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Content of the entrepreneurship training
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The Customer (Segment) Demand Profile describes the demand In a specific
customer segment in a more detailed way (jobs, pains, and gains)

Gains describe
the additional
benefits the

Customer =
Demand

/// P r O f I | e Pains describe bad outcomes, risks,
/
\

Customer Jobs describe
what customers are
trying to get done in their
work and in their lives

and obstacles related to customer jobs
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Customer Demand Profile

The Customer (Segment) Demand Profile describes the demand In a specific
customer segment in a more detailed way (jobs, pains, and gains)

Gains describe
the additional
benefits the

Customer
Demand
Profile

Top et

Customer Jobs describe
what customers are
trying to get done in their
work and in their lives
Value Map: Product/Service Characteristics

The list of what you offer, all the product/service characteristics your customers can

il s ___ Value
Proposition

Pains describe bad outcomes, risks,
and obstacles related to customer jobs

Key characteristics of the product/service

~ Should customers allow to get their jobs done
Customer can see them and use them for evaluation
of the offer
Customer use them to compare with offers from

PAIN
competitors - Essential decision-factors for the RELIEVERS

PRODUCT
CHARCTERISTICS

customer

- Directly related to the customers’ satisfaction

* Other management tools like Kano Model

and/or Product Model could be used here
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Value Map: Product/Service Characteristics / o P r O f I | e
The list of what you offer, all the product/service characteristics your customers can
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Customer Jobs describe
what customers are
trying to get done in their
work and in their lives

Pains describe bad outcomes, risks,
and obstacles related to customer jobs

* Key characteristics of the product/service

~ Should customers allow to get their jobs done

Customer can seethem and use themfor evluation P r O O S I t I O n
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Customer use them to compare with offers from é £ s

competitors - Essential decision-factors for the £ 5 RELIEVERS

customer

- Directly related to the customers’ satisfaction

* Other management tools like Kano Model

Business -
and/or Product Model could be used here
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Nine Building Blocks

Fl Customer H Value El Channels 2 Customer
Segments Propositions Value propositions Relationships
An organization serves It seeks to solve customer are delivered to customers  Customer relationships
one or several Customer problems and satisfy through communication, are established and
Segments. customer needs with distribution, and sales maintained with each
value propositions. Channels. Customer Segment.

Source: Osterwalder et al. 2010.
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Nine Building Blocks

E Revenue B Key i Key £ Key £l Cost
Streams Resources Activities Partnerships Structure
Revenue streams result Key resources are the ..by performing a number  Some activities are The business model
from value propositions assets required to offer of Key Activities. outsourced and some elements result in the
successfully offered to and deliver the previously resources are acquired cost structure.
customers. described elements... outside the enterprise.

Source: Osterwalder et al. 2010.
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10 Types of Innovation

o
Model
Business Configuration -HHH

o Profit Model: How you make money. o Network: How you connect with others to
o Innovative profit models will often create value.

challenge an industry’s conventions on o Network innovations enable companies to
offering, pricing or revenue generation and capitalise on their own strengths whilst
they have significant potential since in harnessing the advantage that might be
manufacturing industries the dominant derived from the capabilities and assets of
profit model might go unquestioned for others.
decades o This might include sharing the risk

associated with the development of new

capability
Profit Network | Structure | Process A e @
Model il - Colaboraton withledng
1 2 3 4 %ﬁ% ;:ﬁ,_fﬂggw TARGET
CONFIGURATION Ll gesined soodspnd ashions,

Source: Perkin [2014]; Keeley, L etal. 2013,

Copyrighted Material

TEN TYPES OF .
INNOVATION ‘)
B

HEE  EEEE
THE DISCIPLINE OF
BUILDING BREAKTHROUGHS "

E
Engagement
EXPERIENCE 7 8 9 10

LARRY KEELEY

RYANPIRKEL GRIANGUINK HELENWALTERS oo

Source: Keeley, L. et al. 2013.



10 Types of Innovation

CONFIGURATION

Profit
Model

Network

2

Structure | Process
3 4

Offering

e Product Performance: The development of
distinguishing features and functionality.

o Completely new products, or significantly
improved or unique features and
functionality, qualities to existing ones.

o It’s the most visible and easiest form of
innovation for competitors to copy, and so

harder to derive longer-term competitive

TEN TYPES OF
I-NNOVATII]N

HEE  EEEE
THE DISCIPLINE OF
BUILDING BREAKTHROUGHS

LARRY KEELEY

RYAN PIKKEL, BRIAN QUINN, HELEN WALTERS

Copyrighted Material

Copyrighted Material

EXPERIENCE

Service

7

PORSCHE:
2 =
product.

