customer relationship business model
canvas

customer relationship business model canvas is a vital framework that helps
businesses strategically define how they interact with their customers to
drive growth and loyalty. This model focuses on the relationships a company
establishes with its customer segments and how these relationships contribute
to overall business success. Integrating customer relationship strategies
within the business model canvas enables organizations to align their value
propositions, channels, and revenue streams effectively. This article
explores the components of the customer relationship business model canvas,
its significance in business strategy, and practical applications to optimize
customer engagement and retention. Additionally, it delves into various types
of customer relationships and best practices for implementation. Readers will
gain a comprehensive understanding of how to leverage this model to enhance
customer satisfaction and business performance.

Understanding Customer Relationship in the Business Model Canvas

Key Components of the Customer Relationship Business Model Canvas

Types of Customer Relationships

Integrating Customer Relationships with Other Business Model Elements
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Understanding Customer Relationship in the
Business Model Canvas

The customer relationship segment of the business model canvas is one of the
nine essential building blocks designed to outline how a company interacts
with its customers. It focuses on establishing and maintaining connections
that drive customer satisfaction, loyalty, and long-term engagement. By
clearly defining customer relationships, businesses can tailor their
marketing, sales, and service approaches to meet the needs and expectations
of their target audience. This strategic focus helps in identifying which
relationship types are most effective for different customer segments,
ensuring resources are allocated efficiently. Understanding this element
within the business model canvas provides a foundation for developing
personalized experiences and competitive advantages in the marketplace.



Definition and Role within the Business Model Canvas

The business model canvas is a strategic management tool that breaks down a
business into nine core components. Customer relationship is the segment that
specifies the types of relationships a company establishes with its customer
groups. It is critical because customer interactions directly influence
revenue generation, brand perception, and customer retention. In the context
of the business model canvas, customer relationships define how a company
acquires, retains, and grows its customer base by shaping communication,
support, and engagement strategies.

Key Components of the Customer Relationship
Business Model Canvas

The customer relationship business model canvas includes several key
components that collectively describe the nature and management of customer
interactions. These components help businesses systematically analyze and
plan how they connect with their customers throughout the customer journey.

Customer Segments

Customer segments represent different groups of people or organizations a
business aims to serve. Understanding these segments is crucial because the
type of customer relationship often varies depending on their
characteristics, needs, and behaviors. Tailoring relationships to specific
segments ensures relevance and effectiveness.

Relationship Types

This element outlines the various forms of relationships a business can
establish, such as personal assistance, self-service, automated services,
communities, and co-creation. Identifying the appropriate relationship types
enables companies to cater to customer preferences and enhance satisfaction.

Channels

Channels describe the means through which a company communicates and delivers
value propositions to customers. Customer relationship strategies are closely
linked to channels because the mode of interaction—whether digital, face-to-
face, or hybrid-affects the quality and nature of the relationship.



Customer Acquisition and Retention Strategies

This component involves methods used to attract new customers and keep
existing ones engaged. Effective acquisition and retention strategies
contribute to sustainable growth and profitability, making them integral to
the customer relationship business model canvas.

Types of Customer Relationships

Understanding different types of customer relationships is essential for
designing effective strategies within the customer relationship business
model canvas. Each type serves distinct purposes and suits various business
models and customer needs.

Personal Assistance

Personal assistance involves direct interaction between customers and company
representatives. This relationship type is common in industries where complex
products or services require expert guidance and support. It emphasizes human
touch and personalized service.

Self-Service

Self-service enables customers to access products or services independently
without direct interaction with company staff. This approach is often
facilitated by digital platforms, providing convenience and scalability for
businesses.

Automated Services

Automated services use technology to deliver personalized customer
experiences without human intervention. Examples include chatbots,
recommendation engines, and automated email campaigns that enhance efficiency
while maintaining relevance.

Communities

Building customer communities encourages peer-to-peer interaction and
engagement around a brand or product. Communities foster loyalty and provide
valuable feedback for businesses, strengthening customer relationships
through shared experiences.



Co-Creation

Co-creation involves customers in the development or improvement of products
and services. This participatory approach increases customer investment and
satisfaction while driving innovation and differentiation.

