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Leg 4: How do you make money off your

Design a
business model

Set your pricing
framework

Calculate the lifetime value
of an acquired customer (LTV)

Calculate the cost of
customer acquisition (COCA)

Source: Aulet, B. (201 3). Disciplined entrepreneurship: 24 steps to a successful startup. John Wiley & Sons (pp.12-13)




Step #15: Design
a Business
Model

spenton valve
capture innovation

Oawpnostq
« OmTikn NeAaTwyv

amountof time

« EmmB£pevog evavTiov AJUVTIKOU spen n reating
« Afia {wng Tou TEAATN
 DMU ka1 DMP

« QppotnTa MNpoidvtog

+ OIKOVOpIKOI TIOpOL

Me thinks you need fo getthings more in balance!

Source: Aulet, B. (2013). Disciplined entrepreneurship: 24 steps to a successful startup. John Wiley & Sons (pp.164)




Ti €lval n emixeipnon;

+ 'Eva o0oTnpa TOPWY PE OKOTIO TNV TTOPAYWYH XPHOIHWY ayadwy (TTPolovTwy Kat uTtNPECIWY)

nopot:
+ KewpaAaio kot epyaoia (n kKAaotkn mpooéyyion)

« AuAoL Kol UALKOI




Ti KOVEL N
ETIIXEIPNON;

NpoaoBétel aia otn wn (avOpwmwv) 1 TN AeiToupyia
(opyoviopwv)

KOAUTITEL TIG OVAYKEG
KPIOIUEG ) ETOUCIWOEIG
dloTuTwHEVEG 1 AavBAVOUOEG

HE TNV aVATITUEN KOl TTapoX T TTPOTOVTWY Kol UTINPECIWY
HETAWPATOVTAG TNV TIANPOWOopPia Kal aloTOIWVTAG TOUG
TOPOUG TNG




[Mw¢ TO KAVEL
N ETIXEIPNON;

AvaAUEL TIG OVAYKEG, OPOUYKPATETAL, OPOHOTIETAL, SIEPELVA TIG
KOWVWVIKEG TAOEIG (MAPKETIVYK, EpELVa ayopAS, S10paTIKOTNTA,
KOWVWVIKI gvatodnaia kot opapa)

sxebladel, avamTuooel, SOKIPATEL: I6E€EG, TEXVOAOYIEG, TIPOTOVTO,
utinpeoieg (E&A)

Nopayel

NAnpowopei kat TPowdei (HAPKETIVYK)
Alavepel

MouAd

ElompaTrel

'OAa TO TAPATIAVW OTIOITOUV ETEVOUOEIG O€ £CEIBIKEUPEVOUG TTIOPOUG
(UAtkoUG Kat GUAOUG)




Mo1og o p——

+ ASlomolwvTag mopoug (UAIKOUG Kat AUAOUG, EOWTEPIKOUG Kal

0 l(OT['O g Tr] g e§WTEPIKOUG)
ETT IXEI p r] O r] g; * HE HOVOSIKO TPOTIO

« Slatnpnotpo Kot e§eAi€ipo




I((x IVOTO IJ ia * NEo EMXEIPNUOTIKO HOVTEAO:

+ ITOV TIPOGSIOPIOHO TOU TTPORANUATOG-AVAYKNG

OTO , * 3TOV TPOTIO TIOPOXNG
ET[ lXE,l pElV * 3TO PiyHa TWV OTAITOUPEVWY TTOPWYV

¢ 3TOV GUVOUOGOUO TWV TTOPWV
3TNV OTPOTNYIKI| CUVEPYOOIWY




APXEC KAIVOTOMIAC

I
|

KAgioTh ! AVOIXTA
O é{unvm’dvepwnm TOU Topd |t XpeialeTar va SoUAEUOUHE PE EUQUEIG
Hag, ouAelouy yia epdg. | avBpwmoug péoa a1 €§w amé Thv emixeipnon

i T ————— e —— e o

To képdog amd Tnv E&A mpémel va
To avamTUfouye, va To
avakaAUyoule Kal va 1o diaveipoupe

H e€wTepikn E&A umopei va
dnpioupynael onpavTiki alia, n
cowTeplkh E&A xpeidleTai yia va

—
——

HOMORHIICE {  BiekBikioer éva pepidio auThg Tng agiag.
S e — —

Av J1EVEPYAOOUE TV TIEPIOOOTEPN | T
épeuva atn Plopnxavia, Tote Ba ’ Aev xpeidletal va 31evepYAROOUNE EUEIC TV
VIKROOULIE. l épeuva vid va emw@eAnBolpe amo auTh.
-l I

i Av XPNOILOTIOINOOUNE KATAAANAQ TIC
EOWTEPIKEC Kal TIC e§wTEPIKEG 10£€C, Oa

VIKROOULE.

Av ONnHIoUPYACOULE TIG
TEPITOOTEPEC N TIC KAAUTEPEG 1I0£EC
oTh Propnxavia, 6a VikRooU|E.

|
R |

- e — i

Od TOETIE! VA TO0GTATEWOULE TNV | Oa mpémel va eMwpeAOUHATTE ATTO Th Anve:
P vamp YOUHE TN ! xphon Twv SIKWV HAC KAIVOTOUIWY aTtd nvn:
KaivoTopIkA pag diadikaagia, wore ] ; » Osterwalder (2010),
0l aVTAywVvIaTEG va Hnv ! Toue GMOU,C' Kai Ya GVOpaZOL,,ue Td , oeA. 111
| TIVEUHATIKA dikaiwparta Twy dAAwv éTav :

enwyeAnBoLv amo Tig 15éeg pag. auTd mpodyouv Ta d1kd HAG CUH@EPOVTA.




