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1. Introduction 

In an era that continues to change rapidly, a 

company's success depends not only on the quality of 

its products or services but also on its expertise in 

designing and implementing an effective business 

model. Business model review is a must for 

organizations that want to remain relevant and 

competitive and adapt to relentless market dynamics. 

A business model includes a strategic framework that 

details how a company plans, generates, and manages 

value for customers while ensuring operational 

continuity and growth. Business model studies 

provide a panoramic view that guides companies to 

understand the key elements, from value proposition 

to cost structure, that form the foundation of their 

business. The importance of a deep understanding of 

business models lies not only in the ability to optimize 

performance and profitability but also in the ability to 

innovate and adapt to changes in the business 

environment. An effective business model not only 

creates value for customers but also provides 

resilience to changes in markets, technology, and 

economic policies.1-3 

 
Value proposition 

Identifying the uniqueness of a product or service 

is a key step in designing a successful business model. 

This uniqueness includes certain features or aspects 

that differentiate a company's products or services 

from competitors and provide added value to 
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customers. Concretely describe what makes your 

product or service different. Is it a unique feature, a 

particular quality, or a special customer experience? 

Explain the added value it offers customers and how it 

meets their needs or wants. Carefully identify the 

needs or problems faced by your target customers. 

Show how your product or service is specifically 

designed or customized to meet those needs. Explain 

how the uniqueness of your product or service 

provides a competitive advantage compared to existing 

solutions on the market. Focus on the elements that 

make your product better or more interesting. Don't 

just explain technical features; emphasize the benefits 

provided to customers. Describe how your product or 

service can improve customers' lives or businesses by 

providing effective solutions. Include customer 

testimonials or case studies that show how the 

product or service has provided positive value to 

customers. Use data or statistics that support claims 

about product performance or superiority. Use clear, 

easy-to-understand language, avoiding technical 

terms that might confuse customers. Understand your 

target audience and tailor the message to make it 

relevant to them. Create a brief summary of the 

advantages of your product or service. What makes it 

unique, and why should customers choose it? By 

exploring the uniqueness of a product or service and 

highlighting the benefits it offers, companies can build 

a strong foundation to attract customers and create 

loyalty. This awareness of added value also helps 

position the product or service in the market in a way 

that differentiates it from competitors.4,5 

 
Market segmentation 

Market analysis and a deep understanding of 

customer segments are critical steps in developing a 

successful business model. Identify customer groups 

that have similar characteristics, needs, and 

preferences. This may involve factors such as 

demographics, geography, behavior, or specific needs. 

Create detailed profiles for each segment, including 

information such as age, income, interests, and 

spending habits. Conduct market research to gather 

data on market trends, preferences, and needs. This 

may involve surveys, interviews, or analysis of existing 

market data. Identify opportunities and challenges 

that may arise in each segment. Understand how 

competitors target their customer segments. This 

analysis can provide insight into gaps or opportunities 

that the company can exploit. Study in depth the 

needs and preferences of each segment. Consider how 

your product or service can meet a specific need or 

provide greater added value. Use customer data and 

feedback to understand trends and changes in 

customer preferences. Tailor your products or services 

according to the needs and preferences of specific 

segments. This could involve adjusting features, 

pricing, or even customized bundle offers. Make sure 

that the customization strategy aligns with your 

brand's core values. Determine the most effective 

marketing channels for each segment. It may take a 

different marketing approach to reach each customer 

group. Tailor marketing messages and promotional 

campaigns to be more relevant to each segment. Carry 

out continuous monitoring of product or service 

performance in each segment. Apply customer 

feedback and sales data to evaluate strategy success 

and adjust as needed. By conducting careful market 

analysis and adjusting marketing strategies 

appropriately, companies can increase their appeal in 

the market by responding quickly to changing 

customer needs and preferences. It also helps create a 

more personalized and relevant customer experience, 

increasing the potential for business success.6,7 

 
Distribution channels 

The way a product or service is delivered to 

customers and the selection of appropriate 

distribution channels have a significant impact on the 

marketing and sales success of a business. Analyze 

market segments and identify distribution channels 

that best suit customer needs and preferences. For 

example, are customers more likely to shop online, 

through physical stores, or using other distribution 

channels? Choose between direct (no intermediaries) 

or indirect (involving intermediaries such as retailers, 

distributors, or agents) distribution channels. 

Consider the benefits and challenges of each 

approach, as well as the associated costs. If you 

choose an indirect distribution channel, choose a 
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retail partner or distributor that suits your brand 

image and target market. Make sure the partnership 

allows the product or service to reach a wider market 

share. If the product or service can be delivered online, 

consider utilizing an e-commerce platform. This can 

include your own online store or using an existing 

online marketplace. Ensure that the online shopping 

experience is easy, safe and meets security standards. 

