customer relationship in business canvas

customer relationship in business canvas plays a pivotal role in the strategic planning of any
business. The Business Model Canvas, developed by Alexander Osterwalder, provides a holistic
framework for structuring a business model, and understanding customer relationships is a critical
component of this model. This article delves into the essential aspects of customer relationships
within the Business Canvas, highlighting their significance, the different types of relationships,
methods to manage them, and their impact on overall business success. Additionally, it will explore
how businesses can leverage these relationships to enhance customer satisfaction and loyalty,
ultimately driving growth and sustainability.
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Understanding Customer Relationships

Customer relationships refer to the connections a business cultivates with its customers throughout
their lifecycle. These relationships are integral to both acquiring new customers and retaining
existing ones. Within the Business Model Canvas framework, customer relationships encompass the
strategies a business employs to engage with its customer base, ensuring that their needs are met
effectively. This engagement can take various forms, from personalized communication to automated
support systems.

Establishing a solid understanding of customer relationships allows businesses to tailor their
offerings and interactions to meet specific customer expectations. This requires an analysis of
customer demographics, preferences, and purchasing behaviors, which can be obtained through
market research and customer feedback mechanisms.

Types of Customer Relationships

In the context of the Business Canvas, there are several types of customer relationships that
businesses can develop. Each type serves different customer needs and can impact customer loyalty



and satisfaction levels significantly.

Personalized Service

Personalized service involves direct interaction with customers, where businesses provide tailored
experiences based on individual preferences and needs. This relationship type fosters a sense of
belonging and appreciation among customers, enhancing their overall experience.

Self-Service

Self-service relationships empower customers to take control of their interactions with the business.
This can include online platforms where customers can access information, place orders, or resolve
issues independently. Self-service is increasingly popular as it offers convenience and efficiency.

Automated Services

Automated services utilize technology to handle customer interactions without direct human
involvement. This can range from chatbots to automated response systems. While automated
interactions may lack the personal touch, they can provide immediate responses and are cost-
effective.

Communities

Building communities around a brand allows customers to engage with each other and the business.
This fosters loyalty and creates a support network that can enhance customer satisfaction. Brands
can leverage social media platforms or forums to nurture these communities.

Importance of Customer Relationships in Business
Canvas

Customer relationships are a cornerstone of the Business Model Canvas, influencing multiple
aspects of a business's success. By effectively managing these relationships, businesses can achieve
several objectives, including customer retention, brand loyalty, and increased sales.

Moreover, strong customer relationships can lead to valuable insights about customer needs and
market trends. When businesses prioritize these relationships, they create a feedback loop that
informs product development and marketing strategies, ensuring that offerings are aligned with
customer expectations.



Strategies for Building Strong Customer Relationships

Developing strong customer relationships requires a thoughtful approach and the implementation of
various strategies. Below are some effective methods businesses can use to enhance their customer
relationships:

¢ Active Communication: Regularly engage with customers through newsletters, surveys, and
social media to keep them informed and valued.

e Feedback Mechanisms: Implement systems to gather customer feedback, ensuring that their
voices are heard and acted upon.

¢ Personalization: Use data analytics to offer personalized experiences and recommendations
that resonate with individual customers.

e Customer Support: Provide multiple channels for customer support, ensuring that help is
readily available and easily accessible.

e Customer Loyalty Programs: Create loyalty programs that reward customers for their
continued patronage, fostering a sense of appreciation.

Measuring Customer Relationship Success

To ensure that customer relationship strategies are effective, businesses must measure their success
through various metrics. Key performance indicators (KPIs) can provide insights into how well
customer relationships are being managed.

Net Promoter Score (NPS)

NPS measures customer loyalty by asking customers how likely they are to recommend a business to
others. A high NPS indicates strong customer relationships, while a low score may highlight areas
needing improvement.

Customer Satisfaction Score (CSAT)

CSAT gauges customer satisfaction through surveys that ask customers to rate their experience with
specific interactions or overall service. This metric can help identify strengths and weaknesses in the
customer relationship.