Enlxglpn H(XTIK(') Npoadiopilel To Aoylopo pe Baon Tov
LOVTEAO

OTIOI0 0 OpPYAVIOUOG/ETTIXEIPNON TTOPAYEL
Kol apexel agio kal e€ao@alilel Tnv
eMBiwaor Tou yla 060 dlaoTnpo

OTIOUTEITOL.




Baoikol I'Iapayowsg yla Eval
ETtixelpnpotiko MovteAo

1. NeAaTng: Katavorote Ti Ba eival S1otedelpévog va KAvel 0 TIEAATNG. Ot YVWOEIG TIOU OTIOKTHOOTE OO TN
xoapToypa@naon tng Movadag Afwng Ao@Aacewy Kat Tng Aladikaciag yla Tnv Aoktnon NeAdaTtn Ba gival
TIOAUTIMEG E6W.

2. Anpovpyia kat anotunwon aiag: ASloAoyrote oon aia Tapéxel TO TPOTOV 00G OTOV TIEAATH 00G Kot TIOTE.
3TN OUVEXELD, KaBopioTe TTolol TPOTIOL GUAANWNG agiag Talptalouv. H moooTikoTotnpévn poTaaon agiag oag a
Bonobnoel edw.

3. AvTaywviopog: MpoadlopioTe TI KAVEL O OVTOYWVIOUOG OOG.

4. Miavopr): BeBoiwOEeiTE OTI TO KAVAAL S1AVOUNG 00G EXEL TO KATAAANAG XOPAKTNPIOTIKA YIO VO TIOUAROEL TO
TPOIOV 00,

Source: Aulet, B. (2013). Disciplined entrepreneurship: 24 steps to a successful startup. John Wiley & Sons (pp.140)
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To pagiko gpyaAsgio pag

Karapriornke yia: Karapriotnks amé:

KauBag Emixeipnuarikou MovréAou o

Zxéoeig pe Toug MeAdreg ) Tunpara meAarwv E;

Baoikoi Zuvepydres fr(‘ =7 | Kupiec Apaomnpiérnrec s lNMpoogopd Aiag

KavdAia Aiavouns

Kpioipoi Mopoi Qg)}

Poé¢ Eo6dwv

AiGpBpwon kéorous

Business Model
Canvas Explained

S ClOJOICKO)

www.businessmodelgeneration.com



https://www.strategyzer.com/canvas/business-model-canvas

o v F w2

N

9 Aopika oTolxeia Tou KappBa EM

TUAHOTO AYOPAG — KOIVOTNTES XPNOTWV-WPEAOUPEVWV

NMpotaon/-£1g agiag, Tou eMAUOUV TIPORANHATA 1)/ Kol IKAVOTIOIOUV OVOYKES
KavaAla emikovwviag, Stavouns/mapoxng, mTwAnong

O1KodounoN Kat S1aTHPNON OXECEWYV PE KADE TUNHO OYOPAS

Po£¢ €006wWV TTOU TTPOKUTITOUV ATIO TNV EMITUXT| TTapoX ! afiog 0TOUG TTEAATEG

Kpiolpeg 6paoTnplOTNTEG, TTOU ATMAITOUVTAL YIOl TNV GUVETTN Kal a§lOTIOTN TTapoX! TNG aiag 0ToUG TIEAATEG,
0€ OAEG TIG GUVONKEG ayOpag

Kpioipol mopol, ou kabopiouv To €MMESO EMIXEIPNOIAKWY AEITOUPYIWY
Kpiolpeg ouvepyaoieg yia Tn dlekmepaiwaon AEITOUPYIWY KAl TNV TTOPOXT| TTOPWY

Aopn KOGGTOUG, 1 OTIoia TIPOKUTITEL OTTO TO TIPONYOUUEVQ




KEY PARTNERS

KEY ACTIVITIES

What
You dg

KEY RESOURCES

VALUE PROVIDED

CUSTOMER

RELATIONSHIPS

CUSTOMERS

CHANNELS

REVENUE AND BENEFITS

What you get E

RiineccMandel Generation com



1. Tunuota Ayopag

Al0POPETIKEG OPASES AVOPWTIWY 1] OPYAVICUWY TIG OTIOIEG 1) EMIXEIPNON) EMSIWKEL VO IPOCEYYIOEL KON VOl
eSunnpetiosc.

