈ ǔǈǍǆǀǚǎ ǆǑǂǗƿǓ Ǎǆ ǑǆǌƽǕǆǓ 

Paid: 

ƲǂǒǂǅǐǔǊǂǋƽ ǋǂǊ ǙǈǗǊǂǋƽ ǅǊǂǗǈǍǊǔǕǊǋƽ ǋǖǒǀǚǓ 

Ǎƾǔǂ, ǝǑǚǓ TV spots, PPC Ads, Posters ǋǌǑ. 

Owned: 

ƧǌǆǄǘǝǍǆǎǂ ǑǌǈǒǐǗǐǒǊǂǋƽ ǋǖǒǀǚǓ Ǎƾǔǂ ǝǑǚǓ Web Page, 

Blogs, Apps, Facebook page ǋǌǑ. 

Earned: 

Ʈǈ ǆǌǆǄǘǝǍǆǎǂ ǋǐǊǎǚǎǊǋƽ Ǎƾǔǂ ǝǑǚǓ Re-tweets, 

Facebook, word-of-mouth ǋǌǑ. 
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ƣǑǝ Ǖǂ 4Ƴ Ǖǐǖ Marketing Mix ǔǕǐ 
Business Model Canvas 



 

 

                                  ƣǑǝ Ǖǂ 4Ƴ Ǖǐǖ Marketing Mix ǔǕǐ 
Business Model Canvas 
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Customer 

Journey/Life 

Cycle 

Mapping 

 

Before Purchase 
 

Purchase 

 

After Purchase 
 

Touch Points Awareness Evaluation Purchase Usage Loyalty 

Website 

E-Shop 

Face to Face 

In-Store 

Call Center 

Facebook 

Reviews 

Web Forums 

Email 

Post 

Print/TV ʃʄʋ. 



Business Model Canvas     

19 

 

   

Channels, Customer Relationship, Customer Journey 

Touch point Mapping. 

Ƶǐ ǑǂǒƽǅǆǊǄǍǂ ǂǄǐǒƽǓ ǍǊǂǓ ƹǈǔǕǂǒǊƽǓ ƶǄǒǂǆǒǀǐǖ. 
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                                  ƣǑǝ Ǖǂ 4Ƴ Ǖǐǖ Marketing Mix ǔǕǐ 
Business Model Canvas 
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Customer 

Journey/Life Cycle 

Mapping 

 

Before Purchase 
 

Purchase 

 

After Purchase 
 

Touch Points Awareness Evaluation Purchase Usage Loyalty 

Website 

LeRoy Merlin, 

Praktiker, Media 

Markt ʃʄʋ. 

Installation Video  

By Broil King 

E-Shop 
Salonica e-shop , 

άʄʄα shops 

 Broil King  Salonica e-shop 

ɸιɷιʃή ʋʌοσφοʌά 

Face to Face 
Φίʄος 

Chalandri Shop 

Παʌαʄαβή/ 

ɇʐʆαʌʅοʄόɶηση 

In-Store 
LeRoi Merlin,Media 

Markt, Chalandri 

Call Center Εʆʏοʄή/Αɶοʌά 

Facebook 

Reviews 

Amazon, Various 

Brands  

 

Skroutz/Ɉιʅές, 

αʇιοʄόɶηση 

Web Forums 

Email Εʐχαʌισʏήʌιο email  ɇʐʆʏαɶές/ tips. 

Post Αʋοσʏοʄή/Courrier  

Print/TV ʃʄʋ. 



ƣǑǝ Ǖǂ 4Ƴ Ǖǐǖ Marketing Mix  

ǔǕǐ Business Model Canvas 

 
 

 

 

 

 

 

 

 

 

ƧǊǅǊǋƽ ǔǕǐǎ ǕǐǍƾǂ B2C ǈ ǆǏǀǔǚǔǈ Ʋǚǌƿǔǆǚǎ  Ǒǐǖ ǆǀǎǂǊ  
(Sales = Performance + Emotion/Price),  

ǂǑǂǊǕǆǀ ǅǊǂǗǐǒǆǕǊǋƿ ƾǍǗǂǔǈ ǑǒǐǓ Ǖǈǎ ǌǐǄǊǋƿ ǋǂǊ Ǖǐ 

ǔǖǎǂǀǔǉǈǍǂ Ǖǐǖ ǑǆǌƽǕǈ, Ǒǐǖ ǂǎǕǀǔǕǐǊǘǂ ǂǑǂǊǕǐǞǎ ǅǊǂǗǐǒǆǕǊǋǝ 

ǆǑǊǋǐǊǎǚǎǊǂǋǝ ǍǀǄǍǂ ǆǋǑǂǀǅǆǖǔǈǓ ǋǂǊ ǔǖǎǂǊǔǉǈǍǂǕǊǋƿǓ 

ǆǍǑǌǐǋƿǓ (Engagement), ǋƽǕǊ Ǒǐǖ ǑǒǐǔǕƾǉǈǋǆ ǔǕǐ SAVE. 
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ƣǑǝ Ǖǂ 4Ƴ Ǖǐǖ Marketing Mix  

ǔǕǐ Business Model Canvas 

 
ƣǎǕǀ ǄǊǂ Ǖǐ ǑǒǐǛǝǎ (product), ǆǔǕǊƽǔǕǆ ǔǕǈǎ ƭǞǔǈ (Solution) 

     ƲǒǐǔǅǊǐǒǀǔǕǆ Ǖǈǎ ǑǒǐǔǗǐǒƽ ǔǆ ǔǘƾǔǈ Ǎǆ  ǋǂǌǖǑǕǝǍǆǎǆǓ 
ǂǎƽǄǋǆǓ/ǌǞǔǆǊǓ, ǝǘǊ ǊǅǊǝǕǈǕǆǓ, ǌǆǊǕǐǖǒǄǀǆǓ ǋǂǊ ǕǆǘǎǊǋƽ 
ǘǂǒǂǋǕǈǒǊǔǕǊǋƽ. 
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ƣǑǝ Ǖǂ 4Ƴ Ǖǐǖ Marketing Mix  

ǔǕǐ Business Model Canvas 

 
ƣǎǕǀ ǄǊǂ Ǖǈǎ ǅǊǂǎǐǍƿ (place), ǆǔǕǊƽǔǕǆ ǔǕǈǎ Ʋǒǝǔǃǂǔǈ (Access) 

