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It might be stating the obvious, but planning and preparation are keys to success in business.
After all, entrepreneurs put in hard work to develop their product, understand the market they plan to serve, assess their competitive landscape and funding needs, and much more.
Successful business owners also take time to document their strategies for guiding the growth of their companies. They use these strategies to take advantage of new opportunities and pivot away from threats.
Two common frameworks for documenting strategies – the business model canvas and the business plan – are also among the easiest to get confused.
Though they can complement each other, a business model canvas and a business plan are different in ways worth understanding for any entrepreneur who’s refining their business concept and strategy.
Let’s start by digging deeper into what a business model canvas is. 
	What is a business model canvas?

You may have heard the term “business model” before. Every company has one. 
Your business model is just a description of how your business will generate revenue. In other words, it’s a snapshot of the ways your business will be profitable.
Writing a business plan is one way of explaining a company’s business model. The business model canvas takes a different approach.
A business model canvas is a one-page template that explains your business model and provides an overview of your:
	Relationships with key partners
	Financial structure
	And more…

While the business model is a statement of fact, the business model canvas is a strategic process—a method for either documenting or determining your business model.
It’s meant to be quickly and easily updated as a business better understands what it needs to be successful over time. This makes it especially useful for startups and newer businesses that are still trying to determine their business model.
You can think of a business model canvas as a condensed, summarized, and simplified version of a business plan. It’s a great way to quickly document an idea and get started on the planning process.
The business plan is a way to expand on the ideas from the canvas and flesh out more details on strategy and implementation.


What’s your biggest business challenge right now?
Components of a business model canvas.
The simplest way to think about your business model canvas is to map it out visually. A business model canvas covers nine key areas:
	Value proposition : A company’s unique offering in the market and why it will be successful.
	Key activities: The actions that a company takes to achieve its value proposition.
	Customer segments : The types of people or businesses that are likely to want a company’s products or services.
	Channels : How a company reaches customers through marketing and distribution efforts.
	Customer relationships: How a company interacts with customers and maintains important relationships.
	Revenue streams: The ways in which a company makes money.
	Key resources: The assets such as property, equipment and staffing that a company needs to perform its key activities.
	Key partners: The relationships with suppliers, vendors, customers and other stakeholders a company must maintain in order to be successful.
	Cost structure: The major drivers of company expenses that will need to be tracked and managed.

[Want an even simpler alternative? Try downloading our free one-page plan template and start building your plan in less than 30 minutes.]
To get a better sense of how a business model canvas documents business strategy, consider a company like Netflix. The streaming company’s business model is based on generating subscription revenue through its content library and exclusive content.
If Netflix executives were to create a business model canvas, it would map out how the company leverages key resources, partnerships, and activities to achieve its value proposition and drive profitability. The business model is the destination.
The great thing about a business model canvas is that you can quickly document business ideas and see how a business might work at a high level. As you do more research, you’ll quickly refine your canvas until you have a business idea you think will work.
From there, you expand into a full business plan.
	What is a business plan?

If a business model canvas captures what a company looks like when it’s operating successfully, then a business plan is a more detailed version along with a company’s blueprint for getting there.
Think of your business plan as a process of laying out your goals and your strategies for achieving them.
The business plan is more detailed, and changes over time. It examines each aspect of your business, from operations to marketing and financials.
The plan often includes forward-looking forecasts of a company’s projected financial performance. These are always educated guesses. But these forecasts can also be used as a management tool for any growing business.
Comparing actual results to the forecast can be a valuable reality check, telling a business if they’re on track to meet their goals or if they need to adjust their plan.
A business plan is also a must for companies hoping to receive a bank loan , SBA loan , or other form of outside investment . Anyone putting up funds to help you grow will want to see you’ve done your homework.
So a business plan is how you not only prepare yourself, but also show your audience that you’re prepared.
Components of a business plan
While there are several different types of business plans meant for different uses, well-written plans will cover these common areas:
	Executive summary : A brief (1-2 pages) overview of your business.
	Products and services : Detailed descriptions of what you’re selling and how it fills a need in the market.
	Market analysis : Assessing the size of your market, and information about your customers such as demographics (age, income level) and psychographics (interests, values).
	Competitive analysis : Documenting existing businesses and solutions your target customers are finding in the market.
	Marketing and sales plan : Your strategies for positioning your product or service in the market, and developing a customer base.  
	Operations plan : Describing how you will run the business from day to day, including how you will manage inventory, equipment, and staff.
	Organization and management team: Detailing the legal structure of the business, as well as key members, their backgrounds and qualifications.
	Financial Plans : Business financials that measure a company’s performance and health, including profit & loss statements, cash flow statements and balance sheets. Effective financial plans also include forward-looking sales forecasts and expense budgets.

How a business plan and business model canvas inform business strategy
Avoid the trap of using the two terms interchangeably. As we’ve shown, the two have different focuses and purposes. 
The business model canvas (or our one-page plan template ) is a great starting point for mapping out your initial strategy. Both are easy to iterate on as you test ideas and determine what’s feasible.
Once you have a clearer sense of your idea, you can expand the canvas or one-page plan into a business plan that digs into details like your operations plan, marketing strategy, and financial forecast.
When you understand how – and when – to use each, you can speed up the entire planning process. That’s because the business model canvas lays out the foundation of your venture’s feasibility and potential, while the business plan provides a roadmap for getting there.
The work of business planning is about connecting the dots between the potential and the process.

See why 1.2 million entrepreneurs have written their business plans with LivePlan

Tim Berry is the founder and chairman of Palo Alto Software , a co-founder of Borland International, and a recognized expert in business planning. He has an MBA from Stanford and degrees with honors from the University of Oregon and the University of Notre Dame. Today, Tim dedicates most of his time to blogging, teaching and evangelizing for business planning.
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If you’re starting a business , you have a business model, whether you know it or not. A business model is the foundation of any business idea; it basically outlines how the concept offers value and potential for growth. Essentially, a solid business model ensures that the business will make money. 
A business plan , on the other hand, is the business owner’s plan to put that model into action. It’s much more detailed and includes financial projections, objectives, management decisions and further steps. 
Still unsure? Have no fear, this handy guide lays out the differences between a business plan and a business model so that you know exactly what you and your business need to succeed.  
	Business Model

In simple terms, a business model is how the business will make money. Selling ice to eskimos, for instance, is a bad business model. Selling team jerseys to rabbit sports fans, on the other hand, is a solid business model. 
The components of a business model are best illustrated by Swiss entrepreneur Alexander Osterwalder’s Business Model Canvas, which is a visual representation with nine sections. Four sections represent internal elements of a business that enable it to function and are related to costs. 
Four other sections represent external elements that enable the business to bring in revenue and are related to the customer. The ninth section is the business’ value proposition. 

Value Proposition
The value proposition is at the heart of your business model. Your value proposition, which should be no more than two sentences long, needs to answer the following questions:
	What are you offering
	Whose problem does it solve
	What problem does it solve
	What benefits does it provide
	How is it better than competitor products

Key Activities
Key activities are all the activities required to run the business and create the proposed value. These can include product development and distribution and any other necessary activities.  
Cost Structure
The cost structure is a sum of all you’ll need to spend to make the business function. It’s the costs you’ll incur to run the business and bring in revenue. 
Key Partners
Key partners are external partners involved in delivering value, such as vendors and suppliers, or maybe a bank. 
Key Resources
Key resources are any necessary practical elements that come with a cost. These might include your office space, employees, and equipment like computers. 
Revenue Streams
Revenue streams are the ways in which you receive payment from customers. You may have more than one revenue stream, such as via direct sales and subscriptions.
Customer Segments
Customer segments are the groups of people to whom you provide goods or services. In other words, your target market. Maybe your products are aimed at younger women, for instance, or older men. Whatever your target segments, you should build customer personas of each group so that you know how and where to reach them with your marketing.
Customer Relationships
Customer relationships refer to how you interact with your customers to deliver value. Your interactions may be online only, by phone, in-person, or all of the above. 
Channels refer to how you reach your customers, such as social media, internet search, direct sales calls, trade shows, and so on. 
To Summarize
If you’re just starting a business, the Business Model Canvas is a great way to understand and examine your business model. One thing to remember is that the elements you put in your Canvas will be based on assumptions that will at some point be tested in the market and adapted as needed. 
Another thing to remember is that you do not need to do a Business Model Canvas. It’s merely an exercise that can help provide insight into your business model.  
	Business Plan

A business plan is a detailed document that describes how the business will function in all facets. The key is in the “plan” part of the name. It will specify how you’ll launch your business, gain customers, operate your company, and make money. A business plan, however, is not a static document . 
The initial version will be based largely on assumptions, supported by research. As you run your business you’ll constantly learn what works and what does not and make endless tweaks to your plan.
Thus, creating a business plan is not a one-time action – it’s a dynamic and continuous process of crafting and adapting your vision and strategy. 
You’ll present your business plan to potential backers, though in recent years some investors have begun to embrace the Business Model Canvas as a tool to assess a business’ potential. 
A strong business plan includes eight essential components .
1. Executive Summary 
The executive summary is the initial section of your business plan , written last, summarizing its key points. Crucial for capturing investors’ and lenders’ interest, it underscores your business’s uniqueness and potential for success. It’s vital to keep it concise, engaging, and no more than two pages.
2. Company Description/Overview
This section provides a history of your company, including its inception, milestones, and achievements. It features both mission (short-term goals and driving force) and vision statements (long-term growth aspirations). Objectives, such as product development timelines or hiring goals, outline specific, short-term targets for the business.
3. Products or Services Offered
Detail the product or service you’re offering, its uniqueness, and its solution to market problems. Explain its source or development process and your sales strategy, including pricing and distribution channels. Essentially, this section outlines what you’re selling and your revenue model.
4. Market Analysis 
	Industry Analysis : Research your industry’s growth rate, market size, trends, and future predictions. Identify your company’s niche or sub-industry and discuss adapting to industry changes.
	Competitor Analysis : Examine main competitors , their unique selling points, and weaknesses. Highlight your competitive advantages and strategies for maintaining them.
	Target Market Analysis : Define your target market , their demographics, needs, and wants. Discuss how and where you’ll reach them and the potential for market shifts based on customer feedback.
	SWOT Analysis : Break down your company’s strengths, weaknesses, opportunities, and threats. Detail your unique attributes, potential challenges, market opportunities, and external risks, along with strategies to address them.

5. Marketing and Sales Strategies
	Marketing and Advertising Plan : Use insights from your target market analysis to decide advertising channels, emphasizing platforms that best reach your audience, like TikTok over Instagram. Develop a concise value proposition to be central to all marketing, detailing how your product addresses specific needs.
	Sales Strategy and Tactics : Define where and how you’ll sell, such as online, in-store, or through direct sales calls. Sales tactics should highlight the customer’s needs, presenting your solution without overly aggressive promotion.
	Pricing Strategy : Decide on pricing based on market positioning, whether you aim to be a discount or luxury option. Ensure prices cover costs and yield profit, and position your product in a manner that aligns with the chosen price range. Justify your chosen pricing strategy in this section.

6. Operations and Management 
	Operational Plan : Outline daily, weekly, and monthly operations, specifying roles, tasks, and quality assurance methods. Include supplier details and order schedules, ensuring clarity on key business functions and responsibilities.
	Technology Plan : For tech-based products, detail the development plan, milestones, and staffing. For non-tech companies, describe the technology tools and software you’ll employ for business efficiency.
	Management and Organizational Structure : Define who’s in charge, their roles, and their backgrounds. Discuss your management strategy and forecast the development of your organizational hierarchy.
	Personnel Plan : List current and future hires, specifying their roles and the qualifications necessary for each position. Highlight the significance of each role in the business’s operations.