OGS AMOTEAOUV SIOPOPETIKA THNHATA QV:

+ Ol aVAYKEG TOUG OTOITOUV Kat SikatoAoyoUv pia Siakpith poawopd (agiag)
« MNpooeyyilovTal pEow SlooPETIKWY KavaAiwy

« ATOITOUV S10(POPETIKOUG TUTIOUG OXECEWY

» MNpPooWPEPOUV SIOPOPETIKEG KEPOOWPOPIES

« AwoTiBevTal va mAnpwoouv (dpa afloAoyouv) S1apOoPETIKEG TTAEUPEG TNG TIPOCPOPAG
Napadeiypara:

« Madikr ayopad

 E&e1dikeupévn ayopa (niche market)

« KatakeppoTiopévn ayopa (segmented market)

 Alooporoinpéveg ayopég (divesified)

« ToAupepng ayopd n mAatpoppa (Multi-sided platforms or markets)




2. Mpotaon asiog

To HiypHQ T(POIOVTWY KOl UTNPECIWY TIOU
Snuioupyolv aia yia Ta péAn EVOG THNHATOG

ayopag
« NEa 1] QVOTPEMTIKN TIPOCPOPA

« MNPOCOETEG IB1OTNTEG 1] XAPAKTNPIOTIKA

Ttotxeia afiag:

NE€EG OVAYKEG 1) OTIATIOELG

KaAUTepn emidoon

NMpocopuoyn oTig amaiTroslg (customization)
E€uttnpétnon (“getting the job done”)
Ixedlaopog

Enwvupia/Kopog

Tuun

Meiwaon KOOTOUG

Meiwon kivéuvou

NpooBaon

Aveon/euxpnoTia




3. KavaAla

To KOVOALO ETIIKOIVWVIOG, SI0VOHUNG KOl TIWANCEWY OUVIOTOUV TO SiatUAO AAANAETIIOPOONG PE TOUG
TTEAATEG.

AladpapaTi{ouv onUAVTIKO POAO OTNV EUTIELPIO TOU TIEAATN.

E€uttnpeToUV MANBOG AEITOUPYIWY, OTIWG:

N'vwaon kal TTANPo@OPNON OXETIKA JE TA TTPOIOVTA KAl TIG UTTNPETIES TNG ETTIXEIPNONG

Apwyn oToug TTEAATEG WOTE va agloAoyqoouv Thv TTpOTACN aiag Tng eTTIXEipnong

EmTpétTouv oTOUG TTEAATEG VO ATTOKTAOOUV CUYKEKPIKEVA TTPOIOVTA Kal va atroAalcoouv TTpdofacn o€
OUYKEKPIPEVEG UTTNPETIEG

Mapadoon 1ng MNMpodTaong Agiag oToug TTEAATES

Mapoxn oTtoug TTEAATEG UTTOOTAPIENG META TNV TTWANGCN




4. Yxe0€EIC Ye MeAATEC

Tt eiboug  oxeon O0élovpe  vo
OIKOOOUNOOUPE PE TOUG TIEAATEG OE KOOE
TUNHa ayopag;

Ti TPoodoKoUV Ol TTIEAATEG;

TL OXEON EXOUME PEXPL ONUEPQ;
T1 kooTiel kai T1 aTTOdidEl,

Mwg ouvduddlovtal Pe TO UTTOAOITTO  ETTIXEIPNMATIKO
MOVTEAO;

Zto)xoL
ATOKTNON MEAATWV

Awatripnon meAatwv

AU&non nwAnoswv

Katnyopicg oxéoswv
[MpoowWTTIKA UTTOOTAPIEN
AQOCIWHEVN TTPOCWTTIKN
UTTOOTNPIEN
AUTO-£EUTTNPETNON
AuTopaTtoTroInuévn EUTTNEETNON
Koivotnreg
2Uv-0nuioupyia agiag




5. Po&€c e006wv

Mo mola aia eival SloTebelpevol va Ti €idoug aia sival mpaypatikd Siatedeipévor
TANPWOOUV Ol TTIEAATEG O€ KAOE TUNUO; 0l TEAATEG VOl TIANPWOOULY;

TL TANPWVOUV CNUEPQ;
Nwg TTANPWVOUV CNUEPQ;

Nooo cupPBaAEl KAOE por) €006WV 0TA CUVOAIKA
£€00060;

K<T<A




TeooepIg
6[30(0u<01
NYOi TWV

POWYV £006WYV

Aladikaoia
TWANCEWY

Source: Neck, H. M., Greene, P. G., & Brush, C. (2014). Teaching
entrepreneurship: A pract:ce -based approach Northampton MA: Edvi/ard
Elgar.



10 TUTIOl YOVTEAWY ECOOWV

Franchising (Awaioxpnoia)
Subscription (Zuvépopn)

Professional (EmayysApoTiki)

Utility and Usage (XpnowotnTa kat
Xpiion)

Freemium

Unit Sales (Movadsg mwAnoswv)
Advertising (Aiapnpiosig)

Data (AcSopéva)

Intermediation (AiapecoAapnon)

Licencing (Adcwa)

H dtadikaoia 0ToU 1 Sikatoxpnoia TWAEITOL OTIO Pa UTIAPXOUOX ETIXEIPNON WOTE VO EMTPEWPEL O KATIOIOV
GAAO VO TIOUAG XPNOIHOTIOIWVTOG TO OVOUQ TNG ETIXEIPNONG.

To 00O TWV £008WV TO OTIOIO TTPOEPXETAL ATIO TNV XPEWON TWV TTEAATWY WOTE VA £XOUV TIPOCRACN O€ €va
TPOIOV 1 Hia UTNpPEaia.

Ta £€0060 TIPOEPXOVTAL OTIO TNV TIAPOXT UTINPECIWY BAoel cupBoAaiou.