     ƦǈǍǊǐǖǒǄƿǔǕǆ ƾǎǂ ǐǌǐǋǌǈǒǚǍƾǎǐ ǔǞǔǕǈǍǂ ǆǕǂǊǒǊǋƿǓ ǑǂǒǐǖǔǀǂǓ ǔǕǂ 
ǋǂǎƽǌǊǂ, Ǎǆ ǃƽǔǈ Ǖǐ ǔǖǎǐǌǊǋǝ «ǂǄǐǒǂǔǕǊǋǝ ǕǂǏǆǀǅǊ» Ǖǐǖ ǑǆǌƽǕǈ, ǂǎǕǀ 
ǎǂ ǅǟǔǆǕǆ ƾǍǗǂǔǈ ǔǆ ǍǆǍǐǎǚǍƾǎǂ ǔǈǍǆǀǂ ǅǊǂǎǐǍƿǓ ǋǂǊ ǋǂǎƽǌǊǂ 
ǆǑǊǋǐǊǎǚǎǀǂǓ. 
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ƣǑǝ Ǖǂ 4Ƴ Ǖǐǖ Marketing Mix  

ǔǕǐ Business Model Canvas  

 
ƣǎǕǀ ǄǊǂ Ǖǈǎ ǕǊǍƿ (price), ǆǔǕǊƽǔǕǆ ǔǕǈǎ ƣǏǀǂ (Value) 

     ƣǎǂǗǆǒǉǆǀǕǆ ǔǕǂ ǐǗƾǌǈ Ǖǐǖ ǑǒǐǛǝǎǕǐǓ/ǖǑǈǒǆǔǀǂǓ ǔǂǓ ǔǆ ǔǘƾǔǈ Ǎǆ 
Ǖǈǎ ǕǊǍƿ Ǖǐǖ ǘǚǒǀǓ ǎǂ ǅǟǔǆǕǆ ƾǍǗǂǔǈ ǔǕǈǎ ǕǊǍƿ Ǖǐǖ, ǔǆ ǔǖǎƽǒǕǈǔǈ Ǎǆ 
Ǖǐ ǋǝǔǕǐǓ ǑǂǒǂǄǚǄƿǓ, ǑǆǒǊǉǟǒǊǂ ǋƾǒǅǐǖǓ, ƿ ǕǊǍƾǓ ǂǎǕǂǄǚǎǊǔǍǐǞ. 

 

 

 

 

 

 

 

 

 

 

          Εσωʏɸʌιʃή 

                    ʋαʌόʌʅηση 
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ǔǕǐ Business Model Canvas 

 
ƣǎǕǀ ǄǊǂ Ǖǈǎ Ǒǒǐǟǉǈǔǈ (promotion),  ǆǔǕǊƽǔǕǆ ǔǕǈǎ ƧǋǑǂǀǅǆǖǔǈ 

(Education) ǋǂǊ Ǖǈǎ ǆǍǑǌǐǋƿ (engagement) Ǖǐǖ ǋǂǕǂǎǂǌǚǕƿ 

     ƲǂǒƾǘǆǕǆ ǑǌǈǒǐǗǝǒǈǔǈ ǔǘǆǕǊǋƿ Ǎǆ ǅǊǂǗǐǒǐǑǐǊǈǍƾǎǆǓ ǂǎƽǄǋǆǓ ǔǆ 
ǋƽǉǆ ǔǈǍǆǀǐ Ǖǐǖ «ǋǞǋǌǐǖ ǇǚƿǓ» Ǖǐǖ ǑǆǌƽǕǈ, ǂǎǕǀ ǎǂ ǃǂǔǀǇǆǔǕǆ 
ǂǑǐǋǌǆǊǔǕǊǋƽ ǔǆ ƦǊǂǗƿǍǊǔǈ/PR/Ʋǒǐǟǉǈǔǈ. 
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    Ʃ ǆǏƾǌǊǏǈ Ǖǐǖ ǅǊǂǌǝǄǐǖ Ǎǆ ǕǐǖǓ ǑǆǌƽǕǆǓ 

    ƴǕǐ ǑǂǒǂǅǐǔǊǂǋǝ Marketing Mix Ǖǚǎ 4Ƴ,                              

ǂǒǋǐǞǔǆ ǔǖǘǎƽ ǈ ǆǔǕǀǂǔǈ ǔǆ ƾǎǂ ǃǂǔǊǋǝ ǝǗǆǌǐǓ, Ǖǐ 
USP (Unique Selling Proposition), ǈ ǅǊǂǗƿǍǊǔǈ ǂǑǝ 1-2 

ǃǂǔǊǋƽ Ǎƾǔǂ, ǋǂǊ ǀǔǚǓ ǋǂǊ ǈ Ǒǂǒǐǘƿ ǋƽǑǐǊǐǖ 
ǑǒǐǚǉǈǕǊǋǐǞ ǋǊǎƿǕǒǐǖ, ǑǒǐǋǆǊǍƾǎǐǖ ǎǂ ǆǑǊǕǞǘǐǖǍǆ 
ǑǚǌƿǔǆǊǓ.  

    Ƶǐ marketing ƿǕǂǎ ƾǎǂǓ ǆǑǊǋǐǊǎǚǎǊǂǋǝǓ ǍǐǎǝǅǒǐǍǐǓ. 

    ƴǆ ǂǎǕǀǉǆǔǈ Ǎǆ Ǖǐ Ǒǂǒǆǌǉǝǎ, ǈ ǔǞǄǘǒǐǎǈ 
ǆǑǊǘǆǊǒǈǍǂǕǊǋǝǕǈǕǂ ǂǑǂǊǕǆǀ ǅǊǂǅǒǂǔǕǊǋƿ, ǅǊǂǑǒǐǔǚǑǊǋƿ 
ǋǂǊ ǅǈǍǊǐǖǒǄǊǋƿ ǆǑǊǋǐǊǎǚǎǀǂ Ǎǆ ǕǐǖǓ ǑǆǌƽǕǆǓ, ǑƽǎǕǂ Ǎǆ 
ǕǐǖǓ ǝǒǐǖǓ ǆǍǑǌǐǋƿǓ Ǖǐǖ ǑǆǌƽǕǈ. 
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ƣǑǝ Ǖǂ 4Ƴ Ǖǐǖ Marketing Mix ǔǕǐ 
Business Model Canvas 



 

     

    Ʃ ǆǗǂǒǍǐǄƿ ǕǈǓ ǑǆǌǂǕǐǋǆǎǕǒǊǋƿǓ ǑǒǐǔƾǄǄǊǔǈǓ 

    ΌǑǚǓ ǉǂ ǅǐǞǍǆ ǔǕǈǎ ǔǖǎƾǘǆǊǂ, Ǖǐ Business Model 

Canvas ǍǂǓ «ǖǑǐǘǒǆǟǎǆǊ» ǎǂ ǆǗǂǒǍǝǔǐǖǍǆ ǂǖǕƿ Ǖǈǎ 
ǑǆǌǂǕǐǋǆǎǕǒǊǋƿ ǐǑǕǊǋƿ ǔǕǐ ƧǑǊǘǆǊǒǈǍǂǕǊǋǝ ƮǐǎǕƾǌǐ 
ǍǂǓ, ǋǂǊ ǎǂ Ǖǈǎ ǂǑǐǕǖǑǟǔǐǖǍǆ ǔǆ ǍǊǂ ǔǆǌǀǅǂ. 

