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Abstract—Since 1975, the drinking habits of the Indonesian
people began to change from being merely boiling water from
tap to bottled water (AMDK), thus encourage drinking water
producers to continue branch out in market share. In 2013, the
market share of AMDK industry was Rp 22.51T and there were
around 500 competing AMDK companies. PT. Distribusi Air
Santri (PT. DAS) is a company engaged in the distribution of
“Air Mineral Santri” brand which located in Surabaya. This
company aims to increase the market in Surabaya by 10% or
sell 142,000 items / month. So to achive company goals, company
need to develop business models and plan business strategies
using Business Model Canvas (BMC). In the BMC analysis, an
analysis of environmental conditions was carried out using the
7sMcKinsey method, External Scanning and porter strength
analysis. And validation is needed so that BMCs are made
accurately and precisely with the help of a SWOT analysis.

Keywords—Business Model Canvas, SWOT Analysis.

I. INTRODUCTION

HE Bottled Drinking Industry in Indonesia (AMDK)

began to develop since 1973, the Indonesian people
began to change the habit of consuming water from boiled
water to bottled drinking water (AMDK), which encouraged
the producers of bottled drinking water to develop. According
to the Indonesian Bottled Drinking Water Association
(ASPADIN), in 2013, AMDK's market value was IDR 22.51
trillion and this industry will continue to grow 11.1% every
year. This provides an opportunity for drinking water
producers to compete in the bottled water market (AMDK).

Table 1 explains the assumptions of the needs and potential
market of the AMDK in Surabaya. According to
DISPENDUKCAPIL, in January 2019 the population of the
city of Surabaya reached 3 million people. Meanwhile
according to ASPADIN, 60% of Indonesian people consume
bottled drinking water. If it is assumed that the price of 1 liter
of water is IDR 1,000, the potential market of AMDK in
Surabaya is IDR 27,000,000,000 / month. If the price per item
is IDR 20,000. So the need for bottled water in Surabaya is
1,350,000 items / month. That is can be seen at Table 2.

PT. Distribusi Air Mineral (PT.DAS) is the main
distributor of AMDK Air Mineral Santri in Surabaya. AMDK
Air Mineral Santri is mineral water that uses natural raw
materials taken from Umbulan’s water springs, producing a
large enough water discharge so that it’s guaranteed quality,
clarity, freshness and stability of mineral content. Raw
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Table 1.
AMDK'’s Needs in Surabaya
AMDK'’s Needs in Surabaya
Surabaya’s population 3.000.000 people
AMDK’s consumption 60% people  1.800.000 people
Assumption of AMDK’s 500ml/day ~ 900.000.000ml/day
needs/day
Assumption of AMDK’s needs 27.000.000L/month
/month
Table 2.
Potential market of AMDK in Surabaya
Potential market of AMDK in Surabaya
Assumption of AMDK’s 27.000.000
needs /month L/month
price of 1 liter of water Rp 1.000,-
potential market of AMDK Rp
in Surabaya 27.000.000.000,-
/month
Assumption price per item Rp
20.000,-
fitem
AMDK’s Sales in 1.350.000
Surabaya/Month item/Bulan

materials are processed with Carbon Filter, Sand Filter, then
sterilized using Technology Water Treatment (TWT) which
is adjusted to the Indonesian National Standard (SNI) with
ultraviolet light and ozone (O3).

Sales of AMDK Air Mineral Santri in 2019 are 60,000
items/month, or about 4.5% Air Santri controls the AMDK
market in Surabaya. This company plan to increase sales in
2020 by controlling AMDK’s market in Surabaya by 10% or
selling 142,000 items/month.

The company needs to plan business strategies to achieve
company goals, one of the solution is plan a business model
that consists of various elements that can describe the
strategy, goals, structure, technology, processes, value for
customers so that companies can compete well in the business
market. The business model helps to describe all sources of
competitive advantage possessed by an organization that
distinguishes it from company positioning of products in the
same industry. In addition, the business model is also a value
chain structure , creating value by defining a series of
activities ranging from raw materials to raw materials to the
final customer, where the specified value is added to the
overall activity. Figure 1 describe the sales of of AMDK Air
Mineral Santri by PT. DAS per year.

