
This work is licensed under the Creative Commons Attribution-Share Alike 3.0 Unported License. 
To view a copy of this license, visit http://creativecommons.org/licenses/by-sa/3.0/ 

or send a letter to Creative Commons, 171 Second Street, Suite 300, San Francisco, California, 94105, USA.

 
 

BusinessModelYou.com – The Personal Business Model Canvas is a derivative work from 
BusinessModelGeneration.com, and is licensed under Creative Commons CC BY-SA 3.0.
To view a copy of this license, visit http://creativecommons.org/licenses/by-sa/3.0/

Channel Phases:
1. Awareness
   How do potential Customers find out about you?

2. Evaluation
   How do you help potential Customers appraise your Value?

   How do new Customers hire you or buy your services?
3. Purchase

4. Delivery
   How do you deliver Value to Customers?

Consider how your activities may be grouped in the following areas:
- Making (building, creating, solving, delivering, etc.)
- Selling (informing, persuading, teaching, etc.)
- Supporting (administering, calculating, organizing, etc.)

Key Partners could include:
· Friends
· Family members
· Supervisors
· Human resource personnel
· Coworkers
· Suppliers
· Professional association members
· Mentors or counselors, etc.

Describe your Rewards
Hard benefits might include:
· Salary
· Wages or professional fees
· Health and disability insurance
· Retirement benefits
· Stock options or profit-sharing plans
· Tuition assistance, transportation 
   or child care allowances, etc.
 
Soft benefits might include:
· Satisfaction, enjoyment
· Professional development
· Recognition
· Sense of community
· Social contribution
· Flexible hours or conditions

Consider whether the help you provide:
· Reduces risk
· Lowers costs
· Increases convenience or usability
· Improves performance
· Increases enjoyment or fulfills a basic need
· Fulfills a social need (brand, status, approval, etc.)
· Satisfies an emotional need

Examples might include:
· Face-to-face personal assistance
· Remote help via telephone, e-mail, chat, Skype, etc.
· Colleague or user communities
· Co-creation
· Self-service or automated services

List soft and hard costs associated with your work:
Soft costs:
· Stress or dissatisfaction
· Lack of personal or professional growth opportunities
· Low recognition or lack of social contribution
· Lack of flexibility, excessive availability expectations

Hard costs:
· Excessive time or travel commitments
· Unreimbursed commuting or travel expenses
· Unreimbursed training, education, tool, materials, or  
  other costs.
 

- What do you get most excited about at work? 
- Rank your preferences: Do you like dealing primarily with 1) people, 2) 

information/ideas, or3) physical objects/outdoor work? 
- Describe a couple of your abilities (things you do naturally without effort) 

and a few of your skills (things you have learned to do).
- List some of your other resources: personal network, reputation, experi-

ence, physical capabilities, etc.

- For whom do you create Value?
- Who is your most important Customer?
- Who depends on your work in order to get their own jobs done?
- Who are your Customers' Customers?

- Channel Phase 5. Followup: How do you continue to 
support Customers and ensure they are satisfied?

- What kinds of relationships do your Customers expect you 
to establish and maintain with them?

- Describe the types of relationships you have in place now.

- List several critical activities 
you perform at work each day 
that distinguish your occupation from others.
- Which of these Key Activities does your Value Proposition require? 
- Which activities do your Channels and Customer Relationships require?

Who helps you provide Value to others?
Who supports you in other ways, and how? 
Do any partners supply Key Resources 
or perform Key Activities on your behalf? 
Could they?

- What do you give to your work (time, energy, etc.)?
- What do you give up in order to work (family or personal time, etc.)?
- Which Key Activities are most "expensive" (draining, stressful, etc.)?

- For what Value are your Customers truly willing to pay?
- For what do they pay now?
- How do they pay now? 
- How might they prefer to pay?

- What Value do you deliver to 
Customers? 
- What problem do you solve or need do you satisfy?
- Describe specific benefits Customers enjoy as a result of your work.

How They Know You/
How You Deliver 
(Channels)   

What You Do 
(Key Activities)

How You Help
(Value Provided) 

How You Interact
(Customer Relationships) 

Who You Help
(Customers)

What You Get  (Revenue And Benefits)  

Who Helps You
(Key Partners)

Who You Are/
What You Have 
(Key Resources) 

What You Give  (Costs)

 

- Through which Channels do your 
- Customers want to be reached?
- How are you reaching them now?
- Which Channels work best?

 

 

Personal Business Model Canvas
Name:

Kaj dam?
(Stroški) 

Kaj daješ tvojemu delu (čas, energijo, ipd)? 
Čemu se odrečeš da je delo opravljeno  (družina, osebni čas ipd.)?
Katere ključne aktivnosti so »najdražje«v smislu, da povzročajo izgorevanje, stres, nezadovoljstvo ipd?
 
