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Nonprofit Business Model Canvas + Template

Nonprofit organizations are a vital part of our society. They provide critical services to people in need and work to make the world a better place. However, nonprofit organizations also face unique challenges when it comes to their business model. In this article, we will explore the nonprofit business model canvas and how to create one for your own nonprofit organization.
Download the Ultimate Nonprofit Business Plan Template
Types of Nonprofit Business Models
There are a few different types of nonprofit business models. The most common are membership-based, program-based, and social enterprise-based.
Membership-based nonprofits : These organizations rely on membership fees to support their operations. They may also offer other benefits to members, such as discounts or access to exclusive events.
Program-based nonprofits: These organizations provide programs or services to the public. They generate revenue through program fees, grants, and donations.
Social enterprise-based nonprofits: These organizations use entrepreneurship to further their mission. They generate revenue through the sale of goods or services.
What is Included In a Nonprofit Business Model Canvas?
The nonprofit business model canvas is a tool that can help you map out your nonprofit’s unique business model. It includes nine key elements of your nonprofit organization:
– Mission: The reason or goal for your existence.
– Value proposition: Your unique offer to the world.
– Target market: The primary audience for your nonprofit.
– Key resources: The most important assets of your nonprofit.
– Key Activities: The most important activities of your nonprofit.
– Key Partnerships: The strategic relationships of your nonprofit.
– Revenue streams: Sources of income into your nonprofit.
– Cost structure: The expenses of your nonprofit.
– Sustainability plan: The strategy of your nonprofit for long-term success.
How to Create a Business Model Canvas for Your Nonprofit
Creating a nonprofit business model canvas can help clarify your nonprofit’s purpose, identify your target market, and map out your revenue streams. Follow these steps to create your own nonprofit business model canvas:
Define your nonprofit’s mission: What is your nonprofit’s reason for existence? What problem are you trying to solve?
Determine your nonprofit’s value proposition: What unique offer do you have for the world? How does your nonprofit make a difference?
Identify your nonprofit’s target market: Who is your nonprofit’s primary audience? What needs do they have that your nonprofit can address?
Define your nonprofit’s key resources: What assets does your nonprofit have that will help you achieve your mission?
Identify your nonprofit’s key activities: What activities are most important to your nonprofit’s success?
Determine your nonprofit’s key partnerships: Who are your nonprofit’s strategic partners? How can they help achieve your mission?
Map out your nonprofit’s revenue streams: What are your nonprofit’s primary sources of income? How will you generate revenue to support your operations?
Outline your nonprofit’s cost structure: What expenses will you incur in order to achieve your mission?
Develop a sustainability plan: What is your strategy for long-term success? How will you ensure that your nonprofit can continue to operate in the future?
A Template Business Model Canvas to Get You Started
Looking for a nonprofit business model canvas template? Here’s a quick and easy way to get started:
Mission: [Name of nonprofit] exists to _____.
Value Proposition: We offer _____ to _____.
Target Market: Our primary audience is _____.
Key Resources: Our most important assets are _____.
Key Activities: Our most important activities are _____.
Key Partnerships: Our strategic partners are _____.
Revenue Streams: Our primary sources of income are _____.
Cost Structure: Our expenses are _____.
Sustainability Plan: Our strategy for long-term success is _____.
[Name of nonprofit] is a _____ that provides _____ to _____. We generate revenue through _____. Our expenses are _____. Our strategy for long-term success is _____.
Tom Graves / Tetradian
Using Business Model Canvas for non-profits
How do we use Alex Osterwalder ‘s  Business Model Canvas for the business of a not-for-profit organisation? Or, for that matter, the non-monetary aspects of a commercial organisation?
Over the past while have been asked by quite a few folks – Shawn Callahan ,  Alan Rodriguez , Robert Phipps and others – about how to use the Business Model Canvas in an NGO, government or other non-profit context. (Shawn’s client was a well-known international charity; I understand that Alan does architecture work for an independent but government-sponsored energy-trading exchange or something similar; Robert does data-architecture and other architecture-work in a government department in the social-services sector.) Hence seems that this might be a useful excuse to do a brief how-to, also linking Business Model Canvas to enterprise-architectures and business-process management via the Enterprise Canvas model.
‘Brief’ will likely be a relative term here, so continue after the break…
Osterwalder’s Business Model Canvas – first described in the book Business Model Generation – has rightly become a staple for business-architecture worldwide:
Its strength is in its simplicity: it’s easy to describe a commercial business model in these terms, easy to understand, easy to engage people in business-model design and redesign. It’s also implemented in Osterwalder’s BMTbox iPad app, making it a powerful tool for ‘cafe conversations’ about business-models. For ‘conventional’ commercial business-models and their related business-architectures, it’s excellent.
Business Model Canvas for commercial organisations
Typically, we would start from either Value Proposition or Customer Segments, and move outward from there. What is our offer to the market? Who are the customers for this offering? and so on. The Business Model Generation book includes quite a wide range of standard strategic and tactical frameworks to get us started, such a Blue Ocean, Porter Value-Chain and so on.
We then wander around the model, iteratively, looking at the implications of each option, its impacts on everything else. For example, given these Customer Segments, through what Channels would we deliver our Value Proposition? Through what means would we create Customer Relationships to connect each of those Customer Segments to our Value Proposition? What returns – Revenue Streams – would we expect from each of our Customer Segments? What are the Key Resources we need to create and Deliver our Value Proposition? What are the Key Activities through which we would do this? What supplies do we need from others, or could we outsource some of those activities? – in other words, who would we need as out Key Partners? And what impact would each change have on our Cost Structure?
We can also support multi-segment business-models, such as the classic three-way free-newspaper-as-intermediary model used in modified form online by Google and the like, with its distinct value-propositions for three distinct customer-segments: the content-providers, who are paid to provide meaningful content for the ‘consumers’, who get the product for free, all of it paid for by advertisers, who get their messages embedded in the content.
And one of the great things about the model is that we can literally start anywhere. Round and round we go, trying out all the different options, building up a picture of the whole with wads of little Post-It® notes and scrawled connection-lines.
[ An aside : from an enterprise-architecture perspective, one of the really serious limitations of the current version of the BMTBox app is that it doesn’t support those connection-lines – in fact to me, as an enterprise-architect rather than solely a business-model designer, that one absent-feature can sometimes render the app itself almost useless in practice. I had a long argument with Alex about this during the early development stages of the app, and lost: oh well, it is his app, after all. 🙂 I didn’t succeed in explaining that whilst the connection-lines are implicit on the physical Canvas – because people simply draw them in as required with a whiteboard-marker or whatever – they need to be explicit on an app, especially for any kind of multi-segment model. The point is that whilst the ‘boxes’ on the model describe the activities and resources, in architecture we’re every bit as concerned with the ‘lines’ – the flows that connect between the ‘boxes’. I gather that the BMTBox app will eventually support explicit connection-lines: so if more of us can nag Alex about this, perhaps we can get it to happen sooner? – because it is essential for architecture-work, as will become clear later.]
Change the building-block labels for non-profit organisations
Yet there are practical problems that arise as soon as we move outside of a commercial scope. There is still always a ‘business model’ – the means by which the organisation achieves its aims, ‘the business of the business’. Most of the ‘left-hand side’ of the model in Business Model Canvas is much the same in a for-profit and not-for-profit context, but the ‘right-hand side’ is often radically different in a not-for-profit context, where terms such as ‘Revenue Streams’, ‘Customer Segments’ or even ‘Value Proposition’ may make little apparent sense. So for a non-profit, that’s the first thing we need to fix.
This part isn’t hard. The BMTBox app does allow us to change the building-block labels as appropriate. And it’s straightforward enough to hack the standard BMCanvas template: Osterwalder generously released it under a Creative Commons licence, so it’s freely available in various formats such as  PDF and PPT . (The BMTBox allows us to edit the labels, too.) Given that, we can change the labels to whatever we might need. For example, for Shawn’s strategic-review for a large charity, a few months back, we changed the labels and the supporting-text as follows:
	Customer Segments to  Co-creators (using CK Prahalad’s term ‘ Co-creators ‘ as a generic for all ‘provided-to’ relationships and roles)
	Customer Relationships to  Relations (generic to include non-customer relationships)
	Cost Structure to  Value-streams – outlay and costs (to include non-monetary costs, such as investment of effort or potential costs to reputation etc)
	Revenue Streams to  Value-streams – returns (to include non-monetary value, in particular success in terms of the charity’s social/environmental aims)

