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JUDUL KEGIATAN : 
___________________________________________________
Anggota Kelompok:
	No
	Nama Anggota
	Nim
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	2
	
	

	3
	
	






FAKULTAS PERTANIAN PETERNAKAN
UNIVERSITAS MUHAMMADIYAH MALANG
Bulan 2022


LEMBAR PENGESAHAN
PROPOSAL
PRAKTEK USAHA PETERNAKAN
[bookmark: _h00v3k9qtqz0]
Judul Usaha                    : …………………………………………………………

Ketua Pengusul  
a. Nama Lengkap       	  : …………………………………………………………
b. NIM/NPM               	  : …………………………………………………………
c. Fakultas                  	  : …………………………………………………………
d. Nomor HP               	  : …………………………………………………………
e. Alamat surel (email)  : ………………………………………………………………
Anggota Pengusul 1  	
a. Nama Lengkap          : ………………………………………………………………
b. NIM/NPM               	  : ………………………………………………………………
c. Fakultas                  	  : ………………………………………………………………
Anggota Pengusul 2  	
a. Nama Lengkap          : ………………………………………………………………
b. NIM/NPM               	  : ………………………………………………………………
c. Fakultas                  	  : ………………………………………………………………

Malang,             
	
Menyetujui
Ketua Komisi Tugas Akhir PUP
	
	 
 
Pembimbing PUP

	
(____________________)
   NIP
	
	
(____________________)
   NIP




Format Isian Kelompok Usaha Mahasiswa (isian dalam sistem)

I. [bookmark: _9xdut1g3w447]Latar Belakang
Profil Usaha
…
Latar belakang #mengapa bisnis tersebut didirikan, 
Kategori Usaha  
…
Perkembangan
…
Struktur Organisasi
…
Sejarah.
…

II. [bookmark: _nv0p81egx9gf]Deskripsi Rencana Usaha
a. Noble Purpose
…….. menjelaskan kondisi masyarakat/wilayah yang anda temui, kemudian noble purpose anda apa untuk membantui/meningkatkan ekonomi masyarakat yang anda sasar ….
b. Konsumen Potensial
1. Karakteristik calon konsumen potensial
….. #bisa dijelaskan dengan Segmenting Targeting Positioning (STP) … 

2. Problem atau masalah calon konsumen potensial
…….#bisa dijelaskan problem calon konsumen

3. Potensi pasar
………. #jelaskan kondisi dan potensi wilayah, jika perlu menggunakan data dari sumber yang terpercaya

c. Produk (disertai foto produk)
1. Keunikan dan diferensiasi produk
…… #bisa dijelaskan dengan membaningkan dengan produk sejenis di pasaran

2. Permasalahan dan kebutuhan konsumen
…….……. #untuk mendapatkan permasalahan dan kebutuhan konsumen 


d. Sumber Daya
1. Keahlian masing-masing anggota tim
……. #jelaskan siapa saja tim nya, kemudian apa keahlian masing-masing tim #tidak harus sesuai jurusan

2. Sumber daya fisik dan non fisik serta strategi pemasaran produk
Sumber daya fisik
… apa saja sarana dan prasarana produksi yang sudah dipunyai …

Sumber daya non fisik
… mitra kerja, system, lain-lain

Strategi Pemasaran Produk
… ingat Customer Journey ya … #awarnes #considerarion #decision #loyality

3. Keuangan usaha
[bookmark: _x1821vp6sfgg]…… #buat laporan dana yang sudah dikeluarkan sampai prototype jadi
III. Rencana Kegiatan dan Penggunaan Anggaran
[bookmark: _451uxsf9jmz9]
	Kegiatan Utama
	Rencana
	Penanggung Jawab

	
	Kegiatan
	Jenis Barang
	Kuantitas
	Harga Satuan (Rp)
	Jumlah (Rp)
	Target Capaian
	

	 
	A
	B
	C
	D
	E= C x D
	F= Output A
	 

	Pengembangan pasar dan saluran distribusi (max 20%)
	a.
b.
c.
	 
