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CASE STUDY- NESPRESSO....WHAT ELSE?

Nespresso, a unit company owned by Nestlé, is a great example of a powerful business model.
Nespresso is the first brand ever that made coffee to a status symbol.
The company is based in Switzerland, established in 1986. Part of the Nestlé Group. The brand name is made up of the words Nestlé + Espresso.

Nespresso machines brew coffee from single capsules (or pods), which are pre-portioned single use containers of ground coffee and flavorings. Since 2000
Nespresso has sold more than 20 billion capsules...

Nestle holds patents to protect its market company (both for its coffee machine and for the capsules).
Nestlé uses its two most famous coffee related brand (Nescafé and Nespresso) separately:

- Nescafe focuses on instant coffee and its sold to consumers through mass market retailers;
- Nespresso concentrate on grand cru coffee experience and sell directly through its boutique and on line .

VOCABULARY:

TO MAKE UP OF= essere composto da

TO DELIVER VALUE= creare valore (per il clienti)
GROUND COFFEE= caffe macinato

STREAM= canali

PATENTS= brevetti

COMPANY’S TURNOVER= il giro d’affari dell’azienda
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Key Partners

Who are our Key Partners?
Who are our Key Suppliers?
Which Key Resources are we
acquiring from partners?

Key Activities

What Key Activities do our Value
Propositions require?

Our Distribution Channels?

Customer Relationships?
Revenue streams?

What Key Resources do our Value
Propositions require?

Our Distribution Channels? Customer

Relationships?

Value Proposition

What value do we deliver to the
customer?

Which one of our customer’s
problems are we helping to solve?
Which customer needs are we
satisfying?

Customer Relationships
What type of relationship does each
of our Customer Segments expect us
to establish and maintain with them?

Channels

Through which Channels do our
Customer Segments want to be
reached?

MAIL ORDERS
BOUTIQUE
NESPRESSO.COM

Customer Segments
For whom are we creating value?
Who are our most important
customers?
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Cost Structure

What are the most important costs inherent in our business model?
Which Key Resources are most expensive?

Which Key Activities are most expensive?

Revenue Streams

For what value are our customers really willing to pay?
For what do they currently pay?

How are they currently paying?

How would they prefer to pay?
How much does each Revenue Stream contribute to overall revenues?

Activity 2. For each of the building block, could you identify some key words? Play a “guess game” with your classmate.

Rule of the game: describe a building block through keywords: ask your classmate to guess what it is?

[ REVENUE STREAMS ]

[ VALUE PROPOSITION

[ KEY STRUCTURE ]

[ COST STRUCTURE

KEY ACTIVITIES

[ KEY RESOURCES ] [

—— )

KEY PARTNERS

[ CUSTOMER RELATIONS ]