Ta £0080 TIPOEPKOVTAL OTIO TNV XPEWGOT TWV TIEAATWY BACEL TNG GUXVOTNTOG XPIONG TWY UTINPECLWV.

Ta £€0060 TIPOEPXOVTAL ATIO Eva piypa dwpedv (Kupiwg Baciopévwy oTo S1adikTuo) BAGIKWY UTINPECIWY HE
premium 1 avoBoBOUIOPEVEG UTINPEDIEG.

To £€0060 TIPOEPXOVTAL OTIO TWV OPIOUO TWV AVTIKEIPEVWY TIOU TIWAOLVTAL ATIO TNV ETIXEIPNON.

Ta £0080 TIPOEPKOVTAL OTIO SIAPNUIOTIKA TTPOTOVTA KAl UTINPEQTIES.

Ta £0080 TIPOEPXOVTAL OTIO TNV TTWANGN UWNATG TIOIOTNTOG, ATIOKAEIGTIKWY, TOAUTIHWY TIANPOQOPIWY YIO Ta
aAa pépn (parties).

Ta £€0060 TIPOEPXOVTAL OTIO TPITA PéEPN.

To £€0060 TIPOEPXOVTAL EMITPEMOVTAG O€ GAAX HEPN VO XPNOIUOTIOIOVV TNV TIVEUHATIKN 18lokTnaia (TaTévreg,
copyrights, trademarks) pe avtaAlaypa XpnuoTikh amodnuiwaon.

Source: Neck, H. M., Greene, P. G., & Brush, C. (2014). Teaching entrepreneurship: A
practice: :




6. KplolPeG ApaoTNnPIOTNTEC

Aopéc/ZuoTtnpoToa ApaoTnPloOTNTWY

Mapaywyng: oxediaouog, KATAOKEUN KAl TTAPAdOC TTPOIOVTOC O€
ONMAVTIKEC TTOOOTNTEG KAI CUYKEKPIMEVA TTOIOTIKA XAPAKTNPIOTIKA

EtriAuong mpoBAnuaTwyV: avarmtucn véwv AUCEWV VIO OUYKEKPIPEVA
TTPpoBAAuATO TTEAATWV

NMAat@opueg/AikTua: n TTAATQOPUA €ival O KPIOINOG TTOPOG, YUPW ATTO
TOV OTTOi0 OOMEITAI £va OIKOOUOTNUO OPACTNPIOTATWY KAl OPWVTWY TO
OTTOiO N €TMIXEipnon dlaxelpieTal e OKOTTO TN dlATAPNON KAl
MEYEBUVOT) TOU CUOTAMATOG KAl Tou POAOU TNG O€ AUTO.




7. Kpiowpol mopol

Ol TTOPOL ETITPETOUV OTNV
ETIXEIPNON VO OPYOVWOEL
d5pooTNPIOTNTES WOTE:

va dnNUIoUPYACE! KAl VO TTPOCPEPE agia YAKoi ) auAol

Va aTToKTHOElI TTPOoBaon o€ ayopEC E¢otmrAiouog

VO avaTITUGEl KOl VO UTTOOTNPIGElI OXEOEIG PE XPNUATIKOI

TQ TUAMOTA ayopPAg l'vworakoi

va TTpoCTIopIoTel 0080 [poowiko
PAun
MmopoUVv vo omoKTnOouv, aAAG
avamTuooovTal aTo ™mv
emixeipnon

Elval N TnynN TOU OVTOYWVLOTLKOU TTAEOVEKTNLOTOC




D ——
ATtatToupevol Mopol

rmeda Kol KTipto

ESoTAIopOG

/\oyloleo

[VWOEIG KAl IKOVOTNTEG

Opyavwon

Blopnxavikr (1510KTnaio: SIMAWHATO EUPETITEXVIOG, ETTWVUHIES
oy

Au<Tuw0r]

Xprpa()




8. KplolYEC GuVEPYOTIEC

Npoodiopidouv WS 0IKOOOUOUHE TO SIKTUO TIPOUNBEUTWY KOl CUVEPYOTWY TIOU
KOO10TOUV TO ETIXEIPNUOATIKO OXESI0/HOVTEAD AEITOUPYIKO

4 TUTIOl OXECEWV
2TPATNYIKEC CUPPAYXIEC METALU UN AVTAYWVIOTWY

2 UV-QVTAYWVIOUOG: OTPATNYIKA CUVEPYOOia JETAEU aVTAYWVIOTWV

Koivd eyxeipAparta (joint ventures) yia Tnv avarmTugn-d1epelvnon VEwV ayopuwv

2 XE0EIC ayOoPAOTA-TTWANTA YIa TNV agIOTTIOTN €A0@AAION TWV ATTAITOUNEVWY TTPOPNBEIWY

nari;
BeATiwon Kal olkovoieg kKAipakag
Meiwaon Kivouvou kal aBeRaidTnTag
MpooBacn o€ CUYKEKPIMEVOUG TTOPOUC Kal dpacTNPIOTNTES




9. Aoun KOOTOUG

Neplypael OAa Tol KOGTN TIOU TIPOKUTITOV OTIO TIG HPACTNPIOTNTES, TOUG TIOPOUG
KOl TIG OXEOEIG

NEITOUPYIKA OxI €TTEVOUONG

[Moia gival Ta TTOI0 OCNUAVTIKA;

