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Premise

“Increasing awareness of business models and the spectacular MSP

successes from the past decade have prompted many entrepreneurs @

and investors to attempt building or identifying ‘the next eBay,”

(Andrei Hagiu, MIT) ' 'h y

This is the key objective of the Platform Innovation Kit, to provide a \
proven methodology to ideate, design and implement platform based 2
business models. L

The methodology is based on best practices of successful platform
companies worldwide, including the inner mechanics of a core
processes and scalable market strategies.

We suggest to use the toolset not only to invent new business models,
but also to understand, observe and learn from others - bringing you
new insights from digital ecosystems.

A
We believe in the power of networks - that's why we made the toolset
open source to encourage innovators around the globe to participate in 69
the further development of the tools. | ¢
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From Linear Businesses to Platforms

What we see today is the rise of the platform economy -
a shift from linear value chains to value creation
networks.

Companies have to move away from the thinking of ,my"
product or ,my" service. In a platform world you become
the orchestrator of multiple parties. Your job is no longer
to develop new products, your job is to facilitate the
transaction between the participants.

The standard business model canvas is a perfect tool for
linear businesses - we love it too. But using it to design
multi sided businesses can end up in a mess. That's
where the PIK will help. Exclusively designed for
platforms where you have to manage multiple value
propositions.
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The Business Model Canvas oy
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Linear Business

Sells a product or service to a
consumer

Owns one side of the
transaction

Products have inherent value

.| derive value from my use of a

product*
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Platform Business

Facilitates a transaction
between multiple parties

Owns infrastructure that
facilitates the transaction

Platforms add network value

.| derive value from other

peoples use of the platform”




() Introduction
to the Kit




History of the Kit

Platform Platform Platform Platform

Business Innovation Innovation Innovation
Model Kit Kit Kit
Canvas 1.0 _ 2.0 3.0

— o

HQ &

The original canvas for multi-sided ~ Intro of the 5 step Platform Innovation A lean innovation process & toolset 1st interactive set of canvases for
ecosystems Process and 4 new canvases guiding you from ideation to growth platform & ecosystem innovation
new deep dive canvases

2015 2016 2017 2018
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me Platform Innovation Kit is a comprehensive and easy-to-use
strategy and business model innovation framework for
digital platforms & ecosystems

It helps to

ideate new platform opportunities
launch & ignite a platform ventures
improve an existing platform business

make strategic pivoting decisions \

 \ PLATFORM
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Overview Platform
Innovation Kit 3.0

Four major components
helping you to build
digital platforms &
ecosystems the right
way

Innovation EIH

Step-by-step guide to help
you to focus on the right
things when going from
ideation to scale.

Interactive
Canvases R

A comprehensive set of
Interactive canvases to
explore, design and validate
platform business models.

Assessment

RRR
']

Review your platform best
practices and align it with
critical success factors to

prioritise next steps.

= App and
E‘o" Community

Use our chat bot for an
interactive learning
exerience and connect
with global experts and
platform pioneers.



Innovation

DISCOVERY & DESIGN VALIDATE & LAUNCH ATTRACT & SCALE
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Platform
Design

Market-Fit

Step-by-Step

A structured, systematic and proven process to help you to
build a profitable, repeatable and scalable business

Best Practices

Based on best practices from platform startups and
ventures worldwide

Focus on the right things

Helps you to focus on the right things at the right time -
lowering the risks of failure and speeds up the process



Platform Business Model Canvas

One-Page platform business model canvas acts as a
dashboard for all key components and can be used for
platforms as well as larger ecosystems

Deep-Dive Canvases

Set of multiple canvases to understand and design key
components and strategies in detail

Interactive User-Guide

All canvases are equipped with barcodes giving you access
to an interactive online user-guide via the Platform
Innovation Kit App

Multi-Language

The canvases are available in multiple languages to
support a global adoption (English, Spanish, German)

USER GUIDE 3.0 | www.platforminnovationkit.com



Assessment

SUCCESS CRITERIA STRENGTH / WEAKNESSES SCORING IMPROVEMENTS

ECCEYSTEN EPLORATION

VALUE CREATION

VALUE DELIVERY

PLATFORM ASSESSMENT (light) vz.o

© 00

Check against Success Criteria

Check your platform against best practices & success
factors of best-in-class platforms

E3 Strategy Framework

Define your strategic focus for the next 3-5 years to set
priority for improvement activities

Define Improvements

Clearly define required improvements and incorporate the
into an integrated roadmap

Team Alignment

The Assessment is conducted by face-to-face interviews
and team workshops to ensure common understanding
and alignment between responsible team members
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Masterclasses

7 # Available on the |
¢ App Store

| rto Identify a

App and community

Foundations

on #1

form
iness

ed articles

CKING INDUSTRY 4.0

HE B D
()

Digital User-Guide

Scan the barcode on the canvases to get support &
guidance incl. examples & up-to-date news

Insights from global experts

News and latest insights from global experts and thoughts
leaders curated right into your pocket

Interactive Community

Exchange with other platform pioneers within our global
platform innovation community

DOWNLOAD NOW
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The multi-sided Market Model

Platform (n):

“A business that operates a
physical or virtual place to help
two or more different groups to
find, co-create, interact with
each other and exchange
value.”
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In our observations we realized that successful
platforms are based on more than two sides -
they are multi-sided.