    Ʀǆǎ ǆǀǎǂǊ Ǖǖǘǂǀǐ ǑǚǓ ǂǎǂǌǞǐǖǍǆ Ǖǈǎ ǂǄǐǒƽ 
ǘǒǈǔǊǍǐǑǐǊǟǎǕǂǓ Ǖǂ 4Ƴ, ǋǂǊ Ǖǈǎ ǋǂǕǂǋǕǐǞǍǆ Ǎǆ Ǖǐ 
SAVE. 
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           ƲƳƱƫƱƯ 
 

• ƥǎǚǒǀǔǍǂǕǂ/ƸǂǒǂǋǕǈǒǊǔǕǊǋƽ   
(ǑǚǓ ǌǆǊǕǐǖǒǄǆǀ) 

 

• ƱǗƾǌǈ/ƲǌǆǐǎǆǋǕƿǍǂǕǂ          
(ǕǊ ǑǒǐǔǗƾǒǆǊ ǋǂǌǞǕǆǒǂ) 

 

• ƧǍǑǆǊǒǀǂ                         
(ǔǖǎǂǀǔǉǈǍǂ) 
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Business Model Canvas 

Value Proposition Canvas 

           ƲƧƭƣƵƧƴ 
 

• ƧǑǊǉǖǍǀǆǓ                     
(ǔǖǎǂǀǔǉǈǍǂ) 

 

• ƣǎƽǄǋǆǓ                            
(Ǒǐǖ ǋǂǌǞǑǕǐǎǕǂǊ ƿ ǉǂ ǋǂǌǖǗǉǐǞǎ) 

 

• Ʈǆǀǚǔǈ ƬǝǔǕǐǖǓ       
(ǅǖǔǋǐǌǀǂ ǂǌǌǂǄƿǓ ǔǖǎƿǉǆǊǂǓ) 
 

• ƶǑǐǋǂǕƽǔǕǂǕǂ                              

(ǍƾǘǒǊ Ǖǟǒǂ ǇǐǞǔǆ ǘǚǒǀǓ Ǖǐ ǑǒǐǛǝǎ ǔǂǓ) 
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ƱǒǊǔǍǝǓ ƧǑǊǘǆǊǒǈǍǂǕǊǋǐǞ ƮǐǎǕƾǌǐǖ 

Έǎǂ ǆǑǊǘǆǊǒǈǍǂǕǊǋǝ ǍǐǎǕƾǌǐ ǑǆǒǊǄǒƽǗǆǊ Ǖǐǎ ǕǒǝǑǐ Ǎǆ Ǖǐǎ ǐǑǐǀǐ ƾǎǂǓ 
ǐǒǄǂǎǊǔǍǝǓ ǅǈǍǊǐǖǒǄǆǀ, ǑǒǐǔǗƾǒǆǊ ǂǏǀǂ ǋǂǊ ǂǍǆǀǃǆǕǂǊ. 
                                              

  

 

 

 

 

 

 

 

 

 

 

 

Ƶǐ ǆǑǊǘǆǊǒǈǍǂǕǊǋǝ ǍǐǎǕƾǌǐ ǍǊǂǓ ǆǑǊǘǆǀǒǈǔǈǓ ǆǀǎǂǊ ǈ ǂǑǆǊǋǝǎǊǔǈ ǕǈǓ 
ǆǑǊǘǆǊǒǈǍǂǕǊǋƿǓ ǌǐǄǊǋƿǓ ǋǂǊ ǔǕǒǂǕǈǄǊǋƿǓ ǕǈǓ. Ƶǐ Ǒǌƾǐǎ ǅǈǍǐǗǊǌƾǓ 
ǆǒǄǂǌǆǀǐ ǑǆǒǊǄǒǂǗƿǓ Ǖǐǖ, ǆǀǎǂǊ ǐ ƬǂǍǃƽǓ Ǒǐǖ ǆǑǊǎǝǈǔǆ ǐ Alexander 

Osterwalder. ƲǆǒǊǄǒƽǗǆǊ Ǖǐ ǕǊ ǑǒǐǔǗƾǒǆǊ ǈ ǆǑǊǘǆǀǒǈǔǈ ǔǕǐǖǓ ǑǆǌƽǕǆǓ ǕǈǓ, 
ǑǚǓ ǕǐǖǓ ǑǒǐǔǆǄǄǀǇǆǊ ǋǂǊ ǅǈǍǊǐǖǒǄǆǀ ǔǘƾǔǆǊǓ ǍǂǇǀ ǕǐǖǓ, Ǎƾǔǚ ǑǐǊǟǎ 
Ǒǝǒǚǎ, ǅǒǂǔǕǈǒǊǐǕƿǕǚǎ ǋǂǊ ǔǖǎǆǒǄǂǔǊǟǎ ǆǑǊǘǆǊǒǆǀ, ǋǂǊ ǕƾǌǐǓ ǑǚǓ 
ǋǆǒǅǀǇǆǊ ǘǒƿǍǂǕǂ.  
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ƲǈǄƿ: Alexander Osterwalder & Yves Pigneur 



Business Model Canvas 
 ƤǂǔǊǋǝ ǑǆǒǊǆǘǝǍǆǎǐ Ǖǚǎ 9 ǆǎǐǕƿǕǚǎ  
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Business Model Canvas ;ΠɸʌιɶʌαφήͿ  
Εʌωʏήσɸις σʐʅʋʄήʌωσης ʏωʆ 9 ɸʆοʏήʏωʆ  
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    Cost Structure    Revenue Streams 

Key Partners Key Activities 

Key Resources 

Value Proposition 

 

 

Customer 

Relationship 

Channels 

Customer 

Segments 

Ποιοι ɸίʆαι οι ʃύʌιοι 
σʐʆɸʌɶάʏɸς ʅας? 

 

Ποιοι ɸίʆαι οι ʃύʌιοι 
ʋʌοʅɻθɸʐʏές ʅας? 

 

Ποια σɻʅαʆʏιʃά ʅέσα 
αʋοʃʏάʅɸ αʋό 
σʐʆɸʌɶάʏɸς ʅας? 

 

Ποιɸς ʃύʌιɸς 
ɷʌασʏɻʌιόʏɻʏɸς 
ɸʃʏɸʄούʆ σʐʆɸʌɶάʏɸς 
ʅας? 

 

Ποιɸς ʃαθοʌισʏιʃές  
ɸσʘʏɸʌιʃές  ɸʏαιʌιʃές 
ɷιɸʌɶασίɸς αʋαιʏɸί: 
..ɻ ʋʌοʏɸιʆόʅɸʆɻ αʇία? 

.. ʏα ʃαʆάʄια 
ɸʋιʃοιʆʘʆίας ʃαι 
ɷιαʆοʅής? 

.. Οι ʌοές ɸσόɷʘʆ? 

Ποιούς ʃύʌιοʐς 
ʋόʌοʐς/ ʅέσα αʋαιʏɸί: 
.. Η ʋʌοʏɸιʆόʅɸʆɻ αʇία? 

