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1.1 Background of the topic 
Following the Paris Agreement in 2015, many countries have committed to limiting global warming 

between 1.5-2 degrees Celsius above pre-industrial levels. In their 2018 special report on the impacts of 

such levels of temperature, the Intergovernmental Panel on Climate Change (IPCC) states that we need 

bold and coordinated efforts of different stakeholders to achieve this goal and that every bit of warming 

makes a difference as we already witness the destructive effects of climate change. Failing to achieve this 

objective will lead to a series of crises especially for the most vulnerable populations and irreversible loss 

of fragile ecosystems (IPCC, 2018). A significant part of this problem is due to our current take-make-

dispose linear way of producing and consuming. This leads to the loss of the input materials as products 

are landfilled, hence contributing to the increasing problem of resource scarcity due to the earth’s finite 

quantity of resources. To tackle this issue, the Ellen MacArthur Foundation (EMF) explains that the 

Circular Economy (CE) provides an interesting solution to reduce the overall pollution while maintaining 

businesses’ prosperity (EMF, 2013, 2014). While promising, the implementation and execution of CE has 

some of the following challenges: (1) cultural, (2) regulatory, (3) market and (4) technological (Kirchherr 

et al., 2018).  

1.2 Identified problem 
To tackle some of these barriers, the concept of circular business models (CBM) as developed by 

(Lewandowski, 2016) provides a solution path for businesses to participate in the circular economy, more 

on this in the theoretical framework section. At scale, such CBMs can help to mitigate the problem of 

resource scarcity and contribute to addressing some of the barriers identified previously. Moreover, firms 

that wish to become more circular must often bring various fundamental and significant changes to their 

business model and how they operate. This includes changes in their key resources, their organisational 

capabilities, and managerial capabilities to name a few. As part of the solution, platform businesses aim at 

creating value by enabling interactions between consumers and external producers (Van Alstyne et al., 

2016). These platforms are therefore enabling the sharing economy leading to significant implications and 

benefits in regard to the Circular Economy (CE), such as maximising utilisation of products and reuse, for 

instance (EMF, 2015; Geissdoerfer et al., 2017), however environmental impacts of such platforms seem 

to be mixed (Frenken & Schor, 2017; Konietzko et al., 2019), more on these concepts later in the literature 

review. Such platform-based companies have been expanding in number and size, however due to their 

novelty, few researchers have studied them in depth (Konietzko et al., 2019).  
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1.3 Purpose of the study and process 
Considering the challenges mentioned previously and the lack of existing research on the topic, this thesis 

aims at exploring how business-to-business (B2B) asset sharing platforms may support the 

implementation of the CE principles by using a case company to gain practical insights. To provide a 

comprehensive understanding of such platforms, it is important to analyse the firm’s circular business 

model, its key resources, its organisational and managerial capabilities, and identify the potential enablers 

and barriers involved in the process for the platform and its users. Such information will result from 

interviews that specifically attempt to map and understand how the circular business model of a platform 

business operationalises itself. Moreover, from a resource-based view (RBV) perspective it’s important to 

identify what are the existing and required resources such as (1) physical resources (e.g., assets), (2) 

human resources (e.g., staff), (3) organisational resources (e.g., company culture), (4) financial resources 

(e.g., cash), (5) legal resources (e.g., trademarks), (6) informational resources (e.g., knowledge from 

customers), and (7) relational resources (e.g., relationships with customers)(Barney, 1991; Hunt & 

Derozier, 2004). Furthermore, the thesis explores the management and decision-making point of view, 

through the identification and analysis of (a) the existing dynamic capabilities (DC) of the firm (Teece, 

2007), and (b) the existing or required ecocentric dynamic capabilities (EDC) to understand how the 

firm’s management approaches and makes decisions regarding ecological sustainability (Borland et al., 

2016). Lastly, the thesis will explore the enablers and challenges of the case company platform in regard 

to the Circular Economy.  

 

Accordingly, in order to guide the thesis and its different sections, the following research question is 

outlined:  

How can a business-to-business (B2B) asset sharing platform support the implementation of the 

Circular Economy principles? 

The research question is further enlightened with the following research sub-questions: 

I. How does a circular business model for a B2B asset sharing platform operationalise itself? 

II. What may be the role of management and organisational capabilities in operationalising the 

Circular Economy for a B2B asset sharing platform? 

III. What may be the enablers and challenges of a B2B asset sharing platform for its users to 

participate in the Circular Economy? 
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1.4 About the case company 
BizBiz Share is a Canadian-based B2B online marketplace platform. Users of this sharing platform may 

buy, sell, and rent resources and assets. This includes, and is not limited to overstock inventory, raw 

materials, waste, excess warehousing, office space, human resources, machinery, and equipment. Such 

possibilities enable businesses to participate in the sharing economy and the circular economy by 

optimising their resources and facilitating exchange of waste between companies. Once the companies 

have created a profile and become users, the platform facilitates the process for businesses to list and find 

things they need, they can also negotiate a transaction, process it, get protection coverage, arrange 

transportation, and transact funds through the platform (BizBiz Share, 2021a; X14). The platform has 

more than 2,000 members, with over CAN$200 million in resource value listed. Since COVID-19, the 

company has expanded its white label offering of the platform technology as a turnkey solution to 

organisations, such as municipalities and company associations (X13). During the research, only one 

competing platform named Floow2 was found. This competitor will be referred to in some sections of the 

thesis, however the main focus remains on BizBiz Share. As such platforms expand and new ones emerge, 

it is compelling to improve the understanding of how such entities function and how they can further 

support the CE. Moreover, there is currently little or no research on such B2B asset sharing platforms 

relating to the CE, however their disruptive potential is immense for businesses, supply chains and CE in 

general.  

1.5 Thesis structure 
This is an explorative single-case study thesis structured in six sections. First the necessary background 

information about the CE, servitisation and platforms is provided with the literature review. Second, the 

theoretical framework used throughout the thesis is explained, with components such as the RBV, DC, 

EDC and CBM. Third, the thesis goes through the research philosophy and methodology. Fourth, the 

results and their analysis are presented. Fifth, the thesis moves to the discussion part, and sixth, the 

conclusion summarises the thesis and provides paths for future research. 
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Literature review 
 

 

The literature review is based on three main concepts and aims at providing necessary background 

information supporting the thesis, especially the analysis and discussion parts. First, the Circular Economy 

(CE) section will cover essential CE elements, such as the definition of the CE, the schools of thought, the 

butterfly diagram, the circular economy principles, design strategies for the CE and barriers to the CE. 

Second, the servitisation section will provide an overview of what is servitisation, product-service systems 

and their impacts on the environment. Third, an overview about platforms concludes this section.  

2.1 The circular economy 
To tackle the climate crisis, the interest in the Circular Economy (CE) has grown significantly as a 

solution to our linear “take-make-dispose” approach to doing business as it provides an interesting 

solution to reduce the overall pollution while maintaining businesses’ prosperity (EMF, 2013, 2014; 

Ghisellini et al., 2016). 

 

According to an analysis of 114 definitions, Kirchherr et al. (2017) define the CE as:  

“…an economic system that replaces the ‘end-of-life’ concept with reducing, alternatively 

reusing, recycling, and recovering materials in production/distribution and consumption 

processes. It operates at the micro level (products, companies, consumers), meso level (eco-

industrial parks) and macro level (city, region, nation and beyond), with the aim to accomplish 

sustainable development, thus simultaneously creating environmental quality, economic 

prosperity, and social equity, to the benefit of current and future generations. It is enabled by 

novel business models and responsible consumers.” (p.229).  

 

Importantly, this definition includes four ‘Rs’ in a sequential order (1) ‘reducing’, (2) ‘reusing’, (3) 

‘recycling’, and (4) ‘recovering’ to prioritise and relate to the waste hierarchy. (1) ‘Reducing’, which is 

often left out of CE definitions, aims at the reduction of consumption. (2) ‘Reusing’ products, is about 

repairing, and refurbishing prior to producing new products, for example. (3) ‘Recycling’ the products and 

its materials is aimed for new product inputs and composting, for instance. Lastly, (4) ‘recovering’ aims to 

ensure that materials can be used for energy recovery (e.g., incineration with energy recovery)(Gharfalkar 

et al., 2015; Kirchherr et al., 2017). This approach finds its foundations in the laws of thermodynamics, 
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where we find equilibrium in regard to energy and materials that circulate in systems and their 

surroundings, and the idea that energy can’t be created or destroyed, it only changes form or transfers 

between objects (Atkins, 2010). Pearce & Turner (1990) also point out that it is the ignorance of the laws 

of thermodynamics by many stakeholders that lead to imbalance in the system. Combined with the 

economic perspective this means that the amount of waste created by human activity (e.g., pollution 

resulting from economic growth) should not exceed the assimilative capacity of the environment 

(Ghisellini et al., 2016; Pearce & Turner, 1990).  

2.1.2 Seven schools of thought 
The general understanding of the CE is based on seven schools of thought: (1) Cradle-to-Cradle 

(Braungart et al., 2007; McDonough & Braungart, 2002), (2) The Laws of Ecology (Commoner, 1971) & 

Natural Capitalism (Hawken et al., 2013), (3) Biomimicry (Benyus, 2002), (4) Regenerative Design (Lyle, 

1996), (5) Blue Economy (Pauli, 2010), (6) Performance Economy (Stahel, 2010), and (7) Industrial 

Ecology (Graedel, 1996; Lowe & Evans, 1995). Although these schools of thought are acknowledged, the 

present thesis focuses on the last two.  

 

First, the performance economy (Stahel, 2010) emphasises the process of selling a service instead of 

selling a product or even selling the performance of a product instead of the product itself with a closed 

loop approach to production processes. This builds on the aim to extend the product’s life through design 

and the cycles explained in the butterfly diagram (next section 2.1.3). Second, industrial ecology (IE) 

enables the flow of energy and materials in industrial ecosystems. This is based on a closed loop process, 

where one organisation’s waste will be another’s inputs (Graedel, 1996; Lowe & Evans, 1995). Such 

ecosystems may lead to benefits to participating partners in terms of lower production cost resulting from 

increased energy & material efficiency, waste recycling and industrial cost-sharing (e.g., infrastructure, 

information systems)(Berlina et al., 2016; Lowe & Evans, 1995; Puente et al., 2015). Moreover, this may 

lead to benefits for the environment as using one firm’s waste as input reduces the demand for natural 

resources, reducing CO2 emissions, while also providing societal benefits for surrounding communities 

through new job opportunities and ‘cleaner’ industrial plants (Berlina et al., 2016; Koster et al., 2021; 

Lowe & Evans, 1995; Neves et al., 2020; Nordregio et al., 2015). However, IE may be difficult to 

implement due to companies’ limited time, resources, and low awareness of opportunities (Berlina et al., 

2016; Nordregio et al., 2015). IE requires significant collaboration, trust, and communication among 

participating partners (Valentine, 2016). 
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2.1.3 Butterfly diagram 
As an effective way to illustrate the big picture of what is the circular economy, the butterfly diagram 

developed by the EMF (2013, 2015) displays the cycles of biological and technical materials, and how 

they work in a closed loop system as a continuous cycle (see figure 1). The goal is to avoid waste and 

preserve inherent value of materials from products and services for as long as feasibly possible (European 

Commission, 2014). The left side of the diagram (in green) relates to biological nutrients such as 

renewable resources (e.g., wood) and biological related processes (e.g., composting) to re-insert them in 

natural ecosystems. The right side (in blue) relates to technical nutrients such as finite resources (e.g., 

metals) and technical related processes (e.g., remanufacturing) to maintain the highest level of material 

value possible to be reused.  

 

Figure 1: Outline of a circular economy 

 

 

Source: Ellen MacArthur Foundation (2015) 
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According to the EMF (2013), the value of nutrients can be generated and maintained with four 

components: (1) ‘power of inner circles’, (2) ‘power of circling longer’, (3) ‘power of cascaded use’, and 

(4) ‘power of pure materials’. First, the power of the inner circle states the preference to operate in the 

‘smaller’ inner circles prior to operating in the ‘bigger’ outer circles of the diagram (i.e., maintenance is 

preferred over recycling). Second, the power of circling longer aims at maximising consecutive cycles 

(i.e., number of times actions are repeated in one circle) in the inner circles of the diagram prior to moving 

towards outer circles (i.e., repeat maintenance as much as possible before refurbishing). Third, the power 

of cascaded use is based on the idea of using materials and nutrients as inputs for other products or 

processes when the value of the materials is inadequate for their original use (i.e., end of life furniture 

cascaded to insulation, then cascaded for anaerobic digestion that turns biological nutrients into fertilisers 

and biogas, for example). Fourth, the power of pure material represents the need to ensure that biological 

and technical nutrients are kept separate as much as possible from design to disposal of products 

facilitating the recovery and reusability of the nutrients throughout time (EMF, 2013).  

2.1.4 CE principles 
To further comprehend how the CE operates and is enabled within the butterfly diagram, we must 

understand its five fundamental principles based on natural principles from the EMF being: (1) designing 

out waste, (2) thinking in cascades, (3) build resilience through diversity, (4) shift to renewable energies, 

and (5) thinking in systems (EMF 2013, 2015; Webster, 2017). First, the CE should aim at designing out 

waste as products and their nutrients are designed with intent to be cycled to a maximum as illustrated 

with the butterfly diagram. This also aims at minimising leakage of nutrients to landfill and incineration. 

This may be enhanced with the objective of keeping resources at highest possible value at all times by 

maintaining purity of materials through design for remanufacturing, remarketing, disassembly, 

repurposing and safe decomposition (i.e., ensuring non-toxic biological materials for 

composting). Moreover, emissions from fossil fuels are also considered waste that should be designed out, 

leading to the importance of the fourth principle. Second, building on design and purity of materials, 

thinking in cascades from the start to extract a maximum of value from materials and products through 

time is critical. This principle has the same purpose as the ‘power of cascaded use’ (seen in 2.1.3). Third, 

it is important to build resilience through diversity which may be attained through modularity, adaptivity 

and versatility. Thus, operating with diverse production systems that are more flexible, with many nodes, 

connections, and allowing the use of different inputs with scales that aim at resilience towards external 

shocks rather than aiming for optimal efficiency. Moreover, by reusing materials, this reduces exposure to 

shocks regarding resource extraction and fluctuating prices of raw materials. Fourth, shifting to renewable 

energy sources is a key to mitigate the environmental damage that may occur from enterprises' activities; 
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thus, it is essential to move away from fossil fuel-based energy production and consumption. Fifth, it is 

important to think in systems by understanding how everything fits as a whole, the fact that parts must be 

viewed as influencing one another as they are related to all other parts. Such a system leads to higher 

complexity in the value chain compared to the linear economy and requires maximising cross-sectoral 

collaboration where firms align their circular goals to achieve system-wide changes. 

2.1.5 Design strategies for the circular economy 
To implement some of the CE principles, it is interesting to explain the design strategies for the CE. In 

their article, Bocken et al. (2016) introduce three design strategies for the CE: (1) slowing resource flows, 

(2) closing resource flows, and (3) narrowing resource flows. First, slowing resource flows, by (a) 

designing long-life products that increase durability, reliability and the sentiment of attachment and trust 

from customers, while also (b) designing for product-life extension where it is easier to repair, maintain, 

upgrade, disassemble and reassemble products. This also entails a high level of standardisation and 

compatibility. Second, closing the resource flows leads to a circular flow of resources by closing the loop 

between post-use and production (e.g., with recycling). Third, narrowing resource flows, is achieved by 

using less resources per product (without jeopardising future cycle potential by reducing the quality too 

much) and reusing materials of used products a firm has collected, for instance (ibid).  

