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Business Model

Business Plan Lean Canvas

Canvas (BMC)
o wWhKkne: thiduanagns o wWhKne: asdvdauloldeua: * WhKwe: USSEINSASIV
auysailkunavnu S:UAIFIVAKSUAMSNOW douau uasdalAuAuA?
» anwudakgu: A1 (lenaisAvd) |« AuBakdu: go * A2WBaRYU: JOUIA
» auliu: 3ins1Raanata: » audu: Unynuazisud (tu Pivot mukangu)
vuus:a + auiu: prumnUa:ua:anAn

rludop BMC? lws1:LTuILii'ﬁﬁaﬂssuﬁﬁ1n§mﬁaagu
LawutnSavialdvnagnsaiksunIsusuaIagIvaaLliav
r (Continuous Adaptation)
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4 dnadagnssu 9 ov: KUNaYNNagvIU l1a: Kavannnsvywaw

- MSINBYKUINUaNA
(Customer-facing)

- 91sUnd (Emotion)

- 9UavA (Demand)

N FEE A

WY519: Kavuu

- Tasvasvwugiu (Infrastructure)
- IKQWalia:us:ansnw
(Logic & Efficiency)

- 9unu (Supply)

S L
AtuATNUTIaud (Value Proposition):
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ainanisianiyaguyaninIvIFAsSygno
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NAUWBUIIA:ADIUNNWU
(Customer Segments & Relationships)

(ooo

=y ||ON11Y:UNUIN (Segment Roles) |

- anA" (Buyer): agufaﬁsauaunaaauans
- §i6vIU (User): ourdly
- HSUHHUS :lgyl (Beneficiary): Wauuauuaum (Sponsors)

H“\ HH\

e

dadngiKkUaUs:sInsMaas
(Psychographics > Demographics)

% |

W
LR R

dovidntoriAundia:nsuuioninosy Tuldudogrdaiwe ‘
(Mass Market vs Niche Market) J

S:QUADWAUWUS (Relationship Tone)

K1anATky SNYIIUgNAN
(Acquisition) (Retention)

Trend Focus: n1sa§1nuuuu (Communities) 1a:n1sasvassa
$o1 (Co-creation) |wa|Uaaumau?mf]uuﬂunaunnnn

i R
IWUg2QUNe
(Upselling)
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-
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douDUILNUUAS: AUWALADATUAT FLFUNMVUDVINAT

The Gift Box (Value Proposition)

- tnuna1vAa Jobs to be Done (FvhgnAmwengIumikaiSo) .
| e = : = 5. USAI1SKavnisue
- wvwu 2 oa: Functional (Uszdnsniw/s1m) Las - (After-sales)
Emotional (Us:aumisad/nwanueau)
- dlovldu 81s:vulaa (Pain Reliever) Ksa
daaswnanwav (Gain Creator)

4. n1savuau
(Delivery)

3.n1s§a
(Purchase)
2. nisds:iuu
= (Evaluation) —
% C O
1. mssus
e, o Awareness) : .
_ .ﬁi} ( v

i
i

Takeaway Note: 1

davWauwaiugavnvasy (Direct - mlsgo)

wa=nvaau (Indirect - wWIALNI) |
(KaoanaavAUWATNSSUANAT |
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LASOVYUAKAVUIU: NSWEINSLA:ADNSSUNTULAGDUAEQ

{f@ memw (Physical): 9Unsainauwdlaas,
aqalo

@ - - Uryayn (Intellectual): nswgaunvayey
(IP), Data, uusud (§rAryngalugnll)

& - yAna (Human): 3D Artists, Animators

- Mstdu (Financial): axgdhudunu

- Msns:NdAYNA0 WU ASEUIUAISWAC
3D, msuadayrl, msvamsuwaawasy

@ Crumal Rule nanssumauaansununmm
mafufy"usaunnus:}ms: naﬂssunau
Wiumsnaanh Wlemsivendads
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lasvurgwusias (Key Partners): §uwaviwaaanduLldsn

