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Digitalization stands for change -
Design of digital business models



Our consumption behavior has 
changed



Social Media accelerates political 
change



New market players enter 
existing markets and affect 
common value chains

Banking

Telco Music

Hotel

Retail Taxi

CarEnergy

Video



Service orientation



Customer centricity



Platform-Economy



Shareconomy



&

Corporates meet Startups



Network Thinking

The network is more 
powerful than the node.



1. Technology-enabled

2. Transaction-oriented

3. Customer Experience

4. Solution-oriented

5. Open Digital

Required digital capabilities are derived from 
business models - we see 5 archetypes



1. Technology-enabled

2. Transaction-oriented

3. Customer Experience

4. Solution-oriented

5. Open Digital

Digital enhancement of the 
product



From Product to Service

1. Technology-enabled

2. Transaction-oriented

3. Customer Experience

4. Solution-oriented

5. Open Digital



Focus on the customer 
experience

1. Technology-enabled

2. Transaction-oriented

3. Customer Experience

4. Solution-oriented

5. Open Digital



Start

End

Address the customer needs 
holistically

1. Technology-enabled

2. Transaction-oriented

3. Customer Experience

4. Solution-oriented

5. Open Digital



Core
Product

Digital 
Augmentation

Digital 
Service

Digital 
Ecosystem

Digital Physical
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Creating an added value for the 
customer in an open ecosystem

1. Technology-enabled

2. Transaction-oriented

3. Customer Experience

4. Solution-oriented

5. Open Digital



What distinguishes "digital" from traditional 
companies?

10
01
Technology-enabled 

business models Customer centricity Linking 
structure & culture



The plan to set up and expand your capabilities 
is your digital roadmap!

Customer 
Needs

Business 
Model Prototypes Capabilites Architecture 

& Roadmap



People & Skills Organisation

Process Technology

Digital capabilities are the building blocks of 
digital transformation



46 fundamental digital capabilities are necessary 
to establish digital business models

Digital Trend Detection

Digital Value Chain

Digital in R&D

Digital Incubator

Digital Business 
Development

Supply Chain Integration

Smart Logistics & Transport

Supply Chain Intelligence

Digital Manufacturing

Digital Marketing

Community Management

Smart Portfolio Lifecycle

Product & Service Exposure

Sales & Customer Analytics

Smart Commercial Model

Customer Engagement

Omni-Channel

API Management 
Value Enablers

DIGITAL STRATEGY

Value Design Value Creation

Agile Collaboration

Participation

Digital Culture 
Development

Workplace Design

Culture 

Intellectual Property
Management

IT & Media Contract 
Management

Privacy Compliance
Management

Legal

Enterprise Performance 
Management

Digital Finance 
Operations

Digital Costing

Finance

Value Delivery

Agile IT

Digital Trust

Data Lifecycle

Mobile

Social Cooperation

Service-Oriented 
Technology Mgmt.

Infrastructure 
Management

Big Data

IoT

Technology 

Digitized Sourcing

Digital Vendor 
Ecosystem

Procurement 
Intelligence

Procurement

Strategic Business 
Alignment

Strategic Workforce 
Planning

Personalized 
Employment

Digital HR Operations

HR 

Individualized Dev. & 
Coaching

Digital Employability

People Performance
Management



More information you will 
find in the book or 

www.dquarks.com
https://twitter.com/PwC_dquarks 
https://www.linkedin.com/groups/8582435 



Background

• The Pharma Company „Health&More“ is an international 

pharmaceutical corporation based in Berlin, Germany

• „Health&More“ discovers, developes, produces and

distributes new medicines worldwide and with over 40.000 

employees it‘s one of the 20 biggest pharmaceutical companies

globally

• Its core business is the development of pharma

technology for cardiovascular heart disease and women

healthcare

• The total assets are about € 12 bn per year

• „Health&More“ is quite active in some social networks

(LinkedIn, Facebook, XING)

Client- Challenge

• Growing significance of digital communication channels

• Different and more personalized way to get in contact with

patients and health care professionals

• Improving access to clients while reducing costs

• Cultural changes regarding healthcare delivery

• Demographic changes and scepticism of the elderly towards

new technologies

• „Make the right decision“: It is difficult to take the right course

through the variety of digital oppotunities

• Healthcare is moving towards personalized medicine

• The healthcare sector‘s conservatism towards innovation might

slow down the adoption of innovative mHealth

• The pluralism of interests in the sector contributes to its

complexity

• Bad infrastructure in emerging countries 



Success factors

Huge and growing 
number of digital 

users

Changing behavior of 
customers (web 

opinions)

Individualization

Interaction with 
expected short 
response time, 

dialogue

 Growing  significance of digital communication channels

 Different and more personalized way to get in contact with patient and health care professionals

 Cultural changes regarding healthcare delivery

Educated customers

Trends and success factors mHealth



Find new smart 
product and service 
ideas for a Pharma 
company

• 20 min. ideation

• 2 min. Presentation per group

• Establish teams of 4 - 5 people
• Brainstorm as much technology- or data-

enabled product and service ideas as possible
• Select the most promising business idea

Your task

Time



At home elaborate your 
business idea

• Prep 15 min. presentation of your business model

• 5 min. Q&A

• Use the Business Model Canvas to design the 
most promising business idea of your first task

• Prepare for a meeting with an investor and 
present your idea by creating a prototype

Your task

Time



Comments:

• Enables an 
opportunity to 
design business 
models creating 
value for business, 
customers, and 
society

• An easy to use 
method to illustrate 
ideas and 
dependencies of 
business modelsDigitization

Key 
Partners

Key 
Activities

Value 
Proposition

Key 
Resources

Customer
Relationships

Customer
Segments

Channels

Cost 
Structure

Revenue 
Streams

Source: PwC; Business Model Generation, A. Osterwalder, Yves Pigneur, Alan Smith, et. al, self published, 2010

The business model canvas is a template for 
developing new business models



PwC’s Digital Services

Paper-based prototype – Customer journey

Paper-based prototype - Click dummy 

Video prototype - LEGO® Movie Maker

Behavior prototype - Simulation with 
physical artifacts

Description
The prototype is an early model or 
experiment to rapidly create solutions to 
identified challenges and problems

Benefit
• Make any business model, product or 

service idea tangible and visualized

• Test it with the potential customers or 
employees

Needed material
• Apps like Spark or LEGO® Movie Maker
• Paper & pencils
• Other arts & crafts material
• Divers physical artifacts like
• Others

Prototyping