In essence, the process for business-model development remains much the same as above: we identify the groupings of Co-creators, and the offerings (Value-propositions) to those respective groupings of co-creators, assessing Costs and Returns in the respective forms of value. We go through the same iterative assessment: for example, how do we connect with the respective groupings – our Relations with them? Via what Channels do we deliver the respective offerings? What are Key Resources and Key Activities do we need, to make this happen? Which Key Partners do we need, assisting in which activities and resources? Round and round, iterating through all of the different options.
This is enough for a first-level review of a non-profit business-model. Yet this still doesn’t resolve the fact that some of the core concepts behind the respective business-models can be very different to those in a commercial context: and in those cases, we do need to go deeper.
[ Another aside : It’s perhaps important to remember here that Business Model Canvas is designed for, and optimised for, one specific purpose: developing and mapping business-models for commercial business enterprises. It is a  very powerful tool for that purpose. The moment we move outside of that commercial scope, though, or if we try to use it for enterprise -architecture rather than business-architecture, we need to remember that we’re asking the Canvas to do something that it wasn’t designed to do. In other words, those adaptations that we need to do here are our own responsibility, not Alex’s – and we can’t complain about it, either!]
Connecting to vision
For government or other non-profits, the emphasis on monetary revenue is obviously an important limitation for the Business Model Canvas. Yet in going deeper, we soon discover that the Canvas has several other structural assumptions that really start to get in our way. The first of these relates to enterprise vision .
In effect, Business Model Canvas assumes that the vision – the ‘core question’ – that drives the business-model will always be ‘how do we make money?’ Hence its Value Proposition will always tend to be forced into those terms: the ‘value’ is qualitative – better, cheaper, faster – but is ultimately expressed as a monetary value. (The BMTBox app at present  only allows value to be expressed in monetary terms.)
In enterprise-architectures, though, we need to lift the understanding of ‘value-proposition’ up a notch or two. (This is actually true for commercial organisations as well as government or non-profit.) We need to know what ‘value’ means within the shared-enterprise, before it gets converted to monetary terms – if it can be converted into those terms at all. Before we go any further, we need a better understanding of that shared-vision and the values that derive from it. (See, for example, the slidedeck ‘ Vision, role, mission, goal ‘, and the summary in slide 20 in this presentation .) In those terms, the organisation exists to satisfy some aspect of the tension between the desired aims and what actually exists at present:
Chris Potts’ aphorism is a useful reminder here: “customers do not appear in our processes, we appear in their experiences”. The vision describes the reason to connect with the organisation, and the expectations for those experiences. It’s not just a supply-chain about ‘bigger, faster, cheaper’: instead, the meaning of value – ‘that which is valued’ – is defined by the shared vision, and everything that flows around the ‘value-network’ of the shared-enterprise is assessed both in terms of its direct value to the next person in the flow, and in terms of the values of the enterprise. In that sense, everything in the enterprise is a service that works towards the same shared desired-ends.
That then has a two-fold impact on the model’s Value Proposition.
First, the focus of the value-proposition shifts to how this activity or product or service delivers value to the entire shared-enterprise – not solely about ‘bigger, faster, cheaper’ and the like. It is first about how it contributes to the non-profit’s aims, or the government-department’s Results Logic [PDF], and then the qualitative concerns such as ‘bigger, faster, cheaper’ – in that priority order. The concept of offer as ‘value-proposition’ remains: but if it does not demonstrably contribute towards the enterprise-vision, it will not be perceived as a ‘value-proposition’.
Second, it implies that the service needs some kind of value-proposition for every stakeholder-group in the shared-enterprise – even those with whom it does not have direct transactions. For a non-profit, reputation and trust are the keys here – particularly in relation to non-clients or, especially, anti-clients , who will hold the organisation to account on those values. For a government department, these will be citizens and voters, who may not have direct interactions with the department, but who will certainly influence on or react to nominal policy – even as misreported in the media. The ‘market model’ is a useful way to summarise the relationships here:
Relationships with non-clients and anti-clients connect primarily with values, policies and trust – the latter in essence being a metric of the organisation’s perceived alignment with its declared or implied vision of the enterprise.
Business Model Canvas sort-of deals with this on the ‘Customer’ side: if we think of non-clients and anti-clients as ‘customers’ of the idea or ideals that the organisation purports to represent, in its association with the shared-enterprise, then we could see Customer Relations as taking on that role of interaction, yet without ever reaching the point where main-transactions occur. The real complication with the Canvas for this, though, is that it’s asymmetric: there’s no equivalent of Customer Relations on the ‘supplier-side’ of the model. It’s at this stage in modelling that we may be forced to part company with Business Model Canvas.
Asymmetry of service
The structure of Business Model Canvas is somewhat asymmetric: its focus is firmly on the relationship between the organisation and its Customer Segments, without much attention paid to the ‘supplier-side’ other than the reference to Key Partners. That’s often a fair-enough short-cut in many types of commercial business-model. Yet even in business, a business-model can make-or-brake on the supply-side as much as on the customer-side; and in non-profits and government the distinctions between ‘customer’ and ‘supplier’ are rarely clear-cut.
Instead, it’s often best to think solely in terms of value-flows – before, during and after each main-transaction – and then identify the respective ‘customer’ or ‘supplier’ roles after that assessment. In this view, the organisation is and/or provides services that deliver value in relation to the aims of the shared-enterprise – and we model the service in terms of the value-flows between players. A ‘supplier’ is thus another service from whom we primarily receive some form of value in the main-transaction flow; and a ‘customer’ is another service within the enterprise to whom we primarily provide value, much as described in the market-cycle. In that sense, ‘customer’ or ‘supplier’ is not a person or organisation, but a contextual role that any person or organisation may take – and may switch between those roles, according to context.
Note too that we place a strong emphasis on the flows between our service and the ‘supplier’ and ‘customer’ services – which we can’t do so easily in the ‘block’ structure of the Business Model Canvas. (This is where the lack of support for flows in the BMTBox app becomes a serious shortcoming in practice.) Nigel Green’s VPEC-T – Values, Policies, Events, Content, Trust – is a particularly useful framework through which to assess those flows (though see the post ‘ More on “Not-Quite-VPEC-T” ‘ for some caveats on how to use that framework with Enterprise Canvas).
Investors and beneficiaries
Finally, there’s a collection of relationships that are usually implied or glossed-over in a commercial business-model, but are often extremely important on non-profit and government business-models: the relationships with investors and beneficiaries .
Investors are a bit like suppliers, but the main flow goes the opposite way: they put value into the service, rather than retrieve it on the backchannel (the ‘after’ flow). We often need investors to ‘prime the pump’, putting value in so as to start up the relationships with the main-transaction suppliers. Further up, they also help to provide credibility – ‘trustworthiness’ – to establish the respect of prospective clients, non-clients and anti-clients.
Beneficiaries are a bit like customers, but again the main flow goes the opposite way: they retrieve value from the backchannel, rather than putting it in, as customer-roles do.
In Enterprise Canvas, we model these as roles attached to the respective side of the backchannel – investors on the ‘supplier-side’, beneficiaries on the ‘customer-side’.
A beneficiary is anyone who retrieves some form of value from the organisation, in terms of the values of the shared-enterprise. For example, a community may gain a sense of pride, of satisfaction, or simply the fact of having gainful employment within a money-based economy.
In this context, it’s often very important to not view ‘value’ solely in monetary terms – otherwise many of the business-crucial investor or beneficiary relationships will not make sense, or may not even be visible at all.
One of the key concerns in modelling these relationships is that two types of relationships do need to balance somehow – otherwise anti-client problems will be created or exacerbated. There is often additional complexity in that investors and beneficiaries are not necessarily the same people, and that the forms of value in each flow may be different – for example, a community invests effort and trust, and receives a stronger sense of community in return. Again, the VPEC-T frame provides a very useful set of ‘lenses’ through which to view and assess these flows and relationships.
There’s no obvious means to model these relationships in Business Model Canvas as such: you would either do so by attaching the respective extra ‘blocks’ below Cost Structure (investors) and Revenue Streams (beneficiaries) respectively. Another, perhaps more practical option is to do preliminary modelling in Business Model Canvas, and switch over to Enterprise Canvas once the limitations of the former are reached.
Business Model Canvas, in its current form, is a very good framework on which to develop business-models for commercial organisations. It’s not such a good fit for the requirements of business-modelling for non-profits and government departments: the main limitations are in its built-in assumptions about the nature of value, its inherent asymmetry in terms of relations with customers versus suppliers, and its lack of support for modelling relationships with investors and beneficiaries. The Business Model Canvas has huge advantages in terms of simplicity and ease of understanding, whilst the Enterprise Canvas model provides a useful and largely-compatible alternative for the aspects of modelling that Business Model Canvas cannot reach.
[In the next post, I’ll describe how to use Enterprise Canvas to extend a business-model in Business Model Canvas into the more detailed-modelling needed for enterprise-architecture assessments of implementation and execution of the business-model.]
Related posts:
	Where marketing meets enterprise-architecture
	Next-generation toolsets for enterprise-architecture?
	Who is the customer?
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10 Comments on “ Using Business Model Canvas for non-profits ”
As an early adopter of Alex Osterwalder’s approach to business models – based on the Business Model Ontology, pre-cursor to Business Model Generation – I have to respectfully disagree with your position on the BM Canvas needing to be modified for use in public sector cases; non-profit or government.
First let me state I am a great admirer of your architectural adaptation of the canvas. I have extensive background in EA, including working with Zachman Associates on a large government project, and your thoughts around the transition from business description to architectural description are intriguing. I will be spending more time to absorb them.
But back to the canvas. Most of my work has been in the public domain and I worked with Alex to apply the canvas in government at the business line, branch, department and whole of government levels. A large transformation project was a pilot of the innovation process in the book (referenced in the book as Public Works and Government Services Canada). I have also worked with non-profits in music and social entrepreneurship. All of these have been done without any modification to the canvas.
What we have learned about working in a third-party pay system where party A pays party B to deliver services to party C, e.g. government or non-profits funded by granting bodies, is the canvas works very well. The key is to view the interactions as multiple business lines supported by the organization. Every government department or business line receives appropriations (revenue) based on accomplishing goals (value prop) to the government (client segment). To prove their value they must be able to document their delivery of the services (captured value: social impact). This represents one of their business lines. The other business line or lines are the services they actually deliver to the identified third parties (client segments) and the canvas is filled out appropriately, with a revenue source from the funding body.
This approach works with all ‘social’ based organizations. The key is to understand and document the funding body as a separate business line critical to the business operation. The concept was derived from multi-sided platforms in which one side of the platform delivers no revenue to the business. Unlike the platform business though, there are no common services to support the platform and the value propositions may be completely separate.
On the Business Model Innovation Hub, http://www.businessmodelhub.com/ I have posted 3 examples of health care non-profit business models using the canvas. it may be worthwhile looking at these cases.
Keep up the interesting work, thanks.
Mike Lachapelle
Hi Mike – I also would appreciate a copy of your healthcare business models, particularly if they represent Canadian examples. Thanks
Tom ,thank you for these extensive thoughts. I believe the BM Canvas as it stands does need some reinterpretation for wider social innovation use and adoption. Like Mike I want to absorb your thoughts here a little more but I have to say the file siting on my desk on what needs to change in the BM Canvas to meet Social Innovation has got a little more interesting and you have pushed me to understand the concerns and points of difference needed for this to move main stream into social innovation articulation. Recently I saw Steve Blank call the BM Canvas a BM Scorecard to manage the constant validation and testing for start ups to improve on thier intial BM model. Thanks again for your thoughts here
This is an excellent blog post Tom, thank you so much for posting such a detailed analysis. I thoroughly agree with you that the Business Model Canvas is too limited for documenting not-for-profit businesses and government business models. I have been working to modify the Canvas so that it suits the purpose of documenting Government business models but have found short comings in my work so far.
I have seen and read your posts about the Enterprise Canvas before, but haven’t taken the time to truly absorb them. The explanations in this posts explaining the logic of the Enterprise Canvas are really accessible. Well done.
One of the shortcomings of using a canvas is being able to communicate a whole business model in one page. You can certainly use different colours for different streams, but ultimately I find the canvas needs supplementary material to explain it. I’d be interested in knowing how you address adding detail to your models. I am not a fan of the current practice of practitioners doing entirely visual canvases e.g. the world cup model , as I believe this doesn’t communicate the value of the canvas.
Tom. First off thanks for saving me some work! I promised to give some friends an explanation on using the Business Model Canvas in EA and now I can just point them at this blog. There’s a lot to digest here, so I just want to make a few observations, most of which are off the main stream of your article. Sorry. The apparently very strong bias towards commercial organizations was one of the first things that struck me about the Canvas. In that world, value is inevitably expressed in EBIT, EBITDA etc because that’s pretty much all the shareholders are interested in. Well, actually a cynic might say that institutional investors are only interested in the share price and market capital, because they make their money by buying and selling shares (and companies) – not from dividends. That’s a shame, because it distorts the assessment of value away from the long term future and “core business” of an organization, which in turn makes some of our core activities as enterprise architects irrelevant to significant controlling forces in the enterprise. The Canvas isn’t designed to deal with that world and neither am I.
Now because I’m a bit lazy, I haven’t spent much time reading the writing behind the Canvas and have just tended to use it intuitively. The result is that I haven’t actually worried about these issues and have treated “revenue streams” as just one of the motors of an organization and not granted it any more significance than any other box. Partly for this reason I’ve not had much problem with the asymmetry you mention. What I do find more difficult with the Canvas is explicit modeling of extended enterprise scenarios. The Canvas seems to adopt the traditional view that suppliers are strictly outside the enterprise and the traffic is one way. This limitation is for me partially addressed by your comment “the service needs some kind of value-proposition for every stakeholder-group”. It’s arguable that this applies to all organizations, not just non-profit and it’s clear (to me) that it applies to an extended enterprise. I don’t want to argue that the Canvas can’t support this (Michael certainly claims that it can and I suppose I would too)but it doesn’t make it easy and it could be misleading for newer readers (or those looking for a cookbook).
Another thing I want to say is that, because the canvas has no prescriptive method, you can start pretty much anywhere – depends on the current state of an organization and what is most dynamic. In the commercial world at least, a lot of business model changing developments actually come out of completely unexpected areas. I find, for example, the whole development path iPod, iTunes, iPhone, App Store, iPad (and thus now Android and other branches of this) a fascinating interplay of Activities, Resources and Partners that has led to a shared set of new value propositions (and revenue streams) that were almost certainly not thought of in advance. That I can represent this using the Canvas is to me a demonstration of its flexibility and power.
These are just some thoughts, provoked by reading this but, as I say, not directly related to the focus of the article. I promise to make up for that soon.
@Michael Lachapelle – Hi Michael, and thanks. For the most part, I’ll strongly agree, except on one key point: “I have to respectfully disagree with your position on the BM Canvas needing to be modified for use in public sector cases; non-profit or government”.
I have to say this, because a couple of paragraphs later, you provide a clear example where you yourself had to modify the Canvas to make it make sense in a non-profit context: “Every government department or business line receives appropriations (revenue) based on accomplishing goals (value prop) to the government (client segment)” and “To prove their value they must be able to document their delivery of the services (captured value: social impact).”
Let’s take this in some detail, because every point you make there is a modification of the Canvas. You started by saying that this was a model for a government department, but the first thing you do is place the government as a customer of itself. You then describe government-funding as revenue , when in fact it’s the exact opposite: in this context we’re actually running the Canvas model backwards. (This concept is explained in more detail by the ‘Investor/Beneficiary’ mechanism in Enterprise Canvas.) You then talk about the actual ‘revenue’ for the business-model, namely “(captured value: social impact)”. All in all, those are fairly major modifications to the kind of conventional money-oriented business-model for which the Business Model Canvas structure is optimised.
To me – and I fully accept that this is my perhaps-unfair opinion – what you seem to have done is forced the thinking to fit the framework, rather than adapting the framework to fit the thinking that the context itself requires. I’ve no doubt the results worked well in practice, but it does seem a risky way round, to do it that way?
@Paul Hobcraft – Hi Paul – as usual, thanks! The point I’m making here is not that the Business Model Canvas is somehow ‘wrong’ – because it isn’t – but that if we want or need to use it outside of its intended role and purpose, we are the ones who are responsible for making those adaptations. What I’ve been aiming to do in these posts is to look at bit deeply at the underlying logic and structure of the Canvas, to aid in that kind of adaptation. I’m very glad to hear that it’s helped! 🙂
@Anthony Draffin – Hi Anthony – yes, I do agree with your points re the ‘shortcomings’ of a Canvas. There are great advantages in being able to summarise ‘the organisation on a page’ or whatever, but we also need to remember that it’s only a stripped-down summary.
To me the greatest value of a model is not the model itself, but the conversations that its creation requires and its use inspires. The model itself is ultimately just a (visual) record of those conversations – and if we’re not careful, merely a dead or empty record at that. It’s how we use the model that matters – not the model itself.
@Stuart Boardman – Hi Stuart – yes, agree with all your points, re the built-in bias towards commercial organisations, the ‘single-node’ problem and difficulty for modelling supply-chains and other extended-enterprises, and the great value of the ‘start anywhere’ principle.
All of these themes are issues I’ve aimed to address in Enterprise Canvas – and I believe and certainly hope that I’ve done so. The trade-off, though, is that in some ways it is more complex the Business Model Canvas – or at less, less simple to take in from a single glance. That’s why I still say that if you’re doing conventional ‘how we make money’ business-model development for a commercial organisation, you almost certainly are better off starting with Business Model Canvas. It’s when you need to work in a different business-context, or when you go deeper into the story, that Enterprise Canvas starts to show its value, as a different way to explore what is otherwise much the same overall picture.
More on that in the later posts here, anyway – as you’ve no doubt already discovered by now? 🙂
Hi Mike, Do you mind sending to me the non-profit BM canvas in the health sector you have done.
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Transforming Nonprofit Business Models
Download & share.
This resource explains financial structure of nonprofits, broken down into four core components. These components – revenue mix, infrastructure and expenses, program cost, and capital structure – define the business model that creates value for the community and sustains the business entity.