They bring together different roles - Consumers,
Producers and Partners. They facilitate the
transactions of values and focus on building long
lasting relationships.

The core role of a platform is comparable to an
orchestrator. Bringing different stakeholders
together to allow the exchange of values.

In our methodology we distinguish between four
roles of stakeholders. It is important to
understand the difference between them to
define proper value propositions for each of
them.

14



The Platform Stakeholders

) e

.. providing the core value to the platform
ecosystem, looking to enlarge their customer base
and lowering the efforts for marketing.

..consuming and utilizing the core value from the
platform ecosystem.

Can transform into the role of a Prosumer when

acting as consumer and producer at the same time
Examples: Airbnb hosts, UBER drivers, Youtube
Examples: Airbnb travelers, UBER riders, Videographers, Salesforce software providers

Youtube viewers, Salesforce customers

.. own the vision of the platform and it's ecosystem.
They are responsible to lower the friction of the core
platform processes and to enhance the experience
of the platform for all stakeholders.

.. are additional service providers looking for a better
and broader market access.

The biggest difference compared to the Producers
are that they are only indirectly involved into the

exchange of the core values. .
Examples: AirBnB, Apple as the appstore owner,

Examples. \WordPress theme developers, p Google as the Android owner, Wordpress,

Salesforce Forge developers, Payment providers, q Salesforce

Advertisers

( ) K]NO\;I;fIgNRKIMT USER GUIDE 3.0 | www.platforminnovationkit.com 15
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Platform Innovation Plan

Purpose & How-to

DISCOVERY & DESIGN VALIDATE & LAUNCH ATTRACT & SCALE

+ Intalzea projoct incl toam &support fom = Early concept validation and 15t learning teration = Win 15t real customers and generate liguid ty + Ensure balanced growth mainly criven by rvetwork effects
managemen

The Innovation Plan is a best practice based blueprint
for platforms going from design to growth.

PLAN

KEY PRIORITIES i . o » Understand stakeholcer motivation and behaviour « Stimulate early network effects (cross side & same-side) | « Strencthen liquidity & profits, ensure fundiin:
= Explore & select plallorm opporlunilies = Validate market opporuniy = Lears quickly anc increase efficiency in core processes | = Improve intemat operations, scale team and auild culture
v kit P s s feraec Mol = Build platfor MVP and prepare oparations = Attract partners to the ecosystams * Explore new growth opportunities
= Gererale indeplh undierstanding of slralegic iepaci o |+ plan & Execute Launch
‘existing business macols

Purpose is to help platform teams to focus on the right
things at the right time. Adoption to each venture

MILESTONES & Comple s
MACRO ACTIVITIES s
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ERRTE Cefineyrothes or M— inatyze Croieth Risks . . N .
H - - o project is required. Clear milestones help you to fast
- s Fowe forward and reach your goals faster and less risky.
Kicwesir e E B
L reseyren study wuslonre buss
e e o ke Th or st f 2 olatf i Each
oo > = pmser ere are 4 major stages of a platform venture. Eac
° ol [t | o stagg Ihas different key priorities. The defined macro
il s o RIS WX activities are color coded to help you to understand the
E— = = impact area of your business model.
e — e . . .
s e s | 1. Define the right stage for your venture and check
Y Piustirgd Lodate o H I
| & » oo / adapt the key priorities.
= - R e 2.  Define completeness criteria for each milestone
— e ”%‘2’» (P ->they have to have a customer focus (internal or
_ ?;.‘.&”:.”mm AralyzeCroeth Risks Envircamertiear: exte rna I_) )
DatrGIoARtal Prepess Beuls Dicove e T .
E Birge oo s 3. Check and adapt the macro activities -> give
giwmmncs& ey Funding o I::ﬂl::f;g'::

them clear names and add ownership.

’ gmr;murum
Platform
Design .
i Horions We recommend to transfer the plan into project

g
® 3

management tool and to use an agile approach (e.g.
Scrum, fast-time-to-market) to follow-up / update.

MVP
Launch

INNOVATION
PLAN

NG
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O Our
Canvases
~ oommononow


http://platforminnovationkit.com/

r Canvases

ITIES / COMPONPONENTS

Paster | Our process uses large,

Ordler Teg@sadhon g, K graphic templates to
Moeradion o * ;' =~ step teams through the
\ == i:\::s:\em % development of digital

Posyrent NV | | platforms & ecosystems

‘ focused on every

important component of

modern business

models.