.. ʏα ʃαʆάʄια 
ɸʋιʃοιʆʘʆίας ʃαι 
ɷιαʆοʅής? 

.. ɻ ʋɸʄαʏɸιαʃές 
σʖέσɸις? 

.. Οι ʌοές ɸσόɷʘʆ? 

Τι αʇία ʋαʌέʖοʐʅɸ σɸ 
ʃάθɸ ʋɸʄαʏɸιαʃή 
οʅάɷα? 

Ποιο ʋʌόβʄɻʅα/ʏα 
ʃάθɸ ʋɸʄαʏɸιαʃής 
οʅάɷας βοɻθάʅɸ ʆα 
ʄʐθɸί? 

Τι ɷέσʅɸς ʋʌοϊόʆʏʘʆ 
ʃαι/ɻ ʐʋɻʌɸσιώʆ 
ʋʌοσφέʌοʐʅɸ σɸ ʃάθɸ 
ʋɸʄαʏɸιαʃή οʅάɷα? 

Ποιɸς αʆάɶʃɸς ʃάθɸ 
ʋɸʄαʏɸιαʃής οʅάɷας 
ιʃαʆοʋοιούʅɸ? 

Ποιο ɸίʆαι ʏο 
«ɸʄάʖισʏο βιώσιʅο» 
ʋʌοϊόʆ /MVP? 

Πʘς ɷιαʖɸιʌιɺόʅασʏɸ ʏɻʆ 
ʋʌοσέɶɶισɻ, αʋόʃʏɻσɻ 
ɸʇʐʋɻʌέʏɻσɻ,  αύʇɻσɻ ʃαι 
ʋισʏόʏɻʏα ʏʘʆ ʋɸʄαʏώʆ? 

Πʘς ɷιασʐʆɷέοʆʏαι ʅɸ ʏα 
ʄοιʋά σʏοιʖɸία ʏοʐ 
business model?  

Πόσο ɷαʋαʆɻʌά ɸίʆαι? 

Για ʋοιɸς 
ʋɸʄαʏɸιαʃές οʅάɷɸς 
ɷɻʅιοʐʌɶούʅɸ αʇία? 

Ποιοι ɸίʆαι οι ʋιο 
σɻʅαʆʏιʃοί ʅας 
ʋɸʄάʏɸς? 

Πʘς  
ɷιαφοʌοʋοιούʆʏαι 
ɷɻʅοɶʌαφιʃά ʃαι 
ʗʐʖοɶʌαφιʃά? 

Μέσʘ ʋοιώʆ ʃαʆαʄιώʆ 
ɸʋιθʐʅούʆ οι ʋɸʄάʏɸς ʅας 
ʆα ʏοʐς ʋʌοσɸɶɶίσοʐʅɸ? 

Πʘς ʏοʐς ʋʌοσɸɶɶίɺοʐʆ 
άʄʄɸς ɸʏαιʌɸίɸς? 

Ποιά ʃαʆάʄια ɸίʆαι ʋιο 
αʋοɷοʏιʃά? Μɸ ʏι ʃόσʏος? 

Πʘς σʐʆɷέοʆʏαι ʅɸ  ʏις 
σʐʆήθɸιɸς ʏʘʆ ʋɸʄαʏώʆ?  

Ποια ɸίʆαι ʏα ʋʄέοʆ σɻʅαʆʏιʃά ʃόσʏɻ ʏοʐ business 

model ʅας? 

Ποια αʋό ʏα αʋαιʏούʅɸʆα ʅέσα ɸίʆαι ʏα ʋʄέοʆ 
ɷαʋαʆɻʌά? 

Ποιɸς αʋό ʏις αʋαιʏούʅɸʆɸς ɸσʘʏɸʌιʃές ɷιɸʌɶασίɸς 
ɸίʆαι οι ʋʄέοʆ ɷαʋαʆɻʌές ? 

[Για ʋοια ʋαʌɸʖόʅɸʆɻ αʇία οι ʋɸʄάʏɸς ɷέʖοʆʏαι ʆα 
ʋʄɻʌώσοʐʆ? 

Τι αɶοʌάɺοʐʆ ʃαι ʏι/ʋʘς ʋʄɻʌώʆοʐʆ σήʅɸʌα? 

Πʘς θα ʋʌοʏιʅούσαʆ ʆα ʋʄɻʌώσοʐʆ? 

Πʘς ʏα ɸʋιʅέʌοʐς έσοɷα σʐʅβάʄʄοʐʆ σʏα 
σʐʆοʄιʃά έσοɷα? 
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Ʃ ǕǆǘǎǊǋƿ ǕǈǓ ƾǒǆǖǎǂǓ MVP ǆǏǂǒǕƽǕǂǊ ǂǑǝ Ǖǐ ǆǀǅǐǓ Ǖǐǖ ǑǒǐǛǝǎǕǐǓ 

ƿ ǖǑǈǒǆǔǀǂǓ  ǄǊǂ Ǖǈǎ ǐǑǐǀǂ ǅǊǆǒǆǖǎǐǞǍǆ ǔǖǎƿǉǚǓ Ǖǈǎ ǑǊǉǂǎƿ 

ǂǑƿǘǈǔǈ, ǂǑǐǅǐǘƿ ǋǂǊ Ǒǒǝǉǆǔǈ ǂǄǐǒƽǓ ǚǓ ǌǞǔǈ ǔǆ ǋƽǑǐǊǐ 

ǋǂǕǂǎǂǌǚǕǊǋǝ ǑǒǝǃǌǈǍǂ (product/market fit) , ǋǂǊ Ǖǈǎ 

ǅǖǎǂǕǝǕǈǕǂ ǋǂǕǂǎǐǈǕƿǓ ǑǂǒǐǖǔǀǂǔǈǓ ǕǈǓ ǌǞǔǈǓ ǔǆ ǍǐǒǗƿ 

ǑǒǚǕǐǕǞǑǐǖ,  explainer video, concept board, landing page ǋǌǑ. 
Two-wheeled, self-balancing, battery-powered  

 

 

 

 

 

 

 

 

Segway  was invented by Dean Kamen.                                                                 

 

 

 

ƭǀǄǂ ǌǝǄǊǂ ǄǊǂ Ǖǈǎ ƾǒǆǖǎǂ MVP (Minimum Viable Product) 
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• ƧǀǎǂǊ ǐ ǑǖǒƿǎǂǓ ǋǂǊ ǈ ǋǊǎǈǕƿǒǊǂ ǅǞǎǂǍǈ Ǖǐǖ ƧǑǊǘǆǊǒǈǍǂǕǊǋǐǞ 
ƴǘǆǅǀǐǖ. 