7. Financial Plan 
	Startup Costs : Clearly detail every anticipated cost before starting operations. This will be vital for understanding the initial investment required to get the business off the ground.
	Sales Projections : Estimate monthly sales for the first year, with an annual forecast for the next two years.
	Profit and Loss Statement : An overview of revenue minus costs, resulting in either a profit or loss.
	Cash Flow Statement : Provides clarity on the business’s liquidity by showing cash inflows and outflows over a specific period.
	Balance Sheet : Displays the company’s net worth by detailing its assets and liabilities.
	Break-even Analysis : Understand at which point revenues will cover costs, helping to predict when the business will start making a profit.
	Funding Requirements and Sources : Enumerate the required capital and the sources of this funding. This should also include the purpose for which these funds will be used at different stages.
	Key Performance Indicators (KPIs) : Identify the metrics vital for measuring the company’s performance. Use these indicators to spot challenges, understand where improvements can be made, and pivot strategies as necessary. Ensure that each KPI aligns with the business’s objectives and offers actionable insights for growth.

Remember, although the financial section might seem daunting, it is pivotal for understanding the economic feasibility of your business. Proper financial planning helps in making informed decisions, attracting investors, and ensuring long-term sustainability. Don’t hesitate to engage financial experts or utilize tools and software to ensure accuracy and comprehensiveness in this section.
8. Appendices
The appendices section of a business plan is a repository for detailed information too extensive for the main document. This can include resumes of key personnel, full market research data, legal documents, and product designs or mockups. By placing this data in the appendices, it keeps the main plan concise while allowing stakeholders access to deeper insights when needed. Always ensure each item is clearly labeled and referenced at the relevant point in the main document.
As you can see, business models and business plans have some similarities, but in the main they are quite different. Your business model explains the foundational concept behind your business, while a business plan lays out how you’ll put that model into action and build a business. 
When you’re starting a business, it’s best to have both, as the work of getting them done involves learning about your business from every angle. The knowledge you’ll gain is likely to be invaluable, and could even be the difference between success and failure. 
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The key difference between a business model and a business plan
It is easy to confuse a business model with a business plan . Yet those tools have specific functions, in some cases similar, in most other cases completely different.
Indeed, while a business model is a framework to understand the way an organization works, a business plan is a document that helps to understand the future strategy of an organization and its expected performance in a three to five years time frame.
While in some cases, a business plan can also serve the purpose of better understanding your own business, and in some other cases, the business model can be comprised within the business plan .
Indeed, as an investor, I want to know exactly how your business works or how you think it will work in the future. Keeping a distinction between those tools is critical.
In particular, I want to focus on the critical difference from two perspectives:
	external (investors, stakeholders, and other parties)
	internal (owners, top management, shareholders)

External:  business plan or business model?
If you’re looking for a tool whose aim is to show how attractive your business is, a business plan is the most suited for that.
Indeed, suppose you want to attract investors and grow your business via external resources.
In that case, a detailed business plan is the most effective way to allow those investors to understand the several parts of your business.
Also, the business plan is a way to show where you see the business in the future. Indeed, one key ingredient of a business plan is a set of projections for three-five years.
While investors will also want to know what kind of business model you want to build (depending on whether or not your business model will be scalable will make or break the interests of investors).
The primary tool to show where your business will be in the future and to address the kind of resources needed to get there is the business plan. In short, for external subjects to know about your business and invest in it, the business plan is the best tool.
Internal: business plan or business model?
Among the tools to leverage on to understand your business, a business model is one of the most effective.
Indeed, the business model is a framework (usually a one-page) that allows you to understand how your business works from several perspectives.
Depending on what kind of business you’re trying to build or where you want to steer your organization, you might want to look at a few tools, such as:
	FourWeekMBA Busines Model 
	Business Model Canvas
	Blitzscaling Business Model Innovation Canvas
	Value Proposition Canvas
	Lean Startup Canvas

Each of those tools will help you to build a different kind of business.
For instance, in a start-up phase, the business model canvas and the lean startup canvas are the most suited.
In a phase of scale-up, the lean startup is better suited than the business model canvas.
Instead, if you’re trying to blitzscale your business , the Blitzscaling Canvas will be your best companion.
In conclusion, if you’re looking for a way to understand better your business in the present or how to design a business model that can help you grow, the business model frameworks are the most suited to the business plan .
In some cases, though, a business plan might also work for that purpose, especially a one-page business plan.
Key takeaway and resources
A business plan is a tool that is most suited to shot external stakeholders where your business is headed and why they should finance or invest in its future.
The business model instead, is a framework that helps you assess how your business works from several angles and the kind of actions you can take in the now.
Below you can find an example on how to build a one-page business plan as well:

Key Highlights:
	Business Model vs. Business Plan: A business model is a comprehensive framework for creating and capturing value in a business, while a business plan is a document that outlines how a business can become viable. The primary goal of a business plan is often to secure investments.
	Key Difference: The main distinction between a business model and a business plan lies in their functions. A business model explains how an organization operates, while a business plan focuses on the future strategy and expected performance over three to five years.
	External Perspective: For external stakeholders like investors and partners, a detailed business plan is essential. It helps them understand various aspects of the business and provides projections for the future. Investors also want to know about the scalability of the business model.
	Internal Perspective: When looking to understand the current state of your business or design a business model, tools like the Business Model Canvas, Lean Startup Canvas, and others are more effective. These tools offer insights into how the business operates and can guide decision-making.
	Choosing the Right Tool: The choice between a business model and a business plan depends on your goals and the stage of your business. For startups, the Lean Startup Canvas and Business Model Canvas are useful. In a scale-up phase, Lean Startup tools might be more suitable, and for rapid growth , the Blitzscaling Canvas can be valuable.
	Key Takeaway: A business plan is best suited for presenting your business to external stakeholders and securing financing, while a business model is a framework for understanding your business from multiple angles and making informed decisions in the present.
	Resources: Various tools, such as the Business Model Canvas and Lean Startup Canvas, can help you analyze and improve your business model. A one-page business plan can also be effective in clarifying your business’s core problem, target customers, and distribution channels .

Case Studies
Case Study 1: Nike – Business Model vs. Business Plan
	Nike utilizes its business model to create, deliver, and capture value. It focuses on the core components of a business’s operations and revenue generation.
	When considering external stakeholders like investors, Nike might develop a detailed business plan to showcase its future strategies and financial projections.

Case Study 2: Coca-Cola – Business Model vs. Business Plan
	Coca-Cola employs digital marketing channels like social media and email marketing to better communicate its products and engage with consumers.
	Coca-Cola may use a business model framework to understand how it creates and delivers value through marketing , while a business plan could be used to outline future marketing strategies and financial goals.

Case Study 3: Amazon – Business Model vs. Business Plan
	Amazon uses technology not only for its e-commerce platform but also integrates customer feedback into its product design, enhancing its business model .
	In the process of attracting investors or lenders, Amazon might create a comprehensive business plan to demonstrate its long-term growth strategy , financial viability, and risk mitigation.

Case Study 4: Tesla – Business Model vs. Business Plan
	Tesla leverages technology to shape its electric vehicles, constantly improving features and performance based on user feedback and data collected from their vehicles.
	Tesla could use a business model to understand how it delivers value through innovation and customer feedback. Simultaneously, a business plan might outline its future growth strategies and financial projections.

Case Study 5: Airbnb – Business Model vs. Business Plan
	Airbnb operates a two-sided platform that connects hosts and travelers, creating interactions that generate value for both parties.
	To secure investments for expansion or growth , Airbnb may develop a business plan that outlines its financial outlook, expansion strategies, and risk management, while its business model emphasizes how interactions drive its value.

Case Study 6: Uber – Business Model vs. Business Plan
	Uber’s platform connects riders and drivers, creating a multi-sided marketplace driven by network effects .
	Uber could use a business model to understand the dynamics of its marketplace. When seeking investors or funding, it might present a comprehensive business plan highlighting its growth potential, financial projections, and strategies to address market challenges.

Case Study 7: Apple – Business Ecosystem vs. Business Plan
	Apple’s App Store has evolved into a thriving business ecosystem that benefits both the company and app developers.
	While the business ecosystem concept is central to Apple’s strategy , the company may use a business plan to outline its future ecosystem development, financial projections, and governance design for potential investors.

Case Study 8: Ethereum – Business Ecosystem vs. Business Plan
	Ethereum’s blockchain platform facilitates the creation of decentralized applications (dApps) and smart contracts within a larger business ecosystem .
	Ethereum might use a business model to understand how its ecosystem creates and captures value. For attracting investors or funding, a business plan could illustrate its growth strategies, financial outlook, and governance design.

Key Difference – Business Model vs. Business Plan
	A business model is a strategic framework for understanding how a business creates, delivers, and captures value. It focuses on the core components of a business’s operations and revenue generation.
	A business plan is a comprehensive document outlining a company’s goals, strategies, financial projections, and operational details, often used for fundraising and as a roadmap for the business.

Choosing the Right Tool
	The choice between a business model and a business plan depends on the goals and stage of the business. While a business model helps understand the present and guide innovation , a business plan is primarily for external stakeholders, showcasing future strategies and financial projections.
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Business model vs business plan: What’s the difference between them

If you aspire to be an entrepreneur, that means you already have some ideas in mind. Knowing what the difference is between a business model and a business plan is going to help you. Each has its own use, so understanding them is important.
Any successful business owner will have to do some business planning . There are a lot of benefits to doing this, and the more organized you get, the better it is going to be for you. In the digital era, you don’t have to do it on paper – you can do it much more efficiently using IdeaBuddy, for example, but the better you understand the essence, the higher your chance of building a successful plan you have.
The differences between business model vs business plan
The business model is the foundation of a company, while the business plan is the structure. So, a business model is the main idea of the business together with the description of how it is working.
The business plan goes into detail to show how this idea could work. A business model can also be considered the mechanism that a company has to generate profits. At the same time, the business plan also does its part in being the way a company can present its strategy. It is also used to show the financial performance that is expected for the near future.
Comparing how business models and business plans work to help you in different ways is important. A business model can help you be sure that the company is making money. It helps to identify services that customers value. It also shows the reciprocation of funds for the activity that a business renders to its customers.
Any business can have different ways of generating income, but the goals of the business model should aim to simplify the money process. It does this by focusing on the large income generators.
So, we now understood that a basic business model is a gateway to show how an organization is functioning. A business plan is a document that shows the strategy of an organization together with the expected performance details.
We can find the details of a company when we check its business plan. What it does is offer more info about the business model. It does this by explaining the teams needed to meet the demand of the business model. It explains the equipment needed, as well as resources that need to be obtained to start creating. Explaining the marketing goals , and how the business is going to attract and retain more customers over the competition , will be part of the model.
Another interesting thing when it comes to comparing business models and business plans is that they cannot function without each other. Just remember this, the business model is going to be the center of the business plan.
Business plan
When comparing using a business model versus a business plan, we also need to understand each one better to draw some final conclusions. One of the first goals of a company could be to define its business model.
The business plan is going to be the detailed part that includes all the information and steps like Mayple’s marketing plan template, organization, products or services, sales plan, business proposal for investors , and so on. Some useful questions that you can use when developing your business plan are:
	What do we have now?
	What do we want to have in the future?
	What do we need in order to be there?

