Business Canvas: Group Coaching Session

Sustainable Growth - Optimizing Business Operations




SMART Goal & Commitments - from Aug. 8 session

‘ Please develop a SMART (Specific, Measurable,

p Achievable, Relevant, Time-bound) goal for the efforts
‘}y,_ you are putting into these sessions. For example:

« Use content shared and coaching sessions over the next 11 months to
improve our business’s sales and profit margin

Based on everything you learned today what are 1to
2 commitments you can make? For example:
« Share the business canvas with at least two others at my ESE

» Fill out the left side of the business canvas
« Work through an unclear area of the business canvas with a peer




The Impact Canvas from Impact Strategy Advisors, 2014

Anchor Purpose

Your answer goes here...

Key Partners Key Activities Value Proposition Customer Relationships Key Customers

Your answer goes here... Your answer goes here... Your answer goes here... Your answer goes here... Your answer goes here...

Your answer goes here... Your answer goes here...

Costs Revenue

Your answer goes here... Your answer goes here...

Key Differentiator Magnitude

Your answer goes here... Your answer goes here...




Venture
RENgyy ome: L]

LAN
1. Why do you exist? What are you on a mission to achieve, and for whom? 'NC DSCAPIN
Date:

Key Partners Key Activities Value Proposition Customer Relationships Key Customers
9. Which partners will increase your 7. What key business activities 3. What problem do you solve for your 5. How do you convert, retain, 2. What is the profile of your target
ability to reach, convert, and deliver and tasks must your and your key customers? What additional value and grow your key customers? customers? Be descriptive and
value to your key customers? team complete on a consistent do you offer them that they could not specific. What shared qualities do
basis to deliver v chieve without you? they have?
Which partners will allow you to operate |customers and o
o - ? .
Resources Customer
urces, tangible and 4. How do you rea
re critical for your 7
to your customers
your .
Costs e (per cohort)

10. What are your key cost driv 6. Describe your revenue S your company make money, and with what

r'ﬁarg---

Key Differentiator Magnitude

* How is your business competitive relative to others in your market? What advantage do you * How big is the social problem you are trying to address (impact market)? What size of the
have over existing/potenti
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Group Coaching Session Today

. Group Check-in
- Share your SMART Goal, if you created one.
- How did you do completing your Business Canvas Model?

. Individual Case Examples

-~ Share your business canvas model.
- Where do you need additional feedback or support?
- Feedback from peers and consultants
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