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Value 
Proposition

Offering

Name =  { all characters }
Description = { all characters }

Reasoning =  [ {“Use” | “Risk” | “Effort”} ]
Value Level = “Me-Too” | “Innovative Imitation” | 

“Excellence” | “Innovation”
Price Level = “Free” | “Economy” | “Market” | 

“High End”
Value Life Cycle =  “Creation (Requirements)” |
 “Purchase (Acquisition)” | “Ownership Use” | 

“Ownership Renewal” | “Transfer (Retirement)”

Channel

Link

Mechanism

Relationship
Target 

Customer

Name =  { all characters }
Description = { all characters }

Customer Equity = “Acquisition” |
 “Retention” | “Add-on Selling”

Customer Buying Cycle = (“Awareness” |
 “Evaluation” | “Purchase” | 

“After Sales” ) | Value Life Cycle 

Function = “Personalization” | 
“Trust” | “Brand”

Activity

Agreement

Capability

Partnership

Value 
Configuration

Resource

Name =  { all characters }
Description = { all characters }

Name =  { all characters }
Description = { all characters }
Resource Type = “Tangible” |

 “Intangible” | “Human”

Configuration Type = "Value Chain" |
 “Value Shop” | “Value Network”

Name =  { all characters }
Description = { all characters }

Activity Level = “Primary Activity” | “Support Activity”
Activity Nature = (for Value Chain “Inbound Logistics” |

 “Operations” | “Outbound Logistics” | “Marketing and Sales” | 
“Service”) | ( For Value Shop “Problem Finding and Acquisition” | 

“Problem Solving” | “Choice Execution” | 
“Control and Evaluation”) | ( For Value Network 

“Network Promotion and Contract Management” | 
“Service Provisioning” | 

“Network Infrastructure Operation”)

Name =  { all characters }
Description = { all characters }

Reasoning = “Optimization and Economies of Scale”, | 
“Reduction of Risk and Uncertainty” | 

“Acquisition of Resources”
Strategic Importance = 0..5

Degree of Competition = 0..5
Degree of Integration = 0..5

Substitutability = 0..5

Account

Cost 
Structure

Revenue 
Stream 

and Pricing

Profit
Revenue 

Model

Name =  { all characters }
Description = { all characters }

Stream Type = “Selling” | “Lending” | 
“Licensing” | “Transaction Cut” |

 “Advertising”
Percentage = 0..100

Pricing Method = “Fixed” | “Differential” |
“Market”

Name =  { all characters }
Description = { all characters }

Sum = { 1..9999 }
Percentage = { 1..100 }
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