Moia Ta 1Mo euaiocOnTaq;

KOpla xapaKTnPLOTLKA:

MovTeAa e 0&nyo To KOGTOG — ZtaBepd k6OTN
— MetapAnta kdéotn

MovTéla pe o6nyo tnv agia

— Owovopieg KAlpakag
— Owkovopiec okomou/Ppacpartog




Moapadelypa KOpPA EMXEIPNUOTIKOU HOVTEAOU

Baokoi eTaipol Baoikég Mpétaon afiag

SpaocTnploTnTEg
Aiayeipion Movtépva
anmoBeparog pmoulakia
MpounBeutéc yia madid
HmAoulwy

Baowkoi mépor
Kahhrtéyveg
Kal oyedlooTeg K:D"D:Eu?:lt:oq

ané vEoug
MuwhnTég KOANTEQVEC
AlKTUO KaANTERVWV

AmoBepa

Aopn kéoToug

evdupaTwy

Ixtoelg
HE MENATEG

Mpoowmkég

OUMBoUALG pEoa
OT0 KATAoTnHa
lNovelg pe aloBnaon
Méoa Kovwvikrg ™E Podac
SiKTOwaong

Kavaha

Movtepvol paBnreg
Aadikruo yupvaoiou kal Aukeiou

QuoIKS KaTaaTnpa

Amo oTopa oE oTopa

Aopn g6 5wy

Epyalopevol B MwhhCEeIg Kal HAPKETIVYEK
MNwArnoeig Mwhinosig
Ayopéc MAnpwyR OTO KATATTIpa SladiKTuakd
KahMTEXVWY

Mnyn: O KapRag Emixeipnuatikod MovtéAou TrpoépxeTal amé 1o BiBAio Business Model Generation by Osterwalder and Pigneur, 2010.

http://www.businessmodelgeneration.com/canvas/bmc
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MNopadetypa KEM — i-Phone

Efficient
operations
New product
development

Manufacturing P i0S
partners platform

Apple stores /

Access App

to iPhone
e B App StOfe_‘} developers

(3] (30% cut)

Effective
operational
costs




MoTiBa ETXelpnUOTIKWY MOVTEAWY

MortiBo (Pattern):

* N OPXETUTTIKA, AQAIPETIKA TTEPIYPAPN HIAG OOUNG ) CUUTTEPIPOPAS TTOU UTTOPEI va aPopda OE

TTOAAEG QQIVOUEVIKA DIOPOPETIKEG
*  MIA ETTIXEIPNON UTTOPEI VO oUVOUALEl TTEPICCAOTEPA OTTO £va POTIRA ETTIXEIPNMATIKWY JOVTEAWV

*  KAOg potiBo ouvduadel Ta OOPIKA OTOIXEIO UE DIAPOPETIKO TPOTTO, WOTE VA AVAQUETAI N AVTIOTOIXN

OUUTTEPIPOPA Kal ETTIOOON




Baoika poTifa

* ATO-0UJEUYUEVEG OPOOTNPIOTNTEG
o «Makpla oupa»

* TOAUPEPEIG TIAOTPOPUES

« AQPEAN - w¢ Baon Tou EM

« Avolxta EM




ATIO-OUCEVYUEVEG OPOOTNPIOTNTEC

Tpelg TUTIOL ETXEIPNUATIKAG SpaoTNPIOTNTAG:

ApOoTNPIOTNTEG OXECEWY UE TIEAATEG:
+ Avelpeon Kal OTIOKTNON TIEANTWY KOl OIKOSOUNGON OXECEWV HE OUTOUG
«  OIKEIOTNTA YE TIEAATEG

ApaoTNPIOTNTEG KAIVOTOMIOG TIPOTOVTOG
+ AvATITUN VEWV KOl EAKUCTIKWY TIPOIOVTWY
+ Hyeola/nyepovia oto mpoiodv

ApaoTNPIOTNTEG UTTOSOUWY
« O1kodOuNoN Kol Slaxeiplon MAATYPOPHWV/BACEWY Yiat HEYAAO OYKO 17/ Kol EMAVOAXHBAVOUEVEG AEITOUPYIES
+ Emelpnolokn emidoon

ATtoTOUV S10(POPETIKOUG TTOPOUG KA AEITOUPYIES
HE QTIOTEAEOHO OVTIPAOELS KAl AVTATIOS0TIKG KOOTN (trade-offs)

Nopadelypata
TPOTEQIKEG UTINPEDIES
Kivntr TnAe@wvia/TnAemikovwvia




3 OepeAlwOEIC TUTIOL SPOOTNPIOTNTOG

Prodvct Customer Relationship | Infrastrocture

i
Innovation | Management : Management

T h'-'_'_ﬁ—'ﬁ-l—-—._‘._ i ——
i i e S —— A - ——— bt o
i 1
Early market antry enables charging | High cost of customears acquisition | High fized costs maks large volumes
|

premiem prices and acguiring large makes it imperative to gain large walleat : essential to achieve kow unit costs;

market share; spead is kay share; economies of scope ane key economies of scale are key

2
3
ki

!
!

