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Kajsa Hasselstrom-Pere

2020- Yhteiskehittamisen asiantuntija, Motiva
2015-2020 Liiketoimintamuotoilija / Strategisti, Futurice
2008-2014 Liiketoiminnan ja prosessien kehittaminen eri rooleissa,

Caruna ja Fortum

« Digitaalisten mahdollisuuksien ja strategian muodostaminen
« Palveluiden kehittdminen

* Innovaatiotoiminta

« Toimintamallit ja ketterdn kehittdimiseen kulttuuri

« Lean startup- sekd design ajattelu
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Sisalto

« Liiketoimintamalli - maaritelma

« Tyokalu liiketoimintamallin kehittamiseen: Business Model
Canvas

« Liiketoimintamalliesimerkit

« Valta (ainakin) nama sudenkuopat
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Liiketoimintamalli

Kuvaa tapaa, jolla yritys tuottaa asiakkailleen arvoa ja tapaa, jolla
arvon tuottaminen on jdrjestetty ansaintaa tuottavaksi malliksi.

A business model decribes the rationale of how
an organization created, delivers and captures
value.

- Strategyzer

> Motiva Services



The Business Model Canvas

Designed for: Designed by:

Date: Version:

Key Partners é

Who are our Key Partners?
Who are our key suppliers?

Which Key Resources are we acquiring from partners?
Which Key Activities do partners perform?

Acquisition of particular resources and activties.

Key Activities

What Key Activities do our Value Propositions require?
Our Distribution Channels?

Customer Relationships?

Revenue streams?

carercories
Production
Problem Solving
Prattorm/Network

Key Resources

What Key Resources do our Value Propositions require?
Our Distribution Channels? Customer Relationships?
Revenue Streams?

Tvpes or mesounces
Physica
Intellectual (brand patents, copyrights, data)
Human

Financial

Customer Relationships Q@

What type of relationship does each of our
Customer Segments expect us to establish
and maintain with them?

What bundles of products and services are we Which ones have we established?

offering to each Customer Segment? How are they integrated with the rest of our
Which customer needs are we satisfying? business model?

How costly are they?

iti 3
Value Propositions BE

What value do we deliver to the customer?
Which one of our customer's problems are we
helping to solve?

Newness exampLes
Performance Personal assistance
Customization Dedicated Personal Assistance
“Getting the Job Done” Self-service

Design Automated Services
Brand/status Communities

Price Co-creation

Cost Reduction

Risk Reduction

Accessibilty

Convenience/usability

Channels [N

‘Through which Channels do our Customer Segments.
want to be reached?

How are we reaching them now?

How are our Channels integrated?

Which ones work best?

Which ones are most cost-efficient?

How are we integrating them with customer routines?

CHANNEL PHASES
1. Awareness

2. Evaluation

4. Delivery

How do we deliver a Value Proposition to customers?
5. Atter sales

How do we provide post-purchase customer upport?

You're holding a handbook for visionaries, game changers,
and challengers striving to defy outmoded business models

Customer
3 and design tomormow's enterprises. It's a book for the..

For whom are we creating
Who are our most important:

1 » \
Mass Market

Niche Market

Segmented

Diversified -

Mult-sided Platform

E
3

WRITTEN BY

Abrsander Crsarucaler & ous Prgnor

CO-CREATED BY
A amazing coswdl of 870 practiioners e A5 coutiies

DESIGNED BY
Alan Sith, The Movement

(_IDI Ctema

WILEY
—

& How to create products and
services customers want.
Get started with... o

Value

Desi

Cost Structure

What are the most important costs inherent in our business model?
Which Key Resources are most expensive?
Which Key Activities are most expensive?

1S YOUR BUSINESS MORE
Cost

SAMPLE CHARACTERISTICS.
Fixed Costs (salaries, rents, utilties)
Variable costs

Economies of scale

Econormies of scope.

Revenue Streams

For what value are our customers really willing to pay?
For what do they currently pay?

How are they currently paying?

How would they prefer to pay?

How much does each Revenue Stream contribute to overall revenues?