Integrating Customer Relationships with Other
Business Model Elements

The customer relationship business model canvas does not operate in
isolation; it is interconnected with other components within the business
model canvas. Effective integration ensures that customer relationships
support and enhance overall business objectives.

Value Proposition Alignment

Customer relationships should align closely with the value propositions
offered to each customer segment. Tailoring relationship strategies to
complement value propositions ensures customers receive consistent and
relevant experiences.

Revenue Streams Connection

The nature of customer relationships influences revenue streams by affecting
customer lifetime value, repeat purchases, and upselling opportunities.
Strong relationships often translate into stable and diversified revenue
sources.

Channels and Customer Relationships Synergy

Channels are the touchpoints through which customer relationships are
enacted. Coordinating channels with relationship types maximizes engagement
and satisfaction, ensuring seamless customer journeys across multiple
platforms.

Benefits of Using the Customer Relationship
Business Model Canvas

Employing the customer relationship business model canvas offers multiple
advantages for organizations seeking to enhance their competitive position
and operational effectiveness.



e Improved Customer Understanding: Provides clear insights into customer
needs and preferences, enabling more targeted marketing and service
strategies.

e Enhanced Customer Loyalty: Facilitates the creation of meaningful
relationships that increase customer retention and advocacy.

e Streamlined Operations: Aligns customer relationship activities with
business processes, optimizing resource allocation and reducing
inefficiencies.

e Increased Revenue Opportunities: Supports the identification of new
revenue streams through personalized offers and cross-selling.

e Strategic Decision Making: Acts as a visual and analytical tool to guide
decisions related to customer engagement and business growth.

Best Practices for Implementing Customer
Relationship Strategies

Effective implementation of customer relationship strategies within the
business model canvas requires careful planning, execution, and continuous
improvement. The following best practices help organizations maximize the
impact of their customer relationship efforts.

1. Segment Customers Precisely: Use data analytics and market research to
define clear and actionable customer segments.

2. Choose Appropriate Relationship Types: Match relationship models to
customer preferences and business capabilities.

3. Leverage Technology: Utilize CRM systems, automation tools, and digital
channels to enhance relationship management.

4. Monitor and Measure Performance: Track key performance indicators such
as customer satisfaction, retention rates, and engagement metrics.

5. Encourage Customer Feedback: Implement mechanisms for collecting and
responding to customer input to continuously refine relationships.

6. Foster Cross-Functional Collaboration: Ensure marketing, sales, customer
service, and product teams work together to deliver cohesive
experiences.



Frequently Asked Questions

What is the Customer Relationship component in the
Business Model Canvas?

The Customer Relationship component defines the type of relationship a
company establishes with its customer segments to acquire, retain, and grow
customers.

Why is the Customer Relationship important in a
Business Model Canvas?

It is important because it helps businesses understand how to effectively
interact with their customers, improve customer satisfaction, and increase
customer loyalty, which ultimately drives revenue.

What are common types of Customer Relationships in
the Business Model Canvas?

Common types include personal assistance, dedicated personal assistance,
self-service, automated services, communities, and co-creation.

How can a business decide which Customer
Relationship model to use?

A business should consider its customer segments, value proposition, cost
structure, and revenue streams to choose the most appropriate relationship
model that aligns with its goals and customer needs.

Can Customer Relationship strategies impact a
company's revenue streams?

Yes, effective customer relationship strategies can lead to increased
customer retention, upselling, and cross-selling opportunities, thereby
positively impacting revenue streams.

How does technology influence the Customer
Relationship component in the Business Model Canvas?

Technology enables automated services, personalized communication, data-
driven insights, and scalable customer support, transforming how businesses
manage customer relationships.



What role do communities play in the Customer
Relationship part of the Business Model Canvas?

Communities facilitate peer-to-peer support and engagement, enhancing
customer loyalty and creating value through shared experiences and feedback.

How is customer feedback integrated into the
Customer Relationship model?

Customer feedback is used to improve products and services, tailor
communication, and strengthen relationships by showing customers that their
opinions matter.

What challenges might businesses face when managing
Customer Relationships in their business model?

Challenges include maintaining personalized interactions at scale, managing
customer data privacy, aligning relationships with customer expectations, and
balancing cost efficiency.

