Business Model Analysis and Design
Introduction

In the intricate tapestry of the business world, every thread, every colour, and every pattern is
shaped by the hands of its leaders. " Business Model Analysis and Design" is not just a
program; it's an odyssey into the heart of business craftsmanship, where the essence of
leadership meets the science of strategy. This program unfolds the secrets of designing a
robust business model, an endeavour that can steer organizations towards unprecedented
success.

Imagine a realm where every decision, every strategy, and every innovation are not just a
stroke of luck but a calculated masterpiece of business acumen. That's the realm "Cand
Design" invites you to explore. With staggering statistics revealing that a significant
percentage of businesses falter due to inadequate leadership and poorly designed business
models, the necessity for a program like " Business Model Analysis and Design " becomes
unequivocal.

Over three transformative days, leaders will delve into the intricacies of crafting a business
model that not only survives but thrives in the competitive landscape. Participants will be
equipped with the skills to meticulously draw the cost structure, analyse customer segments
for unparalleled value proposition, review channels through key partnerships, focus on
essential activities through key resources, and navigate the competitive landscape with
precise key metrics. This program is an arsenal of tools—SWOT analysis, PESTLE analysis,
7S model, Fishbone Analysis, Five Forces analysis, and the Business Model Canvas—each a
weapon to conquer the battleground of business challenges.

"Business Model Analysis and Design" is more than a program—it's a beacon for leaders
aiming to sculpt the future of their organizations, ensuring they are not just participants in the
market but pioneers leading the way. Join us to transform your understanding, analyse the
building blocks of success, and craft a business model that is not only efficient but also
resilient and innovative.

Program Objective

This program aims to equip leaders with comprehensive skills in understanding, analysing,
and crafting robust business models to steer their organizations toward success.

Learning Outcomes

After completing this program, participants should be able to:
1. Demonstrate a deep understanding of various business model frameworks and their
application in real-world scenarios.
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2. Analyse and design effective business strategies using tools like SWOT, PESTLE, and
the 7S model.

3. Craft and implement a dynamic business model canvas that responds to market
changes and customer needs.

4. Navigate and optimize the financial aspects of a business, including revenue models
and cost structures.

5. Identify and target key customer segments to enhance value proposition and market
positioning.

6. Leverage strategic partnerships and channels to bolster business operations and
outreach.

7. Utilize data-driven approaches to monitor, analyse, and drive business performance
and competitive positioning.

Methodology

The methodology for this program is designed to foster a comprehensive and interactive
learning environment, utilizing various teaching methods to enhance understanding and
application of the course material. Here’s how each method will contribute to the learning
experience:

1. Lecture: Core concepts and theories will be introduced through lectures, providing a
solid foundation of knowledge. This will involve expert delivery of content,
supplemented by multimedia presentations to illustrate key points, and facilitate
understanding.

2. Case Study: To bridge theory and practice, learners will engage with real-world case
studies. This approach allows for the application of theoretical knowledge to practical
scenarios, fostering analytical and decision-making skills.

3. Discussion: Interactive discussions will be encouraged to facilitate peer learning and
exchange of ideas. This will provide an opportunity for learners to critically engage
with the course material, share experiences, and gain diverse perspectives.

4. Quiz: Regular quizzes will be conducted to assess understanding and retention of the
course material. This method serves as a formative assessment tool, enabling both
learners and instructors to identify areas of strength and improvement.

5. Presentation: Learners will be required to prepare and deliver presentations on
specific topics or case study findings. This will develop their ability to synthesize
information, articulate arguments, and present effectively to an audience.

6. Simulation: Simulations will be used to replicate real-life scenarios where learners
can apply their skills in a controlled environment. This method enhances practical
understanding and prepares learners for real-world challenges.

7. Role-Play: Role-playing exercises will enable learners to enact scenarios related to
the course content. This experiential learning method helps in developing
interpersonal skills, problem-solving abilities, and understanding of professional
dynamics.
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Incorporating these diverse methodologies ensures that the program is engaging, dynamic,
and effective in achieving its educational objectives. Participants will benefit from a balanced
mix of theoretical knowledge and practical application, tailored to suit varied learning styles
and preferences.

Who should attend

This program is meticulously crafted for professionals aspiring to ascend into leadership roles
and established leaders aiming to surpass their current performance levels. Specifically, it
targets:

1. Emerging Leaders: Individuals who are in the process of transitioning to leadership
roles and need to acquire the necessary skills and knowledge to lead effectively.

