BMC Case Study: EazyWash – On-Demand Car Wash Service
1) Company Overview
EazyWash is a startup that provides on-demand car wash services through a mobile application. Customers can book a car wash, choose the service type, and a mobile cleaning team arrives at the car’s location.

📊 Case Information (for student exercise)
🔹 1. Customer Segments
· Busy car owners (employees, managers, businesspeople).
· Urban residents.
· Companies with car fleets (delivery, logistics, transport).
· Students with cars on university campuses.

🔹 2. Value Proposition
· Convenient car wash at the customer’s location.
· Fast service—no waiting lines.
· Eco-friendly process with reduced water consumption.

🔹 3. Channels
· Mobile application.
· Website.
· Partnerships with companies and universities.

🔹 4. Customer Relationships
· In-app customer support.
· Notification reminders for periodic washing.
· Service rating after each wash.

🔹 5. Revenue Streams
· Pay-per-wash service fees.
· Monthly subscription plans.

🔹 6. Key Resources
· Mobile washing teams.
· Vehicles equipped with cleaning tools.
· Mobile app + backend servers.

🔹 7. Key Activities
· Performing washing operations.
· App development and maintenance.
· Digital marketing and promotion.

🔹 8. Key Partners
· Suppliers of eco-friendly cleaning materials.
· Mobile app development companies.
· Corporate fleet owners.

🔹 9. Cost Structure
· Employee wages (washing teams).
· App development and maintenance costs.
· Fuel and vehicle maintenance.
· Cleaning materials and equipment.

🎯 Student Exercise Tasks
Ask the students to:
1. Fill out the full Business Model Canvas using the information above.
2. Suggest additional value propositions to increase competitiveness.
3. Propose new revenue models to diversify income.
4. Identify key risks and weaknesses in the model

