Aalto University

Engineering

Maa$S Global

Final Presentation
E7830 Value network Design for Internet Service

Tuomo Kivekds
Niko Rasi
Yunfei Xue
Tuomas Isola



Scope and timeframe

@ « What are the possible futures of Mobility as a Service in
Helsinki area?

G « Timeframe : 7 years (Present - 2025)
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Current Value Network Configuration
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Current Business Model Canvas

2@ Key Partners

1. Public transportation
providers

2. Taxi companies

3. Car rental services

4. Routing provider

1.
2.

3.
4.

gi;y Activities

R&D

Stakeholder relationship
management

App maintaining
Spreading awareness

SO AWM

Key Resources

Maa$ platform
Customer base
Partnerships with TSPs
Human Resources

Data analysis
Investors

7, Value Propositions
E‘]:/ﬁ
|

Affordability
Flexibility
Convenience
Environmental
friendliness
(greenest)
Trust

Safety

AWM

oo

Customer
Q Relationships
1. Automated via App

3. Customer Service

2. Automated via Website

Channels

1. App

2.  Social media

3. Public advertising
4. Promoters

§ Customer Segments

Price conscious
Convenience conscious
Environmentally conscious
Businesses

AWM=

Cost Structure
1. Payment for TSPs
& 2. Customer acquisition
< 3.R&D
4. Salaries

5. Infrastructure costs

Revenue Streams
1. Monthly subscriptions
2. Pay-per-ride commissions

http://www.businessmodelgeneration.com
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Porter’s 5 Forces

- Multiple TSP contracts needed to
enter the market

- No suppliers -> No Maa$S

Threat of new
entrants

- Possibility of exclusive deals with
TSPs
- Establishing the trust needs

- HSL has a lot of power
- Depends on the type of TSP

resources
- Google expanding to MaaS

Bargaining

power of

suppliers

Rivalry among
competitors

Bargaining
power of
buyers

value propositions

- HSL could widen its offerings
and supersede MaaS

- MaaS can be easily replaced with
traditional services
Reittiopas for public transportation
Valopilkku for taxis

------- A

- Currently no other matching

Threat of
substitutes

- People’s willingness to use MaaS

- Lots of potential buyers

- Buyers are already using multiple
substitute services




Scenario matrix

Non-cooperative
TSPs

Multiple players
on market

Monopoly on
market

Cooperative TSPs
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Scenarios
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Cooperative
TSPs

Multiple players

One App per TSP

services

Customers using multiple TSPs
TSPs provide the Apps and the *

Monopoly

N

TSP monopoly
One TSP (=HSL) controls a region
No market for MaaS

High Competition
Multiple MaaS Services

[ J
[ J
ko Split revenues
([ J
([ J

Price competition, less margins

for MaaS

AN

MaaS Monopoly

One MaaS per region

Big margins for MaaS

TSPs competing inside the service
Convenience for the users

/
S

>
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Scenario 1

SCENARIO PROBLEM

Multiple players

o [

= " High Competition How can MaaS

g all e Multiple Maa$S Services Global stand out?
a e Price competition, less margins

8 —

@)

for MaaS /

Aalto University
School of Electrical

Engineering GLOBAL



Solution 1 /Q\

\E’ whim

e Differentiation through adding own
vehicles
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VNC MaaSrGIobaI add‘ing own vehicles

i

1 5 .
1 H Vehicle :
. &
1

R e e e e e

/

Server Operahon A

—>»% Back-end software ———
1
- .‘ 4

%

Routmg Prowswnmg

R

,:': Routing Algorithm

Routing Providers

Technical Interface

Business Interface

K

Vehicle

., K

R e R

Aalto University

A

Engineering

School of Electrical

10



BMC MaaS Global adding own vehicles

Sigy Activities

R&D

Stakeholder relationship
management

App maintenance
Vehicle and
transportation
management

Vehicle maintenance

Key Resources

Maa$ platform

Own vehicles

Customer base
Partnerships with TSPs
Partnership with Maa$S
providers

talue Propositions
=

1. Exclusive

transportation service 2.

Affordability
Flexibility
Convenience
Environmental
friendliness

ohwn

Customer
Q Relationships
1.  Automated via App
Passenger of the

vehicle

4.  Customer Support

3. Automated via Website

.= Channels

App

Vehicle/ Car
Social media
Public advertising

HPWON =

é Customer Segments

User experience demanding
Price conscious
Convenience conscious
Environmentally conscious
Businesses

O b wmn -

@ Key Partners
1. Public Transportation 1.
providers 2.
2. Private
Transportation 3.
providers 4,
3. Routing provider
4. Vehicle manufactures
5.
1.
2.
3.
4,
5.
Cost Structure
& 1. Payment for TSPs

2. Customer acquisition
3.R&D

4. Infrastructure costs
5. Salaries

Revenue Streams

1. Monthly subscriptions
2. Pay-per-ride commissions
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Scenario 2

TSPs

Non-cooperative

K.

services
Split revenues

SCENARIO PROBLEM
Multiple players
One App per TSP \ How can a
e Customers using multiple TSPs
e TSPs provide the Apps and the MaaS company

make profit?
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Solution 2

e Data-analysis driven unified
transportation planning solution

D008




NC Transportation Planning Provider
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BMC Transportation Planning Provider

5@ Key Partners

1. TSPs

2. Municipalities

3. External research
units

WN =

>

5i;y Activities

Data gathering

Data analysis
Stakeholder relationship
management

Backend maintaining

Key Resources

Data

Human Resources
Partnerships with TSPs
Platform

7, Value Propositions
EW:/Q
|

1. Route Planning

2. Fleet management
optimization

3. Workforce
optimization

4.  Application backend

Customer
Q Relationships
1. Automated via API

2. Customer Support
3. Conferences & Events

.= Channels

1. API

2. B2B advertising

3. Website for technical
documentation

2.
3.

é Customer Segments

1.

Public transportation
providers

Taxi companies

Car rental services

Cost Structure

)~
i
—

2. R&D
3. Salaries

1. Customer acquisition

4. Infrastructure costs

B

Revenue Streams

-
1. Software as a Service
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Questions

Please feel free to ask any questions.
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