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Source: Osterwalder, A., Pigneur, Y., & Berna, G. (2014). Value Proposition Design: How to Create Products and Services Customers Want (The Strategyzer Series). Wiley.
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Source: Osterwalder, A., Pigneur, Y., & Berna, G. (2014). Value Proposition Design: How to Create Products and Services Customers Want (The Strategyzer Series). Wiley.
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