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The 9 Steps to 
Design a SMART 
Business Model 

Aligned With Your 
Desired Lifestyle



Who will Benefit

Newbies: Learn the importance of designing a smart business model 
aligned with your strengths to avoid unnecessary frustrations  

Experienced: Check if your business model is still adapted to the current 
market and make useful adjustment before it’s too late
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My intention: By the end of this presentation you should walk away with a 
clear view of what you need to create your desired business map on a 
single sheet of paper. 

Jovan Pavlicevic, founder of forest : The legal aspects to get it right first time 



Rich corporate background but unfulfilled 1

2008, founded nucleus of change2

Recession hit and change of direction 3

About Me

Marketing focused work 4

Designed my ideal business model5

Digital marketing strategist and 
multimedia journalist 6
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INSIGHTS

Rules of engagement!
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2%
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Why do you want to be in Business? 
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Why do you want to be in Business? 

• Freedom of place
• Freedom of time
• Wealth
• Health
• Contribution
• Other
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Finding your Flow

• Wealth Dynamics, by Roger Hamilton

• Profiling tool for entrepreneurs 
• 8 different profiles  
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Finding your Flow

Wealth Dynamics,
Celebrities 
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Finding your Flow

Wealth Dynamics,
Example of profile  
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The Rules of the game are changing Fast

“When we teach a child to love to learn, the amount of learning 
will become limitless.

When we teach a child to deal with a changing world, she will 
never become obsolete.”

Seth Godin 
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Fast Moving Trends
“For a company to survive and grow, its shape must 
change quite often.”

- the market is changing faster than ever before; whatever worked a 
year ago doesn't work today 
- the competition is more aggressive today than it has ever been 
before
- the customers today are more demanding and they want more: they 
want it better, they want it faster and they want it cheaper

Business canvas allows you to be agile!
© Copyright 2015 nucleus of change | FrancineBeleyi.com | @FrancineBeleyi



What is a Business Model? 
‘A business model describes the rationale of how an organization creates, 
delivers, and captures value’ A. Osterwalder

A Business Model should express :
•How the business delivers value to customers
•How much customers are prepared to pay for that value
•How it converts the payments into profit

 Critical to know what customers want, how they want it, and how a business 
best meet those needs
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Shifts in Industries

New paradigms 
Sharing economy
Triple bottom line
Crowdfunding
Frictionless eco
Trust economy 
EdTech, FinTech
HealthTech, AgroTech
Wearables 
3D printing

Book publishing: Lulu.com 
Banks: Mpesa, Fintech
Hotels: Airbnb 
Transportation: Blablacar, Uber
Offices: co-working spaces 

As a result of digital technologies and internet many industries are being 
disrupted and offering new services directly to the consumer.

Which wave do you want to surf on to start your biz?
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Three Key Advantages in Business

The more people use your 
infrastructure the more you 
cash in. 

Amazon, Facebook, 
Google, Youtube.

Infrastructure
Your money comes from 
innovative products/sces. The 
more you bring new products 
& services to the market  the 
more you cash in.

L’oreal, Apple
.

Innnovation 
Business intelligence  
New paradigm: Focus on 
knowing your customer 
intimately and the rest 
will follow. 
The more you build a 
strong relation with your 
customers the more you 
cash in.

Services, content, apps
.

CRM

New way of doing business = from customer’s perspective and providing 
great customer experience. Requires a new level of thinking.
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Design Your 
business on a 

Single A4 Sheet 
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Business Model Canvas: 9 blocks
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What is an Entrepreneur? 

Somebody who solves a problem out of profit. 
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1. Customers 
Segments
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Case Study
Anna wants to make a difference by 
setting up a business to help women 
in deprived areas of London.

Problem: people she wants to help 
don’t have money to pay for her 
services.

What should Anna do?
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Profitable Niche
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2. Value 
Proposition
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Choose your Battle

Use Fibonacci numbers to rate. 

1. Solve a specific problem: score 1
2. Big problem: score 2
3. Big number of people: score 3
4. Growing niche: score 5
5. Fit your passion: score 8

Possible total score: 19

How you deliver Value?

How unique are you?
• Speed
• Ease
• Experience 
• Novelty 

“If I was the 
customer would it be 

a no-brainer?”

Don’t be afraid of polarising people
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Mantra 
Why your business 
exist? 3 or 4 words 

“Because you’re worth it!’

“Every Little Helps” 

“Just do it”

Mission statement 
Sixty words that 
nobody believes in 
“The mission of XYZ is to 
deliver superior quality 
products and services for 
our customers and 
communities through 
leadership, innovation, 
and partnerships”

Make a Meaning

Successful entrepreneurs are motivated by the desire to make meaning, to 
change the world, to make the world a better place. 

© Copyright 2015 nucleus of change | FrancineBeleyi.com | @FrancineBeleyi



KYM-Understand Business Cycles

Where in the cycle the industry you want to enter is? 
Saturated? Emerging? Consolidating? 

