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Proposed Approach

1.1 83 H|=LA
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TBL of business domain

Definition

Economic Sustainability

Social Sustainability

Environmental
Sustainability

Business idea having potentiality to form economically sustainable
business models that are sustainably operational, fulfilling the
economic motivation of each stakeholder structurally

Business idea having potentiality to form socially sustainable business
models that are sustainably and actively acceptable to socie improving
public welfare without invalidating social justice

Business idea having potentiality to form environmentally sustainable
business models that are environmentally friendly in producing and
consuming activities
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Mobile cloud big data Big data 158
Mobile cloud enterprise Enterprise solution 136
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Alternatives

Value
proposition

Customer

Resource

Partner

Channel

Revenue
model

- Solution development fee

Mobile cloud smart office solution

(BM1)

Private mobile virtual smart
office solution

Private enterprise user

Mobile virtual smart office
solution development resources

Mobile cloud computing
infrastructure maintenance
partner

Public mobile virtual smart
office solution developer

Private channel

Monthly fee
Freemium

Mobile cloud virtual space for
both end-users and app
programmers
(BM2)

Public mobile virtual space

Public mobile virtual space
user

Public mobile cloud app
programmer

Mabile coud computing
infrastructure

Mobile cdoud computing
infrastructure maintenance
partner

Public maobile virtual app
developer

Public channel

Freemium
App sales

Mobile cloud virtual space for
end-users only

(BM3)

Public mabile virtual space

Public mobile virtual space user

Mobile doud computing
infrastructure

Mokbile doud computing
infrastructure maintenance
partner

Public mabile virtual app
developer

Public channel

Freemium
App sales
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Criteria Sub-criterion Definition

MP Market size (MKS) The size of the relevant market
Profitability (PRO) The expected profits
Potential growth (POG) The expected level of potential market growth
Competition (CPT) (-)* The expected level of competition
Competitive advantage (COA) The level of retaining competitive advantage

1P Time to market (TTM) (-) The expected implementation time
Implementation cost (IMC) (-) The expected cost of implementation
Resource availability (REA) The degree to which the required resources are available
Technology availability (TEA) The degree to which the required technologies are available

oP Relevant experience (EXP) The degree of experience in operating relevant business models
Operaticnal cost (OPC) (-) The expected operation costs
Facility availability (FCA) The degree to which the required facilities are available

CEP Stakeholder network effects (SN The expected degree of network effects with other stakeholders
ET)
Existing service network effect (E The expected degree of network effects with previously existing p
MNET) roducts and services
Customer lock-in effects (CUL)  The expected degree of customer lock-in effects (switching costs)
Entry barrier effects (ENB) The expected degree of entry barrier effects
Cannibalisation (CAN) (-) The degree of possible cannibalisation of existing products and s

ervices
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1998 HE E5E9 AE
Amit& Zott | «7t%| BES S OE (3 8 FE B2AS 4 T
2001 el
iy ALY E BYBHE WA, 7| BB 2T U =2

Osterwalder, et al| «E7% 7|4 2] A} 4=2|(Business Logic)2 AHSI= SZ2M

oj10] Mo
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HZELA BQEHE2 MAY Ideas 7|HI 2 7Y
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| B
— T

2005 TERAED A HHE ZES= A ] K| &IHs 3 71X B
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2004 «SE: DHO|H IHA S H B 0|2 E HE OlE&sl 23
ar&stexol sl
KM lab, Inc ST 7|Y0| {BAH AFOIM 7HAE SEE A7t thet LIEtY £ Bl=4 A
2000 49 =L
I HEH T YO M FHEE HEStD 5517 ¥E §F
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7 (Representation)
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Crefst AL XS0 of)

AR Qs HZU2 2Y 2HRLAE =012 2135

6712 H|=L|A oW T HQ4S ==t

FEes F8 ML AR

Value What do the customers

Proposition value?

Timmers(1998), Stewart(2000), Mahadevan(2000), Hamel (2000), Rayport &
Jaworskl (2001), Petrovic, Kittl & Ryan (2001), Afuah & Tucci (2002), Li(2009),
Johnson, Christensen & Kagermann(2008), Teece(2010), Osterwalder(2004)

Customers Who are the Stewart{2000), Hamel(2000), Petrovic, Kittl, & Ryan(2001), Li(2009),

customers? Teece(2010), Osterwalder (2004)
. Hamel (2000), Rayport & Jaworski (2001), Petrovic, Kittl & Ryan (2001),

What is k ! '

Resource Z ch? €y resource Afuah & Tucc (2002), Li(2009), Johnson, Christensen & Kagerrnann(2008),
neeaea Teece(2010), Osterwalder(2004)

Partners Who are the business Timmers(1998), Petrovic, Kittl & Ryan (2001), Afuah & Tucci (2002), Li(2009),
partners? Johnson, Christensen & Kagermann(2008), Teece(2010), Osterwalder(2004)
How to deli lue t

OW 0 CEIVer VAl A0 4 mers(1998), Stewart(2000), Mahadevan(2000), Li2009),
Channels customers at an

appropriate cost?

Osterwalder{2004)

Revenue What are the revenue  Timmers(1998), Mahadevan(2000), Hamel (2000), Rayport & Jaworski (2001),

model model?

Petrovic, Kittl & Ryan (2001), Afuah & Tucci (2002), Li(2009),

POSTELCH
Appendix
HIZL|A B2 C|Xol S
=LA BE C]xQl HE22lS 28510 H=LA 2 a8 0ot ==
H|=L|A —
e e =
E P
Val iti Tangible Product, Intangible Product, (Malone et al, 2006)
alue proposition Financial, Hurman (Rappa, 2000)
(). H. Lee et al, 2011)
Customer B2B, BZC, B2G (Weill & Vitale, 2001)
Resource Human, Equipment, Infrastructure, (. H. Lee et al, 2011)
Technology
Partner ?)L'Jpgher, Complementary, Consultant, (. H. Lee et al, 2011)
istributor
Channel On-line, Off-line (L. H. Lee et al, 2011)

Revenue model

Sales, Profit Sharing, Razor Blade, Subsidiary,
Freemium, Loyalty, Subscription, Membership
fee, Pay-per-use, Barter, Gratis

(). H. Lee et al, 2011)
(Linder & Cantrell, 2000)
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