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U.S. Bankruptcy Filings by Year

2Source:  S&P Global Market Intelligence
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BUSINESSES REALIZE THEY’RE A 
PERISHABLE COMMODITY

https://www.spglobal.com/market-intelligence/en/news-insights/articles/2025/1/us-corporate-bankruptcies-soar-to-14-year-high-in-2024-61-filings-in-december-87008718
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RECENTLY HEARD OPINIONS 
FROM LUX CLIENTS

We are careful of Silicon Valley hype on 
technologies and products; we use startups as a 
way to learn, but we don’t invest fully because 
we know the hype is inflated.

How do you make money from AI?

Speed is the new IP….

How do you make 
money from sustainability? 

[In retail], value [segment] is 
growing.…
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PRICE AND VALUE

Price is what you pay; value is what you get.

Warren Buffett
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WHAT VALUE 
“MEANS”

HOW VALUE 
TENDS TO BE 
MEASURED

5

WHAT IS VALUE?

PUBLIC EQUITY 
INVESTOR

Investment style

Total shareholder 
returns

(Stock price appreciation + 
dividend reinvestment)

PRIVATE EQUITY 
INVESTOR

Valuation of portfolio 
company

Share of total 
addressable market

(TAM × share of TAM captured)

CORPORATE 
TECHNOLOGY SCOUT

New technologies 
uncovered

Incremental revenue

(Technology-driven 
product/service × associated 

revenue)

CORPORATE R&D
 LEADER

New technology 
creation

Patent filings

(Innovation = Technology 
solution × value created)
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CREATING VALUE AND …

TAM — and your company’s 
estimated market share

Your company’s revenues in 
the year of product 

introduction

Your company’s R&D costs to 
develop new technology in-
house to pursue white space

Your company’s costs to 
identify white space and 
emerging technologies
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… CAPTURING VALUE

TAM — and your company’s 
estimated market share

Your company’s revenues in 
the year of product 

introduction

Your company’s R&D costs to 
develop new technology in-
house to pursue white space

Your company’s costs to 
identify white space and 
emerging technologies

? ✓
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VALUE 
CREATION & 
VALUE 
CAPTURE
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Value capture

Goldilocks scenario
(i.e., ideal trajectory)
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VALUE CAPTURE IN A 
HIGHLY COMPETITIVE 
INDUSTRY

Instead of an airline that also has a 
loyalty business, we are becoming a 
loyalty business that runs an airline. 

Scott Kirby
CEO of United Airlines
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WHY NOW?
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EXAMPLE #1: 
CANNED 
MACKEREL



© LUX RESEARCH,  INC.   |  All rights reserved.  |  Lux Proprietary and Confidential 12

#1: PRICING AS BAROMETER

USD 14.58 per pound USD 17.13 per pound

USD 14.59 per pound USD 19.97 per pound
USD 32.34 per pound
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#1: BASIS OF VALUE

https://www.patagoniaprovisions.com/collections/seafood
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#1: BASIS OF VALUE

14Note: Prices are posted retail prices for canned mackerel (per pound) at grocery stores in New York City in 
April 2025.

$32.34 

$19.97 

$12.37 

Patagonia Provisions Nearest-priced competitor Value captured
$-

$5.00 

$10.00 

$15.00 

$20.00 

$25.00 

$30.00 

$35.00 

Pricing Power Exercised by Patagonia Provisions in 
Canned Mackerel

• Superior marketing?

• Packaging aesthetics?

• Provenance?

• Convenience?

• Nutrition?

• Taste?

• ….

• ….
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#1: COMPANY 
ORIGINS
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Macroculture: canned fish, Patagonia provision

This topic scores 27.8% on the maturity
curve and is expected to expand to 
42.3% in 12–24 months.
This culture is currently relevant to 67M
people and is expected to grow by 
52.1% in 12–24 months.The farther right a topic sits on the maturity curve, the more consistently it is understood by 

consumers to mean something to them in their lives. The maturity curve and population size 
function as important indicators of timing and level of opportunity.

#1: MATURITY CURVE

16
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W H Y  C A N  
P A T A G O N I A  
P R O V I S I O N S  
C H A R G E  A  
P R E M I U M  F O R  
C A N N E D  F I S H ?

17

#1: THE POWER OF THEMES & 
SYMBOLISMS
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#1: EVOLUTION OF THEMES

C u r r e n t  S t a t e

18
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#1: EVOLUTION OF THEMES

F u t u r e  S t a t e

19
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#2: POSITIONING TO CAPTURE

20
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#2: POSITIONING TO CAPTURE

21
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#2: POSITIONING TO CAPTURE
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#2: POSITIONING TO CAPTURE

• Invites interaction
• Emphasizes expertise and innovation

• Gets straight to business
• Emphasizes efficiency and speed



© LUX RESEARCH,  INC.   |  All rights reserved.  |  Lux Proprietary and Confidential 24

CREATING 
VALUE

50 100 150
Buyers (millions)