@ Overview of the Canvases

DISCOVERY &
INNOVATION BUSINESS MODELING

J

USER GUIDE 3.0 | www.platforminnovationkit.com
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@ Overview of the Canvases

DISCOVERY & INNOVATION BUSINESS MODELING

Network Effects

Platform Services Platform Strategy

o
®

Interactions

Platform Business Model Platform Value

22
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Environment Scan Canvas

Purpose & How-to

KEY TRENDS MARKET FORCES

By mapping results from research and studies the
canvas will support deeper discussion with your
innovation peers to build a common understanding.

mﬁﬂ % The environment scan help; you to analyze ano! _
M | = O understand what is happening around you - to identify
@B opportunities and risks.
ad
2
o

n
LL]
n
<
>
p
<
O

1. Define the current business you want to disrupt -
could be your own or the the business of
someone else -> put it into the middle

2. Collect and analyze different sources for trends,
market developments, competitors, analyst
opinions, etc. related to your platform

3. Discuss the collected information and highlight
" the most important -> condense them into clear
statements
4. Map the statements on the canvas into the four
”;’D AG areas to build a common picture
1ddd] &{;:};
Best Practice:

INDUSTRY FORCES MACROECONOMIC FORCES
s Pin the most important statements closer to the middle
and the less important more on the outside

T SCAN CANVAS v3o0

tora gz paraceen

USER GUIDE 3.0 | www.platforminnovationkit.com 24
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Environment
Scan Canvas

KEY TRENDS
3 Mobile first
continues
Traveling and
exploring local
sights
New
competitors
(easy to copy
business model
-> oflats.com)
Other platforms
INDUSTRY FORCES

;i Other v chain Well established
‘ hotel chains

™ ENVIRONMENT SCAN CANVAS v30

e 00 Farcf e Sufzer innoron KX - e o3t o7 18 [RFE T Darearcn
- Dowricad 3 eww.girion rroasse duooe

Hotel Industry

Travel industry MARKET FORCES
with big TAM

Legalissues (tax, ,“‘
health, safety)

Travelers
always look to
lower costs for Hosts are
accommodati looking for
on additional Possible
sources of regulations
Increase of local income

housing demand

Global reach of

Sharing i
Economy is apps / internet
booming raises

MACROECONOMIC FORCES

AirBnB
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Platform Idea Canvas

Purpose & How-to

CONSUMERS PARTNERS
our main consumer segments? Who are your main partner segment

PARTNER NEEDS
What are the core needs of your partr
Why do they need your platform?

CONSUMER NEEDS

ADDRESSABLE MARKET
What s the Tot sable Market (TAM
nd the Service ble Market (SAM? MISSION

CORE VALUE

plttorm generation

USER GUIDE 3.0 | www.platforminnovationkit.com

KEY RESOURCES

PRODUCERS
Of ain producer

PRODUCER NEEDS
2 the core needs of your producers

KEY ACTIVITIES

ain value adding activit yor

latform?

ESOUrCE

you have to

PURPOSE

The Ideation Canvas helps you to scribble a platform
business idea on a one-pager. By filling all gaps you
make sure, that you've taken all essential elements of
an business model into account. You are able to quickly
create an idea portfolio by running several iterations.

1. Fill in the gaps, starting with the “what" (value

proposition).

2. Define all players (peers) on your platform.
3. Describe how you want to make money (revenue

model) and the corresponding value stream.

4. Give youridea a catchy name.
B. Pitch your idea and clarify the understanding.

Best Practice:

At this stage it is most important to generate as many
ideas as possible. Try to pitch your idea in an elevator
speech of 1 minute max by starting with the “what".

26




a8
-/

Platform
|dea Canvas

See online example

CONSUMERS

Private & Business
Travellers

CONSUMER NEEDS

Interesting and cheap
accommodations

ADDRESSABLE MARKET

global market of private
travellers

MONETIZATION

booking fees

PARTNERS

Cleaning Services

PARTNER NEEDS

reduce effort to get
new jobs

MISSION

beeing the global
platform for getting
cheap & interesting stays

CORE VALUE

stay

PRODUCERS

Private Hosts
(having spar capacity)

PRODUCER NEEDS

earn extra money

KEY ACTIVITIES

Develop Platform
Acquire producers
Marketing

KEY RESOURCES

Dev Team
Marketing Team

PLATFORM IDEA CANVAS v3o AirBnB
e 9 ? ;UMI 6 Pt T Innovabion Kit - the el

anload i il okt

for the piatform ganaration (market network)
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Platform Business Model Canvas