In this study, the research conducted to analyze the
business model using Business Model Canvas (BMC)
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Table 3.
m2016 w2017 =2018 w2019 Analysis of 7°s mckinsey
378,864 Attribute Definition Analysis Results
Strategy Organizational e Asa Muslim product, AMDK
283,234 strategies used to Air mineral santri markets its
achieve products through collaboration
company goals with mosques, Muslim studies
127,145 (internal and activities, companies or
company) agencies that prioritize Muslim
products.
e Sedekah air mineral program
Product Sales Per Yaar e  Active sponsorship of several
student activities and Islamic

@ studies
e  Providing offers to consumers

as agents and retailers, making
Sales Per Month / Per Year it easier for PT. Watershed to
w 60000 expand the network
= 30000 7\ Structure The structural e  the organizational structure is
@ 40000 2016 concept of the divided 3. Man. Operations
E 30000 —)VN—%/* —XQ_——;WK\—X —— company,  the related to products and
20000 | ——2017 responsibilities customers. Man Development
10004 2018 of each job for administration, finance and
= 0 - - — HR. Meanwhile, Man.
& Q_Q:SS;\ & -;?f‘} D _@»é}q— P ——2019 Marketing for business strategy
ST g = R (_dél s \;CS _\-r&c? and company marketing
o SR System The method used e  The company already has an
to ensure the SOP containing a job
(b) work is done description for each employee

Figure 1. (a) Sales chart of AMDK Air Santri by PT. DAS per year; (b)
Sales chart of AMDK Air Santri by PT. DAS per month / per year.
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well and the
strategy to the
evaluation .

from what needs to be done to
the work process for each job
One-way work systems,
managers assign tasks to staff,
then staff complete tasks, there
is no gap for staff to make
improvements to work

@id studies, literature studies, determination of problem

IDENTIFICATION AND
PROBLEMFORMULATION STEP

DATA COLLECTION STEP

Shared Value

The values that
are instilled by
the company

Religious values, kinship and
good cooperation.
Understand the conditions of

+

DATA PROCESSING STEP 73 Mckinse

ANALYSIS AND EVALUATION STEP e

o Five each employee and help one
another

e  Providing facilities and
facilities for employees to work
productively

ANALYSIS RESULT AND DISCUSSION
STEP New Business Model Canvas

CONCLUSION AND Style Leadership e Instructive leadership style is a
systems that style that directly gives
Figure 2. Method. affect the direction (instruction) work
company specifically to subordinates.
Key Partner | Kev Activities Yalue < [ e Managers tend to have a
e PT. Sidogin |e Ordenn; and Proposition Relationships Segments H H
chippmg prodmets | = prduct « Customer - Household strategy that provides direct
Utama to the warehouse distribution Service customers
(Supplier) of PT. DAS. services * Website & | Retail |nstruc_t|0n "

« Retailers, + Receiving and [e Fast Social Media customers Staff Company human e  Recruit employees in close
agents and storing products in delivery, 1| e Asticles and tips and agent . . .
consumers warshouse day service | » Program sedekah (product resources, recruitment and interview

= Resource * Distribution of e Produc i resellers) f
providers Fodultto eustomer | quabty i | « Program borus | = The mesau employee sessions
(transgonau :\0{23;\0:15 . guaxanteeﬂ & cashback ® Banks, . recrunment ° Performance assessment |S
onan o Market analysis |e Serve Bovemmen .
warehouses) | and planning customers in 2gencies, systems, conducted every 6 months with

Koy Resources sman @ restau performance rewards and pusnishment
* Wareh: quantities * Web d offices, i H
. Tramsporiation | * Stratesc tocialmedia |  hospitals, appraisals, e New employees are given

(Pickup & tossa) warehouse * Sponsorship schools and rewards training according to jobdesks
» Information location (sponsorship of others N

technology student activities for a maximum of 1 month
e HE and Islamic " A T .
« Company funds events) Skills Development of e Only provide training to

* Business and Amnlauan alilla P P S P S
entreprencur
hibition

Cost Structure Revenue Stream

» Office operational costs e Air MmeralSantr Sales

= Operational activity costs

® Sales and promotion costs

* Toventory costs II. METHOD

e Costof Human Resources

@ Warehouse rental and operational costs

= Wehicle rental and operational costs

Data collection and processing in this chapter is obtained
from the results of field observations and interviews with
managers and employees. The results of the company's
condition analysis are managed in the form of 7's Mckinsey
analysis, external scanning and five forces porter model.