Nonprofits are appropriately viewed primarily as mission-driven organizations. Evaluations of success focus on an organization’s impact in the community, such as job placements, academic achievement, and family stability. However, nonprofits are business enterprises as well, built on an underlying business model that makes the programs and organizations operate and succeed. The recent economic downturn stressed many nonprofits and led to questions about the sustainability of prevailing nonprofit models. Leaders of every nonprofit must carefully assess the effectiveness of their particular structure and prepare for a potentially different approach in the future.
Business models at nonprofit organizations have never been static. The structure and composition of revenues, expenses, and capital evolves over life stages and in response to external events and internal strategy. Rather than worry if “the model is broken,” nonprofit leaders must prepare for their next business model and invest resources to sustain the mission and serve the community. This preparation consists of four steps:
	Understand the current operating model;
	Diagnose any critical weaknesses;
	Forecast and plan a structure that will address the weaknesses and be effective in the short and midterm future;
	Implement the needed, and possibly difficult, changes.

Seeking an ideal or permanent answer is not productive, nor is it likely to be successful. Organizations grow, change, contract, and change again. This is not a simple process, and it will require the commitment of staff and board leadership and a shared vision of the ultimate, mission-driven goal.
Business Model Concepts
The financial structure of nonprofits contains four core components shown in the graphic to the right. Together these define the business model that creates value for the community and sustains the business entity. The four components are closely inter-related and each will be impacted by weaknesses or changes in any of the other three. Like a set of gears, if you move one, the others shift as well. The first step – understanding the current operating model – begins with inquiries and analysis of these elements. Diagnosing the critical weaknesses requires a realistic assessment of both external economic factors and past decisions and leadership actions. Forecasting and planning may lead to significant changes that affect core organizational operations and programs.
Assess the current condition of the four financial components of the business model to complete the process of developing a forecast and plan to implement the changes needed for the next stage.
Revenue Mix
The value of revenue diversification is a time-honored assumption in nonprofit financial planning. Realize though, that each different type of revenue requires a nonprofit to operate a new business. Government contracts, individual donors, and foundation grants require different infrastructure, expertise, and relationships. Most nonprofits have one or two dominant sources of revenue supplemented by one or two secondary sources. Few nonprofits can manage six or seven different revenue businesses effectively. Revenue growth is accomplished by developing reliable systems and relationships geared to those sources. The lure of diversification is understandable when you consider how difficult it is to replace a dominant revenue source. Many social service nonprofits are in this situation after having grown revenue with public funding, the very source that has been impacted most severely in the past few years.
	What is your dominant revenue source?
	How is the availability or stability of that source changing?
	Do you have other significant or secondary types of revenue that can be developed further with existing systems and capacity?
	If you need to create a new revenue type, do you have capital or capacity to invest in order to build the new business?