Dashboard and higher-level consolidation of Business Model Components

Governance Services,

Expferience. JoTney

sssss PEONG & SKILLS

\,

=== ‘ : ‘ o Mission, Core Value,
. . Transactions

O] e =

, PLATFORM BUSINESS MODEL CANVAS v30 % @
) - - i

Your Dashboard

Monetization &

Business Case (Platform Business Model Canvas) Stakeholder
Personas 29
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Platform Business Model Canvas

Purpose & How-to

SUPPLIERS PEOPLE & SKILLS

INVESTORS DATA

DELIVE
~RY

INFRASTRUCTURE

COST STRUCTURE

PLATFORM BUSINESS MODEL CANVAS v3.0
S 0° s

Fancre
Dowrizad

CORE SERVICES { VALUE EXPERIENCE CONSUMERS

Ul
PROPOSITION

Segments Needs

CORE VALUE

PRODUCERS

Segments Needs

PARTNERS

Segments Needs

VALUE CAPTURE

Revenue Data Insights Others

v

USER GUIDE 3.0 | www.platforminnovationkit.com

The Platform Business Model Canvas (PBMC) acts as
your One-Page Dashboard.

A) it's a graphical overview of the core components of
your business models

B) Asareference it mainly acts to track validation
progress until you have a running business

PURPOSE

The canvas consists of 3 main areas:

“Value Creation” is the front stage of your business
model and describes how you create value for your
customers, what are the touchpoints with your platform
and which core network effects are in place.

HOW TO

“Value Delivery" is the backstage and describes how
you deliver the value - what are core services of the
platform and what kind of resources have to be in
place.

“Value Capture” describes how you make money.
Revenue vs. Costs. And it defines the north start KPIs /
metrics.

Best Practice: Always start on the right hand side -
with the customers / core stakeholders of your
platform business.

30



SUPPLIERS PEOPLE & SKILLS CORE SERVICES VALUE EXPERIENCE CONSUMERS

PROPOSITION

Localiregonal Real Sacial Login

Estate Agenties Marketing team Bl tearn LrEon) Login/Signup

Tourism CORE VALUE
recalreginoal Customer . Identay check TRAVELER GUEST Unigue
\'/ e Govemment | success tesm s {Crearicn) EXPERIENCE Onbasrding private / business experiences
Channels/medums Product/ It team HOME Data nfx
Host Profile Reputaticn
system
INVESTORS DATA Host/Guest Review o PRODUCERS
(Curate) MISSION .

Guest Profile
Accommencation

Venture Booking User system

Platfo rm Capitalist data Identity/usage Hames kating Create a world where
Business Model Canvas

people can belong
through healthy, Home Profile HOST

Market

Earn money from

Pricing Transactional local, authentic, Network Nx o spare capacity
Finandial Data Data = diverse, inclusive and owner
3 ecommensation system RS <
nstitutions (Match) ¥ sustainable travel dentity prafile
Search box Market
See online example
SUPPORTERS INFRASTRUCTURE - » etterfren PARTNERS
Sabrels >F slendar P CNaLy
Date/ Homet Availabiity messaging
Platform MeA Lii INSURANCE
AWS architecture Tripdreal - "‘”’)“;’:‘:“ AGENCY
Tilt - Trooly Booking - ﬂgh‘*;'s Additional
system rust Forn Transactiona Sales/Revenue
FINANCIAL (Consume) toolf booking channel
system
protocols Security Msig PROFESIONAL
architecture ammunicston md:}: PHOTOGRAPHERS
{Consume)
COST STRUCTURE CORE METRIC VALUE CAPTURE
# bookings per month ant ) U Real Estate
renting pricing
I n H f
?f‘ ine Payment Insurance S AdE Platform Transaction fee User Identity User Feedback Graph
i Capkal RSSO Creation & #cancelations Hreviews from Hosts and Guests
Maintenance b= g
User Reputation User Booking graph

Hosts pay about 3% of
booking fee, and guests
are responsible for about
6 to 12% fee

= PLATFORM BUSINESS MODEL CANVAS v3o

BUSINESS
MODEL

® 09
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Platform Value Canvas

Purpose & How-to

CONSUMERS PRODUCERS

-

VALUE PROPSITIONS TRANSACTIONS

PARTNERS OWNERS

PLATFORM VALUE CANVAS v3o

@ 06 Em Tar the pisttorm generation
S

USER GUIDE 3.0 | www.platforminnovationkit.com

The Value Canvas helps you to define the core value
proposition and business model of your platform. You
understand the core motivation of every stakeholder to
join the platform. And you design the inbound and
outbound transactions incl. revenue streams.

PURPOSE

Define the core element & mission of your platform.
Define the key stakeholders

Define the value propositions

Define the inbound / outbound transactions

hwihp

Best Practice:

Concentrate on the value proposition for each
stakeholder segment. It's important that you get this
right, because your platform needs to serve multiple
segments at the same time.