7’s Mckinsey is a framework for analyzing how effective
an organization is to achieve organizational goals which
described through 7 elements namely strategy, structure,
system, shared values, skills, style and staff. In the analysis
of 7's Mckinsey in this research, the most emphasized thing
by the company is to increase product sales and disseminate
the brand "AMDK Air Mineral Santri" so that it is better
known to the public.

Figure 3. Business model canvas.

alongside with SWOT Analysis. The Business Model Canvas
is a business model that develops a business unit and has 9
components, each component can be the first step to
determine where the company develops its business model
business. An effective way to evaluate company business
models is to combine the classic SWOT analysis with the
business model canvas. The objectives of the research to
develop business models using the Business Model Canvas
approach with the help of a SWOT analysis.
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Table 4.

Analysis of external scanning

Attribute Definition

Result Analysis

Natural
Environment

environmental, natural and
geographical

Warehouse location of PT. Santri Water Distribution is not known by the wider community so
it is safer from competitors' disturbances

Surabaya's dry weather makes it easy to deliver products using pickups
The location of the warehouse is quite strategic for shipping the Surabaya area (There are 3

warehouses)
Technology facility, an invention, information ~ Ordering products can be done online
and communication technology Marketing management is mostly done through information technology
External sponsors, vendors, suppliers or  Supplier of Air Mineral Santri only PT. Sidogiri Mandiri Utama

Stakeholder outside organizations that help

achieve the company's goals other parties

Warehouses and transportation equipment used by PT. DAS is the result of collaboration with

Socioculture values, customs, character, culture

and habits of the people.

The habit of drinking bottled mineral water, is more practical and guaranteed quality
People tend to use foreign products or products that are famous for expensive prices

Table 5.

Analysis of external scanning

Attribute Definition

Result Analysis

Threat of New Entrants

companies.

The threat of corporate competitors from new
competitors. This causes companies have to share
profits and market attractiveness with other

The threat of corporate competitors from new competitors. This
causes companies to share profits and market attractiveness with
other companies.

Bargaining Power of

Suppliers product prices and quality

Suppliers have the power to increase and decrease

PT. Sidogiri Mandiri Utama is a product supplier.

In maintaining good relations, PT. DAS helps suppliers in the field
of marketing and product branding, as well as helping cooperation
with consumers in the Surabaya area.

Bargaining Power of

Consumer affordable prices.

Customers want to get quality products at

Customers can get lower prices by collaborating with PT. DAS, a
minimum order of product 50 items / shipping, customers will get
a bonus

Or enter into an MoU agreement with conditions agreed by two
parties

Threat of Subtitute Products

prices.

Threats from products that have the same function
and / or have better quality and more affordable

Produk lain yang memiliki fungsi yang sama dengan air mineral
adalah air kelapa, teh herbal, air lemon atau infused water.

Saat ini ada beberapa merk yang memproduksi dan memasarkan
produk dengan bahan tersebut, karena lebih memiliki rasa.

Namun kebutuhan akan air mineral tidak mudah tergantikan
seutuhnya dengan produk lain sehingga penjualan air minum masih
lebih unggul daripada produk minuman lain

Competitive Rivalry within
the Industry
market.