T -
A'-ir— e e i ——— §
S L

Eattle for scale rapid consolidation;

Eattle for talent; low bamiers to entry; 1 Eattle for scope rapid consolidation;
a few big playvers dominate

many small players thrive 1 afew big plavers dominate

S o il i s i e - a

e e et i —

1
i
1
'\

Employee centerad; coddling the Highly service oriented; cust cmer- 'L Cost focused; stresses standardization,

comas -fir st ment ality : predictability, and efficiency

Mnyn: Hagel and Singer, 1999 (oto Osterwalder, 2010, o€A. 59)

creative stars

e
e LS —

-




H «Makpta Oupa»

BaoileTal 0TV MWANGCN HIKPOTEPWY TTOCOTITWY OTIO TIEPICCOTEP TIPOTOVTA
2€ avtiBeon pe TNV TWANON PeydAwv TToooTATWY attd JIKPS TTARBOG ‘best sellers’
ATtatouvTal:

2XETIKA MIKPA KOOTN dlaxeipiong ammoBeudrwy

loxupég TTAATQOPUES TTOU Ba SIABETOUV ECEIDIKEUPEVA TTPOIOVTA OTOUG EVOIAPEPOUEVOUG XPHOTEG

i | TheNewMarketplace |
The New Marketpl
Amazon, Netflix, eBay, (Lulu.com, Bookboon?)... e

TPEIG TIOPAYOVTEG:

«EKONPOKPATIONOS» TV epYaAEiwy TTAPAYWYAG: JEIOUPEVO KOOTOG TTPOCRACNS
O€ TTAPAYWYIKES UTTNPETIES

«EkOnuoKpaTIondS» Twv diauAwyv dlavoung: yneiotroinon, logistics

Meloupeva kb6oTn avalitnong

Popularity

Long Tail

Products

The Long Tail Graph, Source: Anderson,
2006




LEGO®’s New Long Tail

LEGO Factory: Customer-Designed Kits

P &

Custamers wiha build
mew LEG O designs and
past them anline bacome
key partmers genarating
cavttent and wilie

KA A

LEG D has to provige
and manage the

ol at form ang logistics
that allow packaging
and delivary of custom-

made LEG O sats
R et

LEG D has mat yet fully
adapted its resairces
and activities, which are
aptimized primarily for
the mass market

A P
VP &R &
LEG O Factary builds a
Laowng Tail community
arauind custamers wha
ara truly interested in
niche cantent and want
b g beyandg offthe-
LEG D Factary substan- ERl
tially axpands the scape
of the aff-the- shalf —
kit offering by giving C H =
LEGC fans the tools o
buiMd, shawcase, and
sall thvalr aven Clstom-
desigmad kits LEG O Factary 's ax stemce
depands heavily an the
Web chammal

¢S b

Thawsands af maw,
custamar-designad kits
perfectly complamant
LEGD's standard ssts
af blocks. LEG O Factory
oonnects Custamars
whacreate custamized
designs with athar cus-
tamers, this becaming
a curstamer mat ch-
making platform and
increasing sales

(5 &o

LEGD Fac tary leverages praductian and lagistics costs already
incurrred by its troditional retall model

R$ (5
LEG O Factory aimsta gemarate small revenues from a karge number

of custam ar-desigmed items. This represents a valuable additian to
traditiamal i gh- volume retall reve nues




[MoAUpPEPEIC TTAOTPOPUES

>uvbuadouv SUO 1 TIEPIOCOTEPEG SIAKPITEG KOl AVEEAPTNTEG OPAOEG
TTEAQTWY
H mAaTtoppua

TTPOC@EPEI agia oTn Pia opdda povov otav n AAAn oudda UTTAPXEI
TTapayel agia pEow TNG dleUKOAUVONG aAANAETTIOPAONG METALU TWV MEAWV TWV BIAPOPETIKWV
opadwv
Atédvsl TNV agia TNG HECW TNG TTPOCEAKUONG TTEPICCOTEPWY XPNOTWV TNS (network effect)
NapadeiypaTa:
Visa, Google, eBay, Microsoft Windows, Financial Times, Video Games, free press,
eLearning(?)
JUXVO «ETIOOTNON» €VOG TUNHOTOG WOTE VA AEITOUPYNOEL WG «OOAWUO»:

Moto Tpunua; TipoAdynon;




PSP/Xbox Focus

KP 2= |KA A[VP  CE[CR 2 |CS i

HIGH PER-
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AUDIENCE

C$ &3 RS &

ROYALTIES




Nintendo’s Wil

KP == |KA alVpP g4 CR 2 |CS g
"EAMILY"
CONSOLE CASUAL
ACCESS TO GATNERS
KR i' | consoLe [ CH ' GAME
-
USERS & DEVELOPERS
CHEAP GAME
DEVELOP-
MENT COSTS
C RY PROFITABLE
$ ~F $ ""-" HARDWARE SALES
ROYALTIES




Airbnb

9 Community
Rent out
idle property < Hosts
Development
Interesting
places to stay Travelers

Platform

Platform
development
& maintenance

Transaction
cut




AQPEAN

TOUAGXIOTOV £vO ONUOVTIKO TUNHO TWV TIEAATWY UTIOPEL VO EMWQPEAEITOL ATIO TNV dWPEAV TIOPOXT)
alog oUVEXWG

Napadelypata: Google, free press, TnAeopacn/padlowwvo, Flickr, Open Source, Skype, bwpedv Kivnta

