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The Business Model Canvas

Customer Segments ’

Critical Questions?

BAR

f$auUs=unnulunisinnismanm INAWaRNIWKSaIL? A dl?/rgggcy
dsuNISSUS IWUgoAVIE KSo Nasasviusuna [Jinao Ratio
“AuAT” 1IATKU? JUs=ansnwiwein ‘t
N19:USU “NANY” N1sdodansiniu nountagls ? ROM
_ . D Return
MUNU / KUDY (cost-pers) UANINNIAS ? On
v = 3 "[ N — Mal’ketlng
revenue streams lifNA: category UU “healthy” IAlKU ? ©1N
1) Cost per Thousand Impression (CPM “cost per mille”), ?
2) Cost per Click (CPC) vs Click Through Rate (CTR), PAR
3) Cost per Conversion (CPC) incl Cost per Sale (CPS) or P h
B2C; Customer Acquisition Cost (CAC) / B2B; Cost per Lead (CPL), urc : ase
4) “Cost Ratio Model” CPS < Gross Margin r&0 CAC < CLV; 1 : 3 Action
Ratio
Cost Structure @ Revenue Streams é
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e e e L tion Strategyzer strategyzer.com
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Return
On
Equity
/ ROE

dMSIMoUINU Js:ansniw nasnond
nodouwnonu (ROE) funisfsUs:logu NIINISINU
_ - 1 VINaunNswy financial
dnAdUaIUIsnlunns asset use leverage
nN1[svouustn efficiency

W WVl

308 [AWNOAUSITUAINUVDIAUINA
WanNw (productivity) Unnuaaiwe(n

Source: The New Customer Path

. . by Philip Kotler, Hermawan Kartajaya, lwan Setiawan (2017) .
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Return

On A21UEIUISN
funasnanals
Assets profitability
9NS1MOUIINU AN1SNOKG
nodouaunsweisou (ROA) NINISINU
nAUEIUISNIuUNIS PSR

leverage

nN1IsInalBaunsweavodusen

308 [AWNOAUSITUAINUVDIAUINA
WanNw (productivity) Unnuaaiwe(n

Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, lwan Setiawan (2017)
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Net Income Net Income
ROE = - ROA =
Return Eouit Return e
On On 180,000
ROE 180,000 ROA —
- — 2.000.000
Equity 1,500,000 Assets
/ ROE =12% / ROA = 9%
ONSINOUINU MOFOUWNOAKU (ROE) OMNSINOUIINU MOFIUGUNSWESIOU (ROA)
1§RunudoumaBonauln 1,500,000 UIN AIWY AoulayanAi 2,000,000 UIN (NSWEFU = KUFU +
500,000 un IWO_ﬁOﬂOu[ﬂgaﬂ"] 2,000,000 uln nu; 500,000 + 1,500,000) Uaoglrhizninoua:
Jaoulrhizninoua: 15,000 uln 15,000 uTn Inwamaulnunau 180,000 uN
ANYIN ANYIN
N1ls / nu =180,000/ 1,500,000 = 0.12 N1ls / aunswe = 180,000/ 2,000,000 = 0.09

Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, lwan Setiawan (2017)
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Net Income Net Income
ROE = - ROA =
Return Eouit Return e
On On 180,000
ROE 180,000 ROA —
- — 2.000.000
Equity 500,000 Assets
/ ROE = 36% / ROA = 9%
ONSINOUINU MOFOUWNOAKU (ROE) OMNSINOUIINU MOFIUGUNSWESIOU (ROA)
[§RiunudoumaBonauln 500,000 UIN AIWY AoulayanAi 2,000,000 UIN (NSWEFU = KUFU +
1,500,000 uTn IwaBonaulnAyan 2,000,000 uln nu; 500,000 + 1,500,000) Uasslrisunauas
Jaoulrhizninoua: 15,000 uln 15,000 uTn Inwamaulnunau 180,000 uN
ANYIN ANYIN
N1ls / nu = 180,000 / 500,000 = 0.36 N1ls / aunswe = 180,000/ 2,000,000 = 0.09

Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, lwan Setiawan (2017)
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Net Income Net Income

Return ror= Equity Return ror= Equity

O n 180,000 0 n 180,000
ROE =

Equity 1,500,000 Equity 500000
/ ROE = 12% / ROE = 36%

TOtCll ASS@tS Note: N3G Leverage Lwammo‘ﬂu h ms‘nuﬂaawumaamsaowﬂuﬁm

Financial Levemge RatiO — WIDFUNITWIU 08 meamnmiadwumwu mlm}aa%msnwwmwalw
Equlty mmmmaumwmwﬂﬂawu Tagfig: @uwwmmmwwunmﬂﬁ aaniile
2,000,000 2,000,000
Leverage = X1 3 Leverage = X4
- 500,000

1,500,000



Return
On AJTUJATNJISN

funasnanAls
Marketlng /ﬂvesz'meﬂf profitability
/ ROM-|

9MNSIMNOUIINU Us:ansnaw

21NNIsavNUAIUNISANAaA (ROM-I) funasfsUs:losu
) ' ) o , INFUNSWe
InAIaIUISNIUNISESIINISSUSIIUSUR asset use
la:us=ansSnNIwnnN1snaInvadusBnsouln efficiency

WOOARUSITUAINUVOIAUIA
WanNw (productivity) UnnUagIwWe[n

Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, lwan Setiawan (2017)
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Return WHY ARE THEY
On IMPORTANT?