Customer Retention Rate

The customer retention rate measures the percentage of customers a business retains over a specific
period. A high retention rate typically signifies successful customer relationship management.

Customer Lifetime Value (CLV)

CLV estimates the total revenue a customer will generate throughout their relationship with a
business. Understanding CLV helps prioritize customer relationship strategies that enhance long-
term value.

Conclusion

Customer relationship in business canvas is a vital component of any successful business model. By
understanding the different types of customer relationships, their importance, and effective
strategies for building and measuring these relationships, businesses can foster strong connections
with their customers. This, in turn, leads to enhanced customer satisfaction, loyalty, and sustainable
growth. Emphasizing customer relationships is not just about immediate gains; it’s about nurturing
long-term partnerships that benefit both the business and its clients.

Q: What is the significance of customer relationships in the
Business Model Canvas?

A: Customer relationships are crucial in the Business Model Canvas as they influence customer
acquisition, retention, and overall satisfaction, directly impacting a business's success and
sustainability.

Q: How can businesses personalize their customer
relationships?

A: Businesses can personalize customer relationships by utilizing customer data to tailor
communications, offers, and experiences based on individual preferences and behaviors.

Q: What are some common types of customer relationships?

A: Common types of customer relationships include personalized service, self-service, automated
services, and community engagement, each serving different customer needs.



Q: How do you measure the success of customer relationships?

A: Success can be measured using various metrics such as Net Promoter Score (NPS), Customer
Satisfaction Score (CSAT), customer retention rate, and Customer Lifetime Value (CLV).

Q: What role does technology play in managing customer
relationships?

A: Technology plays a significant role in managing customer relationships by providing tools for
automation, data analytics, and customer engagement, enabling businesses to respond quickly to
customer needs.

Q: Why are customer loyalty programs effective?

A: Customer loyalty programs are effective because they incentivize repeat purchases, create a
sense of belonging, and enhance customer satisfaction by rewarding ongoing patronage.

Q: How can feedback improve customer relationships?

A: Feedback allows businesses to understand customer needs and expectations better, enabling
them to make informed decisions that enhance products, services, and the overall customer
experience.

Q: What challenges do businesses face in building customer
relationships?

A: Challenges include maintaining consistent communication, adapting to changing customer
expectations, managing automated interactions without losing the personal touch, and effectively
utilizing customer data.

Q: Can customer relationships impact brand reputation?

A: Yes, strong customer relationships can enhance brand reputation by leading to positive word-of-
mouth, customer advocacy, and increased trust, while poor relationships can damage a brand’s
image.

Q: How often should businesses engage with their customers?

A: Businesses should engage with their customers regularly, using appropriate channels and
frequency that align with customer preferences, ensuring that communication is valued and not
overwhelming.
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customer relationship in business canvas: Strategic Customer Relationship Management in
the Age of Social Media Khanlari, Amir, 2015-07-16 In today's society, organizations are looking to
optimize potential social interactions and increase familiarity with customers by developing
relationships with various stakeholders through social media platforms. Strategic Customer
Relationship Management in the Age of Social Media provides a variety of strategies, applications,
tools, and techniques for corporate success in social media in a coherent and conceptual framework.
In this book, upper-level students, interdisciplinary researchers, academicians, professionals,
practitioners, scientists, executive managers, and consultants of marketing and CRM in profit and
non-profit organizations will find the resources necessary to adopt and implement social CRM
strategies within their organizations. This publication provides an advanced and categorized variety
of strategies, applications, and tools for successful Customer Relationship Management including,
but not limited to, social CRM strategies and technologies, creation and management of customers'
networks, customer dynamics, social media analytics, customer intelligence, word of mouth
advertising, customer value models, and social media channel management.

