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The Value Proposition Canvas
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1. AnuAINLIeAINNETLSe (Achievement)

2. ANYAINWLINNTTINLNY (Planing)
3. ANEAINLIEEIUIR (Power)
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LUIANGINY (Idea)
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Wi (Goals or Objectives)
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New Approach

A
Diminishing Returns Original Approach
Rapid Growth

Penalty Region for Jumping
to New Curve

Initialization

» Time
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Starbucks Business Model

Key Partnerships Key Activities Value Propositions Customer Relationships Customer Segments

B2 y Long term
Marketing Unique coffee Coffee
Coffee growers co-created with affectionados
customer
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R&D ﬂ “®
Loyal

home and the
office

Specialized
coffee
machine
makers

Supply Chain Third place Mobile
management between the B professionals
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Channels \

Brand

Aplace to 'BUCKS Students
hangout with SW@EBUICD“ '

friends, do COFFEE

homework

Packaging
and bottling
plants

Cost Structure Revenue Streams

Coffee and Marketing &
milk R&D

Rent People Retail sales

£
|




cs

- Oswldduch 15,000 nin

- NUIBSU JIMVU 1A=NFUASIUASI
- nguanmiagluwaibav tazsudag
- ¥auAE=0IN ane sadd

VP

- Is1emsamisisaNEaeAvaMIsianan mutdu tazndavdu
- awnsahdvldiemwsiSuainsowuiRulanal

- fusmsdodudan

- duMaNSOASAUAGUNGUZNAINNIWA NNIE

CR KA RS

- - - - = . = . - )
- Gusmsmsmend (Good sales services) - yaHanau - 9IH1S YavIWLalASavaU
- [Usfugiumiau (1Wu aosimaus, tanguavaiuan) - pauAusanailannssu - yauiduazaunnga Chicky Meal

- KFC facebook fanpage iJunutavnugnm - AJUANKINS§IUADINGEO - Ausmsmsdade 40 vin/Asa
- Jonvnssulianmsauaun ua=Aulaaons - fhansunsulsd
- fianssuaduau (CSR) - MSUSMSgNAN
- NONSSUWaYUBU - MsnNs=MeEIOnAULA=FUAT
- AoAULasWILNFUM

KP DC KR cs
- MuavWUAHKSaRvasswaum - HUS - WU - Aawinnu
- yuedundu - duans Online - dadmswunau - Adogou
- wueaunsad - Delivery - Sunduaaliy daounmw - Ahamun
- USn Pepsi - Cola Us:inalne - mslpunnmudache o - Jgasauiaw: - mMaunsad
- Ganenrialan - flwuan
- AIYEIA0SIVEBU
- ANSENYFUA




Key Partners

G

B

(Nintendo )

N/

Key Activities 5\1
=
IT —

Maintainance —

Communicate

Real World

+ Fantasy

WalkéPlay

4:\;:
5 Ir
Infrastructure /
Foot

Ingress ' 0 ' '.. . Traffic - >
API V Google Ads
for Real World
Cost Structure g Revenue Strea
\& 4 QQ: 7
4 ’ 4 A:"A
% Purchase

Customer RelattonshrpQ

"Gamlflcahon %7

| LVYL

i —
1

Social

Pressure
Collector
Instinet
ChamLels (v

- ! i — %

In-6ame \»’—%"

App pokemonGo.com
i L

Player
Kids, Families, Hipster

% ©
/{ /

;/ / Pokemon Go
Plus




...

