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Public 1.
transportation
providers 2.
Car rental 3.
services

Routing provider 4.
Map provider
Cloud storage
provider

Server platform
providers

&y Activities

Cooperation with
TSPs

App maintaining
Server
maintaining
Spreading
awareness

Infrastructure
providers

Key Resources

Maa$ platform
Customer base
Partnership
Human
Resources

Trip data
Venture capital
Brand

Eﬁ?ﬁfi Value Propositions

1.  Flexibility and
convenience
Affordability
Reduced
congestion and
travel times
Trip planning
Sustainability
Real-time
traffic
management

wmn
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Q Customer
Relationships
1. Automated via
App
2. Automated via

Website
3. Customer Service

Channels

1.  App

2.  Social media

3.  Public advertising
4.  Promoters

ii Customer Segments

1.  Passengers
2. Environment
3.  Society

Cost Structure
7 1. Payment for TSPs

2. Salaries

3. Infrastructure costs
4. R&D

5. Customer acquisition

e -~ Revenue Streams
% 1. Monthly subscriptions
= 2. Pay-per-ride commissions
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Porter’s 5 Forces

+ Few powerful suppliers
+ Public transportation company
has very much power

Bargaining

Threat of new
entrants

power of
suppliers

+ MaaS can easily be replaced
by traditional services

+ People’s unwillingness to use

MaasS services

Rivalry among
competitors

- Multiple TSP contracts

- Switching costs for user

- Multiple regions

- Trust of customers

- User experience plays a key
role

+ Not a lot of capital needed

- Regulatory decisions

- Subscriber acquisition cost

Bargaining

- Currently no other matching .
value propositions .
+  price competition with TSPs -

Threat of
substitutes

power of
buyers

+ Large amount of
services/options to choose
from

- Lots of potential customers

- New market