2.1.6 Barriers to the circular economy 
While promising, the implementation and execution of the aforementioned CE related concepts has its 

challenges. This includes the fact that the transition towards the CE is a relatively complex process that 

requires organisational change. According to Ritzén & Sandström (2017) the main barriers for large 

mature industrial companies are: (a) financial; such as unclear profitability and measuring benefits, (b) 

structural; such as missing information exchange and who’s responsible for product ownership in a supply 

chain, (c) operational; such as infrastructure issues and supply chain management, (d) attitudinal; such as 

risk aversion along with variable knowledge towards CE and sustainability, and (e) technological; such as 

how circularity integrates itself in production processes and product design (Ritzén & Sandström, 2017).  

Similarly, looking into information from the European Union involving multiple stakeholders (e.g., 

businesses, academia and government), there are four main barriers: (1) cultural; such as hesitant company 

culture, operating in a linear system, limited consumer awareness and interest, (2) regulatory; such as 

lacking global consensus, (3) market; such as high upfront investment costs, and (4) technological; such as 

lack of ‘proven’ technologies to implement CE (Kirchherr et al., 2018). In the context of small and 

medium sized enterprises, a study of Spanish companies has found that the most critical barriers were 

related to lack of support from public organisations and interest of customers towards the environment, 

and insufficient financial resources combined with a short-term vision (Ormazabal et al., 2018). 
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Additionally, the lack of knowledge about the CE (Fusion, 2014) and related cost and time involved in 

training courses is a barrier (Rizos et al., 2015).  

2.1.7 Gap: CE & B2B asset sharing platforms 
Following the definition of the CE, the relevant schools of thought, insights on the butterfly diagram, the 

explanation of the CE principles, the design strategies for the CE, and the barriers to the CE, the reader is 

equipped with a general understanding of the CE. Throughout the literature review of the aforementioned 

concepts, no research or examples were directly applied to B2B asset sharing platforms. This creates an 

interesting gap to explore as the prospect of such platforms to leverage these CE concepts and tackle some 

of the identified CE barriers may further enable the expansion of the CE across businesses.  

2.2 Servitisation 
According to the World Bank (2018), about 65% of the world’s GDP was generated through services, this 

number is up to 69.6% for OECD countries and even up to nearly 80% in the US (WTO, 2019). In their 

article, Hepburn & Bowen (2013) discuss the concept of decoupling growth and pressure on the 

environment (e.g. CO2 emissions), this may be achieved partially through the increase in use of renewable 

energies, but also with the expansion of the ‘intellectual’ economy that may be limitless, notably through 

providing more services. The idea of selling goods as services relates to the CE performance economy 

school of thought (Stahel, 2010). The concept of achieving more sustainability through services has also 

been echoed by multiple authors (Kuijken et al., 2017; Rothenberg, 2007; Sawhney et al., 2004; Tukker, 

2004). This has been termed as ‘servicizing’ or ‘servitization’ and represents the process of firms selling 

only products to selling services (Oliva & Kallenberg, 2003; Rothenberg, 2007) which may include 

designing and selling product-service systems (PSS)(Kuijken et al., 2017), more on this in the next section 

(see 2.2.1). Customers are a significant source of servitisation initiatives as they increasingly demand 

more services, due to the increased technological complexity and possibilities related to technology and 

services, such as monitoring products (Oliva & Kallenberg, 2003; Parker et al., 2016; Porter & 

Heppelmann, 2015). Servitisation also increases the proximity to the customer, their loyalty and upselling 

opportunities (Kuijken et al., 2017; Rothenberg, 2007; Tukker, 2004).  

2.2.1 Product-service systems 
The evolution of product-service systems (PSS) may be driven by the servitisation of products (going 

from products to services), or the other way around with the productisation of services (going from 

services to products)(T. S. Baines et al., 2007; Kuijken et al., 2017). In an extensive literature review, 

Tukker defines the concept as: “A Product-Service System (PSS) is an integrated bundle of products and 

services which aims at creating customer utility and generating value” (2015, p. 87). Authors have 

defined 3 types of PSS, namely: (1) product-oriented services with a maintained focus on selling products 
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(e.g., maintenance, financing options and consultancy), (2) use-oriented services where the provider 

maintains ownership of the product (e.g., sharing, product pooling, leasing and renting) and (3) result-

oriented services where the client agrees to pay for a result (output) (e.g., activity management, pay per 

service unit, pay for functional result) (Baines et al., 2007; Tukker, 2004, 2015).  

2.2.2 Servitisation and the environment 
Servitisation enables potential benefits for the ecological environment such as CO2 emission reductions 

(Baines et al., 2007; Mont & Lindhqvist, 2003; Vezzoli et al., 2015). According to Tukker (2004, 2015), 

the use of PSS may lead to improved environmental outcomes, however this is not always the case. As 

firms engage in more service-based agreements, the potential for environmental improvements is 

generally greater (ibid). One of the main environmental issues of PSS is the rebound-effect following the 

lower initial cost for clients to use a product, leading to an increased number of products in use-oriented 

services such as leasing instead of purchasing (Tukker, 2004, 2015; Vezzoli et al., 2015). However, 

rebound-effects tend to be mitigated as customers and users involve with result-oriented services, where 

the need to pay for the outcome, which can lead to a less-use situation or ecologically friendly alternative 

solutions (e.g., public transport for a long-distance trip instead of renting a car and paying per 

km)(Tukker, 2004, 2015). According to Vezzoli et al. (2015), the adoption of Sustainable PSS solutions 

(i.e., solutions that seek environmentally and socio-ethical benefits) could reduce negative environmental 

impacts and limit resource consumption without affecting the satisfaction and well-being of people.  

2.2.3 Gap: Servitisation & B2B asset sharing platforms 
As seen throughout this section, technology is enabling servitisation (e.g., with monitoring of products). 

Interestingly, B2B asset sharing platforms allow companies to share and lease assets, similarly, to use-

oriented PSS. However, no academic literature was found linking B2B asset sharing platforms and 

servitisation concepts. Considering the importance of services in today’s economy, the growing tendency 

towards servitisation and potential impacts for the environment, this gap requires further research.   

2.3 Platforms 

2.3.1 What are platform 
The sharing economy involves the facilitation of value-creating interactions by matching excess capacity 

with increased utilisation of assets leveraged by the use of technology (Frenken & Schor, 2017; Parker et 

al., 2016). Peer-to-Peer (P2P) marketplaces and platforms have been growing substantially in recent years, 

now contributing a large portion of today’s economy, impacting markets, changing ecosystems and 

consumption patterns (Caldieraro et al. 2018; Zervas et al., 2017). Although, multiple types of platform 

business models are acknowledged (Muñoz & Cohen, 2018; Wirtz et al., 2019), the focus for this thesis is 

related to the observed case company (BizBiz Share) being a business-to-business asset sharing platform. 
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This type is primarily a mix between a P2P sharing platform (e.g., Uber, Airbnb) and a marketplace 

platform (e.g., Facebook Marketplace)(Wirtz et al., 2019).  

2.3.2 Why platforms are different 
One of the disruptive components of platform businesses is the fact that they typically own few assets, 

thereby lowering the operational marginal cost compared to the fixed costs of owning assets (e.g., Airbnb 

rooms compared to hotel buildings). Online platforms can also lower the costs of distribution, such as 

Spotify music streaming compared to distributing CDs, thus enabling platform companies to gain a 

competitive advantage (Caldieraro et al., 2018; De Wit & Meyer, 2017; Parker et al., 2016; Wirtz et al., 

2019). Such disruption leads many traditional businesses to engage with platform business models (Parker 

et al., 2016). For example Caterpillar, a heavy equipment company, uses machinery as the platform, 

enabled with a digital interface and multiple Internet of Things (IoT) sensors (Porter & Heppelmann, 

2015). Moreover, they enable users to rent and share equipment (e.g., rent an excavator)(Muñoz & Cohen, 

2018). Additionally, big data, analytics and deep learning (i.e., to understand information value and user 

preferences) are poised to generate increased leverage for platform business models (Wirtz et al., 2019). 

2.3.3 How platforms work 
According to Parker et al. (2016), platform companies have been expanding exponentially primarily due 

to network effects, that can be (a) positive or (b) negative. First, positive network effects generate a viral 

and virtuous circle, wherein the more participants (users and/or providers) join the platform, the more 

other participants also want to join. This creates an ever-increasing competitive advantage for platform 

providers and generates a market barrier to entry. Second, negative network effects are the same, but with 

a downward spiral effect where participants exit the platform (Parker et al., 2016; Wirtz et al., 2019). 

Platform mangers must curate the platform to prevent negative network effects. This entails ensuring the 

proper match of supply and demand on the platform, filtering of content, and filtering activities taking 

place on the platform with algorithms, for example. Moreover, platform providers can control the level of 

openness and trust on the platform by limiting the access of users and providers (Gawer, 2014; Parker et 

al., 2016). During the initiation and growth phases of platforms, these companies usually struggle with a 

‘chicken-and-egg’ problem, where there is a mismatch between participants on the platform, for example 

if there are many apartments for rent on Airbnb but no travelers (Parker et al., 2016; Wirtz et al., 2019).  

2.3.4 Platforms: environment & regulation 
Platforms generate benefits related to the CE (EMF, 2015), including limiting excess capacity, facilitate 

re-selling of used products, materials and components (Konietzko et al., 2019). Moreover, they can enable 

PSS by allowing fluidity of information for repair and maintenance while also opening new collaboration, 
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co-creation, and participation among platform participants (ibid). However, potential negative outcomes 

for the environment remain due to potential rebound-effects, such as expanded trade volumes and 

additional purchasing power from users causing forfeiture of the existing excess capacity of products 

(Frenken & Schor, 2017; Konietzko et al., 2019). For example, lower costs of using car-sharing services 

as compared to public transport (Font Vivanco et al., 2015) or increased travel frequency and duration of 

stay (Tussyadiah & Pesonen, 2016), both increasing total CO2 emissions. Moreover, as platform providers 

collect increasing amounts of data, this information must be stored in servers that should ideally be 

powered by renewable energy (Konietzko et al., 2019). From a regulatory point of view, platforms may 

lead to losses in tax revenues for governments (e.g., with Airbnb)(Zervas et al., 2017), however there is 

significant interest by local governments to increase sharing of assets among users (Wirtz et al., 2019). 

Such conflicting advantages and disadvantages require policy makers to address challenges and mitigate 

potential negative effects, while platform providers may also progress to ease regulatory issues (ibid). 

2.4 Gap overview: CE, servitisation & B2B asset sharing platforms 
Following the literature review, multiple gaps exist between the explained concepts (see 2.1.7 & 2.2.3). 

Additionally, existing research on platforms is largely focused on B2C (e.g., studies from Zervas et al., 

2017 and Tussyadiah & Pesonen, 2016), however academia has overlooked B2B asset sharing platforms. 

Only one master thesis directly relating to B2B asset sharing platforms was found (Wodrich, 2015), 

however it focuses on the willingness for businesses to use such platforms, and not how it enables the CE 

or its principles. Figure two illustrates the concepts of the literature review and the gaps between them.  

 

Figure 2: Thesis literature review gap overview 



17 

 

 

Source: Self-developed by author. 

Such gaps will be addressed throughout the thesis with the analysis and discussion parts that bring all 

these concepts together. 
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Theoretical framework 
 

 

The theoretical framework section provides a detailed understanding of the theories used to identify the 

different components of the case company and relate them to answer the research question. The main 

theories applied are the following: we start with the resource-based view to understand the firm’s key 

resources, which then leads us to the dynamic capabilities and ecocentric dynamic capabilities providing 

insights on how the case company and its management operate. Successively, we gain an understanding of 

circular business models and its related canvas. Lastly, the theoretical framework is summarised and 

illustrated in an overarching figure (see figure 3). 

3.1 Resource-based view  
In their work, De Wit & Meyer (2017) explain the strategic paradox of firms that take an outside-in 

perspective (adapting the firm to the environment and the market) or an inside-out perspective (leveraging 

a firm’s existing resources) to gain competitive advantage. As the focus is on internal components and 

factors to understand and analyse the firm, the resource-based view (RBV)(inside-out perspective) 

provides insights about how the firm is organised and how it gains competitive advantage by identifying 

and leveraging its internal resources (Wernerfelt, 1984). When applied to the case company, this 

understanding of resources contributes to identifying what are the firm’s key resources leading to 

sustained competitive advantage in its business model. 

Resources can be understood as strengths or weaknesses of firms, they can be tangible or intangible assets 

and they are considered as a resource position barrier if they translate into an entry barrier in at least one 

market (e.g., strong customer loyalty, unique technologies owned by the firm, etc.)(Wernerfelt, 1984). 

Barney (1991) defines resources as: “all assets, capabilities, organizational processes, firm attributes, 

information, knowledge, etc.” (p. 101). Moreover, he classifies them in three categories: (1) physical 

capital resources (e.g., equipment), (2) human capital resources (e.g., skills and knowledge of employees) 

and (3) organisational capital resources (e.g., competences and culture). Hunt & Derozier (2004) further 

segment the types of resources and adds four categories: (4) financial resources (e.g., cash), (5) legal 

resources (e.g., trademarks), (6) informational resources (e.g., knowledge from customers), and (7) 

relational resources (e.g., relationships with customers).   
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3.2 Dynamic capabilities 
Building on the RBV theory, many authors have provided contributions and perspectives to the dynamic 

capabilities’ theory (Eisenhardt & Martin, 2000; Helfat & Peteraf, 2003; Teece, 2007; Teece et al., 1997; 

Winter, 2003; Zahra et al., 2006). The dynamic capabilities (DC) suggest that it is the configuration of 

resources more than resource control that provides competitive advantage (Eisenhardt & Martin, 2000; 

Teece et al., 1997). These DC are difficult to develop and deploy, hence leading to sustained competitive 

advantage especially in business landscapes characterised by rapid innovation and fast-paced 

developments (e.g., technology companies)(Teece, 2007). Eisenhardt & Martin (2000) argue that DC are 

specific and identifiable processes including building alliances, product development and strategic 

decision-making. Alternatively, they also understand them as being relatively common, homogeneous and 

substitutable among enterprises terming them as ‘best practices’ that vary among firms and with market 

dynamism. According to Teece et al. (1997), the term ‘dynamic’ refers to the constantly changing 

environment, as ‘capabilities’ refers to the firm’s resources, organisational skills and competences that 

need to be adapted, integrated and reconfigured to ensure that they match the requirements of the changing 

environment. Enterprises with strong DC are very entrepreneurial in the sense that they involve constant 

recognition of problems and trends that are met with the appropriate organisational structure, system, and 

resource configuration to align with evolving customer needs (Teece, 2007; Zahra et al., 2006). In short, 

dynamic capabilities are distinct skills, procedures, organisational structures, processes, disciplines, and 

decision rules that enable a firm’s capacity to: (1) sense, (2) seize and (3) reconfigure capabilities (Teece, 

2007). The DC are explained below and will be used throughout the analysis and discussion sections. 

First, sensing is related to a firm’s capacity to sense and shape opportunities and threats. To identify and 

shape such opportunities, firms must frequently scan and monitor the internal and external environment 

for changes and developments, including assessing customer needs, new market trends and technological 

changes. This also involves the process of learning, interpreting and creative activity (Teece, 2007). 

