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Executive summary  
 

Project summary 

AgROBOfood is dedicated to accelerating the digital transformation of the European agri-food sector 

through the adoption of robotic technologies. It will consolidate, extend and strengthen the current 

ecosystem by establishing a sustainable network of Digital Innovation Hubs (DIHs) and connecting 

myriad stakeholders (innovative companies, universities, research centres, etc). The network is 

oriented to foster the sharing of information facilities and best practices for an effective adoption of 

tech robotic concepts in the agri-food sector and demonstrating their applicability under practical 

circumstances, in order to increase the sector’s productivity and sustainability. 

AgROBOfood is characterized by a multi-stakeholder ecosystem. The consortium has 38 partners 

from 19 different countries, led by Wageningen University & Research. 

 

Deliverable summary 

D2.9 State of the art of available Business models for different stakeholders in Agri-food robotics 

attempts to comprise the state of the art of relevant and widely used business models of network 

organisations in the European innovation ecosystem. This deliverable was incorporated as a 

deliverable in the agROBOfood project at a later stage in the latest project amendment. It aims at 

providing a preliminary assessment of the most relevant business models for the agROBOfood 

network.  

As stated in the Declaration of Action, Objective 5 – Sustainability of the network relates to ensuring 

the long-term sustainability of the agROBOfood network, through developing business models that 

generate sufficient income to safeguard the network’s viability after project completion. Following 

this objective, Task 2.2 Design of business model and sustainability plan, designed as part of Work 

Package 2 Business models for value chain integration and optimization, aims at identifying the 

specific business model and sustainability plan for the setup of the agROBOfood network. 

The main objective of these activities is to ensure both future financial and operational sustainability. 

A first analysis of most suitable business models for the set-up of the agROBOfood network 

organisation is the basis for this deliverable. It provides a global overview of applicable business 

models and a benchmarking with existing similar networks. Finally, it draws conclusions from the 

analysis for the project and provides input for other Work Packages, mainly WP6. 

Main outcomes related to Network Business Models 

• Organising the agROBOfood network as a multi-sided marketplace. 

• Offering a wide variety of services provided by different partners of the 

ecosystem. 

• Sustaining an open community, ecosystem of European stakeholders 

fostering the uptake of agri-food robotics. 

Highlighted BM patterns 

• Cross-selling 

• Open Business 

• Community 

• Two-sided Market 

 

Main outcomes related to Business Models for Specific Services 

• Benefiting from specialised know-how of the agROBOfood partners 

• Acting as intermediary, next for community relationships in the agri-food 

robotics EU ecosystem. 

• Leveraging digital solution to offer expert knowledge and specific know-

how at cross-border, international level. 

• Offering a wide variety of niche services specialised on agri-food robotics. 

Highlighted BM patterns 

• Layer player 

• Peer-to peer/Brokerage 

• Digitisation 

• Long-tail 
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Main outcomes related to Revenue Models 

• Implementing a membership structure. 

• Charging a commission fee on services provided through the 

marketplace. 

• Combining revenue models to ensure viability of the agROBOfood 

network. 

Highlighted BM patterns 

• Subscription 

• Commission fees 

• Mixed Revenue Model 

 

It is recommended that the project partners working specifically in WP1, WP2 and WP6 as well as 

the members of the Sustainability Working Group will take the outcomes in the Conclusion of D2.9 

in consideration for future discussion of business modelling. Therefore, data gathered and 

conclusions drawn in this report are related to other project deliverables, mainly: 

• D6.6 – Way of working of the agROBOfood DIH Network legal entity [M42] 

• D2.3 – Business model and sustainability plan [M48] 

• D2.10 – Initial scenarios for sustainability of the agROBOfood network [M30] 

In addition to that, service delivery procedures and unique service offering have a direct impact of 

the foreseen agROBOfood business model, value proposition, revenue models and targeted 

customers. For this reason, reporting on the activities in D2.8: Updated plan and results for service 

delivery (v2) [M42] and D2.2: Report on support services [M48] will start once the most valuable 

business model for the agROBOfood network have been identified. 
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1 Introduction and scope of the document 
AgROBOfood aims to connect the different layers and agents active in the agri-food robotics sector 

in order to accelerate the sector’s digital transformation. AgROBOfood already started with a 

strong ecosystem. It is built on an initial consortium of 38 partners across 19 countries (including 

research centres, universities and enterprises, amongst other entities). 

The goal of agROBOfood is to become a solid and consolidated network of Digital Innovation Hubs 

(DIHs) by becoming self-sustaining and expanding across Europe, ensuring that agri-food and 

robotic Small and Medium Enterprises (SMEs) including their customers (farmers), have access to 

valuable DIHs services. Since the beginning, the agROBOfood network has expanded considerably: 

relevant entities have already joined the network through industrial challenges, open calls and 

individual applications. 

 

 

 

 

 

 

 

 

 

 

 

 

Figure 1 - DIH structure. Source: EU Handbook for DIH 1  

The types of entities that can be part of the agROBOfood network are: 

 Members: service and technology providers, consisting of Digital Innovation Hubs and 

Competence Centres (CCs). DIH members offering at least one Eco-System or Business 

service and CC members offering at least one Technology service. These are registered by 

the agROBOfood administrator2 upon advice from the Regional Cluster Leaders.  

• CC-members: A member delivering technical services.  

• DIH-members: A member delivering eco-system and business services.  

• DIH-Node (Orchestrator): A DIH-member that coordinates a local network.  

 
1 https://publications.jrc.ec.europa.eu/repository/handle/JRC121604 

2 The project coordinator (Wageningen Research) currently takes the role of Administrator. 

https://publications.jrc.ec.europa.eu/repository/handle/JRC121604
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 Business members: service receivers, which consist mainly of SMEs but also Mid-caps 

and LSEs (Large Scale Enterprises) or even other stakeholders (e.g., end-user 

organisations, universities, etc) using the agROBOfood network services. These enterprises 

are registered by the Regional Cluster Leaders, are linked somehow to a CC or DIH-node 

and that receive(d) (or intend to receive in future) a service from this DIH/CC.  

• SME/LSE: Sells products in the agri-food domain or is supplier of sub-products for 
this domain and is linked to a DIH/CC or DIH-node to some extent.  

• Other stakeholders (e.g., end-user associations), entities actively engaged and 
supporting the agROBOfood network.  

 

 Other types of entities that may be involved in agROBOfood include:  

  • Followers (Other stakeholders interested to follow and/or support the agROBOfood 

network. They will not be registered in our DIH-catalogue. They are put on an e-mail 

list to receive our Newsletter or are using our social media). 

• General Public (Everybody else, all entitled to view our website but not registered 

in any way). 

The aforementioned members’ classification is aligned with RODIN categorization. The RODIN 

project is a pan-European network of networks aiming to bring together European Digital Innovation 

Hubs in robotics (more information can be found on: www.rodin-robotics.eu).  

An updated list (status Aug 2020) of all data regarding members that are at present part of the 

agROBOfood network is included in Deliverable 6.4. DIH Observatory – 1st version. All DIHs and 

CCs can be found on the agROBOfood website: www.agrobofood.eu. 

To maximize its impact, agROBOfood aims to expand even further its network. On the one hand, 

encouraging DIHs and CCs with distinctive and cutting-edge capacities to join the agROBOfood 

ecosystem and on the other hand, building stronger partnerships to do projects in collaboration with 

companies that are willing to invest in technology and innovation as well as to buy the solution. 

A list of all members is maintained by the agROBOfood administrator and available for all DIHs and 

CCs members in the network.3 

As part of the activities envisaged in Work Package 2 Business models for value chain integration 

and optimization, we have been exploring the methodology to conceptualise the agROBOfood 

network since the early stages of the project development.  More specifically, Task 2.2 Design of 

business model and sustainability plan aims at identifying the specific business model and 

sustainability plan for the setup of the agROBOfood network. The activities designed under Task 2.2 

have been subsequently divided in three phases: 

• Sub-task 1: Preliminary assessment 

• Sub-task 2: Development of our value proposition 

• Sub-task 3: Lean business model development 

The main objective of these activities is to ensure both future financial and operational sustainability. 

This deliverable focuses on the activities conceived under sub-task 1, that is, a preliminary 

assessment of the available business models and benchmarking of business models of similar 

network. Firstly, section 2 presents a review of a wide range of business models that could be 

adapted to the agROBOfood network with the aim of fostering, enabling and expanding its 

 
3 The information can be found on the agROBOfood basecamp website (login needed). 

http://www.rodin-robotics.eu/
http://www.agrobofood.eu/
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sustainability plan. Section 3 shows a benchmark of business models from similar networks and best 

practices to understand where agROBOfood stands in relation to other market players. Finally, 

section 4 outlines the main findings of the document and the implications of these outcomes on other 

Work Packages. 

Finally, the methodology, data and conclusions described in this deliverable will also feed the 

development of the business model and sustainability plan for the agROBOfood network: D2.3 

Business model and sustainability plan (Month 48). The agROBOfood sustainability plan will be a 

living document that will evolve during the course of the project in continuous consultation with 

project partners and potential stakeholders. 

1.1 Sub-task 1: Preliminary assessment 

The first phase of the analysis comprises of a preliminary assessment of the potential business 

models for the agROBOfood network. To this end, the Business Model Navigator has been used to 

identify and analyse a wide range of business models that can be applied in the agROBOfood 

network with the aim of fostering, enabling and expanding its sustainability plan (see Section 2). The 

Business Model Navigator, developed by the University of St. Gallen, is a research-based 

methodology that aims to better understand the key drivers of business model success, as well as 

fostering business model innovation via a structured approach.4 In addition to this, the current 

agROBOfood network was benchmarked against business models of similar networks thanks to the 

information gathered through additional desk research and collective intelligence (see Section 3). 

For the purpose of the benchmark, we considered business models of other networks of hubs (with 

a special focus on projects focusing on agri-food or robotics), business models of other European 

networks (supported by the EU or independently sustained) and business models of other European-

funded projects active in the agri-food sector. 

This research and analysis activity was necessary to collect information and assess any implication 

related to business modelling which will determine the next steps to implement the business model 

(Task 2.2). 

The present document is the output of this first stage. It attempts to comprise the state of the art of 

business models for network organisations. The main objective is to provide a preliminary 

assessment of the most adequate business model for the agROBOfood network. 

1.2 Sub-task 2: Development of our value proposition  

At a second stage, the project partners working specifically in WP1, WP2 and WP6 as well as the 

members of the Sustainability Working Group will take the outcomes of D2.9 in consideration for 

future discussion about applicable business models and the most suitable value proposition. 

Through face-to-face (online or physical) workshops, partners will discuss how to identify sustainable 

pathways to ensure operational and financial sustainability of the network. 

Modelling tools such as the Business Model canvas (Figure 2) and Value Proposition canvas (Figure 

3) will be used. The Business Model Canvas, developed by Strategyzer5, focuses on the different 

elements describing a company's value proposition, infrastructure, customers and finances.  

 
4 Gassmann, O., Frankenberger, K., & Csik, M. (2013). The St. Gallen business model navigator. 

5 Osterwalder, A. and Pigneur, Y., 2010, Business Model Generation: A Handbook for Visionaries, Game Changers, and 
Challengers, Wiley  



  11 / 62 

D2.9: State of the art of available business models for different stakeholders 
 

 This project has received funding from the European Union’s Horizon 2020 
research and innovation programme under Grant Agreement No 825395 
 

 

Figure 2 - Business Model Canvas by Strategyzer©  (https://www.strategyzer.com/canvas) 

 

Figure 3 - agROBOfood Value Proposition Canvas adapted from Strategyzer© 

A discussion on scenario analysis will also be furthered by the Sustainability Working Group, with a 

specific focus on the strategic positioning that the network entity will have at the end of the project 

period. For this reason, interactive workshops among partners have been developed to create 

different scenarios with relevant stakeholders such as DIH, end users, CC, SMEs, in order to identify 

potential benefits and issues of each scenario. 

https://www.strategyzer.com/canvas
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Some questions that agROBOfood project partners will reflect upon when thinking about the strategy 

to ensure sustainability of the network have been highlighted here below: 

• What is the objective of the business model? In other words, what perceived needs would be 

satisfied through the system? 

• What novel activities are needed to satisfy the perceived needs? 

• How could these activities be linked to each other in novel ways? 

• Who should perform each of the activities that are part of the business model, and what 

governance arrangements could enable this structure? 

• How is the value created through the business model for each of the partners involved in 

agROBOfood? 

• What focal firm’s revenue model will allow it to appropriate part of the value created from the 

novel business model? 

The outcome of these activities may already be included in D2.10 – Initial scenarios for sustainability 

of the agROBOfood network [M30], whilst the conclusions will be surely furthered in the activities of 

WP1, WP2, WP6 and during the work of the Sustainability Working Group. 

1.3 Sub-task 3: Lean business model development 

Once identified, the value proposition and business model of the agROBOfood network will be tested 

using the principles of the Lean Startup methodology.6  The Lean Startup provides a scientific 

approach to creating and managing companies in a lean way and get a desired product to customers' 

hands faster. It is a principled approach to new product development7 and it is based on three main 

stages: developing a Minimum Viable Product (MVP), testing it with end-users and iterating (or 

pivoting) (Figure 4). According to this, the agROBOfood business model will be developed in order 

to: 

• Build: Develop a Minimum Viable Product Service (Portfolio) that can be tested  

• Measure: Design testing exercises that help us validate the initial business model with end-

users (DIHs/CCs) 

• Learn: Carry out testing exercise and iterate (or pivot) 

 
6 Reis, E. (2011). The lean startup. New York: Crown Business, 27. 

7 http://theleanstartup.com/principles 
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Figure 4 - Lean Startup methodology 

The proposed activities will take place in Year 4 of the project timeline, with the support of the Project 

Steering Group. The final outcomes will be included in D2.3 – Business model and sustainability 

plan [M48]. The deliverable will define the sustainability plan of the agROBOfood network including 

value definition of the agROBOfood service provision, identification of targeted market for the service 

offering, characterisation of the targeted users, structuration of the required value chain, strategy 

road mapping and development of a sound financial analysis.  
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2 Review of potential business models 
A business model is a conceptual tool to describe the way business is done.8 At the core of the 

business model theory lies the concept that a business model is a story about how an organization 

creates, delivers, and captures value.9 A business model can be defined as a system of activities 

that depicts the way a company “does business” with its customers, partners, vendors and other 

related stakeholders. In other words, a business model is created to create value for a customer or 

end user: it defines the activities that are conducted to satisfy the perceived needs of a market, 

including the specification of the parties that conduct these activities, how these activities are linked 

to one another. Furthermore, the business model allows organisations to weight the market and with 

the right strategy and approach adopt to it. As Osterwalder and Pigneur put it, assessing a 

company’s overall integrity of the business model is crucial, but looking at its components in detail 

can also reveal interesting paths to innovation and renewal.10 

In the business model literature, a business model is often defined by three main elements that relate 

to value11,12,13 (Figure 5): 

• Focus on the value proposition. The product or service offering and the target customer: 

what value is offered to whom? Understanding value through the lens of one's customers is 

the best way to create a compelling value proposition. The value proposition should be short, 

easily understood, and consistently shared by stakeholders both in and out of the company. 