Business Model
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What Is a Business Model?
Understanding business models, evaluating successful business models, how to create a business model.
	Business Model FAQs

The Bottom Line
Learn to understand a company's profit-making plan

Yarilet Perez is an experienced multimedia journalist and fact-checker with a Master of Science in Journalism. She has worked in multiple cities covering breaking news, politics, education, and more. Her expertise is in personal finance and investing, and real estate.

The term business model refers to a company's plan for making a profit . It identifies the products or services the business plans to sell, its identified target market , and any anticipated expenses . Business models are important for both new and established businesses. They help new, developing companies attract investment, recruit talent, and motivate management and staff.
Established businesses should regularly update their business model or they'll fail to anticipate trends and challenges ahead. Business models also help investors evaluate companies that interest them and employees understand the future of a company they may aspire to join.
Key Takeaways
	A business model is a company's core strategy for profitably doing business.
	Models generally include information like products or services the business plans to sell, target markets, and any anticipated expenses.
	There are dozens of types of business models including retailers, manufacturers, fee-for-service, or freemium providers.
	The two levers of a business model are pricing and costs.
	When evaluating a business model as an investor, consider whether the product being offered matches a true need in the market.

Investopedia / Laura Porter
A business model is a high-level plan for profitably operating a business in a specific marketplace. A primary component of the business model is the value proposition . This is a description of the goods or services that a company offers and why they are desirable to customers or clients, ideally stated in a way that differentiates the product or service from its competitors.
A new enterprise's business model should also cover projected startup costs and financing sources, the target customer base for the business, marketing strategy , a review of the competition, and projections of revenues and expenses. The plan may also define opportunities in which the business can partner with other established companies. For example, the business model for an advertising business may identify benefits from an arrangement for referrals to and from a printing company.
Successful businesses have business models that allow them to fulfill client needs at a competitive price and a sustainable cost. Over time, many businesses revise their business models from time to time to reflect changing business environments and market demands .
When evaluating a company as a possible investment, the investor should find out exactly how it makes its money. This means looking through the company's business model. Admittedly, the business model may not tell you everything about a company's prospects. But the investor who understands the business model can make better sense of the financial data.
A common mistake many companies make when they create their business models is to underestimate the costs of funding the business until it becomes profitable. Counting costs to the introduction of a product is not enough. A company has to keep the business running until its revenues exceed its expenses.
One way analysts and investors evaluate the success of a business model is by looking at the company's gross profit . Gross profit is a company's total revenue minus the cost of goods sold (COGS). Comparing a company's gross profit to that of its main competitor or its industry sheds light on the efficiency and effectiveness of its business model. Gross profit alone can be misleading, however. Analysts also want to see cash flow or net income . That is gross profit minus operating expenses and is an indication of just how much real profit the business is generating.
The two primary levers of a company's business model are pricing and costs. A company can raise prices, and it can find inventory at reduced costs. Both actions increase gross profit. Many analysts consider gross profit to be more important in evaluating a business plan. A good gross profit suggests a sound business plan. If expenses are out of control, the management team could be at fault, and the problems are correctable. As this suggests, many analysts believe that companies that run on the best business models can run themselves.
When evaluating a company as a possible investment, find out exactly how it makes its money (not just what it sells but how it sells it). That's the company's business model.
Types of Business Models
There are as many types of business models as there are types of business. For instance, direct sales, franchising , advertising-based, and brick-and-mortar stores are all examples of traditional business models. There are hybrid models as well, such as businesses that combine internet retail with brick-and-mortar stores or with sporting organizations like the NBA .
Below are some common types of business models; note that the examples given may fall into multiple categories.
One of the more common business models most people interact with regularly is the retailer model. A retailer is the last entity along a supply chain. They often buy finished goods from manufacturers or distributors and interface directly with customers.
Example: Costco Wholesale
Manufacturer
A manufacturer is responsible for sourcing raw materials and producing finished products by leveraging internal labor, machinery, and equipment. A manufacturer may make custom goods or highly replicated, mass produced products. A manufacturer can also sell goods to distributors, retailers, or directly to customers.
Example: Ford Motor Company
Fee-for-Service
Instead of selling products, fee-for-service business models are centered around labor and providing services. A fee-for-service business model may charge by an hourly rate or a fixed cost for a specific agreement. Fee-for-service companies are often specialized, offering insight that may not be common knowledge or may require specific training.
Example: DLA Piper LLP
Subscription
Subscription-based business models strive to attract clients in the hopes of luring them into long-time, loyal patrons. This is done by offering a product that requires ongoing payment, usually in return for a fixed duration of benefit. Though largely offered by digital companies for access to software, subscription business models are also popular for physical goods such as monthly reoccurring agriculture/produce subscription box deliveries.
Example: Spotify
Freemium business models attract customers by introducing them to basic, limited-scope products. Then, with the client using their service, the company attempts to convert them to a more premium, advance product that requires payment. Although a customer may theoretically stay on freemium forever, a company tries to show the benefit of what becoming an upgraded member can hold.
Example: LinkedIn/LinkedIn Premium
Some companies can reside within multiple business model types at the same time for the same product. For example, Spotify (a subscription-based model) also offers a free version and a premium version.
If a company is concerned about the cost of attracting a single customer, it may attempt to bundle products to sell multiple goods to a single client. Bundling capitalizes on existing customers by attempting to sell them different products. This can be incentivized by offering pricing discounts for buying multiple products.
Example: AT&T
Marketplace
Marketplaces are somewhat straight-forward: in exchange for hosting a platform for business to be conducted, the marketplace receives compensation. Although transactions could occur without a marketplace, this business model attempts to make transacting easier, safer, and faster.
Example: eBay
Affiliate business models are based on marketing and the broad reach of a specific entity or person's platform. Companies pay an entity to promote a good, and that entity often receives compensation in exchange for their promotion. That compensation may be a fixed payment, a percentage of sales derived from their promotion, or both.
Example: social media influencers such as Lele Pons, Zach King, or Chiara Ferragni.
Razor Blade
Aptly named after the product that invented the model, this business model aims to sell a durable product below cost to then generate high-margin sales of a disposable component of that product. Also referred to as the "razor and blade model", razor blade companies may give away expensive blade handles with the premise that consumers need to continually buy razor blades in the long run.
Example: HP (printers and ink)
"Tying" is an illegal razor blade model strategy that requires the purchase of an unrelated good prior to being able to buy a different (and often required) good. For example, imagine Gillette released a line of lotion and required all customers to buy three bottles before they were allowed to purchase disposable razor blades.
Reverse Razor Blade
Instead of relying on high-margin companion products, a reverse razor blade business model tries to sell a high-margin product upfront. Then, to use the product, low or free companion products are provided. This model aims to promote that upfront sale, as further use of the product is not highly profitable.
Example: Apple (iPhones + applications)
The franchise business model leverages existing business plans to expand and reproduce a company at a different location. Often food, hardware, or fitness companies, franchisers work with incoming franchisees to finance the business, promote the new location, and oversee operations. In return, the franchisor receives a percentage of earnings from the franchisee.
Example: Domino's Pizza
Pay-As-You-Go
Instead of charging a fixed fee, some companies may implement a pay-as-you-go business model where the amount charged depends on how much of the product or service was used. The company may charge a fixed fee for offering the service in addition to an amount that changes each month based on what was consumed.
Example: Utility companies
A brokerage business model connects buyers and sellers without directly selling a good themselves. Brokerage companies often receive a percentage of the amount paid when a deal is finalized. Most common in real estate, brokers are also prominent in construction/development or freight.
Example: ReMax
There is no "one size fits all" when making a business model. Different professionals may suggest taking different steps when creating a business and planning your business model. Here are some broad steps one can take to create their plan:
	Identify your audience. Most business model plans will start with either defining the problem or identifying your audience and target market . A strong business model will understand who you are trying to target so you can craft your product, messaging, and approach to connecting with that audience.
	Define the problem. In addition to understanding your audience, you must know what problem you are trying to solve. A hardware company sells products for home repairs. A restaurant feeds the community. Without a problem or a need, your business may struggle to find its footing if there isn't a demand for your services or products.
	Understand your offerings. With your audience and problem in mind, consider what you are able to offer. What products are you interested in selling, and how does your expertise match that product? In this stage of the business model, the product is tweaked to adapt to what the market needs and what you're able to provide.
	Document your needs. With your product selected, consider the hurdles your company will face. This includes product-specific challenges as well as operational difficulties. Make sure to document each of these needs to assess whether you are ready to launch in the future.
	Find key partners. Most businesses will leverage other partners in driving company success. For example, a wedding planner may forge relationships with venues, caterers, florists, and tailors to enhance their offering. For manufacturers, consider who will provide your materials and how critical your relationship with that provider will be.
	Set monetization solutions. Until now, we haven't talked about how your company will make money. A business model isn't complete until it identifies how it will make money. This includes selecting the strategy or strategies above in determining your business model type. This might have been a type you had in mind but after reviewing your clients needs, a different type might now make more sense.
	Test your model. When your full plan is in place, perform test surveys or soft launches. Ask how people would feel paying your prices for your services. Offer discounts to new customers in exchange for reviews and feedback. You can always adjust your business model, but you should always consider leveraging direct feedback from the market when doing so.

Instead of reinventing the wheel, consider what competing companies are doing and how you can position yourself in the market. You may be able to easily spot gaps in the business model of others.
Criticism of Business Models
Joan Magretta, the former editor of the Harvard Business Review, suggests there are two critical factors in sizing up business models. When business models don't work, she states, it's because the story doesn't make sense and/or the numbers just don't add up to profits. The airline industry is a good place to look to find a business model that stopped making sense. It includes companies that have suffered heavy losses and even bankruptcy .
For years, major carriers such as American Airlines, Delta, and Continental built their businesses around a hub-and-spoke structure , in which all flights were routed through a handful of major airports. By ensuring that most seats were filled most of the time, the business model produced big profits.
However, a competing business model arose that made the strength of the major carriers a burden. Carriers like Southwest and JetBlue shuttled planes between smaller airports at a lower cost. They avoided some of the operational inefficiencies of the hub-and-spoke model while forcing labor costs down. That allowed them to cut prices, increasing demand for short flights between cities.
As these newer competitors drew more customers away, the old carriers were left to support their large, extended networks with fewer passengers. The problem became even worse when traffic fell sharply following the September 11 terrorist attacks in 2001 . To fill seats, these airlines had to offer more discounts at even deeper levels. The hub-and-spoke business model no longer made sense.
Example of Business Models
Consider the vast portfolio of Microsoft. Over the past several decades, the company has expanded its product line across digital services, software, gaming, and more. Various business models, all within Microsoft, include but are not limited to:
	Productivity and Business Processes: Microsoft offers subscriptions to Office products and LinkedIn. These subscriptions may be based off product usage (i.e. the amount of data being uploaded to SharePoint).
	Intelligent Cloud: Microsoft offers server products and cloud services for a subscription. This also provide services and consulting.
	More Personal Computing: Microsoft sells physically manufactured products such as Surface, PC components, and Xbox hardware. Residual Xbox sales include content, services, subscriptions, royalties, and advertising revenue.

