Understand your value by
drawing your business

It is often helpful to creafe and maintain Drawing your business helps you

a map of your business as you beginfo  see its fundamentals and you'll find

analyse and build if. your diagram is handy when you need

o present your enterprise to others.
At the top, statfe your promise 1o
cusfomers.
In the middle of the page, wrife your
company Nname and define the
industry itis in. )
On the far left write down everyone Hawaiian
Tropic

you buy from.,

‘ , Johnson & Johnson
On the far right wrife down everyone Australian Gold

you sell fo. Maui Babe
Between you and your customers,

put in your pricing model and the
advertising, promaotion, support,
disfribution and sales channels you
will use fo reach your customers,

Add some detail fo document the
advantage your business has over

its competitors, the characteristics of
your market, efc. Tie each advanfage
fo some aspect of your business
model. Does it lower supplier costs?
Does it allow you to increase your
sales margins? Does it reduce
competition? Does if help you reach
your market quickly and cheaply?

Suppliers

MOV RWTREE

We sell only premium orands.
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We buy direct from the manufacturer
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Supplier Channels

Alibaba
Sunclub
Tan
International

MOV RWTREE

SO our price is reasonable.

“WE SELL SONTALW LOTIO
70 FAKILIES VISITULE
UEWAIAY BEACHES

Our Company

Our pavement and beach
vendors sell suntan lotfion to
people at the beach. We stock
best selling products as well as
‘natural” products, products for
sensitive skin, and products for
the youngest beach goers.

ADIVIRINGTp I

We don't have sfores so our price
stays low.

ROV AWYAGE

Sales Channels

Street vendors (school and CUSTOmerS
college kids working during Vacationing Couples
the summer) Newlyweds

Food carts and small
vendors set up on the
beach daily.

Hoftels that face onto the
beach sell our ‘Welcome
Basket’ of sunning products
o new arrivals.

Families with Children
Our customers generally
stay in local hotels, don't

shop in supermarkets that
may undercut us, and
value our carefully selected
range of products.

We boring products directly fo A D A
cusfomers. o

Our cusfomers enjoy both
convenience and value.
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