	 
	 
	 
	 
	 

	Pengembangan Produk
	a.
b.
c.
	 
	 
	 
	 
	 
	 

	Produksi
	a. 
b.
c.
	
	
	
	 
	
	 

	Pengembangan sumber daya
	a.
b.
c.
	 
	 
	 
	 
	 
	 

	Legalitas, Perizinan, Sertifikasi, dan Standarisasi
	a.
b.
c.
	 
	 
	 
	 
	 
	 

	Belanja ATK dan peralatan penunjang (max 5%)
	a.
b.
c.
	 
	
	
	
	
	

	Total
	 Max 16jt
	
	



#buat di excel dulu, baru copas disini


IV. [bookmark: _zecazo36muqt]Jadwal kegiatan PUP
V. [image: Timeline
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Business Model Canvas

Designed for:

Business Name

Designed by:

Name1, Name2, ...

Date:

DD/MM/YYYY

Version:

XY

Key Partners @

Who are our Key Partners?
Who are our key suppliers?
Which Key Resources are we
acquiring from partners?
Which Key Activities do
partners perform?

MOTIVATIONS FOR
PARTNERSHIPS:
Optimization and economy,
Reduction of risk and
uncertainty, Acquisition of
particular resources and
activities

Cost Structure

What are the most important costs inherent in our business model? Which Key

Key Activities b@&z

What Key Activities do our
Value Propositions require?
Our Distribution Channels?
Customer Relationships?
Revenue streams?

CATEGORIES:
Production, Problem Solving,
Platform/Network

Value Propositions

What value do we deliver to
the customer? Which one of
our customer’s problems are
we helping to solve? What
bundles of products and
services are we offering to
each Customer Segment?
Which customer needs are we
satisfying?

CHARACTERISTICS:

Key Resources E§

What Key Resources do our
Value Propositions require?
Our Distribution Channels?
Customer Relationships
Revenue Streams?

TYPES OF RESOURCES:
Physical, Intellectual (brand
patents, copyrights, data),
Human, Financial

Newness, Performance,
Customization, “Getting the
Job Done”, Design,
Brand/Status, Price, Cost
Reduction, Risk Reduction,
Accessibility,
Convenience/Usability

Customer Relationships Q

What type of relationship does
each of our Customer
Segments expect us to
establish and maintain with
them? Which ones have we
established? How are they
integrated with the rest of our
business model? How costly
are they?

Customer Segments E

For whom are we creating
value? Who are our most
important customers? Is our
customer base a Mass Market,
Niche Market, Segmented,
Diversified, Multi-sided
Platform

Channels

Through which Channels do
our Customer Segments want
to be reached? How are we
reaching them now? How are
our Channels integrated?
Which ones work best? Which
ones are most cost-efficient?
How are we integrating them
with customer routines?

Revenue Streams

For what value are our customers really willing to pay? For what do they currently

Resources are most expensive? Which Key Activities are most expensive?

IS YOUR BUSINESS MORE: Cost Driven (leanest cost structure, low price value
proposition, maximum automation, extensive outsourcing), Value Driven (focused on
value creation, premium value proposition).

SAMPLE CHARACTERISTICS: Fixed Costs (salaries, rents, utilities), Variable costs,
Economies of scale, Economies of scope

pay? How are they currently paying? How would they prefer to pay? How much does
each Revenue Stream contribute to overall revenues?

TYPES: Asset sale, Usage fee, Subscription Fees, Lending/Renting/Leasing,
Licensing, Brokerage fees, Advertising

FIXED PRICING: List Price, Product feature dependent, Customer segment
dependent, Volume dependent

DYNAMIC PRICING: Negotiation (bargaining), Yield Management, Real-time-Market

Designed by: The Business Model Foundry (www.businessmodelgeneration.com/canvas). PowerPoint implementation by: Neos Chronos Limited (https://neoschronos.com). License: CC BY-SA 3.0




