
After identifying the most important findings, we 

began to organize the ideas into the various ways to 

solve the problems and address the opportunities 

for improvement through questions in the form of 

"what could we...?"
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We created a  bussines modelnew

A solution that directly and interactively connects the Ramo brand with university students 
through B2B and B2C models using E-learning, Gamification, Ecommerce and Delivery 
components, creating meaningful experiences and driving entrepreneurial development.

Our goal is to empower the university 
entrepreneurship ecosystem by

BUILDING COMMUNITYbizU

Uners TrinersBizners

Uners TrinersBizners

What will be said about biz ?U

Triner

“It is what we need to retain 
university students and share 
who we are while encouraging 
entrepreneurs.”

“I would feel closer and more 
aware of what Ramo really is 
and their offerings”

Uner

"It would be easier to organize 
everything and communicate 
while feeling supported.”

Ramo Bizner
I'm a future

I'm a future

I'm a future

Triner

Bizner

Uner

How does work this ? ecosystem

What difference the 
experience of being a 

 and a ?Basic Ramo Bizner

What difference the 
experience of being a 

 and a ?Basic Ramo Bizner

Main ideas for a change Trinerbeing a 

Consumer 
as a Uner

Provider as 
a Triner

Entrepreneur 
as a Bizner

And whats about our 
 System?Gammification

Uner 
Welcome,

Enjoy an interactive and personalized 
shopping experience through 
gamification and the use of avatars.

Purchase products directly 
from university entrepreneurs, 
supporting their businesses.

See only the entrepreneurs 
available at that moment 
for deliveries, eliminating 
content overload.

Earn Coins and collectible 
badges through the platform, 
which allow them to level up 
and receive exclusive rewards.

Bizners

Bizners are the university entrepreneurs who use bizU to 
develop and manage their businesses. They are divided 

into two categories: Basic Bizner and Ramo Bizner, with 
different levels of access and benefits:

Basic Bizner

Personalize business catalog or reference images

Direct chats with Uners (customers)

Sales performance tracking

Business development courses

Avatar personalization

Custumer service

Entrepreneurs who distribute 
their own products

Ramo Bizner

Personalize business catalog or reference images

Direct chats with Uners (customers)

Sales performance tracking

Business development courses

Avatar personalization

Custumer service

Exclusive business event reward badges

Rewards redeemable with Coins

Having and customizing your Bizner 
Ramo kit (inventory request)

100% backed by their principal provider

Entrepreneurs who distribute the 
products of the principal provider

Uners TrinersBizners

Triners are snack industry suppliers 

who collaborate with Bizners 

through the bizU platform. They 

provide products and services to 

university entrepreneurs and 

benefit from:

Data filtering by university, 
Ramo Bizners, and Basic Bizners.

A logistics platform to 
distribute products directly to 
entrepreneurs through pre-
established or customized kits.

Real-time statistics on sales, 
trends, and communication 
with entrepreneurs.

Creating a high impact on the university 
community through the execution of 
comprehensive marketing campaigns that 
facilitate meaningful connections and 
interactions with young university students.

The possibility of implementing a highly 
scalable and sustainable business model 
at national and international levels.

Strategic alliances with various 
brands and institutions.

Positioning as an 
incubator of innovation 
and entrepreneurship.

Each line is a 
user and what 
each touch, its 

whats them gets.

Uner
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Chocolo...

Leepops

Chachos Uy - Chile

$ 4.000 4.8

Gots de Brownie

$ 3.500 4.5

Pack choco minis

$ 7.000 4.8

¡Quiero una 
Cookie!

Uners are the final consumers, meaning students and collaborators within the university environment. These users can:

Each user earns rewards as they progress 
through their experience in the app, from 
prizes like free Chocorramos for Uners, to 
lessons and guidance for Bizners with the 
goal of continued growth with support.

Debes completar

5 compras en la semanaSTART

1

*This system is read from the inside out, and each circle represents one of the actors in the university ecosystem: Basic Bizner, Ramo Bizner, 

and Uner. Each feature that touches the circle is part of their gamification strategy.

Consumer

Provider

Entrepreneur

Limited knowledge of business 
growth strategies (marketing, 
sales, etc.)

Frustrating experiences with 
university entrepreneur 
WhatsApp groups (sales 
channels)

Students do not usually have 
significant experiences with 
entrepreneurs

Lack of differentiation and value 
among entrepreneurs

Insufficient supplier backing

How could we create  
between distributors and entrepreneurs to 

?

valuable experiences

improve their sales and attract consumers

In what ways could we support 
entrepreneurs to help them withstand 
adversities and continue?

How could we generate more 
to

meaningful 
experiences connection loyalty  create and 
with young people?

"I lack the skills to implement 
marketing tactics; it's not my domain."

“The interaction is purely transactional... there's 
no fostering of a customer relationship."

"I've never been able to join those 
groups because they're always full."

"As they do not differentiate between 
them, they often go unnoticed”

What are the 
main  
points our 
users have?

pain

“The problem is that we all have the same 
supplier, we all sell it at the same price.”


