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Iteration:

Key Partners Key Activities Value Propositions Learner Relationships Learner Segments

Who are our Key Partners? What Key Activities do our Value What value do we deliver to the learner? What type of relationship does each of our Learner For whom are we creating value?
Who are our key suppliers? require? Which one of our learner’s problems are we helping to solve? Segments expect us to establish and maintain with them? Who are our most important learners?
Which Key Resources are we acquiring from partners? Our Distribution Channel<? Which learner needs are we satisfying? Which ones have we established?
Which Key Activities do partners perform? ' A How are they integrated with the rest of model?
motivations for partnerships: . . Ce?/\r/i(;sins - ?
Op;[imi;atiorfan% etconorr]nr))/ I—ea rner Relat|0n5h|p5? Eerformance HOW COStIy SIS they
Reduction of risk and uncertainty Customization examples
Acquisition of particular resources and activities “Getting the Job Done” Personal assistance
Design Dedicated Personal Assistance
Brand/Status Co-creation
Price

Cost Reduction

Risk Reduction
Accessibility
Convenience/Usability

Key Resources Approaches

What Key Resources do our
Value Propositions require?

Revenue Streams?

How do our Learner Segments want to be reached?
How are we reaching them now?
How are our Approaches integrated?
Which ones work best?
Our modes? Which ones are most cost-efficient?
Learner Relationships? How are we integrating them with employee routines?

channel phases:
1. Awareness

How do we raise awareness about about the information?

2. Evaluation
How do we help learners evaluate the Value Proposition?

3.Delivery

How is the value propostion delivered?

3. Act

How do we help learners perform?

5. After

How do we provide support?

Cost Structure

What are the most important costs inherent in our learning model?
Which Key Resources are most expensive?
Which Key Activities are most expensive?

IS your program more:
Cost Driven (leanest cost structure, low price value proposition, maximum automation, extensive outsourcing)
Value Driven (focused on value creation, premium value proposition)

Revenue Streams/Revenue Saving

How does it saving money and time ?
How could could it create revenue?

sample characteristics:

Fixed Costs (salaries, rents, utilities)
Variable costs

Economies of scale

Economies of scope
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