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General Trends — Kondratieff Long Waves

Wave VI

Wave V
Age of Entanglement and Machine Autonomy

Age of Electronics, IT and Telecommunications
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The year 2010, the expansion of the Internet into mobile and social media, mark the beginning of a new wave, where information, knowledge, humans, machines, robots and products are increasingly

entangled. The next step into a new wave will probably be space travel.
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http://data.worldbank.org/indicator/IT.CEL.SETS.P2/countries?page=1&display=default
http://bear.warrington.ufl.edu/ritter/IPOs2010age052011.pdf

Impacts of Digitization
Challenges for businesses: get disrupted

declines to
purchase NETFLIX for $50m

2000
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Market value: $5b

Revenue: $6b

# of Stores: 9,000
2004

Revenue:  $500m

gL OCKBUSTER

brand retired

files for bankruptcy 2015

2010 Company value: $33b
Revenue (FY 2014): $5.5b

#FTE: 2,189
# Subscribers: 50m
Company value: $13b produces own content

NETFLIX
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Business Model Innovation Map

Business Model Innovation Map
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Lock-In Strategy

Business model patterns
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Examples: Rolls-Royce

Nor Lines and Rolls-Royce sign landmark Power-by-the-
hour service agreement

Wednesday, 24 May 2017

Mor Lines and Rolls-Royce have signed a groundbreaking "Power-by-the-Hour” service
agreement for the two vessels Kvithjern and Kvitnos. The new service offering harnesses the
power of "Big Data" to monitor, plan and perform maintenance and repairs on all the equipment
it has installed on the cargo vessels.



Examples: AWS
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Examples: Under Armour
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Examples: Platform Businesses
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Examples: Starbucks & Spotify

Compete as an ecosystem

INTRODUCING

STARBUCKS e Spotify; ﬁ

Take the sound of
Starbucks with you.
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Examples: Uber
Shared economy
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Examples: Apple Watch
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Business Model
Enterprise View!

How? What? Who?
Key Customer
Partners Key Customer Segments
Activities Relationship
)
Value Creation E!!! value Value Delivery
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w
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ﬁ i ﬁ =
—— E:::
il iz
Cost Revenue
Value Capture Structure Streams
Why?
My Company My Customers B My Partners

1) According to Osterwalder/Pigneur 2010)
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Business Model
Network View

Partner Network Customer Network Competition

My Customers
(and their customers)

My Company B iy Partners B My Competition
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Froma or to describing
your business / product
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The approach
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.
Digital Business Modelling

Leveraged to define a gamified approach using cards as building blocks for digital business design

- Designed for: Designed by: Date: Version:
The Business Model Canvas
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Examples




Example 1: amazon

Key Features

amazon

Key Partners Key Activities Value Proposition Customer Relationships Customer Segments
[ ]
asoo . IZT ' Accelerated decision "3“ Better knowledge of the m .
Data and content providers Data management cUStomers Microsegments

=

=

s support and value delivery

=

E-book publishers

ars oo

Connected partners

Analyzing customers browsing
previous purchases to extract a profile
for recommendations

Continuous improvement of automatic
recommendation algorithms

Automatic recommendations and one-

Binding through history of previous

Individual customers (e.g. customers

Third-party providers of products and
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Key Resources

From books to e-books
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resource connectors and

@ -ooregators

Amazon.com platform

Data as resources

al
=

Customer reviews

o

Ubiquitous Access

E-readers (Kindle), apps

click business activities interested in rare books)
—‘ On-demand services
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Cost Structure

Revenue and Value Streams

'/ Lower marginal costs of

- digital assets

Cost of digital platform
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&

¥$€ Ubiquitous service

‘ monetization

¥$€

Business network
monetization

E-books versus books

New fixed cost

Revenues from e-books

Resell of third-party products and services
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Example 2: LinkedIn Linked [T}
Key Features

Key Partners Key Activities Value Proposition Customer Relationships Customer Segments
°
QO : M E-community orchestration ' People network—based "«‘3“ Social network—based m
L1 BNl GOiei: [Broveers and management solutions customer relationships Cleloz] reaeln loy cllowd
il bid bid bié &
Content providers LinkedIn platform development and Build your professional network LinkedIn as a social network Professionals, recruiters
management Find the talents you need
°
m Microsegments
Key Resources Channels Individual professionals and recruiters
ﬂ Control of the access to a ‘-
network of people as Ubiquitous access
m resource ‘
LinkedIn registered users LinkedIn website and app
Cost Structure Revenue and Value Streams
f‘ '/' ¥o€ . ¥e€ :
People-network effect Cost of digital platform 3 ;eoonpéfizc:;rigrr?umty $ ;eoonpelfizc;trig?umty
Cost per registered users decreases New fixed cost Premium subscriptions for Fee for recruiters
with their number professionals
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Example 3: Airbnb

Key Features

Key Partners Key Activities Value Proposition Customer Relationships Customer Segments
[ A
s M E-community orchestration & : VY| <ocialinetwork-based m
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BRAE bie & bid &
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: (hosts and travelers) via the Airbnb (e.g., insurance), but the customer
ﬂ Controlling the access to a website, supply and demand can be only deals with Airbnb.
network of people as easily matched.
m resource Channels
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Airbnb Web site Integrated communities ﬂ-
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Rating and review system for hosts
and travelers, including social profile Airbnb Web site
checks.
Cost Structure Revenue and Value Streams
€ . , € .
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L 2
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o
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m monetization
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with their number
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Percentage fee from travelers

Percentage fee from hosts
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Business Model Design and Innovation (BMDI)
Doll, J., Eisert, U.:p. /=15

1.  From Baseline ...
2. ...to4types of iteration ...
. Analyze & Improve
I, Challenge & Change
1. Test & Verify J_
V. Evaluate & Decide

3. ...toanappropriate, validated
business model

4. Case study Helix Nebula
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Thank you.
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