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Agenda

For session 3
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Let’s re-introduce ourselves

1.What is your business idea?
a. It is a physical product
b. It is a service
c. It is both
d. It is something else

2.How far along the journey are you?
a. I am just thinking about starting a business
b. I am about to start my business
c. I am already trading
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My amazing 
business venture

Turning ideas into business models

Updating 
your 

business 
venture
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Your Business Model Canvas – Let’s talk about your business

 
Sales & business 

development

Marketing and 
business strategy

Business 
operations

Purchasing and 
accounts

Customer segmentsCustomer relationsValue proposition

Channels

Key activities

Key resources

Key partners

Cost  structure Revenue streams

12pm-1pm
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Business Operations

Business tasks 
needed to run 

a business

Purchasing and 
managing 
financial 

information

Customer segmentsCustomer relationsValue proposition

Channels

Key activities

Key resources

Key partners

Cost  structure Revenue streams
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Business Operations

Business tasks 
needed to run 

a business

Customer segmentsCustomer relationsValue proposition

Channels

Key activities

Key resources

Key partners

Cost  structure Revenue streams
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Doing everything can be tiring

There are things that I enjoy doing and
things that I do not enjoy doing quite as much
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Working IN the business
or working ON the business

20% your time on the future80% your time on the day-to-day

Spend 1 to 2 hours each day looking at ways to drive the business forward

Making and doing things
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Key Activities  - what you do to run the business

Business Operations1. Sales: Business development, account management, promotion, networking.

2. Knowledge: Researching new ideas, finding new markets, your professional development.

3. Strategy: Competitive analysis and changing strategy as a result.

4. Image: Designing the brand, website, marketing materials, presentations. Using social media.

5. Supply chain: Finding suppliers and buying their materials or services.

6. Production: Processing sales orders, making the products or delivering the service.

7. Compliance: Paperwork for regulatory requirements and conformity to standards.

8. Debtors: Raising invoices for customers and checking for payments have been received.

9. Creditors: Paying bills for purchased goods and services. Bank reconciliation.

10. Professionals: Working with the accountant, bookkeeper, HMRC, insurers and solicitors.
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Do you really need all that stuff?
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Key Resources – what is needed to ‘make and do’

Business Operations
1. Equipment – Tools, machinery, storage racking.

2. Materials to make the goods, supplies, parts, packaging, labels, boxes, tape.

3. Transport to deliver, collect or to visit with.

4. Marketing materials – Branding, business cards, banners, flyers, newsletters, posters. 

5. Property – Storage unit, production facility, trading location, office space.

6. Digital resources – website, social channels, branding, email accounts, domain name.

7. Laptop, Mobile & Tablet – Technology devices to communicate with others.

8. People - The team that will actually perform the ‘hidden activities’.

9. Working capital – cash, credit cards, loans, bank account.

10. Legal/compliance - Intellectual Property, contracts, heads of terms, T’s and C’s.

11. Software – Accounting, CRM, Cloud Storage and specialist apps.

12. Artificial Intelligence  – ChatGPT, Midjourney, Quillbot, Microsoft CoPilot, etc...
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10 minute break.
Back at 7.10pm 
please
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Supply chain and cost management 

Find out more about the Business Model Canvas by visiting the authors website: https://strategyzer.com/ 

Customer segmentsCustomer relationsValue proposition

Channels

Key activities

Key resources

Key partners

Cost  structure Revenue streams

Purchasing 
and accounts
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Your business is only as strong as your network
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Key Partners – the critical external parts of your business

Purchasing and managing 
financial information

1. Suppliers – Raw materials or specialist services to make the product.

2. Channel Partners -  to sell through or communicate through

3. Professionals - Accountants, lawyers, financial planners, consultants, sub-contractors, 

IT experts, design agencies, Web developers, SEO experts, insurers, others?

4. Associates – People from related industries with whom you might cross-refer

5. Contacts – Past connections, Networking groups, online communities and forums

6. Bank and financial institutions – will you need working capital?

7. 3rd Party Support– Councils, NDSA, grant and funding agencies, professional 

accreditation bodies, trade associations, Trading Standards, business incubators and 

accelerators
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9. Your Key Costs

Purchasing and managing 
financial information

Fixed Costs 

Employee salaries, rents, utilities, 

subscriptions

Variable Costs 

Materials, direct labour, hiring 

resources, delivery

Key Resources – which resources are most expensive?

Key Activities- which activities are most expensive?

Are You Cost Driven?
Lean structure

Automation
Outsourcing

Low Price Value Proposition

Are You Value Driven?
Buy in talent

Invest in best systems
Take time to get it right

High Quality Value Proposition
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‘Personal Survival Budget’ – spreadsheet available 
Your personal expenses that are being burnt every month

https://dayratecalculator.co.uk/index.php
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Cashflow Forecast
1. How much cash will your business 

need over time?

2. How much comes in and how 

much  goes out

3. Seasonality of sales

4. Necessary funds to pay bills

Spreadsheet available
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‘Day Rate Calculator’

https://dayratecalculator.co.uk/index.php 

https://dayratecalculator.co.uk/index.php
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The Business Model Canvas

Sales & 
business 

development

Marketing 
and business 

strategy

Business 
operations

Purchasing 
and accounts

Customer segmentsCustomer relationsValue proposition

Channels

Key activities

Key resources

Key partners

Cost  structure Revenue streams
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Session 3 – Business Operations
I. The key activities to run your business

II. What resources your business needs 

III. Knowing who are your key partners

IV. The costs involved in setting up your business 



In association with

 

Thank You

See you next week!
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