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Overview
ÅWho and what is RENKEI?

ÅRENKEI Business Model Canvas and the wider 
societal context  

ÅWhat is the value that has been created?

ÅHearing from two participants

ÅInteractive Session using Business Model 
Canvas: how might the RENKEI approach and 
learning be useful in other contexts?



What is RENKEI?

ÅA Researcher Development School

ÅCollaborationin Japanese

ÅResearch and Enterprise Network for 
Knowledge Economy Initiatives

ÅΧŀƴŘ ǿƘȅ w9bY9LΚ



Education + Engagement =Impact 

Enterprise education, 
entrepreneurial and 
experiential learning              

Engaging participants 
with real societal 

issues and working 
across boundaries

Enhanced capacity to cope with an 
uncertain world and create impact at a 

personal, professional and societal level, 
through collaborating across disciplines and 
domains to come up with more sustainable 

solutions.



Key 

Partners
Some activities 

are outsourced 

and some 

resources are 

acquired 

outside the 

business

Key 

Activities
é by performing a 

number of key 

activities

Key

Resources
Key resources are 

the assets 

required to offer 

and deliver the 

described elements

Value

Propositions
It seeks to solve 

customer 

problems and 

satisfy customer 

needs with value 

Propositions and 

Unique Selling

Propositions

Customer

Relationships
Customer 

relationships are 

established with 

each segment

Customer 

Segments
A business 

serves one or 

several customer 

segments

Cost structure
The business model elements 

result in the cost structure

Revenue streams
Revenue streams result from value 

propositions successfully offered 

to customers

Channels
Value propositions

are delivered to 

customers through 

communication, 

distribution and 

sales channels

www.businessmodelgeneration.com/canvas Source: Osterwalder and Pigneur (2010)

http://www.businessmodelgeneration.com/canvas


Placing the BMC for RENKEI in the 
wider environment

ÅSocial, political, technological, environmental issues 
and trendsςHEIs need to demonstrate impact with 
research, individuals need to work in fast moving, 
global context 

ÅMarkets and customers ςunderstanding needs and 
issues to focus sustainable research projects and 
collaborations and achieve greater impact

ÅThe macro-economic environment ςchallenging and 
competitive, internationalisation, globalization

ÅCompetitive environment ςhighly competitive for 
individuals and HEIs ςbut also need collaboration



RENKEI VALUE PROPOSITION



RENKEI School Aims

ÅDevelop future research leaders with the skills to 
lead collaborations between different disciplines 
and cultures (in the broadest sense of the word, 
also to include academia and business cultures)

ÅFacilitate the formation of active collaborations 
between participants to achieve a tangible 
outcome and enhance impact

ÅDevelop a sustainable network of researchers 
across Japan and the UK 



RENKEI Value Proposition

ÅLearning the languages and concepts of other 
domains,  such as business

ÅUnderstanding needs from wider perspectives

ÅTransferable skills for future research projects

ÅUnderstanding the value of ECR skills and 
capabilities in other contexts

ÅSignificant potential value creation



CUSTOMER SEGMENTS, RELATIONSHIPS
KEY PARTNERS