customer relationship in business canvas: Analysis of Business Model Strategies for
Creative Industry Products Using the Canvas Model Approach Danarti Hariani, 2023-07-07 In
the midst of the rapidly evolving industrial era 4.0, the creative economy industry has emerged as a
beacon of innovation and imaginative ideas. As consumer preferences change, technology advances,
and competition intensifies, the creative industry must continuously adapt its strategies to thrive in
both local and global markets. Among the industries worth exploring, the batik industry stands out,
as batik represents a significant cultural heritage of Indonesia that demands preservation and
protection. Surakarta, renowned for its distinctive batik, holds a prominent place in the study of this
industry. Surakarta, a city celebrated for its design-focused culture, has proposed Batik Solo as a
design-based creative city to UNESCO (United Nations Educational, Scientific, and Cultural
Organization). Within this context, the research focuses on the Laweyan batik industrial area, the
birthplace of batik in Surakarta. The level of competition in the national and global batik industry
has a direct impact on the industry's growth, necessitating the development of a special strategy to
confront these challenges and structure the business effectively. This book aims to uncover the
strategic model of the Laweyan batik industry, employing the canvas model approach, to explore the
economic potential of the Laweyan Batik industry, propose alternative business strategies, and
safeguard the legacy of Kampung Batik Laweyan as a sustainable batik industry icon in Surakarta.
By delving into the intricate details of the Laweyan batik industry, this study sheds light on the
challenges and opportunities faced by creative industries operating in a rapidly changing landscape.
With a comprehensive analysis of the canvas model approach, readers will gain valuable insights
into how this model can be employed to devise effective business strategies, enhance
competitiveness, and ensure the long-lasting presence of Laweyan Batik as an emblem of
Surakarta's rich cultural heritage. This book is an essential resource for researchers, business
professionals, policymakers, and enthusiasts interested in understanding the dynamics of the
creative industry, with a particular focus on the Laweyan batik industry and its strategic
management.

customer relationship in business canvas: Achieving HR Excellence through Six Sigma
Daniel Bloom, 2017-07-27 Although world-class firms like GE and Motorola have relied on Six Sigma
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to build their performance cultures, these processes are all too often left out of human resources
(HR) functions. This lack of Six Sigma principles is even more surprising because preventing errors
and improving productivity are so critical to the people management processes

customer relationship in business canvas: Business models for fecal sludge
management Rao, Krishna C., Kvarnstrom, E., Di Mario, L., Drechsel, Pay, 2016-12-05 On-site
sanitation systems, such as septic tanks and pit latrines, are the predominant feature across rural
and urban areas in most developing countries. However, their management is one of the most
neglected sanitation challenges. While under the Millennium Development Goals (MDGs), the set-up
of toilet systems received the most attention, business models for the sanitation service chain,
including pit desludging, sludge transport, treatment and disposal or resource recovery, are only
emerging. Based on the analysis of over 40 fecal sludge management (FSM) cases from Asia, Africa
and Latin America, this report shows opportunities as well as bottlenecks that FSM is facing from an
institutional and entrepreneurial perspective.

customer relationship in business canvas: Understanding Social Entrepreneurship Jill
Kickul, Thomas S. Lyons, 2016-03-10 Understanding Social Entrepreneurship is the leading textbook
that provides students with a comprehensive overview of the field. It brings the mindset, principles,
strategies, tools and techniques of entrepreneurship into the social sector to present innovative
solutions to today’s vexing social issues. Kickul and Lyons cover all the key topics relevant to social
entrepreneurship, including a detailed examination of each of the steps in the entrepreneurial
process. This edition includes several new features: New international cases and examples -
providing students with a broader understanding of social entrepreneurship globally Updated ‘voices
from the field’ boxes - this popular feature shows how social entrepreneurship functions in the real
world Four new chapters - covering the emerging topics of lean start-up, support ecosystems, social
intrapreneurship, and social entrepreneurship and environmental sustainability Bringing together a
rigorous theoretical foundation and a strong practical focus, it is the go-to resource for students of
social entrepreneurship. A companion website includes an instructor’s manual, PowerPoint slides,
test bank, and other tools to provide additional support for students and instructors.

