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My offer to you: 

5 to 15 minutes of your time
At least 2 gold nuggets*

(and if I deliver, you’ll share?)

For the 5 minute version: ignore the voice-over commentary on the bottom (you’ll lose some 
context and depth but you’ll get the general gist). For the 15 minute version: read the voice-
over commentary as you go and more importantly--think deeply about the examples. *FYI a 
gold nugget is something useful enough to carry with you moving forward. So let’s get to it. 2



Quantum-changes to humanity: 

AGRICULTURE
POWER

COMMUNICATIONS
COMPUTING

CONNECTIVITY
In the course of human history there have actually been very few true quantum step-changes 
forward—ones that fundamentally altered the entire species (yes, I’m going to go very ‘meta’ 
here). Agriculture was one. The harnessing of power another. Communications (in particular 
remote communications) was a third. In the last half-century we have been blessed to 
experience two more, both still in-process: computing (machines that can access, store, and 
process information faster than humans) and Global Ubiquitous Connectivity.
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A very important new term 
and acronym: 

GLOBAL UBIQUITOUS 
CONNECTIVITY 

(G.U.C.) 
I know I know, it should actually be Ubiquitous Global Connectivity. But since UGC already has 
weight as an acronym around user generated content we’ll invert it.
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GLOBAL 
UBIQUITOUS 

CONNECTIVITY

Everyone is on 
the same 
network, all 
the time.

=
It’s a very simple but incredibly powerful thought. And the implications of it are far-reaching. 
It will change our society over time in almost every aspect. 5



GLOBAL 
UBIQUITOUS 

CONNECTIVITY

THE INTERNET
WIRELESS
SOCIAL
MOBILE
LOCAL
ETC…

>
If there were a symbol for ‘transcends’ I’d put it in here where this ‘greater than’ sign sits. All 
of the terms on the right are simply either: 1) things that were required to enable GUC or 2) 
improvements that manifest as a result of it being in place. But the bigger idea is on the left.
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We are only here…

You might think the world today is an incredibly different place vs. just twenty years ago. 
Computers are used by the masses. Facebook has changed fundamental social interaction 
dynamics. The world carries iPhone and equivalents everywhere which has enabled an entire 
new world of location aware task-based applications. However, we are just at the very first 
stages of this journey. 

The impact of Global Ubiquitous Connectivity in 
our day-to-day lives

LOW HIGH
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World-changers take time, in steps. 
Example: 200 years of power.

Why do I think we’re just at the starting gates?  If you look at the true society-impacting, 
quantum state technology revolutions they manifest as continual and significant step-
changes that no one could have completely foreseen at the outset.  For example, just look at 
how long some key step-changes for power took.  Yes, things move faster today but the path 
will be the same. Facebook will just be a bullet in the new list that is forming.

1752 – Franklin invents the lightning rod
1800 – First electric battery invented
1816 – First energy utility founded
1821 – First electric motor invented
1837 – First industrial electric motors
1878 – Edison Electric Light founded
1879 – 1st commercial power station
1882 – 1st hydroelectric power station
1883 – Electric transformer is invented

1884 – Steam turbine invented
1888 – Rotating AC alternator invented
1892 – General Electric formed
1903 – Electric vacuum / washing machine
1913 – Electric refrigerator
1928 – Boulder Dam construction starts
1935 – First night baseball game
1947 – Transistor invented
1953 – First nuclear power station ordered

And so on...
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And for those of you visually motivated, this is the visual codification of the world’s Internet 
connections from the OPTE project circa 2005. One world – all on the same network. Just 
imagine what this looks like today. Next, we’ll talk about some implications.

One network visualized…
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Everything will change:

How we interact and share
How we find information

How we work
How we play

The concept of business

It is not hyperbole to say that GUC changes everything. You could pick almost any aspect of 
society today and a tome could be written on how GUC can radically transform it (if it hasn’t 
already). Next, I will go a little deeper into the last line--how the very nature of ‘what a 
business is’ expands into new and exciting vectors.
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Since the Internet spawned the industry has attempted to bucket businesses into a simple 
framework: business that provide services to customers, businesses that serve businesses, and 
business that enable networks. This view is too simplistic and therefore flawed. 

First, some brainwashing…

B2C
B2B
C2C
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I am going to introduce you a revised way to think about the value that businesses or 
corporations provide to the society, based upon a matrix of value-flows--whether value is 
flowing out ‘to’ someone (denoted with little ‘t’), being pulled ‘from’ someone (denoted with 
little ‘f’, or being exchanged between entities (denoted with little ‘x’).

