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Abstract: In doing business, business actors must understand the importance of a business model in
entrepreneurship; a business strategy is needed. There are several business models, but the one most often
used by business actors is the Business Model Canvas or what we usually know (BMC). According to several
studies, the Business Model Canvas is a business model that can still be developed into a more detailed business
model and better mapping. Then from the Business Model Canvas, a new business model was developed,
namely the Business Road Map, to win the market competition. Business Road Map is a pattern or Business
Mapping Method to build a business model/business plan capable of creating growth over time.
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Introduction

Business Roadmap is a business model
for developing the Business Model Canvas,
which has just been discovered and used in
several MSMEs. Even though it is relatively
new, the Business Road Map is considered
suitable for MSMEs to use in business to win
the market competition. Creating several
versions of their business model enables them
to evaluate alternatives and maintain the
business model's evolutionary  history
(Pigneur & Fritscher, 2000). We find patterns
of business models that provide a visual
representation of the business's dynamics by
depicting the flow of information, value, and
money (Rosello, 2019).

From this business model phenomenon,
the researchers considered that the Business
Roadmap's research topic was quite
interesting to study because it had a
considerable influence on existence in the
world business. Especially in businesses
where the barrier to entry is quite tight in some
small businesses, their age does not last long.
To result in the business going bankrupt or
closing. Managers and decision-makers can
generate new business models or adapt
existing business models more systematically
(Diener & Luttgens, 2016).

In doing business, business actors must
understand the importance of a business
model. The business model describes how
business activities and strategies are carried
out. Business models are made to be seen,
understood and implemented by all business
stakeholders. There are several business
models, but the one most often used is the
Business Model Canvas or what we usually
know as (BMC). Then from the Business
Model Canvas, a new business model was
developed, namely the Business Road Map
(BRM).

Rapid  business changes require
organizations to do proper planning. Failing to
plan means planning to fail. The road map is
very helpful in motivating employees to know
the organization's goals for the next 5-10
years. A detailed action plan will help achieve
the target. This model aims to reduce errors in
preparing business plans at the beginning of
the year, maintain existing businesses, and
facilitate business expansion in a competitive
environment. Business Roadmap Models
(BRM) is a tool that can help anyone serious
about doing business with careful planning
and is designed to get a clear cash profit.

From this business model phenomenon,
the researcher considers the Business
Roadmap research topic quite interesting to
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study because it can describe several
strategies that must be carried out to win the
competition. Especially in businesses where
the entry barrier is quite tight for micro and
small businesses, their age often does not last
long. Improper strategies result in the business
going bankrupt or closing. One of the reasons
is the lack of understanding of business
strategy and how to run it. One solution is to
use a business model canvas so that business
mapping is more structured and understood by
all stakeholders of the business organization.
Managers and decision-makers can generate
the best business models or adapt existing
business models more systematically (Diener
& Luttgens, 2016). We find business model
patterns that provide a visual representation of
the dynamics behind a business by depicting
the flow of information, value, and money
(Rosello, 2019). To create multiple versions
of their business model, enabling them to
evaluate alternatives and maintain the
evolutionary history of the business model
(Fritscher, 2000).

Several studies explain the business
model as a business strategy used by business
actors in various business fields. What
distinguishes this research is the application of
the business model of each business actor. The
cause of the difference lies in the problems
encountered by each business actor. To solve
the problem, they cannot use the same
strategy. However, the same business model
can be used by looking back at the problems
encountered and then analyzing the problem
after formulating a suitable strategy.
According to previous research, it can be
explained that the Business Model can still be
developed again, such as a business model
developed into a Business Model Canvas. And
then, the Business Model Canvas will be
developed into a Business Road Map.
According to several studies conducted
related to Business Model Canvas research in
the property sector (Rudi, 2016), in the social
sector (Meranga, 2019), the distribution sector
(Saputra & Widjaja, 2019), the service sector
(Sanim et al., 2016), in the distribution sector
(Gata & Alpedro, 2019), (Sultan & Fatricia,
2019), (Tantriana, 2018), (Alfarisi, 2019),
(Hubeis et al., 2014), (Winandi et al., 2019),
(Pasaribu & Harfiani, 2019) (Kosasi, 2015),
(Hidayat et al., 2020).

