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HOW TO

START A START-UP.......
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Organizaciju atfistibas sistema
«9 elementi*n

Biznesa modelis un klienti 1 un stratégija

Produkti
Darbinieki un pakalpojumi

Finanses Cela karte Vadibas grupa

Izcila biznesa 9 elementi © Maris Millers, OAK, 2015
* Modificeti @ 2023
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Domajot par biznesu...

Kas ir KLIENTS un kadi ir klientu segmenti

» Kas ir pircéjs un kur§ MAKSA par «produkiun

e Kads ir «TIPISKS PIRKUMS» un cik tas maksa
e Kura VIETA notiek bizness
e Kads ir APGROZIJUMS (gada, ménesa, sezonas)

e Kada ir ORGANIZACIJA - kadi cilvéki, iekartas nepieciesami

Kads ir produkta vai biznesa mizs jeb DZIVESCIKLS

ﬁstudija 2024 maris.millers@mmstudija.lv




5 svariqgi jauvtajumi:

2. Kadi ir mani meérki un
ka tos sasniegt?

1. Kas bus
mans bizness?

3. Ar ko sakt un ko
darit talak?

4. Cik lidzek|u vajag

3. Kam jabut un kad nopelnisu?

mand komanda?

ﬁstudija 2024 maris.millers@mmstudija.lv




Cela karte (Laika plans)
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Burgeru restorans
Biznesa modelis (+ Attfistiba)

lekartu piegadataji

Partneri un Pamata resursi un Produkti, Pakalpojumi | Informacijas, sazinas un Merka tirgus un
piegadataqji pamatlidzekli Piedavajumi piegades kanali klientu segmenti
30+ darbinieki Burgeri (5) Vieta: Pilsétas centra Bérni, skoléni
(4 mainas)
Maizes Fri (2) Vides reklama + TV Jauniesi, studenti
Kartupeli
Gala Dzérieni Viriesi, sievietes
Salati Virtuve
Noliktava Komplekti (4) Draugu kompanijas
lepakojums 25+ galdini
Gimenes ar bérniem
IT sistémas Kafija + KUkas Drive-Thru lodzins

Autobrauceéji

12 EUR/ 24 EUR

Auto stavvieta Salati Wolt/Bolt piegade
IT sistému uzturétaji Piebraucamais cels Toristi, iebraucéji
lzmaksas: ... Ilzmaksas: ... Pirkumi: Uz vietas — 60% Apgrozjums: 2 M
Investicijas: ... 1 EUR/2 EUR /7 EUR Piegade —40%
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Biznesa modela «audekls»
Business Modelling Canvas

Pamata aktivitates

Koy Activities

Svarigakie partneri

Key Partners

Galvenie resursi

Key Resources

~

Busmess .
Model

(}eneration Nk

Klientu attiecibas

Customer Relationships

Klientu segmenti

Customer Segments

tbas piedavajums

Value Propositions

Kanali

&
NN

“

oS

Cost Structure )

. Revenue Streams

Izmaksu struktura

ﬁstudija 2024

lenemumu plusmas

Avots: Alex Osterwalder, Business Model Generation
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Alex Osterwalder
on business modelling

“Business model innovation is
about new ways of creating,
delivering and capturing value.”

“Companies that aren't able to
systematically rejuvenate their
business model will struggle to
survive and thrive.”

“Industries will increasingly be
characterized by competing
business models - if industry
boundaries don't disappear
altogether.”

ﬁstudija 2024 maris.millers@mmstudija.lv



http://alexosterwalder.com/
http://www.businessmodelalchemist.com/
http://www.businessmodelgeneration.com/
http://alexosterwalder.com/

Business Model Canvas

Key Partners

Key Activities

Designed for:

Value Propositions

Designed by:

Customer Relationships

Date: Version:

Customer Segments

Who are our Key Partners? Who
are our key suppliers? Which
Key Resources are we acquiring
from partners? Which Key
Activities do partners perform?

MOTIVATIONS FOR
PARTNERSHIPS: Optimization
and economy, Reduction of risk
and uncertainty, Acquisition of
particular resources and
activities

Cost Structure

What Key Activities do our
Walue Propositions require? Our
Distribution Channels?
Customer Relationships?
Revenue streams?

CATEGORIES:
Production, Problem Solving,
Platform/Metwork

Key Resources

What Key Resources do our
Walue Propositions require? Our
Distribution Channels?
Customer Relationships
Revenue Sfreams?

TYPES OF RESOURCES:
Physical, Intellectual (brand
patents, copyrights, data),
Human, Financial

What value do we deliver to the
customer? Which one of our
customer’'s problems are we
helping to solve? What bundles
of products and services are we
offering to each Customer
Segment? Which customer
needs are we satisfying?

CHARACTERISTICS:
Newness, Performance,
Customization, "Getting the Job
Done”, Design, Brand/Status,
Price, Cost Reduction, Risk
Reduction, Accessibility,
Convenience/Usability

What type of relationship does
each of our Customer Segments
expect us to establish and
maintain with them? Which ones
have we established? How are
they integrated with the rest of
our business model? How costly
are they?