Marketing /nvestment
/ ROM-| nolvannny

vounisniN1snatnlugAdaguu AoN1sInWa

Juus: mmnnuaﬂdnums[wumﬂuuaamuq AvoawTadina:
ooulau “AunAlru" assrglnrsanilsuinuaaiwaln
gounlnad1y ROI nSowanauinusonisasnulfginan
anuasnuvayalnuuIdINSI:A
WouSuUsauontarinnisnainoguius:ansnaw

Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, lwan Setiawan (2017)
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90/ 100

45 / 100 20/ 100

Source: The New Customer Path

18 /100

by Philip Kotler, Hermawan Kartajaya, lwan Setiawan (2017)
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AWARE APPEAL ADVOCATE

. Purchase Action Ratio - PAR

(ACT / AWARE )

Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, lwan Setiawan (2017)
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AWARE APPEAL ASK

Brand Advocacy Ratio - BAR
( ADVOCATE / AWARE )

—

Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, lwan Setiawan (2017)
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Purchase
Action
Ratio

/ PAR

OMS1douUNISEo (PAR)
0ANITJEIISNVOIUSHN
funns “Idasu”

WUSINANSUSIIUSUR

IKanaulaso

. N .. PAR = 20% : 0.2 (18/90)

Total Market ' Total Market

MNUs:z3Ns 100 AUlunam
Customer Buying Customer Aware of U 90 AununnJiusus A Innun
_ et Pt / Brand Awareness = 90% (90/100)
Total Market Total Market
[uvudULUIWEY 18 AU NARAUIPBONUSUR A
Market Share : Brand Awareness / Market Share = 18% (1 8/1 OO)

PAR = 0.2 (18/90) ® ® @ @ ®
Market Share
Brand Awareness
AWARE APPE:;R N 28K ACT ADVOCATE

90% &—— —® 18%

(18/90)

Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, lwan Setiawan (2017)
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Brand

Advocacy
Ratio
/ BAR

OMNSIEOUNIS
auuayunusun (BAR

)
OANIIEIISNVOIUSUN
fun1s “IJagu”

WuUSInANSUSIUSUR
[ridunisaduauunnnim
MOINUSUR

@mjuigtc

45% 20% 18% 10%

BAR

ADVOCATE

BAR — 100/0 APPEAL ASK ACT

0.1 (10/90) .

AWARE APPEAL ASK ACT
90% 45% 20% 18%
LOYALTY = ATTRACTION  CURIOSITY COMMITMENT AFFINITY

Possible Company Intervention
to Increase Conversion Rates

repositioning
marketing communication

community marketing
content marketing

channel management
sales force management

loyalty program
customer care

0.50 0.45 0.90 0.55

Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, lwan Setiawan (2017)
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Mapping
Industry
Archetypes
/ BAR = 10%

OMNSIAOUNNS
auuayunusun (BAR)

OANIIEIISNVOIUSUN
fun1s “IJagu”

wuSInANSUSIUSUR
[ridunisaduauunnnim
MOINUSUR

A1-0.9 A2 - 0.45 A3 - 0.20 A4 -0.18 A5 - 0.10

LOYALTY =

Possible Company Intervention
to Increase Conversion Rates

ATTRACTION

repositioning
marketing communication

0.50
A2 /A1;0.45/0.90

CURIOSITY COMMITMENT

community marketing
content marketing

0.45
A3/A2;0.20/0.45

AFFINITY

loyalty program
customer care

0.55
A5/A4;0.10/0.18

channel management
sales force management

0.90
A4/A3;0.18/0.20

Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, lwan Setiawan (2017)

www.mjuigtc.com

#1GTCCoLA

Y



Mapping
Industry
Archetypes
/ BAR = 10%

OMNSIEOUNIS
auuayunusun (BAR

)
OANIIEIISNVOIUSUN
fun1s “IJagu”

wus[nnnsusuusum
'[mUumsauuauunnnm
MOIIUSUR

@mjuigtc

p <2<

A

’»

r loyalty program
customer care

> High Impact

FUNNEL | Durables

channel management |
sales force management > Low ICOSt
A1 -0.9 A2 - 0.45 A3 - 0.20 A4 -0.18 A5 -0.10
LOYALTY = ATTRACTION CURIOSITY COMMITMENT AFFINITY