Moreover, this can be enabled with organisational structures, processes, and routines internally, such as 

embedding it in the research and development function, using hypothesis development and testing. This 

can also involve potential collaborators, such as suppliers, customers and complementors (ibid).  

Second, seizing is related to a firm’s capacity to address the new sensed information (e.g., technological or 

market opportunity) by tackling it through new products, processes, or services which generally require 

investments for development and commercialisation. This also involves selecting or creating a relevant 

business model associated with this opportunity, aligning incentives, investments, and processes 

throughout the company (Teece, 2007).  
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Third, reconfiguring is related to a firm’s capacity to enhance, combine, protect, change, and adapt its 

tangible and intangible assets according to changing customer and technology threats and opportunities in 

order to maintain competitiveness, evolutionary fitness and escape unfavorable path dependencies (Teece, 

2007). In order to achieve this, firms should: (1) decentralise decision-making allowing managers to 

control different decisions to increase flexibility and responsiveness, (2) manage co-specialisation 

allowing strategic fit and synergies between assets, (3) enable knowledge management through learning, 

knowledge-sharing, knowledge integration procedures and knowledge protection, and (4) ensure proper 

governance mechanisms, such as incentive alignment. In the long run, it is very likely that internal 

creative destruction will be required to sustain superior performance, this may involve spin-outs and spin-

offs of ideas and business models (ibid).    

3.2.1 Supply chain and dynamic capabilities 
Dynamic capabilities are crucial to adapt to ecosystem changes. They may also allow to shape the 

ecosystem, competitors, marketplaces and overall ‘rules of the game’ through asset orchestration, business 

reconfiguration, innovation and collaborations with institutions, enterprises, and other entities (Teece, 

2007). In the context of sustainable supply chain management, Beske (2012) explains that partners in the 

supply chain will influence the impact on the participating firm’s resources and dynamic capabilities, 

hence influencing each participant’s performance and potentially leading to competitive advantage. In the 

context of DC for CE objectives, authors have found that collaboration with other firms or organisations to 

acquire knowledge and skills is highly valuable and can help to succeed (Khan et al., 2020; Khan et al., 

2021).  

3.2.2 Dynamic capabilities and sustainability 
In regard to sustainability and DC, different perspectives emerge from the literature. Notably, (a) the 

sustainability-oriented dynamic capabilities (Dangelico et al., 2017; Qiu et al., 2020; Reyes-Santiago et 

al., 2019), (b) authors that discuss the ‘traditional’ dynamic capabilities towards sustainability (Khan et al., 

2021; Pieroni et al., 2019b, 2019a), and (c) the ecocentric dynamic capabilities (Borland et al., 2016). The 

existence of these multiple perspectives is acknowledged; however, the thesis will focus on the ecocentric 

dynamic capabilities.  

3.3 Ecocentric dynamic capabilities 
The ecocentric dynamic capabilities (EDC) introduced by Borland et al. (2016) build on the existing DC 

literature. The authors argue that the ecosystem framework of Teece’s (2007) DC should include the 

business environment and the natural environment. This is achieved by introducing the ecocentric 

perspective that is “…explicitly concerned with emancipating ecosystems from the effects of human 
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mismanagement, overuse, and exploitation.” (Borland et al., 2016, p.296). Moreover, it emphasises the 

importance of ecological sustainability and viewing the whole ecosystem more than its individual 

members or parts when developing business strategies and taking decisions (Borland et al., 2016). 

According to Borland & Lindgreen (2013), firms may position themselves and their products on a 

continuum ranging from business as usual, to transitional ending in transformational (Borland & 

Lindgreen, 2013). This position on the continuum may further be analysed with the firm’s ten strategic 

‘Rs’ developed by Borland et al.’s (2016) that include (a) ‘transitional Rs’ and (b) ‘transformational Rs’. 

3.3.1 Transitional & transformational Rs 
First, the transitional Rs, include: (R1) ‘reduce’ (i.e., using less materials or number of products), (R2) 

‘reuse’ (i.e., reusing the materials or products to fullest extent), (R3) ‘repair’ (i.e., instead of disposing, 

repairing), (R4) ‘recycle’ (i.e., if previous Rs are not possible, recycle materials instead of landfilling) and 

(R5) ‘regulate’ (i.e., comply to and/or influence laws). The transitional strategies reflect an eco-efficiency 

approach operating in a linear, open-loop and cradle-to-grave fashion and reflecting the RBV of firms. 

Second, the transformational Rs include: (R6) ‘rethink’, (R7) ‘reinvent’, (R8) ‘redesign’, (R9) ‘redirect’ 

and (R10) ‘recover’, they will be explained further later. Such transformational strategies reflect an eco-

effectiveness approach potentially operating in a circular, closed-loop and cradle-to-cradle fashion 

(McDonough & Braungart, 2002). Accordingly, this involves fundamentally changing how firms make 

products and how consumers will dispose of them, in turn requiring organisations, their managers and 

leaders to adopt an ecocentric vision involving a long-term mindset with the EDC (Borland et al., 2016).  

3.3.2 The five EDC 
Accordingly, the authors introduce two new EDC that add to Teece’s (2007) DCs: (1) sensing, (2) seizing 

and (3) reconfiguring with added (4) remapping and (5) reaping, these EDC are all tied to a strategic ‘R’ 

that are the operationalisation of the EDC (Borland et al., 2016). The authors argue that the first three DC 

maintain their relevance in the EDC framework as they contribute to explain how firms may transform 

themselves when adopting the ecocentric view where “…the manufacturing and value-chain process 

becomes a closed-loop” (Borland et al., 2016, p.303). This transformative, eco-effectiveness approach is 

the primary reason that led to choose the EDC over other sustainability related DC presented earlier. Each 

EDC is detailed further below and is linked to its respective strategic Rs. 

First, sensing hereby involves additional attention to changes in the business, the consumers, society, the 

natural environment, and global ecological phenomena. Therefore, managers must sense that the current 

consumption and production patters lead to environmental destruction. This ECD is tied to ‘rethink’ (R6) 

in terms of rethinking different ways to satisfy a customer’s needs in a closed-loop fashion by providing 
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the function or output they require more than the product itself (e.g., needing a hole in the wall, not a drill) 

(Borland et al., 2016). Moreover, Khan et al. (2020, 2021) argue that life-cycle assessments (LCA), that 

measure the environmental impact of products and services throughout their whole life cycles (Hauschild, 

2015), are part of sensing and can help to identify additional CE opportunities. 

Second, seizing includes further considerations to the impact of the firm on the physical environment 

where managers and individuals in companies must find ways to implement novel ecocentric business 

opportunities. This can be achieved by encouraging alliances and the adoption of ‘clean’ technologies 

when brainstorming innovative processes and adopting new products, for example. This is tied to 

‘reinvent’ (R7) by allowing  the space for creativity, innovation, and brainstorming processes, for instance 

(Borland et al., 2016).  

Third, reconfiguring includes management embracing a holistic, ecosystem and closed-loop approach that 

pays special attention to the separation at all times of biological and technical materials from ideation, 

design, production, consumer use, return and end of life of products. This is tied to ‘redesign’ (R8) as a 

fundamental redesign of products and processes may be necessary to keep materials as pure as possible 

(e.g., products only made from biological material) (Borland et al., 2016).  

Fourth, remapping builds on the separation of materials from reconfiguring as this allows managers to 

innovate and re-channel ‘waste’ materials from previous products to reuse (i.e., as input for new products) 

or dispose of them properly and safely (e.g., dangerous chemicals), thus reducing damage to the 

environment and extending the mentality to all products and business units providing new opportunities. 

This is tied to ‘redirect’ (R9) that emphasises the need for the two productive, sophisticated, and profitable 

channels for waste material: (1) the biodegradable channel and (2) the waste that will go back in the 

closed-loop industrial cycle to limit loss of quality between cycles (Borland et al., 2016). 

Fifth, reaping involves the manager’s ability to take advantage of the financial and non-financial 

opportunities created by the ecocentric approach and the circular flow of materials. Such benefits may 

arise as cost savings on raw materials (especially as resources will become scarcer), new profitable 

channels for selling ‘waste’ materials, savings related to disposal of waste (especially toxic waste) and 

advantages such as recognition, awards, positive effects on reputation and corporate image, for example. 

This is tied to ‘recover’ (R10) that emphasises the need to recover the scarce and more common materials 

and elements resulting from the previous ‘redirect’ strategy and to capitalise on this as a competitive 

advantage, enabling an infinite circular system where new virgin resource extraction is generated by new 

end-user demand (Borland et al., 2016). 
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3.4 Circular business model canvas 
Business models (BM) are how firms create, capture, and deliver value (Osterwalder & Pigneur, 2010), 

BM are also about how things fit together in a business, as described by Magretta: “Business models 

describe, as a system, how the pieces of a business fit together.” (2002, p. 91). The development of 

circular business models (CBM) is increasingly being researched allowing various frameworks and 

perspectives to emerge (Geissdoerfer, Pieroni, Pigosso, & Soufani, 2020; Heyes, Sharmina, Mendoza, 

Gallego-Schmid, & Azapagic, 2018; Lewandowski, 2016; Nußholz, 2017; Pieroni et al., 2019a). Although 

these frameworks are acknowledged, the present thesis focuses on the CBM as conceptualised by 

Lewandowski (2016) to design business models for the circular economy. This canvas builds on and 

adapts the Osterwalder & Pigneur (2010) business models canvas (BMC) and its building blocks that 

include: (a) the value proposition, (b) customer segments, (c) revenue streams, (d) cost structure, (e) 

channels, (f) customer relationships, (g) key partners, (h) key activities, and (i) key resources. Therefore, 

Lewandowski’s (2016) work provides a practical tool related to CBM as it embeds the components of the 

BMC which is easy to apply practically. This canvas has a sufficient level of complexity in its 

components, it has already been recognised to be useful for sustainability-related BMs and it’s recognised 

worldwide (Barquet et al., 2013; Lewandowski, 2016; Lüdeke-Freund, 2010).  

3.4.1 Lewandowski’s business model canvas 
The key contributions of Lewandowski's (2016) article to CBM are the review and adaptation of the 

existing BMC building blocks with a CBM perspective, thus adding two building blocks: (1) the take-back 

system and (2) the adoption factors affecting CBM adoption. First, the take-back system involves how a 

firm regains possession of its products and materials after use. On one side, the biological nutrients can be 

cascaded or disposed of properly (e.g., waste as input for other companies, biomass), and on the other 

side, the technical nutrients can be reused, redistributed, remanufactured, refurbished or recycled (e.g., 

during or at the end of life of products). This requires a take-back management system, incentives to reuse 

and return materials and a structure to collect used products. It also entails reversed logistics that might 

affect the customer relations, the channels, and different partners in the value chain (ibid). Notably, this 

may involve negotiations with actors in the current value chain and transportation companies, partnerships 

with local refurbishment centers or collaborations with a network of service dealers and the hiring and 

development of a maintenance team (Pieroni et al., 2019b). Second, concerning the adoption factors, this 

includes: (a) external factors such as political (e.g., government incentives supporting CE), economic 

(e.g., demand for circular products), sociocultural (e.g., customer habits and public opinion), and 

technological aspects (e.g., changes in IT and data management supporting material tracking), and (b) 
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internal factors that concern the organisational capabilities (i.e., the managers with the dynamic 

capabilities for this thesis) affecting intangible resources such as the organisational culture, its knowledge, 

transition procedures and team motivation to name a few (Lewandowski, 2016).  

3.4.2 Adapted canvas building blocks 
In regard to the ‘original’ building blocks from the BMC (1) value proposition, (2) customer segments, (3) 

channels, (4) customer relationship, (5) revenue streams, (6) cost structure, (7) key resources, (8) key 

activities, and (9) key partnerships. Lewandowski (2016) provides insights for each block that will be 

resumed in the following section.  

(1) Value proposition: this is the offering that aims to solve a user or a customer’s needs, reduce 

inconveniences, and deliver additional benefits. In the context of the CE, the main changes may be 

observed as the creation of more durable and long-lasting products, the switch from the customer of 

owning to leasing a product instead and other product-service systems (PSS)(Frankenberger et al., 2013; 

Lewandowski, 2016; Mentink, 2014), sharing the use of a product in a collaborative consumption model 

(e.g., product sharing, renting or pooling), virtualised services (e.g., virtual travel) and potentially benefits 

and incentives to bring back used products.  

(2) Customer segments: Lewandowski (2016) discussed that changes to the value proposition affect the 

customers and the segments the company may target as the new offerings may fit better with different 

types of customers. 

(3) Channels: consequently, if the value proposition pivots towards virtualisation (e.g., enabled with a 

platform), this will impact the means of delivering the value to the customer with virtual channels instead 

of physical stores, for instance.  

(4) Customer relationship: CBM may also influence the customer relationship and the interaction with 

them, by engaging with customers to co-create or have them vote on products they prefer, produce 

products to order (compared to mass production and then selling), and implementing a CBM may lead to 

social-marketing strategies and enhance community partner relationships.  

(5) Revenue streams: the way that the company makes money will depend on the model implemented, for 

instance in a PSS situation, customers might pay per product, pay per service, have a subscription-based 

rental, pay per use, or pay for the performance with performance-based contracting for instance (e.g., 

Rolls-Royce airplane engines selling flying hours instead of engines per se).  
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(6) Cost structure: consequently, to the CBM changes, this will affect the company’s cost structure, CBMs 

and PSS may lead to cost savings in regard to materials, changes in the costs of product development, 

costs for service provision, impacts on investments and up-front investments (i.e., the company pays for 

the product and pays for its cost as it is leased until profits emerge). Other organisational related costs may 

change such as human resources, energy consumption, costs related to materials and take-back systems, 

for example.  

(7) Key resources: these might also change, such as the assets it needs to create, offer, and deliver value, 

and changes to inputs and outputs following CBM implementation (e.g., with virtualisation).  

(8) Key activities: the activities that allow the firm to create, offer, and deliver value propositions may 

change orientation, increasingly focusing on improving performance (e.g., more efficiency and reducing 

wastes), changes to product design (e.g., prolonging product life, increased modularity and purity of 

materials of products), technology exchange (e.g., virtualisation, product sharing), changes towards 

remanufacturing, recycling, and lobbying (e.g., to influence regulation towards the CE).  

(9) Key partnerships: implementing a CBM may affect the key partnerships in the value and supply chain, 

hence collaborations may help to obtain key resources and to perform key activities, they may also support 

in company research, marketing, product design, supply routes and inputs, recycling, take-back 

management, financial functions, and lobbying, to name a few.  
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3.5 Summary theoretical framework and research questions 
To synthesise the framework used for the thesis and how it relates to the research question and its sub-

questions, it is conceptualised in figure three. 

Figure 3: Thesis framework summary 

 

Source: Self-developed by author. 

In order to answer the research question, an in-depth analysis is required of the B2B asset sharing platform 

company and how it operates. First, this is accomplished following the mapping of its circular business 

model with the key resources it leverages according to the resource-based view. Second, the firm’s 

management and organisational capabilities are highlighted with the Dynamic Capabilities (DC) and 

Ecocentric Dynamic Capabilities (EDC) theories. Third, the enablers and challenges of the CE and those 

of a B2B asset sharing platform (and its CBM) are highlighted from the literature review and further 

explored through the analysis. All these elements combined allow to generate an understanding of how a 

B2B asset sharing platform can support the implementation of the CE principles. 
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Scientific approach & methodology 
 

 

The following section aims at providing insights on the research process which influences the results 

found through the employed methods, their implications, their justification, and the related limitations 

they entail (Saunders et al., 2019). The ‘research onion’ framework (Figure 4) is used to guide this 

research process and provide insights on issues that must be considered when conducting a study. This 

framework will also assist to design and structure the methodology aiming to answer the identified 

research question.  