How can startups effectively implement Customer
Relationship strategies using the Business Model
Canvas?

Startups can start with low-cost, high-impact relationships like self-service
or communities, gather customer feedback continuously, and iterate their
strategies as they grow and better understand their customers.

Additional Resources

1. Business Model Generation: A Handbook for Visionaries, Game Changers, and
Challengers

This book by Alexander Osterwalder and Yves Pigneur introduces the Business
Model Canvas, a strategic management tool that helps businesses design, test,
and build innovative business models. It provides a comprehensive framework
including the customer relationship component, emphasizing how to create
value through customer interactions. Filled with visual illustrations and
case studies, it’'s essential for understanding how customer relationships fit
into the broader business model.

2. Value Proposition Design: How to Create Products and Services Customers
Want

Written by Alexander Osterwalder and his team, this book dives into designing
compelling value propositions that resonate with customers. It complements
the Business Model Canvas by focusing on customer segments and their needs,
which directly influence the customer relationship strategies. The practical
exercises and examples help businesses align their offerings with customer



desires to build lasting relationships.

3. Customer Centricity: Focus on the Right Customers for Strategic Advantage
Peter Fader’'s book advocates for a customer-centric approach in business
models, stressing the importance of identifying and nurturing the most
valuable customers. It explores how tailored customer relationship management
can lead to sustained profitability and competitive advantage. This book is
particularly useful for understanding the financial impact of different
customer relationship strategies.

4. The Lean Startup: How Today’s Entrepreneurs Use Continuous Innovation to
Create Radically Successful Businesses

Eric Ries introduces lean methodologies that encourage rapid customer
feedback and iterative product development. The book highlights the role of
customer relationships in validating business hypotheses and refining models.
It’s a practical guide for integrating customer insights into the business
model canvas to build responsive and adaptable companies.

5. Managing Customer Relationships: A Strategic Framework

Don Peppers and Martha Rogers provide a strategic overview of customer
relationship management (CRM) and its role in business success. The book
discusses how businesses can segment customers, personalize communications,
and build loyalty. It ties directly into the customer relationships building
block of the Business Model Canvas by offering actionable strategies to
enhance engagement.

6. Design a Better Business: New Tools, Skills, and Mindset for Strategy and
Innovation

This collaborative work by Patrick Van Der Pijl and others offers practical
tools for business model innovation, including techniques to improve customer
relationships. It emphasizes co-creation with customers and iterative design
thinking to better understand and serve customer needs. The book is a hands-
on manual for integrating customer relationship strategies into business
models effectively.

7. Customer Experience 3.0: High-Profit Strategies in the Age of Techno
Service

John A. Goodman explores how technology and customer experience intersect to
transform customer relationships. The book provides insights into designing
superior customer experiences that enhance loyalty and business growth. It’s
particularly relevant for businesses looking to innovate their customer
relationship approaches within the Business Model Canvas framework.

8. Hug Your Haters: How to Embrace Complaints and Keep Your Customers

Jay Baer focuses on the importance of addressing customer complaints and
feedback as a key aspect of customer relationships. The book outlines
strategies for turning negative interactions into opportunities for building
trust and loyalty. It complements the Business Model Canvas by showing how
customer relationship management can be proactive and customer-centric.

9. Mapping Experiences: A Complete Guide to Customer Alignment Through



Journeys, Blueprints, and Diagrams

By Jim Kalbach, this book emphasizes the visualization of customer journeys
and touchpoints to improve customer relationships. It provides tools to map
and analyze customer interactions, helping businesses align their models with
customer expectations. This resource supports the customer relationships
block in the Business Model Canvas by promoting empathy and strategic
alignment.
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customer relationship business model canvas: The Business Model Canvas 50minutes,,
2017-03-16 Ready to take your business to the next level? Find out everything you need to know
about the Business Model Canvas with this practical guide. An increasing number of people are
taking the plunge and creating their own businesses, choosing to be their own boss and create their
own profits. Yet this is no mean feat, which is why it is essential to have a solid business plan. This
guide will teach you all about the Business Model Canvas and how it can increase your value
proposition, and improve your company. In 50 minutes you will be able to: *Identify the nine factors
affected by the Business Model Canvas and why they are important *Analyse concrete applications
of the Business Model Canvas with real-life case studies *Learn more about the limits and criticism
of the tool, so that you can apply the BMC effectively and use it alongside other complementary tools
ABOUT 50MINUTES.COM| COACHING The Coaching series from the 50Minutes collection is aimed
at all those who, at any stage in their careers, are looking to acquire personal or professional skills,
adapt to new situations or simply re-evaluate their work-life balance. The concise and effective style
of our guides enables you to gain an in-depth understanding of a broad range of concepts, combining
theory, constructive examples and practical exercises to enhance your learning.

