
Modeling Your Business



Ensure Your Center’s Sustainability

More businesses fail from  a lack of 
understanding the market, and 
business model than from a failure of 
product / service development



Benefits of modeling your concept

• Visualize & start documenting:
– What is it exactly you will be selling – products or services
– Who are your customers
– How you will interact with them
– What relationships you will form with them
– What are the key activities involved in the business
– What are the key resources you will need
– What key partners are needed
– Which revenue streams will produce income
– What are the major cost categories 



Model your center or new concept

• Lay out the components of how your 
center operates:

– Think in images & bullet points vs. sentences 
& paragraphs

– Fill in what you know. Do not dwell on what 
you don’t

– Go back later & fill in details
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Value Proposition
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Develop child's 
communication skills

Develop child’s life skills

Keep child safe

Help child to be active

Provide healthy meals

Me time

Ability 
to work

Guilt of leaving child

Inflexible care

Can I trust you? Cost

Cover during holiday

Child becomes school ready

Child has a good start in life

Child  develops as a person

Develop 
career

Near to 
home
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Full Day

Half day

Extended Hours

Food Program

STEAM/STEM 
curriculum

After school

Professional 
Curriculum

Accreditation

Staff 
certifications/degrees

Schedule 
Flexibility

Subsidies 
accepted

Updated 
facilities

Social 
Activities

Personal 
time for 

me

Concentrate 
time on 
career

Child 
reviews

Bldg. 
SecurityVPK
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Fit?



Value Proposition Template

Template

For ________targeted customer

who________(statement of 
need or opportunity)

our ________ (service/program) 
is ______category 

that (statement of benefit)

Sample

For parents

who work on some school 
holidays

our No School Day Program is an 
activity-based initiative

that provides full day care for 
your child while you are working 
on school holidays
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Customer Segments
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Channels
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Customer Relationships
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Revenue Streams
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Key Resources
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Key Partners
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Key Activities
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Cost Structure



Forecast the basic numbers

Classroom Revenue Forecasting
• Number of children

• Average weekly tuition including 
subsidies & parent pay

• Monthly revenue = # children x 
Average weekly tuition* x 4.34

• Example: Classroom A - 9 children x 
$165 x 4.34 = $6,445 tuition per 
month 

Classroom Teacher Pay

• Hourly pay rate

• Employer payroll tax percentage

• Hours per week worked

• Monthly Teacher Pay = Hourly pay 
rate x employer tax rate x 40 x 4.34

• Example: Classroom A - $11 x 1.10 x 
40 x 4.34 = $2,100 teacher pay per 
month

$2,100 =  33% teacher pay as a % of tuition
$6,445
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Create a Few KPIs

• Key performance indicators help measure the 
health of your business model

– % of authorized center’s attendance level achieved

– Classroom teachers’ pay as a % of classroom tuition

– % or $ profit



Next Steps

• Modeling often leads to new ideas

– As you look closely at customer segments

• Identify the pain and/or gain points for each customer 
segment

• Each pain/gain point is an opportunity for a program or 
service

• Programs/services that address the customers’ pain or 
gain points result in a market alignment that produces a 
steady demand



Next Steps

• If you identify opportunities to:

– Improve existing programs or services

– Identify new customer segments for existing  
programs or services

– Create new programs or services for existing 
customer segments and new customer segments

• Lay out a strategy & plan to explore the benefits
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https://leanplan.com/what-is-a-lean-business-plan/



Put some numbers to paper

https://leanplan.com/what-is-a-lean-business-plan/



Get information to make a decision
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Make a decision
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Resources and Next Steps

“By failing to prepare, you are preparing to fail.” 

Benjamin Franklin 

You will receive :
• Business model template
• Value proposition template
• Calculator for ideas
• 9 Month budget template

Sign up for one-on-one mentoring at www.broward.score.org 

about:blank