Infrastructure
For the last few years, nonprofits have been cutting corners and reducing costs. Many of the cuts have been in administrative expenses in order to preserve program services. Stable, effective leadership, governance, management, and fundraising are essential for longterm health. Now that all the corners have been cut, and more, nonprofits need to take a hard look at how they have operated in the past and look for ways to change the expense structure while maintaining vital infrastructure. Overall, nonprofit budgets are often developed by starting with the previous budget and adding or subtracting based on available resources. This process reinforces “we’ve always done it that way” thinking. A sustainable business model needs new thinking. Since personnel usually accounts for more than 60% of expenses, the review often includes changes to staff roles and responsibilities. The “answer” isn’t necessarily to reduce staff or salaries, but may result in new or different positions. Every expense area needs thorough review to seek different ways of accomplishing the nonprofit’s goals.
	What are the three largest expense types?
	Do you have a way to evaluate the effectiveness of these three costs in carrying out strategies?
	What are the possible alternative structures or options to deliver similar results?
	What are the strengths and weaknesses of the current infrastructure?
	What could be accomplished with stronger systems and support?

Cost of Effective Programs
Understanding the true cost of delivering their programs enables nonprofits to make clear decisions and choices about the value and priority of a portfolio of services. The true cost of programs includes direct costs that are normally attributed to the program, plus allocations for common costs such as occupancy, technology, office expenses, and communications. Programs also require the services of human resources, accounting, and other centralized administrative functions. These costs should be shared by programs using a rational and consistent method. The true costs of programs may be very different from the costs stated in contracts, and is often much higher than the prices paid by third parties or funders. The difference between cost and price is subsidized by the organization using contributions, general operating funds, earned income, or reserves. Allocating the available subsidy is one of a nonprofit’s most important financial decisions and should be made intentionally based on mission, impact, and strategy.
	Do you know the true program cost of core programs?
	Does this translate to a “per unit” cost?
	For programs that require subsidy, is the decision to provide subsidy justified by mission fit and program effectiveness?
	Does the organization have sufficient subsidy dollars available? If not, will reductions or changes be based on mission and program effectiveness?

Capital Structure
Without access to an equity source, capital at nonprofits is accumulated incrementally through fundraising, capital campaigns for buildings and endowments, and budget surpluses in the good years. The capital structure is revealed in the asset composition. Many nonprofits have substantial assets but virtually no liquidity because their assets are invested in buildings, long-term endowments, or restricted cash. Capital has been underemphasized in the nonprofit sector for years, with little attention paid to balance sheets and net assets. The importance of appropriate capital structure has never been clearer than now because unrestricted working capital creates capacity to invest in changes such as new fundraising initiatives, program development, and branding and marketing. Capital is also represented in the nonprofit’s financial obligations such as mortgages, long-term bonds, and other liabilities. The structure and cash requirements of these obligations can have a big impact on financial flexibility and cash flow.
	What are the two largest assets? Are they liquid or illiquid, restricted or unrestricted?
	Do the two or three largest assets significantly contribute to mission and program strategy?
	What are the two largest liabilities?
	Does the structure of these liabilities still fit the organization’s operations and budget?
	How much does the organization have in unrestricted net assets? What is readily available in cash and liquid funds to invest in the organization’s future strategies?
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Business Model Canvas
This tool for creating a business model, introduced in the  Startup Guide , can also be used to assess and enhance your current business plans, evaluate new opportunities and develop and implement new strategies and business models. 
To learn more about business model canvas, please see the  Business Model Canvas videos.  
Get a copy of the canvas at Canvanizer .
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Chapter 4 Choose a Business Model
“When you’re ready to incorporate your startup, remember to ask yourself what matters for your business – reaching the people who need your product most, or maximizing profits? The advantages of being a nonprofit will likely surprise you.” – Michelle Brown, Founder & CEO, CommonLit 

Every year we talk to hundreds of entrepreneurs who want to build a social impact startup. Many of them haven’t heard of the tech nonprofit model before or have received advice to incorporate as a for-profit social enterprise. While there are some great things about being a social enterprise (your product or outcomes of your business are doing some good for the world), if you incorporate as any type of for-profit, your bottom line changes.
If you decide to become a for-profit social enterprise, you enter double bottom line territory. That means you’ll have to split your focus between impact and profits, which is a tough line to straddle. One always wins out. But guess what?! There’s a model that allows you to build powerful technology, partner with renowned funders and corporations, bring in earned revenue, and exist entirely to create positive social impact. That’s the magic of the tech nonprofit model.
Social Entrepreneurship, Defined
Tech Nonprofit: A tech startup, building original software or hardware, that has selected a nonprofit business model in order to scale impact, not profits.
Social Enterprise:  An organization that applies commercial strategies to maximize improvements in financial, social, and environmental well-being. This may include maximizing social impact alongside profits for external shareholders.
B Corp:  Benefit corporation is a certification that requires a commitment to have a positive impact on society, workers, the community, and the environment in addition to profit as its legally defined goals.
Nonprofit: An organization dedicated to furthering a particular social cause or advocating for a shared point of view. Also referred to in the US as 501(c)(3) organizations, nonprofits are exempt from federal income tax under section 501(c)(3) of Title 26 of the United States Internal Revenue Code.
NGO (non-governmental organization):  A nonprofit organization that operates independently of any government, typically one whose purpose is to address a social issue.
Your Customer Might Make the Decision for You
Sometimes, your customers will define which business model is a better fit. Let’s compare tech nonprofit Tarjimly , an on-demand translation app for refugees and aid workers, with iTranslate , a company that delivers text and voice translations across 100 languages.
The customer Tarjimly wants to serve inherently puts mission at the forefront, making the nonprofit business model an obvious choice. A for-profit model would jeopardize Tarjimly’s ability to help the hardest to reach customers.
Still not sure what path to take? Thankfully, there are some simple gut check questions that will help you determine if the tech nonprofit model is right for your startup.

If you net out at “yes, I should be a tech nonprofit,” then great! Welcome to the club.
Decoding Tech Nonprofit Language
Some words and phrases used in for-profit tech have different meanings in the tech nonprofit world.
Nonprofit Business Modeling for Tech Nonprofits

Yes, your tech nonprofit is a business! And now is as good a time as ever to draft your business model canvas. You should complete this twice because as a nonprofit you’ll be effectively driving value for (at least) two distinct groups: your beneficiaries (end users) and your funders (the foundations, institutions, individuals, or governments funding your product or service).
Your beneficiaries always, always come first, but you still need to make sure you’re fulfilling a need for each group. Stanford’s Social Business Model Canvas is popular among social entrepreneurs, but you can also use the Lean Canvas, below, as a baseline.

In summary, with the tech nonprofit business model, you’re not taking venture capital, your funders do not expect financial returns, and any revenue you earn will fuel your mission. When you go down the tech nonprofit route, your business model will have an immense impact on your ability to serve your desired customer. If that’s the path that you’re after, we’re thrilled to welcome you into our ranks.
Was this helpful?
About the playbook.
The Tech Nonprofit Playbook distills best-in-class advice from the leaders whose work has transformed the social impact space. We wrote this guide with you in mind — the world needs you now more than ever.
Newsletter Sign Up
The information you provide on this form will be used to send you a welcome and periodic emails about Fast Forward and the greater tech nonprofit community. You can change your mind at any time by clicking the unsubscribe link in the footer of any email you receive from us, or by contacting us at [email protected].
Yes, use this email address to send me the newsletter.
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Aligning your organisation around purpose with the Charity Model Canvas

