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Session Topic: “Business Model Canvas- An Approach for Converting Idea into Business Model”

Objectiveof the Program: It allows you to depict your thinking and business model in a visual
format.

Benefits/Outcome of theProgram:

Business Model Canvas is focused

BMC is clear and concise:

Reduces the risk of failure:

Scientific framework that works: Business model canvas is a tried and tested methodology not only for
startups but also for innovating in large enterprises

Description:

BMC is now the standard used not only by startups but also companies like Microsoft, GE, Master
card. The goal is to look beyond spreadsheets, market research and financial projections. It is
interesting to note that although the main focus of the BMC is to establish the foundation of your
business model, it also helps in enhancing your business as it evolves.If you want to be a successful

startup, you need something powerful like the business model canvas.

Organizedon:17.03.2023

Student Participants number :107

Students/Faculty Registration Details with timestamp: Attached

FacultyParticipantsnumber:5

Expenditure amount if any: -
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Department of Computer Science & Engineering
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Institution’'s INnNnovation Council (11IC S.O) Organizing
Session on

TOPIC = BUSINESS MODEL CANVAS —AN APPROACH FOR
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12. Keywords: Customer Segments, Value Proposition, Revenue Streams,

Channels, Customer Relationships, value delivery, and value capture
13. Lead Expert’s Name: Dr. T.S. MASTAN RAO

14.Lead Expert’s Email: mastanrao.cse@cmrtc.ac.in

15.Lead Expert’s Designation: Professor

16.LeadExpert’s Organization: CMR TECHNICAL CAMPUS