customer relationship business model 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 business model canvas: The Process of Business Model
Innovation Georg Stampfl, 2015-12-03 Georg Stampfl explores in detail the nature of business
model innovation processes in established companies from the organizational and the individual
perspective. He outlines when and why the process of business model innovation is started, how the
process of business model innovation unfolds and what contributes to or inhibits success. Moreover,
the author investigates how individuals discover new business models and how innovation teams
collaborate in business model innovation projects. Based on these insights the author provides
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helpful guidelines on how companies can tackle the business model innovation challenge.

customer relationship business model 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 business model canvas: Business Model You Timothy Clark,
Alexander Osterwalder, Yves Pigneur, Bruce Hazen, Alan Smith, 2022-11-01 GLOBAL HIT+Finally, a
book that shows you how to replace career uncertainty with career confidence, step-by-step Before
they make important decisions, entrepreneurs, scientists, and other professionals maximize results
and minimize risk by testing future scenarios using models. Now you, too, can use models to test
career decisions: with the single-page visual method that's already helping hundreds of thousands of
professionals worldwide. Careers were complicated enough before explosive changes swept the
world, igniting even greater complexity and triggering uncertainty—along with hidden opportunities.
All of this compels professionals to reinvent how they work. But how? The key is to draw a visual
picture of your work—a model—that quickly gives you an entirely new understanding of what your
work means to employers, customers, colleagues—and you. This model instantly triggers new
insights and identifies next career moves you can make with confidence. Readers of the first edition
of Business Model You will find this all-new, full-color book deepens their understanding of the
method with new tools and techniques including the Work Model Canvas, Outward Focus, Third
Objects, The Three Questions, the Passion Myth, the Valuable Work Detector, and Reasons to
Choose You. Examples covering 50 occupations in both commercial and not-for-profit sectors are
features, all alphabetically indexed at the front of the book. A global hit available in 20 languages,
Business Model You pioneered the model-based approach to work reinvention that's been adopted
for use by thousands of corporations, universities, and not-for-proit organizations worldwide. Want
to replace career uncertainty with career confidence? Reinvent the most important model of all:
Business Model You.

customer relationship business model canvas: Business models along the poultry value
chain in Egypt Food and Agriculture Organization of the United Nations, 2022-01-28 The specific
objectives of this study are to document the business models at the different nodes of the poultry
value chain, to assess the profitability of the different segments of the poultry industry, and to
preliminarily assess the current biosecurity measures adopted by the different businesses. The study
covered 4 districts in 2 governorates (Menoufia & Qalyubia). The surveyed poultry businesses are
profitable yet face limited growth prospects due to internal weaknesses and external challenges. The
internal weaknesses are related to the maturity of the business operations and limited adoption of
biosecurity practices, which often result in reduced profitability and public health threats; the
external challenges are related to the volatile market conditions, which have been exacerbated by
the COVID 19 pandemic.

customer relationship business model canvas: Iterative Business Model Canvas
Development - From Vision to Product Backlog Robert C. Mir, 2020-11-19 Iterative Business
Model Canvas Development - from vision to product backlog Agile development of products and



business models Using the Business Model Canvas is a highly successful way to create a common
understanding of the product vision to be realized and thus support communication with both
stakeholders and developers. Regardless of whether the method is used in the context of Scrum,
Kanban, DSDM or any other method, or whether it is applied by a project manager in classic
waterfall project management, the joint development of a Business Model Canvas (BMC) provides a
basis for optimizing the most important success factor of any project at all - communication between
the participants. In his publication Iterative Business Model Canvas Development - From Vision to
Product Backlog the author and experienced consultant presents the method used as well as
additional tools and processes for its optimal implementation. The focus is on practical relevance
and applicability.

