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Models of product development

(Source: Newman)
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Ansoff-Matrix: Avenues of development
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Lifecycle models: All products stagnate sooner or
later...
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Lifecycle models: ...responding with balanced
portfolios
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Monthly distribution of ovenights (1995/96-2015/16)
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Competence based models: Link with strategy
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Business model innovation: New ways to earn
money
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Business model innovation: New ways to earn
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Business model innovation: New ways to earn

Business Model Canvas
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Business model innovation: New ways to earn
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Business model innovation: New ways to earn
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Mountain Biking
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#EMOTIONMAKERS
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