• ƧǀǎǂǊ ƾǎǂ «ǖǑǆǎǉǖǍǊǔǕǊǋǝ» ǆǒǄǂǌǆǀǐ Ǒǐǖ ǍǂǓ ǖǑǐǘǒǆǟǎǆǊ ǎǂ 
ǔǋǆǑǕǝǍǂǔǕǆ ǑǆǌǂǕǐǋǆǎǕǒǊǋƽ,  ǔǖǔǕǈǍǊǋƽ ǋǂǊ ǅǈǍǊǐǖǒǄǊǋƽ. 

• ƧǀǎǂǊ ǐ ǔǖǎǅǆǕǊǋǝǓ ǋǒǀǋǐǓ ǍǆǕǂǏǞ ǑǂǒǂǅǐǔǊǂǋǐǞ ǋǂǊ ǙǈǗǊǂǋǐǞ 
ǍƽǒǋǆǕǊǎǄǋ. 

• ƧǀǎǂǊ ǆǒǄǂǌǆǀǐ «ǅǊǝǒǉǚǔǈǓ» ǕǈǓ ǆǑǊǘǆǊǒǈǍǂǕǊǋƿǓ ǋǂǕǆǞǉǖǎǔǈǓ 
Ǎǆ ǆǒǆǖǎǈǕǊǋƾǓ ǕǆǘǎǊǋƾǓ ǝǑǚǓ Ǖǐ MVP (Minimum Viable 

Product). 

• ƮǂǓ ǋǂǉǐǅǈǄǆǀ ǔǕǈǎ ǂǑǐǕǞǑǚǔǈ, ǂǏǊǐǌǝǄǈǔǈ ǋǂǊ ǃǆǌǕǀǚǔǈ Ǖǐǖ 
ƧǑǊǘǆǊǒǈǍǂǕǊǋǐǞ ƮǐǎǕƾǌǐǖ ǍǂǓ. 

 

 

 

   

«Ƶǐ Business Model Canvas, ǅǆǎ ǆǀǎǂǊ ǂǑǌǟǓ ƾǎǂ ǂǋǝǍǈ 
ǆǒǄǂǌǆǀǐ ǆǑǊǘǆǊǒǈǍǂǕǊǋǝǕǈǕǂǓ…. ƧǀǎǂǊ ǋƽǕǊ ǑǐǌǞ 

ǍǆǄǂǌǞǕǆǒǐ… ƥǊǂ ǋƽǉǆ ǆǀǅǐǓ ǆǑǊǘǆǀǒǈǔǈǓ». 
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     To Business Model Canvas ǕǈǓ  

 

Top Melibee 
 

 

 

 

 

 

    

  Virtual Business Plan           www.kemel.gr.  

Business Model Canvas 



 

Business Model Canvas & ƧǌǌǈǎǊǋǝ ƮƾǌǊ 
  

      

     ƴǕǐ ǑǂǒƽǅǆǊǄǍǂ ǉǂ ǂǎǂǗǆǒǉǐǞǍǆ, ǔǕǐ ǑǚǓ ǑǒǐǔǆǄǄǀǇǆǕǂǊ ǍǊǂ 
ǗǂǊǎǐǍǆǎǊǋƽ ǋǐǒǆǔǍƾǎǈ ǂǄǐǒƽ  Ǎǆ ǑǒǐǃǌǈǍǂǕǊǋƽ ǘǂǒǂǋǕǈǒǊǔǕǊǋƽ ǝǑǚǓ: 

 

• 23000 ƮǆǌǊǔǔǐǋǝǍǐǖǓ Ǎǆ 14000 ǕǝǎǐǖǓ ǑǂǒǂǄǚǄƿ,  
• ƧǊǔǂǄǚǄƾǓ ǘǂǍǈǌƿǓ ǑǐǊǝǕǈǕǂǓ ǋǂǊ ǋǝǔǕǐǖǓ ǂǑǝ ƧƧ (ǃǌƾǑǆ… ƤǐǖǌǄǂǒǀǂ),  

• ƧǌƽǘǊǔǕǈ  ǅǊǂǗƿǍǊǔǈ ǂǑǝ Ǖǂ ǍǆǄƽǌǂ brands,  

• ƲǒǐǚǉǈǕǊǋƾǓ ǑǒǐǔǗǐǒƾǓ ǋǂǊ Ǎƽǘǈ ǕǊǍǟǎ ǔǕǂ ǒƽǗǊǂ (ǂǑǝ 6-18 E/kg), 

• ƲǚǌƿǔǆǊǓ ǔǘǆǅǝǎ ǑǂǎǕǐǞ (ƴ/Ʈ, ǍǂǎƽǃǊǋǂ, ǌǂǛǋƾǓ,   ǃǊǐǌǐǄǊǋƽ, e-shops 

ǋǌǑ.) 
• ƧǏǂǄǚǄƾǓ ǋǖǒǀǚǓ ǘǞǍǂ ǑǐǊǐǕǊǋǐǞ ǍǆǌǊǐǞ ǄǊǂ ǂǎƽǍǊǏǈ 

• ƸǚǒǀǓ  ǋǌǂǅǊǋƿ  ǅǊǂǗƿǍǊǔǈ  ǋǂǊ ǆǑǊǔǕǈǍǐǎǊǋƿ ǖǑǐǔǕƿǒǊǏǈ  

 

     ƴǕǈ ǔǖǎƾǘǆǊǂ ǉǂ ǅǐǞǍǆ ǑǚǓ ǍǑǐǒǆǀ ǎǂ ǅǊǂǗǐǒǐǑǐǊǈǉǆǀ ǔǕǈǎ ǂǄǐǒƽ ǍǊǂ 
ǍǊǋǒƿ ǐǊǋǐǄǆǎǆǊǂǋƿ ǆǑǊǘǆǀǒǈǔǈ, ǘǒǈǔǊǍǐǑǐǊǟǎǕǂǓ Ǖǈǎ ǑǆǌǂǕǐǋǆǎǕǒǊǋƿ  
ǌǐǄǊǋƿ Ǖǐǖ ǍǐǎǕƾǌǐǖ SAVE, ǝǑǚǓ ǂǖǕƿ ǂǑǐǕǖǑǟǎǆǕǂǊ ǔǕǈǎ ǑǆǒǊǐǘƿ Ǖǐǖ 
Business Model Canvas Ǒǐǖ ǂǗǐǒƽ ǔǕǐ Marketing. 
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    Ʃ ǅǊǂǅǊǋǂǔǀǂ ǆǀǎǂǊ ǂǑǌƿ ǂǒǋǆǀ ǋƽǑǐǊǐǓ ǎǂ ǔǋǆǗǉǆǀ ǅǈǍǊǐǖǒǄǊǋƽ ǋǂǊ ǎǂ 

ǆǗǂǒǍǝǔǆǊ Ǖǈǎ ǆǏǀǔǚǔǈ Ǖǚǎ Ǒǚǌƿǔǆǚǎ  

    Sale = Performance + Emotion/Price,   

 

