
“You need to take 
another perspective 
to develop successful 
digital products and 
business models.”
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Digital products and business models
Success factors for developing successful digital products and business models
1 Co-develop with partners and 
in networks for success.

Digital products and business models 
call for digital and technological know-
how. So invest in your employees’ 
skills and put together a multidiscipli-
nary team with diverse skills who are 
capable of inspiring and motivating 
others. Seek partners for develop-
ment, no matter whether in-house, 
competitors or start-ups. Shouldering 
major challenges on your own has 
never been easy, so every partner is a 
valuable asset.

2 Solve real customer problems 
to generate added value.

Cast the net as wide as possible 
when seeking digital products and 
business models. It is the only sure 
way of identifying customers’ prob-
lems, which can be solved with digital 
support and generate genuine added 
value. Once you’ve identified poten-
tial, MVPs (minimal viable products), 

both digital and hardware, need to 
be quickly created and developed. 
Then it’s a matter of swiftly moving 
on to trialling with customers in the 
market. This is the only way to quickly 
ascertain whether the solution really 
does address the customer’s problem 
and it is worth going ahead. Make 
the most of the flexibility of digital 
business models and offer different 
product or service modules so there 
is something for everyone. At the 
same time, buying the product must 
be fast, easy, intuitive and possible 
from anywhere.

3 Create a safe environment to 
develop ideas.

Top management must be in favour of 
the new working methods and show 
that they are committed to digital bu-
siness. This also includes support and 
backing when new and unconventio-
nal avenues are explored. In addition, 
fledgling ideas and practices need to 
grow in a safe zone. It is essential to 

draw a clear line between day-to-day 
business and encrusted processes 
and avoid committee marathons to 
get things up and going. It may be 
even worthwhile founding a spin-off to 
create the necessary scope for see-
king new solutions and letting them 
mature in a safe setting.

4 Implement digital solutions to 
complement your existing core 
business.

Stay with your core business, conti-
nue developing it steadily, and rely on 
your leading technologies, both inside 
products and in production. Good 
digital products and services comple-
ment existing ones, and create added 
value without cannibalising your 
portfolio. In the digital ecosystem the 
aim is to put together a digital packa-
ge that builds on and is integrated 
into existing solutions. Extend your 
portfolio in this way while enhancing 
the value of your core business. 

5 Use rugged hardware as a plat-
form for inspiring digital features

Good digital products and services 
are based on simple, very rugged 
hardware. Minimise hardware costs 
as much as you can to invest in the 
development of digital features. The 
customer isn’t paying you for the 
hardware that collects the data, but 
for emotionalised digital services. 
After the product launch you need to 
stay on the ball. Digital services are 
never finished! They are continuously 
developed and adjusted to customer 
wishes and behaviour.