Asset sale List Price. jegotiation (bargaining)
sage fee Product feature dependent  Yield Management
Subscription Fees Customer segment Real-time-Market
Lending/RentinglLeasing dependent

Licensing Volume dependent

Brokerage fees

Advertising

strategyzer.com/vpd

‘Written by
Alex Osterwalder
Yves Pigneur Strategyzer
Greg Bernarda Series
Alan Smith Sequel to

. Business Model Generation
Pesigned by International Bestseller
Trish Papadakos 30+ Languages

WILEY

©@00®®

i wor i case ncer
et ,,ﬂme{.“;mw.ﬁeuses,bymm Gl Doy e

DESIGNED BY: Business Model Foundry AG
The makers of Business Model Generation and Strategyzer

License. To view a copy of this license, visit
71 Second Street, Suite 300, San Francisco, California, 94105, USA.

@ Strategyzer

strategyzer.com
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The Business Model Canvas

Designed for:

Designed by: Date:

Version:

Key Partners &

Key Activities

Value Propositions

Customer Relationships ’ Customer Segments

Cost Structure

Channels

(@) Strategyzer

strategyzer.com
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The Business Model Canvas

Designed for:

Designed by:

Key Partners & | ey Activities @ | value Propositions i
Key Resources 24
Cost Structure @ | revenue streams (s
T —— @statagyzer

‘The makers of Busineas Mode! Ganesahon and Strategyre:
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The Business Model Canvas

Designed for

Key Partners

&

Key Activities

Key Resources

Designed by:

Date: Version:

Value Propositions ﬁl

Value Proposition

Gain creators

Products
& services

Sy

Pain relievers

S8

Customer Relationships '

Channels

Customer Segments ’

Customer Profile

Customer

’ jobs ~
.

Cost Structure

@ Revenue Streams

] S T LT ST MY B B A 1 LT L T b (0 0 T et
7 4 rmal e vt oy ey A8 TE i sl 4 el L Comatr Coreremrs (71 B Mersd el r K0 Lar aenms Carerm B0

DESIGNED BY: Strategyoer AG

PR makers of Business Mode! Ganerahon and Stralsgyre:

8

5.9.2024

(@) Strategyzer

strategyzer.com

Arvolupauksen muotoilu (Value
Proposition Design)

« tyokalu, joka keskittyy
ymmartamaan ja kehittamaan
yrityksen tarjoamaa arvolupausta
asiakkaille

e auttaa organisaatioita
maarittelemaan selkedasti, miten
heidan tuotteensa tai palvelunsa
ratkaisevat asiakkaiden ongelmia
tai tayttavat heidan tarpeitaan
ainutlaatuisella ja
houkuttelevalla tavalla.

> Motiva Services



Designed for Designed by: Date Version:

The Business Model Canvas

Key Partners & | rey Activities @ || vaue propositions ﬁl Customer Relationships WP | customer segments )
Value Proposition Customer Profile
Gain creators o Qo[ o o
Hyva arvolupaus sisdltdaa yhden tai use
B £, elementin seuraavista:
& services ustomer
=i 0 jobs s
N
S . Uutuusarvo
Key Resources g" Pain relievers Channels Tuotteen parempi suorituskyky
% Kustomointi
Tyo tulee hoidettua
Muotoilu
Brandi/status
Hinta
Kustannusten vahentaminen
Riskien vahentaminen
Kaytettavyys
Cost Structure @ Revenue Streams é
OOO® B | s T T I T e e (®sStrategyzer
:.‘::.':::::&.it.:rmfw.l.m.ms.«..u.ﬂm strategyzer.com
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The Business Model Canvas

Designed for:

Designed by:

Key Partners & | ey Activities @ | value Propositions i
Key Resources 24
Cost Structure @ | revenue streams (s
T —— @statagyzer

‘The makers of Busineas Mode! Ganesahon and Strategyre:
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Designed for: Designed by: Date: Version:

The Business Model Canvas

Value Propositions i Customer Relationships . Customer Segments .
Channels | )
Cost Structure ‘ Revenue Streams é

eOO®® == ——— : ~ . @ Strategyzer
strategyzer.com

DESIGNED BY: Strategyoer AG
‘The makers of Busineas Mode! Ganesahon and Strategyre:
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The Business Model Canvas

Designed for:

Designed by:

Key Partners &

Key Activities

Key Resources

@O ® ==

DESIGNED BY: Strategyoer AG
‘The makers of Busineas Mode! Ganesahon and Strategyre:

Value Propositions

Customer Relationships .

