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Rebecca Tantillo

The Business Model Canvas

Key Partners Key Activities Value Propositions Customer Relationships ' Customer Segments ‘

- stylish, functional basics with performance features| | Tirect - sales and 1) Queer women
and details often given to casual menswear but ;
designed to meet the aesthetic and fit needs of marketing
esigned to meet the aesthetic and fit needs o 2) Trans men
- Product Development queer women and trans males

- Denim producer

- Apparel producer
- Direct - social media

- DTG printer 3) Straight/bi women

- Sales & Marketing - Queer-owned, run and developed brand that - Direct through customer service
understands/knows the needs and desires of the 4) Queer men

- Cut & sew
- Inventory Management specified target market

- Indirect through partnerships and ad placements

- Shipper :
- Production - Designs and statements that resonate with an

o underrepresented target market
- Distribution

- Stylish, functional, problem-solving products

- Sustainable and ethical production

- Mission-driven organization: supports LGBTQ+
community

Key Resources - Addresses high-level needs of self-actualization Channels
and identity fulfillment

- Website

- Social Media

- Social media
- Website

- Blogs/newsletters

- Newsletters
- Customer service

- Sustainable and ethical certification

- Communication tools

Cost Structure Revenue Streams

Operations: Overhead Customer Acquisition Cost = $6.47 1) Apparel / graphic line sales (asset sales)
- Garment production / Printing - Salaries
- Printing - Inventory 2) Vlog - Ad revenues (advertising fees)
- Shipping - Distribution
- Advertising
- Subscriptions/Licenses CLTV = $287.34

Y1 Revenue = $333,138
Gross Margin = 54%

To consider: content creation assistance for farmers/producers,
multimedia assistance paid blog spot
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1) Queer women

2) Trans men

3) Straight/bi women

4) Queer men

- stylish, functional basics with performance features and details often given to casual menswear but designed to meet the aesthetic and fit needs of queer women and trans males 

- Queer-owned, run and developed brand that understands/knows the needs and desires of the specified target market

- Designs and statements that resonate with an underrepresented target market

- Stylish, functional, problem-solving products

- Sustainable and ethical production

- Mission-driven organization: supports LGBTQ+ community

- Addresses high-level needs of self-actualization and identity fulfillment 

- Product Development

- Sales & Marketing

- Inventory Management

- Production

- Distribution

- Direct -  sales and 
marketing

- Direct - social media

- Direct through customer service
 
- Indirect through partnerships and ad placements

- Website

- Social media

- Blogs/newsletters

- Customer service

- Social Media 

- Website

- Newsletters

- Sustainable and ethical certification

- Communication tools

- Denim producer

- Apparel producer

- DTG printer
 
- Cut & sew

- Shipper



Operations:
- Garment production / Printing
- Printing
- Shipping




To consider: content creation assistance for farmers/producers, multimedia assistance paid blog spot

1) Apparel  / graphic line sales (asset sales)

2) Vlog - Ad revenues (advertising fees)
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CLTV = $287.34
Y1 Revenue = $333,138
Gross Margin = 54%


Overhead
- Salaries
- Inventory
- Distribution
- Advertising
- Subscriptions/Licenses



Customer Acquisition Cost = $6.47