Consider how to provide effective customer service, 

whether through online or offline channels. Use 

technology to facilitate customer interactions, such as 

online chat, online help center, or telephone support. 

Ensure inventory and logistics management processes 

run smoothly. This includes efficient inventory 

management, fast order fulfillment, and reliable 

delivery. Evaluate storage and distribution options to 

optimize costs and efficiency. Perform a cost and 

benefit analysis for each distribution channel 

considered. Consider logistics, distribution, and 

inventory management costs. Choose the channels 

that provide the best profits and suit your business 

model. Understanding and optimizing distribution 

channels is a key element in ensuring that products or 

services can reach customers effectively and 

efficiently. By adopting an approach that suits the 

characteristics of the target market, companies can 

increase their visibility and provide a satisfying 

customer experience.8-10 

 
Revenue streams 

Determining key revenue sources and 

implementing appropriate pricing strategies are key 

elements in designing a sustainable business model. 

Clearly define the company's main sources of income. 

Does it come from direct sales of products or services, 

monthly subscription revenue, usage licenses, or 

advertising revenue? Conduct a market analysis to 

understand common revenue models in your industry. 

Observe how competitors define their primary sources 

of revenue. Review market trends and learn whether 

there are new opportunities to explore additional 

sources of income. Understand your target customer 

profile and what they value. Review whether the 

selected revenue model aligns with customer 

preferences and desired value. Choose a pricing 

strategy that suits the characteristics of the product 

or service, as well as the company's market position. 

Some common pricing strategies involve cost-based 

pricing, value-based pricing, dynamic pricing, or 

differentiation pricing. Consider whether the pricing 

model needs to be flexible to respond to changes in the 

market or customer needs. For example, can the 

company offer a choice of packages or subscription 

options to give customers flexibility? Conduct trials or 

surveys to gauge customer response to the proposed 

pricing model. Implement the pricing model on a small 

scale before rolling it out widely to minimize risk and 

allow for adjustments if necessary. Where possible, 

consider adopting a value-based approach, where 

prices reflect the true value provided to customers. 

Make sure that the price is commensurate with the 

benefits provided and build customer satisfaction. If 

possible, consider diversifying your income sources. 

For example, is there an opportunity to add a 

subscription model or dig into the licensing market? 

Protect the company's profit margins and ensure there 

is the right balance between the price and value of the 

product or service. Consider production, distribution, 

and operational costs when setting prices. By carefully 

determining key revenue sources and implementing 

appropriate pricing strategies, companies can create a 

solid business model, generate consistent revenue, 

and provide maximum value to customers. A good 

business model must be flexible to accommodate 

changes in the market and maintain 

competitiveness.11-13 

 
Cost structure 

Cost analysis is a critical stage in designing a 

sustainable and efficient business model. Determine 

the major costs associated with business operations, 

including production, distribution, marketing, and 

customer support costs. Separate variable and fixed 

costs to understand which elements change with 

operating volume. Evaluate whether the costs incurred 

produce value commensurate with the desired results. 

Review each cost, considering its contribution to 

achieving business goals. Review production costs, 

including raw materials, labor, and overhead. Identify 

whether there are opportunities to improve production 
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efficiency, such as the use of new technology, 

automation, or process improvements. Review 

distribution costs, including transportation, 

warehousing, and supply chain management costs. 

Evaluate more efficient distribution options, such as 

using third-party logistics providers or optimizing 

delivery routes. Review marketing costs, including 

advertising, promotions, and other marketing 

activities. Evaluate the effectiveness of the marketing 

strategy and identify whether there are opportunities 

to increase efficiency through digital marketing or a 

more focused marketing strategy. Review customer 

support costs, including call centers, customer 

service, and complaint handling. Identify 

opportunities to improve efficiency, such as 

implementing a technology-based customer support 

system or staff training to improve efficient problem 

resolution. Calculate the break-even point to 

determine the number of sales or production units 

needed for the company to break even or make a profit. 

Use this analysis to evaluate the sustainability of the 

business model from a cost perspective. Compare the 

company's operating costs with industry standards or 

similar competitors. Identify areas where company 

costs may be higher and look for solutions to close 

those gaps. Implement a performance measurement 

system that allows the company to continuously 

monitor and evaluate operational efficiency. Use this 

data to make fact-based decisions. By analyzing costs 

thoroughly, companies can identify potential cost 

reductions and improve operational efficiency. Cost 

efficiency can be a key factor in determining whether 

a business is low-cost or high-cost, and it can help 

increase a company's competitiveness in the 

marketplace.14-16 

 

Key resources 

Critical assets and resources play an integral role 

in smooth business operations and long-term success. 

