
La Value Proposition
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Lavoratore
dipendente

Libero 
professionista

Auto 
imprenditore

Artigiano Impresa
Impresa 
scalabile

Livello del rischio

tipologie di impiego
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lôimprenditore
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Investimenti
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Engineering
Commercial 
development



design thinking

framework
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Feasibility

(technology)

Desirability

(value)

Viability

(business)

Design & interactivity
Human computer interaction
visual thinking
design for sustainability
aesthetics and form

Organizational behaviour
management & teams
human resources
organizational dynamics
negotiation

Manufacturing
manufacturing technology
manufacturing process
supply chain management
rapid prototyping

INNOVATION
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Progetto 
ŘΩLƳǇǊŜǎŀ

COSA
tecnologia e 

valore

CHI
gruppo di 

clienti

COME
modello di 
business

il progetto 

dôimpresa



Market

ResearchEnterprise

Consumes 

innovation

Produces 
knowledge

Proposes value

Istitutions not 
droven by market

Strategic 
Short-sightedness

Lack of 
dialogue

The Innovation 

cycle
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Purchase
power

Market

Needs

Desires

Demand

Product
services

ValueCost

=<
transaction

A need occurs when a a 
basic necessity for human 
life has not been satisfied

Desires are generated by the 
identification of something 
specific that can satisfy needs

Demand is 
based on 
specific desires 
fonuded on the 
wish and the 
possibility to 
purchase them 

A product/service is anything 
that can be offered to 
someone in order to satisfy a 
need or a desire

Products 
or services
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Monetary

price

Value of 

time

Expenditure

of energy

Psichic

Cost

Product 

service 

value

Value of 

services

Value of 

personnel

Image 

value

Total cost

for clients

Total 

value for 

clients

Value 

exchange

Strategy A:

Increase total value

Strategy B:

Reduce monetary

costs

Strategy C:

Reduce monetary

price
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Value Proposition options

Improving 
design

Making 
products/services 
more accessible

Making 
products/ser
vices easier 

to use

innovating

Making 
products/servic

es more 
convenient

Improving 
performance

Reducing 
risks

Reducing 
price

Solving a 
specific 
problem

There are different ways to add value for customers

Branding
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