• An emphasis on value creation and delivery. How the organization actually delivers the 

value it has promised to the market? An operating model depicts core capabilities necessary 

to deliver value and how they are linked to each other. Therefore, a holistic perspective on 

how business is conducted is preferable than a focus on particular function such as product 

market strategy, marketing or operations. A shared operating model picture also sends a 

clear signal to the organization on how departments and functions are expected to 

collaborate with a shared purpose for value delivery. 

• The value capture. How does the company generate value? The company's revenue 

sources and pricing (cost structure) play an important role in determining how a business 

model captures value.  

 

 
8 Magretta, J., 2002, 'Why Business Models Matter', Harvard Business Review 80(5), 86–92. 

9 Kaplan, S. (2012). The business model innovation factory: How to stay relevant when the world is changing. John Wiley 
& Sons. 

10 Osterwalder, A., Pigneur, Y., Bernarda, G., & Smith, A. (2014). Value proposition design: How to create products and 
services customers want (Vol. 2). John Wiley & Sons. 

11 Bocken, N. M. P., Short, S. W., Rana, P. and Evans, S., 2014, 'A literature and practice review to develop sustainable 
business model archetypes', Journal of Cleaner Production 65, 42–56 (DOI: 10.1016/j.jclepro.2013.11.039). 

12 Osterwalder, A. and Pigneur, Y., 2010, Business Model Generation: A Handbook for Visionaries, Game Changers, and 
Challengers, Wiley 

13 Richardson, J., 2008, 'The business model: an integrative framework for strategy execution', Strategic Change 17(5–
6), 133–144 (DOI: 10.1002/jsc.821) 
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Figure 5 - A business model consisting of value proposition, value creation and value capture strategies 

There are many ways for organisations to propose, create, deliver and capture value. Consequently, 

combining strategies across the three value dimensions will yield a large variety of business models, 

even for a single type of service. 

The objective of this section is to identify and analyse a wide range of business models that could 

be adapted to the agROBOfood network, with the aim of fostering, enabling and expanding its 

sustainability plan. In order to collect relevant information, we used the Business Model Navigator 

as the main reference for our analysis. The Business Model Navigator is a research-based 

methodology developed by the University of St. Gallen14 that aims to better understand the key 

drivers of business model success, as well as fostering business model innovation via a structured 

approach.  

The following methodology was used to identify the most suitable business model patterns for the 

agROBOfood network. After understanding how each business model pattern described by the 

Business Model Navigator works, we examined its suitability to the network according to three main 

criteria: the relevance for an ecosystem-structured organisation, the relevance for an organisation 

providing a wide range of services, and the relevance for organisation providing innovative services. 

For each criterion, we provided a rate on a scale from “1 – Low” to “3 – High”. Business model 

patterns which reached a total score higher than six (out of nine) were considered “somewhat 

interesting”, suitable, applicable to the agROBOfood network (Table 1). Moreover, business model 

patterns which reached a score of eight or nine were considered “very interesting”, as they align with 

the intended organizational aspects (e.g., decentralised organisational structure) or project results 

(e.g., services currently successfully provided) of agROBOfood. 

 

 
14  Gassmann, O., Frankenberger, K., & Csik, M. (2013). The St. Gallen business model navigator. 
https://businessmodelnavigator.com/ 

https://businessmodelnavigator.com/
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 Relevance for an 

ecosystem 

Relevance for wide 

range of services 

Relevance for 

innovative services 

Total 

Business Model 

Pattern X 
☐ 1 ☒ 2 ☐ 3 ☐ 1 ☒ 2 ☐ 3 ☐ 1 ☐ 2 ☐ 3 7 ☐ Very interesting 

☒ Somewhat interesting 

☐ Not interesting 

Table 1 – Example of for a given business model pattern 

Following the guidelines proposed by the Business Model Navigator, we firstly analysed Network 

Business Models that could be relevant for the agROBOfood network. Network business models 

are business models where two or more stakeholders create a joint value proposition, or jointly affect 

a value proposition based on the key activities and resources of all stakeholders (Table 2). Network 

business models also address aspects of value proposition and value creation for stakeholders 

participating in the joint organisation, therefore analysing such business model patterns could be key 

in identifying the defining characteristics for the value proposition of the network. 

Affiliation, cross-selling, revenue sharing and two-sided market patterns were found to be very 

interesting because they all share traits that easily replicable in a member-based organisation. 

Overall, these business model patterns aim to leverage collective, collaborative value creation by 

linking demand and supply in the market. Shop-in-shop, community and leverage customer data are 

other patterns that could be explored for the agROBOfood network. 

Network Business Models Very interesting 

Somewhat 

Interesting 

Affiliation  ✓  

Cross-selling  ✓  

Open business  ✓  

Revenue sharing  ✓  

Shop in shop   ✓ 

Community  ✓ 

Leverage customer data  ✓ 

Two-sided market ✓  

Table 2 – Selected Network Business Model patterns 

Then, we analysed Business Models for Specific Services. The focus here switches onto 

business models that can relate and improve the way a specific service is able to create, deliver and 

capture value (  Table 3). Here, the focus in on how the revenue is created per service.  

In this category, add-on, pay-per-use, brokerage, make more of it, layer player, long-tail were found 

to be highly suitable patterns for the services that the agROBOfood network currently provides. Here 

the focus is on the specialised know-how that the agROBOfood network’s members can provided to 

customers in the form of tailored consultancy or training services. Peer-to-peer/brokerage is highly 

suitable to the network also, due to its nature as a network organisation. Supermarket and e-

commerce models focus instead on what and how many services the ecosystem is going to provide. 

Business Models for Specific Services Very interesting  

Somewhat 

Interesting 

Add-on  ✓  
Flat rate  ✓ 

Licensing   ✓ 

Pay per use  ✓  
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Razor and blade   ✓ 

Layer player ✓  
Peer-to-peer/Brokerage ✓  
Make more of it ✓  
Digitisation  ✓ 

Supermarket  ✓ 

Long-tail ✓  
E-commerce ✓  

  Table 3 – Selected Business Models for Specific Services patterns 

Finally, we examined relevant Revenue models (Table 4). Revenue models are frameworks for 

generating financial income, which is, capturing the generated value. They help identifying which 

revenue source to pursue, what value to offer, how to price the value, and decide who pays for the 

value provided. In fact, it is a part of a business model. With a clear and well-defined revenue model, 

with a clear plan of how to generate revenues, the agROBOfood network will be less likely to struggle 

due to costs which it will be able, or will have greater facilities, to sustain in the long term. As this 

analysis shows, the agROBOfood network will mostly structure as a mixed revenue model, which 

will provide the ecosystem with various revenue streams to support the long-term sustainability. The 

majority of the revenue model patterns that were found suitable for the network aligns with the core 

activities of the agROBOfood ecosystem: cash machine, but also partner or public co-funding, 

subscription (i.e., membership-based organisation), performance-based contracting (e.g., 

contracting for specific services based on results), and commission fees. 

Revenue models Very interesting  

Somewhat 

Interesting 

Cash machine  ✓  

Public co-funding  ✓ 

Subscription   ✓ 

Performance based contracting   ✓ 

Partner co-funding   ✓ 

Commission fees   ✓ 

Mixed revenue model  ✓  

Table 4 – Selected Revenue models patterns 

The following chapters provide a detailed description of the selected business model patterns and 

analysis of their potential application to agROBOfood. Furthermore, they provide an assessment on 

a scale from very interesting to somewhat interesting according to the business models’ fit to the 

agROBOfood network.15 

2.1.1 Network Business Models 

A network-based business model is a business model where two or more stakeholders, like in the 

case of agROBOfood, create a joint value proposition, or jointly affect a value proposition based on 

the key activities and resources of all stakeholders. The partners are not only restricted to interacting 

in a traditional value chain manner i.e., sequentially, but can perform downstream customer activities 

and even core value proposition enhancing activities.  

 
15 Business model patterns that were assessed as non-interesting for the agROBOfood project were not 
included in the deliverable. 
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This section raises particular interest for the agROBOfood network in case the network will be 

constituted as a legal entity after the end of the project.    

NAME OF THE BUSINESS MODEL:  Affiliation 

Short description Your success is my success 

Description 

The focus of this business model lies on supporting other partners to sell products 

and directly benefiting from successful transactions. Affiliates usually profit from some 

kind of pay-per-sale or pay-per-display compensation. The company (or the network 

in this case) is able to gain access to a more diverse potential customer base, without 

additional active sales or marketing efforts. 

How it works? 

Each customer receives an identification that allows the vendor to recognize the 

referring seller. Nowadays, affiliation is an important element of the revenue model 

and offers various models for commission (e.g., fraction of revenues, fixed sum based 

on the performance by customer). However, it is heavily dependent on commissions 

or even wholly financed by them. 

Examples Uber, Amazon, … 

Potential 

application to 

AgROBOfood   

Creation of a win-win situation for all parties involved, leading to an increase in sales. 

At the same time, other partners involved in the ecosystem will be enticed by financial 

rewards. However, a strong ecosystem and passionate customers are a prerequisite 

for this pattern. 

Questions 

- Can we capitalise on new customers and retain them in the long run? 

- How do we choose the best possible partners for our affiliate network? 

- How can we handle any uncertainties associated with managing this pattern’s 

revenue stream? 

- How do we handle backlash from customers if our partners do not deliver on their 

service?" 

Ranking  ☒ Very interesting ☐ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Cross-selling 

Short description Killing two birds with one stone 

Description 

In this model, services or products from a formerly excluded branch are added to the 

offerings, thus leveraging existing key skills and resources. In this way, companies 

can easily provide additional products and offerings that are not linked to the main 

branch on which they were previously focused. Thus, additional revenue can be 

generated with relatively few changes to the existing infrastructure and assets, since 

more potential customer needs are met. 

How it works? 

Derives more value from a single source, thus saving on the cost of searching for 

additional products. Customers who already have a good relationship with a business 

will not feel that they are taking a risk trusting it again. This is something that cannot 

be said for new businesses. At the same time, leverage existing resources and 

competencies such as sales and marketing. 

Examples IKEA, Aldi, Sanifair 

Potential 

application to 

AgROBOfood   

Offering a wide variety of services provided by different partners can help the 

agROBOfood network take advantage of its customer relationships to sell more 

services. 

Questions 

- Can the product be bundled to the advantage of customers? 

- Is the perceived customer value of Cross-selling high enough? 

- Is there a natural need to bundle the products from the customer’s point of view? 

- Can we achieve consistent pricing of these products? 

- Are the market entry barriers against potential new competitors high enough? 

Ranking  ☒ Very interesting ☐ Somewhat interesting  
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NAME OF THE BUSINESS MODEL:  Open Business 

Short description Leverage collaborative value creation 

Description 

Collaboration with partners in the ecosystem becomes a central source of value 

creation. Companies pursuing an Open Business Model actively search for novel 

ways of working together with suppliers, customers, or complementors to open and 

extend their business. 

How it works? 

Openness refers to the inclusion of outside partners into normally closed value 

creation processes such as R&D. Companies pursuing the Open Business model try 

to leave profitable niches for potential partners within the model to enable them to 

engage independently gainful business activities. The conflict of goals existing 

between one’s own profitability and partners’ objectives must allow a win-win solution. 

Examples Procter & Gamble, ABRIL Moda 

Potential 

application to 

AgROBOfood   

It greatly matches with the purpose of creating an ecosystem to seek out innovations 

and new technologies in robotics to apply in agriculture from partners who can work 

together all-around Europe. 

Questions 

- What value-added offerings can we provide customers by partnering with other 

firms? 

- Which areas in our company would benefit the most from outside knowledge and 

partners? 

- What roles should the various partners play and where do we position ourselves in 

the ecosystem? 

- How will we split revenue between partners? 

- How can we all benefit from the ecosystem? 

Ranking  ☒ Very interesting ☐ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Revenue sharing 

 Win-win with symbiosis 

Description 

It refers to the firm’s practice of sharing revenues with their stakeholders, such as 

complementors or even rivals. Thus, in this business model, advantageous properties 

are merged to create symbiotic effects in which additional profits are shared with 

partners participating in the extended value creation. One party is able to obtain a 

share of revenue from another that benefits from increased value for its customer 

base. 

How it works? 

It refers to individuals, groups or companies working together and sharing resulting 

revenues. It can assist in building strategic partnerships that broaden a company’s 

customer base and consequently increase its income and strengthen its 

competitiveness, may serve as a means to lower distribution costs and share risks 

with the other stakeholders. 

Examples Apple, Groupon 

Potential 

application to 

AgROBOfood   

All parties involved in the agROBOfood ecosystem will be sharing some risks after 

investing money in creating the network. If the business was profitable, proceeds 

were split between all partners. The new entity will act as a distribution platform of 

services. 

Questions 

- Who is the right partner for our business model? 

- How should we design the product bundle in order to create synergies? 

- Will our partnering concept allow us to exploit synergies? 

