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Feasibility Analysis

Role of feasibility analysis in developing
successful business ideas
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Business Model Canvas (BMC)
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Y A Y ng 1

9 1 ng d' v

G]H‘I@l!"’llﬁ]x‘iﬁl!ﬂ? 'i?ll%\‘iﬂﬂ“]ﬁﬂﬁl@ﬂ\‘l“]WQﬂQWlLﬂ%NH

A A q 9 S A YYYo
L!,‘]J'i"ll’t’)\‘]ﬂ’ﬂﬂTﬁL‘W@l‘I’iL'ﬂﬁﬁJTﬁﬂ@N'ﬁTﬂ%!,ag"lﬂﬂﬁuﬂflﬂﬂfli

YR 9 Ay 1 Y = Y
uazda¥e 1N MIA1E) lumMIaaauUNUdNAY



Y Y, o J ~ <y Iy Y
ﬂﬂ‘]&!il!3ﬂ’3”IilﬁuwuﬁmﬂqgfunuﬂﬂﬂuﬁgﬁunuWullﬂiﬂﬂﬂ?lﬂm
HANAR

%4
AU AUNUIIN AUNHIY

1330 153 1330

e

UNTY

=
o=

AuNUALLLS AUNUAIN Y



MIDWUDAUNUMNANHUZVBIN I DI

nuudu 2 Usznnae

1.

a 1 Y 1 d'd 1 o 1 Y] a
AuNURUEa HNEDI HaTINURIA 1518619 9 AUMINeFIIzATITenIHas
pon 1 luglvesluaanioNuire U SUADU AN ATIARAL 40

muﬂmﬂmﬂmmaﬂ M09 HasINURIn 1918014 9 m"lu"lﬂumﬁmacma <A
‘ﬂfﬂfﬂmeiwaﬂaaﬂ"lﬂiuiﬂmaqzquﬁﬂwiagquwa Lmumﬂ%ﬂﬁ]%mmamu
Baa 9 AMTINU@8 Taenmu) AAONIIAUAT DI DIANAT



mﬁﬂamamm Business Model Canvas (BMC)

m‘:w\w aniesn L o e ;
. "N . .l.‘._‘v- (LK PR
| i | e, |
o g1\ . ‘un.\,{w (
; niaseund Frreey St S
Poudrmiries way i
Wiy o WeALn 4
: : S L) Mived
Avineal
Cout Seructure L& | Revomee oo . @
e e "u‘n:) e
todarland  fodnnD iyt * Wby




HAHDIND

: Robert Kneschke, 2019

Photo source



o a A
‘I/H!;!,N‘L!‘]j’iﬂm‘l/\l@@%bli

* TAunonslunistamsauliiilssdnsninatinatluglsssn

* {udalunnstnenanluIANAAIENIIANHWINWLAE TN 1ULE
I

* Jumsasialunispruanuartsziiutanisd i udusse s

* 13vnaulATNIIUDANNANLALUNNATURUN Y



®©° NS o RN

q Y a
@Qﬂﬂﬁ%ﬂ@ﬂﬁﬂﬂﬂl@x‘l!muﬁﬁﬂi}

unasliu3ng
MWIINVYBININS
NanSa RS MY
Mz
NAENSUAZUAUMIAAIA
MSUSHITHAZNISIAMS
HAUNIINARN

HAUNITISY

32



9 A

Jd A
99AUTLNOVVBIHNUFIND : L. UNATUAUTNS

U

dumsagdgsnelulszpuzduny aara anumaniwazthvane &

Useieu

a Y -4 =R A 9 =) axy 9)
NARNNUN-VITYIRIDITUALASNITVINIG ng'll‘ﬁﬂ"liclsb'
9
611mmmzﬁ’wmmmﬂ’qmgﬂﬁ’nmzﬁ’ﬂymgmi%ﬁuﬁﬁuazmmi
9 a 1w a = v d A 1 a 9 a
mﬂmﬂ%mmmimwu IﬂfJE)‘ﬁf]ﬂfJﬂQL@ﬂﬁﬂflelil!‘l/iﬁﬂIﬂﬂlﬂﬂﬂl@ﬂﬁﬂﬂ%!ﬁ%ﬂﬁﬂﬁ
MIIAMS UITO0DALTZNOUMIUAZANUTEIHIYUDINNITY

a Y] a d o w A 9 a
73N9 Uiiﬂ?ﬂﬁﬂﬁﬂWWﬂﬁ]‘gUu"Uﬂﬂﬁiﬂ‘ﬂ !fm{]ﬂﬁﬂlﬁ?ﬂﬂﬂuﬂﬁlﬁuﬂuﬁﬁﬂﬁ] N3V
ﬂ’)ﬁJﬁ'ﬁJﬁﬂiuﬂﬁﬁWﬁWlli

MINY VONDNYDITUMIAINULAZAITN MIT1TZAY



[ a
@Qﬂﬂﬁ%ﬂi’)‘]]"lli’)ﬁ!mufﬁﬁﬂ‘i)

2) NMNgINTRINANIG

NN3UsTENENANIg HRNAIIesianig lawmevisaiinnuieuesian sneafuauAY 13019
wisagnAn sandaTuIneaz AN AL LA Laiedis

3) uannmumuaausnis (Products or services)
*  ANTUTTHNERAUAN/LTNNG

. ﬂ’]ﬁ‘U??EI’]EIQWZQ’]‘Mﬂ??N
4) NATITWNARA naﬂqwéuaztmun'\emmm

Y Aa 1 (%4 v = 1 (%4
LIN P LL@ZQ‘]_I?IJW@ Lﬁﬁﬁﬂ\ﬂﬁl ﬂ’]ﬁ‘LL"N"IIMLL@Zﬁﬂ"]ﬁ‘i@ L‘]_E‘EI‘LI LA LU T

5) nagnanaMsaaianagld
*  nagNilnLgIN
*  LHNUNNTUNY/UNUNITARIA
*  LNUNNTLTNTU

LELNTLAL LA/ AR LA S N1
34



[ a
@Qﬂﬂﬁ%ﬂi’)‘]]"lli’)ﬁ!mufﬁﬁﬂ‘i)

6) MsUsHIsHaMsIAMS

J Y Y] =) { A
Taseadwesnms yaansvan geamusmsnmedoesli

U

7) UNUMIIHAALAS ﬂTﬂ‘Vi‘U‘iﬂTﬁ

l 9 '
LLNHﬂTﬁNﬂ@LLﬂ‘”ﬂTﬁﬂQ‘U@ﬂWﬁ (‘1/]1!@ PN, ND ”Il!’)ﬁlﬂ’)”lllﬁ‘”ﬂ’)ﬂ HTEJ‘]J"IEJNEJWLGQ‘VT?@
“])’E) ITUUVBINTTAIURY, ﬂ16\‘1lli\‘1\111&)

8) AU

J a { a 2 1 a a
ﬂﬁﬂ”lﬂﬂ”liﬂ!ﬂimtﬁmuﬁﬂ‘ﬁfﬂmﬂﬂﬁuGﬂhﬂ)”NL’JﬁT‘U’ENLLNMTquﬂ% NJUNTIINU

35