2. Mid-Level Managers: Managers who are looking to enhance their leadership
capabilities and drive their teams towards higher performance and productivity.

3. Senior Executives: Established leaders who seek to refine their strategic thinking,
expand their leadership influence, and achieve exceptional results in their
organizations.

4. Entrepreneurs: Business owners and founders who want to develop strong
leadership skills to guide their ventures through growth and change.

5. High-Potential Employees: Talented individuals identified within organizations as
future leaders who need to be equipped with leadership competencies to fulfill their
potential.

6. Professionals in Transition: Individuals moving into new roles or sectors who
require leadership training to effectively manage teams and projects in unfamiliar
environments.

This program is ideal for those who are committed to excellence in leadership and are in
pursuit of personal and professional growth. It provides the tools and insights necessary for
individuals to elevate their leadership style, inspire their teams, and achieve outstanding
organizational outcomes.

Program Outline
Day 1: Laying the Foundation for Business Success
Introduction to Business Model Fundamentals

This opening module introduces participants to the essential building blocks that shape a
successful business model. It provides a clear understanding of how elements such as value
propositions, customer segments, revenue streams, and cost structures interconnect to drive
organizational performance. By breaking down these components, participants begin to see
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the business model as an integrated system rather than isolated parts. The session lays the
groundwork for deeper exploration throughout the program, ensuring that every participant
has a solid grasp of the fundamentals before moving into more advanced analysis and design.

Crafting the Value Proposition

This module guides participants in shaping a clear and compelling value proposition that
distinguishes their business in the marketplace. Through a focus on customer needs and
expectations, participants learn to identify what truly sets their offering apart and how to
articulate that value in a way that resonates with target segments. The session emphasizes
aligning products or services with customer pain points and aspirations, ensuring that the
value delivered is both relevant and sustainable. By the end of this module, leaders gain the
ability to define and refine propositions that strengthen market positioning and create lasting
competitive advantage.

Revenue Model and Cost Structure Analysis

This module examines the financial backbone of a business model, focusing on how revenue
streams and cost structures shape long-term sustainability. Participants explore different
revenue models, from subscription and licensing to transaction-based approaches, and assess
which align best with their organization’s goals. At the same time, attention is given to
analyzing cost structures to identify opportunities for efficiency without compromising value.
The session highlights the balance between generating income and managing expenses,
helping leaders design strategies that maximize profitability while maintaining operational
effectiveness. By mastering these principles, participants gain the insight to build financially
resilient and adaptable business models.

Strategic Analysis with SWOT and PESTLE

This module equips participants with the tools to evaluate both internal capabilities and
external forces that shape business outcomes. Through the SWOT framework, they learn to
identify strengths and weaknesses within their organizations, while also recognizing
opportunities and threats in the marketplace. Complementing this, the PESTLE analysis
broadens the view by examining political, economic, social, technological, legal, and
environmental factors that influence success. The session emphasizes how combining these
approaches provides a comprehensive perspective, enabling leaders to anticipate challenges,
leverage advantages, and align strategies with the broader business environment.

Understanding Customer Segments

This module emphasizes the importance of knowing exactly who the business serves and how
to meet their specific needs. Participants explore techniques for analyzing market
demographics, behaviors, and preferences to gain deeper insight into different customer
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groups. By segmenting the market effectively, leaders learn to tailor value propositions that
resonate with each audience and create stronger connections. The session highlights how
well-defined customer segments not only improve targeting and positioning but also enhance
overall business efficiency by aligning resources with the most impactful opportunities.

Day 2: Strategic Design and Operational Excellence
In-depth Exploration of the Business Model Canvas

This module provides participants with a detailed understanding of the Business Model
Canvas as a practical tool for designing, visualizing, and refining business models.
Participants learn how each of the nine building blocks—ranging from value propositions and
customer segments to key resources and revenue streams—interconnect to form a cohesive
strategy. Through guided exercises and examples, they practice mapping their own
organizations onto the canvas, revealing gaps, dependencies, and opportunities for
innovation. By mastering the use of this framework, leaders gain a clear, structured approach
to analyzing their business model and aligning it with strategic goals.

Analysing and Optimizing Revenue Streams

This module focuses on strengthening the financial engine of the business by examining how
revenue is generated, sustained, and diversified. Participants explore various revenue models
and assess which combinations best support their organization’s goals and market position.
The session guides them in identifying underperforming streams, uncovering new income
opportunities, and balancing short-term gains with long-term stability. Emphasis is placed on
using data-driven insights to forecast performance and ensure sustainability. By the end of the
module, leaders gain the ability to make informed financial decisions that enhance
profitability and support strategic growth.