- Can we implement simple processes and mechanisms to share financial revenue 

comfortably? 

- Will cobranding create positive or negative spill-over effects? 

Ranking  ☒ Very interesting ☐ Somewhat interesting  
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NAME OF THE BUSINESS MODEL:  Shop in shop 

Short description Piggybacking 

Description 

Instead of opening new branches, a partner is chosen whose branches can profit 

from integrating the company’s offerings in a way that imitates a small shop within 

another shop (win-win situation). The hosting store can benefit from more attracted 

customers and is able to gain constant revenue from the hosted shop in the form of 

rent. The hosted company gains access to cheaper resources such as space, 

location, or workforce. 

How it works? 

Customers may become more loyal as a result of the added value presented by the 

extra products and services on offer. It can generate revenues from rental income 

and save on the choice and presentation of certain product lines since these tasks 

will be taken over by the integrated business. Shop in shop establishments offer a 

wider range of products and services to their customers and enable convenient one-

stop payment solutions.  

It refers to the practice of retailers or service providers establishing an independent 

store in another company’s retail space. 

Experience has shown that integrating a business in another company’s premises 

provides a cheaper and more flexible alternative than building one’s own store, and 

of course setting up a Shop in shop sometimes gives access to a primer site that may 

otherwise be difficult or impossible to come by. 

Examples Deutsche Post, Bosch 

Potential 

application to 

AgROBOfood   

The agROBOfood network could identify other networks of hubs or service 

marketplace where to provide the services of the networks. Especially interesting if 

merging with an existing organization becomes a reality. 

Questions 

- Can we use our sales channels to increase our visibility? 

- How can we raise our customers’ awareness of our brand and our solutions? 

- What channels or platforms should we use to present ourselves? 

- Which partners fit in with our approach, brand and competencies? 

Ranking  ☐ Very interesting ☒ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Community 

Description 

Community based business models are gaining momentum as companies aims to 

intensify their customer engagement activities with relevant and great customer 

experiences. 

This type of business model relies extensively on community support to acquire 

customers as well as to provide support services. 

How it works? 

The community context opens up new possibilities for deeper customer involvement. 

Customers interacting with customers builds trust and the feeling of owning a stake in 

the business. In turn, this drives customer involvement beyond the sales relationship. 

Working collaboratively with customers translates into better offerings. Ongoing 

interaction between customers and with customers generates insights about emerging 

demand patterns more quickly. In turn, this drives open innovation for products and 

services. The community-driven business model offers a lower cost base. With 

customers acting as sales and marketing channels as well as support agents, the cost 

base of a community-driven business is lower. 

Potential 

application to 

AgROBOfood   

Community business model can be applied to agROBOfood with the aim to enlarge 

customer involvement and strengthen CC-SMEs active participation. 

Ranking  ☐ Very interesting ☒ Somewhat interesting  
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NAME OF THE BUSINESS MODEL:  Leverage customer data 

Description 

In this business model new value is created by collecting customer data and preparing 

it in beneficial ways for internal usage or interested third parties. Revenues are 

generated by either selling this data directly to others or leveraging it for own purposes, 

i.e. to increase the effectiveness of advertisements. 

How it works? 

Main activities centre on the acquisition and analysis of data. It focuses on customer 

data as a profitable resource that needs to be tapped into with the appropriate tools. 

Individual profiles may contain up to a thousand attributes.  

Leveraging customer data can help to secure a competitive edge, identifying potential 

savings, carrying out real-time market analyses, generating more effective 

advertisements and discovering dependencies. 

Potential 

application to 

AgROBOfood   

The Leverage Customer Data pattern often works particularly well when combined 

with hidden revenue streams. Customer behavior and transactions leave digital 

footprints that can be analyzed from different perspectives. 

Ranking  ☐ Very interesting ☒ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Two-sided market 

Short Description Attracting indirect network effects 

Description 

A two-sided market facilitates interactions between multiple interdependent groups of 

customers. The value of the platform increases as more groups or individual members 

use it. The two sided usually come from distinguished groups, e.g., businesses and 

private interest groups 

How it works? 

Indirect network effects: the more people from one group uses the platform, the more 

attractive it becomes to people in the other group 

.As long there are no customers using the platform, neither group has an incentive to 

join it. Thus, the situation calls for achieving speedy visibility of the platform by means 

of far-reaching ad campaigns and special offers. 

Examples TripAdvisor, eBay, Amazon, Diners Club 

Potential 

application to 

AgROBOfood   

agROBOfood could become a two-sided market as it would attract R&D centres as 

well as service providers willing to offer their services to SMEs in the agricultural 

sector. 

Questions 

- Who are the relevant stakeholders in our industry? 

- How are they connected today? 

- Why are some players left out? 

- Which value streams (consisting of product, services and money) flow between 

players)? 

- What is our position in this value network? 

- Can we build a multi-sided business model that connects all players in innovative 

ways and creates additional value for customers? 

Ranking  ☒ Very interesting ☐ Somewhat interesting  

 

2.1.2 Business Models for Specific Services 

This section describes a wide variety of business models that can relate to and improve the way a 

specific service is able to create, deliver and capture value. Developing and adapting a business 

model for a specific service is very important as it identifies the key value proposition, the target 

market and any anticipated expenses. Moreover, organizations should regularly update their 

business plans, or they will fail to anticipate trends and challenges ahead. 
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NAME OF THE BUSINESS MODEL:  Add-on 

Short Description Additional charge for extras 

Description 

The core offering is priced competitively, but there are numerous extras that drive the 

final price up. In the end, the customer pays more than he or she initially assumed. 

Customers benefit from a variable offer, which they can adapt to their specific needs. 

How it works? 

Customers are free to decide whether they want to customize their product according 

to their individual preferences or prefer to disregard superfluous extras. Customers 

may wind up paying more for the final product than they would have for similar 

competing products because they choose additional optional features. 

Customers pay a hefty premium for extra features (additional attributes, 

accompanying services, product extension, individual customization). 

Examples SAP, Ryanair, SEGA 

Potential 

application to 

AgROBOfood   

The add-on business model can be easily applied to agROBOfood by offering basic 

services and then later add options to which they will be less price sensitive by 

complementing and improving these services. 

Questions 

- Can we provide a basic product to which customers can be price sensitive and then 

add on services? 

- Can we lock our customers in so that they will buy the Add-on products from us? 

Ranking  ☒ Very interesting ☐ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Flat rate 

Short Description "All you can eat" - unlimited consumption at a fixed price 

Description 

In this model, a single fixed fee for a product or service is charged, regardless of 

actual usage or time restrictions of the consumption- The user benefits from a simple 

cost structure while the company benefits from a constant revenue stream. 

How it works? 

- Unlimited consumption with full control of their costs 

- It remains financially sound for the business, if customers who exceed the normal 

rates of use are balanced out by those who use the service only sparingly 

- Customers purchase a service or a product for a lump sum and then use it as much 

as they wish 

Examples Netflix, Vodafone, Spotify 

Potential 

application to 

AgROBOfood   

The flat rate business model could be easily applied to agROBOfood, but its 

implication should be taken into account carefully. 

Questions 

- Is the average customer still in the calculated margin? 

- Do we want to increase our market share and grow at the possible cost of reduced 

profits? 

- Can we protect ourselves from customers abusing our offer? 

- Have we checked the price elasticity of demand? 

- Have we taken the loss of price differentiation as a potential asset into account? 

Ranking  ☐ Very interesting ☒ Somewhat interesting  

 

 

NAME OF THE BUSINESS MODEL:  Licensing 

Short Description Commercialising intellectual property 

Description 

Efforts are focused on developing intellectual property that can be licensed to other 

manufacturers. This model, therefore, does not rely on the realization and utilization 

of knowledge in the form of products, but attempts to transform these intangible 

goods into money. This allows a company to focus on Research & Development. It 
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also allows the provision of knowledge, which would otherwise be left unused and 

potentially be valuable to third parties. 

How it works? 

The focus is on the question of commercializing the rights. There is a freedom to 

focus exclusively on R&D without requiring additional competencies in respect of the 

production or marketing of concrete applications.  

The rights can generally be sold to more than one interested party. Licensing rights 

as a means to diversify the company’s revenues and risks. The brand concerned 

becomes more recognizable and customers are more likely to remain loyal. The 

products and services are likely to be disseminated much more quickly, leading to 

more sales. 

Examples IBM 

Potential 

application to 

AgROBOfood   

The agROBOfood is both intensive in knowledge and technology, so licensing would 

present an interesting option to monetize the products and technologies developed. 

However, it must be considered that most likely know-how and patents remain in the 

portfolios of the network members, i.e. agROBOfood is not the owner.  

Questions 

- Which products or solutions are not at the core of our business and could be 

licensed out to other companies? 

- Are our patents strong enough to safeguard us from partners’ developing their own 

solutions? 

- Would we increase our product or brand awareness by Licensing the product out to 

partners? 

Ranking  ☐ Very interesting ☒ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Pay per use 

Short Description Pay as you go 

Description 

In this model, the actual usage of a service product is metered. The customer pays 

on the basis of what he or she effectively consumes. The company is able to attract 

customers who wish to benefit from the additional flexibility, which might be prices 

higher. 

How it works? 

Customers pay for services based on their effective usage instead of a fixed rate. The 

origins of the incurred costs are highly transparent. Customers who use a service 

sparingly pay much less. 

Depending on the service, they are billed in different ways, for instance, based on the 

number of units used or the duration of use. 

Example Car20Go, GoTo, Ally Financial 

Potential 

application to 

AgROBOfood   

This business model could be applied to some specific services offered through the 

agROBOfood network. Depending on the characteristics of some services. 

Questions 

- How can we make our billing process as simple as possible? 

- Will our customers alter their behaviour once we introduce Pay Per Use? 

- What kinds of product data can we measure and analyse? 

- What additional value other than data on usage can we provide for our customers 

with these intelligent products? 

- What can this pattern teach us about our customers’ behaviour? 

Ranking  ☒ Very interesting ☐ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Razor and blade 

Short Description Bait and hook 

Description 

The basic product is cheap or given away for free. The consumables that are needed 

to use or operate it, on the other hand, are expensive and sold at high margins. The 

initial product’s price lowers customers’ barriers to purchase, while the subsequent 
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recurring sales cross-finance it. Usually, these products are technologically bound to 

each other to further enhance this effect. 

How it works? 

The basic product is offered at a bargain price below the cost or even for free. 

Additional products that customers need in order to use the basic product, on the 

other hand, are high-priced and so become responsible for generating most of the 

revenues. It is important to win the customer’s loyalty by lowering the barriers for 

purchasing the basic product. 

Complementary strategies include patenting the complementary product or building 

a strong brand. 

Money will start coming in once the customer purchases complementary products. 

This business model can be particularly lucrative when accessories are frequently 

used. 

Examples Gilette, HP, Apple, Amazon kindle  

Potential 

application to 

AgROBOfood   

This business model could be applied to services delivered by agROBOfood network, 

especially in services related to networking and event participation. 

Questions 

- Can we protect our after-sales business with features and functionalities created in 

the product design phase (e.g. a remote diagnostic device that requires servicing by 

the OEM)? 

- Can unique and hard-to-imitate components stop our competitors from copying our 

service or spare part businesses? 

Ranking  ☐ Very interesting ☒ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Layer Player 

Short Description Benefiting from specialised know-how 

Description 

It is a specialized company limited to the provision of one value-adding step for 

different value chains. This step is typically offered within a variety of independent 

markets and branches. The company benefits from economies of scale and often is 

able to produces more efficiently. Further, the established special expertise can result 

in a higher quality process. 

How it works? 

It usually focuses on one or just a few activities within a value chain. It is able to 

influence and develop standards within its specific field to its own advantage. Such a 

company serves a number of market segments of several industries. 

Examples PayPal, Amazon Web Services, Wipro 

Potential 

application to 

AgROBOfood   

This business model is applicable to agROBOfood depending on how many value-

chain stages it approaches to. It will only serve the robotics applied to agriculture 

segment, not many market segments of several industries. 

Moreover, it is expected that each partner offering services in the network will only 

offer a specific set of high-end services to a specific segment, therefore, there will be 

a specialization of partners for each type of services. 

Questions 

- Are we knowledgeable enough to spot changing trends and rapidly tailor our 

business to market needs? 

- Do economies of scope play an important part in our area of specialisation? 

Ranking  ☒ Very interesting ☐ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Peer-to-peer/Brokerage 

Short Description Dealing from person to person 

Description 

This business model is based on a cooperation that specializes in mediating between 

individuals belonging to an homogeneous group. The company offers a meeting point 

(i.e. an online data base and communication service that connects these individuals). 
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These could include offering personal objects for rent, providing certain products or 

services, or the sharing of information and experiences. 

How it works? 

Transactions between private individuals such as lending personal items, offering 

specific services and products or sharing information and experiences. Customers 

can make use of private products and services in much the same way as they would 

use commercial offerings. Customers value the social aspects of Peer-to-Peer 

networks. 

The organization outfit functions as a sort of intermediary responsible for the safe and 

efficient handling of transactions, ideally becoming a nexus for community 

relationships. A company’s success implementing this business model will hinge on 

whether is able to establish a trusted image of the various offerings. 

This function can be monetized, for example, by charging transaction fees or 

indirectly generating revenue through advertising or donations. 

Examples eBay, Skype, Airbnb, napster, Linkedin 

Potential 

application to 

AgROBOfood   

The agROBOfood network can become an intermediary, bringing together 

technology centres and SMEs in the agriculture sector in order to promote and 

transfer innovation. Ideally, agROBOfood could become a nexus for community 

relationships. 

Questions 

- How can we convince users to switch from an existing network to our own? What 

can we contribute to the community? 

- What incentives must we offer so that users stay in our network; can we create soft 

Lock-in effects? 

- How do we implement our designs technically? 

- What do we hope to achieve by setting up a Peer to Peer network? 

- (When) should we stop letting people use our platform for free and introduce a fee-

based or Freemium revenue model? 