Revenue Cost Value

Increasing willingness to pay 
boosts revenue by raising prices 
and expanding the attainable 
group of buyers

Reducing cost expands the 
attainable group of buyers and 
increases the value

Increase 
willingness 
to pay

Reduce 
cost

$
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PATAGONIA 
PROVISIONS

50 100 150
Buyers (millions)

Revenue Cost Value

Create value: 

Premium offering in taste and 
sustainability

Capture value: 

Brand credibility enables sales 
with sustainability and quality 
claims

Increase 
willingness 
to pay

$
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DOW CORNING 
XIAMETER

50 100 150
Buyers (millions)

Revenue Cost Value

• Capturing each other’s value

• Dow Corning’s premium 
product elevates willingness 
to pay

• Xiameter’s volume reduces 
costs

Increase 
willingness 
to pay

Reduce 
cost

$
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CREATION-AND-CAPTURE FRAMEWORK

Be very clear about 
how you create value

Determine your 
position on the map

Supplier 1

Supplier 2 Client

Manufacturer

Retailer

Regulator

Service 
co.

Funding

Map the ecosystem 
around your product

Design your value 
capture

Supplier 1

Supplier 2 Client

Manufacturer

Retailer

Regulator

Service 
co.

Funding
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1 2 3

Build assets to capture 
value.
While innovation creates 
value, your assets determine 
value capture. Assets include 
capital assets and soft assets 
like brand image and 
credibility.

28

KEY TAKEAWAYS

Use the framework in 
known ecosystems.
The value-creation-and-
capture framework is very 
powerful when you know the 
price curve and the 
ecosystem structure.
Disruptive or completely new 
innovations require another 
approach.

Use consumer insights 
to increase willingness 
to pay.
Consumer insights help you 
assess if a certain product 
change may increase 
willingness to pay. Use them 
to guide your development.
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questions@luxresearchinc.com

E M A I L

questions@luxresearchinc.com

www.luxresearchinc.com

V I S I T

www.luxresearchinc.com
http://www.luxresearchinc.com/blog/

R E A D

http://www.luxresearchinc.com/blog/ LuxResearch

C O N N E C T  

LuxResearch
@LuxResearch

F O L L O W

@LuxResearch

Innovation Matters Podcast - Spotify

L I S T E N

Innovation Matters Podcast - Spotify
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THANK YOU

mailto:questions@luxresearchinc.com
http://www.luxresearchinc.com/
http://www.luxresearchinc.com/blog/
https://www.linkedin.com/company/lux-research/
https://twitter.com/LuxResearch
https://open.spotify.com/show/3ApAtkGlVjE83O0hJUePbA?si=f71db90909a44784


© LUX RESEARCH,  INC.   |  All rights reserved.  |  Lux Proprietary and Confidential

www.luxresearchinc.com

V I S I T

www.luxresearchinc.com
http://www.luxresearchinc.com/blog/

R E A D

http://www.luxresearchinc.com/blog/ LuxResearch

C O N N E C T  

LuxResearch
@LuxResearch

F O L L O W

@LuxResearch

questions@luxresearchinc.com

E M A I L

questions@luxresearchinc.com
Innovation Matters Podcast - Spotify

L I S T E N

Innovation Matters Podcast - Spotify

Our mission is to advise leaders about commercially viable 
science and technology to enable sustainable innovation. We 
deliver research and advisory services to inspire, illuminate, and 
ignite innovative thinking that reshapes and grows businesses. 
Using quality data derived from primary research, fact-based 
analysis, and opinions that challenge traditional thinking, our 
experts focus on finding truly disruptive innovations that are 
also realistic and make good business sense.

The “Lux Take” is trusted by innovation leaders around the 
world, many of whom seek our advice directly before placing a 
bet on a startup or partner — our clients rely on Lux insights to 
make decisions that generate fantastic business outcomes. We 
pride ourselves on taking a rigorous, scientific approach to 
avoid the hype and generate unique perspectives and insights 
that innovation leaders can’t live without.
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ABOUT LUX

Our mission is to advise leaders about commercially viable 
science and technology to enable sustainable innovation. We 
deliver research and advisory services to inspire, illuminate, and 
ignite innovative thinking that reshapes and grows businesses. 
Using quality data derived from primary research, fact-based 
analysis, and opinions that challenge traditional thinking, our 
experts focus on finding truly disruptive innovations that are 
also realistic and make good business sense.

The “Lux Take” is trusted by innovation leaders around the 
world, many of whom seek our advice directly before placing a 
bet on a startup or partner — our clients rely on Lux insights to 
make decisions that generate fantastic business outcomes. We 
pride ourselves on taking a rigorous, scientific approach to 
avoid the hype and generate unique perspectives and insights 
that innovation leaders can’t live without.

http://www.luxresearchinc.com/
http://www.luxresearchinc.com/blog/
https://www.linkedin.com/company/lux-research/
https://twitter.com/LuxResearch
mailto:questions@luxresearchinc.com
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