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TODAY’S AGENDA

▸ The Four-Box Business Model Framework


▸ Customer Value Proposition (CVP)


▸ Profit Formula


▸ Key Resources


▸ Key Processes


▸ Case Study: Knockbox Coffee


▸ Discussion



Who Am I?

• Prof. Andy Wong, Co-Director of EPIN 
Minor in Entrepreneurship and Innovation

• Over 10 years working experience with 
international ad agencies, appointed as 
creative director by FCB, JWT, and M&C 
Saatchi.

• Major clients included P&G, Coke, 
Duracell, and Harbour City Hong Kong.

• Won over 60 awards including London 
Advertising Festival, the New York 
Festivals, and HK4As.

• I am a runner and I love coffee!
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THE FOUR-BOX BUSINESS 
MODEL FRAMEWORK



THE FOUR BOX BUSINESS MODEL FRAMEWORK



WHAT IS A BUSINESS MODEL?

▸ A business model in essence is a representation of how a 
business creates and deliver value for a customer while also 
capturing value for itself, doing so in a repeatable way.



1. CUSTOMER VALUE 
PROPOSITION



CUSTOMER VALUE PROPOSITION

▸ The whole set of benefits a business/brand promises to 
deliver to consumers to satisfy their needs



CUSTOMER VALUE PROPOSITION

▸ My recommended first step of building a new business: 
identify the targets you want to serve:


▸ Who are your customers?


▸ What benefits do they seek?


▸ Are they satisfied with existing solutions/alternatives


▸ What pain points are they experiencing?



WHAT BENEFIT(S)?



WHAT BENEFIT(S)?



WHY DO WE NEED ONE MORE 
COFFEE SHOP?



2. PROFIT FORMULA



PROFIT FORMULA

▸ The economic blueprint that defines how the company will 
create value for itself and its shareholders


▸ It specifies the assets and fixed cost structure, the profit 
margins, volume, and velocity that are required to cover 
them



PROFIT FORMULA

▸ 4 key variables that determine the success of a profit formula:


▸ Revenue model: how much money can be made (price x quantity)


▸ Cost structure: includes direct costs, overhead costs, and 
economies of scale


▸ Target unit margin: how much each transaction should net to 
cover overhead and achieve desired profit levels


▸ Resources velocity: how quickly resources need to be used to 
support target volume, including lead times, throughput, 
inventory turns, asset utilization, etc



PROFIT FORMULA: REVENUE MODEL

▸ The revenue model is the offering price x quantity sold


▸ Key considerations:


▸ How many customers?


▸ How many units per customer per transaction?


▸ How many transactions per customer in, say, a week?


▸ Which items generate revenue: drinks? Food? 



PROFIT FORMULA: COST STRUCTURE

▸ Direct costs and overhead


▸ If you sell coffee, what are direct costs and what are overhead?


▸ Payroll


▸ Rent


▸ Supplies (machinery, coffee, food, etc)


▸ Overhead (electricity, water, insurance, etc)


▸ Decoration and maintenance



3. KEY RESOURCES & 
4. KEY PROCESSES



KEY RESOURCES & KEY PROCESSES

▸ Key resources are the unique people, technology, products, 
facilities, equipment, funding, and brand required to deliver the 
value proposition to the customer 


▸ Key processes are the means by which a company delivers on the 
CVP in a sustainable, repeatable, scalable, and manageable way


▸ Everything must support the CVP



KEY RESOURCES & KEY PROCESSES

▸ Key resources:


▸ Do you have the skills or people with the skills to run a coffee shop?


▸ Any internal and external partner who can help?


▸ How to seek funding?


▸ Key processes:


▸ What is the workflow?


▸ How to manage supply chain?


▸ How to engage potential and existing customers (via social media?)



KNOCKBOX: 

A CASE STUDY



CUSTOMER VALUE PROPOSITION (CVP)

▸ Specialty coffee made by professional barista


▸ Founder: Patrick Tam. Ophthalmologist. A certified barista and 
judge in international coffee competition (key resource)


▸ Patrick has direct access to coffee farms in Africa and America 
(key resource and key process)



Founder’s credibility (CVP, key resource)



Professional staff (CVP, key resource)



Online store selling specialty coffee (CVP, revenue model, key process)



Cupping workshop (CVP, key process)



Media exposure (CVP, key process)



Social media (key process)



Partnership with a bakery (CVP, revenue model, key resource)



Questions?



QUESTIONS YOU HAVE SENT TO ME

▸ License


▸ First 5 hirings


▸ Dealing with big and small investments


▸ Getting partners with required skills


▸ Differentiating from competitors


▸ Quick and cheap market testing



PLEASE GIVE US SOME FEEDBACK
HTTPS://CLOUD.ITSC.CUHK.EDU.HK/WEBFORM/VIEW.PHP?ID=13651836.
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