The Road Map Business Development is
carried out by adding various elements that
need attention which in the BMC model have
not been described in detail. Adding elements
to the Road Map business is a description of
activities that can reinforce the business
position in market competition.

Research is the literature from several
journals and will be used to identify business
models' effect on success or existence in world
business. This study will present the influence
of business models on success or existence in
the world of business. These research results
are expected to reference entrepreneurs and
SMEs in pioneering and developing a
business.

Literature Review

Micro, Small and Medium Enterprises
(MSMEs)

MSMEs are Micro, Small, and Medium
Enterprises engaged in all types of businesses
such as fashion, culinary, workshops,
convenience stores, and clinics. According to
Law No. 20 of 2008 concerning MSMEs, the
difference between MSMEs only lies in the
limitation of assets and turnover. To facilitate
the design of the general model, the
researchers grouped MSMEs based on their
business processes, such as: (1) MSMEs
Goods production (production) is a business
that produces goods by converting raw
materials into finished materials and selling
the goods produced; (2) MSME Service
Providers (services) is a type of business that
provides services and sells goods; (3) MSME
Sales of goods (retail) is a type of business that
sells goods.

Business Model Canvas

Business Model Canvas is a visual
representation tool that can comprehensively
explain a business process. Making a business
model canvas is the first thing that usually a
beginner entrepreneur needs. With this BMC
tool, we can understand a business without
making a lengthy business plan document.
This Business Model Canvas consists of 9
main pillars that summarize business
processes:  company  value,  customer
segments, and financial structure. With these
nine blocks, we can validate whether a
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business idea is potential or not. The 9 main
pillars are: (1) Key Partnership, in the
industrial world (business), a company cannot
develop and run its business without several
partners to work with and in the coffee
industry. Companies or SMEs engaged in the
coffee industry rely heavily on several
partners; (2) Key Activities, key activities are
activities that determine the success of a
business model; (3) Key Resources, key
resources describe the essential assets that
determine the successful operation of a
business model; (4) Value Propositions are
fundamental to implement because this will
make a product or service more attractive and
unique; (5) Customer Relationship, fostering
relationships with customers aims to get new
customers, keep old customers, and offer old
or new products and services to old customers
(Frans, 2014); (6) Channel is an element that
states how an organization communicates
with its customer segments and delivers its
value proposition; (7) Customer Segments,
customer segments are certain parties that use
the organization's services or products
according to their needs; (8) Cost Structure,
the cost structure describes all costs that arise
after this business model's operation; (9)
Revenue Streams describes how the
organization money from each customer
segment.

With the business model canvas
approach, the Sumenep batik industry can
grow and develop its business through nine
blocks (Narto, 2017). Describe the MACo
company business model and develop a
strategy using the Triple Layer Business
Model Canvas (TLBMC) (Sari, 2019).

The concept of a business model has been
defined in various ways. Most business model
research has described a business model as a
description of how a business is conducted by
identifying the elements or components that
underlie the business model (Fielt, 2013). The
description of the business model provides a
broad explanation of the important elements
(Osterwalder & Pigneur, 2010), but there are
still limitations in determining how these
elements are linked. However, business
success is arguably defined by linking the
efficient flow of inputs through the
transformation process and the outputs offered

to customers. Osterwalder & Pigneur (2010)
define a model business as a thought that
describes how an organization takes actions to
create and offer value to customers. Then
Osterwalder & Pigneur (2010) explains that
BMC is a tool that consists of 9 blocks of
business elements as follows: (1) Customer
segment: Describes the group or organization
targeted by the company; (2) Channels:
Describes how the company communicates
and reaches its customer segments; (3)
Customer relationship: Describes what types
of relationships the company builds with the
targeted customer segments; (4) Value
proposition: Describes how products and
services are created with various values
offered for specific customer segments. The
value proposition can include characteristics
such as innovation, performance, design,
brand/status, and price; (5) Revenue streams:
Describes how the company generates
revenue from each segment; (6) Key
resources: Describes the most important
assets needed to make a business model work;
(7) Key activities: Describes what the
company must do to make the business model
work, such as production, troubleshooting,
platform and network activities; (8) Key
partnerships: Describes how the network of
suppliers and partners makes the business
model work; (9) Cost structure: Describes all
costs incurred to operate the business model.