If necessary do a deep dive with the “Stakeholder
Persona Canvas”.

32
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Platform
Value Canvas

See online example

CONSUMERS

TRAVELER GUEST

private / business

PROFESIONAL
PHOTOGRAPHERS

INSURANCE
AGENCIES

PARTNERS

Access to

Save money

wide variety
of options
Networking
local people
Accomodation
Feedback
JnigL Reputatio
S P Reviews
experiences
versonalized
Recommendations
Trust >
Reputation
Feedback EXPERIENCES HOME
A
NS TION SSION
- Platform
Service s
request -

Additional
Sales
channel

photos
Additional
revenue Insu f.an:e
channel policy

assistance

Customer
support

Networking |
with foreign
people
arn money
Reviews from spare
capacity

Trust

Infrastructure

Communication

tools
Stakeholders
nvestment
return
Purpose

PRODUCERS

HOST
home owner

AIRBNB

OWNER



https://www.creatlr.com/workshop/3TY01dn03j0cWYOkf3l4t2/

@] Platform Service Canvas

Purpose & How-to

)
L
2 MOTIVATION PLATFORM SERVICES IO i '-(})J The Service Canvas helps you to design the core
> e st @M services you have to provide to allow a seamless /
& frictionless match-making, transaction and
<ZE 2 engagement of and between the stakeholders.
U It is a perfect combination of journey mapping and
service design.
ATTRACT KEY RESOURCES
Toua SERVICES / 8 For each Stakeholder use a separate Service Canvas.
STAKEHOLDER 8 . . . .
i 3 1. Define the stakeholder in the inner circle o
aull 2. Start on the left-hand-side to define the motivation,
how you attract them and the current alternatives.
ALTERNATIVES CUSTOVERBELATICNERAP Helping you to understand potential expectations.
. 3. The middle part defines the touchpoints with your
. o platform and the relevant core services.
i 4. Satisfaction drivers allow you to understand the
importance and the USPs of your platform
5. At the right-hand-side you describe important

~a 9 ~ insights you gain, necessary key resources and how
you stay in contact with the stakeholder.

EXPECTATIONS SATISFACTION DRIVERS SUCCESS FACTORS . .
6. Laststepisto define the success factors

BASIC PERFORMANCE DELIGHT

™ PLATFORM SERVICE CANVAS v3o0

Doariosd ot wwe.

4 \\ @ 00 Rt ot ne Fatir et or the platiorm generation
ENG :
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MOTIVATION PLATFORM SERVICES KEY INSIGHTS

a8
-/

ATTRACT KEY RESOURCES
Platform i s
Service Canvas
See online example
ALTERNATIVES CUSTOMER RELATIONSHIP

MANAGEMENT

Latfoe contact and fallow-up with

EXPECTATIONS SATISFACTION DRIVERS SUCCESS FACTORS
BASIC PERFORMANCE DELIGHT

ot are the main e
slakeholder b
platfarmm and to other st

™ PLATFORM SERVICE CANVAS v30

e 06 Fart of the Platiorm innovets e 1ookzat for the platform generation
g Doariosd ot wow platiorminmy %tcom



https://www.creatlr.com/workshop/nbJj4sqpwnMSyJojNW8Bt3/

@] Network Effects Canvas

Purpose & How-to

RELATIONSHIP PLATFORM
The Network Effects Canvas is used for detailed

modelling of ecosystem relationships. The breakdown
of each relationship into value unit, value proposition
and relevance of the relationship for the respective
stakeholder - together with the subdivision into
same-side and cross-side effects - creates clarity about
all significant interactions in the ecosystem.

CONSUMER RreLEvance VALUE PROP. VALUE UNIT VALUE PROP. RELEVANCE PRODUCER RELEVANCE STIMULATION ACTIVITIES

PURPOSE

n
LL]
n
<
>
Z
<
O

CROSS-SIDE

Identify the core relationship first. This is currently
responsible for the major part of the ecosystem'’s value
creation. When mapping this relationship, start by
naming the stakeholders (consumer and producer) and
) o defining the core value unit. Then add the respective
value proposition and assess the relevance of the core
relationship for the respective stakeholder.

-_ | A e @ 6

HOW TO

CORE RELATIONSHIP
-

Now proceed in the same way with the other
relationships. Pay attention to the subdivision into
cross-side and same-side network effects.

SAME-SIDE

Finally, evaluate the relationships from the perspective
of the moderator of the platform or ecosystem. First
assess the relevance of the respective relationship for
the platform or ecosystem. Then collect starting points
to strengthen the particular relationship.