Channels M

Customer Segments .

@®sStrategyzer
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Ansaintamalleja

Tilaukset: Asiakkaat tilaavat
tuotteita tai palveluita saanndllisesti
ja maksavat tilauksen perusteella.

Vilityspalkkiot: Yritys toimii
valittajana asiakkaiden ja
palveluntarjoajien valilla ja saa
palkkion tasta valityksesta

13 5.9.2024

3 YouTube

Mainostulot: Yritys tarjoaa ilmaista
sisaltda ja ansaitsee mainostuloja
esittamalla mainoksia kyseisella

sicﬁ“i'\“ﬁ

e Spotify

Freemium-malli: Perusversio
tuotteesta tai palvelusta on
ilmainen, mutta edistyneempien
ominaisuuksien kaytto edellyttaa
maksullisen tilauksen tekemista.

B Microsoft

Tilauspohjainen hinnoittelu:
Asiakkaat maksavat vain kaytossa
olevista ominaisuuksista tai
palveluista.

Tuotteiden myynti, Palveluiden myynti,
Leasing/vuokraus, Lisenssimalli,
Tukimalli

>4 Motiva Services



Esimerkkeja
liiketoimintamalleista
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— - Business Model Canvas

Keys Partners

OEM Suppliers

Car Leaging Company

Toyota and Panagonic

Charging Pointe

&

Key Activities ./“ ;

R & D), Design and
Software Development

Manufacturing and Salee

Key Resources [

Brand

Facotriee (Car Asgemby
Line and Qigafactory)

Baterry Technology +
Autonomoug Driving
Algorithme and Big Data

Cost Structure

Manufaeturing
[Material and labour coste)

Value Propositions

Fully Electric Care that
deliver increaging value
over time

Autonomoug Driving

Qolar Energy Systeme

Customer Relationship

Customization +
Cugtomer-Service

Qupercharge network

Channels

Tesla’s own Showrooms

Tesla Website

@
]

Customer Segments

High-end Luxury and
Sporte Care Buyere

Mid-Market / Tech
Enthugiagte

R&D

Qalee and Adminigtrative
Coste |

Revenue Streams

Car Sales, Upgrades and
Maintenance

Qolar Energy Panele and
Batteriee

@ THE BUSINESS
O6MODELSAOAR 022

businessmodelanalyst.com

es



@Uf' {Gzun oo Mome frpect Aot News  Comtart Key facts

Azuri Technologies
is a commercial

- g\ é = \ _.: 3 /
provider of Pay2Go LIFE CHANGING TECHNOLOGY
solar systems for 9 /Sy : " el
rural off-grid S
Energy

communities in
Africa.

Challenge tackled
Providing clean energy for off-grid
communities

Which trends does this company focus on?
How it works Off-the-grid Solutions, Pay-as-you-go, Low-
cost Energy Supply

Facts

=*  Azuri secured a £1 million working capital loan from Barclays
to accelerate the deployment of its home solar systems

What if
‘What if you could implement a pay-as-you-go
Pay-as-you-go Real-time Monitoring Easy Top-up model to create access to services beyond
Users access solar power on a pay-as-you-go Azuri connects with its users once a week, when To continue using the power service, consumers urban SetﬁngS?
basis, just like they do phones and kerosene. This they add credit to their unit. A cloud-based buy scratch-cards and insert the code in the
eliminates high investments and provides distribution management system monitors users’ device, accessing another week of clean energy.
renewable power to families at around half the status in real time, providing access to trainings
cost of kerosene-powered energy. and information systems, accessible by phone or
computer.
; www.boardofinnovation.com/guides 208