8 stages of enterprise - Wealth Dynamics © Copyright 2015 nucleus of change | FrancineBeleyi.com | @FrancineBeleyi



3. Distribution 
Channels



Make it easy to the customer to buy from you
Be accessible across channels and Mobile friendly

Online & offline / Own & others platform
Deliver on your promise (Amazon Prime!) 

Offer alternatives (Africa) 

How do you deliver your product/service? 
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4. Customer 
Relationship

Be trusted 

Be preferred
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How do you interact with Clients? A large marketplace 

• Almost half of the population 
on the net 3bn +

• Growing at an average rate 
of 741.0 % globally 

• Africa growing at 6,498.6% 
…Middle East growing at 
3,303.8%. 

1.23 billion
users worldwide

259 million users

200 million active 
users

1 billion+ unique 
users each month 

‘The net is your oyster!’
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How to Attract, Sell and Retain Clients?

LEAD GENERATION
Integrated marketing strategy

Email marketing (Building list with landing pages)
Content marketing includes blogging (organic growth) 

Social media marketing (relationship, listening)
Paid advertising (Google ads, Facebook ads, specialised 

magazines)
Video marketing
PR, partnerships

Webinars, events/seminars 
Direct calls, listing on directories 
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CONVERT INTO SALES 
Develop a strong sales pitch to present your offer in a 
compelling way
Benefits and features, how well off they would be, why 
buy now (incentives) 
Guarantee, bonuses, discount, bulk buying 
Make the purchase frictionless, easy payment facility, 
Sales funnel aligned with customer journey
Down-selling, up-selling, cross-selling

RETENTION
Continue delivering great value, get feedback, 

testimonials, customer insights, referrals, loyalty 
scheme, new products and services



• Deliver great value first then leverage 
• Be a great listener. Listen to what your market say, build 

customer intimacy
• Be your own PR: learn to blow your own horn and be 

comfortable with it
• Check your competition but don’t be obsessed – focus on 

delivering the best value to your clients
• Produce valuable content, share stories worth telling 

Marketing is the BLOOD of business 
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5. Revenues
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Wealth = Value * Leverage (Roger Hamilton)

Know Your Figures
Build a strong sales machine  

Create Multiple streams of income 
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• Direct sales (network marketing)
• Franchise (Mcdo)
• Low-cost (easy jet)
• Loyalty (shops, hotel, planes, lounges)
• Low-cost carrier (easy jet)
• Subscription business model 

(telephone, insurance, membership) 
• Bait and hook (razor/blades, mobile 

phone/air time, printer/inkjet)
• Multi-level marketing (Avon)

• Freemium (gmail, skype)
• Premium (La Compagnie)
• Open-source (software)
• Online auction (ebay) 
• Online content (blogs, youtube, 

facebook…)
• Crowdsourcing (Kickstarter, 

Indiegogo, Patreon)
• Sharing economy (Blabla car, Airbnb)
• Private sales (ventesprivees.com) 
• PAYG (pay as you go)
• PWYC (Pay what you can)

Examples of Revenue Models
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Dog Training Consultant
Primary income:  £ Consulting fees 

1. Group Training
2. E-products: DVD, 
eBooks, audio, videos

6. Membership site
7.  Affiliate program
8. Cross selling 

3. Webinar 
4. Writing book
5. Speaking 

Leverage your time 
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6. Key Activities
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Short term: Core activities (processes)
Formalise processes to ease delegation
Which one should you do internally? Or outsource?

Which Activities you do to deliver your VP
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Long term: Foresight & PESTEL (To avoid being Uberised!)
How can you 10x your business?



TEN TRENDS
By Roger Hamilton, FFYB 2015

Where can you spot a money-making opportunity? 
© Copyright 2015 nucleus of change | FrancineBeleyi.com | @FrancineBeleyi



7. Key Resources

© Copyright 2015 nucleus of change | FrancineBeleyi.com | |@FrancineBeleyi



Human resources 
Technology resources

Financial resources  

“If you have knowledge, let 
others light their candles with it.” 
Winston Churchill

Which Resources you need to deliver your VP?
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8. Key Partners
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Financiers 
Peers  Mentors

Ambassadors 

Who can help you get there faster? 

• Strategic Partnership
• Alliances
• Joint Ventures
• Affiliates
• Crowdsourcing  
• Big corporates 

Key principle
Ensure your values are 
totally aligned.  
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Costs
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Time, Energy, and Money

How much do you need to run your business monthly? Cost the KA and KR 
How much you need to spend upfront? 
Do you have this money now? where will it come from?
Plan for 18 months with no salary!
Cash flow is king - sales # cash (unless you are Amazon)
Keep cost down: don’t spend any money that is not absolutely necessary
What do you need to sacrifice to get your venture going?
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Question
Time

How many potential streams of 
income the dog consultant can 

add to current revenue?
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Your Homeplay: Design Your Ideal Business Model
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Connect with Me 

www.francinebeleyi.com

www.linkedin.com/in/francinebeleyi

www.twitter.com/Francinebeleyi
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Download the slides at 
francinebeleyi.com/9steps

http://www.francinebeleyi.com/
http://www.linkedin.com/in/francinebeleyi
http://www.twitter.com/Francinebeleyi
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