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Saas

Paa$S

laa$S

e Ohjelmistotuote
e Liiketoimintainnovaatiot
e Liiketoiminnan muutos

e Rajapinnat
e Time-to-market
e Riippuvuus

e Kapasiteetti
e Kustannukset
e Toimintavarmuus



Kokonaiskustannukset?
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Kumppanuus?

Tarjontaa luovat Kysyntaa
kayttajat luovat kayttajat




The Business Model Canvas

Designed for:

Designed by:

On:

Iteration:

Key Partners @
Who are our Key Partrners?
Who are our key suppliers?

Which Ky Resoucesae we acquiin rom patners?
w do partners perform?

Kustannus-
tehokkuus,
Joustavuus

Key Activities

What Key Activities do our Value Propositions require?
Qur Distribution Channels?

Automaatio

Asiakas-
kunta

Value Propositions

<\u9do e deliver to the customer?
ich one of ur customer's problems are we helping o solve?
iat bundles of products are we offering to each Customer Segment?
mer needs are we satisfying?

Vakioitu
sovellus

IT-
ulkoistus

Customer Relationshin

What type of relationship does each of our Customer

palvelu

Customer Segments

For whom are we creating value?
Who are our most important customers?

PK-yritys
Kayttajat

Edullinen
Nopea

Cost Structure

What are the most important costs inherent in our b
mm Key Resources are most expensive?
tmhcsa e most expensive?

Iso alku-
investointi

Pieni

kustannus

marginaali-

For what do they currently pay?
How are they ¢

Revenue Streams,

For what value are our customers really willing to

Pieni alku-
investointi

Tilaus-
maksu
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The Business Model Canvas

Designed for:

Designed by:

On:

Iteration:

Key Partners @

Who are our Key Partners?

/e acquiring from partners?

Kustannus-
tehokkuus
Joustavuus

Erityis-
osaaminen

Key Activities

s do our Value Propositions require?
annels?

Automaatio

Erityis-
osaaminen

ing to solve?
e offering to each Customer Segment?

Vakioitu
IT

Tuki- tai
lisdarvo-
palveluita

Customer Relationshin

What type of relationship does each of our Customer

Luottamus

ch Channels do our Customer Segments
eached?

Konsultoiva
myynti

Customer Segments

L

For whom are we creating value?
Who are our most important customers?

Suuremmat
yritykset

Edullinen,
Nopea,
Kilpailuetu

Cost Structure

What are the most important costs nherent in our business model?
Resources are most expensive?
Activities are most expensive?

Marginaali-

kustannus
kasvaa

~ Revenue Streams,
Sx\\,: For what value are our customers really willing to

Pieni alku-
investointi,

tilausmaksu

Aika ja
materiaali
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