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Key Partnerships

B2B : PRODUCTION

1) Suppliers

- raw materians (coffee beans)
2) Logistic

- NinjaVan
- Lalamove

B2C : EVENTS
1) MARDI

2) MARA

3) PUNB

4) BSN

5) Organisers

6) Logistic

&

Key Activities

B2B : PRODUCTION
1) Coffee Processing & Production

2) Raw Materials Purchase (non-coffee)
OEM for resale

B2C : EVENTS
1) Beverage Making

2) Event Calendar (total events in month or
year)

Key Resources
B2B : PRODUCTION

1) Coffee Roast

2) Machine Operator
3) Packaging

4) Management

1) Machineries
2) Maintenance tools & spare parts

B2C : EVENTS
1) Barista
2) Cashier
3) Logistic

1) Machineries
2) POS

Value Propositions

B2B : PRODUCTION

1) Customisation of Product

- selection of quality beans

- clients’ preferences (taste, aroma,
intensity)

- coffee taste specially crafted for each cafe,
no same profile taste to other customer

2) Freshly Roasted Beans Upon Order
- no ready stock

3) Unique Coffee Extraction only for The
Cafe

- extraction time

- coffee gramming

- water temperature

- coffee grind size

4) Additional Items for Non-Coffee Segment
- chocolate powder

- matcha powder

- tea powder

B2C : EVENTS

1) Freshly Brewed Coffee in Events
2) Quality Coffee

3) Beverage Menu

- coffee

- non-coffee (chocolate, matcha)
- non-milk (iced tea)

Customer Relationships G

B2B : PRODUCTION

1) Face to Face Onsite Consultation
- barista workflow
- calibration

2) Support
-Sop

- call support
- tech support

3) Satisfaction Warranty
B2C

1) Beverage Customisation

2) Focus on Customers’ Needs

Channels
B2B : PRODUCTION
Sales :
- premise

- WhatsApp
- TikTok

B2C : EVENTS
Sales : Face-to-face

- cash transaction
- QR transaction

Customer Segments

B2B : Bulk Purchase Business

- Hotel, Cafe, Restaurant (HoReCa)
- Offices

B2C : Home Coffee Consumers

- coffee enthusiast
- coffee connoisseur

B2C : Event Booth

- focus on lifestyle events

Cost Structure

B2B : PRODUCTION

1) Rental

2) Utilities

3) Salary

4) Bills

5) COGS

6) Marketing

B2C : EVENTS

1) Fees

2) Salary
3) COGS
4) Logistic

RENTAL : RM3,000 x 12 months = RM36,000
OTHERS : RM6,000 x 12 months = RM72,000

TOTAL = RM108,000

B2B : PRODUCTION

only for that client)

2) One Time Purchase

1) Recurring (roasting profile customised

Revenue Streams

B2C : EVENTS

1) One Time Purchase

2) Recurring (for different beverages)

RM3,000 x 6months = RM18,000

RM20,000 x 12months = RM240,000

TOTAL = RM258,000
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