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Experience a circular future



Introduction to Inchainge

Inchainge in a nutshell

SC Management Working Capital & IBP Circular Strategy

S&OP Cash Flow Circular Business Transition

Supply Chain Risk Management Trade Business Model 
Implementation

Team Building Real World ExperienceAlignment



Introduction to Inchainge

Join our growing community
of Value Chain Leaders

• 40% of Fortunes’ top 100 manufacturers
• 50% of Gartners Supply Chain Top 25
• 40% of Global top 10 of 3rd Party Logistics Providers
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Introduction to The Blue Connection



Introduction to The Blue Connection

What is The Blue Connection?

The Blue Connection is a circular business learning experience built around a cross functional business simulation game
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Introduction to The Blue Connection

Learning objectives: Long-lasting impact
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Hard skills:

• Profitable circular strategies - more than recycling!

• Strategy into action

• Most important instruments

• Measure circularity

• Manage the trade offs

Soft skills:

• Create internal and external alignment

• Quick decision making, teamwork, helicopter view

MACRO 
CYCLE

EXPERIENCE

CONCEPTUALIZE

REFLECTAPPLY

ELSEWHERE



Introduction to The Blue Connection

Why circular?

Increasing CO2 footprint and 
waste production. Consumption 
beyond the earth’s regenerative 
capacity.  

Wealth has increased 
globally, creating a larger 
middle class, which uses far 
more raw materials. 

Increasing global population 
and urbanization

Replace the linear “Take – Make – Dispose” system with a restorative model in which waste 
does not exist as such but is only food for the next cycle

Ellen MacArthur Foundation
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Introduction to The Blue Connection

Starting point of the storyline

Suppliers

- Our financial performance is below par

- Lacking a clear strategy

- Our board, retailers, customers and bank are pushing us to become circular

Component
Assembly

Finished
Goods

Component
Storage

ConsumersRetailers
(New bikes)
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Introduction to The Blue Connection

The Challenge

- We need a new visionary management team

- To transform the business from linear to circular

- In a profitable, controlled and aligned way

- By making strategic and tactical decisions
SCM 

Sales Design 

Finance 
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Introduction to The Blue Connection

The 4 positions in the management team

Teams will experience the impact of every decision they make, not just in their own functional ‘silo’ but across their 
business, and the entire value chain! 
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Introduction to The Blue Connection

The Blue Connection in a nutshell

Measuring Circularity

Value Chain
Who to work with?

How to set up your value chain?

Retailers
How to market your 
product towards 
different retailers?

Purchasing
How do I design my 
product?

Finance
Manage your return 
flow and PaaS model 
financially



Introduction to The Blue Connection

From linear to circular business: “circular is more than recycling”

WasteTake

Mining
Material 

manufacturing
Component 

manufacturing
Product 

manufacturing
Retailer Consumer/user Waste

Maintain & repair

Refurbish bike & redistribute

Remanufacture components and reuse

Recycle material

Make

2. Which revenue model?
- Direct sales
- Subscription
- Lease
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3. Which business model / overall strategy?

1. Circular strategies: From slowing to closing the loop



Introduction to The Blue Connection

Which side of the circular butterfly model?

Focus on finite material side

- Technical cycles

But also elements of the 
renewable side

- Biological cycles

(e.g. tires of the e-bike)
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Introduction to The Blue Connection

The circular value chain of The Blue Connection

Component
Assembly

Finished
Goods

Component
Storage

Maintenance

Component
Remanufacturing

Material
Recycling

Recycling Service 
Provider (RSP)

ConsumersRetailers
(New bikes)

Wheels

Saddle

Frame

Mechanism

Motor

Battery

Luxury Box

Suppliers

Finished Goods 
Refurbishment

ConsumersRetailers
(2nd hand)



Introduction to The Blue Connection

Measuring Circularity: CTI framework

CTI = Circular Transition Indicators by

Close the Loop Value the Loop

% circularity =
% circular inflow + circular outflow

2
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revenue
kg virgin material

Return on Material =
Profit 

kg virgin material

Circular Material Productivity =



Introduction to The Blue Connection

Our retailers and their customer’s preferences

Cheetah
−High quality and durability
−Private equity, credit rating low

Gearshift
−Convenience
−Excellent credit rating

HBS
−Niche player, environmentally sensitive customers

% of our sales

Cheetah Gearshift HBS
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Introduction to The Blue Connection

Let’s discuss strategy

− To integrate the roles and align the team

− Have a guideline to manage the trade-offs

− Avoid being stuck in the middle



Introduction to The Blue Connection

The business model: consistency is a key success factor

Tactical
decisions

Resources Design

• Slow the loop
• Maintain & repair
• Refurbish & redistribute
• Remanufacture components

• Close the loop
• Recycle material

• High quality
• Low cost/price
• Circular product
• Convenience

• Direct Sales 
• Lease
• Subscription
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Introduction to The Blue Connection

The interface
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