customer relationship in business canvas: Internet of Things and M2M Communication
Technologies Veena S. Chakravarthi, 2021-09-25 This book provides readers with a 360-degree
perspective on the Internet of Things (IoT) design and M2M communication process. It is intended
to be used as a design guide for the development of IoT solutions, covering architecture, design, and
development methods. This book examines applications such as industry automation for Industry
4.0, Internet of Medical Things (IoMT), and Internet of Services (I0S) as it is unfolding. Discussions
on engineering fundamentals are limited to what is required for the realization of IoT solutions.
Internet of Things and M2M Communication Technologies: Architecture and Practical Design
Approach to [oT in Industry 4.0 is written by an industry veteran with more than 30 years of
hands-on experience. It is an invaluable guide for electrical, electronic, computer science, and
information science engineers who aspire to be IoT designers and an authoritative reference for
practicing designers working on IoT device development. Provides complete design approach to
develop IoT solutions; Includes reference designs and guidance on relevant standards compliance;
Addresses design for manufacturability and business models.

customer relationship in business canvas: Entrepreneurship in the Raw Materials Sector
Zoltan Bartha, Tekla Szép, Katalin Liptak, Ddéra Szendi, 2022-03-27 The Entrepreneurship in the
Raw Materials Sector proceeding is a collection of papers focusing on the macroeconomic aspects of
green growth, the business opportunities in the raw materials sector, and the challenges in
entrepreneurship, entrepreneurship training. These papers were presented during the closing
conference of LIMBRA (‘Decreasing the negative outcomes of brain drain in the raw materials
sector’), a project funded by EIT Raw Materials in the period of 2019-2021. LIMBRA primarily aims
at generating new entrepreneurial ideas in the raw materials sector, and to encourage engineering
students graduating in raw materials-related programmes to start their own businesses. This
proceeding offers a good summary of our approach, and our results: identify the critical trends in



the macroeconomic environment; learn about the specifics of the raw materials markets; develop
new business ideas, and rely on your local ecosystem for extra knowledge, mentoring; and finally,
help students to Become stay-at-home entrepreneurs.

customer relationship in business canvas: Hospital Reference Architecture Guide: The
Complete and Expanded English translation of the Dutch ZiRA The Open Group, 2023-12-12 Dive
into a groundbreaking resource that equips healthcare professionals, Enterprise Architects, and IT
decision-makers with the essential tools to enhance patient care and streamline operations within
hospitals of all sizes and locales. In an era of Digital Transformation, this guide is your compass.
Introducing the ZiRA Hospital Reference Architecture in English, a pioneering open-source solution
developed by healthcare experts, for healthcare experts. Building upon the foundation of the
renowned Dutch ZiRA and our collaboration with Nictiz, the Center of Excellence for Health IT in
The Netherlands, this guide offers an accessible translation, clear insights, and essential updates.
Discover why the ZiRA in English Guide by The Open Group fills a critical void, providing a trusted,
internationally relevant reference architecture tailored to the unique needs of hospitals worldwide.
Hospitals are the backbone of healthcare, accounting for a substantial portion of spending in the US
and EU, yet they grapple with the challenges of a digital era. This guide empowers hospitals to
thrive in today’s evolving healthcare landscape.

customer relationship in business canvas: Product Innovation & Entrepreneurship Mr.
Rohit Manglik, 2024-06-20 Innovation strategies are covered. Guides students to analyze product
development, fostering expertise in entrepreneurship through practical projects and theoretical
study.

customer relationship in business canvas: European Access to Space: Business and Policy
Perspectives on Micro Launchers Matteo Tugnoli, Martin Sarret, Marco Aliberti, 2018-05-31 The
book provides an analysis of the dynamics of the global launch service market associated with small
satellites, by placing a particular focus on its unfolding trends and future outlook. From an economic
perspective, the emergence of numerous micro launcher initiatives on top of already existing launch
solutions for small satellites raises questions about the specific nature and size of the small satellite
market that will - or could - be addressed by these emerging launch services offerings. Identifying
the specific features of such market by characterizing customers' expectations and providing a
competitive analysis of the different launch solutions for small satellites is the second objective of
this report. Finally, and from a policy perspective, the book reflects on whether such market could
and should be handled on a purely private basis in the European context, or on the contrary
generates relevant stakes that compels European institutional actors to become more actively
involved in this domain.