A better framework…

B2C
B2B
C2C

BxC
BxB
CxC

BfC
BfB

BtC
BtB
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About five years ago I came up with the following very simple framework for talking about GUC 
and the implications on the new world of doing business. The letters don’t change their 
meaning: B stands for Business. C stands for Consumer. All businesses can be described by this 
framework—where the connections and the direction of those connections are the key.

The BBCC VALUE FLOW matrix:

B C

B C
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The past view of a business is that it’s an entity or organization that delivers some value 
(products or services) to some set of customers. Those customers can be consumers (people) 
or they can be other businesses. In a non-connected world, the bulk of the businesses in the 
world actually fall pretty cleanly within this value-flow framework.

The unconnected world of business:

B C

B

I make…

…and 
you buy.

…and 
you buy.
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In a ubiquitously connected world the value flows explode in all directions. Every business 
needs to stop and assess it’s foundational business model and raison d’etre given these new 
possibilities. Very few businesses can survive if their value creation flows stay within a single 
arrow. To best illustrate, let me walk you through examples of each of these seven flows.

Enter the connected world:

B C

B C

BLUE 
= 

NEW 
VALUE 
FLOWS
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Let’s start with the most obvious ones. B to C still has core place in the flow of value. In a 
connected world we have seen a large number of businesses improving or extending their 
abilities to deliver their products or services to their customers over the Internet and 
improving selection, convenience, etc. But the core value flow is the same.

Value flow #1: B to C (BtC)

B C

B C

B to C What it is: 
A business delivering some value to 
consumers

The question to ask:
What product or service can I deliver 
to consumers that fulfills  a core 
need or want?

Examples:
• Walmart selling products in a store 

or online.
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In the new connected world, consumers are no longer just customers—they can and should 
become part of your value creation engine. Most companies are at very early stages of thinking 
through the implications of this simple yet powerful change. The majority of current crowd-
sourcing efforts tap into this value flow.

Value flow #2: B from C (BfC)

B C

B C

B from C

What it is: 
A business improving or extending its 
products or services through the 
contributions of its consumers.

The question to ask:
What can my customers provide to 
me that I can turn into competitive 
advantage or customer value?

Examples:
• Turning purchase data into insight.
• Real-time customer feedback that 

drives product strategy.
• Crowd-sourced content or assets.
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Creating a network that connects business with consumers (and these are often consumers 
that you are directly reaching through other means) can create a very powerful network-effect 
ecosystem.  

Value flow #3: B many C (BxC)

B C

B C

B many C

What it is: 
A business enabling other businesses 
to connect with consumers. 

The question to ask:
Can I create unique and sustained 
value by connecting other businesses 
with consumers?

Examples:
• Expedia
• PayPal merchants
• Amazon third party commerce 

partners
• Facebook company pages
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Back to the obvious. Providing products or services directly to businesses will be a key chunk 
of the society--forever. Again, GUC can streamline processes, expand inventories, improve 
convenience, provide scale benefits, etc. in the same way that it does for consumers.

Value flow #4: B to B (BtB)

B C

B

B to B

C

What it is: 
A business delivering some value to 
another business.

The question to ask:
What product or service can I deliver 
to other businesses that fulfills  a 
core need or want?

Examples:
• Boeing selling planes to airlines
• Law firms providing legal services
• Wholesalers selling to retailers
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B from B is a trickier one but accretes tremendous value into the companies that can stake 
their claim first. The application stores that are spawning up around the mobile world are 
great examples of this. And as you can see flows can be tied together (e.g. Apple’s app store 
taps into both B many C (it connects developers with customers) and B from B value flows. 

Value flow #5: B from B (BfB)

B C

B C

B from
 B

What it is: 
A business improving or extending its 
products or services through the 
contributions of its business 
customers.

The question to ask:
What can my business customers 
provide to me that I can turn into 
competitive advantage or customer 
value?

Examples:
• Mobile application stores (Apple, 

Android)
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Creating networks that connect businesses together creates powerful platforms. Google’s 
engine is a combination of a B many B plus a B many C model (some revenue comes from 
businesses clicking on sponsored links provided by other businesses, some revenue flows 
from consumers clicking on sponsored links provided by those same businesses).

Value flow #6: B many B (BxB)

B C

B C

B m
any B

What it is: 
A business enabling other businesses to 
connect with yet other businesses. 

The question to ask:
Can I create unique and sustained value 
by connecting business to each other?