Building a charity that’s fit for a rapidly-changing world begins with aligning the entire organisation around your core purpose. Bringing together senior stakeholders from across the charity to revisit purpose and the key factors which contribute to its fulfilment can reveal valuable insight and point the way to successful strategy. We’ve launched a new tool to help guide you through the process: the Charity Model Canvas .
What is the Charity Model Canvas?
The Charity Model Canvas is based on Alexander Osterwalder’s Business Model Canvas – a tool that’s been used extensively and successfully over the last decade throughout the private sector to document, discuss and invent a wide variety of business models.
The idea behind the Business Model Canvas is that you bring a group of key stakeholders together to fill out nine different building blocks of your business, covering infrastructure (resources, activities and partners), offering (value proposition), customers (including channels) and finances. Through the process of completing the canvas, trade-offs become apparent, suggesting ways to better align the activities of different parts of the business.
The Charity Model Canvas takes the same basic approach, but has been tailored for the third sector by allowing for a distinction between customers and other audiences to which a charity has to deliver value. It’s also incorporated a couple of other elements suggested by our research for the Future Charity report.
We think revisiting a charity’s purpose is critical to charting a path through the decades ahead, and so we’ve made that the headline component of the canvas.
We’ve also introduced measurement as one of the elements, forcing participants to think about how to measure the impact of their organisation against its stated purpose.
And we’ve incorporated space to discuss in more depth the other organisations operating in close proximity to, or in competition with, your organisation, so that opportunities for partnerships and mergers have the chance to stand out.
How to use the Charity Model Canvas
The Charity Model Canvas can be used in different ways. You could use it with people across your organisation to build a picture of how people see the organisation and its opportunities, which might be different at different levels of the organisation or in different business areas.
This could be used as a starting point to bring people together in a discussion that builds consensus, or to create priorities for your own internal communication needs.
It can also be used to build consensus on a single representation of you as an organisation. In this scenario, it is best used in a facilitated session involving key stakeholders from your organisation. Each of the major functions and audiences should be represented, while keeping the group small enough that meaningful progress can be made over the course of the workshop. Print out the Charity Model Canvas so that it’s large enough to accommodate sticky notes from contributors in each of the boxes – or draw it on a large whiteboard.
It might be that even with this approach, you start with small groups, discuss the differences between each group’s canvas and then come together to create a consolidated one – this is where facilitation to get to the desired outcome really makes a difference.
If the purpose of your organisation is contentious, some preliminary work may be required on defining it before you’re ready to tackle the canvas. You could try coming up with variants of your purpose and testing them with your different audiences through a series of workshops and focus groups.
In fact, this approach could work for each of the boxes on the canvas, with a separate session on each, involving the most relevant stakeholders, before bringing them all together in a master session to look at the canvas as a whole.
The building blocks of the Charity Model Canvas
This section is for describing the purpose of your organisation and the needed changes it exists to bring about.
Key Activities
What are the most important activities your organisation carries out as part of delivering value to beneficiaries, supporters and other stakeholders?
Key Cause Differentiators
What makes your organisation unique? What distinguishes it from other charities and commercial organisations operating in the same space?
Key Challenges
What stands in the way of your organisation carrying out its key activities and delivering value to your stakeholders?
How are you measuring your success at delivering against your purpose?
Existing Partnerships
Who do you currently partner with to help carry out our key activities?
Desired Partnerships
Who has the resources to help you carry out your key activities, but isn’t currently a partner?
Key Competitors
Who’s competing for the time, attention and resources of your audiences?
Potential Mergers
Who could you merge with to carry out some, or all, of your key activities more efficiently or effectively?
Who are your most important audiences? This might include supporters, beneficiaries, researchers, volunteers, fundraisers etc.
What do they need from your organisation? How does your organisation benefit them?
How do you reach and engage them?
Top Income Streams
What are your most important sources of revenue and how have they performed over the last three years?
Cost Structure
What are the main costs associated with your current model?
Getting started
The process of completing the Charity Model Canvas will be an illuminating exercise. You’ll almost certainly be surprised by some of the information that emerges, or at least by the different opinions held by people working in different parts of the organisation. This is an opportunity to reconcile those differences and align your entire organisation around a uniting vision, guided by a concrete purpose.
If you’re still not sure why such a thing is needed, read our report on the Future Charity . The product of extensive research into the major challenges facing charities in the UK, including extended conversations with people who work in the sector, it describes those challenges in detail and provides suggestions on how to overcome them.
If you would like help facilitating a Charity Model Canvas workshop, get in touch with our experts for more details .
Leave a reply
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I would love to give back to charity through my business , but the cost to link with a better know chairty would be crippling! Any suggestions how I could deal with working a way around it?

Hi James, thank you for reading our blog post and getting in touch. There are Charity networking events organised via sites like Meetup.com that you could attend and speak to charities directly about your proposition, and understand if there’s an opportunity to help one another.

replying to a very old comment here, but worth a shot. James, have you seen https://workforgood.co.uk ? It’s a platform that links businesses to charities, so you can support them with one off or regular donations without the faff.

Hi James The cost need not be crippling there are many networks about and just things like sponsoring an event can be helpful see https://www.swidn.org.uk/ and http://www.smallcharities.org.uk/ to find examples of small to medium charities you may be able to assist.
[…] The Charity Model Canvas is based on Alex Osterwalder’s Business Model Canvas template and it has been adapted to fit into a charity by an organisation called Manifesto. […]

I am providing Service Design support for a local Food Bank as part of a community project and will be using this version of the Business Model Canvas to help the organisation focus on strengthening their value proposition and building an integrated service model with other local support services and referring agencies. Thank you for making this available.

Why and How to Model a Non-profit on the Lean Canvas

I often get asked if one can or should model a non-profit using a Lean Canvas. The answer is a resounding yes . A nonprofit is essentially a multisided model of users (beneficiaries) and customers (donors). The main difference, from a modeling perspective, between a non-profit and a for-profit is that the former reinvests all its profit towards impact. Impact is the derivative currency that connects the two sides and drives the model.
Matthew Pattinson , Empowered Startups, advocates using the entrepreneurial method to foster sustainability and social innovation. He put together the following how-to guest post demystifying the process.
We as change-makers tend to focus on the social or environmental problem that we seek to address and don’t fully consider who is our donor, what problems are we are solving for them, and why will they donate money to our organizations. The lean canvas makes defining how we create value for the donor explicit.
Several variations of the lean and business model canvases are now floating around for non-profits and social ventures. However, the lean canvas is still the best way for a non-profit to understand and communicate its model.
A business model is a story about how an organization creates, delivers, and captures value.
SAUL KAPLAN
If you are not yet familiar with the lean canvas, I recommend referring to Ash Maurya’s post Why Lean Canvas vs Business Model Canvas? and Steve Mullen’s An Introduction to Lean Canvas . In this post, I will cover when it is beneficial for a non-profit to use a canvas, why the lean canvas is the best option, and how to model a non-profit.
When to use a canvas?
Canvases are useful during an organization’s launch, transition periods, and strategic discussions.
Founding a new non-profit or launching a new program
Every idea for a new organization or program is based on initial assumptions. A canvas articulates these assumptions quickly and clearly, so you can easily compare organizational or program models by creating multiple canvases.
You can then use these canvases as a starting point to validate assumptions about your beneficiaries and donors by soliciting feedback from stakeholders. This results in more effective programs and fundraising campaigns.
When applying for funding from foundations or the government, you may go through an onerous proposal writing process that carries no guarantees for funding. The more you can demonstrate results from your programs by running small tests on the critical assumptions in your proposal, the more likely you will be to secure funding. I recommend using the lean canvas to outline and test the assumptions in your program or organization before you begin to write funding proposals.
Improving strategic alignment in an organization
A canvas is a blueprint for how the organization creates and delivers value for its beneficiaries and donors. It is a useful communication tool to concretely and demonstrate your organization’s strategy so everyone can understand their role in creating and delivering value.
Non-profits are also at risk of mission creep: expanding the mission beyond the originally set goals. This can hurt the organization’s ability to achieve its original mission. It can also create gaps in organizational capabilities if the team does not have the training and resources needed to carry out the added responsibilities of an expanded mission. Canvases can prevent scope creep by ensuring better communication and strategic alignment in your organization.

Communicating new strategic opportunities and innovation
Because canvases make it easy to share ideas and solicit feedback, they can quickly communicate current and potential strategies during strategic planning sessions. They can also be used as a required template for new program ideas to help leadership compare and test new ways to serve beneficiaries and donors.
Why the lean canvas?
Problem-focused.
We, as change-makers, tend to focus on the social or environmental problem we seek to address and not fully consider who our donors are, what problems we are solving for them, and why they will donate money to our organizations. The lean canvas makes defining how we create value for the donor explicit.
In addition to ensuring that problems are explicit, the lean canvas visually constrains the size of the solution on the canvas. Solutions flow from an understanding of the problem. Overemphasis on the solution can lead to a non-profit implementing an ineffective strategy in achieving its purpose. For example, a lot of collective will has recently been used to ban straws to keep plastics out of the ocean. Although admirable and a step in the right direction, research on the sources of the plastics indicate that this will have almost no effect on the amount of plastics in the ocean .
The key for any organization is to create value and be financially sustainable before it runs out of resources (e.g., time and money). A founder must focus on the few metrics that matter and ignore the many that don’t. In non-profits, the founder should focus on a metric to show it is gaining support from donors and a metric of whether it is having an impact in support of its mission. The lean canvas clearly defines what are these key short-term metrics. For beneficiaries, logic models and theories of change are still part of understanding and defining the long-term outcomes and should be used alongside the lean canvas.
Highlights the connection between money and mission
In non-profits, there is a distinction between who value is created for (i.e., beneficiaries) and how it is funded (i.e., grants, donations, government budget). The lean canvas highlights the connection between these two distinct groups in one model.
Steps to modeling your non-profit
To complement this post, I also recommend reading Ash Maurya’s “ Facebook Lean Canvas: How to Model a Multi-sided Business ” to see how something seemingly intangible as attention can be converted into revenue. This is what non-profits do every day; convert something as seemingly intangible as impact into fundraising dollars. Although in a non-profit financial resources are put into creating a positive impact rather than paid out as profits.
1) Model your beneficiaries first
It is why you exist and what you are passionate about. Organizations that demonstrably serve their beneficiaries clearly and effectively have an easier time fundraising. Assuming World Vision was starting today, here is what its lean canvas would look like for beneficiaries:

After building your organizational model on the lean canvas, the beneficiary side is also where you start with validating your model.
2) Model your donors second
Now model the canvas from the perspective of those providing funding for your non-profit. Here is what World Vision’s canvas might look like including the perspective of donors:

Tips on modeling non-profits
Define the organization’s mission in the problem section.
The social or environmental challenges can be defined under the problem section of the lean canvas and then matched with who experiences those problems on the customer segments side. They go side by side with the problems of those providing the financial resources for the venture (e.g., donors and customers). In the World Vision example, the organization seeks to address hunger and education among orphans and children.
Beneficiaries are one side of a multi-sided business model
On the lean canvas, beneficiaries go under the customer segment section as those stakeholders experiencing the social or environmental challenges the organization will serve as part of its mission. For example, World Vision seeks to create change for orphans and other needy children in countries with a Fragile State Index above 70.
Only highlight short-term indicators in key metrics
In non-profits, measuring the economic indicators of how the venture is performing is not sufficient. I put the output or short-term measures of how the organization measures its mission success under the key metrics section.
Non-profits typically also measure longer-term outcomes (1–6 years) and impacts (7–10 years). I recommend keeping these off canvases as the lean methodology emphasizes actionable, accessible, and auditable metrics. The longer the time horizon, the less actionable and auditable they are due to other external influences that enter over a longer time horizon. However, they are key in measuring performance relative to the mission so keep them as part of your organization’s logic model or theory of change.
Highlight only critical partners in solution or channels
Non-profits tend to use partnerships earlier and more frequently than business startups. I would refrain from putting any partnerships on the canvas at the start, however, if they are critical to your model, as, in cases of using partners to reach remote beneficiaries, I would place them under channels or where they are part of an alliance in service delivery, they can go under solution.
Cost structure and budget are interchangeable.
Government programs and non-profits operate under a defined budget. The total budget goes as a line under the cost section. It can also include a high-level breakdown of the costs.
Include any cost recovery done as a revenue stream
In that, your non-profit operates with a cost recovery program, including that revenue section of the canvas.
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The business model canvas of NGOs The business model canvas of NGOs door Judith Sanderse

In 1999 the global non-profit sector had a turnover of over $1 trillion with 19 million fully paid employees. It was the equivalent of the eighth largest economy (Sustainability 2003). Despite this, it was poorly understood. In 2008 Lambell, Ramia, Nyland and Michelotti concluded that non-governmental organisations (NGO) are still relatively absent from the mainstream scholarly management and broader business studies literature. On the other hand, business models and business model canvas is a subject that has been discussed and much researched since the publication of Osterwalder’s dissertation in 2004. The importance of the NGO sector and a desire to better understand their business models was the inspiration for this research - the creation of a tool useful for NGOs, academics and practitioners. Hence, the main objective is the development of a specialized business model canvas for NGOs. The central research question of this study is defined as ‘how is a NGO business model canvas structured?’ A business model canvas for NGOs was conceptualised utilising Osterwalder and Pigneur’s (2010) third party funded model as the foundation. The building blocks and definitions were initially based on literature review sources (business, social business and NGO management literature). Following interview responses and analysis of annual reports of NGOs both the building blocks and definitions were adapted to align better to NGO terminology. These are presented below. This conceptual business model canvas for NGOs was tested through interviews with four NGO experts and leaders of two Foundations and five International NGOs (INGO) using the case study method. This testing led to the development of two separate business model canvases. The canvas for Foundations is a slight adaption from Osterwalder and Pigneur’s third party funding business model (2010). The other canvas is applicable for INGOs with multiple streams of income. This is made up of two sections, one for programmatic and the other for fundraising/ marketing and financing activities. This division is the result of a desire to maintain clarity and hence the usability of the business model canvas as a tool for communications, visualization of business models and analysis. The interviewees confirmed the practical relevance and utility of the business model canvas. In addition, it has academic relevance due to the business model canvas’s specific usage for NGOs. This provides a basis for further research, such as, comparative analysis and historical analysis of NGO business models and so forth.
Related Papers
Maximus Chubasco
NGO's business model

Indonesian Journal of Business and Entrepreneurship
lukman baga
Irina Suteu , Elena Perondi
Founded on the social awareness and personal dedication of single individuals, and small communities, non-‐profit and non-‐governmental organizations (NGO's) are some of the most important actors that promote social innovation and entrepreneurship. In many cases such organizations help reinforce local economies, strengthen the social capital and sustain inclusiveness (Moulaert et al., 2005) and local governance (Gerometta et al.2005). Moreover small NGO's are the essence and driver of the social businesses and have an important impact on the wellbeing of the communities to which they belong. While many literatures have shown the development of the social business models (Yunus, 2007; Yunus et al. 2010;), it is less clear how to translate the effort and dedication of the single individuals in coherent business models that can ensure the economic sustainability of their social activities. This is in part because individuals managing, working or volunteering in organizations with a high social and or environmental orientation (Triple Bottom Line) are motivated by the mission and values and interested in achieving social and environmental impact more than in economical sustainability. This emotional orientation and involvement has a deep role in shaping the organizational structure and activities: often people are unable to give the right economical value at their activities and to evaluate the economical investments necessary to deliver their activities.
Frank de Langen
This study addresses the literature on the use of for-profit developed management practices and tools by nonprofit organizations (NPOs), especially focusing on business models. In this study a conceptual NPO business model framework is designed and tested with eight nonprofit case studies for its utility. Based on the case studies a NPO business model framework with separate programmatic and operational sections connected via the organization’s value proposition was developed. We discern the following business model components: value proposition, key partners, key activities, key resources, relationships, program delivery methods, ultimate beneficiaries, channels,customer/donor segments, income, expenditure and impact. The results further show that a business model framework for nonprofit organizations is useful as a descriptive, communication, analytical and visual tool. Given the paucity of studies on this subject, this study expands the knowledge on nonprofit business models by p...
Journal of Social Entrepreneurship
Sergio Sparviero
The main purpose of this article is to introduce the Social Enterprise Model Canvas (SEMC), a Business Model Canvas (BMC) conceived for designing the organizational settings of social enterprises, for resolving the mission measurement paradox, and for meeting the strategy, legitimacy and governance challenges. The SEMC and the analysis that explains its features are of interest to academics concerned with the study of social entrepreneurship because they offer a new analytical tool that is particularly useful for untangling and comparing different forms of social enterprises. Also, it is of interest to social entrepreneurs, because the SEMC is a platform that can be used to prevent ‘mission drifts’ that might result from problems emerging from the mismanagement of such challenges. The arguments presented are grounded on scientific literature from multiple disciplines and fields, on a critical review of the BMC, and on a case study. The main features of SEMC that makes it an alternative to the BMC are attention to social value and building blocks that take into consideration non-targeted stakeholders, principles of governance, the involvement of customers and targeted beneficiaries, mission values, short-term objectives, impact and output measures.
ICERI2016 Proceedings
Elena Perondi , Irina Suteu
Far from being a negligible aspect of modern societies, non-profit organizations permeates almost all aspects of life in the vast majority of countries 1 : non-profit organizations supply medical care, education, welfare and many other services and products to millions of people, mostly the underprivileged 2,3. Based on the social awareness and personal dedication of individuals and small communities, non-profit and non-governmental organizations (NGO's) are some of the most important actors that promote social innovation and entrepreneurship. In many cases such organizations help reinforce local economies, strengthen the social capital and sustain inclusiveness 4 and local governance 5. Moreover small NGO's have an important impact on the wellbeing of the communities to which they belong. Despite this evidence, an increasing interest on the topic and a well-developed literature on the social business models 1 , it is less clear how to translate the effort and dedication of individuals in business models that can ensure the economic sustainability of their social activities. Individuals, that manage, work or volunteer in organizations with a high social and or environmental orientation (Triple Bottom Line), are mainly interested in achieving social and environmental impact more than in economical sustainability. This emotional orientation and involvement has a deep role in shaping the organizational structure and activities: often people are unable to give the right economical value at their activities and to evaluate the economical investments necessary to deliver their activities. The paper proposes and presents a BN4NP tool based on the Business Model Canvas developed by Osterwalder 2 that aims to help non-profit workers and volunteers to address the gap in understanding the business modelling as an essential activity for non-profit organizations. These organizations focuses on an imaginary related to the language of social impact and charity rather than business that imposes strong constraints on the understanding of the importance of the economic sustainability of their activities. We used the participatory observation as the method to understand the constraints of the canvas in real settings and present the BM4NP tool and methodology and mind set. And present BM4NP as an alternative tool and methodology can help and facilitate the understanding of the business model language in non-profit contexts. After testing the tool and the methodology in different workshops, we present a case study and explain how the workshops enabled an experiential learning activity 3,4 in which the tool became a boundary object that helped creating a shared territory of negotiation 5,6 opening new ways to understand business modeling as a participative activity and integrating the emotional and affective aspects as a resource and main part of the value proposition.
World Journal of Business and Management
Helen Kavvadia
Business models describe the way organizations create and deliver value necessary for their existence. In the mid-1990s, they arose as a buzzword relating to the development of-dot-com‖ firms and their hunt for capital. The theory and application of business models have focused on business. Consequently, the definitions and archetypes of business models proposed in the extant literature have addressed profit-making organizations. This paper argues that business models are equally useful in the establishment, evolution, and analysis of non-profit organizations. Moreover, there is a real need for these models, as non-profit organizations are part of the national and international economic governance. Thus, the paper reframes business models through a non-entrepreneurial lens and proposes a new archetype with generalized applicability to all organizations, whether for-profit, non-profit, public, or private. A-hybrid‖ archetype is developed, synthesizing existing business model archetypes while extending their reach to better embrace the overarching core logic of organizations, reflecting the political mandate of not-for-profit entities and the business remit of firms. The validity of the proffered archetype is tested on two international not-for-profit organizations and serves well as a conceptual map of their decision-making and policy-making activity. Furthermore, the testing process demonstrates that business models, when devised externally and retrospectively, can be equally well used in hindsight as organizational analysis tools, possibly conjointly with other methods.
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Using Business Model Canvas for Non-profit Organizations
InsiderPOV Editorial Team
The world of nonprofit organizations is interesting and exciting as they serve a noble cause and make the world a better place. But just like any other entity with a team, projects, and goals, organizations do also have their structures, hierarchies, mission, and vision. The purpose of a business model canvas is to align all it and give a well-defined structure to what the organization does and who it serves. In this guide, we will understand what a business model canvas for nonprofits is and how to make the most out of it.
What Is a Business Model Canvas
The business model canvas is a strategic management tool that can help you think about how your non-profit organization might better meet the needs of your target beneficiaries. It allows organizations to gain greater clarity on their current situation and plans, helping them work towards becoming sustainable entities that have the potential for growth.
This tool also has a great value in helping organizations understand how they differ from other organizations in their niche. This way they can identify gaps in their model and explore ways of filling them, which will help shape their long-term plan for success.
The canvas focuses on nine key areas:
	Key partners: Who are our most important partners and suppliers? Which partner provides which crucial resources? What are the major actions carried out by partners?
	Key activities: What critical tasks are required to support our value proposition, channels, customer connections, and income streams?
	The value proposition: What do we offer our clients? What issue are we attempting to resolve? What do we offer each consumer segment?
	Customer relationships: What kind of relationship does each customer segment desire? How expensive are the relationships? How can we include them in our company plan?
	Customer segments: Who are our clients? Who are we providing value for?
	Key resources: What critical resources are required for our value offering, channels, customer relationships, and income streams?
	Channels: How will we reach our target markets? Which are the most efficient channels?
	Cost structure: What are our primary costs in our company model? What are the most costly key activities and key resources?
	Revenue streams : How much are customers ready to pay? What are they now paying for and how are they paying for it? What percentage of total income is contributed by each income stream?