A business model is a strategic plan of how a company will make money. The model describes the way a business will take its product, offer it to the market, and drive sales. A business model determines what products make sense for a company to sell, how it wants to promote its products, what type of people it should try to cater to, and what revenue streams it may expect.
What Is an Example of a Business Model?
Best Buy, Target, and Walmart are some of the largest examples of retail companies. These companies acquire goods from manufacturers or distributors to sell directly to the public. Retailers interface with their clients and sell goods, though retails may or may not make the actual goods they sell.
What Are the Main Types of Business Models?
Retailers and manufacturers are among the primary types of business models. Manufacturers product their own goods and may or may not sell them directly to the public. Meanwhile, retails buy goods to later resell to the public.
How Do I Build a Business Model?
There are many steps to building a business model, and there is no single consistent process among business experts. In general, a business model should identify your customers, understand the problem you are trying to solve, select a business model type to determine how your clients will buy your product, and determine the ways your company will make money. It is also important to periodically review your business model; once you've launched, feel free to evaluate your plan and adjust your target audience, product line, or pricing as needed.
A company isn't just an entity that sells goods. It's an ecosystem that must have a plan in plan on who to sell to, what to sell, what to charge, and what value it is creating. A business model describes what an organization does to systematically create long-term value for its customers. After building a business model, a company should have stronger direction on how it wants to operate and what its financial future appears to be.
Harvard Business Review. " Why Business Models Matter ."
Bureau of Transportation Statistics. " Airline Travel Since 9/11 ."
Microsoft. " Annual Report 2023 ."
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What Is a Business Model?
	Andrea Ovans


A history, from Drucker to Christensen.
A look through HBR’s archives shows that business thinkers use the concept of a “business model” in many different ways, potentially skewing the definition. Many people believe Peter Drucker defined the term in a 1994 article as “assumptions about what a company gets paid for,” but that article never mentions the term business model. Instead, Drucker’s theory of the business was a set of assumptions about what a business will and won’t do, closer to Michael Porter’s definition of strategy. Businesses make assumptions about who their customers and competitors are, as well as about technology and their own strengths and weaknesses. Joan Magretta carries the idea of assumptions into her focus on business modeling, which encompasses the activities associated with both making and selling something. Alex Osterwalder also builds on Drucker’s concept of assumptions in his “business model canvas,” a way of organizing assumptions so that you can compare business models. Introducing a better business model into an existing market is the definition of a disruptive innovation, as written about by Clay Christensen. Rita McGrath offers that your business model is failing when innovations yield smaller and smaller improvements. You can innovate a new model by altering the mix of products and services, postponing decisions, changing the people who make the decisions, or changing incentives in the value chain. Finally, Mark Johnson provides a list of 19 types of business models and the organizations that use them.
In The New, New Thing , Michael Lewis refers to the phrase business model as “a term of art.” And like art itself, it’s one of those things many people feel they can recognize when they see it (especially a particularly clever or terrible one) but can’t quite define.

	AO Andrea Ovans is a former senior editor at Harvard Business Review.
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Business Model vs. Business Plan

Business plan and business model are two completely different notions. What's the difference between the two?
Difference between business plan and business model
The business model is the mechanism through which the company generates its profits, while the business plan is a document presenting the company's strategy and expected financial performance for the years to come.
As you can see, the business model is at the center of the business plan.
The business model describes how the company is positioned within its industry's value chain, and how it organises its relations with its suppliers, clients, and partners in order to generate profits.
The business plan translates this positioning in a series of strategic actions and quantifies their financial impact.
Examples of business models
Here are some examples of the most common business models:
	Advertising
	Subscription
	Accessories

Let's dive in to these examples in greater details.
The business model of production
It's the most basic business model, the company sales the products and services it produces.
In order for that business model to be viable, the company needs to generate enough sales to cover its production, distribution, and storage costs.
The advertising business model
Here the goal is to generate revenues by selling advertising space.
On the Internet this model can be segmented based on the type of advertising:
	CPM (cost per thousand): the advertiser pays the publisher a fixed amount for 1,000 impressions.
	CPC (cost per click): the advertiser pays the publisher every time someone clicks on the ad. The amount paid can be fixed or established through an auction process.
	CPA (cost per action): the advertiser pays every time a specific action is executed. An action can be a sale or a lead for example. The amount can be fixed or set as a percentage of the action value.

This business model is already slightly more complex than the production one given that the company first need to invest in order to create a large audience before it can attract advertisers.
Business model based on commission (or distribution)
The company acts as an intermediary between the seller and the buyer and takes a cut of every sell it helps generate.
This business model is generally less risky than the two previous ones (and therefore less profitable) as the level of investment required can be minimal.
The subscription business model
The company receives revenues from its subscribers at regular intervals.
This business model has one clear advantage: the company knows in advance how much revenues it is going to generate. The flip side is that it often takes several months to recover the subscriber acquisition costs leading to a lower cash generation at the beginning of the cycle.
The freemium business model
The company offers two versions of its product:
	A free version with a limited set of features which goals are either to raise awareness about the product or to create a network effect.
	And a paid version, comprising more features and benefits, from which it can generate enough margin to cover the cost of the free users.

The keys to success with this business model are to be able to generate huge network effect (example: LinkedIn) and/or to convert a sufficient number of free users into paid customers (example: Trello).
The accessories business model
The company offers one product for free or at a price close to its production cost and generates a profit on the sale of accessories.
The classic example of this business model is the sale of razor blades: razors are sold for nothing, but you have to continually buy expensive blades to be able to use them.
This list of business models is far from being exhaustive, and if you have questions regarding a business model in particular feel free to contact us.
What tools can I use to find my business model?
The business model of most activities is straighforward - for example if you own a restaurant (production model) or a real estate agency (commission model) - but sometimes there multiple ways of monetizing a product or service and you need to be able to brainstorm to find the best business model.
A typical example of companies faced with multiple business model options are software publishers. A software can be monetized using the advertising, subscription, or freemium model. The choice of business model will have an impact on the go to market strategy and funding requirements expressed in the business plan.
A good tool to brainstorm multiple business models with your team is the business model canvas.
With the business model canvas you:
	Start with your your customer segments (who you are selling to)
	Infer from this your customer relationships (are you selling via an automated self-service system, or offering a bespoke service where you get to know each of your customers)
	Infer from this your revenue streams (how you monetize each customer segment)
	Infer from this your distribution channels (how you reach those customers based on the type of relationships)
	Infer from this your value propositions (what messaging is used in each distribution channel)
	Infer from this your key activities, resources and partners (what do you need to make the go to market model work in terms of staff, equipment, suppliers, etc.)
	Infer from this your cost structure (how much do these resources and activities cost)
	Finally check that the business model works (costs < revenues)

The business model canvas is a very simple, yet powerful, brainstorming tool. If you're interested in trying it out, you can download a blank canvas here .
What tool can I use to write my business plan?
Once you have decided on your business model, you can start writing your business plan.
A good solution for this is to use online business plan software . There are several advantages in doing so:
	You are guided through the writing process by detailed instructions and examples for each part of the plan 
	You can be inspired by already-written business plan templates and examples
	You can easily make your financial forecast by letting the software take care of the financial calculations for you, without errors
	You get a professional document, formatted and ready to be sent to your bank or investors
	It’s easy to track your forecast against the actual financial performance of your company, and to keep your plan up to date and relevant

If you're interested in using this type of solution, you can try our software for free by signing up here .
Business plan and business model: recommended readings
To get more information about business model we recommend reading Business Model Generation: A Handbook for Visionaries, Game Changers, and Challengers from Alexander Osterwalder.
For more information on business planning, you can have a look at our series on how to write a business plan . You can also download our free business plan template.
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Business plan vs. business model

Understanding the difference between a business model and a business plan is crucial for entrepreneurs and business managers. While these two terms are often used interchangeably, they refer to distinct aspects of a business’s strategy and operations.

What is a business model
A business model is a conceptual framework that outlines how a company creates, delivers, and captures value. It’s a strategic plan for earning profits, detailing the products or services the business will sell, the target market it aims to reach, and the expected costs and revenue streams. Essentially, it’s a blueprint that defines the way a company operates and makes money.
Examples of business models
	Subscription model : This model is prevalent in companies like Netflix or Spotify . Customers pay a recurring fee, usually monthly or annually, to continuously access a service. This model provides steady, predictable revenue for the business and convenience for the customer.
	Freemium model : Popularized by companies such as Dropbox , this model offers basic services for free while charging for advanced or premium features. It’s a way to attract a large user base quickly, with the hope of converting a portion of those users into paying customers.
	E-commerce model : Companies like Amazon and Alibaba operate under this model, selling products directly to consumers or other businesses through online platforms. This model has revolutionized retail by offering a wide range of products with the convenience of online shopping and home delivery.
	Advertising model : Platforms like Facebook and Google use this model, where the primary revenue stream comes from advertising. These companies offer free services to users and sell targeted advertising space to businesses, leveraging the vast amount of user data they collect.
	Direct sales model : This traditional model involves selling products directly to consumers, bypassing intermediaries. Companies like Avon and Tupperware use this model, often combining it with network marketing strategies.
	Franchise model : In this model, a business (the franchisor) allows individuals (franchisees) to trade under the business’s name and sell its products or services. The franchisee will then pay an initial fee, alongside ongoing royalties to the franchisor. Examples include fast-food chains like McDonald’s and Subway .
	Gig economy model : Platforms like Uber and Airbnb exemplify this model. They provide a marketplace where individuals offer services (like ridesharing or lodging) to others. The platform facilitates these transactions and earns a commission from each booking.

Each of these models has its unique characteristics and strategies for creating value and generating revenue. The choice of a business model depends on various factors including the industry, target market, and the nature of the product or service offered.

What is a business plan
A business plan is a comprehensive document that outlines the vision, goals, and roadmap for a business’s growth and success. It is a detailed plan that includes information about the business idea, market analysis, marketing and sales strategies, financial projections , and operational plans.
The business plan serves several purposes: it helps in securing funding from investors or banks, guides the management in strategic decision-making, and sets a course for the business’s development. It typically covers a period of three to five years and is regularly updated as the business evolves.
What’s in a business plan?
A business plan is a comprehensive document that outlines a company’s vision, strategy, and the steps it will take to achieve its goals. Here are the key components typically found in a business plan:
	Executive summary : This is an overview of the business plan, highlighting the business concept, key financials, and what sets the business apart. It’s meant to grab the reader’s attention and summarize the main points.
	Company description : Provides detailed information about the business, including its history, structure, objectives, and the products or services it offers. This section also defines the target market and the problem or need the business intends to address.
	Market analysis : This section involves thorough research on the industry, market trends, target market demographics, and the competitive landscape. It demonstrates an understanding of the market environment in which the business will operate.
	Organization and management : Outlines the business’s organizational structure, detailing the ownership, management team, and board of directors (if applicable). This section may also include biographies of key team members.
	Products or services : Describes in detail the products or services offered by the business, focusing on the benefits to customers. It may also cover the product’s life cycle, intellectual property issues, and any research and development activities.
	Marketing and sales strategy : Explains how the business will attract and retain customers. This includes marketing plans, sales strategies, pricing policies, advertising, and promotions.
	Funding request : If the business plan is being used to secure funding, this section details the amount of funding needed, how it will be used, and the preferred terms.
	Financial projections : Provides financial forecasts, including income statements, cash flow statements, and balance sheets for the next three to five years. These projections are crucial for demonstrating the business’s potential for profitability.
	Appendix : Includes supporting documents such as resumes, permits, leases, legal documentation, detailed market research studies, and references.