customer relationship in business canvas: Generation and Update of a Digital Twin in a
Process Plant Josip Stjepandi¢, Johannes Liitzenberger, Philipp Kremer, 2024-01-01 This book covers
the most important subjects of digital twin in a process plant, including foundations, methods,
achievements, and applications in a brownfield environment. Besides offering a variety of
applications and procedural variants from research and industrial practice, this book also provides a
comprehensive insight into holistic plant planning. It also discusses the challenges that currently
exist in different application areas. This book would be of interest to industry professionals and
researchers in industrial and manufacturing engineering.

customer relationship in business canvas: The Media Economy Alan B. Albarran,
2023-11-30 This fully updated third edition analyzes the media industries and their activities from
macro to micro levels, using concepts and theories to demonstrate the role the media plays in the
economy as a whole. This textbook breaks new ground through its analysis of the rapidly changing
and evolving media economy from two unique perspectives. First, the book explores how media
industries function across global, national, household, and individual levels of society. Second, it
assesses how key forces such as technology, globalization, regulation, and consumer aspects are
constantly evolving and influencing media industries. This new edition incorporates thoroughly
updated theory and research as well as expanded case studies that include examples from




international markets such as Asia, Europe, and Latin America. It builds on the contributions of the
previous edition by providing new references and current data to define and analyze today’s media
markets and offers a more expansive assessment of streaming business models as well as the effects
of Covid-19 on the media economy. Written in an accessible style and presenting a holistic global
perspective of the role of media in the global economy, the textbook provides crucial insights for
students and practitioners of media economics, media management and media industries.

customer relationship in business canvas: Air Transport and Regional Development Case
Studies Anne Graham, Nicole Adler, Hans-Martin Niemeier, Ofelia Betancor, Antonio Pais Antunes,
Volodymyr Bilotkach, Enrique J. Calderén, Gianmaria Martini, 2020-12-29 This book is one of three
inter-connected books related to a four-year European Cooperation in Science and Technology
(COST) Action established in 2015. The Action, called Air Transport and Regional Development
(ATARD), aimed to promote a better understanding of how the air transport related problems of core
regions and remote regions should be addressed in order to enhance both economic competitiveness
and social cohesion in Europe. This book focuses on case studies in Europe related to air transport
and regional development. It is divided into four geographical regions after a general chapter that
compares regional air transport connectivity between remote and central areas in Europe. The first
region is Northern and Western Northern Europe (case studies related specifically to Norway,
Finland, the United Kingdom, and Ireland); the second is Central and Eastern Europe, (Bulgaria,
Bosnia and Herzegovina, and Poland); the third is Central Western Europe (Belgium and
Switzerland); and finally, the fourth is Southern Europe (Portugal, Spain, and Italy). There is no
other single source publication that currently covers this topic area in such a comprehensive manner
by considering so many countries. The book aims at becoming a major reference on the topic,
drawing from experienced researchers in the field, covering the diverse experience and knowledge
of the members of the COST Action. The book will appeal to academics, practitioners, and
policymakers who have a particular interest in acquiring detailed comparative knowledge and
understanding of air transport and regional development in many different European countries.
Together with the other two books (Air Transport and Regional Development Methodologies and Air
Transport and Regional Development Policies), it fills a much-needed gap in the literature.

customer relationship in business canvas: Knowledge Management in Organisations Lorna
Uden, I-Hsien Ting, Birgit Feldmann, 2022-07-04 This book contains the refereed proceedings of the
16th International Conference on Knowledge Management in Organizations, KMO 2022, held in
Hagen, Germany, in July 2022. The 24 full papers and 5 short papers accepted for KMO 2022 were
selected from 61 submissions and are organized in topical sections on: knowledge transfer and
sharing; knowledge and organization; knowledge and service innovation; industry 4.0; information
and knowledge systems; intelligent science; Al and new trends in KM.