NAPIŠI MATERIALNE IN NEMATERIALNE STROŠKE POVEZANE S TVOJIM DELOM

Nematerialni  stroški:
Stres in nezadovoljstvo
Pomanjkanje priložnosti za osebnostno ali profesionalno rast
Nizka prepoznavnost ali pomanjkanje socialnega prispevka 
Pomanjkanje fleksibilnosti, pretirana pričakovnja razpoložljivosti

Ime

Kaj dobim?
(Prihodki, koristi) 

Za katero vrednost, ki jo pridobi, je tvoja stranka zares  pripravljena plačati?
Za kaj trenutno plačuje?
Kako trenutno plačuje?
Kako bi jim najbolj ustrezalo plačevati? 
 
OPIŠI SVOJE KORISTI

Materialne koristi lahko vključujejo:
Plača
Honorarji
Zdravstveno in socialno zavarovanje
Pokojninsko zavarovanje
Delniške možnosti ali udeležba pri dobičku 
Mentorstvo, prevoz ali otroško varstvo 

Kako pomagam?
(Vrednost, ki jo zagotavljam) 

Kakšno vrednost prinašaš stranki?
Kateri problem rešuješ ali katero potrebo zadovoljuješ?
Opiši določeno korist, ki jo stranka uživa kot rezultat tvojega 
dela.

Razmisli ali tvoja pomoč :
Zmanjša tveganje
Zniža stroške
Poveča udobje ali uporabnost
Izboljša izvedbo, uspešnost
Izpolnjuje socialne potrebe (blagovna znamka, stanje, potrditev)
Zadovolji čustveno  potrebo

Komu pomagam?
(Segment strank) 

Za koga ustvarjaš vrednost?
Kdo je tvoja najpomembnejša stranka?
Kdo je odvisen od tvojega dela v skladu s tem, da je s tvojim 
delom tudi njegovo delo narejeno?
Kdo so stranke tvoje stranke?

Kakšno interakcijo/ 
komunikacijo imaš?
(Odnos strankami) 

5 faza kanalov:  
Follow up:  
Kako nadaljuješ s podporo strankam in zagotoviš, da so 
zadovoljne? 
Kakšen tip odnosa pričakujejo tvoje stranke, da boš 
vzpostavil/a in vzdrževal/a z njimi? 
Opiši kakšne odnose že imaš. 
 
Primeri lahko vključujejo:
Osebna podpora 
Personalizirana osebna storitev
Samopostrežna storitev
Avtomatizirana storitev
Skupnost 
Soustvarjanje

Kdo sem / kaj imam?
(Ključni viri) 

Kaj te najbolj navdušuje pri tvojem delu?

Razvrsti : 
Primarno se rad/a ukvarjam   z: 
1.) ljudmi, 
2) idejami/ informacijami, 
3) fizičnimi predmeti/delam na prostem.

Napiši nekaj svojih  sposobnosti  in veščin.
Naštej nekaj svojih virov: osebna socialna mreža, ugled, 
izkušnje, fizične sposobnosti ipd.  

OSEBNI MODEL RAZVOJA
KANVAS OSEBNI POSLOVNI MODEL 

Nematerialne koristi lahko vključujejo tudi:
Zadovoljstvo, veselje
Profesionalni razvoj
Prepoznavnost
Občutek skupnosti
Socialni prispevek
Fleksibilne  ure ali pogoji dela

Prevod v slovenščino: TiPovej!
www.tipovej.org

Materialni stroški:
Pretirani časovni okvirji ali obvezanost potovanj
Potni stroški
Treningi , izobraževanja, orodja, materiali ali drugi stroški

Kdo ti pomaga? 
(Partnerji) 

Kdo ti pomaga pri zagotavljanju vrednosti drugim?
Kdo te še podpira in kako? 
Ali kateri tvoji  partnerji  dobavljajo ključne vire ali opravljo 
ključne aktivnosti v tvojem imenu? Bi jih lahko?  
 
Ključni partnerji  so lahko: 
Prijatelji
Družinski člani
Supervizor
Sodelavci
Dobavitelji
Člani profesionalnih združenj
Mentorji, svetovalci

Kaj naredim?
(Ključne aktivnosti) 

Napiši nekaj ključnih aktivnosti, ki jih izvajaš vsak dan, ki tvoje 
delo razlikujejo od dela drugih?
Katere od teh ključnih aktivnosti zahteva tvoja obljuba 
vrednosti za tvojo stranko?
Katere aktivnosti zahtevajo tvoji kanali in odnosi s strankami?

Razmisli kako lahko tvoje aktivnosti razvrstiš po sledečih področjih:
Oblikovanje (reševanje, dostavljenje ipd.)
Prodaja (informiranje, prepričevanje, učenje)
Podpora (administracija,računovodstvo, organiziranje, ipd)

Kako te poznajo in kako dobijo 
tvojo vrednost?
(Prodajni kanali) 

Preko katerih kanalov si tvoje stranke želijo, da jim pristopiš? 
Kako jih dosegaš sedaj? 
Kateri kanali delujejo najbolje? 
 
FAZE
1.Zavedanje
Kako tvoje potencialne stranke zvedo da obstajaš?
2.Evavlacija
Kako pomagaš potencialnim strankam prepoznati  vrednost, ki jo 
obljubljaš?
3.Nakup
Kako te lahko nove stranke najamejo ali kupijo tvoje izdelke?
4.Dostava
Kako dosežeš, da stranke dobijo obljubljeno  vrednost? 