Channels

Through which Channels do our
Customer Segments want to be
reached? How are we reaching
them now? How are our
Channels inlegrated? Which
ones work bast? Which ones
are most cost-efficient? How are
we integrating them with
customer routines?

Revenue Streams

For whom are we creating
value? Who are our most
important customers? Is our
customer base a Mass Market,
Niche Market, Segmented,
Diversified, Multi-sided Platform

What are the most important costs inherent in our business model? Which Key
Resources are most expensive? Which Key Activities are most expensive?

For what value are our customers really willing to pay? For whaf do they currentiy
pay? How are they currently paying? How would they prefer to pay? How much does

each Revenue Stream contribute to overall revenues?

IS YOUR BUSINESS MORE: Cost Driven (leanest cost structure, low price value

proposition, maximum automation, extensive outsourcing), Value Driven (focused on

value creation, premium value proposition).

Licensing, Brokerage fees, Advertising
FIXED PRICING: List Price, Product feature dependent, Customer segment

TYPES: Asset sale, Usage fee, Subscription Fees, Lending/Renting/Leasing,

SAMPLE CHARACTERISTICS: Fixed Costs (salaries, rents, utilities), Variable costs,
Economies of scale, Economies of scope

dependent, Volume dependent
DYNAMIC PRICING: Megotiaton (bargaining), Yield Management, Real-time-Market

Designed by: The Business Model Foundry (wwaw businessmodelgeneration. comfcanvas). Word implementation by: Neos Chronos Limited (hifps:feeoschromos com). License: CC BY-SA 3.0
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Definejiet savu biznesa modeli
(5 minutes darbam pie savam idejam / savas grupas ;-)

«Kada laimiga dienan nakotné, kad viss veiksmigi darbojas:

Kas ir jusu produkti/pakalpojumi, cik tie maksa?

Kas ir pircejs (pircéji), kas par to maksa?

Kads ir «Tipisks pirkumsy» - ko klients pérk, cik un ka samaksa

Kada ir jusu organizacija, kas to visu nodrosina?

Biznesa modelis
Ko un ka razojam, kam un ka pardodam

Kandli

Pieaadatd] Resursi un Produkti
un partner pamatiidzekli Pakalpojumi

Drikst Sqja laika arr uzdod jautajumus!

ﬁstudija 2024 maris.millers@mmstudija.lv



Biznesa modelis

Ko un ka razojam, kam un ka pardodam

Partneri un
piegadataqji

Pamata resursi un
pamatlidzekli

Produkti, Pakalpojumi
Piedavajumi

Informacijas, sazinas un
piegades kanali

Merka tirgus un
klientu segmenti

studija
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Biznesa modelis @B DriveWiz.me
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’ THE BEST-SELLING “User-Friendly and exhaustive....
BUSINESS PLAN GUIDE highty recommended.”
i Completely Revised & Updoted! ~ Forbes Mogazine

Successful
Business

PI an Screrse
STRATEGIES
Rhonda Abrams

foreword by legendary venture capitalist Eugene Kleiner
Fourth Edition

Labaka formula biznesa plana ir:
lenémumi = Cena x Daudzumes.

Finansu modeli labak veidot «no apaksasy,

nevis ka «umums bus 10% no tirgus»
Mark Gorenberg, Venture Capitalist

gstudija 2024 maris.millers@mmstudija.lv




Kadi ir mani merki

(vél 3 minutes darbam pie savam idejam / savas grupas ;-)
«Kada laimiga dienan nakotné, kad viss veiksmigi darbojas:
 Kads bus mana biznesa apgrozijums (méenesi/gada)?
e Cik man bus klientu?
e Cik produktus es sarazosu/ pardosu (un par kadu cenu?)

e Cik darbinieki stradas mana vzneémuma?

Ko un k& raZojam, kam un ka pardodam

plegades kanall

Drikst Sqja laika arr uzdod jautajumus!

ﬁstudija 2024 maris.millers@mmstudija.lv







Cela karte (Laika plans)

' Piema..
2024-2026 gadam L Tlemérs |
Pirmie Apgrozijums
ienémumi Apgrozijums XM E&
j x k EUR 29
??
Aktivs 27
. - marketings
Prototipa izveide Produktu izstrade
| Jauni produkti Paplasinasana
Telpu rekonstrukcija un iekartoSana | |
| Pardosana, klientu piesaiste Izeja jauna tirgu
Finanséjuma piesaiste |
| Pozitiva naudas pliisma
Biznesa plans Atklasana T
Q1 2024 Q2 2024 Q3 2024 Q4 2024 Q1 Q2 2025 2026

Cela karte parada galvenos notikumus un attisfiboas posmus
uznémuma izveidosana, darbibas uzsaksana un talaka atfistibd

studija 2024 maris.millers@mmestudija.lv



Cela karte
2024. - 2026. gadam

JUN

JUL

AUG

SEP

OKT

NOV

DEC

Q1
2025

Q2

Q3

Q4

2026
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Izveidojiet savu cela karti!