Competition that occurs between one company
and another to become a company that controls the

According to ASPADIN (there are already 700 registered
companies of Bottled Drinking Water in Indonesia

In the external analysis for environmental scanning there
are several components contained that function to analyze the
condition of the company with external parties, namely
natural environment, technology, external stakeholders, socio
culture. In addition for external analysis, porter's five force
model method is used to analyze companies on developing
business strategies in the market. According to Porter, there
are 5 things that determine the level of competition and
product attractiveness in the Market, namely Threat of New
Entrants, Bargaining Power of Suppliers, Bargaining Power
of Consumer, Threat of Substitute Products and Rivalry
within the Industry.

In the Business Model Canvas analysis at PT. DAS is
carried out discussions and interviews with managers and
employees from various divisions who act as respondents to
define the business model canvas that is currently used by
companies. The Business Model Canvas consists of 9
components, there is key partners, key activities, key
resources, Vvalue proposition, customer relationships,
channels, customer segments, cost structure, revenue stream.

SWOT analysis is shown by mapping the components of
strengths, opportunities, weaknesses and threats of a
company. In making a good SWOT analysis, the company
must be as objective as possible to assess the company but

also through consumer testimonials. SWOT analysis is
performed on every element in the Business Model Canvas
analysis which aims to perfect the business model owned by
the company. For detail can see Figure 2 about method.

I1l. RESULT

A. Analysis of 7’s Mckinsey

Analysis of 7°s Mckinsey can be seen at Table 3, where
explain about definition of a attribute and analysis result
about the attribute.

B. Analysis of external scanning

Analysis of external scanning can be seen at Table 4, where
explain about definition of a attribute and analysis result
about the attribute.

C. Analysis of Porter’s five forces model

Analysis of Porter’s five forces model can be seen at Table
5, where explain about definition of a attribute and analysis
result about the attribute.
1) Analysis of Business Model Canvas

Bussiness Model Canvas can be seen in Figure 3. For
explain about it can be read in below.
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Table 6.
Analysis SWOT
Attribute .
BMC Strength (S) Weakness (W) Opportunity (O) Threat (T)
Key Partners  Have and establish good consumers, retailers and agents, Current partners can help Partners who are not

relationships with company
partners

tend to want lower product
prices with maximum service

expand the network
Opportunities to  expand
cooperation with potential
companies

satisfied with PT. DAS can
end collaboration

Key The factory works very The product is damaged due to  The existence of technology = Marketing teams tend to wait
Activities professionally, the number of  the shipping or storage process and information media make for the ball rather than
products and the time is HR does not comply with the it easy in business matters picking up the ball about
always right SOP given by the manager prospective agents, retailers,
Managers always monitor Miscommunication with or new partners
employee performance customers often occurs
Operational activities are  Too focused on online marketing
always carried out according
to plan
Key The number of human Lack of HR depletes operational The company has the The marketing team makes
Resources resources owned by the work (1 warehouse only has 1  opportunity to add resources more use of online
company is sufficient for admin) in the form of HR and marketing, can be a threat
operational activities Only 1 warehouse has vehicles vehicles because adding the company cannot develop
Strategic warehouse location  according to shipping  resources provides  optimally in the market
requirements convenience and fluency in
work
Value Distributing professionally The product is still new so the  Products have a chancetosell ~ Substitution products and
Proposition Fast delivery proportion of values is not in the market because of products from competing
Product quality is guaranteed  widely known guaranteed product quality brands
Satisfy customers as needed and good service
Customer Has many programs that can Opportunities to work with  If the company's products or

Relationships

establish good relationships
with old customers and add
new customers

customers create an event that
enhances the relationship
between the company and
regular customers

services are not satisfactory,
customers can switch to
other brands

Channels There is a media to increase  Owned channels have not been  The development of Competitors may take the
relationships with customer able to reach new customers information technology and similar steps
media facilitates the
dissemination of information
Customer Products can be offered to  Some customers who are used to  Opportunities to expand the  Customer segment can be
Segments various types of customers using other brands, do not want network by maximizing the reduced if the competitor
because of universal products  to use other brands marketing team company maximizes the
and guaranteed quality value proposition, channels
and key resources
Cost Efficient and good financial ~Changes in operational costs Unforeseen costs
Structure management )
Revenue Have a sustainable source of ~ Only has one source of income  Opportunity to sell other Competition with other
Stream income from your (Santri's AMDK sales) types of products, such as the  bottled water products

collaboration with customers

Includes new products that do
not have affordable prices

Santri AMDK merchandise
Opportunities to expand
cooperation with more other
large companies

Key Partners : Other parties who work with companies
to achieve company goals

Key Activities : The main activities undertaken by the
company are key to the success of the company

Key Resources : Resources owned by the company or
elements in the company that play a role in achieving
company goals.