Figure 4: The ‘research onion’ adapted for this thesis 

 

Source: Adapted from Saunders et al. (2019, p.130), Guba & Lincoln (2004) and Crotty (1998) 

Through the application of the research philosophy theories, the researcher determined that this thesis 

would follow the social constructionism philosophy of science. Additionally, abduction is used as the 

approach to theory development. The research strategy is exploratory with an embedded single-case study 

research design. The methodological choice is a mono-method qualitative primarily based on semi-

structured interviews with a cross-sectional time horizon. Lastly, the technique and procedures defining 
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the data collection and its analysis will be presented further in its own section. Each component of the 

‘research onion’ will be further expanded subsequently in its respective order as described above. 

4.1 Research philosophy 
As a starting point for the research process, the position of the researcher, his knowledge and mental 

perceptions will influence the subsequent choices taken throughout the research process (Saunders et al., 

2019). Put differently, Guba & Lincoln (2004) argue that the worldview and basic belief system guiding 

the researcher defines its paradigm, thus having methodological, ontological and epistemological 

implications. Morgan & Smircich (1980) argue that organisational theory development is best served 

when researchers are explicit about the nature of beliefs they induce in the subject of their study. Simply 

put, the aim of research philosophy is to describe the evolution and nature of knowledge (Saunders et al., 

2019) 

Following the importance and impacts of the research philosophy on the outcomes, it is important to split 

the assessment into three stages in order to select the most suitable. These levels reflect the assumptions 

related to what is acceptable, valid, and legitimate knowledge (epistemological assumptions), the 

assumptions of the nature of reality that shape the researcher's worldview (ontological assumptions), and 

the degree to which values and ethics affect the research process (axiological assumptions)(Saunders et 

al., 2019). Alternatively, to axiological assumptions, Guba & Lincoln (2004) additionally discuss 

methodological assumptions that define how the researcher goes about discovering something according 

to what he or she believes can be known. 

In regard to ontological assumptions, these may be understood as how one views the world, the study of 

‘being’, how reality is structured and ‘what is’ in terms of existence (as opposed to what is not)(Crotty, 

1998). In the ontological assumptions, the constructivism’s relativism as depicted by Guba & Lincoln 

(2004) assumes that there are multiple, apprehensive, and sometimes conflicting social realities as they are 

results of the human intellect. For the researcher, this acts as a worldview filter impacting how 

information is processed and communicated. Moreover, these realities evolve as the researcher is more 

informed and increasingly sophisticated throughout the process (ibid). Morgan & Smircich (1980) discuss 

reality as a social construction that results “in the development of shared, but multiple realities” (p.494) 

therefore individuals in such settings play an active role in shaping their reality. These insights lead to 

important methodological considerations where the researcher “must move to investigate from within the 

subject of study” (p.498) rather than remain as an external observer, as is often the case in quantitative 

scientific research (ibid). According to Saunders et al. (2016), realities are either constructed by nature or 
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socially constructed. Accordingly, it is determined that the preferred research philosophy for this thesis 

will be social constructionism. In such a setting, meaning is constructed and not discovered, therefore it 

will vary between different people (Crotty, 1998), importantly this will be relevant to keep in mind in the 

analysis as data will emerge from different people’s realities (e.g., from interviewing members with 

different positions or relations towards an organisation). Therefore, from the ontological point of view, the 

researcher’s worldview of business and management has been largely summed up throughout the literature 

review and the theoretical framework as to display the understanding of the components of the researched 

topic. Without a doubt, this impacts the choice of what to research and the assumptions that shape the 

study and its research objects.  

In regard to the epistemological assumptions, Crotty (1998) explains that these may be understood as the 

philosophical grounding that decides “what kinds of knowledge are possible and how can we ensure that 

they are both adequate and legitimate” (p.8). It is also the way to understand and explain how we know 

what we know, where both qualitative and quantitative data may be legitimate for research (ibid). Relating 

to constructivism, it assumes that knowledge creation stems from the interaction between the researcher 

and the respondents, thus having a transactional and subjectivist component (Guba & Lincoln, 2004). 

Therefore, as the aim is to gain a rich and complex understanding of the organisation and its context, the 

assumptions resulting from this objective lead the researcher to tend towards qualitative related data 

collection methods more than quantitative ones as described further later. This may offer more in-depth 

understanding of the observed study objects, but it may also be influenced by the limited number of 

interviewed subjects and their own ontological assumptions.  

From the axiological point of view, the role of ethics and values is considered in the researcher’s choice of 

topic and data collection methods (Saunders et al., 2019). As argued by Heron (1996) the demonstration of 

the axiological assumptions through the expression of the researcher’s values will influence the bases of 

judgments related to the research and its process (as seen in Saunders et al., 2019, p.134). Therefore, the 

influence for this research is twofold. On one hand, this influences the researcher's tendency to lean 

towards sustainability and circular economy related topics and perspectives. On the other hand, the 

researcher valuing data collection through personal interaction with face-to-face interviews influences the 

data collection methods for the study. Relating to this, Guba & Lincoln (2004) explain that one must keep 

in mind that paradigms are human constructions, inventions from the mind, and therefore subject to 

human errors preventing absolute proof throughout the research and its analysis. The authors further 

explain potential issues with constructivism such as the fact that the inquirer is a participant and facilitator 

in the research process and data collection, and thus is reasonably subject to interpretation (ibid). 
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Therefore, the role of values and ethics has an important place in the constructivism approach, and these 

are kept in mind throughout the thesis writing process in an attempt to limit a significant influence on the 

potential outcomes.    

4.2 Approach to theory development 
Three separate research approaches are suggested by the literature: (1) deductive research attempts to 

verify or falsify existing theory within a particular context, (2) inductive research aims to create theory 

and generate new widely applicable information, and (3) abductive research provides an intermediary 

between the two previous methods as it combines elements from both to address the research question and 

attempt to solve the established problem (Saunders et al., 2019). The theory will support the presentation 

of the findings and conclusions, it may also be used to shape the research design. (Saunders et al., 2019). 

This thesis will use abduction as an approach to theory development, leading to a research mixed between 

existing theory and the data collected. The theory assists in the formulation of the research questions and 

interview questions. Additionally, it influences the data collection and its analysis as the empirical data 

will be connected to theories on the concepts of CE, CBM, RBV and the dynamic capabilities. Following 

the interviews, the researcher inductively derived themes and problems and applied them to the theoretical 

context, updating and altering it along the way leading to adjustments in the questions asked during the 

last interviews to dive deeper in some subjects. This allows the present thesis to contribute both 

theoretically and empirically to academia, by creating novel insights and applying theory within a 

currently unexplored type of business; being B2B asset sharing platform providers. 

4.3 Research strategy and design 
The research strategy of the study is related to the phrasing of the research question and sub research 

questions. It captures the aim of the articulated research question that may be elaborated with one of the 

four types of study designs: (1) descriptive, (2) exploratory, (3) explanatory, and (4) evaluative. 

Various strategies may be employed for research such as conducting an experiment, a survey, 

ethnography, and case study to name a few (Saunders et al., 2019). According to Yin (2003), case studies 

may be used for exploratory, explanatory, or descriptive study designs. They are used to investigate a real-

life, contemporary phenomenon with unclear boundaries. Additionally, case studies often rely on multiple 

sources of data requiring triangulation and use prior theoretical propositions and developments to guide 

their data collection methods and its analysis. Therefore, following the literature review and the theoretical 

framework, the available research provided a guide to define the thesis' case and its units of analysis. This 

provides the possibility to compare the findings with existing research (Yin, 2003).  
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The decision to select the case study strategy stems from filling three conditions that favour it over other 

methods according to Yin (2003); such as (a) the type of research question inquired, (b) the degree of 

control the researcher has on behavioural events, and (c) its position in time as a historical or 

contemporary event. Accordingly, this thesis will focus on the exploratory strategy. This is determined 

following the formulation of the research and sub-research questions that begins with a “how”. 

Alternatively, questions formed especially with a “why”, or with a “what”, “who”, “where” might also be 

relevant for exploratory and explanatory research (Yin, 2003). Moreover, this is the preferred strategy 

when the researcher does not have any or only little control on the events that occur and since the thesis is 

focusing on a phenomenon in a real-life context currently taking place (ibid).  

As business-to-business asset sharing platforms are rare, relatively novel and their relation in regard to the 

implementation of Circular Economy principles, CBM and dynamic capabilities are not yet vastly 

explored, this drives interest and purpose for such a case study. Moreover, considering that the present 

research takes place mainly within a specific case company and its findings are analysed with several units 

of analysis, it qualifies this as an embedded case study (Yin, 2003). This allows us to first and foremost, 

look into specific aspects of the case company (BizBiz Share) with the relevant theories, followed by a 

collection of the different perspectives to provide a broader understanding of the phenomenon. According 

to Yin (2003) this method contrasts with a multiple-case study for instance, whereas the investigator looks 

into multiple cases and aims at providing a holistic perspective. Although, some insights are derived from 

material (i.e., two podcasts) linked to BizBiz Share’s competitor, Floow2, the majority of interviews were 

focused on the former company. With this research strategy and design, it is possible to acquire the 

necessary in-depth knowledge about managerial and organisational processes, while also generating an 

understanding of the complex dynamics entailed in the research, sub-research questions and its context 

(Yin, 2003).  

4.4 Research methodological choice 
According to Crotty (1998) the research methods are techniques or procedures employed to answer a 

research question through the gathering and analysis of data. The author argues that whatever our research 

purpose, it is possible to have qualitative and or quantitative without being contradictory or problematic 

(ibid). Saunders et al., (2019) lay out multiple methodological choices impacting the use of qualitative and 

or quantitative data collection. Thus, researchers may employ mixed-method approaches that combine 

qualitative and quantitative or the mono-method approaches focusing on either one or the other.  
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For the purpose of this study, the main focus for data collection will be on the mono-method qualitative 

through the use of semi-structured in-depth interviews to fit the exploratory objective of this study. Such a 

methodological choice allows us to draw meaningful connections between the theory and the information 

collected through interviews. Additionally, to bolster the thesis’ data, the analysis of available 

documentation on the company and their competitor was completed in an attempt to triangulate the data 

collected through interviews, while also including the use of qualitative data from previous academic 

research to complement potential informational gaps. 

4.5 Time horizon 
The time horizon refers to the period of time over which measurements are made, and it is chosen 

independently from the methodological choice and research strategy (Saunders et al., 2019). Instead, it has 

to do with the amount of time that researchers choose to complete their work. A suitable time horizon 

should be selected to give the researcher sufficient time to investigate the phenomenon required to respond 

to the described research question. Therefore, the cross-sectional time horizon was selected, indicating 

that the data collection takes place at a certain point in time. In this case, interviews took place between 

May and July 2021, also limiting the findings to that particular period of time. Moreover, it was not 

possible to interview members of Floow2 due to the chosen time constraint. 

4.6 Techniques & procedures: the methodology used for the thesis 
The following section will address the methodology, Crotty (1998) describes this as: “the strategy, plan of 

action, process or design lying behind the choice and use of particular methods and linking the choice and 

use of methods to the desired outcomes.” (p.3) This will be explained and divided in parts discussing the 

primary and secondary data collection, how data was analysed, explanations on the quality of the data, and 

defining the limitations.  

In regard to the primary data collection, the use of semi-structured interviews provided the flexibility 

required with the explorative strategy allowing space for interviewees to supply additional information 

that was not planned with the pre-prepared questions. On the other hand, it also provides a structure 

enabling us to relate the findings to the theory (Becker et al., 2012). Moreover, Eisenhardt & Graebner 

(2007) qualify this as an effective method to collect rich empirical data. Saunders et al. (2019) further 

argue that this approach is in line with such an exploratory focus and abductive approach to research. To 

build the semi-structured interviews aiming to answer the research objectives, an interview guide was 

developed (see appendix 2). This guide was founded on the relevant literature, theories and frameworks 

identified throughout the initial phases of the research. The articles and the related information were found 

through a mix between the presented literature during the researcher’s master’s degree courses and by 
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using keywords in Google Scholar (e.g. business models, circular economy, etc.), then going through the 

different pages of results and reading articles that were related to the thesis topic, more than 170 

documents were consulted in this process. The questionnaire investigated components related to the CE 

principles, theories including the resource-based view, the dynamic capabilities and circular business 

models. Each interview lasted between 20-50 minutes and was recorded to produce transcripts with a 

software named ‘Konch’ for analysis and reference. A total of seven interviews were held. As the 

interviews progressed, transcripts and coding of the data collected were produced simultaneously. This led 

to the modification of some questions prior and during the subsequent interviews as saturation of 

information was attained relating to certain theories, while others lacked insights, thereby allowing a 

better overall comprehension and relevant information to answer the research questions.  

The selected case company: BizBiz Share, was found online while searching literature on the CE. Contact 

was initially established through LinkedIn, which in turn led to a thesis proposition sent to the company's 

CEO, including a list of potential company members to interview. Subsequently, further explanation about 

the thesis and research topic was provided verbally at which time the company ‘filtered’ who could be 

interviewed or not depending on availability, also leading to the suggestion to discuss with one investor 

and long-time user, providing a new variety of insights. This led to establishing contact with interviewees 

through email, following the CEO sharing the individual email addresses of collaborators and informing 

them of this research. In addition, one of the Co-Founders of Floow2 was also interviewed to gain 

precious insights and a different perspective as this interviewee represented BizBiz Share’s competition 

based in Europe. Accordingly, the researcher reached out to the individuals and set up a preferred date and 

time suiting the interviewees schedules while also providing some basic information about the research 

topic. 

In regard to the secondary data, the research entailed the review of some books, journal articles and 

research papers from CBS' database library, and by selecting only peer reviewed and officially recognised 

sources, such as articles from the Journal of Cleaner Production and the Strategic Management Journal. 

Additionally, reports from esteemed organisations, such as the Ellen MacArthur foundation, the World 

Trade Organisation and the European Commission were consulted. The main goal for this was to provide 

a solid theoretical and knowledge background to write the literature review, the theoretical framework, to 

prepare for the interviews, to build the questions and to provide structure for the analysis of the findings. 

Further desk research was carried out to complete the analysis and fill any gaps due to the limited 

interview time, potentially prevented gathering all facts relating to the selected theoretical frameworks. 

This included available documentation about the company, their competitors, information about the 
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market in which they operate, and potential external adoption factors influencing the case company’s 

business model. Importantly, two podcasts with detailed insights about Floow2 and the Circular Economy 

were studied, and their transcripts were also coded, providing significant value to the thesis, thereby also 

complementing the interview with one of the Floow2 Co-Founders.  

4.7 Data analysis 
In order to analyse the multiple semi-structured interviews, the transcripts were coded with NVivo 12. 

Saunders et al. (2019) inform about the possibility to proceed with a thematic analysis to study qualitative 

data by searching for patterns and themes. Effectively, the NVivo software allows a user to insert their 

transcripts in the software and highlight information according to desired keywords. Such coding is 

carried out deductively on the basis of the selected keywords relating to the selected theories linked to the 

research question and the sub-research questions, thus creating the categories and their related sub-codes 

as displayed in Table 1.  