Channel and Key Partner Review

This module examines how effective partnerships and distribution channels can expand a
business’s reach and strengthen operational efficiency. Participants learn to identify the most
impactful channels for delivering value to customers while analyzing how key partners
contribute to scalability and cost optimization. The session highlights the importance of
building mutually beneficial relationships that align with strategic objectives and enhance
competitive advantage. By understanding how to select, manage, and leverage the right mix
of channels and partnerships, leaders can design ecosystems that improve customer access,
streamline operations, and drive sustained business growth.

Resource Allocation and Activity Focus
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This module helps participants identify and prioritize the resources and activities that have
the greatest impact on achieving strategic goals. Leaders learn how to assess which
assets—human, financial, technological, or physical—are most critical to their business
success and how to allocate them effectively. The session emphasizes focusing on high-value
activities that drive growth and efficiency while eliminating non-essential tasks that drain
productivity. Through practical analysis, participants gain the ability to align resource
deployment with organizational strategy, ensuring that every effort contributes meaningfully
to long-term objectives and sustainable performance.

Competitive Landscape Analysis

This module equips participants with the skills to assess their industry environment and
identify where their organization stands in relation to competitors. Through structured tools
and techniques, they learn to evaluate market trends, benchmark performance, and uncover
strategic opportunities for differentiation. The session emphasizes how understanding
competitors’ strengths, weaknesses, and positioning enables leaders to anticipate shifts and
respond proactively. By integrating these insights into their strategic planning, participants
can refine their own market approach, strengthen their value proposition, and establish a clear
competitive edge that drives sustainable business success.

Day 3: Mastery of Tools and Strategic Implementation
Advanced Application of Fishbone Analysis

This module introduces participants to the Fishbone Analysis as a structured method for
identifying the root causes of complex business challenges. Participants learn how to
deconstruct problems into key categories—such as people, processes, materials, and
environment—to reveal underlying issues rather than just symptoms. Through guided
exercises and real-world examples, they practice applying the technique to operational,
strategic, and organizational scenarios. The session reinforces a systematic approach to
problem-solving, helping leaders make informed decisions that address core issues, prevent
recurrence, and improve overall business performance.

Five Forces Analysis for Competitive Strategy

This module enables participants to evaluate the competitive intensity and overall
attractiveness of their industry using Porter’s Five Forces framework. By analyzing supplier
power, buyer influence, competitive rivalry, threat of new entrants, and threat of substitutes,
participants gain a structured view of the factors shaping market dynamics. The session
guides leaders in interpreting these forces to identify strategic opportunities and mitigate
external risks. Through practical application, they learn how to position their organization
advantageously within the industry landscape, strengthening competitiveness and guiding
long-term strategic decisions.
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Leveraging the 7S Model for Organizational Alignment

This module focuses on using the McKinsey 7S Model as a framework to achieve alignment
across all elements of an organization. Participants explore how strategy, structure, systems,
shared values, style, staff, and skills must work cohesively to drive performance and change.
The session emphasizes diagnosing misalignments that hinder growth and designing
interventions to realign the organization around a unified direction. By applying the 7S
Model, leaders gain a holistic understanding of how internal harmony strengthens execution,
enhances culture, and ensures every component contributes effectively to organizational
success.

Synthesizing Insights for Strategic Advantage

This module brings together the various analytical tools explored throughout the program,
guiding participants in integrating their insights into a cohesive strategic direction. Leaders
learn how to connect findings from models such as SWOT, PESTLE, Five Forces, and the
Business Model Canvas to identify patterns, opportunities, and risks. The session emphasizes
turning analysis into action—transforming data and observations into clear, evidence-based
strategies. By synthesizing these insights, participants develop the capability to make
informed strategic decisions, ensuring their business models remain adaptable, competitive,
and aligned with long-term objectives.

Action Planning and Implementation

This final module focuses on transforming strategic ideas into concrete, executable plans.
Participants learn how to translate their business strategies into clear actions with defined
objectives, timelines, and responsibilities. The session emphasizes the importance of setting
measurable key performance indicators (KPIs) to track progress and evaluate success.
Through guided exercises, leaders practice developing implementation roadmaps that balance
ambition with practicality. By the end of the module, participants gain the confidence and
structure to move from strategy formulation to effective execution, ensuring that plans deliver
real results and drive sustained organizational performance.
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