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CEBO Y ANZUELO (A)
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FREEMIUM MODEL BASICO (A-D) ]
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FREEMIUM MODEL BASICO (A-D) ]

B5302003000000011

ALTA PERCEPCION DE VALOR, BAJO COSTO PERCIBIDO,
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LONG TAIL (D)
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LIDERAZGO EN PRODUCTO (A)
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LIDERAZGO EN PRODUCTO (A)
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INTIMIDAD CON EL CLIENTE (A)
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ECONOMIA TRANSFORMACIONAL (D)
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Price: From $42 per person

Rating: 4.95




CANVAS AMPLIADO

CONTEXTO TECNOLOGICO
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CONTEXTO COMPETITIVO




Elevator pitch:

Dolor:

Doctor

Tratamiento

Beneficio

Invitacion a participar.
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