customer relationship business model canvas: Introduction to Business Heidi M. Neck,
Christopher P. Neck, Emma L. Murray, 2023-01-24 Introduction to Business ignites student
engagement and prepares students for their professional journeys, regardless of their career
aspirations. Best-selling authors Heidi M. Neck, Christopher P. Neck, and Emma L. Murray inspire
students to see themselves in the world of business and to develop the mindset and skillset they
need to succeed. A diverse set of impactful examples and cases, from inspiring startups and small
businesses to powerful corporations, illustrate how businesses can prosper and create positive
impact.

customer relationship business model canvas: Lean Enterprise Jez Humble, Joanne Molesky,
Barry O'Reilly, 2020-07-20 How well does your organization respond to changing market conditions,
customer needs, and emerging technologies when building software-based products? This practical
guide presents Lean and Agile principles and patterns to help you move fast at scalea??and
demonstrates why and how to apply these paradigms throughout your organization, rather than with
just one department or team. Through case studies, youa??ll learn how successful enterprises have
rethought everything from governance and financial management to systems architecture and
organizational culture in the pursuit of radically improved performance. Discover how Lean focuses
on people and teamwork at every level, in contrast to traditional management practices Approach
problem-solving experimentally by exploring solutions, testing assumptions, and getting feedback
from real users Lead and manage large-scale programs in a way that empowers employees,
increases the speed and quality of delivery, and lowers costs Learn how to implement ideas from the
DevOps and Lean Startup movements even in complex, regulated environments

customer relationship business model canvas: Impact of Digital Transformation on the
Development of New Business Models and Consumer Experience Rodrigues, Maria Antdnia,
Proenca, Jodo F., 2022-03-11 In a highly competitive market, digital transformation with internet of
things, artificial intelligence, and other innovative technological trends are elements of
differentiations and are important milestones in business development and consumer interaction,
particularly in services. As a result, there are several new business models anchored in these digital
and technological environments and new experiences provided to services consumers and firms that
need to be examined. Impact of Digital Transformation on the Development of New Business Models
and Consumer Experience provides relevant theoretical and empirical research findings and
innovative and multifaceted perspectives on how digital transformation and other innovative
technologies can drive new business models and create valued experiences for consumers and firms.
Covering topics such as business models, consumer behavior, and gamification, this publication is
ideal for industry professionals, managers, business owners, practitioners, researchers, professors,
academicians, and students.

customer relationship business model canvas: Enhancing Business Stability Through
Collaboration Ari Kuncoro, Viverita, Sri Rahayu Hijrah Hati, Dony Abdul Chalid, 2017-10-16
Business practices in emerging markets are constantly challenged by the dynamic environments that
involve stakeholders. This increases the interconnectedness and collaboration as well as spillover
effect among business agents, that may increase or hold back economic stability. This phenomenon
is captured in this proceedings volume, a collection of selected papers of the 10th ICBMR 2016



Conference, held October 25—27, 2016 in Lombok, Indonesia. This ICBMR’s theme was Enhancing
Business Stability through Collaboration, and the contributions discuss theories, conceptual
frameworks and empirical evidence of current issues in the areas of Business, Management,
Finance, Accounting, Economics, Islamic Economics, and competitiveness. All topics include aspects
of multidisciplinarity and complexity of safety in research and education.

customer relationship business model canvas: Islam, Media and Education in the Digital Era
Atie Rachmiatie, Ike Junita Triwardhani, Alhamuddin, Cep Ubad Abdullah, 2022-03-16 The
proceedings of the Social and Humanities Research Symposium (SoRes) shares ideas, either
research results or literature review, on islam, media and education in the digital era. Some recent
issues consists of innovative education in the digital era, new media and journalsm, islamic
education, human wellbeing, marketing and fintech in terms of islamic perspective, economic
welfare, law and ethics. It is expected that the proceedings will give new insights to the knowledge
and practice of social and humanities research. Therefore, such parties involved in social and
humanities research as academics, practitioners, business leaders, and others will acquire benefits
from the contents of the proceedings.