Ranking  ☒ Very interesting ☐ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Make more of it 

Short Description Multiply competencies outside your core business 

Description 

Know-how and other available assets existing in the company are not only used to 

build own products, but also offered to other companies. Slack resources, therefore, 

can be used to create additional revenue besides that which is generated directly 

from the core value proposition of the company 

How it works? 

Know-how and resources are sold to third parties as a service. 

This model demonstrates that accumulated specialist knowledge and spare 

capacities can be monetized. It allows to further improve internal processes and 

revitalizes the core business. A company known to be a Make More of It user is likely 

to be seen by others as an innovation leader, an image that will have a positive long-

term effect on sales. 

Examples BASF, Amazon Web Services, Porsche Consulting 

Potential 

application to 

AgROBOfood   

The agROBOfood network could leverage its great knowledge and technology 

potential in the robotics in agriculture sector in order to offer its customers consulting, 

expert knowledge and training services. This will enhance agROBOfood’s position in 

the market as an authority. 

Questions 

- Do we really know our core competencies? 

- Are they truly unique and hard to imitate? 

- Can we draw analogies to different industries where we can use our core 

competencies? 

- Have innovation experts in our new target market cross-checked the potential 

inherent in our core competencies? 
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- Have we tested our assumptions about the target market, its characteristics and its 

attractiveness in terms of facts and external expertise? 

Ranking  ☒ Very interesting ☐ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Digitization 

Short Description Digitising physical products 

Description 

This pattern relies on the ability to turn existing products or services into digital 

variants, thus offering advantages over tangible products, e.g., easier and faster 

distribution. Ideally, the digitalization of a product or service is realized without 

harnessing the value proposition which is offered to the customer 

How it works? 

-Contents that could not have been produced in their present form before the advent 

of the Internet, are now offered to customers with a moderate amount of effort. 

Allows an existing business to be reproduced online and some of the business 

processes and functions relocated to the Internet. 

Transforming an existing product or service into a digital variant, thus providing 

advantages such as the elimination of intermediaries, reduced overheads and more 

streamlined distribution. 

Examples Hotmail, Amazon Kindle, SurveyMonkey, Netflix, Dropbox 

Potential 

application to 

AgROBOfood   

The agROBOfood network could leverage its great knowledge and technology 

potential in the robotics in agriculture sector in order to offer its customers consulting, 

expert knowledge and training services via in a digital way, through access via a 

digital platform. 

Questions 

- Which parts of our product offering would derivate value from including software? 

- Can we create and capture value from Digitisation? 

- When and where will this pattern make sense for us? 

Ranking  ☐ Very interesting ☒ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Supermarket 

Short Description Large selection and small prices under one roof 

Description 

A company sells a large variety of readily available products and accessories under 

one roof. Generally, the assortment of products is large but the prices are kept low. 

More customers are attracted due to the great range on offer, while economies of 

scope yield advantages for the company 

How it works? 
- A business model will normally have to be considerably modified in order to be able 

to reach this less well-off population 

Examples Best buy, Staples, The Home Depot 

Potential 

application to 

AgROBOfood   

The ecosystem will offer niche products, which will be more oriented towards a 

boutique-business model, rather than a supermarket. Long-tail may be preferable. 

Questions 

"- Which services or products could we offer to lower-income customers in addition 

to our established clientele? 

- Can we adjust our services to make them attractive to people who cannot afford 

them at the present time? 

- Can we reach new customers by porting our solutions to mobile devices?" 

Ranking  ☐ Very interesting ☒ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Long-tail 

Short Description Many a mickle makes a muckle, or little often fills the purse 

Description 
Instead of concentrating on blockbusters, the main bulk of revenues is generated 

through a "long tail" of niche products. Individually, these neither demand high 
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volumes, nor allow for a high margin. If a vast variety of these products are offered in 

sufficient amounts, the small scale profits can add up to a significant amount 

How it works? 

- Selling small quantities of a very large range of products, in contrast to a 

“blockbuster” model 

- Being able to browse among a much broader, more vibrant range, and increases 

their chances of finding products that satisfy their individual needs 

Examples Amazon Store, eBay, Netflix, Youtube 

Potential 

application to 

AgROBOfood   

agROBOfood will offer a wide range of services targeting robotics in agriculture. 

Although these services will be niche, they will add up to significant revenue 

generated. It will also be important for the business model to provide smart search 

and recommendation systems proposing products to customers based on past 

searches and purchases can be instrumental in helping customers find the right niche 

products without difficulty. 

Questions 

- Would out customers derive added value by getting everything from us? 

- Are we better at managing complexity than our competitors? 

- Can our processes and IT systems handle a massive number of products? 

- Can we handle back-end processes such as purchasing, order processing, logistics 

and IT? 

Ranking  ☒ Very interesting ☐ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  E-commerce 

Short Description Online business for transparency and savings 

Description 

Traditional products or services are delivered through online channels only, thus 

removing costs associated with running a physical branch infrastructure. Customers 

benefit from higher availability and convenience, while the company is able to 

integrate its sales and distribution with other internal processes. 

How it works? 

- Offering a large selection of goods without overwhelming customers, since they can 

easily search, filter and navigate the product range online 

- Buying and selling of products and services via electronic systems 

- Immediate sale of goods and services, also includes customer service and support 

- Can also act as a complementary sales channel through which inherent benefits of 

digitised products can be exploited 

Examples Alibaba, Amazon, Asos, Zappos 

Potential 

application to 

AgROBOfood   

AGROBOFOOD is already considered as an e-commerce with a brokerage 

accessible through the Internet 

Questions 

- Will introducing e-commerce allow us to create value for our customers or to reduce 

costs? 

- Can we codify information relevant for our customers and put it online? 

- Does going online leverage our unique selling proposition or will it incapacitate our 

competitive advantage? 

Ranking  ☒ Very interesting ☐ Somewhat interesting  

 

2.1.3 Revenue Models 

With a clear and well-defined revenue model, with a clear plan of how to generate revenues, the 

agROBOfood network will be less likely to struggle due to costs which it will be able, or will have 

greater facilities, to sustain in the long term. By having a clear revenue model, a business can focus 

on its target audience, fund development plans for the sustainability of the networks and establish 

successful marketing plans. 
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NAME OF THE BUSINESS MODEL:  Cash machine 

Short Description Coining money with negative working capital 

Description 

In the cash machine concept, the customer pays upfront for the products sold to the 

customer before the company is able to cover the associated expenses. This results 

in increased liquidity which can be used to amortize debt or to fund investments in 

other areas 

How it works? 

It ensures that the business obtains generous payment terms of goods with suppliers. 

It makes sure that customers pay promptly keeping the time goods are kept in 

inventory as short as possible. 

Additional liquidity that can be used for various purposes such as settling debts or 

making new investments. It allows to lower its interests payments and/or to speed up 

growth. 

Examples Dell, Amazon, Paypal, American Express 

Potential 

application to 

AgROBOfood   

The agROBOfood network can benefit from this business model by (i) asking for 

advance payment before services are performed, (ii) providing high liquidity and 

possibilities to pay debts or foster growth and, (iii) make customers perceive a high 

value added of the offering. 

Questions 

- Can we effectively pay suppliers only after receiving payments from our customers? 

- What benefits can we create for the customer by establishing a build-to-order 

process? 

- Will we be able to renegotiate contracts with suppliers? 

- Is it possible for us to postpone finishing our products and services until they have 

been paid for? 

Ranking  ☒ Very interesting ☐ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Public co-funding 

Short Description Getting funded for reducing market failures 

Description 

Public co-funding is provided to ensure the long-term sustainability of the entity, to 

accompany the entry into the market of the new entity and to provide for some 

services to specific market segments to tackle market failures. E.g. externalities 

(information asymmetry, public goods, time-inconsistent preferences) 

How it works? 

Provides access to unique information about EU funding while opening collaborations 

with other EU entities in its field. It allows to generate economies of scale for the 

generation of information, access to state-of-the art infrastructures, and access to 

finance for EU-collaborations. 

It has to respond to some political interests as well as to justify the public investment 

made in the entity with some performance indicators. 

It provides an important revenue stream that can be very helpful for the market entry 

of the network while enables co-funding for service provision, allowing certain market 

segments access to services that otherwise they would not be able to afford. Public 

co-funding has not exclusively to be just monetary, it can just cover for personnel, 

infrastructures or certain investment expenses. 

Examples EIT 

Potential 

application to 

AgROBOfood   

This business model can be applied to agROBOfood as it will contribute to the mid-

term sustainability of the networks while ensuring the offering of some services. 

Interesting, but unlikely to happen. 

Ranking  ☐ Very interesting ☒ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Subscription 

Short Description Taking a season ticket to services 
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Description 

The customer pays a regular fee, typically on a monthly or an annual basis, in order 

to gain access to a product or service. While customers mostly benefit from lower 

usage costs and general service availability, the company generates a steadier 

income stream. 

How it works? 

The price of a subscription frequently works out lower than purchasing the same 

product or service several times. 

Customers either pay for the services in advance or at regular intervals, typically on 

a monthly or annual basis. Many firms offer their customers a discount when they 

take a subscription, since this constitutes a pledge to purchase its products or 

services repeatedly, signifying foreseeable returns for the business. 

Example Netflix, Salesforce, Spotify 

Potential 

application to 

AgROBOfood   

This business model can be applied to some of the services offered within the 

agROBOfood. 

Questions 

- Which products and services do customers need regularly? 

- Which of our products or services are appropriate for Subscription? 

- Can we provide any additional value by offering subscriptions rather than selling our 

products outright? 

Ranking  ☐ Very interesting ☒ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Performance-based contracting 

Short Description Basing fees on results 

Description 

A product's price is not based upon the physical value, but on the performance or 

valuable outcome it delivers in the form of a service. Performance based contractors 

are often strongly integrated into the value creation process of their customers. 

Special expertise and economies of scale result in lower production and maintenance 

costs of a product, which can be forwarded to the customer. Extreme variants of this 

model are represented by different operation schemes in which the product remains 

the property of the company and is operated by it. 

Revenue based on performance service, e.g. established connection, expert found, 

peer-review performed, service provided to SMEs, submitted proposal, events 

organized, etc. To make it operational it would be necessary for unique services to 

work with an overview of hourly rates, and for standardized services such as 

established connection, a price list. 

How it works? 

Such services are measured as a precise output quantity for which customers pay 

the company a specified amount. This amount typically includes all pertinent costs 

such as operation, maintenance, and repair expenses, so that customers can easily 

control their costs. 

The manufacturer who distributes the products in question will frequently be strongly 

integrated into customers’ value creation processes. Integrated own-and-operate 

systems are an extreme variant of this patterns, whereby a company retains 

ownership of and operates the product another company has bought. 

The greater financial and operational risk is offset by long-term and more cooperative 

relationships with customers. 

Example Xerox, BASF, Rolls Royce 

Potential 

application to 

AgROBOfood   

In order to make it appliable to the AGROBOFOOD network, for unique and 

innovative services, it will be required the elaboration of some hourly rates, and for 

standardized services, a price-list with fixed prices. This will provide revenues based 

on actual value and an incentive for members to use it as there is no commitment in 

advanced needed. However, it needs to be coordinated with other revenue models 

and a service portfolio. 

Questions - What do our customers really need? 
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- Would offering customer packages of knowledge and services create additional 

value for them? 

- Would customers prefer cost structure transparency that would allow them to 

manage their costs by actual usage? 

- How can we design our value chain to boost fulfilment levels and reliability 

Ranking  ☐ Very interesting ☒ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Partner co-funding 

Short description In-kind contributions from core partners 

Description 

In-kind contributions from EDIHs (and their members) in the activities of the network 

(time, effort, access to local capacities and infrastructures). In exchange, they 

influence the network strategy and establish links with others, as it is part of their 

mission. 

How it works? 

Each partner in the network has to contribute to the funding of the joint organization 

with a monthly/yearly fee or assuming a fixed percentage of the total costs of the 

organization. In this way, the sustainability of the network in the long term is assumed. 

Potential 

application to 

AgROBOfood   

Each partner could contribute with a monthly/yearly fee to the sustainability of the 

agROBOfood network. 

Ranking  ☐ Very interesting ☒ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Commission fees 

Short description Act as a sales office for the community 

Description 

Users or members are charged a fee for each transaction. When the customer pays 

the supplier, the network charges a percentage or a fixed fee for its services. The 

network may charge either the seller or the buyer. Another scenario is taking a 

commission from both of them. Parties may operate within the network for free and 

pay only when they get some value from using the platform. 

How it works? 

The commission model is a very effective network revenue model. The network 

monetizes every time a user/member pays for a service or a product. 

Since users/members only pay when their items/services are sold, they do no risk 

any money by placing their business on the network. 

Examples Fiverr, Airbnb, FormPlanet 

Potential 

application to 

AgROBOfood   

This business model can be applied to the agROBOfood network in order to charge 

an equal fee for all services provided by the partners participating in the network. 

Questions 
- How to offer enough value? 

- How much to charge to get revenue, cover costs and still not discourage customers? 

Ranking  ☐ Very interesting ☒ Somewhat interesting  

 

NAME OF THE BUSINESS MODEL:  Mixed revenue model 

Short description Combining revenue models 

Description 

'When selecting an online marketplace revenue model for your platform, it is not 

necessary to choose only one of them. The major players of marketplace business 

successfully combine several models and have several revenue sources. 

There are marketplace revenue models that are used as a main source of income. 

And there are those that come as an addition to the main one. It is normal to have 

several monetization channels on a marketplace.  

If a marketplace has online revenue models that only involve charging either a 

supplier or a customer, the paying side is likely to abandon the platform real soon. 
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Instead of focusing on one side of the marketplace, introduce such models that will 

involve both customers and suppliers. 

How it works? 

The company supports its long-term sustainability with revenue streams that cover 

their costs. 

Avoids dependence on a single source of income. 

Example Amazon, Etsy 

Potential 

application to 

AgROBOfood   

A mixed revenue model applied to the agROBOfood network will provide various 

revenue streams to encourage the long-term sustainability of the network. 

Ranking  ☒ Very interesting ☐ Somewhat interesting  
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3 Benchmarking of business models of 
similar networks 

This section presents a benchmark of business models from similar networks or projects funded with 

the European funds. Section 3.1 presents an overview of business models of other networks of hubs. 