Each section plays a crucial role in illustrating the business’s strategy, operational plans, and financial health, making the business plan an essential tool for guiding the company’s direction and securing external funding.
Types of business plans
	Startup business plans : These are created for new businesses seeking funding from investors or banks. They focus on the business idea, market opportunity, unique value proposition, revenue model, and initial financial projections. They often include detailed information about the founding team, the problem they are solving, and their approach to capturing market share.
	Growth business plans : Aimed at existing businesses looking to expand. These plans outline strategies for entering new markets, launching new product lines, or scaling operations. They include market research on new potential markets, financial projections based on expansion, and a roadmap for implementation.
	Operational business plans : Designed for internal use, these focus on operational improvements. They might include plans for improving efficiency, reducing costs, or implementing new systems or technologies. These plans often have detailed timelines and milestones for the operational changes.
	Strategic business plans : These are high-level plans that set out the strategic direction of the company. They focus on long-term goals and objectives, major initiatives to achieve these goals, and allocation of resources. They are typically used by senior management to guide the overall direction of the business.
	Feasibility business plans : Used to assess the viability of a new product, service, or business idea. They include market research, cost analysis, and initial financial projections to determine whether the concept is worth pursuing.

Each type of business plan serves a different purpose and is tailored to the specific needs and stage of the business. Whether for a new startup, a growing business, or an established company seeking new strategies, a well-crafted business plan is crucial for outlining the path to success.

Business model vs. business plan: What’s the difference?
While a business model is a conceptual framework outlining how a company creates value, a business plan is a more detailed and practical document that sets out specific business goals and the strategies to achieve them. The business model is the core concept around which a business plan is developed.
To further distinguish between a business model and a business plan, let’s consider them from various perspectives:
Metaphorical comparison
	Business model : Think of the business model as the blueprint of a house. It’s an overarching design that outlines the structure and functionality of the house – the type of house, its layout, the flow between rooms, etc.
	Business plan : The business plan is like the construction plan for building the house. It includes detailed specifications, materials, timelines, and the steps needed to build the house as per the blueprint.
	Business model : Its primary purpose is to identify how the business will create and deliver value to customers, and how it will extract economic value for itself. It’s about the company’s strategy for operating in the market.
	Business plan : The purpose of a business plan is to provide a detailed roadmap for realizing the business model. It’s used for operational planning, securing financing, and guiding the company’s growth and development.

Scope and detail
	Business model : Generally, business models are more abstract and high-level. They provide an overall picture of how the business intends to function in the market.
	Business plan : Business plans are detailed and comprehensive. They delve into specifics like market research, financial projections, marketing strategies, and operational details.
	Business model : Primarily designed for internal understanding and strategic direction of the company.
	Business plan : Often created with external audiences in mind, such as investors, banks, or potential partners, to convey the company’s strategy and operational plans.

Functionality
	Business model : It’s a conceptual tool used to explore and articulate the business strategy and innovative approaches to the market.
	Business plan : Serves as a practical tool for execution, guiding the day-to-day operations and long-term objectives of the business.

By considering these different aspects, it becomes clear that while a business model and a business plan are closely related, they serve distinct functions and have different focuses within the business structure and strategy.
This table outlines the main differences between a business model and a business plan across various criteria:

Transform your business strategy with Brixx
The business model serves as the conceptual blueprint for creating and capturing value, while the business plan provides a detailed roadmap for implementation.
Brixx emerges as an essential financial forecasting tool in this process. It offers a suite of features that effectively bridges the gap between the strategic planning of your business model and the practical execution of your business plan. Key features include dynamic financial modeling, strategic planning and forecasting, comprehensive cash flow management, scenario analysis, collaborative planning capabilities, and in-depth reporting and analysis.
For entrepreneurs and business managers looking to seamlessly integrate their business model with an actionable business plan, Brixx offers the perfect solution. Discover how Brixx’s business planning software can transform your business strategy into a tangible success story. Try Brixx today and take the first step towards a more streamlined and efficient business planning process.
Is a business model more important than a business plan, or vice versa?
Both are equally important but serve different purposes. The business model provides the strategic foundation, while the business plan outlines the tactical execution of that strategy.
Can a business operate without a formal business plan?
Yes, particularly in the early stages or in very small operations. However, as a business grows, a formal business plan becomes crucial for guiding strategy, securing financing, and managing operations effectively.
Should startups focus more on their business model or business plan?
Startups should first develop a solid business model to understand their value proposition and market fit. Once this is established, a detailed business plan is essential for guiding growth and securing funding.
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Q: What is the difference between a business model and a business plan? Do I need both?
ACE Advises: A business plan is a document that details the organization’s strategy and expected financial performance for years to come. It is typically required by lending institutions, banks and investors to prove a business has a plan for profitability. A well-developed business plan lays out a map for marketing, financial planning and operations.
A business model describes how an organization creates, delivers and captures value in economic, social, cultural or other contexts. Business models help you develop strategies for customer acquisition, talent recruitment, key partnership alliances, and business development.
The business model and the business plan are both key elements to an organization’s development, growth and succession planning and decision making.
If the business plan is a road map that describes how much profit the business intends to make in a given period of time, the business model is the vehicle that gets you there. A model covers everything from ideal customers, customer relationships, value propositions, company activities and assets, and key partners that help you gain, maintain and retain your customers, employees and core values.
Developing strategic plans for your business is an investment. It will take time, energy, research, and commitment on the part of the leaders of the organization. Once developed, they should be referred to often, and updated as your business grows and adapts. When they are done well, your business will stay competitive, relevant, and profitable.
Priscilla Hansen Mahoney can be contacted at  www.blazingtrailscoaching.com .
The Association for Consulting Expertise (ACE) is a nonprofit association of independent consultants who value “Success through Collaboration.” The public is welcome to attend its regular meetings to share best practices and engage with industry experts. For more information go to www.consultexpertise.com .
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Introduction
Business Model and Business plan are interrelated to each other. Lets see a brief difference between business model vs business plan. Business Model acts as a centre for the business plan .
A business model is a framework used to design and depicts how a business might create and capture value. The business plan is a document explaining how a business might become profitable.
A business model is made to be tested while a business plan’s primary goal is to gain investments. If I talk about stages, designing a business model comes first, then we create a plan.
This plan describes strategies involved to build the business and match the plan with the business model.
In this blog, I will start with the difference then some key considerations involving why we should opt, how to write, and some examples of business models and business plans.
We would also be covering components of the business model that can be used while designing a business model canvas. The business model canvas is a tool which helps you to understand a business model in a clear and structured way.
What are the main differences between the business model and the business plan?
Most entrepreneurs start with a strong vision to work on a perfect ideal plan. Instead of chasing an ideal plan, begin with a written description. This description should include who you are, what your ideas are, and why you are in that particular business.
Let’s take an example: If you are selling jewellery online, e-commerce is your business model. Your business plan is to sell jewellery.
Business Plans can be long and time-consuming. So, we need to format the plan properly. A business plan is a document containing detailed future projections such as tactics, goals to cover.
Business Models are structured proposals of a business containing an outline that is easy and less time-consuming. A one-page business model explains how an organization is working with the main idea.
This makes a business model fast, concise, and portable. I will discuss the critical difference from two perspectives:
	External resources including stakeholders, investors, and other parties
	Internal resources including top management, owners, and shareholders

External Resources: Business model vs Business Plan?
If you want to attract investors and grow your business through external resources, a detailed plan is needed. This allows investors to understand the several parts of your business.
If I talk about the main ingredient of a business plan is a set of projections for three-five years. The interests of investors depend on whether your business model is scalable or not.
While investors will also want to know what kind of business model you want to build. The main idea is to show your business future projections and to address the kind of resources needed to get there through a business plan.
So, for external subjects to know about your business and invest in it, the business plan is the best tool.
Internal Resources: Business plan vs Business model?
To understand your business, a business model is one of the most effective. For instance, in a start-up phase, the business model canvas and the lean startup canvas are the most suited.
Each of those tools will help you to build a different kind of business. If you want to understand or design a business model that can help you grow, the business model frameworks are the most suited, vs business plan.
According to   Alan Gleeson , who is the General Manager of Palo Alto Software, Ltd recently answered the difference between business model & business plan in a guest post on TechCrunch : –
“It is worth clarifying the business model vs business plan. A business plan details the business opportunity in a document whereas a business model represents a one-page visual representation or a simple verbal description”.
So if you are a technology-based startup who is looking to raise venture capital, then your business plan should focus on the Venture Capital with a PowerPoint slide deck and an executive summary.
However, if you are a coffee shop looking for a modest investment then the information should include a simple business plan.
Modern business planning is agile, flexible, concise, and more about goal setting than bound physical documents.
This planning process brings numerous benefits for the entrepreneur, such as an ability to look at the operations, to ensure internal focus and cash flow management.
	Business Model Canvas vs Business Plan

Business Model Canvas and Business Plans are useful for an organization to grow. It depends on which stage of the project your company is working in.
Let us discuss the difference between the two and when they should be prepared for the growth of the business.
Business Model Canvas and Business Plan serve a very different purpose. If you are still checking and testing out different ways to roll out your business, BMC is the right place to start.
But, if you are looking for a loan from a bank or an investment for your business, a BMC is inadequate. Rather you should have a business plan. Business Model Canvas helps you, the founder, to figure out the business model and design it accordingly.
Business Plan is for an external stakeholder to analyze your business. The Business Model Canvas functions as a guide. It helps in quick communication between the owners of the business and its stakeholders.
So, let’s take an example of a startup business to understand it clearly. In the startup world, everything is highly changeable. Your business model or target audience can be changed in a month after you started.
And, can you imagine, you spent 3-5 weeks to write a full Business Plan & now you need to rewrite it again because some of the core points have changed? So, for a Startup business model canvas is highly preferred.
If you’re working on a project for more than one year and you’re thinking of asking for funding to an investor, you should work hard to write a great business plan, including an investor pitch.
	Business Model
	Purpose of Business Model

Business Models are necessary for the smooth functioning of every organization. They help in maintaining a close relationship with the customer.
Business Models focus on customer feedback that includes the problems and needs of the customers once the product or service is distributed to them.
How to write a Business Model?
A good Business Model describes the marketing, operations, and distribution strategies of a company. It also includes the analysis of the organizational structure and amending them to sustain a competitive edge.
1. Operational Outline- Design a pictorial view of business operations on a flip chart with circles and labels.
Define the interrelation between them to promote sales, distribute products, target customers, and revenue generation for your team as shown below.

2. Formatting Business Model – Format your business model on a template. You can include the details about different types of customers and how your products and services are valuable to them.
Prepare the total cost incurred for production, employees, and material. Further, prepare a  list of suppliers and partners involved in your business.
3. Operational Business Model – Adopt the “Bricks and Mortar” Business Model to attract local customers who want to choose the products and services provided by your store.
If the customers are from different geographical regions, then target the audience through the Internet. Also, plan to utilize company resources and maintain business profits. Focus on getting new customers and potential risks or threats to the business.
4. Additional Add up Values – Recognize the different methods for serving your customers with products and services. Maintain customer relations based on various segments and target potential customers.
Business Model Example
Let us discuss the different Business Model Examples in different segments.
1. Advertising- Advertising model includes content creation and displaying it in the visual form of advertisement to the readers and viewers. Examples are YouTube, New York Times.
2. Affiliate- Affiliate model uses links embedded in the content through the internet. Examples are TopTenReviews.com, TheWireCutter.com.
3. Brokerage- Brokerage models are mainly used by real estate agencies that involve brokerage transaction fees levied either to the buyer or seller or both by the brokers. Examples are century 21, Orbitz.
4. Crowd sourcing- A large number of people are contributing content for your site in exchange for access to other content. Examples are YouTube, Dell.
5. Freemium- Freemium provides free primary services and charges for premium services. Examples are LinkedIn, Mail chimp.
6. Franchise- Franchise is selling a methodology for starting and running a business. Examples are McDonald’s, Allstate.
Check Your Business Worth And Get The Highest Price For Your Business
Components of business model  canvas.
There are different components and elements of a business model. These are known as the main building blocks of a business which provides information regarding customers, finance, infrastructure & offers related to business.
1. Customer Segments- It defines the customer according to the segment based on the products and services offered to them.
2. Value Propositions- These add up the value to the products and services offered to the customer based on their performance, brand status, design, costing, accessibility, and newness.
3. Distribution Channels – They act as a medium between the customer and the organization. A quick, easy, and the most efficient channel is always for the distribution of products and services.
4. Customer Relationships- It helps in maintaining customer relationships according to segments to achieve financial success and stability.
5. Revenue Streams – This strategy provides a way in which a company can engage its customers to buy its products and services.
6. Key Resources- Key resources such as human, financial, intellectual, and physical provide value to the customers.
7. Key Activities – Relevant Key activities are necessary for every business as they help in maintaining revenue streams to make an efficient business model.
8. Partnerships- Partnerships with high-quality suppliers and partners reduce the risks to maintain efficient and streamlined operations.
9. Cost Structure – Cost structure is the total cost that will be incurred for the establishment of a particular business.
Business Model Canvas  
Business Model Canvas is a pictorial representation that provides a brief idea about your proposed business. They also include a visualizing description of business models and their values.
Business Model Canvas comprises all business components such as customer segments, value proposition, revenue streams, channels, Customer relationships, Key resources and activities, Partners, and Structure of Cost.