customer relationship business model canvas: Enterprise Architecture at Work Marc
Lankhorst, 2017-03-10 Lankhorst and his co-authors present ArchiMate® 3.0, enterprise modelling
language that captures the complexity of architectural domains and their relations and allows the
construction of integrated enterprise architecture models. They provide architects with concrete
instruments that improve their architectural practice. As this is not enough, they additionally
present techniques and heuristics for communicating with all relevant stakeholders about these
architectures. Since an architecture model is useful not only for providing insight into the current or
future situation but can also be used to evaluate the transition from ‘as-is’ to ‘to-be’, the authors also
describe analysis methods for assessing both the qualitative impact of changes to an architecture
and the quantitative aspects of architectures, such as performance and cost issues. The modelling
language presented has been proven in practice in many real-life case studies and has been adopted
by The Open Group as an international standard. So this book is an ideal companion for enterprise
IT or business architects in industry as well as for computer or management science students
studying the field of enterprise architecture. This fourth edition of the book has been completely
reworked to be compatible with ArchiMate® 3.0, and it includes a new chapter relating this new
version to other standards. New sections on capability analysis, risk analysis, and business
architecture in general have also been introduced.

customer relationship business model canvas: Business Models and Innovative Technologies
for SMEs Ignitia Motjolopane, Ephias Ruhode, Pius Adewale Owolawi, 2023-12-20 Business Models
and Innovative Technologies for SMEs focuses on technologies such as data analytics, artificial
intelligence and data as a service. As these technologies offer new possibilities, small and medium
enterprises (SMESs) often struggle to grasp their full potential within evolving business landscapes.
Five reviews discuss the potential of these technologies to drive SME growth. The book also
highlights the need for a strategic approach to overcoming challenges faced by SMEs to create
innovative business models such as limited resources, infrastructure hurdles, and financial
limitations. The chapters explore diverse facets of business model innovation, covering strategic
models for mobile application development, the critical role of cybersecurity culture, readiness
assessments, digital transformations leveraging artificial intelligence, expert systems' impact on
competitiveness, and the adoption of data as services in SMEs. Each chapter is tailored to provide
actionable insights drawn from theory and, where possible, real-life case studies, addressing
questions related to technological benefits, innovative strategies, and challenges in implementing
digital transformations for SMEs. This book caters to a wide audience of academics, researchers,
policymakers, and business practitioners deeply invested in SME development, offering practical
solutions and theoretical frameworks. The combination of scholarly and practical approaches
towards developing and implementing innovative strategies, makes it a valuable resource for
readers seeking to understand and support SME growth. Readership Academics, Entrepreneurs,




Business consultants in the SME sector.

customer relationship business model canvas: Service-Dominant Business Design Egon
Luftenegger, This dissertation presents tool-supported process for designing Work by Following a
Service-Dominant Logic. The tools supported by the design process are the following: The
Service-Dominant Strategy Canvas, The Service-Dominant Business Model Radar, the Business
Service Composition Blueprint and the Business Services Catalogue.

customer relationship business model canvas: Product-Service Integration for Sustainable
Solutions Horst Meier, 2013-03-14 “An Industrial Product-Service System is characterized by the
integrated and mutually determined planning, development, provision and use of product and
service shares including its immanent software components in Business-to-Business applications and
represents a knowledge-intensive socio-technical system.” - Meier, Roy, Seliger (2010) Since the
first conference in 2009, the CIRP International Conference on Industrial Product-Service Systems
has become a well-established international forum for the review and discussion of advances,
research results and industrial improvements. Researchers from all over the world have met at
previous IPS2 conferences in Cranfield (2009), Linkoping (2010), Braunschweig (2011) and Tokyo
(2012). In 2013, the 5th CIRP International Conference on Industrial Product-Service Systems is
held in Bochum. Important topics of IPS2 research presented at the conference are: planning and
development, sustainability, business models, operation, service engineering, knowledge
management, ICT, modeling and simulation, marketing and economic aspects as well as the role of
the human in IPS2.