Table 1: Overview of code categories and sub-codes 

 

Source: Self-Developed by Author. 
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4.8 Quality of data 
To provide valuable and acceptable insights with case studies, the study investigator must proceed with 

rigor, and avoid bias in directing the findings and conclusions of the research. (Yin, 2003). Accordingly, 

data quality issues may arise due to: (1) biases and cultural differences, (2) generalisability, (3) reliability, 

and (4) validity (Saunders et al., 2019; Yin, 2003). Therefore, these issues are addressed with the research 

rigour following the explained process throughout the previous points and other issues which will be 

discussed below.  

4.8.1 Bias and cultural differences 
According to Saunders et al. (2019), biases and cultural differences may occur at the interviewee and the 

interviewer level. Accordingly different drivers of bias may be identified and should be countered with 

preventive measures in order to limit their impact. On the interviewer side, a lack of prior research on the 

organisation and the interviewees may lead to conflict or suboptimal interviews where asked questions 

may be answered with sufficient desk research (ibid). This was prevented through in-depth company 

research and reviewing LinkedIn profiles of the interviewees, combined with online research for other 

public information of the interviewees and the observed organisation. Such previous research also aims at 

preventing interviewees from divulging selective information to display an embellished situation of 

themselves or the case company and its situation. Another issue may be technical problems with the 

recording of interviews, which has been prevented through testing of various video conference platforms, 

audio and recording testing to find the optimal solution with Microsoft Teams. Such interview format also 

attempts to address location and disruption issues occurring on the interviewee and interviewer side, this is 

solved by allowing both parties to pick an adequate and comfortable location for this process. 

Regarding interviewee biases, the interviewer has an impact on the outcome of the discussion and the 

level of trust due to his behaviour. The approach taken was to start with a short introduction of the 

research topic and of the interviewer. Subsequently, the interviewee would begin answering the questions 

that were structured to commence with an introduction and existing understanding of the research topic to 

limit potential intimidation. Moreover, an open and empathic approach was taken to stimulate trust, 

coupled with asking questions openly in a respectful way and demonstrating active listening with visual 

and auditory feedback combined with related follow-up questions when purposeful. Such ad hoc questions 

also aimed at preventing any forced direction in the interviews, while being considerate of the boundaries 

attempting to collect relevant information for the research.  

Regarding cultural differences, interviewees from the case company were located in Canada (provinces of 

Quebec and British Colombia) and the Co-Founder of Floow2 was located in the Netherlands, while the 
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interviewer was located in Denmark. However, being of Canadian origin, the cultural differences between 

the two sides are considered minimal. Of potential concern was language comprehension, as some 

interviewees spoke English as a second language. To prevent issues relating to this, prior confirmation of 

interviewees was inquired in the pre-interview email, allowing the possibility to conduct the interview in 

French if such an option was preferred. Additionally, the use of simple words in the interview questions 

aimed at preventing potential misunderstandings.   

4.8.2 Generalisability 
Critics of case study-based research discuss the method’s poor basis for generalising findings of a case to 

other cases (Yin, 2003). The author discussed various ways of generalising results from research, this 

includes the analytic generalisation that is aimed for this thesis, whereas existing theories are compared as 

templates with the empirical data collected to identify replicability and allow future statistical 

generalisation of the results (ibid). This being said, it is relevant to point out that results yielded by the 

present case study will only be generalisable to the theoretical propositions suggested (Yin, 2003). This 

may also be due to the use of the small sample of interviews.  

Additionally, this may be a specific pitfall of the selected embedded case study approach whereas, the 

researcher may focus only on a subunit level and have issues to elevate the analysis to a larger unit (Yin, 

2003). Therefore, the research question has been adapted to the specificity of the subject of research (a 

business-to-business asset sharing platform) and related to the CE principles, hereby preventing 

conclusions generalised to all businesses and other overarching concepts of the circular economy.  

4.8.3 Reliability 
Yin (2003) describes reliability as the objective to minimise biases and errors in a study, therefore 

allowing a different researcher to arrive at the same findings and conclusions if the same case study was to 

be repeated. To address this issue, researchers must explain their research process in detail with the 

different steps conducted (ibid). This has been the aim of the present section on the methodology with a 

maximum of transparency. Moreover, following an exhaustive research throughout the literature review 

and the theoretical framework writing process, this provides recognised frameworks grounding the theory 

on which to base the data collection and its analysis. However, importantly the use of semi-structured 

interviews may complexify the task of future researchers as some ad-hoc questions arises throughout the 

interviews. On the other hand, semi-structured interviews allow to gain more in-depth insights, and the 

interview guide being related to the underlying theories researched, a different researcher may use a 

similar approach to generate relatable outcomes with different cases.   
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4.8.4 Validity 
Authors assess the validity of a study in regard to the researcher’s ability to use an appropriate operational 

set of measures to gather data and translate it into results (Saunders et al, 2019; Yin, 2003). Yin (2003) 

divides validity in three components: (1) construct validity, (2) internal validity, and (3) external validity. 

Central to this section, the construct validity aims at selecting appropriate measures for the research (ibid). 

By using previously developed frameworks and theories by the scientific community to guide the research 

question, sub-research questions, the data collection, and its analysis with coding, this provides confidence 

in the validity of this thesis. An example of this is the focus on the Lewandowski (2016) CBM framework 

and the dynamic capabilities for the sub-research questions. The internal validity mainly applies to 

explanatory case studies, and therefore does not apply to explorative case studies due to lack of causation 

between studied variables. Moreover, the external validity of the research has been covered through the 

generalisability section. Lastly, as discussed earlier, the combination of various sources of qualitative data 

aim at providing additional validity (Bryman, 2006).  

4.9 Limitations 
The limitations of the current thesis are related to the previously discussed research onion components and 

the methodology employed. First, the selected research strategy with a single-case study entails limitations 

to the generalisability of the findings. This is notable in regard to transferring results to other similar 

companies or industries, such as other sharing economy platforms with business to consumer approaches 

like Airbnb. Second, due to the time involvement required for semi-structured interviews and the selected 

limited time available to carry this research, this might have prevented the opportunity to interview other 

respondents that could provide additional valuable insights. Third, as the respondents from the case 

company were filtered by BizBiz Share’s CEO, this has limited the number of people that could be 

interviewed in the company and whom to talk with. Fourth, using semi-structured interviews leads to 

complexity in coding the data for its analysis and may provide more variability in the results following the 

researcher’s choices on how to code the information and what to insert in the analysis. Lastly, as the case 

company is mainly based in Canada, it is unclear if the findings would be applicable on a different market 

such as Asia.  

 

 

 



38 

 

Analysis 
 

 

The analysis section gathers the findings of the thesis according to the collected data from the interviews 

with BizBiz Share collaborators. To understand how B2B asset sharing platforms can support the 

implementation of circular economy principles, the analysis is structured according to the theories 

outlined previously and their related research sub-questions. First, we aim to understand what are the 

resources that enable the case company to deliver its services according to the resource-based view. 

Second, we apply the circular business model framework to map out the case company’s business model 

and its building blocks with the collected data. Third, we identify and analyse the dynamic capabilities and 

EDC of the firm, and group them according to sensing, seizing, reconfiguring, remapping, reaping. Lastly, 

we relate the CE and the collected data as to answer the thesis’ research question. 

5.1 Resource-based view in asset sharing platforms 
Following the resource-based view theory and the seven main resource types highlighted in the theoretical 

framework: (1) human, (2) organisational, (3) informational, (4) physical, (5) financial, (6) relational, and 

(7) legal, the interviews allowed to determine what are the key resources for the asset sharing platform as 

detailed below. These findings will then be incorporated in the CBM canvas as part of the key resources. 

First, Human resources are considered the company’s main asset “Our biggest asset I guess, is our human 

resource.” (X4). BizBiz Share is composed of a small team, thus allowing the organisation to pivot 

quickly (X4; X8), this also facilitates transmission of information and problem solving (X6). This small 

team is composed of competent software developers, administrative related employees, and an executive 

committee (X4; X5). As they are developing white labels, the team develops them at a “…fraction of a cost 

of most other either web agencies or big technology firms.” (X4).  

Second, the organisational capital resources, the company culture and its working environment is 

understood as a major component of success for BizBiz Share (X4; X5). Employees are said to work on 

projects that are fulfilling, professionally speaking, and the possibility to own part of the company through 

employee stock option plans makes the workers feel part of the company (X4). The organisation is catered 

to the B2B environment, not only in the customer segment they target, but also with job titles avoiding 

B2C concepts, for example the title of ‘broker’ instead of ‘sales associate’ (X5). Some of BizBiz Share’s 

main competences are developing technology and how to market in the B2B environment (X4).  
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Third, on the informational resources side, one of the main resources enabling BizBiz Share to exist is 

their proprietary technology built in the last six years, specifically tailored to the B2B segment (X4; X5; 

X8), and because this software source code can be tailored to different opportunities (X7). The importance 

of the technology and experience was echoed by Floow2 with its eight years of existence (X11). As users 

create profiles, update information, and use the platform, BizBiz Share collects and stores data from 

multiple data points, including their customer’s detailed information and how they use the platform, 

allowing both to gain insights about how businesses operate (e.g., cycle of machinery, cyclical nature of 

businesses, inventory, and labor flux) on a large scale that have never been collected previously (X4).  

Fourth, regarding physical resources, being a technology focused company, the platform providers need 

and use very few physical resources (X4; X8). 

Fifth, the financial resources are limited, thus forcing the platform provider to be very cost effective (X4). 

Additionally, BizBiz Share’s business model is a driver for investments and the way it operates allows 

value creation and monetisation (X4).   

Sixth, from a relational resources point of view, the platform company has more than 2,000 users in 

Canada and multiple white labels (BizBiz Share, 2021a) .  

Seventh, the legal resources are one of the keys to confer a competitive advantage for BizBiz Share in 

their intellectual property that prevents other potential players from easily entering the market (X4).  

5.2  B2B asset sharing platform circular business model 
In the following, the B2B asset sharing platform’s circular business model is illustrated below (see figure 

5), thus providing an overview of the different building blocks according to Lewandowski’s (2016) 

framework. The following section details the content of the business model’s building blocks, including: 

(a) the value proposition, (b) customer segments, (c) revenues, (d) costs, (e) channels, (f) customer 

relationships, (g) key partners, (h) key activities, (i) key resources (information of section 5.1), (j) 

adoption factors, and (k) take-back system. Importantly, the following section also includes some 

components of the business model of the users of the B2B asset sharing platform company. This is 

included to provide additional information relating to the research question and allow a rich understanding 

of the most important components of the BM building blocks in regard to the CE.  

 

 



40 

 

Figure 5: BizBiz Share’s Circular Business Model Canvas 

 

Source: Self-Developed by Author, adapted from Lewandowski (2016). 

5.2.1 Value proposition 
The value proposition of the B2B asset sharing platform BizBiz Share is twofold with (a) the ‘public’ 

marketplace and (b) the white labels. On one hand, there’s the ‘public’ marketplace platform where any 

publicly registered company can become a user to buy, rent, and sell resources and items (BizBiz Share, 

2021a). On the other hand, the platform companies, BizBiz Share and Floow2, offer white labeling 

solutions (X4; X5; X6; X11). Both the ‘public’ marketplace and white labels generally have identical 

functionalities. The main differentiator is the level of ‘openness’ of the platform regarding restricting its 

access to certain users (X11). 

Public marketplace 

In a nutshell, the platform aims to balance supply and demand among its users, allowing companies to 

optimise their operations (X4; X6; X8) and get closer to their peak capacity in regard to machinery, 

equipment, labour, inventory, assets, and various resources (X4). Thus, it offers users the possibility to 

monetise underused capacity, unused resources, and materials, thereby “…having a direct impact on their 

bottom line.” (X4). Importantly, B2B asset sharing platforms found that their main selling point was to 

display to their users the financial benefits of their services (X4; X5; X8; X11). Through optimisation, the 
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platform allows users to reduce their waste, free space (e.g., in warehouse), reduce transportation distances 

(X6), and amortise the cost of equipment (X8). Put differently, one user explained the platform as the 

following: “…a B2B platform that encourages local business connections and encourages really circular 

economic development within different industries”, also adding that the platform enables him (as a user) to 

connect with suppliers and find specific service providers (e.g., injection molding) (X7). Additionally, 

convenience is an important component, as the platform allows users to have access to “…a wider array of 

resources which allows them to continue to operate at peak capacity.” (X4). Moreover, the platform 

allows firms to increase or reduce their lead times as they exchange with other local players (X4). Many 

interviewees highlighted the importance of offering a platform adapted to the B2B needs, offering a 

tailored transaction system, payment system and transportation system (X4; X5; X6). BizBiz Share also 

offers their users a ‘protection plan’ that covers up to CAN$5,000 of the user’s insurance deductible in the 

event of problems (X4). Lastly, the user experience is also important as described by an interviewee 

“…the marketplace, you know, is easy to use, it looks nice. In a couple of clicks you can do pretty much 

whatever you need to do.” (X5).  

White labels 

In regard to the white label turnkey marketplace solutions, these B2B asset sharing companies are 

providing a different set of customer segments the possibility to have their own marketplace and 

customised platform with the same benefits as the public marketplace, as explained by an interviewee: 

“So, our value proposition is that we also white label our technology and craft these private marketplaces 

that we don't operate, but we host, and we take care of all the technical aspects. So, we become a 

technology service provider and offer those turnkey white label solutions.” (X4). This may be 

advantageous for customers as they can benefit from savings related to the development costs of creating 

the platform from scratch (estimated around CAN$1.3 million)(X4) and the years experience accumulated 

by these providers (X4; X11). Moreover, offering a platform that operates as a ‘one-stop shop’ by 

integrating potentially multiple different sharing platform systems of organisations is an important factor 

that provides complete oversight in one place (X9; X11). The white label owners may also sub-license 

their own license (X8). Additionally, in the case of BizBiz Construction, the platform aims at becoming 

the main marketplace for resource supply in the construction industry across Canada (X8). Another 

important value point for white labels is the level of trust it provides to users as they are grouped under a 

trusted organisation in a ‘closed’ marketplace (X11; X10). 

Other value proposition components, that are not directly related to providing the platform, are the 

offering of B2B marketing and IT services to other companies (e.g., developing websites), thus being a 
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participant on their own platform (X4). Additionally, the company also offers an optimisation consulting 

service termed BizBiz Wiz (X5) which aims at educating users on using the platform and finding what 

resources to offer (X14). This is offered primarily to existing users to increase their participation and 

understanding of the platform (X5).  

5.2.2 Customer segments 
In direct relation with the value proposition, the platform’s customer segments are also twofold. On one 

side, we have the ‘public’ marketplace users that includes a wide range of companies operating in multiple 

industries, many of which are manufacturing companies located in industrial parks (BizBiz Share, 2021d; 

X4). On the other side, white label segments include various groups like organisations representing 

clusters of businesses such as associations and chambers of commerce, municipalities, cities, potentially 

even states and countries (X4; X7). Such entities are located across Canada, the USA and Europe (X8). 

Concrete examples of these are existing platforms such as BizBiz Stock (focused on metals and materials) 

and BizBiz Construction (X4). Other examples from BizBiz Global include Le Filon that exemplifies a 

regional platform that focuses on the Circular Economy (Filon Hubsaglac, 2021) and restovert focuses on 

the hospitality industry (X13), from provider Floow2 examples are Health Share (hospitals) and 

PharmaSwap (pharmacists)(X10). Some advantages of white labels are the opportunity access to multiple 

users once (X4; X11). 