50+ business model examples - boardofinnovation.com
17 5.9.2024 > Motiva Services



https://www.boardofinnovation.com/guides/50-business-model-examples/

- Designed for: Designed by Date Varsion
The Business Model Canvas
Key Partners & Key Activities 0 Value Propositions % Customer Relationships ’ Customer Segments ’
Installation of F2F
solar systems communication .
So_lar y Affordable Impowerished
devices power villages
manu-
facturers L .
—— Trainin Distribution Community
g Pay-as-you-go-
basis, no high _
investment Off-grid-
NGO’s ; cost households
Key Resources :i Channels m
Hardware Local presence
and Off-the-grid
software solution _
Local systems Social networks
Azu_rl Hardware
franchisee and Ecosystem of
software distributors &
systems service agents
Cost Structure Fixed costs @ Revenue Streams 6
maintenance Salaries 1,5 dollar per
: Sales of solar top up
of machines R
Hardware | » systems
manufacturing Distribution One-time Credits for
. . service
installation fee = e
Euﬁ?igegrm S gy 4401 8 ;M - CO LA, 17, T e S L, B P, i, S, W @Strategyzer
e muskars of Businss Slodel Ganerarion and Sirategysw strategyzer.com
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Valta (ainakin) nama sudenkux

4 Motiva Services
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Kohderyhman valinta

Miss Rogue’s Currently Frustrating Chasm Dialogue
circa 2006

3. But you are
. overly concerned
Jos rakennat tuotetta kaikille, about being
et rakenna sitd kenellekaan. g
1.You are
here
2. And vou shoukl
be trying fo enter
J e
Innovators  Early Adopters Early Majority  Late Majority Laggards
4. 50, instead,

i Aat mossbuors
Kuva: Running Lean

22 5.9.2024 > Motiva Services



Ala rakastu ratkaisuusi

23

Ongelma: missa
yhteyksissa asiakkaan
ongelma nayttaytyy?

Mika on se arvolupauksen
osa joka erottaa
kilpailijoista?

Kuka maksaa ja miksi?

5.9.2024

IF | WERE OUR TEENAGE

GIRLTARGET, IWOULD

LOVE OUR NEW PRODUCT. HAVE YOU ACTUALLY
TALKED TO ANYTO
MAKE SURE™

g B
00
0 E WHAT? AND
m & LEAVE THIS
o O ~~ ROOM?
/:“
]
o SO

Kuva: https://www.userinterviews.com/blog/the-ultimate-guide-to-doing-kickass-customer-interviews

> Motiva Services



Milta onnistuminen nayttaa?

24

Miksi ja milloin sinne pitaisi
paasta?

Miten sinne paastdan?

Voiko liiketoimintamalli
skaalata tahan?

5.9.2024

Kuva: http://www.spikelab.org/blog/what-success-actually-looks-

like.html

> Motiva Services



Resurssien riittamattomyys

Kolme vaihetta:

1. Asiakkaan ongelman
tunnistaminen

2. Oikean ratkaisun loytaminen
(problem-solution fit)

3. Markkinan loytaminen
(solution-market fit)

4. Liiketoimintamallin
|6ytaminen (Business model-
market fit)

Kuva: Strategyzer

25 5.9.2024 > Motiva Services



What if... ?

Liiketoimintainnovaatio voi lahtea
mista tahansa BMC:n yhdeksasta
kentdasta kehittaminen

Mita jos...

... Yksinkertaistaisi yrityksen
arvolupausta?

... yrityksen tyontekijat olisikin
freelancereita?

... asiakkaat maksaisivat mita
haluaisivat palvelustamme /
tuotteestamme?

... kiinteat kulumme tuplaantuisivat?

