
Case study

Through the provision of its business advisory services to 
435 creative enterprises in 13 sectors, the CIIC understood 
the common business challenges facing small to medium 
creative enterprises – namely, strategic planning and business 
development. 

In order to assist these companies with developing a business 
strategy, the CIIC developed a national series of workshops 
with creative businesses from marketing, advertising, 
communications, design and public relations. The aim of 
the workshop was to train them in the use of the Business 
Model Canvas and methodology, as developed by Alexander 
Osterwalder and Professor Yves Pigneur, in their book, 
Business Model Generation.

About the Business Model Canvas

The Canvas is a one-page tool that will help a business owner 
to map and understand their business visually. Innovation, 
creativity and design thinking underpin its use. It is divided 
into the following key areas: Key Partners, Key Activities, 
Key Resources, Value Proposition, Customer Relationships, 
Customer Segments, Channels, Cost Structure and Revenue 
Streams. 

Workshop participants were coached and supported as 
they worked through the Canvas, by CIIC Business Advisers 
and industry partner representatives, and were introduced to 
topics such as: understanding your customer; defining your 
value proposition; considering the lifecycle of your channels 
to market, and securing the right partnerships and alliances. 

The workshop was creative, interactive and enabled 
participants to view their business model from a new 
perspective. It allowed them to better understand the building 
blocks required for business transformation. 

Media on Mars, a Freemantle based design agency, whose 
founder Kammi Rapsey, attended the Perth workshop, shares 
the impact of the Canvas on her business in the case study 
below. Media on Mars was selected to attend the workshop 
by CIIC industry partner, the Australian Graphic Design 
Association (AGDA).

 
 

In 2011, the Creative Industries Innovation Centre (CIIC) worked with its 
industry partners to select 50 high potential creative enterprises from around 
the nation to participate in a series of business model workshops.

media
on mars



Case study

Media on Mars: 
Understanding the value of 
Partnerships and Channels

Media on Mars is a web and graphic design agency founded 
by designer Kammi Rapsey, who saw the workshop as an 
opportunity to work ‘on the business’. 

“Having spent time previously doing business development, 
I know how useful and valuable this is. The invitation to 
participate gave me the chance to pull out of the business and 
work on the business and look at the business differently,” 
Kammi said.       

Recognising that available time is limited, the simplicity of 
the Canvas had a significant impact on Kammi and allowed 
her to view areas of her business differently. 

“No one had even talked to me about ‘Partners’, the way 
it was addressed in the workshop. I am now thinking about 
suppliers as potential partners and challenging myself to 
make appointments to build these relationships.

“’Channels’ were also another new way of thinking.  For 
me, ‘Channels’ are usually marketing, but it made me think 
about it in terms of how you get work. I now realise that some 
of the random channels we have really work, and we should 
pay more attention to these,” she said.       

The Canvas also provided a succinct and clear way to 
provide new staff with an overview of the business. Kammi 
was joined in the workshop by new design assistant Rita 
Mjomba, a recent recruit for the company.  

“The idea that I could do a business plan on one page was 
enormously appealing. The one pager (Canvas) allows me 
to quickly and easily say, ‘This is what we are on about, this 

is what we are trying to do’ and it’s visual, which is great for 
designers.”

For Rita, populating the Canvas with Kammi, “helped give 
me a better idea of what the company was about, what they 
wanted to achieve and that made it easier to understand (the 
business).” 

The Business Model Canvas is equally powerful with 
start-up businesses as with analysing and enhancing existing 
models. So when asked how this will be used in the future, 
Kammi saw this as a perfect tool to not only simplify and use 
as her business plan, but to analyse her customer segments.

“For us, we are trying to substantially change where our 
income comes from. So I have done a Canvas with percentage 
figures against customers, looking at what we want to get and 
what is realistic. For me, this is really useful exercise as I can 
see it on one page. 

“We will also introduce the canvas at our next Annual 
General Meeting and consider using it as a marketing tool to 
individually assess our customers segments,” she said. 

For Media on Mars, Kammi believes that the Business 
Model Canvas provided a, “succinct, clear, understandable 
model that through its visual and simple nature, will be 
updated progressively and more readily. 
“I can see us continually using the Canvas and for my 
designers, the fact that it is visual means they will be prepared 
to engage with it,” she said.  
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Do you want to access the Canvas?

The CIIC recommends creative enterprises of any size use 
the Business Model Canvas to understand and develop 
transformational business strategies. (These tools are free 
and covered by Creative Commons.)

•   Access the Canvas tool and associated materials: 
Businessmodelgeneration.com

•  Read the author’s blog: Businessmodelalchemist.com 

•  Purchase the Business Model Toolbox iPad App on iTunes

Discuss your own business model with 
an expert CIIC Business Adviser

CIIC Biztro
Creative businesses of any size can register for the CIIC 
Biztro, a free 1hour business consultation with an experienced 
adviser, held every month, around Australia.

Enterprise Connect Business Review
Creative companies turning over more than $1million 
per year can apply for a comprehensive, independent and 
confidential Enterprise Connect Business Review. 

Group applications
Business Review services can also be provided to groups of 
smaller firms ($500,000 minimum turnover), which have a 
common business interest.

Be inspired by creative entrepreneurs

Creativeinnovation.net.au
Read inspiring stories about Australia’s creative enterprises, 
which have developed unique value propositions and 
differentiated business models.

FIND OUT MORE
Register online for a CIIC Biztro session: 
creativeinnovation.net.au

Apply for a Business Review: 
enterpriseconnect.gov.au
or call the Enterprise Connect Hotline on 131 791

Call the Creative Industries Innovation Centre: 
02 8217 5000 

ABOUT CIIC
The CIIC supports the business of creative 
enterprise. It is an Australian Government initiative, 
part of the Enterprise Connect program and is 
supported by the University of Technology, Sydney. 