Business Plan
Purpose of the business plan.
The main purpose of a business plan is to focus on achieving business goals, secure outside financing, mapping growth, and including the right talent for the organization.
It acts as a blueprint for expanding and running a business in the right direction at every step. It also prepares for the future with clarity about the goals and achievements.
Every company should adopt a business plan as it acts as a decision-making tool by formatting the business goals and its intended audience.
How to write a business plan?  
Business Plan provides a road map for the growth and success of every business. It also helps to find investors and business partners. It  includes some components as
1. Executive Summary- It is the brief of the business plan that includes mission and statement, primary information, products and services, location, and employees.
2. Company Description- This includes detailed information about a company such as customers, business problems, nature of products, and services catered.
3. Market Analysis- It helps in understanding the target market, its trends, the potential for growth in the existing market.
4. Organization and Management- This depicts the organizational chart with vision and mission regarding the department and functioning of the company.
5. Marketing and Sales- Marketing involves different marketing strategies required in the business while the sales are responsible for covering the return on investments.
6. Funding Requests- Funding requests can be online or in a substantial manner.
7. Appendix and Glossary- Every business should provide appendix and glossary for the supporting documents and references to the data.
	Business Plan Examples

Let us discuss some business plan examples in the different sections of the business.
	Construction and Engineering
	Travel and Transport sector
	Hotels and Hospitality
	Children’s Education
	Computers and the Internet
	Consulting, Health, and Beauty
	Food and Farming, Medical and Healthcare
	Personal Services, Non-Profit Organizations
	Manufacturing and Online business.

For instance, let us consider a business plan for the Manufacturing sector. The manufacturing is mainly adopted by the companies who want to start new manufacturing, production, or fabrication business.
This plan helps in knowing the business profile and description, detailed investor information, risk factors involved. It also includes products, and services to be used, market research, sales and marketing strategies, operations, and financial analysis.
Types of Business Plan  
There are various business plans adopted by organizations depending on their nature of business.
1. Startup Business Plan- It is for the enterprises that want to start their business. This mainly includes market evaluations, products and services provided, financial analysis, and projected management team.
2. Internal Business Plan- These plans describe the operational costs and profitability, the company’s actual position, marketing, hiring, and technical costs.
3. Strategic Business Plan- This plan includes the company’s goals in the form of implementation schedule, objectives, and critical success factors and how to achieve them.
4. Feasibility Business Plan- It consists of the description of products and services, required capital, and target demographics.
5. Operations Business Plan- They are part of internal plans that include the company’s main operations with employee responsibilities.
6. Growth Business Plan- This plan provides an in-depth description of the proposed growth plan and investment for its potential investors.
So, the difference between a Business Model and a Business Plan is that they are both parts of an effective Strategic Planning process. A business model is all about VALUE!
What value are you creating, whom are you creating this value for, how are you delivering this value to said target?A great business plan is contingent on RESOURCES – time, infrastructure, manpower, technology, competences & capital.
They both help a business to grow. Using the right one means that your company can have a clearer process and better products and services.
As I said above, the business model is like a destination, and the planning is how you will reach your destination. So, let me add that the planning I recommend isn’t just a map or a route; it’s a GPS, real-time traffic and weather information.
And in that analogy, the business model is the destination. Hence, having an effective Strategic Plan is a powerful business advantage that dramatically increases the odds of success.
Alcor private equity and Venture capital firm  also empowers founders and businesses to grow their companies at all stages.
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Business plan vs business model canvas in entrepreneurship trainings, a comparison of students' perceptions

2016, Asian Social Science
Business model canvas and business plan are prevalent and widespread tools used in entrepreneurship trainings. This study aims to compare the business model canvas and the business plan as tools used in entrepreneurship trainings through the perceptions of business school students, with a user approach. Students were given applied entrepreneurship courses, and have been taught to prepare a business plan and a business model canvas. Then students were asked questions comparing business plan and business model canvas from various aspects. 62% of the students have stated that they find it more difficult to prepare a business plan. On the other hand despite its hardship to prepare, students have stated business model's superiority to BMC on several issues. According to students' statements, compared to BMC, business plan is more clear (64,6%), more useful (60,8%), more realistic in revealing the phases of start-up (77,2%), superior in financial planning (74,7%), superior in marketing planning (67,1%), superior in costs (70,9%), superior in describing customer needs and value propositon (60,7%), superior in production planning and supply chain (68,3%). After providing these statements students were asked which system they liked preparing the most. Answers to this question could not be decisively evaluated. Percentage of positive, negative and neutral statements are very similar. Independent samples t-test was conducted to compare business plan and BMC use perceptions scoring for gender. There was not a significant difference in the scores for female and male students.
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Journal of Business Research-Turk
Sedat Yuksel
Feasibility Study or Business Plan (B-Plan) is inseparable component of many entrepreneurship programs at higher education level. In parallel, B-Plan is weighted component of The Entrepreneurship Module which has been offered commonly at all higher education institutions past 8 years in Oman. In this study, it is aimed to analyze perception and experiences of B-Plan by the perspectives of the students who studied Entrepreneurship and prepared B-Plan. Design/method/approach-Accordingly, the research has been designed to analyze B-Plan perceptions and experiences of the students from various programs and major at higher education level. As research method, the survey has been conducted with 562 students from Medicine, IT, Business, Engineering, Nursing majors and programs which commonly offering same Entrepreneurship Module at public and private HEIs in Oman. Findings-Some findings have confirmed significant differences of perceptions and experiences by gender and program. Regardless of gender and program, all participants were agree on that the most difficult part of B-Plan is financial management. What the most liked of B-Plan are teamwork, innovating, creating revenues. What the most disliked of B-Plan are financial management, business entitle, fundraising. Bigger team size negatively affects B-Plan perceptions/experiences. Males are capitalizing their B-Plan relatively higher than females. Females are more positive than males any perception and experiences on B-Plan. Discussion-There are considerable outcomes to revise and restructure B-Plan in Entrepreneurship Module in Oman and similar contexts as well. The students are not fully persuaded about why B-Plan required and confident enough to prepare B-Plan.
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The Journal of Engineering Entrepreneurship
Nathalie Duval-Couetil , Jacob Wheadon
International Journal of Small Business and Entrepreneurship Research
Hong yuh ching
The objective of this study is to highlight the importance of the use of BMC to the entrepreneurs and the academic world. In pursuing this objective, the authors want to discuss the BMC problems and criticism and show its variations in order to help entrepreneurs use these models in the right way ‚and successfully plan their businesses. The shortcomings and weaknesses of the model will then be compared with experiences made in the class ‘Entrepreneurship II’ offered in a undergrad course of Business at a Brazilian university in the state of São Paulo. The experience with them highlighted the importance of the use of BMC and it was helpful in developing their business plans. The contribution of this study to the body of knowledge is to fill the vacuum that exists in terms of academic study concerning the use of Business Model Canvas by the entrepreneurs when developing their business plan as well as to advance research in the areas of small and medium enterprises.
Mediterranean Journal of Social Sciences
Desiderio Gutiérrez Taño
Parallel to the consolidation of Business Model approach in different fields of Management, a delay is detected in its application to entrepreneurship education. These applications should conceivably be paralleled by a gradual adaptation of the methodological approaches, with educational establishments incorporating the business model focus and foundations and evaluating the results of its use. The current work aims to constitute an advance in this direction. The paper reports on the results-in terms of the improvement in enterprise potential-of an experiment testing two different pedagogical methodologies in entrepreneurship education on two groups of students studying for degrees in Building Engineering at a Spanish university: a classic methodology based on the development of a business plan, and a new one based on the business model. The results show that students assigned to the methodology based on the business model had a significantly higher level of enterprise potential.
Education + Training
Raquel Ferreras-Garcia
Purpose The purpose of this paper is twofold: first, to study which perceived and attained entrepreneurial competences acquired by students while developing a business plan are rated most highly; and second, to analyse the differences observed in entrepreneurial competences, depending on whether the business plan developed is real or fictitious. Design/methodology/approach To analyse the role played by business plans in perceptions and attainment of competence, data were collected from students enrolled on a final project course of a bachelor’s degree, specifically the Bachelor’s Degree in Business Administration and Management at the Universitat Oberta de Catalunya. The course in question focussed on entrepreneurship and business plans. The data on perceived and attained competences were obtained through questionnaires and assessment rubrics, respectively. Mean comparison analyses were conducted to investigate any differences in entrepreneurial competences existing between students...
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Kathryn Cormican
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Mohamad Rizan
Setting up and building a business is not an easy matter. Not a few who failed and eventually went bankrupt. It turns out that one of the reasons is due to lack of careful planning. One business model that is considered effective is the Business Model Canvas (BMC), which is a management strategy for planning business concepts, infrastructure and company finances and can be applied not only by start-up businesses, but also by existing businesses. But, unfortunately BMC is not widely known by SMEs players. Therefore, in this community service activity, socialization was carried out on the concept and application of BMC, with partners from the Sub-Department of Industry, Trade, Cooperatives, Small and Medium Enterprises, East Jakarta City Administration, as well as participants who are SMEs in East Jakarta. The socialization used the classical method, namely in the form of an explanation from the resource person through a presentation on the BMC concept followed by application in the f...
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NIST Releases Version 2.0 of Landmark Cybersecurity Framework
The agency has finalized the framework’s first major update since its creation in 2014..
	NIST’s cybersecurity framework (CSF) now explicitly aims to help all organizations — not just those in critical infrastructure, its original target audience — to manage and reduce risks.
	NIST has updated the CSF’s core guidance and created a suite of resources to help all organizations achieve their cybersecurity goals, with added emphasis on governance as well as supply chains.
	This update is the outcome of a multiyear process of discussions and public comments aimed at making the framework more effective.