Pinpointing the specific skills, technologies, and 

infrastructure that support a company's operations 

can help build a competitive advantage. Describe the 

special skills or competitive advantages that 

differentiate the company from competitors. This 

expertise could be a unique skill, industry knowledge, 

or specific experience. Review whether there are efforts 

that can be made to develop or strengthen these 

specific skills. Identify technologies that support 

company operations. This could include the software, 

information management system, or production 

technology used. Review whether the technology used 

is still relevant and efficient, and consider adopting 

new technology that could increase productivity or 

provide a competitive advantage. Review the physical 

infrastructure required to run company operations, 

such as factories, warehouses, offices, or other 

facilities. Ensure that the infrastructure is adequate to 

meet the company's current and future needs. 

Identification and assessment of employee skills and 

expertise critical to company operations. Strive for 

human resource development and retention of key 

talent to ensure smooth operations. Consider 

partnerships and networks that can support company 

operations. This could be a supplier partner, 

distributor, or strategic alliance. Ensure that this 

partnership provides added value and is mutually 

beneficial. For businesses that involve production, 

identify the availability and sustainability of required 

raw materials or natural resources. Review whether 

there are supply risks and consider steps to mitigate 

their impact. Ensure that the company's intellectual 

property, such as patents, trademarks, or copyrights, 

is properly protected. Consider developing further 

protection strategies or participating in ongoing 

innovation. Identify and manage risks related to the 

sustainability of critical assets and resources. Ensure 

that the company has an effective sustainability and 

recovery plan. Implement a performance measurement 

system to monitor the effectiveness and efficiency of 

the use of critical assets and resources. Use this data 

to make strategic decisions and continuous 

improvement. Through a deep understanding of 

critical assets and resources, companies can build a 

solid foundation for long-term growth and 

competitiveness. Continuity and increased efficiency 

in managing these assets can be a key factor in 

achieving business goals.17,18 
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Key activities 

A description of the activities required to generate 

and deliver value to customers includes a series of 

steps and processes involved in a company's 

operations. It includes the core activities that support 

the business model and ensure that the value 

promised to customers can be realized efficiently and 

effectively. Identify customer needs and wants through 

market research. Execute R&D activities to develop 

new products or services or improve existing ones. 

Develop product or service designs that meet customer 

needs and preferences. Make sure the design reflects 

added value and competitive advantage. Perform 

production activities to create physical products or 

provide services in accordance with quality standards 

and specifications. Ensure efficiency in the supply 

chain and production to control costs and minimize 

waste. Implement a quality control system to ensure 

products or services meet established quality 

standards. Implement best practices in quality 

management to minimize defects or other problems. 

Manage distribution and logistics activities to deliver 

products or services to customers. Optimize supply 

chain and delivery to ensure speed and timeliness. 

Design marketing strategies to increase brand 

awareness and attract customers. Carry out effective 

sales activities, both through online and offline 

channels. Provide good customer service to 

understand and meet customer needs. Respond to 

customer questions, complaints or problems quickly 

and efficiently. Implement a CRM system to better 

understand customer profiles and build strong 

relationships. Analyze customer data to design more 

personalized marketing strategies. Carry out 

continuous innovation activities to improve products 

or services and remain relevant in the market. Use 

customer feedback and performance data to identify 

areas for improvement and further development. 

Ensure efficient operational management, including 

capacity planning, stock management and cost 

control. Identify and implement best practices in 

operational management to improve productivity and 

quality. Through a deep understanding of these core 

activities, companies can optimize their operations to 

provide added value to customers. Ensuring efficiency 

at every step and focusing on core operations that 

support the business model is the key to long-term 

success and competitiveness.19,20 

 

2. Conclusion 

The design and implementation of a business 

model play a key role in determining the success and 

sustainability of a company. The business model is a 

strategic foundation that includes elements such as 

value proposition, sources of income, market 

segmentation, and key activities. The ever-changing 

and complex business environment forces companies 

to have a deep understanding of the critical elements 

in their business models. Market dynamics, 

technological developments, and changes in customer 

behavior are factors that influence the evolution of 

business models. The value proposition takes center 

stage in answering the question of why customers 

should choose a company's products or services. 

Business model studies emphasize the importance of 

identifying unique features and benefits that provide 

added value to customers. Market analysis and 

customer segmentation help companies understand 

customer needs and preferences. Tailoring marketing 

strategies and product offerings to each market 

segment is a critical step to achieving greater relevance 

and appeal. Business model studies highlight the 

importance of diversifying revenue sources and 

managing risk. Companies need to consider various 

pricing models and revenue sources so they can be 

more adaptive to market changes. Cost analysis and 

operational efficiency are important aspects in 

determining whether a business is low cost or high 

cost. Awareness of the core operations that support 

the business model helps companies identify areas 

where efficiency can be improved. The application of 

technology and innovation is a key element to 

maintain competitiveness and relevance. Companies 

need to constantly look for ways to improve business 

processes, introduce new products or services, and 

adapt to technological developments. A successful 

business model is one that can adapt to market and 

external changes. Companies need to build flexibility 

and responsive capabilities to respond to emerging 

challenges and opportunities. 
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