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Agenda — Day

Timing Topic Who?
Day 2
Introduction Value Proposition Canvas with 2
09:00 - 10:00 examples Léonie Schafer (DFN)
10:00 - 11:00 Working Groups — Value Proposition Canvas All
11:00-11:30 Coffee Break
Working Groups — NREN Presentations &
11:30-12:30 Discussion WACREN NRENSs
12:30-13:00 Round-Up Day 2 & Conclusions All
13:00 Lunch




Value Proposit

Objective: Extend your NREN’s Service Portfolio

Use case: Subaru
* Use case: Samsung

* Use case: Open Science Service

Working Groups — Define the value proposition for a new NREN service

Working Groups — NREN Presentation and Discussion
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Value Proposit

The Value Proposition Canvas g

Value Propesition - gybaru Outback customerseament \Well-off car buyer
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Value Proposit

vas — Samsung

The Value Proposition Canvas

Rils

Value Proposition G a I aXy Z FO I d 3

Customer Segment

Mobile Phone User

Unique foldable Focus on Design &
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Increased productivity
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Value Proposit vas — Open Science Services

The Value Proposition Canvas g

NREN Open Science Service Customersegment pasearcher at Research Institute
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