[ mlucoavidwusiias? \

- Us:hganswens (Optimization)

- a0AWIEYY (Risk Reduction)

- [ BoAUIBEIBINY
(Acquisition of resources)

= i . ‘
avtcl Strategic Alliances [U
dufiv Coopetition (Sauijanu
L L] -ll L .
AuvIWaaswou1asgulKu)

nsWawawusinsuaninulleneriliirosldguniuanan
(Supply chain disruptign) flovinwudrsoviauaiwoluliwusions
fodliwudrsaviaveiwaluliwusnsnalroidugnva

7 ~




FIUSIANIVAISIDU: AUQAS:KIVAUNULA:ANULANTDY

Value/Cost-drive
(Costs)

[asvasivdaunu
(Cost Structure)

- 1dans:K0: Wiudunu (Cost-driven - Us:k0da) K3d
WuAsuA (Value-driven - Uszaumsaiwsiiow)

- 5230 Aununuavluiiu (CAC: AkianAiku, Retention
Cost: mSAvIanm)

Willingness to Pay
(Revenue)

nalnnisasivsirola
(Revenue Mechanisms)

N,

- Asset Sale:

- Subscription:
- Usage Fee:

- Licensing:

- Ads:

NYI0aUaAnsara:ns

iumauidnquautwiusieou (16u Netflix)
nemumslaviu (wu wwdouszuzawa Render Cloud)
aunnalklgans IP Muavidu

lkqwSudinumlvwan (wu YouTube)
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Wadaigvs:uu (System Dynamics): IJoAdyayliazn1savijoniaavasvnu

Adnyeyn (Value Proposition): | AWIDUDSY (Key Actwntles}
Render 3D nalu 24 bu. AVIUIUU Manual 619

mé‘ryrm (Value Proposition): A2WIUURSY (Key Resources):
Render 3D nglu 24 su. Render Farm dalula

The Insight: A2 WIBVINSVYDY BMC Tu'Tnaqnllna.ua\] llnagnlijufun'lsduuauqmm (The Delivery Chain).
F!l'I.IFI‘I FIEIIFI‘IE'I'!UI'U'ImHTJﬂ'DUD‘I Il NSW&INSIIA:NINSSY HEH155HU‘I§[UEU1I‘IF]HI$"IH U10ADWEDQNADY (Misalignment) = ESI‘WW'D
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WUWLTg2S:QUUIAL0ds: 3 SULUUSSADUKVANISSUYN 21

1. WSLg 2. 01a10K1VE1) 3. lwvaunnadvauu
(Freemium) (Long Tail) t- (Ad-Supported)

- 18U Spotify, Tinder - wu Netflix, Amazon - 18U YouTube

- Concept: IKWS 90% 918 10%. CiavNS - Concept: vnguaviawinau (Niche) - Concept: Wiagqws aswsielanin
S-UUEUIUUUHDLWBIHDUQUéjUlWlJ 91UdULIA CiovlgdanaSAUAUKINNSY adaulsos uauaw?uﬂaau nSwekann
(Marginal cost) dortdcnaa. waviwaldaurWyuAUADUINUAUKIAA. dvqaluyeaun.
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asauAnuvilan: msisutadasluaanuanav (Apple vs Uber)

X SoectMode v View Select Add Obwct »-0- El- 2000 - W Sigret Mods ~ View Selelt Asd Oopeat #-l-El- © 2000 -

L’i o ® .
&
E. ﬁr L T
-‘:!f r
= &
* x f..-"' >
% .\ | A ﬁ
Apple iPhone (Wabuavs:uuiion) Uber (NsUfdanunwaawasu)
- VP: msmmusaunuamulssaﬂna (Hardware/Software/Services). - KA: mswcuulnwaawasuliaaanisinsSaung.
- KR: nusudmdunsn (Love-mark brand). - CR: AWIUSVId (IKusniuu Real-time) aoAdWALIAANAN.
- Cost/Rev: 3as1i1lsgv (60-70%) 91nN1sAdUAUKILIEaUNU - Rev: s191d9nAsSsUITiEY (Take rate) nazuened Uber Eats.

