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Section 1: Business Model Canvas — Cloud
Director

Customer Segments:
- General Managers (GM) - Design Managers (DM) - Project Managers (PM)

Value Propositions:

GM: Real-time margins, forecasting, standardization DM: Design workflow control, BOM accuracy
PM: Live schedule/status, change-order automation

Channels:

- Direct sales, webinars, in-product onboarding, app marketplace

Customer Relationships:

- High-touch onboarding, CSM, in-app support, executive dashboards

Revenue Streams:

- SaasS subscriptions, add-ons, services, usage-based options

Key Resources:

- Product teams, integrations, analytics, brand assets

Key Activities:

- Discovery, integration dev, onboarding, security, enablement

Key Partnerships:

- ERP/CAD/HR vendors, associations, implementation partners

Cost Structure:

- R&D;, cloud infra, support, sales, compliance



Section 2: Value Proposition Canvas — General
Manager

Customer Jobs:

- Hit targets, manage capacity, reduce rework, forecast labor/materials

Pains:

- Fragmented systems, late visibility, bottlenecks, margin leakage

Gains:

- Unified view, predictable schedules, faster ramp-up

Pain Relievers:

- Integrated data, early warnings, standardized workflows

Gain Creators:

- Benchmarking, predictive suggestions, executive rollups



Section 3: Value Proposition Canvas — Design
Manager

Customer Jobs:

- Coordinate designers, ensure quality, manage versions, deliver BOMs

Pains:

- Manual versioning, BOM mismatches, RFIs, limited visibility

Gains:

- Certainty at release, shorter cycles, clear lineage

Pain Relievers:

- Automated checks, change propagation, traceability

Gain Creators:

- Templates, capacity-aware scheduling, error insights



Section 4. Value Proposition Canvas — Project
Manager

Customer Jobs:

- Deliver jobs, manage schedules, handle RFIs/COs, update stakeholders

Pains:

- Constant changes, fragmented status, slow COs, poor handoffs

Gains:

- Real-time schedule, auto-updated COs, fewer surprises

Pain Relievers:

- Unified status, smart alerts, CO/RFI templates

Gain Creators:

- Predictive ETA, supplier insights, client portal