5.2.3 Revenues 
In the sharing economy, the earnings model of the platform may determine its survival (X11). Following 

the two main services offered, the revenue streams are directly related to each solution provided by the 

platform. In regard to the ‘public’ marketplace, BizBiz Share offers different types of memberships 

collecting revenues on monthly subscriptions paid by users and additional variable fees. These include 

payment & service fees, administration fees, maintenance of platform fees, and commissions that result in 

total transaction fees ranging from 5% to 20% depending on the membership type (X14). Other fees are 

related to transportation and the protection plan (covering the user’s insurance deductible)(X4). The 

BizBiz Wiz service also generates revenues (X5; X14). Additionally, there is potential to monetise the 

data the company is collecting, but this is not the focus at the moment (X4). Regarding the white labels, 

revenues related to subscription fees, transaction fees, marketing/publicity and re-sale of sub-licenses are 

collected by the white label owner (X8; X13). However, these customers pay BizBiz Global a license fee 

to create the platform and provide support, which can range from CAN$25,000-100,000 depending on the 

customer’s needs (X4). Other revenue streams stem from marketing and IT contracts BizBiz Share 

undertakes occasionally (X4). Revenues of white label owners indicate that the platform company also 
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gains profits from advertising. It appears that white label revenues have significantly increased during the 

pandemic compared to other incomes (X7).  

5.2.4 Costs 
Being a relatively recent and small technology company, BizBiz Share requires and uses very little 

resources and attempts to optimise every dollar spent (X4). One of the main costs is labor related to 

operating the platform and the developers that maintain it, while also developing the white labels per se. 

To maintain lower labor costs, the company offers an employee stock option plan (X4). Other costs 

related to operating the platform and offering its services are transaction costs, transportation, contingency 

fund cash reserves (X4; X14), and offering the BizBiz Wiz consultant hours (X5; X14). We can deduct 

that the company has other common technology business-related costs, such as office space, electricity, 

servers to store data (or paying storage subscriptions) and other operational costs.  

5.2.5 Channels 
In order to deliver their services as an online platform, the company provides its value mainly via virtual 

channels (e.g., through the marketplaces). Additionally, it is possible to communicate with them virtually 

via social media, video conferences, email, and website (BizBiz Share, 2021a; X13). The logistics partner 

being a third party, the company does not interact with customers directly on a daily basis. Physical 

channels include the BizBiz Wiz consultant (X5) and the physical office, where customers and users can 

meet staff in person. 

5.2.6 Customer relations 
To maintain the customer relationships, BizBiz Share interacts with users and white label customers 

through the previously mentioned channels. Relationships between parties can occur in case of technical 

issues with the marketplace or the white labels, interactions may also take place if customers reach out to 

the platform company (X13; X14). Additionally, by dispatching a BizBiz Wiz consultant, the firm can 

interact physically with its users and engage them to increasingly use the platform’s services (X5). Lastly, 

the platform has multiple data points with its users allowing them to collect valuable information on them 

and provide better service accuracy (X4).    

5.2.7 Key partners 
Throughout the interviews, five types of partners were identified. First, some of the white labels may be 

considered as key partners as they are frequently collaborating with the platform provider (X8), and in 

some cases joint-ventures were created to develop specialised platforms, such is the case for BizBiz 

Construction (X6). This approach is also used by Floow2 when developing new markets (X10; X11). 

Second, the transportation partners are critical to deliver the service and facilitate activities on the 
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platform (X4; X6), accomplished via transportation brokers that provide standardised quotes according to 

the size and weight of the items (X4; X14). Third and fourth, we find financial institutions (e.g., banks) 

that financially support the firm, and payment processing organisations that facilitate the transaction 

processes among users (X4; X14). Fifth, we find partnerships with renowned Circular Economy related 

networks, such as the Circular Economic Club (X6) and the Nordic Circular Hotspot (X8).   

5.2.8 Key activities 
Being a technology company, there’s little doubt that the most important activity for BizBiz Share is to 

develop and operate the platform (X4; X8) which also includes facilitating the process for users to use the 

platform with special customisation of the marketplace’s functionalities, negotiation, and transportation 

options (X6). Less obvious key activities include communication, public relations, and educating the users 

(X6; X7; X8) as stated by an interviewee “So, it’s all about education, repetition, drilling the habit in their 

head…” (X4). Such efforts were also echoed by Floow2 with a main focus on the communication part, 

extending to close collaboration with the white label partner’s communication teams through 

communication plans (X11) and trying to provide the CE mindset (X10). Another important activity is 

business development through partnership building around the world (e.g., USA & Europe) to develop 

new white labels (X8). Moreover, building trust was deemed as essential “So the whole success of the 

sharing economy is the critical factor of trust.” (X11). Lastly, data collection is important and understood 

as a future major component for BizBiz Share as they collect data related to the life cycle of machinery, 

the cyclical nature of businesses, requirements for inventory and labor to name a few (X4). 

5.2.9 Adoption factors 
The adoption factors influencing the CBM are twofold with external and internal factors. Throughout the 

interviews, the main external factors identified were economical, political, social, and technological. To 

limit overlap, these elements are further expanded in the section analysing the enablers for the CE with 

B2B asset sharing platforms (see 5.4.3). In regard to internal factors, from the user’s point of view, when 

it is possible for them to successfully match their needs in regard to supply and demand, there is a greater 

adoption and more frequent visits to the platform (X4). To enable this, strong communication efforts are 

required inside the user’s organisations (X6; X11). Additionally, the fact that such marketplace platforms 

are easy to use facilitates adoption among users (X5; X11). As users gain a better understanding of the 

mindset required to effectively use the platforms (e.g., identifying possibilities for optimisation), they 

increasingly participate on the marketplace as discovered through the company visits of BizBiz Wiz (X5). 

For BizBiz Share itself, the potential to optimise their human resources’ time and availability leads to 

adoption of their own business model “What we did is we picked up a few contracts from other companies 
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to help them with their B2B marketing. So, we were acting as subcontractors.” (X4) Similarly, to their 

users, the interviewees seemed to understand the underlying concepts of the circular economy through the 

sharing economy, thus providing part of the required mindset to become increasingly circular. 

5.2.10 Take-back system 
A take-back system in the case company per se was not identified. However, as the platform facilitates the 

transportation and the transactions of its users, this allows a turnkey solution for the take-back of their 

rented resources. Moreover, the idea of expanding the waste related flows was highlighted, expressing that 

there’s a lot more that can be done on that front, either in-house or through partnerships, however the 

company is not focusing on this at the moment (X4). The lack of information regarding such take-back 

systems fuels interesting points that will be expanded further in the discussion section.  

5.3 Dynamic capabilities of BizBiz Share 
According to the ecocentric dynamic capabilities theory (Borland et al. 2016), the collected data for this 

section is organised following the five capabilities: (1) sensing opportunities, (2) seizing opportunities, (3) 

reconfiguring processes, (4) remapping processes and (5) reaping benefits. As interviews were more in-

depth with BizBiz Share, this section is mainly focused on this company and its users (5.3.1 to 5.3.5) with 

a few insights regarding Floow2 at the end (see 5.3.6). The findings of this section are summarised in the 

following table and explained further in the text. 
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Table 2: Dynamic Capabilities overview of BizBiz Share 

 

Source: Self-Developed by Author. 

5.3.1 Sensing opportunities 
In order to sense opportunities and threats, companies such as BizBiz Global have various sensing 

touchpoints to identify changes in its environment, these include: (a) proximity to the customers and (b) 

multiple data points. First, since the founding of the company, the team has taken “…a very hands-on 

approach with our business development in the sense that we were very close to potential users…”, thus 

allowing the firm to tailor their platform to the specific needs of the B2B environment, as opposed to 
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copying a B2C sharing platform like Airbnb (X4). This proximity to customers is also maintained through 

peer-to-peer relations enabling customer acquisition (X6). Therefore, as the firm maintains close 

communication with its white labels, it also senses environment changes through this touchpoint. This was 

further emphasised by an interviewee as the platform is increasingly relying on white labels to scale and 

thereby, the white label owners benefit from the closeness to their users to sense opportunities, relaying 

information to BizBiz Share that otherwise would not have that closeness (e.g., in British Colombia) (X8). 

Moreover, the proximity to users is achieved through the BizBiz Wiz consultants that visit physically the 

users’ workplaces and engages in direct conversation with them. Such visits also aim at enabling users to 

adopt a different mindset to sense new opportunities “It's more to show what's the mentality what's the 

state of mind you should be in when you use that platform.” (X5). Moreover, some of the users even 

became pre-seed investors, therefore such members also bring the user’s point of view and ideas directly 

to the company’s management (X7).  

Second, as the platform provider is multiplying its data points and collecting information, this allows to 

identify potential new opportunities and threats, thus providing the required adjustments according to 

customers’ changing needs. Such data points are said to “…be incredibly valuable down the line, not only 

to develop our products.” (X4). This was also expressed as an improvement path towards the CE 

“Information gets available in real time to the end user. And I think this is the same way we can improve 

circular economy in the future. Which is more information, more precise. Real time information is the 

biggest difference. And this is something we work on.” (X5) Such real time information also included the 

future possibility of having BizBiz Share directly connected to the enterprise resource planning (ERP) of 

companies optimising the resource listing process (X5). Additionally, the platform company keeps an eye 

on their main competitor based in Europe (Floow2) and seems to perceive them as collaborators due to the 

fact that they are assisting to develop a very big unexploited market (X4). There is little doubt about this 

when comparing the two platform companies’ websites (see X15). Moreover, as the company is 

increasingly gaining attention through media outlets and getting recognition (Beaumont, 2021; Fournier, 

2021; Roy, 2021), this has led to some inbound business opportunities (X6). Lastly, on the CE side of 

things, an interviewee mentioned that the company is monitoring the possibility of engaging further with 

CE in the future through optimisation of industrial residues with specific projects that may have potential 

(X8). It was also said that they are seeking such opportunities “…because this is what we do, try to find 

organisations that wants to embrace the circular economy and we support the back-end.” (X8).  
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5.3.2 Seizing opportunities 
Following the identification of new opportunities, the seizing process at BizBiz Share is done mainly with: 

(a) the hands-on approach and (b) carefully selecting which opportunities to focus on. First, as explained 

by the CEO, when the company is faced with changing situations, the team gets together and adopts a 

hands-on approach, using root-cause analysis, gathering information, and understanding all the 

components of the situation, simply put: “We small chunk it…” (and then tackle the situation)(X4). 

Moreover, such a process is said to occur on a daily basis with the executive committee discussing the 

most important problems and exploring solutions together (X4). Second, as the company is developing a 

novel concept, it appears that they have many opportunities they can develop, to the extent that it is 

becoming a threat, therefore the firm needs to be selective on which opportunities they seize and focus on: 

“…this is still something that we're learning, how far we can go from our core to still bring value to our 

customer without going in too many different directions.” (X5). Importantly, what sets BizBiz Share apart 

from actual and potential competitors is the capability to develop technology at a low cost in-house, 

thereby maximising the reaction time (X4; X7). 

An example of seizing is the major opportunity identified during the COVID-19 crisis, being the 

development of what was the company’s initially small white label offering (X7; X8). As demand surged 

to increase sharing of resources on a more local level following severe disruption of supply chains, the 

company sensed this demand through its customers and grabbed the opportunity of significantly 

expanding its white label offering (X4; X8), which resulted in a new direction for the company (X6; X7; 

X8). From a CE perspective and linked to seizing, there are many waste related opportunities. BizBiz 

Share’s CEO recognises that more can be done to enable additional cascading of waste, however this 

remains at the ideation stage due to focus on other matters and could eventually be enabled through 

partnerships (X4). This eco-centric consideration was also noticed with other interviewees such as the 

CTO “…there's the notion of don't dump anything if you don't absolutely have to dump it.” (X5), thereby 

displaying desire to seize waste related opportunities.  

5.3.3 Reconfiguring processes 
In regard to reconfiguring processes, BizBiz Global capitalises on: (a) its agility, (b) B2B centric approach 

and (c) ability to change their business model and technology to emerging needs. First, the key to 

reconfiguring processes is understood as having a highly adaptable and agile company (X4), specifically 

also adapting to each user “…you need to be able to adapt to everybody's needs and understanding of the 

circular economy.” (X8). The company is effectively capable of constantly changing, pivoting, and 

adapting its business model as said by an interviewee: “I would say one of our most important strengths is 
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the fact that we are really agile and flexible. We are able to change all the time to move fast.” (X6). 

Second, throughout the reconfiguration and strategy setting, the company adopts a B2B centric approach 

rather than a B2C one: “Well, we will prefer to take something that was a paper strategy or old B2B 

strategy and try to adapt it to e-commerce instead of taking a B2C e-commerce strategy and trying to 

move it to B2B, which most of the time does not work.” (X5), this was also echoed by the CEO (X4). 

Third, to maintain the relevance, continually improve, and adapt to their users’ needs, the company 

undertakes a redesign every two years. This includes adapting required specific features for users, making 

it easier and faster to use, also adding specific research criteria (X6).  

Some examples include the fact that the company had to react and adapt to the new dominance of white 

labels in its business model (X7; X8) Moreover, such a shift required the company to ‘level up’ the 

technology, thus allowing a higher level of customisation to tailor it to the specific needs of white label 

customers (X6). Other changes to the business model included a reconfiguration of how it allocates its 

resources to serve this increasingly important market, for example the recent focus on public relations 

from the marketing department (X6) and new business development focus towards potential white label 

interested organisations (X8). Another example of adaptability was the fact that the company has utilised 

its own platform to optimise its employee hours when less busy rather than cutting hours (X4). Future 

reconfigurations are seemingly already in progress as the company is exploring new tools that will 

influence the user experience by applying the existing source code differently (X7). 

5.3.4 Remapping processes 
As part of the EDC, remapping relates to the manager’s ability to change processes in line with the 

identified required reconfigurations so as to enable a closed-loop system (e.g., separation of materials) 

(Borland et al., 2016). The platform company is currently enabling this for its users and is aware that more 

can be done in the future (X4). Interviews highlight that BizBiz Share is acting as a facilitator, thus 

creating an opportunity for their users to separate their waste as they now have a space where they can 

benefit from it (X7; X8). As expressed by an interviewee, they can assist users in this process, however, 

this is not their primary goal:   

“If we can find someone to, or wake up someone about it, we will do it. But we do not have a 

specific mission of providing services regarding to categorisation of waste and or optimisation of 

those wastes, besides offering a platform where they could obviously advertise them for whoever 

needs them basically.” (X8).  
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Moreover, such support seems likely to increasingly take place in the future depending on the needs and 

interests of customers (X8).  

5.3.5 Reaping benefits 
As described previously, reaping benefits is associated with the managers abilities to take advantage of the 

financial and non-financial opportunities created by the ecocentric approach and the circular flow of 

materials (Borland et al., 2016). Considering that the platform company is mainly facilitating the CE, it 

has gained non-financial reputational opportunities through: (a) increasing partnerships and (b) media 

attention.  

First, for BizBiz Share reaping benefits seems like a work in progress as the company is associating itself 

to Circular Economy related organisations (X6), such partnerships are also increasingly frequent between 

the platform and CE related organisations around the world, such as the Circular Economy Leadership 

Canada, and Nordic Circular Hotspot (X8). Similarly, company members have been participating in CE 

related events such as panel discussions, webinars and they are producing personalised related content 

aimed at gaining legitimacy (X6). The main objectives of these initiatives were said to be benefits in terms 

of exposure and gaining more influence through recognition of knowledge about the CE and sharing the 

experience and mistakes learned in the last years (X8). 