Texvoloyikn eEEAIEN: oplaKko KOOTOG =0 : TL.X. HOUGIKI| Kol dladikTuo

TPEIG OTPATNYIKES

* Fremium/Premium offer
* Alagpriuion

* AdAwua Kal aykioTpl




Flickr

! 15 = O
(o o - b
L | ! :I
PLATFORM MASS CUSTOMIZED
e SWITCHING COSTS
| r
YAHOO! D , HIGH-VOL
- "'-i.J USER
FLICKR PLATFORM FLICKR.COM
BRAND YAHOO.COM

$ "‘-—* PLATFORM DEVELOPMENT




Red Hat
P & KA. VP GICR 2|5 L

SOFTWARE
SUPPORT SERVICES | N SELF-SERVICE &
COFTWARE N DIRECT ACCESS TO
VERSIONING & D SELF-SERVICE
TESTING
(LINUX) OPEN
SOURCE
DEVELOPMENT KR ) CH =,
COMMUNITY e’ | [EonTiNUGUSLY wir]
UPGRADED, ENTERPRISE
SERVICED, & RepHAT.cOM CLIENTS
RED HAT (LINUX) GUARANTEED
SOFTWARE SOFTWARE Rep HAT cLoBAL
. BRANCHES

- e
C$ & R$ (S
PROFESSIONAL SUBSCRIPTION

COST STRUCTURE CONTAINS
ELEMENTS OF A SERVICE COMPANY

rew




To Freemium avamoda: aoPAAIOTIKEC

P &

INSURANCE
COMPANIES

SPONSORING
PATRONS

KA A,

RESCUE
OPERATIONS

KR &L

HELICOPTERS
AND PLANES

.-IT
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e
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RESCUE
SURANCE"

RESCUE
PERATIONS

CR V.
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MEMBERSHIP

CH <8

WEB
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SPONSORING
PATRONS

OTHER RESCUE

($ &

FLEET OF HELICOPTERS & PLANES
RESCUING

PAYMENTS FROM INSURANCE COMPANIES




AVOIXTO ETIIXEIPNUOTIKO HOVTEAD



Innocentive

MAJOR "SEEKERS"

PLATFORM
MANAGEMENT

ACQUIRE SOLVERS
& SEEKERS

INNOCENTIVE
PLATFORM WITH
BASE OF "SOLVERS"
& "SEEKERS"

ACCESS TO A
BROAD NETWORK
OF SCIENTIST
"SOLVERS"

CONNECT "SEEK-
ERS" & "SOLVERS"

ACCESS TO
SCIENTIFIC
CHALLENGES WITH
CASH REWARDS

ONLINE PROFILES

INNOCENTIVE.COM

"SEEKERS"
(COMPANY)

"SOLVERS"
(SCIENTISTS)

PLATFORM MANAGEMENT

ACQUISITION OF "SOLVERS" & "SEEKERS"

FREE ACCESS TO CHALLENGES

FEE TO LIST CHALLENGES TO

SOLVE COMMISSIONS ON AWARDS




KaiwvoTtopia otnyv afia

MOIOYZ NMAPATONTEZ MNOIOYZ MAPAIONTEZX
MMOPEITE NA MEPIOPIZETE  TPEMNEINA AY=HXETE
2TOYZ OlNoIoYZ H ZHMANTIKA MANQ AINMO TA
BIOMHXANIA EXEI MPOTYNA THZ BIOMHXNIAZ;
AIAFQONIZTEL

AHMIOYPIQ

MOIOYZ NMAPATONTEZ MOIOYZ NMAPATONTEZ
MPEMNEINA MEIQXETE MPEMEINA
ZHMANTIKA KATQ AINO TA AHMIOYPIHZETE MOY
MPOTYMNA THXZ BIOMHXNIAZ;  MEXPI TQPA AEN

NMPOZE®EPE H BIOMHXANIA,;

—  Afia — MAdiolo Tecodpwv _
KAIVOTOiag Spdoswyv




ETtixelpnpoTiko MovteAo

«OToTe  18pUETAl  plO  €MIXEIPNON,  XPNOWMOTOLEL
EHPAVWG 1) OXl, £VO OCUYKEKPIHEVO ETUXEIPNUOTIKOG

HOVTEAO TIOU TEPIYPAWEL TOV OXeSlaopd n Tnv
QPXITEKTOVIKI)  TWV  UNXOVIOPWV  dnuioupyiag, Anptoupyia Napadoon
Tapadoaong kot GUAANWNG agiog TTOU XPNOIPOTIOLEL» RS aglas

H ouoia evOg EMIXEIPNUATIKOU HOVTEAOU EYKEITOL OTOV
KOOOPIOHO TOU TPOTIOU HE TOV OTOIO N EMIXEIpNON
npoo@épel afio aToug MEAATEG, TEIDEL TOUG TIEAGTES
VO TANPWOOUY yia TNV adia Kol HETATPENE! QUTEG TIG
TIANPWHEG 0 KEPSOG.

