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Part I
The team did interviews on several customers and gathered the ideas that would aid in the development of the travel wallet. The basis of this part of the paper is to highlight the insights gained from the interviews and how it can be incorporated in making the product better. The travel wallet is a product already in the market, and the only problem is having it hold all the custom items. That said, the interviews were based on maximizing on quality of material, size of the wallet, and space.
According to the interviews, storage space is the number one preference for the customers followed by quality of material and the size. Most of the interviewees were people who are most likely to use wallets like travelers. We interviewed people on bus and train stations regarding the product. The basis of selecting the interviewees was that people who move around often have a higher need for the product because they are forced to carry visas, Identification Card, keys, money, and other minute documents. The interviewees showed a clear understanding of the idea.
The difficulties we had in conveying the original product was regarding different aspects of the product. The original problem was size, security, storage space and quality of the material. It was difficult to decide which parts to give priority. However, the feedback from the interviewees was helpful in deciding the way forward. The size aspect would not go well for many customers because people have different preferences. For this matter, the team agreed to stick with one size and then develop from that. On the other side, the quality of material, which is leather came out as a priority as well as sufficient storage. 

Part II
The Business Model Canvas is as shown in the draft below. Value Propositions
Delivering security and storage for customers. 
Customers are able to store numerous important documents in one place since it is easy to lose them or even forget where they placed it.
We are able to satisfy the security needs of customers.

Key Activities
Marketing:
So as to create the product and develop the product.

	Revenue Streams
Customers are willing to pay for the product hence they are a source, the security, and numerous stores.
Cost Structure
We have the following aspects that implicate cost:
-Marketing
-Leather material- the most expensive
-Creation and development

Customer segments
Travelers are the first priority customers
Channels
Producers- Retailers- Customers. This way is better because there are not too many channels. Customers receive product fast. 
Customer Relationships
Produce products of various colors and develop on the security issue. 
Key Resources
· Leather
· Zipper
Key Partners
NAPPA Leather- It has a high-quality leather material and the price is fair.

Hootsuite Company- it has a good techniques service.


	



This startup ensures safety for customers’ important documents. According to O'neal (1988), wallets are meant to hold ID, currency and important documents in different compartments. Additionally, O'Neal claims that wallets lack enough compartments to store other documents. That said, the product being developed will be beneficial to customers because they will be able to carry their documents wherever they go (offers convenience). Significantly, by creating wallets that fit for different customer preferences will tap a specific market (travelers), which is profitable to the business. 
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