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After completion of the GSC you may apply the most widely
used tool for business modelling called Business Model
Canvas (BMC) created by Osterwalder and Pigneur (2010). The
information produced in GSC now can be transferred to
respective nine blocks of BMC. The advantage of transferring
GSC information to traditional BMC is that it provides a clear
and comprehensive business model overview in a single
visual format.
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Who are our key partners? What key activities do our
value propositions require?

What value do we deliver
to the customer?

what type of relathionship
does each of our customer

segments expect us to
establish and maintain with

them?

For whom are we creating
value?

What Key resources do our
value propositions require?

through which channels do
our customer segments

want to be reached?

What are the most important costs inherent in our business model? For what value are our customers really willing to pay?