3 Types Of Business Model Canvases
If you google a business model canvas, you will most probably see a lot of articles and images portraying the same nine-area structure. However, the claim that there is only one type of business model canvas is not completely true. There are many variations and interpretations of this tool. Here, let us list the three most common and well-known ones and understand their differences.
The Osterwalder And Pigneur Variant
Also known as just business model canvas, as this is the type you will see most often. This is the one with the already-mentioned 9 key focus areas we covered above. Alexander Osterwalder, a well-known Swiss business theorist, and author published the first version of this variant in his blog back in 2005.
The Staehler Variant
A lesser-known type of business model canvas, this one was the PhD work of Patrick Staehler. Unlike the other two, it emphasizes the importance of team and values, with a section dedicated to these two. Two important questions one needs to answer when filling in this canvas are:
	Who is on our team?
	What are the competencies of our teammates?

The Lean Canvas
Inspired by the philosophy of lean business, Ash Maurya created the Lean Canvas in 2010. It is optimized to be fast and simple. Although the Lean Canvas has 8 sections, on average, it will take you less than 20 minutes to answer the questions in it and have a working business model in your hands.
The Lean Canvas focuses on customer problems and your solutions for them. It has an unusual section – unfair advantage, where you describe something you have that is hard to copy by others, even if they spend a lot of money. An unfair advantage can be your algorithm, a well-recognized brand, your location, unique knowledge in your team, a large user base, etc.
Which Type Suits Nonprofits The Most
If we speak generally, any type of business model canvas can suit nonprofit organizations. For a non profit business model canvas, sometimes you would need a couple of tweaks in the canvas structure to make it match the nonprofits’ reality of operating without a profit and focusing on making impact instead. Before we discuss which type of canvas suits nonprofits the best, let us answer two important questions that can arise in the minds of any organization leader if they were to use this tool.
Why Have a Non Profit Business Model Canvas?
Just like any project or program, a nonprofit’s idea starts with making initial assumptions. When brainstorming around a project idea, a lot of these assumptions will accumulate in your mind or on your desk as sticky notes in an unorganized manner. What business model canvas does best is to organize these ideas, assumptions and preliminary decisions in a framework where you can evaluate and validate them. Sometimes organizations will create several versions of the canvas, share them with potential donors and beneficiaries, gather feedback and invalidate these versions one-by-one until the best one remains.
This method drastically shortens the time you need to come up with a viable project idea while making sure that only the best of your assumptions and ideas remain in the final model.
Usually getting funding from governmental agencies or foundations involves going through a complicated and tiresome proposal writing and application process. So if your idea and model is weak, you have to go through this again and again. Here we can see another benefit of using a non profit business model canvas. By grouping your ideas and running tests on your assumptions early on, you reach the point of applying for funding with a well-validated model that is much more likely to succeed.
Another area where business model canvas makes a tangible impact is the avoidance of mission creep. Sometimes organizations will expand their mission and operations beyond what they were originally planning. This leads to contributing less to the original mission, failing to reach initial goals and facing an efficiency issue. Non profit business model canvas allows everyone to stay aligned on their mission and plan their activities in accordance with it.
How Is The Business Model Canvas For Nonprofits Different From Others?
Although it might seem like there is a significant difference between the business models of corporations and nonprofits, the overall logic is the same. Corporations have sales and revenue for incoming funds. Nonprofits have their donors that essentially serve the same role. Corporations pay dividends to stakeholders, while organizations spend funds on their beneficiaries. In both cases the funds exit the entity.
Thus, the difference between for-profit and nonprofit business models essentially drills down to how exactly funds enter and exit.
Why Is The Lean Canvas a Good Fit For Nonprofits?
When looking at the philosophy of Lean and understanding the lean canvas, you might think that it is something for tech startups and for-profit companies. However, the lean canvas does not explicitly position itself that way. Both the philosophy and the canvas itself are generic and can apply to any type of activity and entity, including nonprofit organizations.
To prove our point, let’s check some characteristics of lean canvas and see how nonprofits can benefit from it.
Lean Canvas Focuses On Problems
With this model, organizations create a clear definition of what the existing problems are in their area of operations. With a well-defined problem, they are more likely to get donor support and it is much easier for them to focus their resources on what matters.
Lean Canvas Offers Actionable Solutions
We have the solutions and key metrics on the canvas. Both of them were designed with the “actionable” concept in mind. How the organization is going to solve the problems is clearly defined, and the organization knows exactly what to do to resolve them. The metrics help them to properly monitor their performance and make adjustments to their activities when necessary.
Lean Canvas Shows the Connection Between Funding and Goals
Nonprofits operate in two areas – getting funding and spending these funds to create value for their beneficiaries. With the lean canvas, the flow of funds and resources from donor to beneficiaries is well highlighted.
How Nonprofits Can Use And Craft Business Model Canvas
Creating a business model canvas, in fact, is much simpler than one might think. Let’s take the example of the lean canvas and follow the steps necessary to craft it.
	Defining Beneficiaries The eventual purpose of your organization is to make the world a better place for your beneficiaries. So your first step would be to clearly define who they are.
	Understand The Problems What is the area where your beneficiaries need your help? By understanding the problems, you will also understand how to solve them.
	Find The Solutions You know who will benefit from your activities. You also know what their problems are. Your next step is to have actionable solutions to these problems.
	Defining Donors Your next step would be to understand who the organizations, government agencies, or individuals are that are ready to contribute funds.
	Decide On The Metrics Did you do your job well? The best way to find it out is by clearly defining your key metrics.

To Conclude
Business model canvas has proven to make a significant impact on any company or organization that has taken advantage of it. It is still relatively uncommon for nonprofits, but the benefits are so tangible that including it into your management toolset is definitely worth the time and effort.
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Download the Business Model Canvas Template in Adobe (PDF) - Neos Chronos
Download the business model canvas in adobe (pdf)..
Welcome to Neos Chronos. Your Business Model Canvas (BMC) Template should download automatically - typically your browser will open a pop-up window. If your download does not start automatically, please use the
Manual Download Format: Adobe (PDF)
button to proceed.
DISCOVER MORE RESOURCES
Beside the Business Model Canvas (BMC) we have developed a wealth of complimentary business modelling tools, resources and templates for startup founders and enterprise executives who want to introduce lean methods into their businesses. Check our template library and feel free to use them for your work.
Download more resources No cost, no registration required.
We have created our resources in the template library as a service to the entrepreneur community. This is why we provide them under the Creative Commons Attribution 4.0 International License , unless marked otherwise. Like more than two (2) million people so far, you are free to use and adapt the content for your own purposes as long as you visibly acknowledge Neos Chronos as the source in any derivative work. In practical terms this means that you are free to use and adapt this Business Model Canvas Template as long as you do not remove our copyright notice, and you do not restrict the rights you received from us when sharing the result with others.
You are welcome to link back to this page if you found it useful. This is the easiest form of attribution and it helps us reach more people.
EXPLORE OUR SERVICES
If you want to make the most out of your brand new Business Model Canvas Template, then one of the following personalised services may be for you. At Neos Chronos we have helped over 120 startups progress in their entrepreneurial journey and our advisors created over £150 million of sales revenue for the companies they have served.
workshop for startups
LEAN CANVAS
workshop for enterprises
BUSINESS MODEL CANVAS
workshop for all
VALUE PROPOSITION CANVAS
Entrepreneur for a day, credits & references.
All names and trademarks mentioned herein and in the Business Model Canvas Template are the property of their respective owners. Please observe the Neos Chronos Terms of Use .
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Nonprofit Service Canvas

In many nonprofits, front line workers know what they need to provide the service their clients need. “Making the case” isn’t always obvious in their organization. Likewise, managers get new ideas from their staff, but aren’t sure how to evaluate them fully to bring them up the decision-making hierarchy.
This is especially true when it comes to technology-related ideas.
The Nonprofit Service Canvas is a quick and easy, but comprehensive, way to capture your project idea. It’s useful for both front line workers and organization managers/leaders.
The Nonprofit Service Canvas inspired by the Lean Canvas . Lean Canvas is a 1-page business plan template created by Ash Maurya that helps you deconstruct your idea into it’s key assumptions. It is adapted from Alex Osterwalder’s Business Model Canvas and replaces elaborate business plans with a single page business model. Maurya refers to this approach as “1-page business modelling that helps you capture your idea in 20 minutes instead of 20 weeks.”
For nonprofits, think of this as the first step in making a proposal for funding. Each section represents the types of questions you should be asking yourself, which you probably do intuitively. The process helps you take the idea from your head and put it on paper, ultimately helping your managers and superiors answer the questions they need to answer in order to make a decision, allocate precious organizational resources, or submit a funding/grant proposal:
	What is the problem, gap or issue?
	How is it being addressed today?
	What is your solution?
	Target Group/Client(s)
	Who is your first key target group/client (early adopters)?
	How does your solution benefit the client?
	Why are you uniquely positioned to provide this solution?
	How will you measure success?
	How will you outreach / market?
	What resources are needed to make this proposed solution possible?
	What security, privacy & confidentiality concerns do you need to address?