Special focus was given to projects focusing on agri-food or robotics. Section 3.2 lists business 

models of other European networks i.e., open innovation test beds. Finally, section 3.3 gathers 

business models of other European-funded projects which do not strictly focus on the creation of an 

ecosystem. 

For each project, we gathered information on industry focus, the scale (by looking at the number of 

participants), the duration of the project, the funding amount, and any best practices or lessons 

learned regarding service provision, business model selection or stakeholder involvement in the 

network (if this information is available). 

The main objective of this activity is to ultimately understand where the agROBOfood project stands 

in relation to other active organisations and market players. In this way, agROBOfood project 

partners can understand what the acceptable standard in the European industry ecosystem is and 

help the network stay in sync with the market and customer needs. 

3.1 Business models of other networks of hubs 

3.1.1 SmartEEs2 

NAME OF THE INITIATIVE: SmartEEs2 

Website https://smartees.eu/smartees2-project/  

Contact 

Coordinator: Jérôme Gavillet 

CEA – COMMISSARIAT À L’ÉNERGIE ATOMIQUE ET AUX ÉNERGIES 

ALTERNATIVES 

Email: jerome.gavillet@cea.fr 

Project manager: Minja Maric 

AMIRES – EU projects, Technology scouting & Business innovation 

Email: maric@amires.eu 

Industry Flexible and wearable electronics (FWE) 

General 

description 

SmartEEs2 aims to build an ecosystem of DIHs with a strong technological OLAE 

platform dedicated to FWE with the aim of increasing the users’ base and create a 

sustainable and collaborative network on pan-EU scale, ensuring that any business in 

Europe has access to a DIH at a working distance. 

Size 
14 partners from 9 EU countries 

47 Application Experiments to be developed during the project. 

Budget €8,466,153.75 

Duration of the 

project 
Start date: 01/01/2020 – End date: 31/12/2022 (36 months) 

https://smartees.eu/smartees2-project/
mailto:jerome.gavillet@cea.fr
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Business 

model 

The business model of SmartEEs 2 consists in a marketplace, a showroom, the building 

of a community of relevant stakeholders in the FWE industry and a brokerage platform.  

 

Description of the business model that the network foresees to uptake is included below: 

- Two-sided market (Marketplace): offering of an e-commerce which allows to 

remove costs associated with running a physical branch infrastructure. 

Therefore, customers benefit from higher availability and convenience, while the 

network is able to integrate processes and save costs. 

- Showroom: description of a wide variety of related technologies (more than 35 

flexible electronics technologies) to disseminate discoveries and latest 

development in the industry 

- Community: creation of a community of associations, clusters, investors, ETP, 

EU networks, suppliers and end-users to be active in various application field, 

technologies, markets and services to bring value. 

- Brokerage: facilitate SMEs and helping them growing their business through a 

panel of brokerage activities. 

 

Best practices 

or lessons 

learned 

Best practices from Smartees2 derive from a well implementation of the strategies 

described below: 

- Cross-selling strategy: services from a wide variety of companies, universities 

and technological centers are added to the offerings leveraging existing key 

skills and resources. 

- E-commerce: services are delivered through online channels, removing costs 

associated with running a physical branch infrastructure. 

- Digitization 

- Long-tail: instead of concentrating on blockbusters, the main bulk of revenues is 

generated through a “long tail” of niche services. 

- Open Business: collaboration with partners in the ecosystem becomes a central 

source of value creation. Constant pursuing of novel ways of working together 

with suppliers, customers, or complementors to open and extend their business. 

- Peer-to-peer: provides mediation between individuals belonging to an 

homogeneous groups, in this case, to SMEs, helping them growing their 

business through a series of activities. 

- Supermarket: selling a large variety of services and accessories under one roof. 

Generally, more customers are attracted due to the great range on offer, while 

economies of scope yield advantages for the company. 

 

On the other hand, one valuable insight regarding the analyzed project is the structuring 

of its online website and offering described (Two-sided market, showroom, community 

and brokerage). The website is easy to navigate, and information is clearly depicted. The 

marketplace is divided into technical and business services (ecosystem and community 

building services are included in the business section). The website also includes a 

private section for registered users as well as quick links to other resources (events, 

jobs, reports, training & skills, etc) as shown the image below: 
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The technical marketplace is searchable through tags and can be filtered using several 

categories (offering type, field of application, applied technology, target customer, etc): 

 

Per each service there is a more concrete description of offering type, contact email, 

offering description, images and specifications: 

 

There is also a categorization per services included in the business marketplace:  

 

Specific sections are particularly interesting as they enable partners to get further value 

from their participation to the network (in addition to the marketplace participation). 

Particularly, facilitating partners’ dissemination potential of local actions such as public 
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events, open job opportunities, share information on open training programs and share 

success story videos to the community. 

 

 

3.1.2 SmartAgriHubs 

NAME OF THE INITIATIVE:  SmartAgriHubs 

Website www.smartagrihubs.eu  

Contact 
Hennie van der Veen (WUR)  

Frank Berkers (TNO) 

Industry Agri-food 

General 

description 

SmartAgriHubs is a project under the H2020 instrument, and brings together a consortium 

of well over 164 partners in the European agri-food setor. The project aims to realize the 

digitalization of the European agriculture by fostering an agricultural ecosystem dedicated 

to excellence, sustainability, and success. 

Size 

2,000 users registered on the innovation portal 

140 Digital Innovation Hubs embedded within 9 Regional Clusters (40 EU countries) 

2,000 Competence Centers  

28 Flagship Innovation Experiments 

Budget €20 M EU 

Duration of 

the project 
Start date: 01/11/2018 – End date: 31/11/2022 (48 months) 

Business 

model 

SmartAgriHubs is still working on the final business model and how to continue the 

network after the project finishes. For example, discussions are held between core 

partners on how to sustain the innovation portal (who will manage the tool, how to manage 

for example the maturity assessment, etc.) 

The ecosystem is focusing on attracting additional types of financing 6M/12M/12MO4t, 

etc. Long-term sustainability of the AgriDIH network is validated through business plans 

for the network of Ag DIHs in Europe. 

Assumptions are made that the network will continue to follow the following business 

models: 

http://www.smartagrihubs.eu/
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- Supermarket: selling a large variety of services and accessories under one roof. 

Generally, more customers are attracted due to the great range on offer, while 

economies of scope yield advantages for the company. 

- Layer player 

- Revenue sharing: it refers to the firms’ practice of sharing revenues with their 

stakeholders, such as complementors or even rivals. Thus, in this business 

model, advantageous properties are merged to create symbiotic effects in which 

additional profits are shared with partners participating in the extended value 

creation. One party is able to obtain a share of revenue from another that benefits 

from increased value for its customer base. 

- Leverage customer data: new value is created by collecting customer data and 

preparing it in beneficial ways for internal usage or interested third parties. 

Revenues are generated by either selling this data directly to others or leveraging 

it for own purposes, i.e. to increase the effectiveness of advertisements or 

recommendations.  

- Cross selling: in this model, services, or products from a formerly excluded branch 

are added to the offerings, thus leveraging existing key skills and resources. In 

this way, companies can easily provide additional products and offerings that are 

not linked to the main branch on which they were previously focused. Thus, 

additional revenue can be generated with relatively few changes to the existing 

infrastructure and assets, since more potential customer needs are met. 

- Long tail: instead of concentrating on blockbusters, the main bulk of revenues is 

generated through a “long tail” of niche products. Individually, these neither 

demand high volumes, nor allow for a high margin. If a vast variety of these 

products are offered in sufficient amounts, the small-scale products can add up 

to a significant amount. 

- Subscription: the customer pays a regular fee, typically on a monthly or annual 

basis, in order to gain access to a product or service. While customers mostly 

benefit from lower usage costs and general service availability, the company 

generated a steadier income stream. 

- Digitization: this pattern relies on the ability to turn existing products or services 

into digital variants, thus offering advantages over tangible products, e.g., easier 

and faster distribution. Ideally, the digitalization of a product or service is realized 

without harnessing the value proposition which is offered to the customer. 

- Open source: in software engineering, the source code of a software product is 

not kept proprietary but is freely accessible for anyone. Generally, this could be 

applied for any technology details of any product. Others can contribute to the 

product, but also use it free as a sole user. Money is typically earned with services 

that are complementary to the products, such as consulting and support. 

- Flat rate: in this model, a single fixed fee for a product or service is charged, 

regardless of actual usage or time restrictions of the consumption. The user 

benefits from a simple cost structure while the company benefits from a constant 

revenue stream. 

- Pay per use: In this model the actual usage of a service product is metered. The 

customer pays on the basis of what he or she effectively consumers. The 

company is able to attract customers who wish to benefit from the additional 

flexibility, which might be higher prices. 

Best 

practices on 

lessons 

learned 

Best practices from SmartAgriHubs derive from a well implementation of the strategies 

described below: 
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- Early and wide study of potential business model that align well to the project 

reality and needs and compare them. 

- Use of interactive workshops among partners to create different business model 

scenarios with relevant stakeholders, such as DIHs, ends users, CC, SMEs and 

project partners; in order to identify potential benefits and issues of each scenario. 

Based on learnings of previous projects, IoF2020 (www.iof2020.eur)  drawing the 

business model with stakeholders could provide insights. For IoF2020 use cases it was 

an opportunity to visualize their business models as a professional sketch note. The 

interactive session took about 45-60min. The business model takes shape while your 

describing it to our design experts from an external visuals company. It helped them to 

clearly communicate their offer to customers as well as investors through structured 

questions, also identifying extra angles for bringing added value of their solution to 

potential customers and resellers. 

3.1.3 Trinity 

NAME OF THE INITIATIVE: Trinity Robotics EUR 

Website https://trinityrobotics.eu  

Contact No contact at this moment, website source 

Industry Advanced robotic systems in the production processes – cross-sector 

General 

description 

The main objective of TRINITY is to create a network of multidisciplinary and synergistic 

local digital innovation hubs (DIHs) composed of research centers, companies, and 

university groups that cover a wide range of topics that can contribute to agile production: 

advanced robotics as the driving force and digital tools, data privacy and cyber security 

technologies to support the introduction of advanced robotic systems in the production 

processes. 

Size 
16 partners in network (DIHs, technology providers, clusters and technology broker SMEs  

/ 43 funded projects / 10 countries 

Budget € 16 335 948,75 

Duration of 

the project 
Start date: 1 January 2019 – End date: 30 June 2023  

Business 

model 

Not clear. It’s a project with open calls (map of actors).  

Assumptions are made that the network will continue to follow the following business 

models: 

- Two-sided market 

- Supermarket 

- E-commerce 

- Brokerage  
- Layer player 

- Revenue sharing 

- Cross selling 

- Digitization 

- Open source 

- Pay per use 

We could investigate further by contacting them. 

https://trinityrobotics.eu/
https://trinityrobotics.eu/wp-content/uploads/2021/04/D6.1.-Map-of-core-and-indirectly-involved-actors.pdf
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Best 

practices or 

lessons 

learned 

Since the project has an extensive budget and is cross-sector, it is expected that 

continuation is an objective. Co-creation workshops in 2019 were successful.  TRINITY 

Project has identified several training needs from the interested stakeholders. Based on 

these needs and on the Competences provided by each partner TRINITY will implement 

an innovative education and training methodology. We could investigate service provision 

further.  

3.1.1 AIOTI 

NAME OF THE INITIATIVE: AIOTI 

Website https://aioti.eu  

Contact No direct contact at this moment, information gathered from website 

Industry Cross-industry Internet of Things (IoT) 

General 

description 

Aims to lead, promote, bridge and collaborate in IoT & Edge Computing and other 

converging technologies research and innovation, standardisation and ecosystem building 

providing IoT deployment for European businesses creating benefits for European society. 

AIOTI co-operates with other global regions to ensure removal of barriers to development 

of the IoT & Edge Computing market, while preserving the European  values, including 

privacy and consumer protection. AIOTI has at the moment 11 Working Groups (5 

horizontal and 6 vertical groups) and 4 Interest Groups. Each Group has a Chair and Co-

chair, nominated and elected by the members of that Group every two years 

Size 
21 founding members / over 190 members / Many EU countries and international 

collaborations  

Budget Unknown / NA 

Duration of 

the project 
Start date: 2 September 2016 – End date: NA 

Business 

model 

Full and Associate Members. Membership fees range from 0 EUR for public bodies through 

2000 EUR for large industries. 

Assumptions are made that the network will continue to follow the following business 

models: 

- Subscription 

- Community 

- Supermarket 

- Brokerage  
- Open Business 

Best 

practices or 

lessons 

learned  

Similarity with current two-tier membership structure in AgROBOfood. Could be beneficial 

to continue well-known and accepted membership structure when forming an association.   

3.1.2 DIH² 

NAME OF THE INITIATIVE: DIH² 

Website http://dih-squared.eu/ 

Contact Maria Gisbert (EUT) + Desk research from website 

https://aioti.eu/
http://dih-squared.eu/
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Coordinator: Päivi Mikkonen, VTT Technical Research Centre of Finland 

Industry Robotics to increase Agile Production 

General 

description 

DIH² believes in the power of robotics to transform the agility of manufacturing in Small and 

Medium-sized Enterprises (SMEs) and to drive economic growth across the European 

Union. DIH² facilitates the connections that enable agile production in factories, where 

speed and versatility are essential to satisfy customer demand. To this end, DIH² currently 

brings together a network of 25 Digital Innovation Hubs (DIHs) to generate innovation that 

maximises productivity and optimises agility in over 300,000 manufacturing SMEs and mid-

caps across the European Union.  

Size 
26 founding members 

Many EU countries and international collaborations  

Budget 16.000.000€  

Duration of 

the project 
Start date: 2 September 2016 – June 2024 

Business 

model 

After the project ends, DIH^2 will establish the network as a special group focused on 

‘Robotics and Artificial Intelligence for manufacturing’ under the EFFRA. The main 

motivation is for the group to be directly linked with the ‘Made in Europe’ partnership with 

European Commission. 

