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Business Model Innovation
RESILIENCE as a strategy

Introduction

MICHAEL WILKENS

Strategyzer Executive Advisor PINPOINTERS.DK
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How can we 
systematically design 

new business?

Business models expire
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Lime:
Valuation of $1 billion after
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propositions expire like 
yogurt in a fridge
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Larry Summers
US Secretary of the Treasury

Chief economist of the World Bank
Former Harward President

We live in a VUCA - world

The speed and rate of change

Unclear about the Impact and effect

Multiple factors with different impact

Lack of clarity about meaning of events

15

”… The response to uncertainty is to strengthen
the RESILIENCE of your business models playing
both defense and offense at the same time…”

1. Competing on Business Models

2. Introduction to RESILIENCE

3. How to increase RESILIENCE in your company

4. Building resilient Business Models?

5. Reducing risk

Competing on 
Business Models1
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Any problem can be 
made clearer with a 
picture

– Dan Roam, Author
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to describe, challenge, re-design, 
and invent new business models 
more systematically

Introduction to 
RESILIENCE2

Novo Nordisk:
Revenue 2023: DKK 227bn

Market value DKK DKK 3,940bn

Mærsk:
Revenue 2023: DKK 351bn
Market value DKK DKK 196bn

x20
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Not all revenues are equal
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Company Valuation

EBITDA × 3-5

EBITDA × 10
EBITDA × 20
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REVENUE
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Improving RESILIENCE Adds Value

An increase in company valuation by 58% in one year
with same revenue!

Variable 
revenue

Predictable 
revenue

Fixed revenue

Company 
Valuation
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How resilient is your business model? 
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5%
5%

90%

2023

REVENUE

Fixed Revenue Predictable Revenue Variable Revenue

Not all revenues are equal

How to increase RESILIENCE
in your company3

Customer Retention

Customer Retention Prepayment
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Contract Length Co-Development

Data & Digitalisation Community  & Fans
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• Amazon Prime, with over 230 million members worldwide 
offers a variety of benefits, including free two-day shipping 
and exclusive discounts plus streaming video and music.

• Amazon Prime membership costs $14.99 per month and 
$139 per year. The Prime Video membership costs $8.99 per 
month. 

• A Prime member spends an average of $1,400 annually on 
Amazon. A non-Prime member, spends an average of $600.

Personal Relationships

How can you improve your company’s
RESILIENCE? 

Ideas to increase RESILIENCE
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How can you increase RESILIENCE in 
your organization? 

Building resilient
Business Models4
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EXPLOITEXPLORE

Product to service

Current Business Model (as-is)

Futur Business Model (to-be)

From (as-is)

To (to-be)

From (as-is)

To (to-be)

[sources: Mark W. Johnson, photo: Hilti.com]
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HIGH-END MACHINE 
TOOLS
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MANUFACTURING
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FACTORIES

BRAND NAME

STORES

SELLING

PATENTS

PARTNERS

CONSTRUCTION 
COMPANY

LARGE LONG-
TERM 

CONTRACTS

ONLINE FLEET 
MANAGEMENT 

SYSTEM

SERVICE 
FLEET

INVENTORY

v2

FLEET MANAGEMENT HAS BEEN ADOPTED BY 100,000 CUSTOMERS IN MORE THAN 40 COUNTRIESFLEET MANAGEMENT HAS BEEN ADOPTED BY 100,000 CUSTOMERS IN MORE THAN 40 COUNTRIES

Business Model Portfolio (EXPLORE)
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Business Model Portfolio (EXPLORE)

High innovation risk 
(little validation evidence)

Low innovation risk
(strong validation evidence)

Low 
expected 

return

High 
expected 

return

Funnel

EvolutionBusiness Model Portfolio (EXPLORE)
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High innovation risk 
(little validation evidence)

Low innovation risk
(strong validation evidence)

Low 
expected 

return

High 
expected 

return

“ ”
– Jeffrey Bezos, Amazon founder & CEO

failure and invention are 
inseparable twins

Reducing risk5

How much did they lose on 
this business?
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$850m
For every one of our failures, 
we had spreadsheets that 
looked awesome.

- Scott Cook,  co-founder & chairman INTUIT 

“
”

a business model or 
a value proposition 
might look great 
on paper...

but really it’s 
a set of hypotheses

there are no facts in the 
building... so get the hell out 

and talk to customers

– Steve Blank, entrepreneur & author

executionsearch

$

$
$

$

$
$

spending
(time & cost)

high
uncertainty

high
certainty
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Closing

1. Competing on Business Models

2. Introduction to RESILIENCE

3. How to increase RESILIENCE in your company

4. Building resilient Business Models?

5. Reducing risk

When to focus on RESILIENCE?

You are preparing a company for sale

Your market is limited in size or declining

You lack resources for growth – people, capacity or capital

You want to be the next Novo Nordisk…

You want to create more predictability

Next step!

Preparation

• Involve Key 
Emploees

• Define strategic
framework

Existing Business 
Models

• Map exisiting Business 
mdels

• Analyze RESILIENS

Inspiration for 
improvements

• Cases for inspiration

• Trigger questions and AI 
Generated ideas

• Build prototypes

Prioritize

• Select best ideas

• Prepare test cards

• Action planning

Næste skridt!

Forberedelse 

• Involvering af 
nøglemedarbejder

• Afstemme strategisk 
ramme og ambition

Eksisterende 
forretningsmodeller

• Beskrivelse af modeller

• Analyse af Resiliens

Inspiration til 
forbedring

• Cases til inspiration

• Trigger questions & AI 
genererede ideér

• Udarbejde prototyper

Prioritering

• Vælge de bedste idéer

• Udarbejde testkort

• handlingsplaner 

Feedback

Questions to discuss:

• Did you get new insights or perspectives?

• What made the biggest impression?

• Is it relevant for you?
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Thank you for you attention!
MICHAEL WILKENS

Strategyzer Executive Advisor PINPOINTERS.DK

Variable: We have to create this revenue in the coming 12 months
by selling projects, products or services to any new or existing
customers.

Predictable: We know with 80% certainty that this revenue will be
generated by this group of customers. We have commitments in 
place, historic use patterns or special relationships.

Fixed: We know with 99% certainty that this revenue will be
generated by this customer within the next 12 months. 
Even if the customer does not use or order the product or service, 
s/he will still pay for it.

Michael N. Wilkens
+45 20929419
mnw@pinpointers.dk

How resilient is your Business Model?

• __________________________________________________________

• __________________________________________________________

• __________________________________________________________

• __________________________________________________________

• __________________________________________________________

How can you increase RESILIENCE?

Michael N. Wilkens
+45 20929419
mnw@pinpointers.dk
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