Discussion
Business Model Canvas

Business Model Canvas is a management
strategy tool to translate concepts, consumers,
infrastructure, and corporate finance into
visual elements. The Business Concept Model
Canvas duplicates the idea images to have the
same and real understanding of brand
consumers, expenses, and how the company
works.

According to Rudi (2016), the study
results show that the business model at PT.
Joyo Bekti Indah is related to one another.
Meranga (2019) Business Model Canvas fits,
namely, one-sided social mission, two-sided
social mission, market-oriented social mission
and commercially utilized social mission.
Saputra & Widjaja (2019) explain that e-
commerce-based online sales help customers
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get products that suit their needs and help in
the long-distance ordering process. Sanim et
al. (2016) that increasing the value
proposition, customer segment, and customer
relationships will affect an organization's
income. Gata & Alpedro (2019) show that
creating an e-commerce website at Mr Bro's
distribution will increase maximum sales and
increase market coverage. Sultan & Fatricia
(2019) show that the nine elements of the
Business Canvas Model have a relationship.
Tantriana (2018) obtained are an overview of
nine elements in the Business Model
consisting of customer segments, value
propositions, customer relationships,
customer segments, channels, revenue
streams, cost structure, key activities, key
resources, and key partnerships.

Chandra (2016) shows that the
company's business model requires several
additional factors in each business model
element to develop and lead the company
towards a better future. Alfarisi (2019) results
show that Toyosima should use one of the
strategies according to the unbundling
business model, namely product innovation.
Hubeis et al., (2014) study indicate that the
business model that KN Fish Farm has carried
out has found weaknesses in the 9 BMC
elements. Therefore, improvements are made
to all elements. Winandi et al. (2019) show
that the nine elements of the Business Model
Canvas are internal and external factors. The
company's strengths and weaknesses in
carrying out its business model and what
opportunities and threats from externals affect
the business process of PT XYZ.

Pasaribu & Harfiani (2019) showed that
CV. Media has succeeded in running a
business by implementing nine elements of
BMC; this can be seen from the increasing
income of the company every year. Kosasih
(2015) from the results of a SWOT analysis
for business model development, companies
are advised to develop customer segments in
young families with young children and
further increase product innovation. Hidayat
et al., (2020) concluded that there are five
main steps in making a scheme for
implementing the IPMS: developing a
strategy, planning a strategy, aligning the

organization, implementing, and monitoring
and learning.

Business Road Map Development of a
Business Model Canvas

Over time in Indonesia, a new business
model tool has been discovered, namely the
Business Road Map or BRM, which coach
Ridwan Abadi discovered. The Business Road
Map itself is a business model strategy
resulting from the Business Model Canvas
development. Several MSMEs have used the
Business Roadmap in several cities in
Indonesia because it is considered to have
many benefits for MSMEs.

Business Road Map is a Business
Mapping Method to build a business
model/business plan capable of creating
growth over time. There are several Business
Road maps or BRM tools: (1) Goals; Goals
are the goals or the achievement of targeted
turnover within a specified period in detail.
Starting from annually, monthly, weekly,
today; (2) Reality; Reality is a breakdown of
the difference in turnover targets obtained if
the business is running to pursue the
difference in nominal turnover obtained; (3)
Definition; a business will be arranged to
achieve the goals. The definition of a business
to be prepared is to generate cash by helping
people sell a product or service; (4) Target
Market; Target Market is a potential buyer
who must get information and promotions
related to the product. So, the owner needs to
take the right steps to reach consumers well -
the end goal of getting consumers to buy the
product. The target market aims to ensure that
marketing is on target; (5) Leverage; Leverage
or influence is anyone from any group and
circle influential in increasing visitors or
consumers; (6) Additional Value; Additional
Value describes the value or excess of the
goods we sell with competitors' goods. What
products (goods/services) will you sell? What
are the advantages of the product that the
owner is selling compared to existing
products?; (7) Competitors  Analysis;
Competitors Analysis is an activity in which
sellers or business actors analyze the strengths
and weaknesses of a competitor or a
competitor as a reference to win the
competition; (8) Distribution; Distribution is
the distribution process from producers to
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consumers or how customers can get our
products online and offline; (9) Funneling; As
the process of leading customers to
understand our products and why our products
are of high value, funneling will enter our
business or buy our products; (10) Customer
Relationship: Businesses make an effort to
retain existing customers by forging strong
bonds between customers and business actors;
(11) Income Stream; Income Stream is a type
of income stream generated whether income
or income is generated online, offline or
online and offline; (12) Activity; What
business activities must be carried out in order
for a business to run optimally, be it
operations, marketing, finance, or human
resources; (13) Skills; What types of abilities
must be possessed so that our business can
continue to run, for both operational and non-
operational; (14) Resource; Resources are the
types of assets and items and materials must
have to run a business; (15) Partner; Partners
is a co-worker or support tool for businesses
running either the raw material tool's supplier
or suppliers; (16) Cost Structure; Cost
Structure is a breakdown of all types of costs
generated in running a business, be it cost of
goods sold (COGS), raw materials, and others.

