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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

Four available
VP roles

Online business
simulation game
(Cloud based)

Teams of four
virtually or face-to-face =
ol TS ANy
() Thics )
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Introduction to The Blue Connection

Learning objectives:

Long-lasting impact

Hard skills:

* Profitable circular strategies -

» Strategy into action

* Most important instruments
* Measure circularity

* Manage the trade offs

Soft skills:

more than recycling!

* Create internal and external alignment

* Quick decision making, teamwork, helicopter view

ELSEWHERE

CONCEPTUALIZE

REFLECT
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Why circular?

Increasing global population Wealth has increased Increasing CO2 footprint and

and urbanization globally, creating a larger waste production. Consumption
middle class, which uses far beyond the earth’s regenerative
more raw materials. capacity.

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 Retailers Consumers
(New bikes)

aooo|
aﬂﬂﬂl

o The Blue Connection
—_— Component Component Finished = e 4
Storage Assembly Goods m . \
k-l % @&) '

- Our financial performance is below par
- Lacking a clear strategy

- Our board, retailers, customers and bank are pushing us to become circular
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Introduction to The Blue Connection

The Challenge
- We need a new visionary management team Finance
- To transform the business from linear to circular @
. ) Design .a’ Sales
- In a profitable, controlled and aligned way '.‘

- By making strategic and tactical decisions

SCM
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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!

The VP Sales VP Supply Chain

Collabarate with the right Recycling Service Providers and oversee the cost and process of disassembling,

Negotiate on sales conktracts with your retailers regarding circularity, warranty and the maintenance service of
reusing, refurbishing and recycling. Manage labor capacities for refurbishing and maintaining your product.

your product. Decide on a reqular sales channel or a product as a service program with your retailers.

VP Purchasing VP Finance

Determine a buy back price to create a reverse flow of products. Manage the financial arrangement with the

Manage the design of your product. Selecting appropriate suppliers to source from and deciding on the quality
bank and the potential lease agreements.

and recyclability of product components to buy.
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Introduction to The Blue Connection

Purchasing
How do | design my
product?

The Blue Connection in a nutshell

CIRCULAR
TRANSITION
IN DICATO RS ool

financially

Measuring Circularity

Metrics for business, by business

Servnce Contract Buy Back Scheme
Retailers

How to market your
product towards
different retailers?

RECYCLING & LOGISTICS —_—
SERVICE PROVIDER Value Chain

Who to work with?
How to set up your value chain?
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From linear to circular business: “circular is more than recycling”

1. Circular strategies: From slowing to closing the loop

Take _— Make _ Waste

.. Material Component Product .
Mining = . =) ponen =) ) =) Retailer L d Consumer/user
manufacturing manufacturing manufacturing

Maintain & repair
Refurbish bike & redistribute
2. Which revenue model?
- Direct sales Remanufacture components and reuse

- Subscription Recycle material
- Lease

3. Which business model / overall strategy?
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Introduction to The Blue Connection

Which side of the circular butterfly model?

RENEWABLES FINITE MATERIALS
RENEWABLES FLOW MANAGEMENT STOCK MANAGEMENT

o

PARTS MANUFACTURER

vy

PRODUCT MANUFACTURER

Vool

SERVICE PROVIDER

ISH/
REMANUFACTURE
‘ ‘ REUSE/REDISTRIBUTE

MAINTAIN/PROLONG

Focus on finite material side

MING/COLLECTION'

- Technical cycles

BIOCHEMICAL
FEEDSTOCK

REGENERATION BIOSPHERE RECYCLE

But also elements of the
renewable side

- Biological cycles

BIOGAS
CASCADES

(e.g. tires of the e-bike)

ANAEROBIC

DIGESTION
COLLECTION COLLECTION

EXTRACTION OF

BIOCHEMICAL

FEEDSTOCK?
1 Hunting and fishing
2 Can take both post-harvest and post-consumer waste as an input
SOURCE A\ \ 4

Ellen MacArthur Foundation
Circular economy systems diagram (February 2019) MINIMISE SYSTEMATIC
www.ellenmacarthurfoundation.org LEAKAGE AND NEGATIVE EEIE]ENNDK'G%ANRTHUR
Drawing based on Braungart & McDonough, EXTERNALITIES E

Cradle to Cradle (C2C) H
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The circular value chain of The Blue Connection
Wheels .
Suopli Saddl Retailers Consumers
uppliers aadie . N bik
o The Blue Connection (New bikes)
ses Frame '
eeeless] — Mechanism > Component Component Finished — EEE —_—
H+-H HH Storage Assembly Goods ] “,1‘.'.’ o
.MM Motor e
Battery % @&) T | T l
Luxury Box
T T Maintenance
' | |— _______ |
| Material '¢~, Component | €
[ Recycling l Remanufacturing ! «—
e e e e — ! !_ _______ [ Finished Goods
Recycling Service Refurbishment
Provider (RSP)
==
(- S
Retailers Consumers
(2nd hand)




Introduction to The Blue Connection

Measuring Circularity: CTl framework

o
CTI = Circular Transition Indicators by @WbCSd

Close the Loop Value the Loop

Circular Material Productivity =

% circularity =

% circular inflow + circular outflow
2

Return on Material =
Profit
kg virgin material

15
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. . % of our sales
Introduction to The Blue Connection

Our retailers and their customer’s preferences

Cheetah 11
—-High quality and durability
-Private equity, credit rating low

Gearshift =2
—Convenience
—Excellent credit rating

HBS ==
—Niche player, environmentally sensitive customers

m Cheetah ®m 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
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The business model: consistency is a key success factor

Company

High quality Purnose
Low cost/price Why are we in business? * Slow the loop
Circular product Businessmodel * Maintain & repair
Convenience val * Refurbish & redistribute
Pmp:;:;ons * Remanufacture components
What value * Close the loop

. ? H
do we deliver * Recycle material

Direct Sales Profit formula | § Circular strategy
Lease How do we How do we

N generate achieve
Subscription profit? circularity?

Tactical

decisions :
Resources - DESIgn 18 / o The Blue Connection




Introduction to The Blue Connection

The interface

o The Blue Connection ) The Blue Connection

ROUND 4 CURRENT

My Company

ROUND 4 cURRENT
Design/Purchase Sales Supply Chain Finance Calculate

My Ce q
ly Company results dashboard  refurbishing RSP maintenance kpis

Rankings RSP selection

@ NewLife (current) @ Greencycle @  Repairly @ Thrashless @ Revalue @ Newkid

Welcome

Rankings B C Tp N S Welcome in The Blue Connection. Developed by Inchainge in NEGOTIATE NEGOTIATE NEGOTIATE NEGOTIATE NEGOTIATE NEGOTIATE

I - ) Information
collaboration with ING and Windesheim.

L
Infocenter i Remanufacture

Frame robust v

Deprediation ‘Wheel standard

graph

- chani: dard

DiiEeerin Return on Investment Return on Material Mechanism standar
Saddle standard

~7.93%  7.93% ) o0e 3178% 1A25% o -7.33 -7.33 1995 _3pg4 1336 Motor standard
Battery dassic

Luxury box basic

Edit
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