    ǋǂǊ Ǖǈǎ «ǔǖǎǕǂǄƿ» ǕǈǓ ǂǑǐǕǆǌǆǔǍǂǕǊǋƿǓ ǆǑǊǋǐǊǎǚǎǀǂǓ Ǒǐǖ ǆǎǖǑƽǒǘǆǊ 
ǔǕǐ ǍǐǎǕƾǌǐ SAVE ( Solution, Access, Value, Engagement ) ǋǂǊ ǆǀǎǂǊ: 

 

• Know your prime prospect 

• Know your Prime Prospects problems 

• Position your brand as a solution to a problem 

• Communicate effectively 

    (ƲǈǄƿ: BBDO Discipline) 

    Ƶǐ Business Model Canvas ǋǂǉǐǅǈǄǆǀ  Ǖǐǎ ǆǑǊǘǆǊǒǈǍǂǕǀǂ  
«ǖǑǐǘǒǆǚǕǊǋƽ» ǎǂ ǂǋǐǌǐǖǉƿǔǆǊ  Ǖǈǎ ǑǆǌǂǕǐǋǆǎǕǒǊǋƿ ǂǖǕƿ ǑǒǐǔƾǄǄǊǔǈ, 
Ǎǆ ǕǊǓ 4 ǆǎǝǕǈǕǆǓ Ǖǐǖ Value Proposition, Customer Segments, Customer 

Relationships ǋǂǊ Channels, ǝǑǐǖ Ǖǂ 4Ƴ (Product, Place, Price, 

Promotion) ǍǆǕǂǔǘǈǍǂǕǀǇǐǎǕǂǊ ǔǆ …4Ʋ (ƲǆǌƽǕǆǓ, ƲǒǐǕǆǊǎǝǍǆǎǈ ǂǏǀǂ, 
Ʋǒǝǔǃǂǔǈ, ƲǆǌǂǕǆǊǂǋƾǓ ǔǘƾǔǆǊǓ). 
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Key Partners Key Activities 

Key Resources 

Value Proposition 

 

 

Customer 

Relationship 

Channels 

Customer 

Segments 
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• ƯǆǚǕǆǒǊǔǍǝǓ 

• ƵǊǍƿ 

• Ʈǆǀǚǔǈ ƬǝǔǕǐǖǓ 

 

   

2/2/2017 

 

• ƧǑǊǅǝǔǆǊǓ 

• Design 

• Ʈǆǀǚǔǈ Ƴǀǔǋǐǖ 

• Ƨǖǋǐǌǀǂ 

• ƧǖǘǒǈǔǕǀǂ 

 

   

 

• ƲǒǐǔǂǒǍǐǄƿ 

• Brand / Status 

• Ʋǒǝǔǃǂǔǈ 

 

   

Business Model Canvas 

ƲǒǐǔǗǆǒǝǍǆǎǈ ƣǏǀǂ 
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Cost Structure Revenue Streams 

Key Partners Key Activities 

Key Resources 

Value Proposition 

 

 

Customer 

Relationship 

Channels 

Customer 

Segments 

ΠȐȖȚα ıĲȠȚχİȓα, ȑȟȠįα ȜİȚĲȠυȡȖȓαȢ țαȚ 
marketing, ȝȚıșȠȓ/αȝȠȚȕȑȢ, αȞαȜȫıȚȝα 

υȜȚțȐ παȡαȖȦȖȒȢ, ıυȞĲȒȡȘıȘ, 
αıφȐȜȚıȘ, ȜȠȚπȑȢ įαπȐȞİȢ 

Έσοɷα ʋωʄήσɸωʆ ʅɸʄιού ʃαι ʄοιʋώʆ ʋʌοϊόʆʏωʆ  ;βασ. 

ʋοʄʏός, ɶύʌη ʃʄʋ. 
Έσοɷα αʋό ʋιθαʆή ɸʋέʃʏαση σɸ σʐσʃɸʐασία  

ʋʌοϊόʆʏωʆ άʄʄωʆ ʋαʌαɶωɶώʆ.  



ƧǊǅǊǋƿ ǔǖǔǋǆǖǂǔǀǂ ƮǆǌǊǐǞ ǄǊǂ ƤƽǑǕǊǔǈ  
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     Ƶǐ Business Model Canvas ǕǈǓ NIKE 

 

 

 

 

 

    
  The drive to push ourselves beyond our limits.  

Business Model Canvas 



  

Nike Business Model Canvas 
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Cost Structure Revenue Streams 

Key Partners Key Activities 

Key Resources 

 

 

Value Proposition 

 

 

Customer 

Relationship 

Channels 

Customer 

Segments 
Apple 

Converse 

Hurley 

UEFA, FIFA, NBA, 

FIBA, NFL 

Footlocker,  

Dick’s, Sports Direct 
Macy’s 

Wieden+Kennedy, 

Mindshare  

ΧȠȡȘȖȓİȢ ȠȝȐįȦȞ țαȚ 
αșȜȘĲȫȞ (Barcelona, 

Ronaldo, Lebron 

James, Tiger Woods, 

țȜπ.) 
Franchisees, 

Worldwide Factories, 

Importers, 

Distributors 

Wholesalers. 

 

 

 

ΈȡİυȞα, ıχİįȚαıȝȩȢ, 
παȡαȖȦȖȒ, πȡȠȫșȘıȘ,  
υπȠįȘȝȐĲȦȞ, ȡȠȪχȦȞ 
țαȚ αȟİıȠυȐȡ. 

Supply chain logistics, 

Marketing on/off line, 

ǻȚαχİȓȡȚıȘ χȠȡȘȖȚȫȞ 

events,  brand support, 

In house  use of tech  

power, big data țαȚ  
social media, Recycling 

Nike Foundation 

    

  

ΈȝπȞİυıȘ 
țȚȞȘĲȠπȠȓȘıȘ țαȚ 
İȞİȡȖȠπȠȓȘıȘ ĲȦȞ 
«αșȜȘĲȫȞ», 
πȡȠțİȚȝȑȞȠυ Ȟα 
ȖȓȞȠυȞ ȝȑȜȘ ĲȠυ 
ȠȚțȠıυıĲȒȝαĲȠȢ ȃike,  

țαȚ Ȟα υπİȡȕȠȪȞ țαȚ 
ȠȚ ȓįȚȠȚ Ĳα πȡȠıȦπȚțȐ 
ĲȠυȢ ȩȡȚα, ȝȑıα απȩ 
ĲȘȞ įȪȞαȝȘ ĲȦȞ 
sports.  

ΠȠȚȩĲȘĲα πȡȠȧȩȞĲȦȞ. 
ΠȠȚȩĲȘĲα ȗȦȒȢ. 
ΑȖȠȡαıĲȚțȒ İȝπİȚȡȓα 
πȠυ ȟİπİȡȞȐİȚ ĲȚȢ 
πȡȠıįȠțȓİȢ ĲȠυ 
țαĲαȞαȜȦĲȒ. 

