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Exploiting the value system

Figure out who your value system partners are

Provide them with cost advantages, flexibility advantages, 
service advantages, image advantages and/or focus 
advantages

.



Business planning
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Financing a software 
venture
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Harvesting strategies
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Strategic planning: why and 
how
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Who will buy it? Whatôs my risk?

How much will it cost 
me?

How will I produce 
it?

Opportunity

Convincing yourself
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A framework for developing overall strategies

Strategy type Definition Examples

Differentiation Making your product/service 

different in some way to 

competitors. Often the brand 

name is the focal point of 

differentiation

Volvo (safety)

Rolex (high quality, expensive)

Nikon (high quality cameras)

Overall cost 

leadership

Able to produce a product 

cheaper than competitors

Kodak (mass market firm and 

photographic products)

Hyundai

Microsoft Office?

Focus Concentration on a specific 

market, product market, or 

group of buyers, e.g. targeting 

telecommunication companies 

or a particular city

Polaroid (camera sold to people who 

want óinstant ôphotos)

Fisher Price (toys for young children)

EDRI ïEnterprise training for ISVs in 

Asia Pacific

Generic strategies
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Step 1: Identifying the Nature of 

your Business

What does your business 
look like to your customer?

What would you like the 
business to look like?
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Step 2: Knowing your customers
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Step 3: Identifying your 

customersô needs

Wind 
power

Tidal 
power

Solar 
power


