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Business Model Matrix
™

PRODUCT

CENTRICITY

Growth Metric: 
Share of Market

CUSTOMER

CENTRICITY

Growth Metric: 
Share of Wallet

GROWTH AT SCALE

DEPTH AT SCOPE

# PRODUCTS SOLD
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KEY OBJECTIVE:

Find as many customers as
obtainable and serviceable

to meet a specific need.

KEY OBJECTIVE:

Fulfill as many needs of a
customer as is feasible and viable, 

and find more like them.

KEY OBJECTIVE:

Create an environment for
participants to fullfill each others

needs and grow participation.

KEY OBJECTIVE:

Find as many customers as
needed to utilize a resource

to its full capacity.

PLATFORM

CENTRICITY

Growth Metric: 
Share of Transaction

RESOURCE

CENTRICITY

Growth Metric: 
Share of Utilization

% SERVICES USED
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Product
Leadership

Customer
Intimacy

Network
Orchestration

Operational
Excellence