Value Proposition The proportion of the value of a
product that is the reason consumers use the product
(quality, price, brand, design, service, guarantee, ease of
access, etc.).

Customer Relationships : Steps or programs owned by
the company to establish good relationships with
customers to retain old customers and get new
customers.

Channels : The media used to communicate, convey
values and establish relationships with customers.

7. Customer Segments : Mapping customer segments or
grouping customers according to the value offered by the
company.

8. Cost Structure : Details of all costs used by the company
for company activities. All costs to be incurred by the
company have been calculated beforehand.

9. Revenue Stream : Revenues earned by the company
from the company's key activities.

2) Analysis SWOT

For the analysis of SWOT, each variable of business model
canvas is being analyze with SWOT criteria that is strength,

weakness, opportunity and threat. Analysis SWOT can see in
Table 6.
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3) SWOT Matrix Analysis [3] Hunger, & Wheelen. (2000). Manajemen Strategi. Yogyakarta: Andi.

Table 7.

. . Table 9.
Internal SWOT Matrix Analysis ;
Y New business model canvas
. ; Eev Fartuer Kev Activifies | Value Proposition | Customer Customer
ERR iomcersaperies smpionen woks e 5 = = PT. Zidpgigi |« Ordering  and |» product Eelationships Sezments
R Opsriiondl ockvikes oré caried dut GGEordng 10 schedule ooz s aes Mandis Iers | shippinz distribution » Customer Service |« Hounsehold
I \okosi gudang strotegs 002 4 (13 H : - . .
Bl S T T I {Fupglisn) products fa fhe | - servicss » Website & Sacial | customens
S fost dtvery diribulion o057 4 s » Ratzilers, warzhousz of PT | » Fast daelivery, 1 Madiz » ezl
g o R === o 0 s azuts amd | DAS day sarvice * Asticles and tips customas ad
R ety cuatonmens o nsede - -
T —T—T— somsuzers o Receving and |+ Broductquliy i | Drogem sedekah | agmmts
I e ot o commuricats wih corsumen s 3 o » Resousce stosing pra Enarantesd ar (pro
N e oroduct soid s reeded by ol residents 0078 s 0308 providars inwarshouse  |. Servecustomes i |« Program bonus & | resellem)
[F Etficient end gaod fnenciol management 00oé. 3 asig {transporttian |« Distribution of la7ge quantitiss cshhad » The mosque
[EI ove o sustainaoie source of ncome 0017 : 0ot and Poduk. ta |« Strategic + Banks
[ Bobot || Rofing | Welht = -
| e w1 em washouss) | customes warzhouse » Bommsaod gpjif | Sovemment
e e e o087 | o locations . location programs z0e miy azenciss,
G 50%4 does ot comply wilh e SOP givenby the monoger 005 \ * EBrong » Market analysis Tor cmtomans who hatels,
BB e ct commuricafion, miscommuricafion aceun with the customer o7 1 o ombassadar znd planning - 5k Yy on e TEIEIMENE,
r 2
EN Atow customers fo pay not s fme 0013 1 (8 — 5 training aod offices,
e e 1w [e imestar || Mocinizooffico £ + Brogramgrest Rospink
ECIl ok of montemng erpioyees ool ' oo gromotion 2nd e MEE,
B e T — w2 marksting = st schaols and
R o ochoc s it ity s oy e il 0 1 ooss . e e I ——
I 0uned chammeis have not been able o reach new customers ooz 1 s = ‘Collaboration o
| e b1 o argenizztion e B program witn et
E3 change in operofional cost — miu 2 c:mus Frmanity employes - mi.ﬂ“-"' e ::t Tagion
' e for program
e 3ammian =i minem il
Table 8
. « Roufins ol reguiar moets
External SWOT Matrix Analysis evalsaton i i remer
[No. | Bobot. Rating  Weig] Eev Resources Channels
P partners help expand the network 0026 3 007 [+ Waschouss = Weh_sihandsndal
easeto expand cooperation with other companies 0018 4 007 « Transportation madia .
I the ex f technology and dia makesit easy to reach cust oms 4 04 (Pickup & mas) + Zponsasship
IR opportunity toadd R dvehicles) o ST o + Information (sponsorship  of
the product will sell well o the market because of guaranteed quality and professional service 0066 3 019 technalogy student activitizs
E3 the p 5 quality and p . “nd Tslaom !
H ing events with regular impr oaz 3 036 +  Company » Businss and
EBN maximize offline marketing work 0085 3 025 funds enfraprenans
[ selling products other than AMDK Santri (such as merchandise, etc.) 004 3 0.1 exhibition
o, Bobot Ratg el * Inorams e omer | .
[ Partners who are not satisfied with PT. DAS can 0189 2 037 of employms = Add radio petoorks,
‘The marketing team is less active and not maximally atiracts new customersand partners, and tendstowait ~ 0.074 1 007 magazios, hrodim
T8 offline marketing PT. DAS Underdeveloped 0052 1 005 2ad calins dhop
[P many substitute products oois 1 001 Cost Struchue Eevenue Siream
customersare usedto using other products, soit is not easy to replace with other brands ooz 1 0 « Office opamtimal coss + AdrhMHgeralan Sal=
[0 1the company's products o services are notsatisfactory,customers can switc to othe brands ous 1 oM + Opertiom] zafvily costs e
[ competing companies take similar steps oon 2 002 « Szles and promation costs N ——
| TOTAL on « Inventary costs
= Cast of Hnman Resaurces
» Warshouse renel and operatioal cost
» Vehicle ranta] and operatiomsl cos