customer relationship in business canvas: Industry 4.0 Jerzy Duda, Aleksandra Gasior,
2021-09-16 The Fourth Industrial Revolution, also known as Industry 4.0, refers to the industrial
paradigm bringing together the digital and physical worlds through the cyber-physical Systems,
enhanced by the Internet of Things aimed to increase the effectiveness of human-machine
cooperation (HMC). This book deals with issues related to the challenges of Industry 4.0 that are
faced by enterprises and universities. Contrary to most publications on the subject, it covers both
technological and business aspects of these challenges and shows how strong they are intertwined,
bringing new value to readers. The book also presents new findings that will guide enterprises
through Industry 4.0. This book offers readers an in-depth discussion of important areas of
enterprises’ activities in the context of Industry 4.0. The first area concerns human resources
management; in particular, what new employee competencies will be needed on the labor market,
how to use modern concepts (e.g. design thinking), and how to manage multi-national teams of
employees. The second area is related to marketing and covers issues regarding customized
products. The third area is devoted to technical aspects such as autonomous vehicles, Internet of
Things (IoT), radio-frequency identification (RFID) systems, and Bluetooth Low Energy (BLE)
technology. The fourth area concerns IT systems, including systems that support work and business



management, strategic information systems, and cyber-physical systems. Aimed at researchers,
academics, practitioners, and students, it will be of value to those in the fields of human resource
management, marketing, organizational studies, and management of technology and innovation.

customer relationship in business canvas: Key Management Models Gerben Van den Berg,
Paul Pietersma, 2015-01-14 This best selling management book is a true classic. If you want to be a
model manager, keep this new, even better 3rd edition close at hand. Key Management Models has
the winning combination of brevity and clarity, giving you short, practical overviews of the top
classic and cutting edge management models in an easy-to-use, ready reference format. Whether
you want to remind yourself about models you’'ve already come across, or want to find new ones,
you’ll find yourself referring back to it again and again. It's the essential guide to all the
management models you'll ever need to know about. Includes the classic and essential management
models from the previous editions. Thoroughly updated to include cutting edge new models.
Two-colour illustrations and case studies throughout. The full text downloaded to your computer
With eBooks you can: search for key concepts, words and phrases make highlights and notes as you
study share your notes with friends eBooks are downloaded to your computer and accessible either
offline through the Bookshelf (available as a free download), available online and also via the iPad
and Android apps. Upon purchase, you'll gain instant access to this eBook. Time limit The eBooks
products do not have an expiry date. You will continue to access your digital ebook products whilst
you have your Bookshelf installed.

customer relationship in business canvas: Leveraging Transdisciplinary Engineering in
a Changing and Connected World P. Koomsap, A. Cooper, ]J. Stjepandi¢, 2023-11-15 Simple
problems have become rare in today’s technologically advanced world. Problems are typically much
more complex, and solving them requires integrative knowledge from several disciplines.
Technology alone cannot be the answer. Collaborative teams equipped with knowledge and skills in
various disciplines are indispensable to exploit technologies effectively and create new conceptual,
theoretical, methodological, and translational innovations that integrate and move beyond
discipline-specific approaches to address a common problem in the changing and connected world.
This book presents the proceedings of TE2023, the 30th International Conference on
Transdisciplinary Engineering, held in Hua Hin Cha Am, Thailand from 11-14 July 2023. The theme
of this year’s conference was Leveraging Transdisciplinary Engineering in a Changing and
Connected World, and it provided a forum for more than 115 participants from academia and
industry to exchange knowledge and ideas connected to this aspect of transdisciplinary engineering.
A total of 117 submissions were received for the conference, of which 93 were selected for
presentation and publication here following a rigorous abstract and full-paper review process. They
are arranged under 7 categories: product design and development; team working; smart operations
for value chain management; transdisciplinary approaches; engineering education; critical issues in
transdisciplinary engineering; and theoretical contributions. Providing a comprehensive overview of
the latest innovations and ideas in transdisciplinary engineering, the book will be of interest to all
those working in the field.