Assumptions are made that the network will continue to follow the following business 

models: 

- Cross-selling 

- Open Business 

- Subscription 

- Community 

- Layer player 

- Brokerage  

Best 

practices or 

lessons 

learned  

Not available yet. We could investigate service provision further. 

3.1.3 DIH HERO 

NAME OF THE INITIATIVE: DIH HERO 

Website https://dih-hero.eu/ 

Contact Laura Arribas (EUT) 

Industry Healthcare Robotics 

General 

description 

DIH-HERO is an independent platform which connects Digital Innovation Hubs across 

Europe to create a sustaining network for all those who are active in the healthcare robotics 

sector. The project consortium consists of 17 core partners spread across 11 pan-

European countries. 

The primary objective is to accelerate innovation in robotics for healthcare. To connect 

innovators, providers, businesses, users and politicians, DIH-HERO will establish an open 

online portal offering multiple services facilitating collaboration on various innovations, 

emphasizing the sharing of best practice and enhancing the delivery of innovation 

throughout the value chain. DIH-HERO especially focuses on supporting small and 

https://dih-hero.eu/
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medium-sized enterprises in maximizing their impact and reducing time-to-market. By 

connecting businesses and healthcare stakeholders, DIH-HERO enables them to develop 

innovative products and services that are better fitted to the needs of the healthcare 

systems across Europe. Furthermore, DIH-HERO will engage in necessary standardization 

for robotics in healthcare, including ethical, legal and societal issues. 

Size 
17 founding members 

Many EU countries and international collaborations  

Budget N.A. 

Duration of 

the project 

Start date: 1 September 2019 – 31 December 2022 

 

Business 

model 

Business modelling under development. Draft consultation with partners. 

Key activities 

• Services' brokerage platform 

• Networking events and community management 

• Certification* 

• Policy co-development* 

• Education and training 

• Research 

• Support to DIHs technology transfer activities 

Key Resources 

• Physical infrastructure (Decentralised DIH-HERO offices) 

• Digital platforms 

• Human resources: researchers, ICs, field experts and consultants, 

• administrative staff 

• Knowledge: licences, patents, expertise 

• Financial: EU, Member States funds, research grants 

Revenue streams 

• Membership Fees 

• Project pricing 

• Fees for services 

• EU projects 

• Handling fee system for patents and licensing 

• Industrial paid researchers 

Best 

practices or 

lessons  

Assumptions of the business models that DIH HERO may foresee to uptake is included 

below. Further verification could be done with project partners at a later stage. 
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- Affiliation, Flat Rate (Certification system) 

- Cross-selling 

- Shop in shop 

- Community 

- Brokerage 

- Leverage customer data 

- Layer player 

- Digitisation 

- Long-tail 

- Cash machine 

- Commission fees 

- Subscription 

- Public co-funding 

- Mixed revenue model 

3.1.1 RIMA 

NAME OF THE INITIATIVE: RIMA 

Website https://rimanetwork.eu/   

Contact No direct contact at this moment, information gathered from website 

Industry Robotics for Inspection and Maintenance 

General 

description 

RIMA aspires to bring together the technology providers, service providers, asset owners 

and operators, together with Digital Innovation Hubs and Facilitators, to join forces and 

competences in accelerating robotics in I&M. RIMA (Robotics for Inspection and 

Maintenance) is a 4-year project aiming to tackle this gap by establishing a network of 13 

Digital Innovation Hubs (DIH) and industry associations to support the uptake of robotics – 

and help small and medium-sized companies (SMEs) to develop novel solutions for 

different industry sectors. 

Size 13 DIHs founding members 

Budget Unknown / NA 

Duration of 

the project 
NA 

Business 

model 

Assumptions are made that the network will continue to follow the following business 

models: 

- Cross-selling 

- Open Business 

- Subscription 

- Community 

- Layer player 

- Long-tail 

- Brokerage 

Best 

practices or 

lessons 

learned  

Not available yet. We could investigate service provision further. 

 

 

https://rimanetwork.eu/
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3.2 Business models of European Open Innovation Test 
Beds (OITBs) 

This section presents a benchmark of business models from Open Innovation Test Beds (OITBs). 

An Open Innovation Test Bed (OITB) is a set of entities, providing a common access to physical 

facilities, capabilities and services required for the development, testing and upscaling of 

nanotechnology and advanced materials in industrial environments. The objective of OITBs is to 

bring nanotechnologies and advanced materials within the reach of companies and users in order to 

advance from validation in a laboratory (TRL 4) to prototypes in industrial environments (TRL 7).16 

The European added value of the Open Innovation Test Beds can be summarised as follow: 

• Single entry point for any user to materials facilities and services across Europe  

• Broad access to materials development facilities and services across Europe 

• Accelerated maturity of products for a faster market entry  

• Reduced costs for accelerating materials production for both industry and users 

• Harmonised conditions for testing and procedures for materials upscaling, characterisation 

and modelling to improve internal market accessibility  

• Increased return on investment in materials research  

• Early-stage access to intelligence on EU regulations making the materials development 

process more efficient  

• Easier marketability of products in Europe (e.g., non-European products to be tested in 

accordance with EU regulations to enter the market. 

The information shown in this section has been obtained after having participated in a workshop 

organized by AMIRES called “Open Innovation Test Beds as a service to the Industry”.17 

3.2.1 FormPlanet 

NAME OF THE INITIATIVE:  FormPlanet 

Website https://www.formplanet.eu/  

Contact 

Coordinator: Eduard Piqueras 

EURECAT 

Email: eduard.piqueras@eurecat.org  

Industry Sheet metal forming testing hub 

General 

description 

Through the creation of an OITB, FormPlanet aims at increasing the productivity of the 

sheet metal forming industries through the development of new experimental and 

modelling methodologies to assure zero-defects production and optimize sheet material 

development, production and performance. 

Size 19 partners from 8 EU countries 

Budget €7,713,022.50 

Duration of 

the project 
Start date: 01/01/2019 – End date: 31/12/2021 (36 months) 

Business 

model 

The business model of FormPlanet consists in the offering of advanced characterisation 

and modelling services in Europe. 

 
16  https://ec.europa.eu/research/participants/data/ref/h2020/other/guides_for_applicants/h2020-supp-info-
innotestbeds-18-20_en.pdf  

17  https://www.fep.fraunhofer.de/content/dam/fep/de/documents/Veranstaltungen/2021/Workshop-OITBs-2021-
Agenda_Open-event.pdf  

https://www.formplanet.eu/
mailto:eduard.piqueras@eurecat.org
https://ec.europa.eu/research/participants/data/ref/h2020/other/guides_for_applicants/h2020-supp-info-innotestbeds-18-20_en.pdf
https://ec.europa.eu/research/participants/data/ref/h2020/other/guides_for_applicants/h2020-supp-info-innotestbeds-18-20_en.pdf
https://www.fep.fraunhofer.de/content/dam/fep/de/documents/Veranstaltungen/2021/Workshop-OITBs-2021-Agenda_Open-event.pdf
https://www.fep.fraunhofer.de/content/dam/fep/de/documents/Veranstaltungen/2021/Workshop-OITBs-2021-Agenda_Open-event.pdf
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Revenues have been forecasted based on a percentage fee of the prices. Management 

and other support expenses have also been considered. The OITB also provides services 

to support the customers in finding the better solutions for their problems. 

Its development initiated with the definition of a service catalogue including two types of 

services: innovative services difficult to find outside the consortium (there are services 

and testing methods that have been developed and optimised within the OITB) and 

complementary services. Each Test Site and provider defined a price and an expected 

demand for each service, as well as a growth rate.  

Description of the business model that the network foresees to uptake is included below: 

- Marketplace: offering of an e-commerce which allows to remove costs associated 

with running a physical branch infrastructure. Therefore, customers benefit from 

higher availability and convenience, while the network is able to integrate 

processes and save costs. 

- Long tail: instead of concentrating on blockbusters, the main bulk of revenues is 

generated through a “long tail” of niche products. Individually, these neither 

demand high volumes, nor allow for a high margin. If a vast variety of these 

products are offered in sufficient amounts, the small scale products can add up to 

a significant amount 

Best practices 

on lessons 

learned 

Best practices from FormPlanet derive from a well implementation of the strategies 

described below: 

- Cross-selling strategy: services from a wide variety of companies, universities and 

technological centers are added to the offerings leveraging existing key skills and 

resources. 

- E-commerce: services are delivered through online channels, removing costs 

associated with running a physical branch infrastructure. 

- Long-tail: instead of concentrating on blockbusters, the main bulk of revenues is 

generated through a “long tail” of niche services. 

- Open Business: collaboration with partners in the ecosystem becomes a central 

source of value creation. Constant pursuing of novel ways of working together 

with suppliers, customers, or complementors to open and extend their business. 

- Supermarket: selling a large variety of services and accessories under one roof. 

Generally, more customers are attracted due to the great range on offer, while 

economies of scope yield advantages for the company. 

On the other hand, one valuable insight regarding the analyzed project is the structuring, 

definition, and development of the OITB. 

- Catalogue of services: the marketplace (or one-stop-shop) can only work if a 

bespoke catalogue including all the services offered and a broad description is 

available to all sites and industry. 

- It was shown to be necessary to perform a thorough study to determine which is 

the legal form that suited the most with the objectives and operations of the new 

entity. Moreover, the governing structure and operation processes have been 

defined to ensure a successful launch and functioning of the Test Bed. For this 

reason, the definition of the future entity and enabling processes were reached 

upon agreements and discussion among partners regarding every aspect of the 

new entity. 

Therefore, partners have worked together in order to elaborate several legal 

documents that define the new entity. These include: (i) articles of the association: 

document with the minimum legal requirements to constitute the Test Bed as a 

company (shareholders, initial capital, board of directors, etc.); (ii) shareholders’ 

agreement: expanded legal document in which the shareholders can agree on 
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strategic and functioning aspects (e.g. role and attribution od the manager, 

scientific advisory board, etc.) 

- A 7-year financial forecast has been developed with the aim of considering the 

potential future revenues and costs of the entity while planning the potential needs 

of cash to ensure the sustainability of the Test Bed in the long term. 

3.2.2 FlexFunction2Sustain 

NAME OF THE INITIATIVE:  FlexFunction2Sustain 

Website https://www.flexfunction2sustain.eu/  

Contact 

Coordinator: Dr. John Fahlteich 

FRAUNHOFER FEP 

Project Manager: Anastasia Grozdanova 

AMIRES 

Industry Nano-functionalized flexible plastic surfaces 

General 

description 

Through the creation of an OITB, it aims to boost innovation for sustainable and smart 

plastic and paper products to reduce plastic waste for the digital age and using nano-

functionalization of novel plastic and paper surfaces. The project objectives are linked to 

the reindustrialization of Europe by keeping production in and support innovation and its 

realizations in Europe, as 30% of the world patents are held or created in Europe, but 

most know-how is being exported outside Europe. 

Size 19 partners from all over Europe. 

Budget €16,163,107.50 

Duration of 

the project 
Start date: 01/04/2020 – End date: 31/03/2024 (48 months) 

Business 

model 

The business model of FlexFunction2Sustain consists in creating a holistic integrated 

service including technical and non-technical aspects of the innovation chain and access 

to finance, networks and value chains. The developed ecosystem will support its 

customers in material and product design, in process and product development, in product 

verification and certification, with pilot and small series production services and with 

accessing new markets and business opportunities. 

 

Description of the business model that the network foresees to uptake is included below: 

https://www.flexfunction2sustain.eu/
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- Marketplace: offering of an e-commerce which allows to remove costs associated 

with running a physical branch infrastructure. Therefore, customers benefit from 

higher availability and convenience, while the network is able to integrate 

processes and save costs. 

- Long tail: instead of concentrating on blockbusters, the main bulk of revenues is 

generated through a “long tail” of niche products. Individually, these neither 

demand high volumes, nor allow for a high margin. If a vast variety of these 

products are offered in sufficient amounts, the small scale products can add up to 

a significant amount. 

- E-commerce: traditional products or services are delivered through online 

channels only, thus removing costs associated with running a branch 

infrastructure. Customers benefit from higher availability and convenience, while 

the company is able to integrate its sales and distribution with other internal 

processes. 

- Cross selling: services or products from a formerly excluded branch are added to 

the offerings, thus leveraging existing key skills and resources. In this way, 

companies can easily provide additional products and offerings that are not linked 

to the main branch on which they were previously focused. Thus, additional 

revenue can be generated with relatively few changes to the existing 

infrastructure and assets, since more potential customer needs are met. 

- Two-sided market: it facilitates interactions between multiple interdependent 

groups of customers. The value of the platform increases as more groups or 

individual members us it- The two sided usually come from distinguished groups, 

e.g. businesses and private interest groups. 

Best practices 

on lessons 

learned  

Best practices from FlexFunction2Sustain derive from a well implementation of the 

strategies described below: 

- Cross-selling strategy: services from a wide variety of companies, universities and 

technological centers are added to the offerings, leveraging existing key skills and 

resources. 

- E-commerce: services are delivered through online channels, removing costs 

associated with running a physical branch infrastructure. 

- Long-tail: instead of concentrating on blockbusters, the main bulk of revenues is 

generated through a “long tail” of niche services. 

- Open Business: collaboration with partners in the ecosystem becomes a central 

source of value creation. Constant purchasing of novel ways of working together 

with suppliers, customers, or complementors to open and extend their business. 

- Supermarket: selling a large variety of services and accessories under one roof. 

Generally, more customers are attracted due to the great range on offer, while 

economies of scope yield advantages for the company. 

On the other hand, one valuable insight regarding the analyzed project is the structuring, 

definition, and development of the OITB. 

- Catalogue of services: the marketplace (or one-stop-shop) can only work if a 

bespoke catalogue including all the services offered and a broad description is 

available to all sites and industry. 

- A sustainability plan will be developed during the last year of the project execution 

in order to sustain the OITB in the long term. This document will be focusing on 

community sustainability, financial sustainability and organizational sustainability. 

