Matrlce du modele economlque des entreprlses qui offre des serwces d’hebergement et de restauratlon (secteur mdustrlel 72)

|

[e réseau de |
partenaires et de
i fournisseurs clés

| (Formulation&Planification) stratégique 4 I
| Attraction des Talents { |
Management (direction générale) |

| | Finance & comptabilité

Partenaires clés | ActIVItes clés 1 Proposition de Valeur Relations avec |

Les combinaisons de produits,
services et autres créateurs de I «*

V,«;

!ﬁ Segments
‘t les clients ]I de clients

l

| Les types de relations fi|
’ , IP i Les différents
| ctablis avec chaque  §

' 2 | 'y “ ° °
’ grace auxguels t \ Marketing & communication marketing | Valeur que 19 entreprlse Vellt Offl’ll’ ;‘ ﬁ; . ‘ 1 groupes
le modeéle | Approvisionnement Q . . . Il scgment de clientele en | ! =
L . ] Production (N&B) i | a ses segments de clients cibles. || - i | d’individus
| économique des fl v on | | i fonction des objectifs i
I . | Nl
* entreprises " | Theatralisation h 1 — | ‘L strateglques )‘ ‘ °f’ .
. fonctionne. 4' Rng _,_ - -~ frga"'sam" interne ' ———————————=——==dll d’organisations §
| R —— S —————— — | ' i i .
1 : R Y ! ( Suppor \i‘}\l ” > | \_53 que cible une
L[ 7 ” a a it entreprise.
essources cles | 1 | , ( ' NAauX | r

! Humaines

CMaitre amphitryon)

| 1 Collaborateurs clés (savoir-faire & compétences clés)

Personnel en contact

Alimentaires (N&B) E
Matérielles (support physique) 1
*\ Financiéres :I |
: Technologiques ;‘ ‘
’ L

{ ' Naturelles
l
|

La carte produits & services |
complémentaires 1

Intellectuelles

Les charges d’exploitation (comment 1’entreprise utilise ses ressources clés ?) |

C=Ax (UmA x CmD)

|
\ l qui permettent de faire
i i découvrir les produits et

i'a services de 1’entreprise,
Il de les vendre et de les

dlstrlbuer

COMMUNICATION
MARKETING INTEGREE '

!
z

Les produits d’exploitation (comment 1’entreprise gagne de ’argent ?)

R=AXx (Um/A x PmD

MANUEL DE GESTION- REFLEXION / CHRISTIAN LATOUR



https://www.hrimag.com/La-segmentation-de-marche
https://www.hrimag.com/La-segmentation-de-marche
https://www.hrimag.com/Les-canaux
https://www.hrimag.com/Les-propositions-de-valeur
https://www.hrimag.com/La-liste-des-produits-services-et-autres-createurs-de-valeur-que-vous-voulez
https://www.hrimag.com/La-liste-des-produits-services-et-autres-createurs-de-valeur-que-vous-voulez
https://www.hrimag.com/La-liste-des-produits-services-et-autres-createurs-de-valeur-que-vous-voulez
https://www.hrimag.com/La-liste-des-produits-services-et-autres-createurs-de-valeur-que-vous-voulez
https://www.hrimag.com/Fideliser-les-clients-sur-le-long-terme-17316
https://www.hrimag.com/Fideliser-les-clients-sur-le-long-terme-17316
https://www.hrimag.com/Les-revenus-R
https://www.hrimag.com/Les-produits-d-exploitation
https://www.hrimag.com/Les-revenus-R
https://www.hrimag.com/L-achalandage-A
https://www.hrimag.com/Le-calcul-du-nombre-moyen-d-unites-de-produits-achetees-par-acheteur
https://www.hrimag.com/Le-calcul-du-prix-moyen-demande-PmD
https://www.hrimag.com/La-structure-de-couts
https://www.hrimag.com/Les-charges-d-exploitation
https://www.hrimag.com/Les-couts-C
https://www.hrimag.com/L-achalandage-A
https://www.hrimag.com/Le-calcul-du-nombre-moyen-d-unites-de-produits-achetees-par-acheteur
https://www.hrimag.com/Le-calcul-du-cout-moyen-demande-CmD
https://www.hrimag.com/Manuel-de-gestion-reflexion-du-parfait-restaurateur
https://www.hrimag.com/Les-activites-cles
https://www.hrimag.com/La-formulation-des-3-elements-essentiels-des-entreprises-de-restauration
https://www.hrimag.com/La-finance
https://www.hrimag.com/La-comptabilite
https://www.hrimag.com/Le-marketing-ce-qu-il-faut-premierement-savoir
https://www.hrimag.com/La-communication-maketing
https://www.hrimag.com/Les-approvisionnements
https://www.hrimag.com/La-theatralisation-des-espaces-des-costumes-et-des-prestations-de-service?var_mode=calcul
https://www.hrimag.com/Les-ressources
http://ernest.hec.ca/video/cours/edulib/esprit_entrepreneurial/seance3/S3C2_vfH256/story.html
https://www.hrimag.com/Vos-collaborateurs-cles-une-source-de-valeur-essentiel-pour-votre-entreprise-de
https://www.hrimag.com/Les-ressources-alimentaires-accreditee-et-standardisee-RA-AS
https://www.hrimag.com/Les-ressources-materielles
https://www.hrimag.com/Le-support-physique
https://www.hrimag.com/Les-ressources-informationnelles
https://www.hrimag.com/Les-systemes-d-information-9768
https://www.hrimag.com/Le-temps
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/Les-personas
https://www.hrimag.com/La-matrice-du-modele-economique-un-outil-de-gestion-et-de-communication-au
https://www.hrimag.com/Les-variables-avec-lesquelles-vous-devez-composer-pour-creer-ameliorer
https://www.hrimag.com/Les-partenaires-cles
https://www.hrimag.com/Le-reseau-d-entreprise-un-modele-d-affaires-mieux-adapte-aux-exigences-du
https://www.hrimag.com/Le-reseau-d-entreprise-un-modele-d-affaires-mieux-adapte-aux-exigences-du
https://www.hrimag.com/Le-reseau-d-entreprise-un-modele-d-affaires-mieux-adapte-aux-exigences-du
https://www.hrimag.com/Le-reseau-d-entreprise-un-modele-d-affaires-mieux-adapte-aux-exigences-du
https://www.hrimag.com/Le-reseau-d-entreprise-un-modele-d-affaires-mieux-adapte-aux-exigences-du
https://www.hrimag.com/Le-reseau-d-entreprise-un-modele-d-affaires-mieux-adapte-aux-exigences-du
https://www.hrimag.com/Le-reseau-d-entreprise-un-modele-d-affaires-mieux-adapte-aux-exigences-du
https://www.hrimag.com/Le-reseau-d-entreprise-un-modele-d-affaires-mieux-adapte-aux-exigences-du
https://www.hrimag.com/Le-reseau-d-entreprise-un-modele-d-affaires-mieux-adapte-aux-exigences-du
https://www.hrimag.com/Le-reseau-d-entreprise-un-modele-d-affaires-mieux-adapte-aux-exigences-du