Business RoadMap does not reject or
eliminate existing elements of BMC. The
Business Road Map (BRM) offers elements
such as goals, reality, definition so that
business people can better balance idealism,
business goals and the reality they face. In
these three elements, BRM shows specific
business goals in the form of clear
achievement figures. This is important for
members of the organization to know because
its achievement depends on the performance
of all components. The current conditions
facing the organization are described in the
Reality element so that all components are
aware of and participate in formulating
strategies according to reality. BRM that is
understood by all organizational components
can involve them in this process.

Furthermore, leverage, distribution and
funneling are elements to maximize the
implementation of marketing strategy. In
BMC, marketing strategy activities are only
described in customer relationships and
channels. BRM seeks to add some elements
that need to be considered by business
organizations, especially Micro Small
Medium Enterprises (MSMESs). The three
additional elements in the Marketing field in
BRM are expected to guide business

Theoretical

There is a gap related to
theoretical, which has not been
applied too much because it
requires a very in-depth study
so that it requires some
previous research to strengthen
the research theory.

Gap

There is a gap regarding the
object, where most business

models are mostly only applied

by MSMEs. The business

model is considered feasible if
used in all business sectors so
that its role is quite crucial as a
business mapping.

Figure 1. Research Gap
Source: Primary data processed
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organizations in developing the right business
strategy.

Key resources elements in BMC have a
function to explain the condition of HR in
business organizations get two additional
elements, namely skills and resource
elements. BRM believes that a business
organization can survive if it has superior
human resources and the best resources. These
advantages must be known and understood by
all components of the organization. BRM
explains and communicates this to all
stakeholders.

In the end, the element of competition
analysis became the main differentiator of
BRM from other business model canvases.
This element describes what competitors'
weaknesses are that can be a way for a
business organization to enter the market
segment, and what competitors' strengths need
to be watched out for. Knowing and
understanding the pattern of business
competition and developing the best strategy
is the way to enter, survive and win the
competition in the market.

According to several studies, the
Business Model Canvas can still be a business
model developed into a more detailed
business model and better mapping.
According to (Ledy & Simatupang, 2013),
(Pigneur & Fritscher, 2000), (Rosello, 2019),
(Diener & Luttgens 2016), (Hanelt, Tesch et
al. 2016), (Narto, 2017), (Sari, 2019),
(Winandi et al., 2019), (Ramadhani & Putra,
2020). Based on previous studies that have
been described above, several research gaps
can be identified (Figure 1)

Conclusion

Business Model Canvas can still be
developed. One type of development
carried out is Business Road Map so that
the business mapping becomes more
focused and more detailed. The Business
Model Canvas (BMC) is one of the
strategic tools used to describe a business
model and illustrates the rationale for how
organizations create, deliver, and capture
value. Meanwhile, a Business Road Map
(BRM) is a pattern or Business Mapping
Method to build a business model/business

plan that can create growth over time. The
main contribution is to bring together
insights about the business model canvas
roadmap and understand its gaps. Business
Road Map is one of the developments of a

business model that business organizations
can use to run and develop a business.

Business organizations can practically
implement the Business Roadmap. The
Business Roadmap provides a more
comprehensive overview of the important
elements in the business. The pillars contained
in the Business Road Map are used as tools to
help analyze the weaknesses of the business
being carried out, formulate the best strategy
for each element and ensure its
implementation in the market.
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