ǻȘȝȚȠυȡȖȓα įİıȝȫȞ 
ȝȑıȦ įȚαįȡαıĲȚțȫȞ 

İȞİȡȖİȚȫȞ ȩπȦȢ: 
Nike + running 

community, Design 

your shoes, NIKEiD, 

FuelBand, Sport watch 

GPS, Live chat with 

Nike expert etc. 

ΑșȜȠȪȝİȞȠȚ ȝİĲαȟȪ 14 

țαȚ 25 İĲȫȞ.  
ΠȡȦĲαȡχȚțȩ țȠȚȞȩ 
Teens 14 – 18. 

Performance oriented 

ǼȞįȚαφȑȡȠȞĲαȚ ȖȚα 
πȠȚȩĲȘĲα  İȝφȐȞȚıȘ, 

țαȚ life style/fashion. 

ȂȑıȘ ΚȠȚȞȦȞȚțȒ ĲȐȟȘ & 
șαυȝαıĲȑȢ țαȚ followers 

İπαȖȖİȜȝαĲȚȫȞ 
αșȜȘĲȫȞ. 
Social media fans. 

Website, Mass media, 

special events,  Sports 

casting, Apps, Social 

media, Nike brand 

stores, Specialty Sport 

Shops, Large sporting 

goods chains, Dept. 

stores, Nike.net, 

membership awards  

Γȡαφİȓα, ΑȝȠȚȕȑȢ πȡȠıȦπȚțȠȪ,  R&D, 

ΧȠȡȘȖȓİȢ ȠȝȐįȦȞ țαȚ αșȜȘĲȫȞ,  ΠαȡαȖȦȖȒ, 
ΑπȠșȒțİυıȘ, Logistics įȚαȞȠȝȒȢ, Nike Town 

stores,  ǻȚαφȒȝȚıȘ,  ΠȡȠȦșȘĲȚțȑȢ ǼȞȑȡȖİȚİȢ, 
E-CRM, ΈȡİυȞα ΑȖȠȡȐȢ, Recycling costs. 

ΠȦȜȒıİȚȢ χȠȞįȡȚțȒȢ: ȊπȩįȘıȘ (60%), 

ΈȞįυıȘ (35%), AȟİıȠυȐȡ (5%), aπȠțȜİȚıĲȚțȐ 
țαĲαıĲȒȝαĲα ȜȚαȞȚțȒȢ ȃike, Nike.net, 

įȚαȞȠȝİȓȢ χȠȞįȡȚțȒȢ.  

 

ǻȪȞαȝȘ ĲȠυ Nike brand 

ȉαȪĲȚıȘ ȝİ πȠȚȩĲȘĲα 

ΧȠȡȘȖȚțȒ İȝπİȚȡȓα 

R&D expertise, Hi tech, 

innovation  

ΠİȜαĲȠțİȞĲȡȚțȩ DNA țαȚ 
culture.  

    

  



       ƱǊ 5 ǃǂǔǊǋƾǓ ǗƽǔǆǊǓ ǆǏƾǌǊǏǈǓ ǍǊǂǓ startup  
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Ʃ ƧǑǊǘǆǊǒǈǍǂǕǊǋƿ 
ǐǍƽǅǂ «ǙƽǘǎǆǕǂǊ» 
ǎǂ ǅǆǀ ǋǂǕƽ Ǒǝǔǐǎ ǈ 
Ǌǅƾǂ ǍǑǐǒǆǀ ǎǂ 
ǔǕǂǉǆǀ ǋǂǊ ǎǂ 
ǍǆǕǂǕǒǂǑǆǀ ǔǆ 
ǃǊǟǔǊǍǈ ǆǑǊǘǆǀǒǈǔǈ, 

ǂǎǊǘǎǆǞǐǎǕǂǓ Ǖǈǎ 
ǂǄǐǒƽ ǋǂǊ 
ǅǈǍǊǐǖǒǄǟǎǕǂǓ ƾǎǂ 
ǊǅǂǎǊǋƽ ǋǂǊǎǐǕǝǍǐ 
ǆǑǊǘǆǊǒǈǍǂǕǊǋǝ 
ǍǐǎǕƾǌǐ 

 

 

 

 

ΌǒǂǍǂ, ƴǕǒǂǕǈǄǊǋƿ, 
ƱǅǊǋǝǓ  ǘƽǒǕǈǓ 

ƣǒǘǊǋƿ ǅǊǆǒǆǞǎǈǔǈ 
ǂǑǐǅǐǘƿǓ ǊǅƾǂǓ ǋǂǊ 
Ǖǐǖ  ƧǑǊǘǆǊǒǈǍǂǕǊǋǐǞ 
ƮǐǎǕƾǌǐǖ, Ǎƾǔǚ 
ƾǒǆǖǎǂǓ MVP 

ǔǖǎƿǉǚǓ ǔǆ ǍǐǒǗƿ 
concept ƿ ǋǂǊ 
Prototype testing. 

ƦǊǆǒǆǞǎǈǔǈ 
Ǒǂǒǂǅǐǘǟǎ ǋǂǊ 
ǖǑǐǉƾǔǆǚǎ 

 

 

 

IDEATION CONCEPTING 

SCREEN- 

 LEARN- 

ADJUST 
LAUNCH SCALE UP 

ΈǘǐǎǕǂǓ ǑǆǊǔǉǆǀ ǄǊǂ 
Ǖǈǎ ǃǊǚǔǊǍǝǕǈǕǂ ǕǈǓ 
ǊǅƾǂǓ Ǎǆ ǃƽǔǈ 
ǋƽǑǐǊǂǓ ǍǐǒǗƿǓ 
ƧǑǊǘǆǊǒǈǍǂǕǊǋǐǞ 
ƴǘǆǅǀǐǖ, ǏǆǋǊǎƽ ǈ 
ǆǑǊǘǆǊǒǈǍǂǕǊǋƿ 
ǑǒǐǔǑƽǉǆǊǂ ǆǎǟ 
ǆǘǐǖǎ ǔǖǍǗǚǎǈǉǆǀ 
ǉƾǍǂǕǂ IP, Share 

holder agreements, 

Partnerships, ǋǂ. 

ƴǖǎǆǘǀǇǆǕǂǊ ǍƾǘǒǊ ǎǂ 
ǆǑǊǕǆǖǘǉǆǀ ǋǂǊ 
ǆǑǊǃǆǃǂǊǚǉǆǀ ǈ 
ǕǂǞǕǊǔǈ 
ǑǒǐǕǆǊǎǝǍǆǎǈǓ ǂǏǀǂǓ 
ǋǂǊ ǋƽǌǖǙǈǓ ǂǎƽǄǋǈǓ 
ǕǈǓ ǂǄǐǒƽǓ (Product/ 

Market Fit) ǋǂǊ ǈ 
ǌǆǊǕǐǖǒǄǊǋǝǕǈǕǂ Ǖǐǖ 
ǆǑǊǘǆǊǒǈǍǂǕǊǋǐǞ 
ǍǐǎǕƾǌǐǖ(Model/ 

Market Fit), Pivoting 

ǋǂ.  