Brand Customer

Engagement

10

Channel

8| 9

4t

® Product System: Creating of complementary

products and services.
o Bundle separate products or services
together to create more value.
o Could you or a partner create additional

related products or services?

OSCAR MAYER:
®0

Modularlunch
p.dgsiorkldsﬁ
nextbike

Source: Perkin [2014]; Keeley, L etal. 2013,

Source: Keeley, L. et al. 2013.



10 Types of Innovation

Profit Network | Structure | Process
Model 1 2 3 4
CONFIGURATION

Copyrighted Material

TEN TYPES OF .
INNOVATION ‘)
B

EER  EEER
THE DISCIPLINE OF
BUILDING BREAKTHROUGHS " g"f

LARRY KEELEY

RYANPIRKEL GRIANGUINK HELENWALTERS oo

Experience

Castomer
Engagement

® Service: supporting and amplifying the value
of your offerings.

o Enhancing performance, utility and loyalty
through improved design or service
provision, fixing customer pain points and
helping to ensure seamless customer
journeys.

This can elevate the average into the

o

exceptional, and create a compelling

experience

X Ry Compony

JRCENTRA.
|

o Channel: The way in which your offerings is
brought to customers.

o Channel innovations are focused on finding

new or multiple ways to bring products
and services to users, creating an
extraordinary experience with minimal

friction

Source: Perkin [2014] Keeley, L etal. 2013,

4t

Source: Keeley, L. et al. 2013.



Content of the entrepreneurship training

Fishbone Disgram

o T igram homs o s s o

Causes Effect

Procedure of a Product Clinic
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Value Map: Product/Service Characteristics

The list of what you offer, all the product/service characteristics your customers can
see in your “shop window”.

* Key characteristics of the product/service

~ Should customers allow to get their jobs done

GAIN CREATORS

Customer can see them and use them for evaluation
of the offer

Customer use them to compare with offers from

PRODUCT

CHARCTERISTICS

PAIN

competitors - Essential decision-factors for the RELIEVERS

customer

- Directly related to the customers’ satisfaction

* Other management tools like Kano Model

and/or Product Model could be used here

Business Plan Development

o
ch

7. Operations and
Management Plan

1. Executive Summary

5|

6. Financial Plan 2. Business Concept

i

5. Marketing Plan i i * 3. Market Analysis

4, Management Team

Problem
Analysis

Value
Proposition

Business
Plan
Development

Customer
Demand
Profile

Business

Model

— Development

Customer Demand Profile

4t

The Customer (Segment) Demand Profile describes the demand In a specific
customer segment in a more detailed way (jobs, pains, and gains)

Gains describe
the additional
benefits the
customers may
seeking

Pains describe bad outcomes, risks,
and obstacles related to customer jobs

10 Types of Innovation

Customer Jobs describe
what customers are
trying to get done in their
work and in their lives
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Business Plan Development

1. Executive Summary

2. Business Concept
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Business Plan Development

1. Executive Summary
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2. Business Concept

A
3. Market Analysis
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4. Management Team
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7. Operations and 1. Executive Summary
Management
Plan
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2. Business Concept
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6. Financial Plan

5. Marketing Plan
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3. Market Analysis
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4. Management Team
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Interview Training

- ﬁ Types Of Interviews

o )Q Preparing for
Interviews

® 13 How to behave in the
Interview

- Questions to expect
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Successful Workplace Communication

Developing a
Network at Work
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5 W’s Method

Who?
What?
Where?
When?
How?

e

Understanding
Vs.
Misunderstandin
Fagors
Barfiers

Overcoming Barriers

—

R

The
Communication
Process — Basic

Model



Successful Workplace Communication
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4 C’s Method
for

Consistency
Clarity
Compromise
Confidence

Developing a
Network at Work

5 W’s Method Understanding The
Vs. Communication
Misunderstandin Process — Basic
Who? Fagiors
What? Bagiers Model
Where? Overcoming Barriers
When?

How?
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Many thanks
for your
attention