Second, the platform company developed a partnership with the Construction Association of Quebec to 

create BizBiz Construction, which led to significant media attention, thus allowing BizBiz Share to 

position itself as a frontrunner enabling the CE in the Canadian construction industry, and potentially 

other industries as well (X7). Building on this new media attention, the company has also been conducting 

interviews with some users to create promotional material (X7). This capitalisation on media attention 

focus was supported by another interviewee thus highlighting the importance of reaping the benefits of 

participating as a facilitator of the CE, which in turn leads to more users “ You know, it's all about being 

out there and people knowing about us […] Whenever there's an article in the newspaper or on the radio 

or on TV or whatever about us, we get a big spike of registrations.” (X8).  

5.3.6 EDC at Floow2 
Without diving deep in a comparison analysis with Floow2’s EDC, it was understood that this company 

seems more engaged in regard to the CE and related EDC as its co-founder mentioned:  

“…we try to live and breathe a circular economy […] it’s a new mindset, a way of thinking. And 

we try to incorporate that in how we run our business as well, so we don’t build a traditional 

business.” (X10).  
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According to her, this has been true since its foundation in 2012 (X10). However, it was mentioned that 

more could be done, and in some cases “…we are just not there yet.” (X10), for example when discussing 

the separation of materials from the design phase or incorporating more of the EDC in the platform 

provider’s daily operations (X10). This being mentioned, more research is required to provide a proper 

comparative analysis and its impacts, however this is outside the current scope of this thesis. 

5.4  Circular Economy and Asset Sharing Platforms 
This section gathers findings related to B2B asset sharing platforms and the Circular Economy. 

Information is initially grouped with a general overview of CE in B2B asset sharing platforms, we then 

dive into the barriers and the enablers for the CE with B2B asset sharing platforms and we end with the 

identification of links with the CE principles providing key elements to answer the thesis’ main research 

question. The sections 5.4.1, 5.4.2 and 5.4.3 are summarised in the following table three. 
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Table 3: Enabling factors and barriers to the CE & B2B asset sharing platforms 

 

Source: Self-Developed by Author. 
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5.4.1 Circular Economy overview for B2B asset sharing platforms 
In terms of circularity from BizBiz Share’s perspective, being a technology-focused company, they 

require and use few resources (X4). Some CE related initiatives taking place in the company include 

owning and using only second-hand refurbished computers and participating in their own platform 

through optimisation of their staff when they are less busy (e.g., outsourcing software developers)(X4). 

Relating to this is the fact that sharing of human resources is increasing on the platform, and it can allow 

various users to ‘share’ a person with specialised skills that one company alone would not need ‘full time’, 

therefore it can contribute to enabling such a person to work full time with different users (X5; X7). 

Similarly, sharing of personnel has also been noticed with Floow2, an example is enabling employees 

needing alternative ‘light’ work following an injury or finding work for employees in a company suffering 

from loss of activity with the COVID-19 crisis, thereby preventing layoffs (X11) or sharing of employees 

among businesses following fluctuating business peaks in the same industrial park (X10).   

This being said, the main CE related efforts these B2B asset sharing platforms contributes to are with the 

platform functionalities they offer, thereby enabling users to participate in the sharing economy (X4; X7; 

X9; X10). These functionalities have also enabled some users to engage with servitisation, such as the 

example of a healthcare organisation selling furniture, goods, and services on the platform, renting 

‘specialised’ human resources, and allowing a user to expand its transportation business for medication. 

However, this effort generally stays within most of the user’s current ‘core’ business (X10). By sharing 

and optimising with other users nearby, this allows saving a lot of time, costs, and CO2 emissions, for 

instance with transportation (X4). Another key functionality is allowing participating companies to get to 

know each other, thus creating the consideration of such possibilities (X6; X7; X9). Contributing to this, is 

the fact that the platform also acts as a repertoire of companies (X4), where many of these SME firms 

have limited online presence and non-up-to-date contact information, thus the platform creates a ‘profile’ 

of their company and facilitates communication and connections among organisations (X7; X9).     

5.4.2 Barriers for the CE with B2B asset sharing platforms 
Although, B2B asset sharing platforms may contribute to enabling the CE, many barriers still remain prior 

to achieving a maximum of circularity. Among these, the most noticeable ones gathered through the 

interviews are structured similarly to the barriers found in the literature review and are grouped as follows: 

(1) economical and market barriers, (2) regulatory barriers, (3) social, attitudinal, and cultural barriers, 

ending with (4) structural and operational barriers.  
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Economical and market barriers 

These barriers relate to: (a) user’s lack of perceived financial benefits, (b) lack of funds & time for human 

resources, and (c) market barriers and lack of interest for IE, and supply & demand challenge.  

First, the expansion of B2B asset sharing platforms is challenged by the ability to allow users to 

understand the benefits they can earn (X5; X9; X10), this includes limited perceived financial benefits 

“…companies are all about making money and doing it as cheaply as possible.” (X4). This was echoed by 

Floow2 “…many people in the traditional business, they kind of get suspicious because they think, oh, it's 

just going to be expensive and cost me a lot of money.” (X11). This has been a substantial issue in the past 

for Floow2, to the extent that the company ‘de-greened’ their communication on the company website 

(X10; X11). Moreover, this issue forces Floow2 to adapt their communication according to each user 

(X10). In some cases, the market is not ‘ready’ therefore the platform does not develop it: “…there is no 

point in going to a market that is not ready to start sharing. It has to go organically…” (X10). 

Second, on the company user point of view, time availability of managers (e.g., Vice-Presidents and Chief 

Operating Officers) using the platform and listing resources is understood to be a challenge (X5; X9). 

Moreover, lack of time and funds are limiting the expansion of BizBiz Share itself, as the company 

identifies other industries it may be interested in engaging with such as restaurants, aerospace, mining, and 

others, however this would require investors to ‘chip in’ and or development of new partnerships (X4). 

The company is also limited by what it can focus on at once and must remain cautious not to spread their 

activities too much (X5).  

Third, the lack of interest and market for industrial ecology is seen as an obstacle to developing solutions 

related to this in Quebec (X8). Therefore, it is a financially unsustainable market to operate, thus requiring 

government subsidies to develop (X8), such government incentives were also highlighted as a need for 

BizBiz BC (X9), and Floow2 (X10). Lastly, an inherent challenge to B2B asset sharing platforms is the 

ability to match the supply and demand due to the lack of control on resource availability that is a 

challenge for BizBiz Share (X4). 

Regulatory barriers 

This barrier is primarily due to regulation issues. In contrast to some government led initiatives enabling 

such platforms to thrive, various government agencies and para-governmental groups can hinder the 

progress and adoption of B2B asset sharing platforms and are sometimes even considered a threat (X4). 

Similar considerations were brought up by Floow2 in regard to their platform PharmaSwap, where 

regulation and laws are making it more difficult to operate (X12). Similarly, required quality standards are 
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creating waste for some companies, as an imperfect product could lead to negative claims from customers 

(X10), similar thoughts were shared for BizBiz BC, especially regarding salvage construction materials 

following demolition and dismantling (X9).  

Social, attitudinal, and cultural barriers 

The attitudinal and cultural barriers are divided among: (a) companies slowly adapting, (b) lack of 

understanding on using such platforms, (c) lack of interest to engage with the CE, (d) lengthy decision-

making, (e) lack of knowledge about such platforms, and (f) resistance to share information. 

First, companies being slow to adapt, and change were mentioned as another decisive barrier to adopting 

B2B asset sharing platforms, as many potential users may be reluctant to changing internal processes and 

business practices (X4; X9; X10). This is also amplified for some users aged over 50, as they perceive 

such sharing platforms as complex and forcing to change their routine, habits and business processes that 

may have been in place for already 5 to 20 or more years (X4). This leads to the challenge of inciting 

users to frequently use the platform and making this habit forming (X4; X9; X12).  

Second, related to the individual users, interviewees have identified a mentality and mindset gap that 

enables people to effectively use the platforms (X5; X10; X11; X12), therefore there’s a need for teaching 

users and educating them about how they can identify and increase the optimisation of their underutilised 

assets (X5). Such education has been a challenge during the COVID-19 pandemic due to less effective 

communication on Zoom (X5).  

Third, lack of true desire to engage with the CE is also identified as a main barrier, as often people say 

they are interested and want to participate, but this does not always concretise itself (X4; X5; X11). This 

can be due to lack of readiness to invest in the CE, interest in having a good image (without changing too 

much), some employees and managers ‘looking like they do a bad job’ if they identify idle capacity, 

decisions taken from ‘top’ management without an understanding of the CE at ‘lower’ levels, and people 

still thinking a ‘linear way’ (X10; X11). Additionally, sometimes there’s progress with a company, but the 

contact person leaves the company or in other circumstances, companies are just ‘not ready’ yet (X10).  

Fourth, in regard to the white label offerings, complicated and lengthy organisational decision-making 

processes are a challenge to navigate. This can be even more challenging with very bureaucratic 

structures, especially when working with cities and large organisations, thus leading to various timeframes 

from start to finish “Sometimes it goes by really fast. We had a group from opening of negotiation to 

signing of the document three weeks. Meanwhile, we have another one that's been ongoing for a year and 

that just signed this week.” (X4).  
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Fifth, another barrier is the general lack of knowledge among businesses that such B2B asset sharing 

platforms exist (X4; X7; X8; X9). The fact that there is almost no competition in this space requires 

BizBiz Share to spread knowledge about the concept of such a platform, thereby significant efforts are 

deployed to gain legitimacy (X6) and to educate the market about this option (X10; X11). Such lack of 

awareness also limits the ‘power’ of the platform (X7). Similarly, lack of knowledge and various 

understandings of what is the CE is said to be challenging (X9), or ambiguous thus requiring adaptation to 

each user’s understandings (X8).  

Sixth, another barrier is the resistance of sharing of information, especially as it may be understood as 

sensitive for competition or news outlets (e.g., hospital idle capacity) (X11; X12). This also relates to the 

trust factor as being critical to enable the sharing economy, therefore lack of trust is a barrier to B2B asset 

sharing platforms (X10; X11; X12), this factor is increasingly true in cases such as the medical and 

pharmaceutical field (X12). 

Structural and operational barriers 

This barrier is primarily due to the fact that many surrounding companies do not know each other, in some 

cases firms could name one or two companies around them and often being direct neighbours (X4; X9). 

Such lack of knowledge of one another limits the potential collaboration arising between firms, also as 

they do not know what are one another’s waste and by-products (X9). Similarly, distance can be a 

challenge depending on what companies are sharing, this is true mainly for low value resources and assets 

(e.g., sharing a shovel compared to a forklift)(X5; X11). Additionally, a significant barrier to the CE is the 

lack of infrastructure and services to recycle materials, this is a problem BizBiz Share is encountering 

within their own offices (X4).  

5.4.3 Enablers for the CE with B2B asset sharing platforms 
Among the various enablers, we find some grouping of factors to structure the information. Groupings are 

based on the barriers discovered through the literature review and are displayed accordingly to facilitate 

the discussion part, wherein we find: (1) technological and platform factors, (2) economical and market 

factors, (3) regulatory factors, (4) social, attitudinal, and cultural factors, and (5) structural and operational 

factors. Notably, these enablers also act as adoption factors for the platform’s CBMs.  

Technological and platform factors 

This enabler relates to: (a) the current technology and (b) the future technology and functionalities.  

Firstly, at the very foundations of the B2B asset sharing platforms is the evolution of technology that has 

enabled them to exist and be effective: “The only thing that changed is the technology allowed the 
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information to be more easily and readily available. And this is all the difference in the world.” (X5), this 

was echoed for Floow2 and BizBiz BC and the ability to organise and share information was pointed out 

as a key (X9; X12). Additionally, as the platform is tailored to B2B segments and easy to use (X5; X8), 

with adapted negotiation and transaction systems, this facilitates participation on the platform (X6). 

Secondly, interviewees also agreed that existing and future technologies could enable new possibilities 

and increase adoption of such platforms (X4; X5; X7). Future technology enablers include assistance and 

automatic listing of resources and enabling real time information sharing, for instance (X5). Another 

example is the expansion of the concept of having a ‘digital’ storage room, which has especially proven to 

be useful during the COVID-19 crisis as staff could not easily access the physical storage rooms and 

check if items were available (X12). Overall, the technology provides organisations with the ‘back-end’ 

enabling the CE (X8).  

Economical and market factors 

This enabler is characterised by: (a) scarce materials, (b) the COVID-19 urgency, (c) financial incentives 

and the opportunity to participate in the CE. 

Primarily, a significant enabler is the need for input materials for production, as some of these materials 

are scarce or limited, this increases the use of B2B asset sharing platforms (X4; X8). This is combined 

with the proper match of supply and demand for resources on the platform, and the level of urgency of this 

need according to the potential economical mismatch that occurs if such balance is not achieved. An 

example was provided with a manufacturing company needing metal for production:  

“…they absolutely have an urgent need of eight thousand pounds of this type of metal, because if 

they don't get it, they don't fulfill their contract, they lose a client, they will put any and all efforts 

required to use our system and to implement it within their processes.” (X4).   

Secondly, this has been exacerbated by the COVID-19 crisis which led to an increase in demand for the 

platforms and white label solutions (X4; X7; X8; X9; X10; X11). Such scarcity is especially noticeable in 

the construction industry with lumber which has led some big material retailers (e.g., BMR) to sell extra 

capacity on the platform, thus including this in their business model (X8). The pandemic has also led to 

the need to balance excess supply and demand of human resources in industrial parks (X10; X11; X12). 

Another economical evolving factor is rising inflation, thereby forcing firms to seek cost cutting 

opportunities as materials and other inputs may continue rising in price making the opportunity to 

optimise resources increasingly attractive through the platform (X7).  
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Thirdly, in addition, B2B asset sharing platforms are understood as one of the few options available to 

businesses to participate in the CE, while also benefiting their bottom line directly (X4; X5; X9) as put by 

BizBiz Share’s CEO: “The biggest one and what drives companies is money, it’s the bottom line, period.” 

(X4). The focus on the financial aspect was also shared for Floow2 (X11), especially in the case of 

pharmacists and local businesses for example (X10). This is reinforced by the platform’s BizBiz Wiz 

service and encouraging companies to do ‘reverse accounting’ where they evaluate the financial loss of 

unused available resources and capacity, thus calculating how much they can benefit from the CE (X5). 

Other financial benefits arise from preventing costly disposal of waste materials (e.g., pick up costs, 

decontamination) and turning those into revenues instead (X7; X9). In contrast, when addressing 

municipalities and business parks, Floow2 focuses on the CE aspect more than financial (X10). Overall, as 

the market for B2B asset sharing platforms is undeveloped globally, this allows for a significant business 

opportunity to expand (X4). Competition has also provided success stories and results to display to 

potential users (X10). 

Regulatory factors 

Regulation is a direct enabler for the CE as pressure from regulators and legislators is steering businesses 

towards implementing more sustainability and CE acts as a catalyser for the platform companies and their 

users to participate in the sharing economy (X4; X12). This seems to be especially the case in the 

Netherlands (X10). However, more should be done on this front moving forward through incentivising tax 

systems or rebate programs, thus creating momentum for these platforms (X9). 

Social, attitudinal, and cultural factors 

Regarding this grouping of enablers, we find: (a) growing awareness about the platforms, (b) the COVID-

19 urgency, and (c) trust enabled through white labels. 

