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OVERVIEW

This document summarizes the business model development process that took place in the period January-May 2011. Imprint Consulting Inc. supported the principals of The CAPTURE Project, Diane Finegood, David Crouch, and Marla Steinberg, to explore options for on-going resourcing the initiative. 

At the beginning of this process, CAPTURE was two years into its initial three-year mandate and funding. The principals were considering a range of options for how the initiative continues past this initial phase. 

The business model exploration proceeded in stages, each stage informing the scope and direction of subsequent stages. Data was collected through individual and group discussion with CAPTURE principals, email exchanges, review of existing documents, and the framing of what was discussed for further reaction. The primary objective of the first phase was to clarify and articulate the value proposition of what CAPTURE has to offer.  Based on the first phase, it was determined that this process would be better served by using information already known to the CAPTURE team through their consultations and interactions with prospective clients, so additional market research was not undertaken. 

The scope of the planning process included:  

· Developing different user types based on intensity of how they would use CAPTURE;
· Developing estimates of resources required to support different user types and estimates of the number of anticipated clients/users in the next three years of CAPTURE;
· Reviewing a range of options for CAPTURE products and services and determining the breadth/depth of CAPTURE’s offering in this time period; and
· Exploring the extent to which external funding will be required on an ongoing basis, or if CAPTURE can be self-sustaining through business activity.

The final phase involved developing a workshop for International Advisory Board (IAB) members to review business models and offer advice. 
 
PRODUCTS

The following products were generated as part of this process. In the end, it was determined that a business plan was not required given the strategic decision to not pursue CAPTURE as a self-sustaining enterprise.  

1. Situational Analysis and Business Options for CAPTURE
A precursor to a business plan, this options paper summarized how CAPTURE was conceptualized, identified key assumptions, and articulated some of the options that were discussed as part of the process. A simplified version of this document was shared with the IAB in advance of their meeting.

2. A series of hypothetical pro forma financials
Spreadsheets were created that explored the prospects and implications of different variables such as fee structure, volume of business, and staffing levels.

3. Three slide presentations
The first two presentations provided rapid feedback based on initial interviews and group discussions. These provided baseline definitions and interpretations of what CAPTURE was about, surfaced differences of opinion between team members, and were a cue for further discussion and clarification. The final presentation was a summary used to present to the IAB.

CONCLUSIONS

The feedback from the workshop held with the IAB in May 2011, in addition to the overall learning from the process generated the following conclusions:

1. CAPTURE's unique value is the focus on tacit knowledge. CAPTURE can provide information that is not presently available anywhere else:  information on public health programs currently underway across Canada and learnings about these programs. The priority for the remainder of the initial mandate should be to focus efforts on locating and facilitating the sharing of tacit learning by building on features that CAPTURE has created (e.g. the repository).  
2. The strategy of supporting CAPTURE's long-term viability by positioning as a self-sustaining enterprise based on revenue from the sale of consulting services and premium feature access is not feasible or desirable.
3. CAPTURE is ideally situated within an institutional partner such as a major university. 
4. CAPTURE will require external funding on an ongoing basis as it is primarily oriented towards providing a public service for free or below cost.
5. CAPTURE should continue to pursue additional partnerships that can support the sustainability of the initiative
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