


DRIVING ECONOMIC
















ESSENCE OF BUSINESS MODELS

 Who pays? (consumer, producer, or third
parties?)

 What for? (e.g goods, services, expertise,
assurances of quality or security)

e To whom?

 Why? (e.g. perceived value, or being
locked in)

* How does money flow?



MANAGING RISK

* Revenue Streams

* Margin vs. Volume
—Cash Flow -Break Even
—Scalability — Overheads

* Investment Required






Market Validation

* Consumer Validation Taught us: the
idea of the minimum feature set

 This is the our value proposition

e for the customer









A METHOD OF DISTRIBUTION

e Out of the van

e In your Shop

* In some-ones shop

e On line

e Need an intermediatory?















M Market Validation

M Product Development

™ Go to Market Activity Yr 1.






BRIGHT IDEAS INTO

22 Go-To-Market Strategies 4 Startups
Thomas Oppong July 11, 2011



BRIGHT IDEAS INTO




-
-3 = - >
N -
—
e

E X

. N kX : &5 *.= 1=
: '-f}...‘*.-'f"" -’-.M:-..-...,-. n}._, 5 \—."‘ .

-y

) HWI"" ”‘ ' | ]””U‘"‘ HH ll [ll e I TURLE R ‘1;‘; ﬁ'

L .

u.Hli'l ».

HE W RLD

CREATIVEHQ.CO.NZ