Possible Company Intervention

repositioning
to Increase Conversion Rates

marketing communication

0.50
A2/ A1;0.45/0.90

community marketing
content marketing

0.45
A3/A2;0.20/0.45

channel management
sales force management

0.90
A4 /A3;0.18/0.20

loyalty program
customer care

0.55
A5/A4;0.10/0.18

Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, lwan Setiawan (2017)
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X4 Major
Industry
Archetypes
/ 4 Types

ldnunFAuNIwvala
“lIUNIUUSSN9 (archetypes)”

s:zulluoNUSuUsINIsN U
vouusyn / lusun lnan1teny

WuUSInANSUSIUSUR
[ridunisaduauunnnim
MOINUSUR

Possible Company Intervention
to Increase Conversion Rates

DOOR KNOB GOLDFISH

A1l A2 A3 A4 A5 A1 A2 A3 A4 A5 AT

Increase Affinity Optimise Curiosity
Increase Commitment

Increase Affinity

FMCG B2B
&8s loyalty program ' community marketing
\'/ customer care content marketing

channel management
sales force management

PO 2NN

©

loyalty program
customer care

ATTRACTION

repositioning
marketing communication

LOYALTY =

community marketing
content marketing

Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, lwan Setiawan (2017)

www.mjuigtc.com

TRUMPET

A2 A3 A4 A5 A1

Increase Commitment

Luxury

channel management
sales force management

CURIOSITY COMMITMENT

FUNNEL

A2 A3 A4 A5

Increase Commitment
Increase Affinity

Durables

channel management
sales force management

PO 2SN

©

loyalty program
customer care

AFFINITY

loyalty program
customer care

channel management
sales force management
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Symmetrical
Bowtie

Pattern
/ BAR = 100%

OMNS1FIUNS
auuayunusun (BAR)

The key characteristics of
perfect brand where
the BAR score is 1 (100%)

Awareness = Advocacy

Al = A5
.......................................................................... POEEry
A2 = A4
............................................... e
Customers do not feel the
need to research the brand
on their own, and the volume
of Ask Is at its lowest
_______________________________________________ M
............................................................................ A
A1l - Aware A2 - Appeal A3 - Ask A4 - Act AS - Advocate

Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, lwan Setiawan (2017)

www.mjuigtc.com #IGTGCGColLA
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ADVOCATE

90 /100 45/100 20/100 18/100 10/100

Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, Iwan Setiawan (2017)

n @ijigtC www.mjuigtc.com #IGTCCoLAB

Step 1 Us:zligudnduwus
(Customer Interaction)

To-Be Customer Journey
Beachhead Market

Mapping
Industry
Archetypes
/ BAR = 10%

LRIk

AWARE APPEAL ASK ACT ADVOCATE APPEAL ADVOCATE

Purchase Action Ratio - PAR
(ACT/ AWARE)

dmsadounns
aduayunusus (BAR)

INAYIUAUISOVOIUSUN A1-0.9 A2 - 0.45 A3-0.20 A4-0.18 A5-0.10

funas “Jasu”

gusinARsugiusus LOYALTY = ATTRACTION CURIOSITY COMMITMENT  AFFINITY

Srand Advocacy Ratio - BAR THidun1satuauURANG POERCTRIIIITIY koo i U Sl regenent  oryproveny
——————————) N

~— . .
( ADVOCATE / AWARE ) MNOIIUSUR 0.50 0.45 0.90 0.55
A2/A1;045/0.90 A3/A2;0.20/0.45 A4/A3;0.18/0.20 A5/A4;0.10/0.18

*—  ——

Source: The New Customer Path Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, wan Setiawan (2017) by Philip Kotler, Hermawan Kartajaya, Iwan Setiawan (2017)

n @ijIgtC www.mjuigtc.com #IGQTCCoLAB n @ijigtC www.mjuigtc.com #ﬁ@T@@@LA

Source: The New Customer Path
by Philip Kotler, Hermawan Kartajaya, Iwan Setiawan (2017)

n @mijuigtc www.mjuigtc.com #IGTCCoLAB

Step 2 ANUONUSNSNHOUNNSEO  Step 3 ATUONUOMSIAOUNISAUUEUU  Step 4 WAJUNAUSWIILIUUSSAY
(Purchase Action Ration: PAR) (Brand Advocacy Ratio: BAR) (Business Archetype Mapping)

Service Blueprint

PROJECT
Demo PADTHAI Service Design for Food

JOURNEY MAP

Beachhead Market Service Blueprint

! 4G &) 29 4 mien 2 anuwarT N DEMO PADTHAI SERVICE DESIGN FOR FOOD Py
@AY BEACHHEAD MARKET SERVICE BLUEPRINT
°
Minimum Viable Network
2 42% @ (@ | FTTOHEIGHT + FITTOWIDTH & REFRESH LAST UPDATE 23 January 2023 14:07:45
STAKEHOLDERS
Demo PADTHAI Service Design for Food
STAKEHOLDERS © Create
Beachhead Market Service Blueprint .
w H‘ HTH
m Iy A aflueiin s domns nduleda n
USED STAKEHOLDERS

FS - EATERY EXPERIENCE

4
#PADTHAI#10 < o oo
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SECTORS

A Empathetic Tier "
B Strategic Tier "

C Collaborative Tier

LINE OF INTERACTION - PERSONA NO 02 - NEO FARMERS - LOCAL FARM CAFE

Support & Fee

IGTC Internal Consulting Service (2023)
powered by /~~, Smaply
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