More roads lead to NIST’s updated cybersecurity framework, which now features quick-start guides aimed at specific audiences, success stories outlining other organizations’ implementations, and a searchable catalog of informative references that allows users to cross-reference the framework’s guidance to more than 50 other cybersecurity documents.
The National Institute of Standards and Technology (NIST) has updated the widely used Cybersecurity Framework (CSF), its landmark guidance document for reducing cybersecurity risk. The new 2.0 edition is designed for all audiences, industry sectors and organization types, from the smallest schools and nonprofits to the largest agencies and corporations — regardless of their degree of cybersecurity sophistication. 
In response to the numerous comments received on the draft version , NIST has expanded the CSF’s core guidance and developed related resources to help users get the most out of the framework. These resources are designed to provide different audiences with tailored pathways into the CSF and make the framework easier to put into action. 
“The CSF has been a vital tool for many organizations, helping them anticipate and deal with cybersecurity threats,” said Under Secretary of Commerce for Standards and Technology and NIST Director Laurie E. Locascio. “CSF 2.0, which builds on previous versions, is not just about one document. It is about a suite of resources that can be customized and used individually or in combination over time as an organization’s cybersecurity needs change and its capabilities evolve.” 
The CSF 2.0, which supports implementation of the National Cybersecurity Strategy , has an expanded scope that goes beyond protecting critical infrastructure, such as hospitals and power plants, to all organizations in any sector. It also has a new focus on governance, which encompasses how organizations make and carry out informed decisions on cybersecurity strategy. The CSF’s governance component emphasizes that cybersecurity is a major source of enterprise risk that senior leaders should consider alongside others such as finance and reputation. 
“Developed by working closely with stakeholders and reflecting the most recent cybersecurity challenges and management practices, this update aims to make the framework even more relevant to a wider swath of users in the United States and abroad,” according to Kevin Stine, chief of NIST’s Applied Cybersecurity Division. 
Following a presidential Executive Order, NIST first released the CSF in 2014 to help organizations understand, reduce and communicate about cybersecurity risk. The framework’s core is now organized around six key functions: Identify, Protect, Detect, Respond and Recover, along with CSF 2.0’s newly added Govern function. When considered together, these functions provide a comprehensive view of the life cycle for managing cybersecurity risk.
The updated framework anticipates that organizations will come to the CSF with varying needs and degrees of experience implementing cybersecurity tools. New adopters can learn from other users’ successes and select their topic of interest from a new set of implementation examples and quick-start guides designed for specific types of users, such as small businesses, enterprise risk managers, and organizations seeking to secure their supply chains. 

A new CSF 2.0 Reference Tool now simplifies the way organizations can implement the CSF, allowing users to browse, search and export data and details from the CSF’s core guidance in human-consumable and machine-readable formats.
In addition, the CSF 2.0 offers a searchable catalog of informative references that shows how their current actions map onto the CSF. This catalog allows an organization to cross-reference the CSF’s guidance to more than 50 other cybersecurity documents, including others from NIST, such as SP 800-53 Rev. 5 , a catalog of tools (called controls) for achieving specific cybersecurity outcomes.
Organizations can also consult the Cybersecurity and Privacy Reference Tool (CPRT), which contains an interrelated, browsable and downloadable set of NIST guidance documents that contextualizes these NIST resources, including the CSF, with other popular resources. And the CPRT offers ways to communicate these ideas to both technical experts and the C-suite, so that all levels of an organization can stay coordinated. 
NIST plans to continue enhancing its resources and making the CSF an even more helpful resource to a broader set of users, Stine said, and feedback from the community will be crucial. 
“As users customize the CSF, we hope they will share their examples and successes, because that will allow us to amplify their experiences and help others,” he said. “That will help organizations, sectors and even entire nations better understand and manage their cybersecurity risk.” 
The CSF is used widely internationally; Versions 1.1 and 1.0 have been translated into 13 languages, and NIST expects that CSF 2.0 also will be translated by volunteers around the world. Those translations will be added to NIST’s expanding portfolio of CSF resources. Over the last 11 years, NIST’s work with the International Organization for Standardization (ISO), in conjunction with the International Electrotechnical Commission (IEC), has helped to align multiple cybersecurity documents. ISO/IEC resources now allow organizations to build cybersecurity frameworks and organize controls using the CSF functions. NIST plans to continue working with ISO/IEC to continue this international alignment.
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Privately owned vehicle (POV) mileage reimbursement rates
GSA has adjusted all POV mileage reimbursement rates effective January 1, 2024.
Airplane nautical miles (NMs) should be converted into statute miles (SMs) or regular miles when submitting a voucher using the formula (1 NM equals 1.15077945 SMs).
For calculating the mileage difference between airports, please visit the U.S. Department of Transportation's Inter-Airport Distance website.
QUESTIONS: For all travel policy questions, email [email protected]
The shortcut to this page is gsa.gov/mileage.
Have travel policy questions? Use our ' Have a Question? ' site
PER DIEM LOOK-UP
1 choose a location.
Error, The Per Diem API is not responding. Please try again later.
No results could be found for the location you've entered.
Rates for Alaska, Hawaii, U.S. Territories and Possessions are set by the Department of Defense .
Rates for foreign countries are set by the State Department .
2 Choose a date
Rates are available between 10/1/2021 and 09/30/2024.
The End Date of your trip can not occur before the Start Date.
Traveler reimbursement is based on the location of the work activities and not the accommodations, unless lodging is not available at the work activity, then the agency may authorize the rate where lodging is obtained.
Unless otherwise specified, the per diem locality is defined as "all locations within, or entirely surrounded by, the corporate limits of the key city, including independent entities located within those boundaries."
Per diem localities with county definitions shall include "all locations within, or entirely surrounded by, the corporate limits of the key city as well as the boundaries of the listed counties, including independent entities located within the boundaries of the key city and the listed counties (unless otherwise listed separately)."
When a military installation or Government - related facility(whether or not specifically named) is located partially within more than one city or county boundary, the applicable per diem rate for the entire installation or facility is the higher of the rates which apply to the cities and / or counties, even though part(s) of such activities may be located outside the defined per diem locality.
International Women’s Day: What is it and why do we need it?

International Women’s Day is observed on 8 March every year. Image:  Unsplash/ThisisEngineering RAEng
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Listen to the article
This article was first published in 2022 and updated.
	8 March is International Women’s Day – devoted to celebrating the achievements of women and seeking gender equality.
	The campaign theme in 2024 is #InspireInclusion , while the official theme of the UN observance of the day is ‘ Invest in women: Accelerate progress ’.
	It will take another 131 years to reach gender parity, according to the World Economic Forum's Global Gender Gap Report 2023 .

Gender equality is central to the Sustainable Development Goals (SDGs) of the United Nations (UN) – and a perennial item on the Secretary-General's annual priority list.
SDG5 calls for the world to " Achieve gender equality and empower all women and girls " by 2030.
Empowering women can boost economies and help the peace process, believes António Guterres, but it needs to happen faster.
"We are promoting women's full and equal participation and leadership in all sectors of society, as a matter of urgency," he told the UN General Assembly, outlining the agency's priorities on 7 February 2024.
It will take another 131 years to reach gender parity , according to the World Economic Forum's Global Gender Gap Report 2023.
The continued fight for women’s rights is marked each year by International Women’s Day (IWD).
What is International Women’s Day and when did it start?
IWD takes place on 8 March every year.
It began life as National Women’s Day in the United States back in February 1909. The following year, at the second International Conference of Working Women in Copenhagen, Denmark, women’s rights activist Clara Zetkin called for an international women’s day to give women a greater voice to further their demands for equal rights.
It was unanimously approved by the female attendees from 17 countries, including Finland’s first three women MPs. International Women’s Day was marked for the first time in March 1911 – and the date was fixed as 8 March in 1913. The UN celebrated it for the first time in 1975 and in 1996 it announced its first annual theme: "Celebrating the past, Planning for the Future".
How is the day marked around the world?
International Women’s Day is celebrated as a national holiday by countries across the globe, with women often given flowers and gifts – and there are IWD events in major cities worldwide .
On 8 March 1914, there was a women’s suffrage march in London, calling for women’s right to vote, at which high-profile campaigner Sylvia Pankhurst was arrested.
In 2001, the internationalwomensday.com platform was launched to reignite attention for the day, celebrate women’s achievements and continue to call for gender parity.
On the centenary in 2011, sitting US President Barack Obama called for March to be known as Women’s History Month. He said: “History shows that when women and girls have access to opportunity , societies are more just, economies are more likely to prosper, and governments are more likely to serve the needs of all their people.”
The World Economic Forum has been measuring gender gaps since 2006 in the annual Global Gender Gap Report .
The Global Gender Gap Report tracks progress towards closing gender gaps on a national level. To turn these insights into concrete action and national progress, we have developed the Gender Parity Accelerator model for public private collaboration.
These accelerators have been convened in twelve countries across three regions. Accelerators are established in Argentina, Chile, Colombia, Costa Rica, Dominican Republic, Ecuador, Mexico and Panama in partnership with the Inter-American Development Bank in Latin America and the Caribbean, Egypt and Jordan in the Middle East and North Africa, and Japan and Kazakhstan in Asia.
All Country Accelerators, along with Knowledge Partner countries demonstrating global leadership in closing gender gaps, are part of a wider ecosystem, the Global Learning Network, that facilitates exchange of insights and experiences through the Forum’s platform.
Have you read?
In these countries CEOs and ministers are working together in a three-year time frame on policies that help to further close the economic gender gaps in their countries. This includes extended parental leave, subsidized childcare and making recruitment, retention and promotion practices more gender inclusive.
If you are a business in one of the Gender Parity Accelerator countries you can join the local membership base.
If you are a business or government in a country where we currently do not have a Gender Parity Accelerator you can reach out to us to explore opportunities for setting one up.
What is the theme of International Women’s Day in 2024?
Each year, there are effectively two different themes: one proposed as a campaign theme by the IWD website, which this year is #InspireInclusion , and the UN's official, which this year is " Invest in women: Accelerate progress ".
UN Women and the UN's Department of Economic and Social Affairs jointly publish an annual update on the progress towards SDG5.
In the latest – Progress on the Sustainable Development Goals: The gender snapshot 2023 – they reveal there's an "alarming" $360 billion annual deficit in spending on gender-equality measures.