3.2.3 NextGenMicroFluidics 

NAME OF THE INITIATIVE:  NextGenMicroFluidics 

Website https://www.nextgenmicrofluidics.eu/  

https://www.nextgenmicrofluidics.eu/
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Contact 
Coordinator:  

JOANNEUM RESEARCH-MATERIALS 

Industry Microfluidics manufacturing 

General 

description 

Through the creation of an OITB, NextGenMicroFluidics aims to develop a platform for 

the large-scale production of nano-enabled surfaces (NES) and nano-enabled 

membranes (NEMs).  

Size 20 partners of 9 different European countries 

Budget €17,198,218.50 

Duration of 

the project 
Start date: 01/04/2020 – End date: 31/03/2024 (48 months) 

Business 

model 

The Microfluidics Innovation Hub (MIH) offers its customers a single-entry point to a wide 

range of existing cutting edge microfluidic technologies from Europe’s top research 

centers and companies, covering the entire value chain to accelerate the demonstration 

of exciting new scientific breakthroughs towards a working prototype, and beyond into 

mass manufacturing. 

Description of the business model that the network foresees to uptake is included below: 

- Marketplace: offering of an e-commerce which allows to remove costs associated 

with running a physical branch infrastructure. Therefore, customers benefit from 

higher availability and convenience, while the network is able to integrate 

processes and save costs. 

- Long tail: instead of concentrating on blockbusters, the main bulk of revenues is 

generated through a “long tail” of niche products. Individually, these neither 

demand high volumes, nor allow for a high margin. If a vast variety of these 

products are offered in sufficient amounts, the small scale products can add up to 

a significant amount. 

Best practices 

on lessons 

learned from 

the analysed 

initiative 

regarding 

service 

provision, 

business 

model 

selection, 

stakeholders 

involvement 

in the 

network, 

other 

strategic 

axes, etc. 

Best practices from NextGenMicrofluidics derive from a well implementation of the 

strategies described below:  

- Single entry point: MIH will offer all services of NextGenMicrofluidics to customers 

through a single entry point to the full service of microfluidic technologies 

- Production as a service: allows customers to purchase a desired result than the 

equipment that delivers that result. 

- Quality assurance: MIH will establish the quality system MIH-certified to 

guarantee its customers outcomes according to relevant standards. 

- Access to venture capital: MIH will coach customers in regards to investment and 

venture capital and provides the necessary networking opportunities. 

- Complete process integration: offering the complete value chain required for the 

development and production of microfluidic lab-on-a-foil systems ranging from 

simulation based design, through material development and bio functionalization 

to production as well as quality assurance. 

 

3.2.4 NewSkin 

NAME OF THE INITIATIVE:  NewSkin 

Website https://www.newskin-oitb.eu/  

Contact 
Coordinator:  

CONVENTION EUROPEENNE DE LA CONSTRUCTION METALLIQUE 

https://www.newskin-oitb.eu/
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Industry Advanced surface nano-technologies 

General 

description 

Innovation ecosystem to accelerate the Industrial Uptake of Advanced Surface Nano-

technologies. The EU-funded NewSkin project is creating an open innovation test bed to 

provide companies and users access to the physical facilities, capabilities and services 

required for the development, testing and upscaling of industrial and consumer products 

exploiting nano-enables surfaces and membranes. The sustainable technologies and 

outcomes are expected to result in significant EU revenue and substantial savings for end 

users largely due to reduced energy consumption and increased efficiency. 

Size 35 partners of 13 different European countries 

Budget €15,612,925.89 

Duration of 

the project 
Start date: 01/04/2020 – End date: 31/03/2024 (48 months) 

Business 

model 

The services will be available through the OITB, but the RTO facilities will also be 

exploiting in their own framework. In case there is no need to collaborate between different 

partners or if we are talking about a small local action, it is sensible to bear in mind that 

this is going to happen. Although a minimum viability will be agreed and mandatory. 

The NewSkin is aiming at transforming the coordinator into the SEP – the NewSkin AISBL 

(European Association according to the Belgium Law) and will be constituted as a non-

for-profit entity, acting as SEP and framework for the operation of the OITB. This option is 

flexible, light, adaptable, dynamic and, above all, compatible with the heterogeneous OITB 

composition. 

The AISBL will be composed by a secretariat, with permanent staff, by an operative layer 

comprising the provision of the services which will be integrated by the members of the 

association, and by a decision layer with a general assemble and an executive board. The 

secretariat will be the only remunerated part at the beginning of the association. 

The operational procedures of this Test Bed will go as it follows: (1) the client will contact 

the AISBL through the secretariat; (2) the secretariat will manage all the interactions with 

the AISBL full members for the services’ provision, including quotation, contract and 

termination of the services; (3) through the AISBL the members will got back to the client. 

The same workflow will apply for payments. 

The AISBL benefits for provisions and reinvested in the OITB activities promotion. It aims 

to cover the costs for the secretariat staff and will transfer the funds as soon as received 

to the Association members. Also revenues from the SEP activity, events organization, 

training, publications, membership fees, participation in research projects. The AISBL may 

also provide other support such as legal support, lobbying. In any case, the AISBL will not 

provide any services for free. 

Description of the business model that the network foresees to uptake is included below: 
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- Open Business: collaboration with partners in the ecosystem becomes a central 

source of value creation. Companies pursuing an open business model actively 

search for novel ways of working together with suppliers, customers, or 

complementors to open and extend their business. 

- E-commerce: traditional products or services are delivered through online 

channels only, thus removing costs associated with running a physical branch 

infrastructure. Customers benefit from higher availability and convenience, while 

the company is able to integrate its sales and distribution with other internal 

processes. 

- Marketplace: offering of an e-commerce which allows to remove costs associated 

with running a physical branch infrastructure. Therefore, customers benefit from 

higher availability and convenience, while the network is able to integrate 

processes and save costs. 

- Long tail: instead of concentrating on blockbusters, the main bulk of revenues is 

generated through a “long tail” of niche products. Individually, these neither 

demand high volumes, nor allow for a high margin. If a vast variety of these 

products are offered in sufficient amounts, the small-scale products can add up 

to a significant amount. 

- Peer-to-peer: this model is based on a cooperation that specializes in mediating 

between individuals belonging to an homogenous group. The company offers a 

meeting point, i.e. an online database and communication service that connects 

these individuals (these could include offering personal objects for rent, providing 

certain products or services, or the sharing of information and experiences). 

Best practices 

on lessons 

learned 

The creation of the NewSkin platform that brings together a critical mass of actors, 

knowledge, know-how and leverage to amplify the impacts of NewSkin at a regional, EU 

and international level while raising awareness on the project results. The NewSkin 

provides the following services enhancing the creation of a network: access to the 

ecosystem, match-making area, access to upscaling facilities, access to testing facilities, 

route to market services, marketplace, use cases description and access to open calls. 

 

3.3 Business model of other European-funded projects in 
the agri-food sector  

3.3.1 TrustEat 

NAME OF THE INITIATIVE:  TrustEat 

Website www.trusteat.eu  

Contact 
Mireille van Hilten (WUR) 

Nuria Barros (INL) 

Industry Agri-food and nanotechnology 

General 

description 

The application of the emerging Blockchain technology to the food value chain will improve 

the reliability of a new food system. The TrustEat project is a Twinning action aiming to 

strengthen the research area of food blockchain, focusing on improving INL’s research 

profile and capturing future opportunities for joint research. With these objectives, partners 

will develop an R&D Strategic Roadmap, as well as to conduct training for senior and 

junior researchers, benchmark activities in research management, and develop different 

activities with stakeholders to make the project sustainable, facilitating the transfer of 

knowledge. 

Size 

8 partners involved in the project from 5 different countries 

45 researchers involved 

124 members in the TrustEat netowrk 

http://www.trusteat.eu/
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Budget 894.363€ 

Duration of 

the project 
Start date: 01/10/2020 – End date: 30/09/2023 (48 months) 

Business 

model 

The project is looking to sustain the inner food-blockchain expertise once the project ends. 

WP6 aims to create a national and European Community to build a competitive advantage 

by promoting the establishment of networking and the exploitation of the S&T capabilities 

existent in the Portuguese and European economy, as a way to develop a true technology 

market. It is expected to improve the overall research potential of INL and the one of the 

Northern region of Portugal, as well as the partners’, by bringing together regional 

authorities, industrial associations, clusters, R&D providers (universities and research 

institutes) and private investors. 

- Revenue sharing, leverage customer data, shop-in-shop, cross selling, lock-in, 

subscription, digitization, direct selling, open source, flat rate, pay per use. 

Best 

practices on 

lessons 

learned  

First year of the project, discussions are being started, which is soon enough, but could 

be better aligned with business model thinking. 

3.3.2 BIGDATAGRAPES 

NAME OF THE INITIATIVE:  BIGDATAGRAPES project and marketplace 

Website https://www.bigdatagrapes.eu/  

Contact 

Coordinator: Nikos Manouselis 

Agroknow 

Email: nikosm@agroknow.com  

Project manager: John Stoitsis 

Agroknow 

Email: stoitsis@agroknow.com  

Industry Agriculture 

General 

description 

BigDataGrapes wants to build upon the rich historical, cultural and artisan heritage of 

Europe, aiming to support all European companies active in two key industries powered 

by grapevines: the wine industry and the natural cosmetics one. It will help them respond 

to the significant opportunity that big data is creating in their relevant markets, by pursuing 

two ambitious goals: 

• To develop and demonstrate powerful data processing technologies that will increase 

the efficiency of companies that need to take important business decisions dependent 

on access to vast and complex amounts of data. 

• To catalyze the creation of a data ecosystem and economy that will increase the 

competitive advantage of companies that serve with IT solutions these sectors. 

Size 
9 partners from 6 EU countries 

5 Application Pilots were developed during the project. 

Budget € 4,441,500  (Funded by H2020 program) 

Duration of 

the project 
Start date: 01/01/2018 – End date: 31/12/2020 (36 months) 

https://www.bigdatagrapes.eu/
mailto:nikosm@agroknow.com
mailto:stoitsis@agroknow.com
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Business 

model 

 

Data Provider 

Any public or private organization can share the metadata for all the data assets that it 

creates and/or processes  

Data Marketplace 

The Data Marketplace is a data-catalogue that facilitates the discovery of the data assets 

from the grapevine and food industry 

Data Consumer 

The user of the data marketplace can find and try any open or private data assets based 

on his criteria. 

Best 

practices or 

lessons 

learned  

The benefits of acquiring a dataset from the BigDataGrapes data marketplace are the 

main example of a best practise considering this project. The multiple scenarios that the 

marketplace can be used for are the main attraction points of the collective efforts to 

capitalise on the project’s outcome. More specifically: 

 

Scenario 1: Get the interconnected dataset that you need to build prediction models 

Download a structured BigDataGrapes dataset with historical fraud cases reported for 

wine and use it to identify trends, study correlations between incidents and origin of the 

wine and apply your prediction models to predict events in the grapevine supply chain. 

The dataset acquired by the marketplace combines unstructured data that is published by 

numerous National Authorities. You can use this dataset to build your models without 

spending time and resources to align data from all the different open data sources. 

 

Scenario 2: Submit your unstructured data and get predictions 

Upload your laboratory testing results for pesticides identified in grapes and combine them 

with millions of test results that the big data platform has. By submitting the data to the big 

data platform, your dataset will gain value since it will be transformed to an open and 

structured format, it will be enriched and combined with existing data for grapes and the 

BigDataGrapes prediction models will be used to produce a forecast of the results for the 

next 12 months.  

 

Scenario 3: Combine different types of data to test hypothesis of the grapevine industry 

The BigDataGrapes marketplace includes datasets for numerous data types that are 

semantically enriched and aligned. This means that you can combine the IoT dataset, with 

the laboratory testing results dataset and a food safety incidents dataset in order to test 

hypothesis about the correlation between different factors and stages of the grapevine 

supply chain. 
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3.3.3 Smart-AKIS 

NAME OF THE INITIATIVE:  Smart-AKIS 

Website https://www.smart-akis.com/  

Contact 

Coordinator: Spyros Fountas 

Agricultural University of Athens 

Email: sfountas@aua.gr  

Project manager: Athanasios Balafoutis 

Center for Research and Technology Hellas (CERTH)/Institute for Bio-economy and Agri-

technology (iBO)  

Email: a.balafoutis@certh.gr  

Industry Agriculture 

General 

description 

Smart-AKIS is a European Network mainstreaming Smart Farming Technologies among 

the European farmer community and bridging the gap between practitioners and research 

on the identification and delivery of new Smart Farming solutions to fit the farmers’ needs. 

Smart-AKIS Network: 

Created and disseminated an inventory of direct applicable solutions from the large stock 

of research results and commercial applications in Smart Farming in Europe, tailored to 

the needs of farmers. 

Fostered the collaboration between the farming community, extension and advisory 

services, research and Smart Farming technology providers. This promoted new 

innovation projects and processes for the development of new Smart Farming solutions 

taking into consideration end-users’ needs and interests.  

Size 
13 partners from 8 countries, representing research, farmer community, 

advisory/extension services and the agricultural equipment industry 

Budget € 1,997,731.25 (Funded by H2020 program) 

Duration of 

the project 
Start date: 01/03/2016 – End date: 31/08/2018 (30 months) 

Business 

model 

OBJECTIVES: 

• Collect existing scientific knowledge and best practices which are close to being 
put into practice, but not yet sufficiently ready for farmers to implement. 

• Translate this into easily understandable end-user material 
 

FOCUS: Smart Farming technologies - Application of ICT into Agriculture: 

• Information Management systems 

• Precision Agriculture 

• Automation & Robots 
 

MULTI-ACTOR APPROACH: Involvement of a wide range of actors of the  

Agricultural Knowledge and Innovation Systems (AKIS) 

• Farmers 

• Research 

• Industry  

• Extension Services / Consultants / Advisors 

https://www.smart-akis.com/
mailto:sfountas@aua.gr
mailto:a.balafoutis@certh.gr
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SMART FARMING PLATFORM:  

The Smart Farming Platform is a free platform providing a number of tools for 

disseminating and making easier the use of Smart Farming technologies. 

