


Outcomes of the Replication Programme

At the end of the three months Replication Program, the selected 
SMEs will have prepared with the support of designer a written 
English Circular Business Case (6-15 pages) plus a roadmap on 
how to implement the circular solution.

In addition, the companies will receive if interested :
• A list of possible private investors by BLUMORPHO
• A list of public funding sources including regional as well as European 

funding by Econet

Companies need to be aware that they might have to present additional 
information if requested



Process and structure 
Date Title Description

Mid Dec 2019 Webinar
Introduction of Replication Program Timeline & Content, Business Case Guideline and Design Thinking Approach to 

selected SMEs

Beginning of 

Jan 2020

Kick-off 

Meeting

Define objectives to be reached, needs and the work to be done in a defined timeframe. 

Afterwards, the Designer will support the SME in working with their business case. 

Jan & Feb

Designer 

Work in 

Progress

The Designer will support 3 selected SMEs in their work on the Business Case and Roadmap of their Circular 

Business Idea. During this phase, the designer works on the definition of the circular company products, the market 

perspectives for this circular business model, the value chain positioning (incl. Stakeholder Mapping) as well as the 

Unique Value Proposition.

End of Feb 

2020

Hand over 

Meeting

The supported SMEs will “pitch” their project to the involved Designer and Business Mentors with the objective to 

address all the listed questions and key challenges mentioned previously. 

After validation of the relevance and strength of the business case, specific work will be dedicated to allow 

identification of public and/or private funds necessary to complete the transition processes to circular business 

models by regional partners and  the Business Mentors. 

End of Mar 

2020

Final 

Presentation

The company will pitch their Business Case to the Designer and the Business Mentors. 

At this stage, the company has finalized the Business Case and Roadmap and has received the private and public 

funding opportunities from BLUMORPHO and Econet. 



C-VoUCHER Circularity Value Replication Programme

Business Case Template
for selected SMEs



Objectives

To convince people or readers about your project opportunity so 
they get involved, they help you succeed and they look forward to 

the future development of your project.

A strong business case is fundamental prior to any investor 
introduction but also to set-up business relationships with partners 

and customers.

THINK BIG !



Questions to be addressed

• Why: Why is a solution needed – in other words, what 
is the problem you are solving 

• What: What is the solution you are offering

• Who: Who will benefit from the Circular idea?

• How: How will the circularity solution be applied and 
implemented within your organization?



Mid Dec
2019

Early Jan 
2020

Mid Feb 
2020

End Feb 
2020

End March 
2020

TIMELINE



Replication topics

CE Building Blocks
• Industrial Symbiosis 

• Material Resource Efficiency 

• Renewable Energy Sources & 
Energy Efficiency 

• Biological Products

• Product Life Cycle Extension 

• Performance Economy

• Sharing Economy 

• Platform Economy 

Circularity Solutions
• Commown: ICT

• Imse Vimse: Textile

• Katty Fashion: Textile

• Lopyanko: Agrofood

• Nordphos: Water / Agrofood

• Pyxo: Food Service



Business Case 
Guidelines



1. Company profile

2. Market perspectives

3. Circular solution

4. Differentiation strategy

5. Unique Value Proposition 

6. Competition

7. Value Chain Positioning

8. Circular Business Model

Overview

Your business case should 

NOT be longer than 15 

slides 



1- Company Profile

• Business Name 

• Location

• Team introduction

• Experience

• Market knowledge

• Technical competences 

• Mission statement 

• Background

• When and how it started 

• Important milestones

• Existing products & solutions

• Current Market fit



2- Market Perspectives 
• Market description and outlook

• Trends and drivers that will shape the industry 

• Evolutions and challenges that will be faced 

• Market segmentation 

• Market size estimation

• Growth potential

• Targeted customers 

• Profiles, interests, pain points, locations  

• Purchase potential and motivations

Supported
by

Designer



3- Your Circular Solution

• Solution description

• Solution values and applications 

• Market fit

• why your solution is needed

• Its impacts and benefits at the market level

• Ambition and scalability of your solution

Supported
by

Designer



4- Unique Value Proposition

• Customer-centric 

• impacts and benefits for the customers and its economic value (data)

• Different messages to communicate 

• depending on each target

• Highlight the key success factors 

→Oriented towards your customers, what value you bring that would justify 

why they should purchase your solution over your competitors’.

Supported
by

Designer



5- Differentiation Strategy

• Differentiation strategy 

Differentiation is what allows you to offer a Unique Value Proposition. It has

to be protected and sustainable. It should reinforce entry barriers for

potential newcomers.

• Few examples of differentiation variables : 

Technology

IP

Business model

Distribution network

Etc.

Supported
by

Designer



6- Competition

• Competitor mapping: localization, stage of growth, solution

• Traction

• Revenues generated , Customers, Funding

• Similarities and differences

• Strengths / Weaknesses

• Ideas to make your company stronger

→ Important to consider direct, indirect competition and potential new 

entrants

No competition = No market 



6- Competition

Create your competitive positioning map based on:

• Competing companies’ strengths, weaknesses and competitive advantages

• Rank your company against the different key success factors  identified
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7- Value Chain Positioning

Stakeholder mapping 

• Present your positioning in the value

chain, and map the different

stakeholders of your company. You

will have a comprehensive overview

of all parties involved and will

understand their added value and

rationale for collaboration.

Stakeholders

Public 
entity A

Organisation 
Y

Company
X 

Organisation 
X

Company
Y

Company
Z

→ Envision the synergies created at the ecosystem level

Supported
by

Designer



8- Circular Business Model

As a conclusion present your

circular business model visually.

It should sum up all the previous

points and show the overall

benefits of your solution for each

step.



Conclusion

• Key words 

• Catchphrase, appealing and informative, it must highlight

• The circular solution provided

• The targeted market 

• The competitive advantage

• Contact details 