UN Women has outlined areas that need joint action to ensure women are not left behind:
Investing in women: A human rights issue
"Gender equality remains the greatest human rights challenge. Investing in women is a human rights imperative and cornerstone for building inclusive societies. Progress for women benefits us all."
Implementing gender-responsive financing
"Due to conflicts and rising fuel and food prices, recent estimates suggest that 75% of countries will curb public spending by 2025 . Austerity negatively impacts women and crowds out public spending on essential public services and social protection."
Shifting to a green and caring economy
"The current economic system exacerbates poverty, inequality, and environmental degradation , disproportionately affecting women and marginalized groups. Advocates for alternative economic models propose a shift towards a green and caring economy that amplifies women’s voices."
Supporting feminist change-makers
"Feminist organizations are leading efforts to tackle women’s poverty and inequality. However, they are running on empty, receiving a meagre 0.13% of total official development assistance ."
What is the state of gender parity globally?
The World Economic Forum’s Global Gender Gap Index 2023 found that, although the global parity score has recovered to pre-pandemic levels, "the overall rate of change has slowed down significantly".
The index benchmarks 146 countries across four key dimensions (Economic Participation and Opportunity, Educational Attainment, Health and Survival and Political Empowerment) and tracks progress towards closing gender gaps over time.
Of the four gaps tracked, Political Empowerment remains the largest, with only 22.1% closed – a 0.1 percentage point increase on 2022.
The gender health gap: It's more than a women’s issue. Here’s why
Why clear job descriptions matter for gender equality, buses are key to fuelling indian women's economic success. here's why, what is the gender pay gap.
The gender gap in Economic Participation and Opportunity remained the second largest of the gaps, with only 60.1% closed so far (up slightly from 58% in 2022). The pandemic and the cost-of-living crisis is having a disproportionate impact on women .
The gender pay gap is the “difference between the average pay of men and women within a particular group or population” according to the Fawcett Society, which campaigns for equal pay in the UK.
Each year, the charity marks Equal Pay Day in the UK, the day of the year at which women stop earning relative to men. In 2023, that date was 22 November.
Don't miss any update on this topic
Create a free account and access your personalized content collection with our latest publications and analyses.
License and Republishing
World Economic Forum articles may be republished in accordance with the Creative Commons Attribution-NonCommercial-NoDerivatives 4.0 International Public License, and in accordance with our Terms of Use.
The views expressed in this article are those of the author alone and not the World Economic Forum.
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The Unhappy Voters Who Could Swing the Election
In 2020 as in 2016, a potentially decisive slice of the electorate dislikes both main candidates. that could make for a volatile race..
	Share full article

Hosted by Sabrina Tavernise
Featuring Nate Cohn
Produced by Rob Szypko ,  Mooj Zadie and Diana Nguyen
Edited by Rachel Quester
Original music by Diane Wong ,  Marion Lozano and Dan Powell
Engineered by Alyssa Moxley
Listen and follow The Daily Apple Podcasts | Spotify | Amazon Music
Millions of voters in states across the country cast their ballots in the presidential primary on Super Tuesday, leaving little doubt that the November election will be a rematch between President Biden and former President Donald J. Trump.
But in a race that is increasingly inevitable, a New York Times/Siena College poll found a critical group of voters who are making the outcome of that race anything but certain.
Nate Cohn, The Times’s chief political analyst, explains who these voters are and why they present a particular threat to Mr. Biden.
On today’s episode

Nate Cohn , the chief political analyst for The New York Times.

Background reading
The big change between the 2020 and 2024 races: Biden is unpopular .
The latest NYT/Siena College poll included those who started the survey but didn’t finish it. Here’s why .
There are a lot of ways to listen to The Daily. Here’s how.
We aim to make transcripts available the next workday after an episode’s publication. You can find them at the top of the page.
The Daily is made by Rachel Quester, Lynsea Garrison, Clare Toeniskoetter, Paige Cowett, Michael Simon Johnson, Brad Fisher, Chris Wood, Jessica Cheung, Stella Tan, Alexandra Leigh Young, Lisa Chow, Eric Krupke, Marc Georges, Luke Vander Ploeg, M.J. Davis Lin, Dan Powell, Sydney Harper, Mike Benoist, Liz O. Baylen, Asthaa Chaturvedi, Rachelle Bonja, Diana Nguyen, Marion Lozano, Corey Schreppel, Rob Szypko, Elisheba Ittoop, Mooj Zadie, Patricia Willens, Rowan Niemisto, Jody Becker, Rikki Novetsky, John Ketchum, Nina Feldman, Will Reid, Carlos Prieto, Ben Calhoun, Susan Lee, Lexie Diao, Mary Wilson, Alex Stern, Dan Farrell, Sophia Lanman, Shannon Lin, Diane Wong, Devon Taylor, Alyssa Moxley, Summer Thomad, Olivia Natt, Daniel Ramirez and Brendan Klinkenberg.
Our theme music is by Jim Brunberg and Ben Landsverk of Wonderly. Special thanks to Sam Dolnick, Paula Szuchman, Lisa Tobin, Larissa Anderson, Julia Simon, Sofia Milan, Mahima Chablani, Elizabeth Davis-Moorer, Jeffrey Miranda, Renan Borelli, Maddy Masiello, Isabella Anderson and Nina Lassam.
Nate Cohn is The Times’s chief political analyst. He covers elections, public opinion, demographics and polling. More about Nate Cohn
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	Business Plan Vs Business Model Canvas Explained
Your business model is just a description of how your business will generate revenue. In other words, it's a snapshot of the ways your business will be profitable. Writing a business plan is one way of explaining a company's business model. The business model canvas takes a different approach. A business model canvas is a one-page template ...




	Business Plan vs. Business Model: What is the Difference?
A business model is the foundation of any business idea; it basically outlines how the concept offers value and potential for growth. Essentially, a solid business model ensures that the business will make money. A business plan, on the other hand, is the business owner's plan to put that model into action. It's much more detailed and ...




	Business Model Vs. Business Plan: When And How To Use Them
Aspect Business Model Business Plan; Definition: A Business Model is a strategic framework that outlines how a business creates, delivers, and captures value. It focuses on the core components of a business's operations and revenue generation. A Business Plan is a comprehensive document that outlines a company's goals, strategies, financial projections, and operational details.




	What is the difference between Business Model and Business Plan?
Business model - provides a rationale for how a business creates, delivers and captures value, and examines how the business operates, its underlying foundations, and the exchange activities and financial flows upon which it can be successful.Business Plan - a formal document that typically describes the business and industry, market strategies, sales potential, and competitive analysis as ...




	PDF From Strategy to Business Models and to Tactics
business model and argue that both notions can be clearly separated. We develop a detailed example in Section VI. Section VII concludes. II. Business model Defining business model The origins of the expression business model can be traced back to the writings of Peter Drucker, but the notion has gained prominence only in the last decade.




	Business Model vs. Business Plan: What's the Difference?
They focus on specific sales funnels, marketing strategies and similar areas. In contrast, business plans are more comprehensive explanations of every facet of a business. While they include sales and marketing information, they also include financial information, revenue predictions and mission statements.




	Business model vs business plan: What's the difference between them
A business plan is a comprehensive road map that shows how a firm expects to accomplish its goals, whereas a business model is a conceptual framework that outlines how a company makes income. A business plan gives the specifics, whereas a business model outlines the overarching strategy. 2.




	What is a Business Model with Types and Examples
Business Model: A business model is a company's plan for how it will generate revenues and make a profit . It explains what products or services the business plans to manufacture and market, and ...




	What Is a Business Model?
In The New, New Thing, Michael Lewis refers to the phrase business model as "a term of art.". And like art itself, it's one of those things many people feel they can recognize when they see ...




	PDF HOW TO WRITE A BUSINESS PLAN
Start with a cogent and concise one sentence statement of the business idea. A sentence that is so clear and appealing that the reader can immediately visualise or 'see' the business. You can then go on to describe: The market at which you are aiming. The specific benefits offered by your product or service.




	Business Model vs. Business Plan
The business model is the mechanism through which the company generates its profits, while the business plan is a document presenting the company's strategy and expected financial performance for the years to come. As you can see, the business model is at the center of the business plan. The business model describes how the company is ...




	Write your business plan
Executive summary. Briefly tell your reader what your company is and why it will be successful. Include your mission statement, your product or service, and basic information about your company's leadership team, employees, and location. You should also include financial information and high-level growth plans if you plan to ask for financing.




	PDF Rethinking the business model
Rethinking the business model 3 Contents Foreword by Mike Rake, Chairman - KPMG International 1 About the research 3 Executive Summary 4 Introduction 8 Section 1 Carrot and stick:Why business models must change 10 Section 2 Creating value in the customers' eyes 20 Section 3 Partnering for growth 28 Section 4 Rationalize or optimize 38 Section 5 Reconstructing the value chain 46




	Session 2, Part 2: Business Models
Business Model Slides (PDF) Course Info Instructor Joseph Hadzima; Departments Sloan School of Management; As Taught In January IAP 2014 Level Graduate. Topics Business. Entrepreneurship. Finance. Innovation. Management. Learning Resource Types theaters Lecture Videos. assignment Written ...




	Writing a Business Plan: The Basics
By: HBS Press, Harvard Business School Press. Every entrepreneur is encouraged to write a business plan; those who don't quickly learn that future operations can be derailed without a cohesive printed mission and that obtaining outside funding…. Length: 43 page (s) Publication Date: Oct 30, 2004. Discipline: Entrepreneurship.




	What is a business model vs. business plan?
What is a business plan. A business plan is a comprehensive document that outlines the vision, goals, and roadmap for a business's growth and success. It is a detailed plan that includes information about the business idea, market analysis, marketing and sales strategies, financial projections, and operational plans. The business plan serves several purposes: it helps in securing funding ...




	(PDF) The Business Model and Business Plan
PDF | On Jan 1, 2014, Natasha Evers and others published The Business Model and Business Plan | Find, read and cite all the research you need on ResearchGate




	Business model vs. business plan
The business model and the business plan are both key elements to an organization's development, growth and succession planning and decision making. If the business plan is a road map that ...




	A complete Guide on Business Model vs Business Plan
Business Model acts as a centre for the business plan. A business model is a framework used to design and depicts how a business might create and capture value. The business plan is a document explaining how a business might become profitable. A business model is made to be tested while a business plan's primary goal is to gain investments.




	(PDF) Business Plan Vs Business Model Canvas in Entrepreneurship
Business model canvas and business plan are prevalent and widespread tools used in entrepreneurship trainings. This study aims to compare the business model canvas and the business plan as tools ...




	Business Plan Vs. Business Model
The U.S. Small Business Administration refers to the business model as a company's foundation and the business plan as its structure. The foundation, or business model, is the original idea for ...




	(PDF) Business plan vs business model canvas in entrepreneurship
Then students were asked questions comparing business plan and business model canvas from various aspects. 62% of the students have stated that they find it more difficult to prepare a business plan. On the other hand despite its hardship to prepare, students have stated business model's superiority to BMC on several issues.




	Business Strategy vs Business Model
A business model is a structural model of how a business is going to operate in the market and how it is going to make money. It provides a detailed description of all relevant business processes and describes how the business will interact with other market participants. A business model is essentially a blueprint of how the business will add ...




	PDF Our New Seating Arrangement: Fixed Forward and Backward Seating
In addition to Business Class amenities, there is assigned seating with various seat choices before boarding - including fixed forward options. After checkout, Business Class customers may change their seat assignment on Amtrak.com or the Amtrak app. Amtrak routes with fixed seating already in place: • Amtrak Cascades • Amtrak Downeaster




	NIST Releases Version 2.0 of Landmark Cybersecurity Framework
A new CSF 2.0 Reference Tool now simplifies the way organizations can implement the CSF, allowing users to browse, search and export data and details from the CSF's core guidance in human-consumable and machine-readable formats.. In addition, the CSF 2.0 offers a searchable catalog of informative references that shows how their current actions map onto the CSF.




	Privately owned vehicle (POV) mileage reimbursement rates
Socio economic categories Check your eligibility for small-business set-asides. Training and videos Suggested training for doing business with us. Travel Toggle submenu. Explore travel ... Plan and book expand menu. Per diem rates. Transportation (airfare rates, POV rates, etc.) Lodging. State tax exemption. Travel charge card.




	Wendy's will test new menus that change prices throughout the day
The price of a Wendy's Frosty could soon fluctuate throughout the day as the chain looks to introduce Uber-like surge pricing on its menu.




	International Women's Day: What is it and why do we need it?
8 March is International Women's Day - devoted to celebrating the achievements of women and seeking gender equality. The campaign theme in 2024 is #InspireInclusion, while the official theme of the UN observance of the day is 'Invest in women: Accelerate progress'.; It will take another 131 years to reach gender parity, according to the World Economic Forum's Global Gender Gap Report 2023.




	The Unhappy Voters Who Could Swing the Election
The Daily is made by Rachel Quester, Lynsea Garrison, Clare Toeniskoetter, Paige Cowett, Michael Simon Johnson, Brad Fisher, Chris Wood, Jessica Cheung, Stella Tan ...
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