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Hype Cycle for the Internet of Things, 2020
Digital Thread
[ Digital Business Technology Platform
Edge Anslytics Indoor Location for Peopie Tracking
loT-Enabled Applications e IoT Services
IT/OT/ET Alignment loT in Healthcare
Blockchain and loT Model-Based Systems Engneering
10T Security
informaton Products Dighal Twin
@ Things as Customers
H Digeal Twin of the Person
g loT-Enabled Product 3s 8 Service Event Stream Processing
i = 1oT Integration
: loT Edge Architecture
\ '~ Managed loT Comectivity Services
Governance of Digital Twins ' Asset Performance Management
i e Autonomous Mehicles - = Internet of Things
As of July 2020
Innovation f)(:"' f" Trough of Slope of Plateau of
Trigger Enlrl:i_.::!‘;j‘m-. Disillusionment Enlightenment Productivity
time
Plateau will be reached:
O less than 2 years © 2to8ycars @ 510 10years A more than 10 yeas @® obsolete before platoas
‘ Source: Gariner
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Growing a smart product business...

Which business idea is How will we create, deliver
relevant to my company? and capture value?
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Which business idea is relevant to my company?

¢

Smart product
scenario

‘A generic business idea
as found in smart
products on the market”
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Which business idea is relevant to my company?
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4-steps approach to relevant business ideas
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4
Strategic fit Challenges & Scenario
scenarios risks roadmap

] Current
business & key
drivers
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STEP 1 Current business & key drlvers

- Smart Coffee
Maker with
WiFi & Voice
Activated

Take control of
your coffee

L 1 Current
@ business & key
drivers SerV|ce

Prod uct

Raise coffee quality. Improve profits.

Enhance experience. Connect your fleet

with Fran

value-added
offering

ital Services and take

control of your coffee business.

Deep Brew: How Starbucks Uses Al

Deep
Brew

Data

In- Stora
Oper ations
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STEP 2 Strategic fit smart product scenarios

Al

%

Strategic fit
scenarios

N,
« SITTi

driving

istry by te

Coffee machine
with smart features
sold for home use

o Smart autonomy
o Digital user interface

Interface with existing ecosystems

o Personalize the configuration
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STEP 2 Strategic fit smart product scenarios

Digital user interface

Enabling maintenance

Al

\7 p)
Strategic fit
scenarios

Services based on product data

Improve product requirements

QOO0

Coffee station
+ bundle of digital services
for chain stores
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STEP 2 Strategic fit smart product scenarios

Customer value

. Value
S
Operations
Part hi Market &
artnerships
P positioning

PW_dU‘I . End user Maintainer
builder

\7

Product usage
analytics

Strategic fit
scenarios

Al

Status

manitaring

Value chain . -
L Business value
positioning Cup
detection
| Solution sketch |
Revenue model
W Froduct sales ﬁ Paid services
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STEP 3 Challenges & risks

Technology

Unable to assess

Feasibility Other businesses do it

Access to expertise

In-house expertise
Organization Cost

Feasible

Risk

Finance Legal
3
7‘ Challenges & .
A risks

Value

No

v

AN, Feasibility
\ S]T“S © sirris | www.sirris.be | info@sirris.be | 12/05/2022 12




STEP 4 Scenario roadmap

1 current wg  XPresse/olqn:

TASTE 14 DIFFERENCE

business & key
drivers

CHANGING HOW COFFEE
1S EXPERIENCED IN THE OFFICE

Strategic fit
scenarios Long-term

vision

opportunity risk

3
Challenges &

risks O
: C—1
Mobile/Web  presecsmyevonos ]
4 :
9 Scenario | el S
0 | oo
bottom-up
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4-steps approach to relevant business ideas

© » 4 *» & QY

4
bus%:ersr:gtkey Strategic fit Challenges & Scenario
drivers scenarios risks roadmap
R . . + +
v ldentification of relevant business ideas +
v' Faster scoping of the exploration @
v ldea can be further elaborated for market fit }}I
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Growing a smart product business...

Which business idea is How will we create, deliver
relevant to my company? and capture value ?
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How wil we create, deliver and capture value?

Validation of
O fit—-with-market state
[

assumption

Pivot or

persevere
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Methods for fit—-with-market

M + i
+4 ® mr » |€
1 2 3
Value creation Value delivery Value capture
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Methods for fit-with-market: 1. Value creation

Customer interviews

Interview: Explore Customer’s Worldview (Test
Solution) — 15m

* Go through each problem in turn

= If they offer up new problems along the way, explore
them the same way.

Value proposition - Customer

1

Value creation

<Start with their #1 problem>

Why is this difficult for you?

S0, how do you deal with <problem> today?
Ask ony follow-up ions to their current
In odditian to their row responses, judge their body languoge ond
tone to get o sense of how they'd rate the problem: “must-have”,
“nice-to-hove?, ar "don’t need”

How would you rate the prablem? "must-have”, “nice-to-

have”, or “don’t need"?

<Repeat for other problems=>

PRODUCT-SERVICE SYSTEM CATEGORIES

Value in service content

@ @ ﬁ - - e e

Value in product content

Integmtion—oriented” Product-oriented H Service-oriented H Use-oriented " Resultforiented|
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Methods for fit-with-market: 2. Value delivery

Value chain analysis

Technology e i — Operations &
provder & manager
Purchaser
& &

& Operator
& Maintainer

2
+ + . Product
+ Val ue del very manufacturer
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Methods for fit—-with-market: 3. Value capture

Pricing

Lear

PRICING

Revenue-cost modelling

OMAR MOHOUT

Revenue

rice churn

Base fee Base fee Base fee

revenue revenue revenue Lower fee
revenue

" Customer
> - - . - - - Cost ta retain
Costto Cost 1o service ll Cost 1o service | Cost to service | Cost to service life time
3 onboard &
service
Cost to

€ Value capture oo f oo f oo e

Cost of the

Cost of
demissioning

physical
product
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Methods for fit—-with-market

19 o » [€

1 2 3
Value creation Value delivery Value capture

v' Supporting development of
smart product business model ﬁ_

@J

v' Stepwise risk management A‘ /‘

K

v Validation of market fit
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Growing a smart product business...

Which business idea is How will we create, deliver
relevant to my company? and capture value?
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| Pieter Beyl - Advisor Smart Products

%4 Pieter.Beyl@sirris.be
@ 0498919457

|:| www.sirris.be/smart-products
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