-_ A A
- W v

NETWORK EFFECTS CANVAS

@06 ¢
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Network effect
Canvas

See online example

RELATIONSHIP

CONSUMER ReLEvanNce VALUE PROP. VALUE UNIT VALUE PROP. reLevance PRODUCER

Private
travellers

)RE RELATIONSHIP

C(

traveller

A

t
ot B -
. . ~

™ NETWORK EFFECTS CANVAS v3o
k' © 00 LN 106 Saott ot

Dlatfor danertion



https://www.creatlr.com/workshop/RZpqStgBDknlNgnWhz8oF4/

./

Platform Governance Canvas

Purpose & How-to

-

)
L
2 % Building the right governance is key for platforms to
> 8 promote or penalise good or bad behaviour.
Z TSTAREHOLDER ™ % This canvas helps you to define the rules & norms for
<E O S cach step in the core process. It also helps to
U understand the necessary governance activities you
have to perform.
FRICTION / HURDLES
I9 1. Define the stakeholder you want to cover
3 2. Put yourself into the shoes of the stakeholder and
2 % describe the current friction your platform.
- DN ARDING MATCH G I provides and how you as the stakeholder would
a try to avoid them (e.g. to pay a fee).
2 N 3. Describe the good and bad behaviour you see in
Z g each step of the process.
4 Define necessary rules & norms to promote or
penalise the behaviour.
5. Describe relevant governance activities to

ALTERNATIVES enforce the rules.

PLATFORM GOVERNANCE CANVAS v3o0

S
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FRICTION / HURDLES

Governance
Value Canvas

See online example

TRANSACT /
ONBOARDING MATCH INTERACT ENGAGE

STAKEHOLDER BEHAVIOUR

PENALIZE

ALTERNATIVES

~ PLATFORM GOVERNANCE CANVAS v30
__/ ooe ' :

w
O
z
z
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i
>
Q
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https://www.creatlr.com/workshop/fR3a9tsjHWatdExNt1ZCC1/

@ Monetization Canvas

Purpose & How-to

)
L
2 OPERATIONAL COSTS ACQUISITION COSTS UNIT COSTS TZONSUMERS REVENUES V CONSUMERS (UA The Monetization Caﬂvas helps you to bu|ld a So“d
> i e o scnie g Pt lofl Lusiness case for your platform business by looking in
= & detail to your revenue streams and your cost structure.
< 2
O al
PRODUCERS REVENUES PRODUCERS
(@M Revenues:
o 1 List your stakeholders
B 2. Define a timeframe you want to considers (e.g.
O next 3-5 years)
PARTNERS REVENUES PARTNERS I K3 Define the revenue streams for each stakeholder
Data Insights Others segment incl. your monetization model
4. Sum up all revenues
Costs
1. Define the costs for acquiring the stakeholders
~ ~ 2. Define the variable unit costs - e.g. how much
L R each transaction will cost you
3. Define the operational costs — what it costs to run
the platform business
4. Sum up all costs

PLATFORM MONETIZATION CANVAS v3o

@ 06 e a gz paeacwen
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OPERATIONAL COSTS ACQUISITION COSTS UNIT COSTS CONSUMERS REVENUES CONSUMERS

Private
Travellers
- price sensitivity

Marketing &
5 = Payment

Hand Prcnider fos Booking Fee - missing locations )
Campaign - communication Business

-/

- required services Travellers

Platform

Development
PRODUCERS REVENUES PRODUCERS
Platform e |
Marketing g Hosts
% bonus Booking Fee - top offerings Referra -
- demand for

Monetization Canvas Team & Seuf

See online example PARTHERS REVERDES e
Reve Data Ir | Ot
Insurance
s : - missing services Provider
Onboarding - top services
& Service Fee - prices

Cleaning Service
Provider

v v

TOTAL COSTS TOTAL REVENUE
2018 2019 2020 2018 2019 2020
Xxx € xxx € xxx € xxx € xxx € xxx €

™ PLATFORM MONETIZATION CANVAS v3o AP

MONETI-
ZATION

(network marketplace)

\/ © 00 imamrmemon oo



https://www.creatlr.com/workshop/7Lpa9hcyMaw92y1tLusUG1/

J

Stakeholder Persona Canvas

Purpose & How-to

The Stakeholder Persona helps you to understand the
needs of your stakeholders and to discover
opportunities or gaps in your offerings. This ensures
fact based decision making and to focus on the major
e y ; | needs of your customers.

GAIN CREATORS RN DRIVERS OF CHANGE o GAINS

/
PURPOSE

n
LL]
n
<
>
Z
<
O

For each Stakeholder use a separate Persona Canvas.

1. Start with the righ-hand side and define the
‘jobs-to-be-done" of the stakeholder.
2. Describe the gains (goals) and pains (friction) he
_\ currently has. The closer you put them to the
\ centre the more important they are.

