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Digitala un Tehnologiska “disrupcija”
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Nozaru disrupcija

1995+ 2010+ 2015+ 2020

Mazika Preses mediji Mazumtirdznieciba ~ Disrupcija sasniegs
Fotografija Televizija Veselibas apripe ikvienu "miera
Video noma Celojumi Transports ostu”
HR Izglitiba
Telekomunikacijas
Partika
Finanses

Davids Stébelis, 29195626, davids.stebelis@gmail.com



Aréjas vides novérté$anas meistarklase

Cilveka spé€ja pielagoties

lzmainu apjoms

Tehnologijas

Laiks

L
— B

TIESS KONTAKTS
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"Ta pat ka Jogurtiem, ari
Biznesam ir savs
deriguma termins”

Alexander Osterwalder
CEO, Strategazer AG

W MICHELIN
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Biznesa Vertiba

BM3
" Radits no jauna
BM?2
Paplasinats
BM1
Uzlabots
Zinams biznesa modelis Nezinams biznesa modelis

BUSINESS MODEL CANVAS UZLABOTS

VALUE PROPOSITION CUSTOMER RELATIONSHIPS | - CUSTOMER SEGM
What is the value you deliver What relationship does each Who are your customer]
to your custorner? What is the customer segment expect you

customer need that your to establish and maintain?

value proposition addresses?

Wh

KEY PARTNERS

KEY RESOURCES

(OST STRUCTURE REVENUE STREAMS

How do customers reward you for the
value you provide to them?

@O @ @ @ | usn»&uw?sﬂrlssnwuwt—nmm @suategyzer
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BUSINESS MODEL CANVAS

PAPLASINATS

KEY RESOURCES

L2 the resources you

VALUE PROPOSITION

CUSTOMER RELATIONSHIPS

What relationship does each
customer segment expect you
to establish and maintain?

CHANNELS

How do your customer seg-
ments want to be reached?

AR

CUSTOMER SEGMENTS

Who are your customers?

COST STRUCTURE

What are the important costs you
make to deliver the value proposition?

REVENUE STREA

yofor the
2

How do custome,
value you pro

i
;
*
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(®) strategyzer
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BUSINESS MODEL CANVAS

RADITS

NO JAUNA

Vai

customer need th:
value proposition

KEY PARTNERS VALUE PROPOSITION (CUSTOMER RELATIONSHIPS
Who are your key partners? What is the value you deliver What relationship does each
to your customer? What is the customer segment expect you

to establish and maintain?

your
addresses?

mum:

ve

rts darit?

CUSTOMER SEGMENTS "
Who are your customers? u o~ u

--%--

(OST STRUCTURE

What are the important costs you
make to deliver the value proposition?

Vaiir re

REVENUE STREAMS

How do customers reward you for the
value you provide to them?

ntabli?
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TQ Ka més varam aizsargat & O ‘
+ uzlabot esoso biznesa
1 modeli?
= BM3
© . .
n " Radi no jauna
(]
c BM2 Ka més varam radit jaunu
N Pablagini biznesa modeli?
o) p
Ka més varam paplasinat
BM1 un pilnveidot esoso
Uzlabo binesa modeli?
12-18 ménesi 2-5 gadi 5+ gadi
Zinams biznesa modelis Nezinams biznesa modelis
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Biznesa Modela analize

Aréjas Vides Analize
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Komandas kompetences

Tehniska / Vadibas
tehnologiju . l’ kompetence

fa®

pardosanas nodoklu

Klientu / Finansu /

Cilvekresursu

Kapéc raksturot arejo vidi?

« Jo argja vide ir nepartraukta parmainu procesa
- Atra identificé$ana, |auj laicigi reagét
* letekmé uznémuma BM dzivotspéju

Davids Stébelis, 29195626, davids.stebelis@gmail.com



Aréjas vides novérté$anas meistarklase

Sagaidamais rezultats?

» Kopa identificét un apzinaties biznesa kontekstu.
« Veidot izpratni par sarezgitam situacijam.

« Parbaudit pienémumus un dazadas perspektivas.
 ldentificét tendences, ko nepiecieSams atsekot.

» Stiprinat komandas analitiskas prasmes.
 lzveidot kopigu stratégisko redz&jumu.

Radit zinaSanas »jaunai domasanai».

DEMOGRAPHICTRENDS RULES & REGULATIONS ECONOMY & ENVIRONMENT COMPETITION
Look for data on demograph- Are there trends in rules and regu- What are trends in the economy and in the What trends do you see among your
s, education, employment. lations that will impact your business | environmen t that will impact your business? competitors? Are there new entries?
Are there big changes that in the near future?
will impact your business?
e —_—
. e —

YOUR

COMPANY P—
TECHNOLOGY TRENDS CUSTOMERNEE_ UNCERTAINTIES
What are the big technologic . What are the big trends in customer ———————_Jousee any big uncertainties?
changes that will impact your business needs? How do the expectations of Things that can have a big impact,
in the near future? customers develop in the near future but it's unclear how or when?
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BUSINESS MODEL CANVAS

KEY PARTNERS

Who are your key partners?

KEY ACTIVITIES CUSTOMER RELATIONSHIPS | - CUSTOMER SEGMENTS

What are the activities you per- What relationship does each Who are your customers?
form every day to deliver your customer segment expect you
value proposition? customer need that your to establish and maintain?

value proposition addresses?

KEY RESOURCES CHANNELS

What are the resources you How do your customer seg-
need to deliver your value ments want to be reached?
propasition?

COST STRUCTURE

What are the important costs you

make to deliver the value proposition?

REVENUE STREAMS

How do customers reward you for the
value you provide to them?

@@ @ ®@® | e BUSINESS MODEL FOUNDRY AG
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