Ʃ ǆǑǊǘǆǊǒǈǍǂǕǊǋƿ 
ǑǒǐǔǑƽǉǆǊǂ ƾǘǆǊ 
ǏǆǋǊǎƿǔǆǊ, ǖǑƽǒǘǆǊ Ǎǀǂ 
ǌǐǄǊǋƿ ǃƽǔǈ ǑǆǌǂǕǟǎ, 
ǋǂǊ ǆǑǊǅǊǟǋǆǕǂǊ 
ǑǆǒǂǊǕƾǒǚ ǆǅǒǂǀǚǔǈ 
ǋǂǊ ǂǎƽǑǕǖǏǈ ǃƽǔǆǊ 
ǆǑǊǘǆǊǒǈǍǂǕǊǋǐǞ 
ǔǘǆǅǀǐǖ ǃǂǔǊǔǍƾǎǐǖ 
ǔǕǐ ǆǑǊǘǆǊǒǈǍǂǕǊǋǝ 
ǍǐǎǕƾǌǐ, Ʋǒǐǔƾǌǋǖǔǈ 
ǑǒǝǔǉǆǕǚǎ ǋǆǗǂǌǂǀǚǎ  
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ƧǑǊǘǆǊǒǈǍǂǕǊǋƿ ƫǅƾǂ 
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ƴǘƾǅǊǐ Ʋǚǌƿǔǆǚǎ / ƮƽǒǋǆǕǊǎǄǋ 

 

   

ƴǘƾǅǊǐ ƶǑǐǅǐǍƿǓ/ƱǒǄƽǎǚǔǈǓ 

 

   

ƸǒǈǍǂǕǐǐǊǋǐǎǐǍǊǋǝ ƴǘƾǅǊǐ 

  1 

  2 

  3 

  4 

  5 

ΌǍƽǅǆǓ ƲǆǌǂǕǟǎ- ƲǒǝǕǂǔǈ ƣǏǀǂǓ – ƬǂǎƽǌǊǂ 

ƧǑǊǋǐǊǎǚǎǀǂǓ//ƲǟǌǈǔǈǓ/ƦǊǂǎǐǍƿǓ - ƴǘƾǔǆǊǓ 

Ǎǆ ƲǆǌƽǕǆǓ – ƬǞǒǊǆǓ ƦǒǂǔǕǈǒǊǝǕǈǕǆǓ – ƬǞǒǊǐǊ 
ƲǝǒǐǊ – ƬǞǒǊǐǊ ƴǖǎǆǒǄƽǕǆǓ - ƳǐƾǓ Ƨǔǝǅǚǎ – 

ƦǐǍƿ ƬǝǔǕǐǖǓ  
 

 

 

 

ƴǕǝǘǐǊ/ƴǕǒǂǕǈǄǊǋƿ/ ƧǑǊǋǐǊǎǚǎǀǂ Ƥ2Ƥ/Ƥ2C-  

ƤǂǔǊǋƿ ƵǐǑǐǉƾǕǈǔǈ - ƮǂǇǊǋƽ/ƹǈǗǊǂǋƽ 

/ƬǐǊǎǚǎǊǋƽ Ʈƾǔǂ - Έǒǆǖǎǂ ƣǄǐǒƽǓ / MVP- 

Ʋǟǌǈǔǈ – Up/Cross Selling, CRM – ƸǒǐǎǊǋƿ 

ƧǏƾǌǊǏǈ, Pre-Testing, Ʈetrics, KǝǔǕǈ ǋǌǑ.  
 

 

 

ƲǆǒǊǄǒǂǗƿ ƫǅƾǂǓ/ ƲǒǐǛǝǎǕǐǓ - ƣǎƽǌǖǔǈ  

ƣǄǐǒƽǓ - ƣǎǕǂǄǚǎǊǔǍǝǓ - ƴǖǔǕƿǍǂǕǂ  
ƦǊǂǎǐǍƿǓ – ƵǊǍƾǓ - Ʋǒǐǟǉǈǔǈ /ƦǂǑƽǎǆǓ –  

Positionings -  ǑǆǒǊǆǘǝǍǆǎǐ ǆǑǊǋǐǊǎǚǎǀǂǓ 

ƬǂǎƽǌǊǂ ǆǑǊǋǐǊǎǚǎǀǂǓ - ƮǆǒǀǅǊǂ ǂǄǐǒƽǓ 

ƣǎƽǌǖǔǈ SWOT- ƴǕǒǂǕǈǄǊǋƾǓ ǋǂǕǆǖǉǞǎǔǆǊǓ 

 

 

 

ƱǒǄǂǎǝǄǒǂǍǍǂ - ƴǕǆǌƾǘǚǔǈ - ƣǒǍǐǅǊǝǕǈǕǆǓ 

ƴǖǎǆǒǄǂǔǀǆǓ – ƲǒǐǍǈǉǆǖǕƾǓ – ƲǝǒǐǊ – Ʈƾǔǂ- 

ƧǏǐǑǌǊǔǍǝǓ - ƲǂǒǂǄǚǄƿ ƲǒǐǔǕǊǉƾǍǆǎǈ ƣǏǀǂ- 

ΈǄǋǂǕǂǔǕƽǔǆǊǓ – Outsourcing – Logistics – 

ƯǐǍǊǋƿ – ƥǒǂǍǍǂǕǊǂǋƿ ǖǑǐǔǕƿǒǊǏǈ – Back 

office - ƬǝǔǕǈ ǋǌǑ. 
 

 

 

 

    

 ƲǂǒǂǅǐǘƾǓ /ƲǒǐǃǌƾǙǆǊǓ - ƬǝǔǕǐǓ ƣǒǘǊǋƿǓ  
 ƧǑƾǎǅǖǔǈǓ - ƫǔǐǌǐǄǊǔǍǝǓ - ƧǑǆǎǅǞǔǆǊǓ 

ƱǊǋǐǎǐǍǊǋƽ ǂǑǐǕǆǌƾǔǍǂǕǂ - ƵǂǍǆǊǂǋƾǓ ǒǐƾǓ 

ƱǊǐǎǐǍǊǋǐǀ ǅǆǀǋǕǆǓ – ƣǎƽǌǖǔǈ BEP –  

ƣǎƽǌǖǔǈ ǒǀǔǋǐǖ ǋǌǑ. 
 

 

 

 

ƣǑǐ Ǖǈǎ ƧǑǊǘǆǊǒǈǍǂǕǊǋƿ ƫǅƾǂ ǔǕǐ ƧǑǊǘǆǊǒǈǍǂǕǊǋǝ ƴǘƾǅǊǐ 
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ǼυχαȡȚıĲȠȪȝİ πȠȜȪ ȖȚα ĲȘȞ πȡȠıȠχȒ ıαȢ !!!  
             