1 \ 3. List the offerings of your platform and put them
\ K % closer to the circle the better they match to the

\ N needs.

HOW TO

MPACT NEED | JoBsTo BEDONE

K \\ “‘Drivers of change" are more important for companies /
B N organisations than private consumers. Describing the
) 7 / pressure they face in the current situation.
PAIN RELIEVERS — CONTRIBUTION 2 ST PAINS
— B S “Contribution” defines the values the stakeholder could
e bring to the platform. Maybe those assets can be

STAKEHOLDER PERSONA CANVAS v3o Qi utilized by the platform owner.

ario:

@ 00 Fatol et far the platiorm generstior
Do
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Stakeholder
Persona Canvas

See online example

<
5
a
&
w
a

GAIN CREATORS

messaging
service to easy
contat / stay in
contact with
locals

easy payment
and extra
insurance

eliminates risks

superb user
experience

reduces effort

for searching

PAIN RELIEVERS

DRIVERS OF CHANGE

trending to explore the
world and to getin
contact with locals

millions of / explore new
opportunities sights
Private
Traveller
IMPACT NEED

STAKEHOLDER

High costs of
nteresting
accomodations

low budget
accomodations

Ratings & Feedback

CONTRIBUTION

™ STAKEHOLDER PERSONA CANVAS v3o

\__/ ©06 mmdmmmmma

or thas platform genartior

getin contact

with locals

JOBS

low
transparency of
the market

risky to pay in
advance / low
inurance

GAINS

Travelling

Exploring

Save money

PAINS



https://www.creatlr.com/workshop/0ZXepSc9GI71DeJwiAVlY7/

@] IT Architecture Canvas

Purpose & How-to

The Architecture Canvas helps you to design and
understand the IT architecture / infrastructure from
frontend to backend. Especially as a multi-sided model
you will often face the need for different architecture
components on producers and consumers side.

CONSUMERS PRODUCERS

PURPOSE

n
LL]
n
<
>
Z
<
O

1. List your stakeholders from the value canvas.

2. Define needed / required interfaces for each
stakeholder segment

3. Define the connection between interfaces and
core system

4. Define the core elements of your backend and
data structure

BACKEND & DATA

HOW TO

PARTNERS OWNERS

@ 060 trma gasze paracren

E ™ PLATFORM ARCHITECTURE CANVAS v16
\
NG
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IT Architecture
OEVER

See online example

PRODUCERS

CONSUMERS
Private App App
(=5 - Hosts
Travellers
Mobile
Connection Mobile
Connection
Business Website Website
Travellers APIto
Payment
Provider APl to
Payment
Accommodation Provider
Corporate Plugin for SAP data
Travel Mgmt Concur Trave D
Mgmt User Data
Payment data
TERFACE ONN BACKEND & DATA

A’?

: i

Reviews o

Mobile {é

App Mobile connectivity {}“

connectivity Insurance / s
Service data App
Cleaning
Service Website
APl to
APl to subsystems
Insurance
systems AirBnB
Platform
Insurance A =
Provider AirBnB
Insurance
Website
Backend
OWNERS

Systems

PARTNERS

0"

™ PLATFORM ARCH
\_/ o©o0e

ARCHI
TECTURE

ITECTURE CANVAS v3o0

AirBnB
(network marketplace)



https://www.creatlr.com/workshop/DVjow0aQJYg2Hnap6A4S74/

@) Strategy Canvas

Purpose & How-to

< STAKEHOLDERS BUSINESS DRIVERS COMPETITION % The Strategy Canvas helps you to define the
> o : i s SEaENGis SRS 8 playgrgund when turning your idea into reghty.lt

§ nall Cconsolidates some of the core understandings and
Z iy Il adds strategic aspects like go-to-market strategy,
<E ; “ Sl positioning against stakeholders and a business case.

VISION (internal) UsP MISSION (external 8 1. Work from right to left
Focs o the man theme that keeps you warkg Wnat make= you ke / ostanang romthe competton? B 2. Start by defining your future position (middle layer).
an each single day. . A .

8 S e e PR i e et 5 3. Collect all major influencing factors (top layer).

= Where do you see the platform In 2-3 years? Trigger questions: . .

