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7. UWUQNLAU: *
KAVAAUAUWIEADULEEBY

6. l_}ﬂUﬂ'lSlﬁU:
naullagvuazs:uulwwiuavoavAns

5. AUUSHS:
l@Hanua:nAUALTASVasY

4. msaduvu:
s:UuUWULWaumeluas

3. nagnsnisaana:
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1. UnasunuUSHOS:
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Us:QHugantasuunavnu
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unasuyusSKas (Executive Summary) : neyiionavAlUaloungnu
AW 1-2 Kihns:ons Iweuiludrduaane nddfeynaa

luiaassio

Jayka & nvooan
anATYaVIsIABlAS?

aararidvalykio:ls? i f
nazs1:aswsieldoinnivlku?

nazis:nUnnlvagls?

P — V! \
-
aniu:UJoouu |

Tnsumsuams*mag’an'fﬂu
nasldisuavnuInilks?

: -
IPNUuasnsoudy
(The Magic)
o:[sAogaidunrinfKusEn
YOLISTWIFUIIA:aNIasL
wululd?
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47,1

Data-Driven
Understanding
(2g13ud80a1q!)

- As1:KUS:BIASANTQS:

IWFT, 918, 918W

- A2IUADVANS:
duAsInauUauavAIA
(Value Proposition) o:[s?

AdUSAUSU: N1SILAS1tKOa1aLaznagns

nagnsndwlawssu
(Michael E. Porter)

- Cost Leadership: Wihau
s1A1 (Waaun aunuch)

- Differentiation: uancy
agvlaalau (@nAmvanla)

- Focus: aaratawiznauy
(f1uanmuog ucyamgogv)

- Best Cost: AuAINdQ
(heumwalusimisuizau)
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SWOT Analysis: aunuguaiwssad
NSEUFINYT: SSADSIUDIKIS

Uodsmelu (Internal / AouAwld) | Uodsmeuan (External / AouAulad)
d0udv (Strengths - S) 2099u (Weaknesses - W)
- 91K1S9S98 USMSDLEEL 2 | - UNUONTUABUTINGY
- Dguanmus=9 wusudiunvadn - Y1awUAVIUNDANUIBEIBY
lawW1:G1u
"

Uosdunisuon
(External / ounAulula)

lon1a (Opportunities - 0)

- AS=IEAUBAUNIUDIKISUDNTAULWUTU
- wadnssuKUSINAGaYMS =
AWE=02NSIALSD {f

ouassa (Threats - T)

- MSUYVIUFONNALTVSIE (KL
- ulgugNASINEVWaNS:NU
IAISUINIWUWIU
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uWun1Iswu (Financial Plan): naunagvuavssno

douvavidvavw

1. auvudgiu (Assumptions) 2. usaviounu (Funding) 3. Uszu1tuns (Projections)

t:Tﬂlﬂﬁmﬁmﬂfmgumuamanuw Us:touduavnu AUOUDOYIY AUNU ﬂnnur}u
LazMsIWUbugavdaunu (douvavionuav vs. ufiiv) (Break-even) ua:Andausinl

/N nls # aszuawuaa N\

- inls (Profitability): Suus: nun:nuausauuaﬁssna?u S=g:g12’
- aszuawuaa (Cash Flow): suus: nunmuaasanuaussna’l‘u scgsaU’
{mumaoTuaunuananaumuuaTuIn)
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LWUQAIU
(Risk Management): e
SUYBWYIIWIYI

[ussnalalSnouidew
GovUs:lijuLalasSguLNUdISav

ADIEEY (Risk) wans:nu (Impact) uwudnsav (Mitigation)

T : i ) das1vAuNNaa2gsuUazauudy
ﬂllUﬂS'lﬂinyaGS"lFl"IGGHU"I JoQuigan gﬂﬂ'llUEIEIUT‘{l (analw ngram) Ilﬂ:gﬂﬂldﬂﬁWUUﬁﬂﬁS

et & . : = R Ndtyty1s1A1asvk (Contract Farming)
U10UAAUINAHAU / STIATWUKIU Aunuwvgv waadumlunu s = R M
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n1vaadn1ud1s: $9nAU Lean Canvas
[auwussAvuuuldudAulUdKSU Startup gAlku
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noaskd Lean Canvas (aauudav?1n Business Model Canvas)