 

Inventory of Smart Farming Solutions & Networking area for stakeholders  

• Free, open, online and updatable with a total of about 1500 entries in Platform. 

• 800 scientific articles 

• 220 research projects 

• 480 commercial products 

 

 

MAPPING SMART FARMING STAKEHOLDERS: 

Online interactive map with +110 stakeholders 

• operational groups and networks 

• platforms 

• research centers 

• accelerators 

 

Best practices 

on lessons 

learned  

Such an approach took place both at regional level, in seven Innovation Hubs located in 

France, Germany, Greece, Netherlands, Serbia, Spain and UK, as well as at a European-

wide level. The online Smart Farming Community Platform facilitated the dissemination of 

results and interaction between stakeholders, and being compatible with the EIP-AGRI 

Service Point, will ensure the long-term accessibility of results. 
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3.3.4 FAIRshare 

NAME OF THE INITIATIVE: FAIRshare 

Website https://www.h2020fairshare.eu/  

Contact 

Coordinator: Tom Kelly, tom.kelly@teagasc.ie  

Project manager: Teresa Hooks, Teresa.Hooks@teagasc.ie  

Communication officer: Rui Almeida, ralmeida@consulai.com  

Industry Agriculture  

General 

description 

FAIRshare’s ultimate objective is to enable and help advisors to bridge the digital divide 

that exists amongst them in different domains, levels of digitization, adaptation and 

different geographical regions. 

Size 22 partners 

Budget € 6. 998. 652,50 

Duration of 

the project 
Start date: 1/11/2018 – End date: 31/10/2023 (60 months) 

Business 

model 

In order to achieve its goals, FAIRshare’s Permanent Networking Facility 
(https://fairshare-pnf.eu/) has the responsibility to facilitate and enable the sharing of 
advisory tools, knowledge and experience that already exists within the farm advisory 
community. 

A digital platform, the Permanent Networking Facility was built to be used by the farming 
community, and specifically advisors, with the standpoint to create a portal/inventory for 
the acquisition, exchange and dissemination of DATS. In the beginning of the project, 
since its launch, multi-actor partners(advisory services, farmers, universities, industry) 
have been invited to participate in the following discussion topics: 

• the scope and variety of DATS 

• the definition of providers of the DATS and potential users of the platform 

• the definition of the users’ needs and benefits from the platform 

• the amount and type of information required and how to acquire it 

• the communication and dissemination strategies for engaging as many users as 
possible from the beginning 

An Inventory of Digital Advisory Tools and Services (DATS), is integrated and hosted 

inside this platform, which can be accessed by the official website of FAIRshare project 

(https://www.h2020fairshare.eu). In the PNF, registered users but also guests, are able to 

view the list of DATS. The list of DATS is retrieved from the database and is automatically 

updated, every time a registered user uploads a new DATS. The list is presented in a 

friendly card-based mode, where the user can easily and quickly view some basic 

information about each DATS, before he clicks on a specific DATS to view all details about 

it (stored in the database) as well as images, documents and potentially contact the 

providers. The user has the ability to search in the database, by entering search terms, or 

can see a specific subset of DATS by using some provided filters. 

https://www.h2020fairshare.eu/
mailto:tom.kelly@teagasc.ie
mailto:Teresa.Hooks@teagasc.ie
mailto:ralmeida@consulai.com
https://fairshare-pnf.eu/
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The user can also create a personal account in the PNF, by completing a registration 

process. For a newly registered user, an explanatory introductory text is provided to 

facilitate him/her with the registration. Only a registered user is able to register a new 

DATS. The user will have to fill in a form which was developed according to an initial 

questionnaire, and all the DATS related information are stored in the Inventory’s database. 

The user can view the DATS he has already uploaded, as well as edit specific fields of the 

DATS, or delete the whole DATS from the database of the Inventory. The population of 

DATS Inventory has started with the first beta version of the PNF and will be continuous 

throughout the project. 
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Best 

practices or 

lessons 

learned  

Following a participatory methodology and a user requirement analysis, a database 

system was designed to support the DATS Inventory with all the current and future 

functionalities. Following the same philosophy and practices, the database of the inventory 

was gradually populated and validated through the feedback.  

The first goal was to supply the database with a critical number of DATS during a test 

period. Some of the major advisory services and some of the big digital provider 

companies were contacted to add their products during the initial phase. This way the rest 

of the advisory community understood the importance of participating.  

This was also facilitated by the partners own extensive networks within their organization 

and outside them within their countries and in countries that they have business relations 

with. Following the consortium, the EUFRAS members and the commercial companies 

were asked to participate and provide their tools in the fully.  

3.3.5 INNOSETA 

NAME OF THE INITIATIVE: INNOSETA 

Website www.innoseta.eu / www.platform.innoseta.eu  

Contact Emilio Gil (project coordinator) - emilio.gil@upc.edu  

Industry Agriculture 

General 

description 

Accelerating Innovative practices for Spraying Equipment, Training and Advising in 

European agriculture through the mobilization of Agricultural Knowledge and Innovation 

Systems. 

Size 15 partners – 8 countries (SP, GR, IT, FR, NL, BE, POL, SWE) 

Budget € 2.011.062,50 (Funded by H2020 program) 

Duration of 

the project 
Start date: 01.05.2018 – End date: 31.10.2021 (42 months) 

Business 

model 

The INNOSETA Thematic Network project has created an on-line platform 

(www.platform.innoseta.eu) to centralise all the available material and knowledge related 

to Innovative Spraying Equipment Training and Advising. This material, the so-called 

SETA, consist of industry products, projects, training material and articles. The platform is 

the main product of the project and it is a self-sustainable on-line portal where visitors can 

create a personal account for free, navigate through more than 1,000 SETA (record on 

08.07.2021) and upload their own material for promotion. The platform has been initiated 

by project partners who uploaded a critical mass of SETA after research and mapping of 

the crop protection ecosystem and available material. It has been disseminated to target 

groups (farmers, manufacturers, advisors, R&D, students, policy officers etc.) via a large 

number of workshops at regional level in the 8 countries of the project, and has been 

promoted in various relevant events at the regional, national and international levels, 

reaching out to countries all over the world. The INNOSETA project has strong bonds with 

the EIP-AGRI and the European Commission, and is in complete alignment with the EU 

Green Deal and Farm2Fork strategies. 

Best 

practices or 

lessons 

learned  

The INNOSETA Platform is translated in all 8 languages of the project. During the project 

implementation the translations are provided by project partners. However, users are able 

to upload material in any of the available languages. Dissemination of INNOSETA is 

focusing firstly on the local level, aiming to attract farmers and other local stakeholders. 

Regional multi-actor workshops (17 workshops in the 8 countries) have brought precious 

feedback from the end-users, as well as the interviews conducted at local level. Local 

http://www.innoseta.eu/
http://www.platform.innoseta.eu/
mailto:emilio.gil@upc.edu
http://www.platform.innoseta.eu/
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needs and priorities are considered with goal to assess them at national and EU level and 

contribute to the future of agriculture and crop protection in Europe. Communication and 

dissemination of the INNOSETA project follows a multi-actor approach and consists of 

both local and international levels. Additionally, INNOSETA partners have established 

links with various relevant EU projects and other initiatives, fostering networking and 

knowledge exchange. 
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4 Conclusions 
The present document is the output of this first phase of the activities conceived under Task 2.2 

Design of business model and sustainability plan, which aims at identifying the specific business 

model and sustainability plan for the setup of the agROBOfood network. It attempts to comprise the 

state of the art of business models for network organisations in order to provide a preliminary 

assessment of the most adequate business model for the agROBOfood network. 

Table 5 provides a global overview of the most recurring business model patterns across European 

network of hubs. However, the fact that a number of business model patterns described in section 2 

were not found during the analysis of the business models of other network or projects does not 

mean that such patterns should not be relevant or replicable in the case of the agROBOfood project. 

Among the Network Business Models, the majority of networks adopts the following models: 

• Cross-selling: offering a wide variety of services provided by different partners can help the 

agROBOfood network take advantage of its customer relationships to sell more services. 

• Open business: It greatly matches with the purpose of creating an ecosystem to seek out 

innovations and new technologies in robotics to apply in agriculture from partners who can 

work together all-around Europe. 

• Community: Community business model can be applied to agROBOfood with the aim to 

enlarge customer involvement and strengthen CC-SMEs active participation. 

• Two-sided market: agROBOfood could become a two-sided market as it would attract R&D 

centres as well as service providers willing to offer their services to SMEs in the agricultural 

sector. 

 

Among the Business Models for Specific Services, the most frequent models that were identified are 

the following: 

• Layer Player: expecting that each partner offering services in the network will only offer a 

specific set of high-end services to a specific segment. 

• Peer-to-peer/Brokerage: acting as an intermediary, bringing together technology centres 

and SMEs in the agriculture sector in order to promote and transfer innovation. 

• Digitisation: leveraging its great knowledge and technology potential in the robotics in 

agriculture sector in order to offer its customers consulting, expert knowledge and training 

services via in a digital way, through access via a digital platform. 

• Long-tail: agROBOfood will offer a wide range of boutique, niche services targeting robotics 

in agriculture. It will also be important for the business model to provide smart search and 

recommendation systems proposing products to customers based on past searches and 

purchases can be instrumental in helping customers find the right niche products without 

difficulty. 

 

Main outcomes related to Network Business Models 

• Organising the agROBOfood network as a multi-sided marketplace. 

• Offering a wide variety of services provided by different partners of the ecosystem. 

• Sustaining an open community, ecosystem of European stakeholders fostering the 

uptake of agri-food robotics. 
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When it comes to Revenue Models, it must be said that at the time of the collecting information, the 

majority of the examined networks of hubs were still in the process of developing a coherent pricing 

strategy together with a strong business model. Nevertheless, we identified three recurring revenue 

models which could be transferable to the agROBOfood network:  

• Subscription: the customer pays a regular fee, typically on a monthly or an annual basis, in 

order to gain access to a product or service. While customers mostly benefit from lower usage 

costs and general service availability, the company generates a steadier income stream. 

Applied to the agROBOfood case, a membership-based subscription with the possibility to 

have a two-tier structure could be considered. 

• Commission fees: charging an equal fee for all services provided by the partners 

participating in the network to SMEs and other organisations. 

• Mixed Revenue Model: A mixed revenue model applied to the agROBOfood network will 

provide various revenue streams to encourage the long-term sustainability of the network. 

 

 

 

Main outcomes related to Business Models for Specific Services 

• Benefiting from specialised know-how of the agROBOfood partners 

• Acting as intermediary, next for community relationships in the agri-food robotics EU 

ecosystem. 

• Leveraging digital solution to offer expert knowledge and specific know-how at cross-

border, international level. 

• Offering a wide variety of niche services specialised on agri-food robotics. 

Main outcomes related to Revenue Models 

• Implementing a membership structure. 

• Charging a commission fee on services provided through the marketplace. 

• Combining revenue models to ensure viability of the agROBOfood network. 
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 SmartEEs2 SmartAgriHubs Trinity  AIOTI DIH2 DIH HERO RIMA 

 

Flexible and 

wearable 

electronics 

Agri-food Advanced 

robotic systems 

in 

manufacturing 

Cross-industry 

Internet of 

Things (IoT) 

Robotics to 

increase Agile 

Production 

Healthcare 

Robotics 

Robotics for 

Inspection and 

Maintenance 

 
14 partners 140 DIHs embedded 

within 9 Regional 

Clusters 

16 partners in 

network 

21 founding 

members 

26 founding 

members 

17 DIHs 

founding 

members 

13 DIHs 

founding 

members 

Affiliation         

Cross-selling         

Open business         

Revenue 

sharing  

       

Shop in shop         

Community        

Leverage 

customer data 

       

Two-sided 

market 

       

Add-on         

Flat Rate        

Licensing         

Pay per use         

Razor and 

blade  

       

Layer player        

Peer-to-

peer/Brokerage 

       

Make more of it        

Digitisation         

Supermarket        

Long-tail        

E-commerce        

Cash machine         

Public co-

funding 

       

Subscription         

Performance-

based 

contracting  

       

Partner co-

funding  

       

Commission 

fees  

       

Mixed revenue 

model 

       

Table 5 – Overview of business model patterns among other European network of hubs
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Section 3.2 and 3.3 described the business models of other European networks and EU-funded 

projects active in the agri-food sector. The main findings from this analysis have been summarised 

as follows: 

• E-commerce marketplaces are currently widely adopted solutions. 

• Many projects are implementing a “cross selling, long tail” service strategy as they focus on 

offering a wide variety of niche services from a wide variety of companies, universities and 

technological centres. 

• Deliver a wide variety of niche services. 

• Most networks aim to facilitate interactions between multiple interdependent groups of 

customers, acting as broker (i.e.. offering a meeting point, an online database, community or 

communication service that connects these organisations). 

• Maintain an open, collaborative ecosystem. Collaboration with partners in the ecosystem 

becomes a central source of value creation. Constant pursuing of novel ways of working 

together with suppliers, customers, or complementors to open and extend their business. 

Finally, it is important to consider implications for other Work Packages. The main outcomes from 

this document will be surely furthered in the activities of WP1, WP2, WP6 and during the work of the 

Sustainability Working Group (Figure 6). 

 

Figure 6 - agROBOfood Sustainability Work Plan plan 

It is recommended that the project partners working specifically in WP1, WP2 and WP6 as well as 

the members of the Sustainability Working Group will take the outcomes in the Conclusion of D2.9 

in consideration for future discussion of business modelling. During sub-task 2 Development of the 

value proposition, the priority should be given to the definition of a strong catalogue of services, 

including different types of services according to the customer segments. This is a critical step 

towards the definition of a coherent value proposition of the agROBOfood network and should 

include active involvement of customer segments of the Business Model Canvas. In agROBOfood 

these are mainly farmers, ICT developers, robotics companies, machine manufactures, agri-food 

machine and equipment suppliers, but also startups, agri-food processing companies and public 

organisations (Figure 7). 
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Figure 7 - Stakeholder Matrix resulting from the workshop held by the Sustainability Working Group with the PSG 

members online on 11th May 2021 
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