JUVETIWG, OVTOVOKAG Tnv umdlson Tng Sioiknong
OXETIKG HE TO T OEAOUV Ot IEAGTES, TTWG TO BEAOUV Kait

MWG N emyeipnon pmopei va opyavwOsi ywx va I 3
KOADYEL ('xurég g QVAYKEG HE 'rov.miu')"rapo TPOTIO, VU
TANPWOEI Y10 AUTO KOt VO ATIOKOIOEL KEPSOG». (Tt & Twg) nc (1 TANpwWHnN

Teece (2010)




Select technologies
and features to be
embedded in the
product or service

Determine benefit to the
customer from
consuming/using the
product/service

Adjust mechanisms
to capture value

Design
mechanisms to
capture value

Identify market
segments to be
targeted

Confirm available
revenue streams

Create Value for Customers
Entice Payments, and Convert Payments to
Profits




BripoTa yia eva BIWOIPO ETUXEIPNUOTIKO HOVTEAO

TunpaTtoTrolEioTE TNV ayopd

AnpioupyeioTe pia rpéTaCN agiag yia
KABe TuRUa ayopdg

2Xe01A0TE KAl EQAPUOOTE PNXAVIOMOUG
yla va cuAAdBeTe TNV adia atrd Kade

TUAPA TNG ayopdg

Bpeite Kol EQAPUOOTE K JEMOVWHEVOUG UNXAVIOHOUGSY YIA VO
EUTTOBICETE | VO MTTAOKAPETE TNV HipMNoN amré Toug
AVTAYWVIOTEG, Kal TNV atrodiauecoAdpnon amrd Toug
TEAATEG KA TOUG TIPOMNOEUTEG

‘Eva avraywvioTiKo Biwoipyo EM atraitei éva @iATpo
oTPATNYIKAG avaAuong




BaoiKa aTolyeia

MeAatng

Anoulmwor] AVTQyWVIOPOG
™¢ Atlag oag
Alavoun




Bripa #15_®UAAo Epyaoiag: Kpiowpa Kpitripia
erIAOyN ¢ ETuxelpnuatikol MovtéAou

r-l‘lc')on aia Aappavouv ol
XPTOTEG;
MoTs;

< AAAOL TIpOBANpATIOHOL;

AHMIOYPTIA A=ZIAX

600 diakivbuveupévo eival;

g BA&movTtag T Movdda Afyng Atogpaong (DMU), Tt
gival onuavTIko;

+Molo sivatl To Npoowto Afyng Amoywaong (DMP);
*MpoTIPA ek TwV TIPOTEPWY (pia Ki £§w) Samavn 1)
emavolapBavopeva £§06a;

« AMN\O!L TIpoBANUOTIONOL;

MEAATEZ

(-Emﬁp('xoag oToV KUKAO TIWANOEWY;

+MNoto eival To KdoTtog amoktnaong MNeAatwy (COCA);
+MNota givat n Agia KOkAou Zwng (LTV) kaBe meAdTn;
+Motol Ba givatl ot dlavopeig;

*Mwg Oa dlopopPwOBOULV Ot XPNHUOTOPOL;

« ETiyelpnotaka ¢nrrpoTa;

+ AAAOI TIPOBANUATIONOI;

EMIXEIPHZIAKA

(°|-|OIOI €ival ol OVTOYWVIOTEG
Kot moto to EM toug

*No6oo eykAwPIapévol eival
oto EM Toug;

*MmopoUpe va dlatapagoupe
TOUG KOVOVEG AEITOUPYIOG TNG
ayopag; Motol gival ot
Kivéuvol Tou
OvOAOUBAVOUUE;

< AA\OL TIpOBANUOTIOUOI;

ANTATQNIZMOZX

Source: Aulet, B. (2017). Disciplined entrepreneurship workbook. John Wiley & Sons.(pp.166)
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Enhancing entrepreneurial ecosystems for education
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UNIT 3: Resources - Soft skills team building
(advantages of diversified team) and mentoring
opportunities




Team definition

Groups of two or more people, that share a common goal, are interdependent and
in need for collaboration, also held mutually accountable for results achieved




Types of Teams

Teams differ, based on:

* Permanence: how long they exist.

e Skill diversity: the extent to which members have different skills, knowledge.

* Authority dispersion: how much decision-making is distributed throughout the
team.




Teamworking

Advantages:

1.

Better decisions, better products.

2. Better information sharing and coordination.
3. Higher motivation due to team membership.
Challenges:

Not all team member are equally capable.

Process losses.

Social loafing.




Team Effectiveness

The effectiveness of a team is influenced by:
* The organizational environment
* The team environment

* The team design

 The team processes




I——— |
EFFECTIVE team member behaviors

 Coordinating
* Communicating
* Comforting

e Conflict handling

* Cooperating

6l




I— |
Stages of Team Development

Forming
Storming
Norming

Performing

Adjourning




Team Roles

Set of behaviors that people are expected to repeatedly perform because
they hold formal or informal positions in a team and organization.

Roles are acquired formally or informally.

Types of roles:
* Taskwork roles: assist the team’s performance.

 Teamwork roles: support team development/dynamics.

63




Team Building

Every formal activity used to improve the team development processes.

Types of team building include:
* Goal setting.
* Interpersonal relations.

* Problem-solving.

* Role clarification.

64




Advice for effective Team decision-making

1. Avoid individual dominance.

2. Maintain optimal team size.

3. Encourage team confidence, be wary of overconfidence.
4. Introduce team norms, to encourage critical thinking.

5. Achieve psychological safety.

6. Use team structures that encourage creativity.

65
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