(Vél 5 minutes ;-)

studija

Ja sodien izradas, ka jusu ideja ir lieliska un tiek

Cela karte (Laika plans) 5
2023-2025 gadam lemerg

apstiprinata:

 Kad jusu produkts/pakalpojums paradisies tirgu?
e Kad jums ir pietiekami daudz klientu/ pasuotitaju?

e Kas ir jaizdara, lai vzsaktu razot/pardot savu
produktu?

e Ka to visu varétu paatrinat?

Drikst saja laika arn uzdod jautajumus!

2024 maris.millers@mmstudija.lv



HOW TO RAISE THE CASH
TO GET YOUR BUSINESS

OFF THE GROUND




Domajot par naudas plusmu
Domaijiet par «Cetram navdamn:

lenémumi (Revenues)
— Maksajumi no klientiem
— Atcerieties par PVN (Remember VAT)

Darbibas izmaksas (Operating costs)
— Fiksetas izmaksas (telpas, licences, ...)
— Materialu u.c. mainigas izmaksas

Investicijas (Investments)
— Pamatlidzeklu iegade
— Sakuma pirkumi, terini

Finanséjums (Financing) o criiidzziad
— Pasu ieguldijums, nauda
— Investori, Aizdevumi, Atbalsta fondi

studija 2024 maris.millers@mmstudija.lv



Cela karte (Laika plans)
2023-2025 gadam

Pismers

Naudas plusmas aprekins
lenakosas un izejosas naudas pa menesiem

lenémumi

Darbibas
izmaksas

Invesficijas

Finanséjums

Naudas plosma

Pelna

2024 2025 2026

studija 2024 maris.millers@mmestudija.lv



Cela karte (Laika plans)
2023-2025 gadam

Pismers

Naudas plusmas aprekins (1)
lenakosas un izejosas naudas pa menesiem

~ Kada jauka diena!

lenémumi 100 500 | 5000 * * *
100 1000 9000 *
Darbibas
izmaksas 199
1000
2300
Investicijas 1500
Finanséjums
Naudas plosma +1
Pelna
>
2024 2025 2026

studija 2024 maris.millers@mmestudija.lv




Cela karte (Laika plans)
2023-2025 gadam

Pismers

Naudas plusmas aprekins (2)
lenakosas un izejosas naudas pa menesiem

Ka tas viss sakas?

lenémumi * * * * * *
b3 b3 % k
Darbibas
izmaksas 1000 | 1000 | 1500 | 1500
5000 | 5000 | 7000 | 7000
Investicijas 10k 30k
Finanséjums 10k
50k
Naudas plosma + + + +
Pelna
2024 2025 2026
studija 2024 maris.millers@mmestudija.lv




studija

Naudas plusmas aprekins (3)
lenakosas un izejosas naudas pa menesiem

Cela karte (Laika plans)
2023-2025 gadam

Pismers

- . I I I
lenémumi Aprékiniet visas 100 1000 | 5000 * *
izmaksas un |epemumqs 100 1000 5000
Darbibas |
izmaksas 1000 | 1000 | 1500 | 1500 | * * * *
5000 5000 7000 7000 * * * *
Investicijas 10k 30k
Finanséjums 10k
50k 50k
Naudas plosma + + + + + + ? ?
Pelna
>
2024 2025 2026
2024 maris.millers@mmestudija.lv




Cela karte (Laika plans)
2023-2025 gadam

Pismers

Naudas plusmas aprekins (4)
lenakosas un izejosas naudas pa menesiem

lenémumi 100 | 1000 | 9000 | * * * X
100 | 1000 | 9000 | * x
Darbibas
izmaksas 1000 | 1000 | 1500 | 1500 | * * *
5000 | 5500 | 7500 | 7500 | 8s00 | * * x

Apziniet nepiecieSamo

Investicijas 10k 30k finanséjumu 5
Finanséjums 10k
25k 20k ?
Naudas plusma + + + + + + + + + + +
Pelna + +
>
2024 2025 2026

studija 2024 maris.millers@mmestudija.lv



The Naudas plusma vienalga bus
Successful vienigais, par ko Tev bis raizéties

Bus“;!ce“?sf pirmos cetrus gadus. Vienigais, kam ir
Plan STRATEGIES - ° ° - =g e
Rhondafbrams  hozime - vai Tu vari maksat rekinus!
rourheiton Larry Leigon, Ariel Vineyards

Biznesa plani:
ka tos uzrakstit
un istenot

Pols Barovs

“Vadit uznémumu parasti ir
sarezgiti, tacu, ja jos vzlabojat
planosanu, jus vuzlabojat savas

izredzes vz panakumiem”
Pols Barovs

ﬁstudija 2024 maris.millers@mmstudija.lv




Organizaciju atfistibas sistema
«9 elementi*n

Biznesa modelis un klienti 1 un stratégija

Produkti
Darbinieki un pakalpojumi

Finanses Cela karte Vadibas grupa

Izcila biznesa 9 elementi © Maris Millers, OAK, 2015
* Modificeti @ 2023
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