customer relationship in business canvas: Requirements Engineering Didar Zowghi, Zhi Jin,
2014-04-23 This book constitutes the proceedings of the first Asia Pacific Requirements Engineering
Symposium, APRES 2014, held in Auckland, New Zealand, in April 2014. The 16 papers presented
were carefully reviewed and selected from 30 submissions. The focus of the papers is on the
following topics: novel ideas, methods, tools, and techniques for improving and enhancing
Requirement Engineering products and processes.

customer relationship in business canvas: Entrepreneurial Finance and Accounting for
High-Tech Companies Frank J. Fabozzi, 2016-11-10 Financial aspects of launching and operating a
high-tech company, including risk analysis, business models, U.S. securities law, financial
accounting, tax issues, and stock options, explained accessibly. This book offers an accessible guide
to the financial aspects of launching and operating a high-tech business in such areas as
engineering, computing, and science. It explains a range of subjects—from risk analysis to stock



incentive programs for founders and key employees—for students and aspiring entrepreneurs who
have no prior training in finance or accounting. The book begins with the rigorous analysis any
prospective entrepreneur should undertake before launching a business, covering risks associated
with a new venture, the reasons startup companies fail, and the stages of financing. It goes on to
discuss business models and their components, business plans, and exit planning; forms of business
organization, and factors to consider in choosing one; equity allocation to founders and employees;
applicable U.S. securities law; and sources of equity capital. The book describes principles of
financial accounting, the four basic financial statements, and financial ratios useful in assessing
management performance. It also explains financial planning and the use of budgets; profit
planning; stock options and other option-type awards; methodologies for valuing a private company;
economic assessment of a potential investment project; and the real options approach to risk and
managerial flexibility. Appendixes offer case studies of Uber and of the valuation of Tentex.

customer relationship in business canvas: Novel Innovation Design for the Future of Health
Michael Friebe, 2022-11-26 This book highlights the reasons for an urgently needed revision of the
current global healthcare setup, discusses the needed mindset for a future of health, and provides a
comprehensive development toolset for disruption (and for the needed incremental innovations
towards disruption). Today’s biomedical and health innovation related research in universities
encourages activities that lead to incremental innovations with a relatively low risk of failure. The
healthcare industry on the other hand provides tools and devices for established healthcare
providers to improve the diagnosis and therapy/ treatment of the patients’ health problems. The
patient is not in the center of healthcare provision however, and prevention and prediction are not
core goals. The current health setup needs to be challenged and disrupted. Disruptions are coming
from technologies or processes that lead to a significant (>10x) reduction in cost or price/
performance and that also come with new business models. The need for change, effects of
exponential technologies, and the needed shift to prevention and to homecare for health
democratization and patient empowerment will be discussed in detail in the first parts of the book.
The subsequent sections address several innovation methods with a focus on a novel meta
methodology named Purpose Launchpad Health. This is followed by a comprehensive discussion on
health entrepreneurship activities and needs. The final section of the book addresses how to train
students to become entrepreneurial health innovators, presenting successful curricula and examples
of health incubation and accelerator setups. All of the innovation tools presented and used in this
book are summarized in the final chapter to help the reader get started planning an entrepreneurial
venture. Written by experts from academia and industry, the book covers important basics and best
practices, as well as recent developments. Chapters are concise and enriched with key messages,
learning objectives and real innovation examples to bridge theory and practice. This book aims to
serve as a teaching base for health innovation design and to prepare for health-related
entrepreneurial ventures. Readers with medical, biomedical, biotechnology, and health economics
backgrounds - and anyone who wants to become a future oriented health innovator or who believes
in disruptive approaches - will find this book a useful resource and teaching tool for developing
validated products/ services and processes for the future of health.
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