Creating your Canvas
The goal is to sketch or snapshot the baseline of your current thinking. Perfection is not the goal.
The idea here is to create your canvas in about 20-40 minutes. You’re not looking to create a complete project proposal at this stage. You’re taking the idea you have and developing it enough so that your manager or supervisor has a good sense of what you’re proposing. It’s also important that you provide a sense of what the service gap or issue is and how you’re proposing to address it. It’s essential that your idea be something that your clients need, which can be measured and supported.
While this canvas approach is quick, it is still rigorous and you’ll need to think it through.
At the end of this process, you should have a canvas that looks like this (PDF)  . You’re ready to get some input from colleagues, test the idea with some clients to help refine it, or move it up to start a conversation with your manager/supervisor.
I think you’ll find this process helpful to be able to more fully explain your solution and why it’s needed.
Below is a video and script introducing and outlining how to use the Nonprofit Service Canvas, along with a blank Canvas template and an example of a completed Canvas (used for my podcast). This video will show you how to quickly and easily create your proposal canvas. The canvas is broken into a matrix of sections that will be explained as you go. You will be prompted to pause the video to complete a particular section (again, based on Ash’s excellent Lean Canvas video approach).
You can follow the script, or listen to the video as you complete your canvas. Working with my clients, I’ve found that the process works really well if one of you can interview the person with the idea, or create a group discussion about the idea. It seems to have given the person being interviewed a bit more space to just think out loud and not worry about getting the language just right on the first pass. Feedback has been that with someone taking notes, preferably on a shared or projected screen, the discussion and depth of the first draft of the Canvas has been richer. It’s taken a bit longer (say, 45 minutes instead of 20-30 on your own), but less editing/changes after the initial Canvas is created.
I’d recommend you try it this way.
The video is best viewed full screen.

	Nonprofit Service Canvas video script (PDF)
	Blank Nonprofit Service Canvas template (.DOC)
	Sample completed Nonprofit Service Canvas (PDF)

I’d love to hear what you think of this approach and tool.
(The Nonprofit Service Canvas is adapted from Lean Canvas, which was adapted from The Business Model Canvas, and is licensed under the Creative Commons Attribution-ShareAlike 3.0 Unported (CC BY-SA 3.0) License )
Share this:
	Click to share on Twitter (Opens in new window)
	Click to share on LinkedIn (Opens in new window)
	Click to share on WhatsApp (Opens in new window)
	Click to share on Facebook (Opens in new window)
	Click to email a link to a friend (Opens in new window)
	Click to print (Opens in new window)
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	PDF introduction THE CANVAS 1,500,000 KIT FOR
WHAT IS THE BUSINESS MODEL CANVAS? First, let's talk about the original Business Model Canvas. This is a one-page visual tool that demonstrates the 9 key elements of any enterprise. It visualizes the basic logic of how an organization creates and delivers value to its customers while financially sustaining itself. It's like taking a snapshot.




	PDF Proposing a business model framework for nonprofit organizations
Given the paucity of studies on this subject, this study expands the knowledge on nonprofit business models by providing a literature review on business models in relation to NPOs, assessing existing business model frameworks and proposing a business model framework specifically for NPOs.




	PDF Using the Philanthropic Services Business Model Canvas
The Business Model Canvas is one of the newer tools for planning new services, products, and lines of business. In a one-page visual chart, it captures brief answers to essential questions about customers, value proposition, resource uses, and more.




	Business Model Canvas + Template
The nonprofit business model canvas is a tool that can help you map out your nonprofit's unique business model. It includes nine key elements of your nonprofit organization: - Mission: The reason or goal for your existence. - Value proposition: Your unique offer to the world. - Target market: The primary audience for your nonprofit.




	PDF The Nonproﬁ t Business Model Canvas
Find more tutorials and tips at Skylance.org. The nonproﬁ t version is based on the original Business Model Canvas from the makers of Business Model Generation and Strategyzer. This template is licensed under the Creative Commons Attribution-ShareAlike 4.0 International License.




	Using Business Model Canvas for non-profits
Most of the 'left-hand side' of the model in Business Model Canvas is much the same in a for-profit and not-for-profit context, but the 'right-hand side' is often radically different in a not-for-profit context, where terms such as 'Revenue Streams', 'Customer Segments' or even 'Value Proposition' may make little apparent sense.




	PDF Transforming Nonprofit Business Models
This preparation consists of four steps: • Understand the current operating model • Diagnose any critical weaknesses • Forecast and plan a structure that will address the weaknesses and be effective in the short and mid-term future • Implement the needed, and probably dif cult, changes




	Transforming Nonprofit Business Models
Transforming Nonprofit Business Models. Assess the current condition of the four financial components of the business model to complete the process of developing a forecast and plan to implement the changes needed for the next stage. Revenue Mix. The value of revenue diversification is a time-honored assumption in nonprofit financial planning.




	Business Model Canvas
Business Model Canvas Share | This tool for creating a business model, introduced in the Startup Guide, can also be used to assess and enhance your current business plans, evaluate new opportunities and develop and implement new strategies and business models. To learn more about business model canvas, please see the Business Model Canvas videos.




	The Nonprofit Business Model
Tech Nonprofit: A tech startup, building original software or hardware, that has selected a nonprofit business model in order to scale impact, not profits. Social Enterprise: An organization that applies commercial strategies to maximize improvements in financial, social, and environmental well-being. This may include maximizing social impact ...




	Charity Model Canvas: a not-for-profit business canvas tool
The Charity Model Canvas is based on Alexander Osterwalder's Business Model Canvas - a tool that's been used extensively and successfully over the last decade throughout the private sector to document, discuss and invent a wide variety of business models. The idea behind the Business Model Canvas is that you bring a group of key ...




	Why and How to Model a Non-profit on the Lean Canvas
The answer is a resounding yes. A nonprofit is essentially a multisided model of users (beneficiaries) and customers (donors). The main difference, from a modeling perspective, between a non-profit and a for-profit is that the former reinvests all its profit towards impact. Impact is the derivative currency that connects the two sides and ...




	(PDF) The business model canvas of NGOs The business model canvas of
NGO's business model Download Free PDF View PDF Indonesian Journal of Business and Entrepreneurship Business Model Canvas Non Government Organization (NGO) (Case Study : Rimbawan Muda Indonesia) lukman baga Download Free PDF View PDF BM4NP: business model canvas for non-profit. Increasing the participatory aspect of the business modeling activity




	The Case for a Socially Oriented Business Model Canvas: The Social
The ontology of the BMC was developed by Alexander Osterwalder (Citation 2004) in his doctoral dissertation on business model innovation.The current version of the canvas, however, was only published in 2010 (in Osterwalder and Pigneur Citation 2010) and is the result of the collaboration of Osterwalder and Pigneur with 470 practitioners from 45 countries recruited from the Business Model ...




	(PDF) BM4NP: business model canvas for non-profit. Increasing the
BM4NP: business model canvas for non-profit. Increasing the participatory aspect of the business modeling activity. Conference: 20th DMI: Academic Design Management Conference Inflection...




	NGO Startup Analysis with Nonprofit Business Model Canvas
By the end of this guided project, you will be able to use the Nonprofit Business Model Canvas to create, deliver, and capture value for your Non-Governmental Organization (NGO). The canvas serves as a blueprint to help you to design, and operationalize your idea in a more systematic approach.




	Using Business Model Canvas for Non-profit Organizations
The purpose of a business model canvas is to align all it and give a well-defined structure to what the organization does and who it serves. In this guide, we will understand what a business model canvas for nonprofits is and how to make the most out of it. What Is a Business Model Canvas




	(PDF) Business Model Canvas for Social Enterprise
PDF | On Aug 31, 2015, Annisa Rahmani Qastharin published Business Model Canvas for Social Enterprise | Find, read and cite all the research you need on ResearchGate




	Business Strategy for Nonprofits
For nonprofits, The canvas could help: Design a new business model for a new start-up organization or a new section/program in an existing organization; Analyze and update your current business ...




	Nonprofit Business Model Canvas
Nonprofit Business Model Canvas - Free download as PDF File (.pdf), Text File (.txt) or view presentation slides online. A Business Model Canvas for Nonprofit organizations




	(PDF) Business Model Canvas Non Government Organization (NGO) (Case
PDF | Rimbawan Muda Indonesia (RMI) is an independent non-profit organization (NGO) that focuses on natural resources and environmental issues. ... Business Model Canvas Non Government ...




	Business Model Canvas Template in Adobe (PDF)
Beside the Business Model Canvas (BMC) we have developed a wealth of complimentary business modelling tools, resources and templates for startup founders and enterprise executives who want to introduce lean methods into their businesses. Check our template library and feel free to use them for your work. Download more resources.




	Nonprofit Service Canvas
The Nonprofit Service Canvas inspired by the Lean Canvas. Lean Canvas is a 1-page business plan template created by Ash Maurya that helps you deconstruct your idea into it's key assumptions. It is adapted from Alex Osterwalder's Business Model Canvas and replaces elaborate business plans with a single page business model. Maurya refers to ...
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