This Business Model Canvas, when completed and formatted correctly, is a representation of your business plan to success. It is a smaller rendition of an
actual “business plan” however, still fortifies the readers information detailing: Everything it takes to make something, everything it takes to see that thing
produce, and how and what the customer pays for the thing. If You need help completing this model, following the link provided to set up your Next Level
Success consultation with one of our Human Resource Administrators at: www.Linktr.ee/XaveDMorgan #BeAboutYourPassion #WeMeanBusinessNow
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What are your most important and critical expenses? How will you make money?
What resources are most expensive? How much money will you make?
What activities are most expensive? How do you compare your prices?
Is there room for growth? What do you need to grow? What do your customers pay for the value?




