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* Compétence ciblée :
* Concevoir la stratégie de création de valeur

* SAE au sein de laquelle la ressource peut étre
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* Business Model

* Mettre en ceuvre des méthodes agiles

e Construire une étude de marché

* Mettre en ceuvre un business model

* Mesurer les risques
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* Activation / Commercialisation
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* Organisation sportive / Conciergerie Joueurs
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e Audit Business Models / Management des Compétences
* Fan Expérience / Connaissance Clients

* Relations Publiques / Hospitalité Management
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“Let's look at the hard things first.”

Choose most
critical risks

“ Build something that
the customer wants.”

Build minimum viable
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“Get out of

R\ Eﬁ%é

Measure

the butldmg'" Test with customers

@ Problem / Solution Fit =

Diid [ identify a problem, that is really worth solving?

ol boesisess model

is youwr product!
yil
ke

Design '
business [
L]

model

“What did we learn?”
Analyse
feedback

—F Scale

—¥ Product / Market Fit =

Did 1 build something, that my customers really want?

Build you
business

Customer_Retention

How do | enter the market? How do [ scale?

mmi

Tha comutency for Conrecied Businms

S ) i i o Thisi n, Ly Thinkciag wndd degiter Coinsg.

Corfact i ctbcefem

AR THTY] SO0

ot 1 ik, i s WL Bt T

£ HPM e oty & et Ml

T my Ny copy ard B
T PO BALE OO BT



Lean Startup

P samite e s

phat O i Doden

'q~
Lean
: Startue
RO - T

”.
Jado






Des idees, tout le monde en a. Souvent les
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The Elements of Value Pyramid

Products and services deliver fundamental elements of value that address four kinds of needs:
functional, emotional, life changing, and social impact. In general, the more elements provided,
the greater customers’ loyalty and the higher the company’s sustained revenue growth.
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