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	Key Partners
This business operates in a partnership structure, with five partners. 
Our main supplier is General Electronics, GE, who will be executing the product plans and making the product, refrac. Once the 

Capital and Knowledge investment. Two of the partners who possess expertise in the field of the product will be contributing their knowledge to the business with a lower capital investment while other partners will be the main source of capital injection. 

Essentially the partners will be undertaking all the four roles, planning organizing, leading and controlling. 

Planning- 
Vision- To be the leading company is providing the medical convenience industry. 
Strategic- introduces this product into the market in order to increase the efficiency of the optometrists and the clinic. 
Tactical- in the next, the prototype and patenting done. 
Operating- to finalize the blueprints of the Refrac. 
	Key Activities
Promotion through social media, Youtube channel and use university’s resources for networking. 
Our Distribution Channel is Producer to consumer (GE, producer of medical products). Customer Relationships, 
Revenue streams?
Our major source of revenue is through the fund we receive from the MedTec 

	Value Proposition
What value do we deliver to the customer?
Which one of our customer’s problems are we helping to solve?
What bundles of products and services are we offering to each Customer Segment?
Which customer needs are we satisfying?
	Customer Relationships
What type of relationship does each of our Customer
Segments expect us to establish and maintain with them?
Which ones have we established?
How are they integrated with the rest of our business model?
How costly are they?
	Customer Segments
For whom are we creating value?
Who are our most important customers?

	
	Key Resources
What Key Resources do our Value Propositions require?
Our Distribution Channels? Customer Relationships?
Revenue Streams?
	
	Channels
Through which Channels do our Customer Segments want to be reached? How are we reaching them now? How are our Channels integrated?
Which ones work best?
Which ones are most cost-efficient?
How are we integrating them with customer routines?
	

	Cost Structure
What are the most important costs inherent in our business model?
Which Key Resources are most expensive?
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Which Key Activities are most expensive?
Clinical trial- risks associated, compensation to the people 
	Revenue Streams
For what value are our customers really willing to pay?
For what do they currently pay?
How are they currently paying?
How would they prefer to pay?
How much does each Revenue Stream contribute to overall revenues?
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