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CREATIN
G N

EW
 VALUE in the innovation pro-

cess e.g., Entrepreneur, Inventor, Investor.

Active entities that DELIVER VALUE to you or 
for you and add value in the process e.g., dow

n-
stream

 im
plem

enting partner or supplier.

Entities w
ith SIM

ILAR VALUE O
FFERIN

GS for 
the sam

e groups or that rival you for resources.

CAPTURIN
G VALUE from

 the innovation 
process e.g., revenue, know

-how
, connections, 

brand recognition etc.

CO
O

RDIN
ATE VALUE through the interaction 

betw
een entities, m

ost often Value Creators and 
Consum

ers e.g., Consortium
 leads or platform

 
business m

odels.

Entities that determ
ine the BO

UN
DARIES AN

D 
AM

O
UN

T O
F VALUE THAT CAN

 BE CREATED
 

in a ‘m
arket.’ e.g., Regulators, unions, standards 

bodies etc.

Those w
ho GAIN

 VALUE from
 the use of the in-

novation e.g., custom
er, patient, client, student.

N
O

N
-VALUE CREATIN

G EN
TITIES used to 

m
ove m

essaging or the innovation.E.g., adver-
tising or delivery com

panies.

Entities that IN
FLUEN

CE THE VALUE of your 
innovation. E.g., Internet availability, FO

SS, 
training colleges etc.


