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CANVAS BUSINESS MODEL: TIKET.COM

Customer Relationship

= Cross Selling
» Fast Response
» Upgrading System

Key Partners

= Product Vendors

= Diversification of
product ticket and
- -

Source: Edgar-Hendratmo-Yohandi-Junita
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BUSINESS MODEL CANVAS " LinkAja "

Key Partners Key Activities Value Propositions Customer Relationships Customer Segment
() Asuransi () PenggunaanQRISdalam | e-Walet () Diskon dan promo () Masyrakat Perkotaan
() E-voucher transaksi pembayaran (O Platformyang memadai |[(O) Kemudahanisi ulang () PenggunaSmartphone
() E-commerce (O Tarik Tunai di ATM (Mandiri, (pemegang saham BUMN |()  Menyediakan pembayaran [() E-commerce
() Edukasi BNI, BTN, dan BRI) yang sudah ternama) untuk sektor public (BPJS, |()  Pengguna angkutan umum
() Games & Hiburan () Transferke sesama (O Relasi BUMN untuk Pajak, Transportasi umum,
(O Internet & Komunikasi penggunan / rekening bank mencapai sektor publik Listrik dll)
() Kesehatan (O Fiturfasilitas berbagi (Amal)
() Lembaga Financial
() Food & Beverage Key Resources Channels
() Tagihan (O  Aplikasi yang user friendly () Pemberitaan (news)
() Retalil () Jaringan Koneksi (O Appstore 10S & Android
() Transportasi () Brandimage LinkAja (O MediaAdvertisement
"Dari & untuk Inonesia" (Radio, TV, Social Media,
Banner, papan billboard)
Cost Structure Revenue Stream
(O Biaya Development & Maintenance IT (O Fee dari kerja sama merchant
() Biaya Promosi & Advertising () Investasi financial
() Biaya Operational perusahaan

Source: Ivan- Ariani- Nathania- Frederick PPA UNTAR 2019/2020
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KEY PARTNERS

% Drivers with their cars Users
* Payment Processors # Those who do not own a car.
# Map API Providers * Those who do not want to
#* Insurance Companies * People who like to make a
S e new friend while traveling.
-z * Those who want a cost-
."-'ﬂ “l'm.'"l‘.u'-.i
doorstep.
Drivers
* People who own a car and

Wwant 1o earn money.
* People who love to drive.

* Those who do not want to
be treated as drivers.

CHANNELS

* Website
* Mobile App for Android
* Mobile App for iOS

COST STRUCTURE REVENUE STREAMS
* Car rides on per KenvMile basis.

* Car options - Lyft, Lyft Plus, Lyft Line.

Technological Infrastructure
Salaries to permanent employees
Payouts to drivers.

Marketing expenditure

LR 2% 28 2 4

Insurance costs

Source: Elyzabeth- Mei Lie- Valent- Grace PPA UNTAR 2019/2020
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CANVAS BUSINESS MODEL: MRT

Yy

mirt jakarta

Key Partners Key Activities Value Propositions Customer Customer Segments
1.  Pemerintah 1. Membangun, I.Kecepqtqn dibandingl Relationships Pendapatan Tiket:
2. Supplier mengoperaslkan, transportasi umum 1 A d : 1.10.467.600 Penduduk Jakarta

Inf K merawat dan |Ginny0 . utomated service (BPS)

nirastruktur mengusahakan 2 Ket tan wakt 2. Kepuasan 2.Warga Jabodetabek yang
3. Supplier parts prasarana MRT itz pleltelifinte hai commute sebesar 3.566.178
. 3.Keterjangkauan pelanggan orang (BPS)
pemeliharaa 2. Pengelolaan
q A T T 4.Akses yang mudah 3.Rata-Rata 65.000

4. Nippon Shatryo, properti/bisnis di ' penumpang MRT perhari

LTD selaku stasiun 5.Keamanan

6.Kebersihan Pendapatan Non Fare:

pembuat armada 1.Perusahaan pemasang iklan

MRT , telekomunikasi dan penyewa
5 Advertising Key Resources Channels ritel serta naming rights

agencies 1. Manusia 1. Reputasi
6. Mitra S e 2. Trial Gratis

s 3. Media
4. Stasiun k]
5. Teknologi pemasangan iKian

Cost Structure

1.

Biaya Operasional dan pemeliharaan

2. Biaya Pembangunan

Revenue Streams

1. Pendapatan dari tiket
2. Pendapatan Non Farebox

Source: Alvin-Andreas-Dedy-Hasri-Leonard PPA UNTAR 2029/2020




gus]nees Model Canvas 8u«kalmpmk

Key Partners

-Batavia Incubator
-GREE Ventures
-Aucfan

-IREP

-500 Strartups
-Lazada

-Facebook

Key Activities

Membuat akun
marketplace

Membuat akun media
social

Mencari suplier yang
harganya murah

Melakukan Updating
dan perawatan Website

Value Proposition Customer Relationships

Akses Mudah Quick Buy (Membeli
tanpa perlu registrasi)
Keamanan Terjamin
Jaminan 100% uang
kembali jika barang
tidak dikirim

Guarantee Money Back

Easy Paying /
Transaksi mudah

Pasti Menerima Barang
Pasti Menerima Uang

dan Testimoni Positif
Prioritas di Mesin

Key Resources

Desainer
Profesional IT
Administrator
Website

Staff & Employes
F

Pencari
Channels

Advertising Website

Mobile Application

Customer Segments

Mass Market
Pelaku LUKM

Information Seeker

Cost Structure

Online Data Storage, IT
Infrastructure,
Advertising Agency,
RED Cost

Revenue Streams

Tabungan, Advertising,
Application

Source: Alvin V- Frans-Bong-Kristiani PPA UNTAR 2019/2020
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