1a:N1SYIVWUSDASWAQ (Foxconn).
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nsgiAnuINovau: Grab Thailand nunagns Super App

atuAALIEUD (VP):

ﬁﬁ - sounnusnsfuniauiden (Super App) +
IR A Wa:qn/Uaaanuis:1ou (GrabPay).

wusbaskan (KP):

asvinSaungIIVINSLAU _ B e -
$umaasniana:Audulumun. | 7 AL, SO W
A w  BLE NS e % |

:.

nonssukan (KA):
uanNNMISYaNSIiDU
guitunstovnunosanazuggusms
MYSIBUlRALTU/SUMIZIELIdUNU.
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N1SNQdaUnoUISUINaSISY: IVasu AWITD (KIJu Kangu

'ﬂ”‘

oL Unwﬁ *L@ji‘?‘ NSNQddUNDUISUIQDSDSY
Uf* u” P NsIZeu BMC 10unAmoansn davka fing poc .;T
ool AULGZUTIFEVTAQ (Riskiest Assumptions). e 3
LﬁL: ; ,Jﬁﬂ o i . ':"nw.ﬂu“di :
(Ve asNIsnadou (Shadow Testing): 9
N1 Landing Page KSo Crowdfunding
IW9I0AWAUIDIIa:80aWSD9I0aSNDUASIVIIDTINBUDSY.
Test & Learning Cards < @
‘ NMAKUQINEUNWIL/QN /
= ] 7 (Pass/Fail criteria) (k19U Proceed
) . proce? iWadoaufdaguidaunadno:
~ LS ~—Z & 1pwﬂf ) [Ucia (Proceed) KSo
- UsunAnv (Pivot). Pivot
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anawinaaaulunisisulqas: 4 11ISLIUIAFDUNIYUDN

~ |
1. UUS:INA / daaKNSSU Q 2. is:ldau / aaia
(Industry Forces): (Market Forces):
AUvIIa:duAINQIINU wndnssunsunivasulu (igu
(Mludgadv Mlsv:kadd). AUIANQA3 KulUgaasumau).

:

;f:ﬂ"“ N

-
%
1

-

4. uavasv / uudllivdAey (Trends):

(Macro-Economics): inAlulad (1u Al Animation)

Aravauaziouwa (ns:nunis .- a:NNKLI (15U avans) NowMik
nvsIMazA s nansy). lunaliuanavegoviuau.

3. usvllivaov / 1ASuIND



Masterpiece: lulaassfinaqalo nsqu 3D avuauysai

. ||

CR: a§10A0uYTGONIU Dlsmrd
nisauviaaibovkaonisitoiu |
(Behind-the-scenes) |

|| Ka: nsWouulun/aaasuasa
msisutaasnaznadiuag
N1s3anN1sguouIwuAau

CS: nwaawasuansuiv
(Netflix/YouTube)
1oudlouun

KP: gj{RUSM1s Cloud Render |
nwaawasuvisuovis:an |
Waswidguus:nau

VP: waa 3D IP s=auwsitisu
& usnns Co-production

(Sound Studios) | AlTla _. 2unwWunaulawlnau
KR: fiu 3D Artists (Human) CH: vauInAnIantweuas
Render Farm (Physical) YouTube Channel
daa:nAs IP (Intellectual) nwaawosu Social Media

- ®

Q . R$: ANGuansaasuio (Licensing)

C$: Andvunans (Fixed)
AUSnas Cloud (Variable) daunuvinsoun (Ads)
o= go0u18 Merchandise

dunusawcinas 3D

danuYIvaIsvIu 4-7 Au ISUD'ICITFIS\JEIS"I\)ﬂUUD"I (E)IJHDF\) naumaunuvduzna (aUmu)

i

BMC 9: Uaaaanﬁnﬂmwssno ?HFIEUTWﬂHﬂUﬂ‘ISHS’IUHSSﬂ ﬂ"lSC'IU 3D I'IOnEICITCICI'DIICDUU'
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