HiruranIR3ed as.1an Juvdasde

2R A DLLATUT AN AL NN INYIREUN WD R LB UNasa

N374N134AAN13 Global Origin Thailand Co.Ltd

'i NNIARANDAA
I@l Akechoon

V(1] Tube NNTARANBAAN




Value Proposition
&
Business Model
Innovation




What is the real need?







ACTUAL.:

PACKAGING

CREDIT/ FEATURES

PAYMENT . QUALITY
TERMS EVEL

WARRANTY,

DESIGN

AFTER SALES SERVICES




Need come from customer pain points

What is my MBA student’s pain points?

What is your customer’s pain points?



Pain Points

Need for pain relief

!

VALUE



Value Proposition
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“Revenue-focused marketing automation & sales
effectiveness solutigns unleash collaboration throughout the
revenue cycle”




Fealures Pricing Custommars

(® CampaignMonitor

Email marketing software

for designers and their clients

Send beauvtiful email cameaigns, track the results and
Manage your subscrbears, Earn a 1idy profit by letting

yvour clients send atl prices you set.

Hesources Suppert Our Slory glog

Compgy Marber
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TRY IT FOR FREE
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Wity cantl gul sy HTML email 1o look geal on Asdroid desicns?

Usad by leading designers
and companies everywhere

Send unlimited email
campaigns for as ttie as
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Let’s comment!

e Clear end-benefit to whom kind of
HEADLINE

* Further explain about benefitsin the
sub-headline

e Benefits listed with icon

* Relevantimage




Start accepfing
credit cards today.

Sign up and we il mail you a free
Square Card Reader.

Emaul ackliess

Ceoate passaoed Carfirm passwortd

g ——

Saqn Uﬁ For Squae

@ 2.75% per swipe for all cards

One smple rale, all magor aredt cards

S Next-day payoul

Ajtomatc drect depasits 1o yow bark accoumn

G Free reader, free app

ForiPhone 1Pad and Anddioid

| A, Fast setup



Let’s comment!
* \VVery Clear HEADLINE
* Very Sales-oriented sub-headline
* Benefits listed clearly

* Relevant image




Freemium

NETFLIX c<oursera



Business Model Canvas: LinkedIn
Key Activities Value Propositions Relationships Customer Segments

- e
Network Effects
Manage Professional

identity and Build

Key Partners




Two-sided customers




BUSINESS MODEL CANVAS UBE Rf

KEY PARTNERS KEY ACTIVITIES VALUE PROPOSITION CUSTOMER RELATIONSHIPS | CUSTOMER SEGMENTS

Drivers:
(EY RESOURCES - - CHANNELS s

when you

(OSTSTRUCTURE REVENUE STREAMS




Find customer’s pain points for the reason of these 2 models!









List the value proposition of these 2 models!






Business Model

!

Not about what we sell

!

It’s about how we sell



"NESPRESSO.
/ "f -

Not just the Coffee
Maker that you sell!







Business Model Innovation

* Innovative Ideas
* Innovative Process
* Innovative KPls

* |Innovative Incentive




Developing Business Model

1. Business ldeas generating
2. Business Model prototyping

3. Listed elements required in the
BMC




Business Model Canvas

Help create easy understanding toward
the new business model by laying all
important elements required by such
innovative business into each category
in the canvas.



BUSINESS MODEL CANVAS




Customer Relationships € | Customer segments )




Customer Relationships ' Customer Segments ,

Channels | =Y
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Key Partners Key Activities
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Cost Structure Revenue Streams




Design your selected business by using “Business Model Canvas”



Pitch Deck

Clear Presentation
Concise Presentation
Covered Presentation

Convincing Presentation



e @Good content

e Good technique
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* F: Fact

e A:Action

* S:Sequence

 T: Touchpoint
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O Introduction

1 What is the problem

L What is the solution

] Here comes the OFFER!
L How is the market size

1 Show your business model, marketing plan,
financial plan

1 Who is your competitor

J How much do you want? And what for?
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« Good Info of Audience

e Good Look

e Good sense of humor




U9yavad Audience N131AI33 ?



B: Blueprint

A: Action

N: Nurture

K: Knowledge
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Authenticity flushaasiaeg
Build Profile @inwusasthudanunni)
Sexy story @eaulunniingula)

Expertise (dea1ny)

Value proposition (anuusnsing
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Pitch you Project in the Shark Tank