Kuva: Use 'What If' Questions to Create Innovation in Your Business - Linkedln.com

26 5.9.2024 > Motiva Services


https://www.linkedin.com/pulse/making-case-what-questions-your-business-create-richard-lannon/

Muita malleja ja tydokaluja liiketoiminnan kehittamiseen

Profit Product Product Brand Customer
Model Performance | System Engagement

CONFIGURATION

OFFERING

EXPERIENCE

PROFITMDDEL

The way inwhich you make money

Faraxample, how Netflix lumed the wideo

STRUCTURE

Alignment of your talent and assets

For example, how Whole Foods has built a

PRODUCT PERFORMANCE

Distinguishing features and functionality

For example, how OXO0 Good Grips cost

SERVICE

Support and enhancements thal swrround
your offerings

For example, how “Dediver WOW through

BRAND

Representation of your offerings
and business

For example, how Virgin extends ifs

vantsl industry on ifs head by implamenting robust feedback system for intemnal feams & premigm but its “universal design™ has sarvice” is Zappos' #] internal core valve brand into sectors ranging from soff
a sehscriphon model aloyal following drinks fo space fravel
NETWORK PROCESS PRODUCT SYSTEM CHANNEL CUSTOMER ENGAGEMENT

Cennections with others to create value

Forsxample, how Tanget works with rencwned

extemal designers lodifferentiate itself

Signature or superior methods for doing
your wark

For example, how Zara's “fast fashion"
sirategy moves its clothing from skefch
to shelf i necord time

Complemantary products and services

For exarmple, how Nike+ parlayed shoes,
sensors, apps and devices info a sport
lifestyle suite

How your offerings are deliverad to
customers and users

For exampile. how Nespresso locks
in customers with ifs useful members
only club

Distinctive interactions you foster

For example, how Wii's expenence
dirawes more from the inferactions in
the room than on-screen

Lean Canvas - muistuttaa Business Model Canvasta, mutta keskittyy startupeihin ja pienyrityksiin. Siina
on vahemman lohkoja ja keskitytadan hypoteesien validointiin ja oletusten nopeaan testaamiseen.
SWOT-analyysi - auttaa tunnistamaan yrityksen vahvuudet, heikkoudet, mahdollisuudet ja uhat. Se voi
olla arvokas tyodkalu yrityksen nykytilan arvioimiseen ja kehittdmiskohteiden tunnistamiseen.

Blue Ocean -strategia - auttaa yrityksia luomaan uusia markkinoita ja kiistattomia markkinatiloja. Se
sisaltda innovaatioalueiden tunnistamisen ja keskittymisen, joita kilpailijat eivat ole tutkineet.

27

5.9.2024

Doblin ten typs of innovation
- kuvaa kymmenta erilaista
innovaatiotyyppia, jotka
yritykset voivat hyodyntaa
luodakseen kilpailuetua ja
kasvattaakseen menestystdan
markkinoilla.

> Motiva Services



Rakenna - testaa - opi

1. Miksi? Kenelle?

= -
o
'-, II E lI 2. Tee ensimmainen versio

!
BULD
ﬁ E 3. Hae palautetta

4. Muokkaa tai tee uusi versio

28 5.9.2024 >A Motiva Services



Lukulista

Business Model Canvas
Strateqgyzer: Business Model Canvas explained (BMC)

Osterwalder explaining Business Model Canvas

Business Models
HBR: The Transformative Business Model

50 inspirational business models

Alex Osterwalder: Business Models Beyond Profit

10 hyper disruptive business models

Top 10 Business Model Pitfalls

29 5.9.2024 > Motiva Services


https://youtu.be/QoAOzMTLP5s
https://youtu.be/RzkdJiax6Tw
https://hbr.org/2016/10/the-transformative-business-model
https://www.boardofinnovation.com/guides/50-business-model-examples/
https://www.slideshare.net/Alex.Osterwalder/business-models-beyond-profit-social-entrepreneurship-lecture-wise-etienne-eichenberger-iqbal-quadir-grameen-bank-grameen-phone
https://www.slideshare.net/duvalunionconsulting/10-hyper-disruptive-business-models
https://youtu.be/5sn7pZXY5b4



https://www.youtube.com/user/motivaoy
https://www.linkedin.com/company/motiva
https://www.slideshare.net/MotivaOy
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