Examples:
• Google Adwords and Adsense
• Online advertising networks 
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When you get a consumer value flow in one direction it’s often bi-direction (Paypal example: I 
can pay you but that means you can also pay me). Because of this dynamic the concept of ‘to’ 
or ‘from’ flows between consumers gets blurred and it’s easier to put them all in the C many C
camp. Some of the fastest growing companies in history have these engines at their core. 

Value flow #7: C many C (CxC)

B C

B C
C m

any C

What it is: 
A business that enables consumers to 
connect with other consumers. 

The question to ask:
Can I create unique and sustained 
value by enabling consumers to 
connect with other consumers? 

Examples:
• Facebook
• LinkedIn
• Paypal
• eBay
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So what do you do with this? My contention is that everyone in your company needs to think 
about how they can create a more robust connected business model—thinking in terms of the 
BBCC value flow matrix as opposed to the simple frame that you have hopefully already 
forgotten. To make this even more tangible, let me give you one concrete example.

Back to the brainwashing

B2C
B2B
C2C

BxC
BxB
CxC

BfC
BfB

BtC
BtB

Don’t think this way:
“I have a business that is…

Think this way:
“My business is made of 

these value flows…
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Let’s consider Amazon. And let’s narrow it down to just look at their core online shopping 
destination experience (ignore their eReaders, tablets, infrastructure services, etc.). As you can 
clearly see Amazon cannot be described as a ‘B2C’ company (where it would have been 
bucketed before). It owns many value streams and those streams interact and stack.

Let’s consider Amazon…

BxC
BxB
CxC

BfC
BfB

BtC
BtB

Sells products it 
warehouses directly to 

consumers

Turns purchasing info 
from millions of 

customers  into better 
recommendations

Connects inventory and 
increasingly media from 
other companies with 

its own consumers

Creates consumer to 
consumer 

recommendation and 
rating value

Uses pricing and 
purchasing insight from 
its business partners to 
optimize its own pricing

Effectively connects its 
marketing affiliates to a 

broader network of 
retailers
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And for the wrap up…

3
common questions answered, 

and then we’re done.
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Q1: Hmmm. Sounds complex. 
Why bother thinking about this?

A1: Because it allows you to
create superior experiences 

for your customers and
scale your business 

with other people’s energy
The core magic of these newly introduced value flows is that they enable a business or 
organization (and by the way, these same principles are broad enough to apply to a non-
profit, an educational institution, etc.) to create experiences that would otherwise not be 
possible and to scale them beyond their directly controlled resources. 26



Q2: And how can I apply this to 
my business or organization?

The simplest way to take this framework and make it actionable is to simply go through the 
matrix and apply each cell to your business. Many cells will not apply--but many will push 
your thinking into new and powerful directions.
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A2: Ask yourself the seven 
questions from  slides 16-22



Q3: What about connecting ‘things’?

Finally, I have gotten a lot of questions around the ‘Internet of stuff’. In this new world it’s 
not just businesses and consumers that are connected but increasingly physical objects. It’s a 
massive implication of GUC and therefore is worthy of an entirely separate framework (stay 
tuned for that one). 28

A3: That needs a separate deck

B C T?



Summary:

G.U.C. is a very big deal and we are just 
getting started. It opens up entirely 
new and more powerful business 
models based upon bi-directional 

value flows between businesses and 
customers.  Think in terms of 

connected value flows.
Finally, a parting thought: in many ways this deck is about foundation setting (I will be 
referring to GUC and these new connected value-flows in future thought decks). So if you 
haven’t had an ‘a-ha’ moment yet hopefully it will come from subsequent decks.
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A huge thank you for your time. I 
hope you extracted at least two personal 
gold nuggets. And if you did, please feel 

free to share this deck with others.

Those are gold nuggets not fortune cookies FYI.
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Two seconds and 
two slides about me:

A.K.A. Who am I and 
why am I interested in this stuff?

If you have read this far then you might be curious as to who I am. If so, here’s my life story in 
2 slides and 20 seconds.
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1995 focus =
Connected software

2000+ focus = 
Connected online networks

In 1995 while I was at Microsoft it was clear to me that the Internet would fundamentally 
change software forever. I shifted my focus in that direction and took over the global online 
marketing for Microsoft’s Consumer Products Division. I have been working on connected 
software and Internet services ever since. 32



1995 focus =
Connected software

2000+ focus = 
Connected online networks

In 2000 my passion further shifted into connected online networks. I have spent the last 
eleven years primarily focused in this area as an entrepreneur, advisor, and executive driving 
reinvention across a range of categories including: expertise, community, social-search, 
photo-sharing, and more.  The POV of this and my other decks were formed and evolved 
over the last two decades as a result of those experiences. 33



EOM
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