customer relationship business model canvas: Strategy in 3D Greg Fisher, John E. Wisneski,
Rene M. Bakker, 2020-08-05 The discipline of strategy has become more relevant than ever in
addressing the increasingly diverse array of complex, ambiguous problems that confront business
managers every day. However, what strategy means, and the skills organizations look for in high
performers have evolved greatly. Anyone with career ambition in the business world needs to
become a strategist. Integrating strategic management theory and practice, Strategy in 3D serves as
a useful resource for everyone willing to take that leap.

customer relationship business model canvas: Digital Marketing All-in-One For
Dummies Stephanie Diamond, 2019-05-07 Unlock the value in online marketing A well-executed
digital marketing plan is a proven component of success in business, and Digital Marketing
All-In-One For Dummies covers everything you need to build and implement a winning plan.
Whether you're a novice in the online space or an expert marketer looking to improve your digital
ROI, this book has easy-to-absorb tips and insights that will turn online prospects into loyal
customers. This book compresses the essential information on 8 topics, so you have all the
information you need and none of what you don’t. You’ll learn social media marketing, marketing to
millennials, account-based marketing, influencer marketing, content marketing strategies, and
more! Use targeted, measurable marketing strategies to promote brands and products Increase
brand awareness, customer acquisitions, and audience engagement Measure what your online traffic
is worth and improve ROI on digital marketing Develop a solid digital marketing plan and put it to
work for your brand From SEO and SEM to brand awareness and why you need it, Digital Marketing
All-In-One For Dummies will help you level up your digital marketing game and avoid the common
mistakes that might be holding your business back.

customer relationship business model canvas: Entrepreneurship, Innovation and
Technology Oswaldo Lorenzo, Peter Kawalek, Leigh Wharton, 2018-03-07 The combination of
entrepreneurship, innovation and technology has become the source of disruptive business models
that transform industries and markets. The integrative understanding of these three drivers of
today’s economy is fundamental to business. Entrepreneurship, Innovation and Technology aims to
connect core models and tools that are already created by well-known authors and scholars in order
to deliver a unique guide for building successful business models through the adoption of new
technologies and the use of effective innovation methods. The book goes through the
entrepreneurial lifecycle, describing and applying core innovation models and tools such as the




business model canvas, lean startup, design thinking, customer development and open innovation,
taking into consideration disruptive technologies such as mobile internet, cloud computing, internet
of things and blockchain. Finally the book describes and analyses how successful cases have been
applying those models and technologies. With the mix of an academic and practitioner team, this
book aims to go against the grain by its positioning of entrepreneurship in the modern technology
economy. This book will prove to be a vital text for any student, specialist or practitioner looking to
succeed in the field.

customer relationship business model canvas: Business Model Shifts Patrick van der Pijl,
Justin Lokitz, Roland Wijnen, 2020-11-18 Shift your business model and transform your organization
in the face of disruption Business Model Shifts is co-authored by Patrick van Der Pijl, producer of the
global bestseller Business Model Generation, and offers a groundbreaking look at the challenging
times in which we live, and the real-world solutions needed to conquer the obstacles organizations
must now face. Business Model Shifts is a visually stunning guide that examines six fundamental
disruptions happening now and spotlights the opportunities that they present: The Services Shift:
the move from products to services The Stakeholder Shift: the move from an exclusive shareholder
orientation to creating value for all stakeholders, including employees and society The Digital Shift:
the move from traditional business operations to 24/7 connection to customers and their needs The
Platform Shift: the move from trying to serve everyone, to connecting people who can exchange
value on a proprietary platform The Exponential Shift: the move from seeking incremental growth to
an exponential mindset that seeks 10x growth The Circular Shift: the move from take-make-dispose
towards restorative, regenerative, and circular value creation Filled with case studies, stories, and
in-depth analysis based on the work of hundreds of the world’s largest and most intriguing
organizations, Business Model Shifts details how these organizations created their own business
model shifts in order to create more customer value, and ultimately, a stronger, more competitive
business. Whether you're looking for ways to redesign your business due to the latest needs of the
marketplace, launching a new product or service, or simply creating more lasting value for your
customers, Business Model Shifts is the essential book that will change the way you think about your
business and its future.
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