
Instructions
1. Learn about the biological and technical cycles of materials 

(�gure A). In which cycles does your business mainly operate?
2. Explore the business models both upstream and downstream. 

Start from the left.
3. For inspiration on how to develop a new circular business model, 

read through the case studies below the tool. Translate their 
ideas or principles into the context of your business.

4. Discuss together whether or not they are relevant to you. Mark 
the relevant business models with dots.

5. Do the same downstream – on the right – with the green cards.
6. Combine various solutions, both upstream and downstream, and 

create comprehensive business model ideas.
7. For each idea, discuss who are the key stakeholders in the 

business model and what value do you o�er them? How does 
this business model bene�t the ecosystem?

8. Go through and consider di�erent combinations, look for 
synergies. Move on (tool 13 and 14) with a business model that 
has the greatest potential for impact and value creation.

Circular design tool 12

Circular Business Model Ideation
2-4 h

development 
team

Di�iculty level

you can 
manage by
yourself

Source: CIRCit NORDEN / HI advisory

you need 
support

Goal
The tool aims to help you learn about the various 
business models of the circular economy. At this 
stage, it is important to get to know the logic of 
value creation both upstream (supply chain) and 
downstream (towards the client). Both sides will 
help you �nd, understand and maintain the value 
embedded in your products and materials.

Compatibility
The developing provides input to 
describe the circular value chain and 
business model (tools 13 and 14).

Additional materials: Circulate products and 
materials  / Circular Economy Business Modelling

FOR WHOM AND WHAT VALUE DO WE CREATE? DOWNSTREAM ACTIVITIESUPSTREAM ACTIVITIES

E�ective and e�icient sourcing

E�ective and e�icient manufacturing

Digital and dematerialised solutions

Outcome-based services and solutions

Creating and sharing value in the supply chain Value proposition to the client, 
delivery

Circular supply chains
• naturally decomposing materials
• reuse of materials
• recycled materials

On-demand manufacturing

Sale of recycled products, 
parts or materials

Own recovery operations
A. recycling (R8)
B. regeneration (R10)
C. reprocessing and remanufacturing 

(R6)

Development and 
management of digital 
technologies and 
services

Lifecycle extension services 
and support
• maintenance and repair (R4)
repurpose (R7)
refurbish, regenerate (R5, R10)

Local manufacturing

Creating value through cooperation
• service providers: maintenance, repair, installation, logistics
• digital platforms and marketplaces
• �nancial partners: insurance, investors, banks
• restorers and redistributors: reuse, collection, cleaning, 

refurbishing
• circular technologies, facilities, clusters, platforms
• waste management, waste mediators

Assets as a service
• optimising costs, e.g. sharing 

equipment, vehicles

Industrial symbiosis
• companies exchange 

energy, water and 
materials

Monitoring and 
traceability of prod-
ucts, materials and 
accessories

Maintenance 
management and 
forecasting

Enhancing client 
processes

Digital products

Activity 
management 
solutions
• core function as an 

outsourced service

Providing experience 
or outcome as a 
service

Optimising 
consumption/reducing 
demand

Function as a 
service
• personalised 

time-based 
contracts

• subscriptions

Collaborative service 
platforms
• e.g. sharing platforms

Maintenance service 
throughout the product 
lifecycle 
• time-based contracts (e.g. 

monthly fee, usage fee)
• ready-made service 

packages

Product rental or 
leasing
• short-term or 

long-term contracts

Lifetime products

Product buyback 
schemes
• e.g. deposit, 

reimbursement
• coupons, discount on 

repeat purchases

Additional services 
to extend the 
lifecycle of products

Sale of products with 
lifetime maintenance 
package

Trading and 
exchange platforms 
for reuse

New lifecycle
• restored, recycled 

products

Sale of surplus food 
or agricultural 
produce

Bio-based products 
from cascading 
materials
• e.g. fertilisers from 

co�ee grounds, beer 
from bread

Supplies as a service
• sourcing supplies as a service

Access to products as a service

Long-term products and products with a new lifecycle

Suppliers and 
partners

Own employees Community and 
environment

Investors and 
shareholders

Public sector, 
universities and 
other external 
partners

Clients and users

What value do we create for them?
value proposition, bene�ts for stakeholders

Potential ecosystem bene�ts
economy, environment, society

Important related stakeholders

https://www.ellenmacarthurfoundation.org/regenerate-nature

