
GUIDE: 
CIRCULAR BUSINESS 
MODEL CANVAS





Coffee-
loving

 households

Club
Personal  
Automated
Building 
Loyalty

Flagship 
Stores
www

’Barista’ 
coffee at 
home. 
Simple.
Variety 

Machine 
Pods

Marketing
Production
Distribution

Coffee 
Farmers

Manufactu

Marketing
Branding
Production
Distribution

Brand. 
Patent
Distribution-
Channels
Coffee

EX: NESPRESSO

Waste with the pods



Rental of earrings
and jewelry
People with lower
Financial opportunities
who want
Have access to jewelry
 but who cannot afford 
to
buy the majority of 
jewelry

People with lower 
financial means 
who want 
earrings for 
special occasions

The customer gets a 

personal contact, but also an 

automated contact with 

others who want to rent 

jewellery

Via her platform on social media, 

which is already well established, 

she reaches her new customer 

segment.

A rental platform on her website 

where you can advertise your 

earrings

Premises for the creation 

of jewelry

Staff to manage platform

Jewelry

Time for creation

The platform must be created

Delivery of jewelery both in and 

out

Packaging of jewellery

The creation of jewelry

Maintenance of the rental 

platform

Customer service

Her existing 
customers who want 
to rent jewelry
Delivery company - 
with sustainable 
delivery
Company that creates 
the platform

Material costs
Personnel costs
Local costs
Delivery costs

Sell   jewelry
Rent out jewelry
A % of jewelry rentals on the 
platform by other exhibitors

The creation of jewelry - materials

Deliveries

Reuse of jewelry

Product becomes service via sharing 

platform



• The core of everything
• One or more
• Never ”everyone"
• Clear customer segments create 

insights into customer needs

CUSTOMER SEGMENT



• Creates value for a specific customer segment
• The reason why your customers choose you
• Solves a problem or meets a need
• Package of benefits

VALUE PROPOSITION



• How a company/entrepreneur communicates with and 
reaches out to its customer segments

• The interaction with customers
• Communication, distribution and sales

CHANNELS



• Describes the type of relationship, eg personal, 
automated

• How can they be developed and improved?

CUSTOMER RELATIONS



• The money a company generates from each customer 
segment

• The "arteries" of the business model
• The value that customers are willing to pay for
• Different pricing mechanisms for different revenue streams

REVENUE STREAMS



• The most important assets needed for a business model to 
work

• Enables a business to create and offer a value proposition
• Impact on the market
• Maintain relationships
• Generate revenue
• Physical, financial, intellectual or human

KEY RESOURCES



• What a company/entrepreneur must do for the business 
model to work

KEY ACTIVITIES



• Network of suppliers and partners that make the business 
model work

• Strategic alliances between non-competitors
• Strategic partnerships between competitors
• Relationships between buyer and supplier

KEY PARTNERS



COST STRUCTURE

• The main costs
• Premises, staff, system