In this step, analyze the power between internal

and

external component of company, strength and weakness

[4] Kottler, P., & Keller, L. K. (2009). Manajemen Pemasaran, terjemahan
variable for internal, while opportunity and threat variable for (13th ed.). Jakarta: Erlangga.
external. As describe at Table 7 and Table 8. [5] Nejad, T. A., Behbodi, M. R., & Ravanfar, M. M. (2015). Analyzing
. Organizational ~Structure based on 7s model of McKinsey.
4) New Business Model Canvas International Journal of Academic Research in Business and Social
i i i Sciences.

N?W BUSS".]ESS Model Canv_as can be seen in Table 9 This [6] Osterwalder, A., Pigneur, Y., Smith, A., & Movement, T. (2010).

section explain about new business model canvas at this case. Business Model Generation. New Jersey: John Wiley & Sons, Inc.
[7] Porter, M. E. (1979). How Competitive Forces Shape Strategy.
Harvard Business Review.
IV. CONCLUSION [8] Porter, M. E. (2008). The Five Competitive Forces That Shape
T . Strategy. Harvard Business Review.

Utilizing partners to expand the networl_( to varl_ous new [9] Purnomo, K. R. (2016). Strategy Formulation For Reinventing
partners and collaborate with other companies. Adding other BADAK LNG Business Model. In Journal of Industrial Practice.
sources of income aside from selling Air Mineral Santri.  [10] ?fvll(ngkutiéF- (129733- Anall(lisiSSWOT-Teknik Membedah Kasus Bisnis.

; ; ; akarta: Gramedia Pustaka Utama.
Routlnely provide pun_IShment and reward to employees to [11] Tjitradi, E. C. (2015). Evaluasi Dan Perancangan Model Bisnis Pada
increase employee motivation. The company should focus on Kaisar Organizer Dengan Business Model Canvas. Agora.
attracting and selling products to agents and retailers.  [12] Wardhana, A. (2014). Business Model Canvas Penerapannya Pada
Distribute small consumer purchases to agents and retailers. Industri Jasa Pertambangan Batubara Di Indonesia. Bandung: PT.
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