L]
I =

Usuwasu 4 Kode WonaulongssAvkUnKIUNEVAUKINIVYDLADLDY

Key Partners anﬂulﬁu ':i> Problems (Usyk1): Customer Relatlunshlps => Unfalr Advantage (Uolawsou):
milkwaignmurardGava:lsiga (aad 3 Suduusn) (2 wduwusnuanan) Fonis1iAwwvasnEduuuuullla
(1du inpluladawn:)

Solutions (noun): — > [ . | - - | | e e e
- A J ( . ) I m—— e ~ Key 11 |B} Customer 0| | = Metrics (dd@0q):
smsunteywinullloun 0 | . Relationships || : % : L
3 = : Activities - : dalauAuanINsIMAL
ngovavisiAaa:ls Sonastinen | | (AuduWus : 3
: | | Bl value fiugni) Uszaunudiso
| Key Partners | [ Propositions RS || Customer (1du Conversion Rate)
| (Wustaskan) ||NF 5 (0 i | Segments
Key Resources Wu — | || | Key (neurnfidouav) ‘

jsmsuntlfgmnlﬂumln b = ResourcrA
mnnanuams'lﬁaaqs o it (nSwuns 1




laan1ASoviJa(KaNAUVIU: LWUSSADAVIAL vs. Lean Canvas

L

LWussnNoavLay Lean Canvas
lonaissulau

sUluu asunszgulu
20-50 KU" (Format) 1 KUINSE0U |

Gatka19duanrs valtuniIsdany
S KSolwuldou (Time)

Usuuildsnn @@, ALEaKEU % Usuufuaznaaauloide

i}

R o) o 4
[asolanetunseiu -()-

Fuﬁ

§ (avannnsiva:dea) (Flexibility) [asoaiso
uae’rmﬁésﬂmms | & IKU=dKSU "’ﬁ 5sno Startup /
ssnoAduAYLAD L1 (Best For) Ik AUK1 Product-Market Fit
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191:an Lean Canvas (d9un 1): n1sasivAfuA

1. Customer ie ments — 2. Problem (wontw9aluko:ls) 3. Solution & Unique
(navanAdulns) aacilymiignAdoviudey Value Proposition
g WavIAK TG YL ugsaus=513u 3 Suduusn (noun & 9atdu)
thtindonncheningadon - 1S719x uni]mmam»ﬂs
(15u uwamwasumumu 5o ua.n'ﬂuanmnumamaams-r?

+ (1 + Wwovlnu + UK {naqnummluaﬂnsaanu*n)

a29810: liawisadunvlu
_wuenaislawsiaglna

bb 4.
"hg #

Y

3. Solution &Umque Value
“ Proposition (noua & 9a1au)

is0:unUeyr1agvls
lax: nﬂuanm VCVIADAIST?
(unammunluuﬂnsaan )

(29810 aS10S:UU eSign
Wuonansaauladlanni

Uaannammuuu
E NotebookLM



The 3D Business Archipelago

191:30 Lean Canvas (douf 2): nisaitdunisua:dana

a ¢ » Channels Revenue Streams Key, Metrics

. . w0 " e e a_ £
oo (daomumstdifivgnal) % & Cost Structure (AOIanWUFSD)
aag =20 (shelauazdunu)

L] —-_— o J- Ll b —_— L] Ll = e e
d:dvupudumuazdaaisWiumvliu? | - s1ela: Buwiongaomvlku? JawalHasvnuus:LANSSHD
(Teiowaiide, luyaun, d1oUq, avsiAmagwls? s:ezaAunu? Yo Sic "
asfAautnud) - dunu: Ad9eUs:5100:Is010? ;ﬁﬁ;‘gu R e Ef'tez .
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unasuunnisaala: AaU:=uKvnisavijon

S .
Sy .
M"H.

- ( 1 [utnwussnoflaauysadnuuavidsunsn ”_)
S \ AVISUITYU aviJonn nazusuad

1

don1g01nASas

- nwuAo1dunA uTdnsvdv: kinRvoviWuADUDNAANY IdAfudaVEaKEUWORD:KaUKaNaUassA
(Leave room to pivot)

-/ L ] 1 -] 1l J b T 1 b —l b -t -
il - dd1avdaviLugn |a1_!lsauuaqag'fa: dafkuWud:gaulu 50 KU KSo 1 KUuu Lean Canvas...
aame ‘Aau:nsiaiisav’ Aodavnv:aadudnssnoyavAnuLtinavnuksalu
- WSDUND:a$1VSSNYYDVAUKSDIL? ISUAUSIVIIWUIISNYDVALUIGIaE!
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