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Crroun F?s

Check Moodle please .
stk next to your group mates from now on



Weele 2

o Book: Vagabonding - Rolf Potts

*Nok mm«d&&orj
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@ Movie: Samsara
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o YOM%Mb@. Chawnnel: G‘QQSTQF!«? NG w
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Musician: Chavela Varqgas

*Nok mm«d&&orj
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Painting: Marc Chagall
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Coumﬁrv: Madaqgascar
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Who's tn? &



Organisation

o For-profit



Organisation
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o Oubside NovasSbe
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o Use this work as a fubure opportunity
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& Reqular Cafe vs, Social Cafe «-
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DimeinsLons
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DimeinsLons

o What's the problem? And relevance?
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DimeinsLons

o

o How does the product/service solves the problem?



_Value ‘Propas&mv\

DimeinsLons
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o Is my solution better? - differentiotion






_Value ‘Propos&mm Canvas

To be used before the BM



m\fat ue tro F«’C}S ttion Canvas

Focus ol VP & CS

Build your customer journey to understand the issues
they foace to Fravid& solubtions for it



_Value ‘Propos&mm Calnvas

Now let’s qo to IKEA!
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The Value Proposition Canvas
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The Value Proposition Canvas

Vajue Proposition Customer Segimeant
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inm: product/service & job alignment
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The Value Proposition Canvas
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Pains & Pain Relievers (Problewms & Solutions
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The Value Proposition Canvas
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_Rusiness Model

o Describes how an org creates & captures value



_Business Model Canvas
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_Business Model Canvas

Key Partners Key Activities £ \Value W | Customer # Customer N
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Key Resources §

Cost Structure Revenue Streams
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_Business Model Canvas

Key Partners Key Activities Value
Propositions

Key Resources Channels

Cost Structure Revenue Streams

$




_Business Model Canvas

Value Customer Customer
Propositions Relationships Segments

Key Resources Channels

Cost Structure Revenue Streams

$




_Business Model Canvas

Key Partners Key Activities Value Customer Customer
Propositions Relationships Segments

Key Resources Channels

Revenue Streams




_An exam FL

Wakch Ehis quifrw mMovie. ..


https://www.youtube.com/watch?v=wlKP-BaC0jA




Atrlines



Razor Blade







Razor BL ade







Razor Blade

2 inkerconnecked aompamev\%s

o Cheap . Buy One-time
o Expensive . Buy Multiple-times



mSubSﬁrLF’Emv\

A answer ko Razor-blade Limikakions?









Youbkube *







Watch on Nebflix - The Playlist



ki-Sided Platform




4]
y
@,

L£

la

gL

5

S L,

E;m

i






_Mulki-Sided ‘Pia%mfor 2%

Car Owiher Colhnsumer

House (Qwihher Colhnsumer




_Mulki-Sided ‘Pia%mfor 2%

Car Owiher Colhnsumer

House (Qwihher Colhnsumer




| ;r % [A ey Bustness M o d i, S

Selling hard to find items to many consumers



| ;r % [A ey Bustness M o d i, S

Selling hard to find items to many consumers
Examples: E-bay & Amazon (at Lleast ot their start)



Long Tail

Artificial Scarciby Reducing offer to boost demand



Long Tail

Artificial Scarciby Reducing offer to boost demand

Examgies: Supreme
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Challenqge fo for next week

Functioning Group + Model Company Decision



Next week you qget a breaks from me &
get to know your TA