E SN posyelind Lt prevti o (i O -:mrc:':ﬂn(;:;:;éio%g:ﬁﬂlpmmleaam T 4. Out“ne your key Strateg|es (bottom layer)

8 UNFNRAWANTAGES The mission 5 more an extemal view and focused on the current state.

‘Wt Is your secret sauce, that protects your business modet
from copycats?
Best Practice:
Challenge your statements continuously and check
RESOURCE-BASED STRATEGY BUSINESS CASE MARKET-BASED STRATEGY interdependencies.

w) Fos a5 r business case Focus on ways to gain a foothold In the market.

w . . .

o e oy pnn yoreet e e If needed, use the Monetization Canvas for a business

k2 R e case deep dive.

o {nign switching costs)

&

PLATFORM STRATEGY CANVAS v3o

tor e pieg e paracicn
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STAKEHOLDERS BUSINESS DRIVERS COMPETITION

sncing pawer ENDOGENOUS EXOGENOUS Focis on the main senvice or product substitutes

INFLUENCER

N

Platform VISION (internal) use MISSION (external)
S ategy Canvas Focus on the main theme that keeps you working mm#m'mwmmmw

on each single day.
Focus on your perception within the market
Trigger questions
Where do you see the platfanm in 2-3 years?
The vision |s mare an ntemal view and future-oriented

Trigger questions
What's the purpase of your platform?
{Check dependencies to your value proposition)

The mission & mare an extemal view and focused on the current state

POSITION

See online example

RESOURCE-BASED STRATEGY BUSINESS CASE MARKET-BASED STRATEGY

e and ntangl b

Focus on the main assumptians af your business case Focus on ways to gain a footnold In the market

Trigger questions
How do you pasition yoursell within the market
and against your competitors?

When do you reach break even level? How do you generate lock-in effects
{Ngh switching costs?

STRATEGIES

PLATFORM STRATEGY CANVAS v3o

e 006 Farcf fra 2 oo bnncvrkcn IE - e 1ocet or the £z ee Deracrion
Sy Dowricad 3 wwagiwfors rroaascr ¥icor
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@) Platform Assessment (light)

Purpose & How-to

|_
Z
LL '-(})J Enable platform teams to perform a quick assessment
z SUCCESSCRITERIA  STRENGTH / WEAKNESSES Ecomes DI RmNETE (@M of the business against proven success criteria.
Y = 2
@) : B You understand the strength and weaknesses of your
LLI - S platform and easily define improvements for the right
W) E focus areas.
U’) % &
< . B |9 . Compile a diverse team of managers, employees
e and stakeholders
e % . Use the light Assessment in a workshop to
e T evaluate your strength & weaknesses
e . Score 1to 5 -> 5 means best / fully agree, 1
N means weak / no agreement.
= . Define your focus areas, depending on your
g smgmemes strategic directions
8 emmomsmn . Define together improvement actions
2 conmcs mmsmneaen

If you need a deeper understanding and support for
defining the right improvements, we also provide a

Full Platform Assessment.

ge)
)
O
C
©
>
©
<

This is a 2-day audit where we conduct interviews and a
1-day workshop to discuss, align and build
improvements.

Contact us for more information.

PLATFORM ASSESSMENT (light) vzo
® 00
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Interactive User-Guide
The official “Platform Innovation Kit" App

Just scan the barcode from the canvas with the app to
get access to our digital user-guide. This guide will be
updated and ensures that you will have the best
guidance whenever you need it.

USER GUIDE

USER-GUIDE

Ll
>
I_
O
<
ad
L]
I_
Z

Our User-Guide becomes interactive and we will
provide the first chatbot enabled assistant for platform
innovation.

on #1

r to Identify a
form
iness

CHATBOT

\¥hen you scan a barcode of a chatbot enabled canvas
you will be prompted to ask questions. It's really cool ©

ed articles

Platform Strateg CKING INDUSTRY 4.0
Summit med | Published on 2018 11.02

= B B B B b
N\ (& ER = G 7\

For each practitioner it's important to stay up-to-date. In
the “Foundations” section of the app you will find
curated content / latest news from top sources around
the globe.

92}
z
o
—
<
)
z
-
O
L

The interactive user-guide is a “beta” release. Please
help us to improve it by sending feedback to
appa@platforminnovationkit.com

DOWNLOAD NOW

50



https://itunes.apple.com/es/app/platform-innovation-kit/id1435780441?l=en&mt=8

Meet our global expert community

Platform Innovation Kit

Matthias Walter

Christian Bottcher 4 \We are a global expert community
Nikolas Schlémann 100% dedicated to platform
Matthias Lohse ~ | innovation.

Our Kit is published under creative
commons license to allow
practitioners around the world to
contribute and continuously improve
our methodology.

Feel free to contact us via our
website or send us an email to

info@platforminnovationkit.com.

Exclusive Partnership:

Ansgar Pabst

FACTOR10

Co-create a better future

( \ PLATFORM

U / INNOVATIONKIT



Your Contact

Matthias Walter
Creator Platform Innovation Kit
Head of Platform Innovation at Factor1o

mw@platforminnovationkit.com

Sabrina Guzman
Co-Founder Platform Innovation Kit
CPO at Orain

sg@platforminnovationkit.com


https://www.linkedin.com/in/waltermatthias/
https://www.linkedin.com/in/sabrinaguzman/