' B

Business

KEY PARTNERS BUSINESS RISK VALUE PROPOSITIONS RISK MANAGEMENT CUSTOMER SEGMENTS
. 1.1ds:uu ITEC Stock 32 ool
1LANUIABIINANUAATEUD) . z anArneuan/siegoena
B ke nouaudIanAIAa:MIN usms'inms_éuﬁmmﬁl/ oms (@ulioy)
ERprIor anfuRoANUwokhaan anasumsuig
(lusauau opple)
. nauanmanunna
2.5oussManucGy 2548
uSBn Apple South 2 pouAarnnoisEE i naouliiufnnuasniums
Asia(Thailand) Lid. - 2 Meanue /nenusuddumiio nauanmungd)
[GAVAG)) MHUB: al::f:ﬁﬁm ~Al > iwufomanumsuena:
w8 e -'-l. . / ASOUAAUATUGIDINISUD)
anfldnnésdu hriunuawn/
E-commerce
| COSTSTRUCTURE REVENUE STREAMS | AucudulioU 2008
oUmINaSIVUATE: 3.4%
dunuwe 85.82% s1wldnnmsueaum ; s
3 97.9% wuadu _— aumlinsAwrindoun 41.3%
5 & y ; auAufiuidn 14.4%
mignelumsnenausis 1.07% sldmnmsTiugms 2.1% e
dufmaudnsaliasunazdun 17.2%
HUNENH : doyatiduniaRioyaiiaduannuiududamiu Wdidumsdusunmunndasion naluldidumsanu-liainunsoliainuicdoshila =]
| £ 1 S

il : iuU 56-1 Us:And 2559 usen Aoudu Ao (umau)



KEY PARTNERS

BUSINESS RISK

VALUE PROPOSITIONS

RISK MANAGEMENT

i B

CUSTOMER SEGMENTS

uAHedandu
(nromudidudouliay
$oea: 90)

1.ANUIALIAUIGILINMS
dwania:A0AHue
3nnausieltoy

2 ANUIASIAINMSTID)
anMs1elHey

3 ANUIALIANNMSTIHIAUM
AineadoxNaH$wIduHEN

COSTSTRUCTURE

aunuug 63.83%

Mmidelumsmena:usHs 16.337%

AUDS08 /a:02nS20152/
ius:-leal /nusud

%0 gae WO

swldnnmsuie 99.49% nuadu

s101d3u 0.51%

REVENUE STREAMS

118ongADUs:aUMsad
12U/ 0d01d01/4u:n
msiaufcd

Z.Unmuaqtﬁusﬁﬁﬁuijnm
swliey/iiuaodoumsaneg
Tuanfmsieun

3 WunAUMIHLA/Anu
wnanssudusina /uene
§SNATHL

Gnissu/uf/3smnu
Tne 40.81%
4u 37.42%
3un 21.23%

foeludszinAunusumuan
avslHUIa:OIGU
TududsanAduddodsue
na:unudoooulaumfuna:
fuus:nA

~——> @HS18N00 53.09%

aHs$10e1) 40.08%

> 3u 6.83%

winews : SoywilDudisedoyaidoeduuse arsidiudausavini LildTumstudunnugnincln 9 uselildTumsHuus Winoyunislslsanuusiatheln

flan : wuy 56-1 Usednll 2559 UFH Wuridee Haususadinasa S1im (awuu)

KiLs




1AnuidsInNninsiasuanmi

msiunanmusodrodHng
i eiinezondy swiHajtosse
(Isanunadn/fsinudn
unanli/fsinudun)
2. Auidernnmsidoias

msmadmsiduds:znnu
IAsY3N30NTsU (AEC)

dunuwiena:Msiiusms 76.67%

Miaelumsnena:usHs 16.647%

0oUAUdINUMOHI)
vasanAddeuloue
“HGonNUTWIRR”

N4

Wacoal

1.0 HIena:anmMo
ANUduUUSSuduusyny

2.A0AuNa:wtUUILIONSSY

dudnnduna:aumaaios/

weuunazasuasunnua:
ANUSYAIUNAINS

ansnnde

Tuuszina 71.55%
aJs:InA 28.45%

WiJiaer) Modern Trade,
Catalog, E-Commerce, TV
Shopping

aodulu 92.7+

anduuonans 2.37%

a0ifin 4.937%

HUNEIHD : JouatilusRioyaiaiiuna-pnuiiugiudaimiu lildidumssusunmunndasion nauldilumsanuianunsolisonuncoensio

fiLn : U 56-1 Us=nd 2559 usen Tnemid Ao (unou)

KiLs







WORKSHO






Contact

Website : www.MySurachet.com
ID Line : @MySurachet.com
Facebook : MySurachet.com
E-Mail : surachet@catinfonet.com
Mobile : 085 636 2551



