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Background
Current Services Focus

Emphasis on services as the core value
creators – missing the relevance of tangible
elements
Focus on ”product” ”service” differences
Focus on service processes in client supplier
relationships

Relevant but operational
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Our Focus

Not ”pure services” but systemic offerings

Not any single or typical ”services innovation
mode/process” but key innovation modes

Relevance of multiple actors

Service innovation & production role of value systems
&  strategic nets & innovation networks

Service Innovation – strategic company behavior



Types of value systems
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Three basic types of value systems

Established value system,
incremental improvements

• Well-known value-
systems

• Change through
local and
incremental
modifications
within the existing
value system

• Emerging new value
systems

• Old and new actors
• Radical changes in old

value activities
• Creation of new value

activities
• Uncertainty about both

value activities & actors
• Radical system-wide

change

Emerging value system,
radical changes

Stable, well-defined
value system
= Describes ideal types of the values systems and their overlapping characteristics

• Well-known and
specified value
activities

• Well-known actors
• Well-known

technologies
• Well-known business

processes
• Stable value systems

Current Business Nets
Renewal Nets

Incremental Innovation
New Business Creation

Radical Innovation

Low level of determinationHigh level of determination
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Note: Large corporations are hubs and participants in all kinds of nets

Stable, well-defined
value system

Established value system,
incremental improvements

Emerging value system,
radical changes

DELL

IKEA
Benetton

“Future Home”-
concept

Describes ideal types of the value systems and their overlapping characteristics

Nokia’s
R&D net

Wal-Mart Lead Customer &
Supplier cooperation

Nokia Mobile Phone’s
supply system

Nokia ’orchestrating’
E/M-Services

Value System Continuum with Example Nets
Current Business Nets Renewal Nets Emerging New Business Nets

Igglo
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Types of Strategic Nets (Möller & Rajala, 2007)

• Well-known and specified value
activities

• Well-known actors
• Well-known technologies
• Well-known business processes
• Stable value systems

Current Business Nets Business Renewal Nets Emerging Business Nets

• Well-known value-systems
• Change trough local and

incremental modifications within
the existing value system

• Emerging new value systems
• Old and new actors
• Radical changes in old value activities
• Creation of new value activities
• Uncertainty about both value activities

and actors
• Radical system-wide change

Established value system,
incremental improvements

Emerging value system,
radical changes

Stable, well-defined
value system

Vertical
Demand-Supply

Nets

Horizontal
Market
Nets

Business
Renewal

Nets

Customer
Solution

Nets

Application
Nets

Innovation
Networks

Dominant
Design
Nets

• Toyota
• DELL
• IKEA

• StarAlliance
• SkyTeam
• Nectar
• Amex

• Offer improvements
• Business process

improvements

• Construction
projects

• Software
solutions

• Flat panel
displays

• Symbian
• Bluetooth

• Science-
based
networks

High-level of
determination

Low-level of
determination
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Production
Capability

Mastering Customer's
Business Capability

Network
Creation

Demand
Forecasting &
Influencing

Future-oriented
Value Production

Value -adding
Relational Value Production

Core Value Production

Efficient production & delivery of
products, process excellence &
flexibility

Incremental
innovation
enhancing
efficiency

Innovations & new
solution supporting
customer’s business

Radical innovations opening
new business opportunities

Incremental Innovation
Capability

Process Improvement
Capability

Delivery
Capability

Deep
Partnering
Capability

Network
Visioning

Radical Innovation
Capability

SCM & CRM
Capability

Net MobilizationCross-firm
Management
Info systems Net Orchestration

Current Business Nets Renewal Nets – Incremental
Innovation

New Business Creation
Radical Innovation

Net Management

Value Production and Network Capability Base

Agenda
Setting
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HSE – Business Network Group
Your partner in networked value-creation

Research Group
25 Post doc level & 25 doctoral researchers
Multiple diciplines (international business, logistics,
marketing, management, information technology)

Core themes
Innovation networks
Service innovation & business models
Strategic nets – development & management
Alliances and networks in globasization

Several Tekes & Academy projects
www.hse.fi/bn

http://www.hse.fi/bn
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Thank You & Good Innovating!

Kristian Möller & Business Network Group

kristian.moller@hse.fi
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