First, from the social standpoint, the growing awareness of the sharing economy and circular economy 

among people have made B2B asset sharing platforms receive more attention through the years (X5; 

X11). As users and businesses in general are gaining a better understanding of the CE, this leads firms to 

grasp the problem and the related opportunities that such platforms offer (X4; X9; X10). The platforms are 

understood as a tool that everyone in a company can relate to and use “…we offer a very concrete and 

practical tool” (X10), compared to other CE-related initiatives that may be ‘top down’ from executives to 

employees making them more difficult to implement (X10). Similarly, a ‘shift in mindset’ has been 

noticed in the last two or three years (X10), where “Almost every company has some sort of sustainability 

built into their corporate governance and policies. Circular economy has become more mainstream…” 

(X11).  
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Second, such a change in mindset was also amplified by the COVID-19 crisis, leading to more 

collaboration and importance regarding the transparency of stocks and supplies (X11; X12). Related to 

this, is the fact that popularity for such platforms has drawn considerable media attention as it tackles 

current trending newsworthy topics such as material scarcity in the construction sector, sustainability, and 

CE, thus leading to a virtuous circle of media attention (X7). The social component may also act as an 

enabler, as there is some peer pressure and social pressure for companies to adopt the CE (X4). Similarly, 

in some cases, the social aspect is the main interest for some users to use such platforms, especially to 

enhance local collaboration between local actors (X10; X11; X12). Moreover, the growing number of 

partnerships between the platform CE-related organisations allows BizBiz Share to increasingly be known 

and invited to join other similar organisations (e.g., CE Leadership Canada)(X8). 

Third, with white labels, sharing is enabled by the existing trust among the participating users of a specific 

community, this is important as these users sometimes value limiting the transparency of their excess 

capacity to other participating members without being open to the general public, potential competitors, or 

news outlets (which can be an issue in the health sector)(X11; X12). B2B asset sharing platforms also 

enable increased transparency amongst users, which helps to enable the CE and it may lead to new 

business opportunities for entrepreneurs (X9; X10; X12), such increased entrepreneurship is also 

amplified in BizBiz BC with the donation system on the platform (X9). Transparency has also led to the 

creation of a space for users within the same organisation to share between departments (e.g., in a 

hospital)(X10).  

Structural and operational factors 

This enabler is mainly about proximity and facilitation. The locality and closeness of businesses to one 

another is said to be an advantage to use the platform (X8; X10). This is also true for white label owners 

and the user’s part of their label, as being close to them allows to tailor to their specific needs and promote 

its use effectively (X8). Similarly, the transportation options included in the platform facilitates the 

participation of companies on the platform (X7), therefore this service also acts as the transportation part 

of a take-back system for users. Other identified enablers of B2B asset sharing platforms are embedding 

its use in the procurement process of its users (X10; X12), along with sustained communication efforts 

and ‘handholding’ throughout the deployment of the white labels (X6; X10; X11). Local facilitation 

between users is also important to increase their use of the platform, this can be done with workshops, 

email follow ups, newsletters, and matchmaking (X9).  
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5.4.4 Circular Economy principles and B2B asset sharing platforms 
In line with the literature review, this section gathers information relating to the CE principles being: (1) 

designing out waste, (2) thinking in cascades, (3) thinking in systems, (4) building resilience through 

diversity, and (5) shifting to renewables. The collected data informs us that B2B asset sharing platforms 

are not currently enabling each principle, however they are contributing to their development. Further 

thoughts about this are discussed later (see section 6.1.4). 

Designing out waste  

In regard to designing out waste, this primarily occurs through the functionalities and use of the B2B asset 

sharing platforms, however it is not directly related to the design of products or services per se of the 

company or its users. Alternatively, the platforms enable users to reduce their waste and prevent valuable 

materials from becoming waste. This is done through the optimisation of supply and demand of machinery 

use, where two users can share a piece of equipment instead of both buying and operating their own 

individually (X4; X6; X9; X10; X11). An example of this was the sharing of heavy equipment by larger 

companies to smaller companies (X10). Another example is when users have excess materials, they can 

sell this to another user instead of wasting it or storing it for years in a warehouse (X4; X5; X9). 

Admittedly, BizBiz Share acknowledges and understands that there is a lot more that can be done in 

regard to dealing with industrial waste (X4; X5). It remains unclear what is the best path to follow to 

improve on this either through partnerships and/or through the platform “Or maybe it's going to be done 

through partnerships or maybe it's going to be done through partnerships temporarily until we develop 

it…” (X4). 

Thinking in cascades 

This principle is mainly enacted with: (a) facilitating cascading & improved understanding of possibilities 

generated through the platform and (b) the recurrent availability of resources for users. 

First of all, as users increasingly use the platform, they understand the mindset that is required to benefit 

from it progressively, therefore this leads them to think more in terms of cascades. In some cases, one 

user’s waste has become another user’s inputs, good examples of this include BizBiz Global’s white label 

Le Filon (X4) and the BizBiz British Colombia (X9) where one user’s farm surplus of food was used to 

feed another user’s chickens instead of wasting that food to name one of many examples (X6). Such 

situations were also echoed with Floow2, for instance with a construction company’s ‘defective’ tiles 

(according to high quality standards), that were then sold as ‘waste’ to smaller entrepreneurs (X10). An 

interviewed user of the platform also discussed the idea of reusing one pharmaceutical company’s 

hazardous material containers as ‘new’ containers for his chemical cleaning products, thereby preventing 
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the pharmaceutical company from needing to pay a special team to dispose of those containers (X7). This 

same user also provided an example where his company sold empty 20 litre containers to an organised 

hunting group trip company that used them as water containers for their customers (X7). This user 

provides a perfect example of being a buyer and seller on the platform, also demonstrating the potential 

and spectrum of cross-industry collaborations that B2B asset sharing platforms enable. Other similar 

examples also take place in Montreal and Vancouver with excess wood materials (X6; X9). However, it 

appears that it is in the white label and collaborative marketplaces that most activities resembling 

industrial symbiosis have taken place so far, especially in BizBiz BC that has an industrial symbiosis 

focus since its foundation (X9). 

Second of all, through facilitation of listing of resources, waste, and residues, this can lead to more CE 

(X9) as expressed by an interviewee: “So let's say you need, or you have waste that will you have some 

type of residue, and you advertise it on this basis. If we can find someone to, or wake up someone about it, 

we will do it.” (X8). In addition, as users see recurrent and continuous waste streams on the platform, it 

generates ideas how these could be used in other businesses (X9). This inspirational component of 

platforms for its users was echoed for BizBiz BC (X9) and Floow2: “If you are using a sharing platform 

for other stuff and you want to start sharing waste streams, then of course, you know, it can be an 

inspiration and help.” (X10). Similarly, from a procurement perspective, if users take into consideration 

that they can sell their ‘waste’ after usage, they might consider buying things with longer lifespans (X10). 

According to a user when discussing about purchasing raw materials that are not used in his regular 

production, the possibility of listing excess raw material on the platform lowers the risk of purchasing too 

much of a less frequently used raw material and reduces the risk of purchasing, considering that it may be 

possible to resell it if not used (X7).  

Thinking in systems 

In regard to the principle of thinking in systems, as the platform bridges the supply and demand of 

companies that may be in lower season with other’s that are in high season, this enables the economical 

system to work more effectively in industrial parks, for example (X4). Moreover, this principle may be 

further enabled in the future as BizBiz Share is expanding the network of users and collecting a lot of data, 

that can further enable such exchanges on the platform (X4; X7). Moreover, Floow2 supports the idea that 

the platform allows cross organisational and cross sectorial collaborations (X11), this was noticed during 

the COVID-19 crisis with ‘sharing’ of employees between companies, for example (X10). As 

transparency of resource availability and capacity becomes more frequent and predictable, this also 

enables users to identify new opportunities to collaborate with other companies (X9; X10). 
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Building resilience through diversity 

As the pandemic has shown, the use of the platform allowed many companies to source materials from 

other local users, as their supply chain was disrupted by the pandemic and closing of borders (X6; X7; 

X11), this effectively enabled more resilience through diversity of supply. Such resources and capacity 

have often been found directly in the user’s current industrial park, whereas they would previously work 

with a different supplier hundreds of kilometers away (X4). Additionally, as users participate and list their 

resources on the platform, this increases the pool of available resources for the other users, thus providing 

more material supply options (X4). These findings were also echoed by Floow2, where the platform 

served to provide greater flexibility and more resilient organisations (X10).  

Shift to renewables 

There was no mention of shifting to renewables during the interviews. This will be discussed in the next 

section.  

 

 

 

 

 

 

 

 

 

 

 

 

 



63 

 

Discussion & contributions 
 

 

The following section aims at discussing the findings and their related theoretical and practical 

contributions. On one hand, theoretical contributions stem from the application of the theoretical models 

in the specific context of the case company and how they relate to each other. On the other hand, practical 

contributions gather information that may be useful for relevant stakeholders interacting with B2B asset 

sharing platforms.  

The information is structured to answer the defined sub-research questions in their previously suggested 

order, first: “How does a circular business model for a B2B asset sharing platform operationalise itself?”, 

second: “What may be the role of management and organisational capabilities in operationalising the 

Circular Economy for a B2B asset sharing platform?”, and third: “What may be the enablers and 

challenges of a B2B asset sharing platform for its users to participate in the Circular Economy?”. Fourth, 

these insights finally lead us to answering the main research question: “How can a business to business 

(B2B) asset sharing platform support the implementation of the Circular Economy principles?”. Finally, 

the section concludes with additional practical implications. The following figure six summarises the 

thesis by applying its framework elaborated in the theoretical framework section (see figure 3). 
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Figure 6: Thesis summary framework of implementation of the CE principles

 

Source: Self-Developed by Author. 
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6.1 Theoretical contributions 

6.1.1 How does a circular business model for a B2B asset sharing platform 

operationalise itself 
In line with the circular business model as defined by Lewandowski (2016) we understand how the B2B 

asset sharing platform, BizBiz Share, creates and delivers value within the CE. This section focuses on the 

most relevant components in relation to the CBM & the CE, contributions mainly relate to: (1) how the 

platform’s CBM delivers value regarding the CE, (2) the benefits from a sustainability perspective, (3) 

what are the critical key resources, (4) the tailwind adoption factors, and (5) CBM research contribution.  

CBM value delivery & CE 

First, following the analysis of the findings, and the mapping of all the CBM building blocks, we learn 

that the platform mainly acts as an enabler to the CE, more than having a CBM that is directly focused on 

the CE itself. The value proposition offered by B2B asset sharing platforms allow users to participate in 

the circular economy mainly through the sharing economy and resource optimisation. Such platforms do 

not fill all the boxes of the selected CBM framework due to Lewandowski’s (2016) contribution with the 

take-back system as part of the CBM. Throughout the interviews, this was not mentioned as an existing 

component of the platform’s CBM when delivering its own value proposition as BizBiz Share does not 

produce and sell physical goods. However, through the platform’s offering, it allows its users to access 

part of the necessary infrastructure to take-back leased items, with its transportation and transaction 

services. Such facilitation may further enable users to engage with servitisation through lease agreements, 

and perhaps evolving in more sophisticated PSS in the future (is expanded in section 6.2.1).   

Sustainability benefits 

Second, platforms allow users to participate in the CE in a way that makes sense for businesses from a 

sustainability, triple-bottom-line perspective (economic, social, and environmental). First, economically 

users can reduce costs and increase revenues. Second, from a social perspective it allows them to prevent 

lay-offs when experiencing economic downturns and sharing of staff that can enable injured employees to 

work on other tasks in a different company with the Floow2 example. Third, from an environmental point 

of view there seems to be significant CO2 reductions with shorter transportation distances and waste 

prevention in terms of resources and preventing the creation and use of two units of machinery when one 

can be used by two users. This being said, more research is required to understand all the sustainability 

related impacts with a Life Cycle Assessment, for instance. 
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Critical key resources 

Third, the platform company’s unique set of resources and specific B2B target segment enables a 

sustained competitive advantage and provides significant barriers to entry for others. Possibly the most 

important barrier is the relational resources it possesses. The relationships between BizBiz Share and the 

white label owner organisations conveys significant lock-in between the two parties, and thus provides a 

strong relationship between them. Moreover, as the platform gains an increasing number of users, it builds 

stronger barriers to entry for potential and current competitors in its markets due to the platform’s network 

effects as seen in the literature review. Practically, this entails that the existing platform providers are in a 

race against each other, and potential future competitors to acquire a maximum of users as rapidly as 

possible.  

Adoption factor tailwinds 

Fourth, throughout the interviews, it seems clear that there are many external adoption factors allowing 

such business models to flourish, and this was amplified during the COVID-19 pandemic for BizBiz Share 

and Floow2. As governments and companies strive to increase their sustainability efforts in the future, 

these economical, social, political, and technological adoption factors are likely to keep increasing over 

time. In regard to internal adoption factors for BizBiz Share, an increased focus towards the ecocentric 

dynamic capabilities could provide new opportunities for the firm as outlined in the next section (see 

6.1.2). As these factors evolve and the impacts from the COVID-19 pandemic are still unfolding, it 

remains unclear how this will affect the platform companies in the medium to long-term.   

CBM research contribution 

Fifth, this current mapping of B2B asset sharing platforms is the first of its kind in academia. Through the 

interviews it was possible to outline the most important resources leveraged by such companies to gain 

competitive advantage and understand the various building blocks of the CBM canvas, thus providing 

existing and future similar platform companies with a better understanding of what does and does not 

work.   

6.1.2 Management and organisational capabilities in operationalising the CE for a B2B 

asset sharing platform 
Following the analysis of the dynamic capabilities (Teece, 2007) and the ecocentric dynamic capabilities 

as developed by Borland et al. (2016), it appears that BizBiz Share operates with the DC, and is 

increasingly exploiting the EDC while also understanding that more can be done on that front. Linked to 

Beske’s (2012) contribution in the theoretical framework, the platform provider acts as a key enabler 

throughout the sustainable supply chains for its users with tools enabling them to develop their EDC. 
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Moreover, as identified by Khan et al. (2021), the fact that some members of their board of directors have 

previous knowledge and experience in the field of the CE, acts as a catalyser to develop the ECD further 

and facilitate CE implementation. Each EDC is depicted below with a highlight of the key theoretical 

contributions and suggested practical implications for: (1) sensing opportunities, (2) seizing opportunities, 

(3) reconfiguring processes, (4) remapping processes, (5) reaping benefits, and (6) an EDC overview. 

Sensing opportunities 

Firstly, when sensing opportunities, the main identified advantage was the proximity to the users, through 

the hands-on approach to business development, user education and data collection. Relating to the EDC, 

such proximity is likely to increase with time as the platform companies explore new touch points and 

information sharing through IoT sensors, thus providing additional information for both users and the 

platform on future opportunities to increasingly optimise resources and identify wastes. However, it 

remains unclear if users would accept such initiatives, and if the use of sensors is actually profitable or 

beneficial.  

On a practical level, as these platforms will likely play a more important role in their user’s supply chains, 

this increases traceability of resources and may be important in assisting users with their life cycle 

analysis (LCA). For the platform company, collecting data about users can allow calculations of saved 

CO2 emissions (as Floow2 is already doing) and identify opportunities for further environmental 

improvements for the platform itself and its users.  

Seizing opportunities 

Secondly, regarding seizing opportunities, BizBiz Share has demonstrated its ability to capitalise on new 

market opportunities following the COVID-19 crisis and the new focus on offering white labels. Such 

modifications of its business model also support the theory that redesigning business models is a 

fundamental capability to seize CE opportunities (Khan et al., 2021; Pieroni et al., 2019a). This sets 

foundations for further seizing of opportunities that arise with the development of the CE. This being said, 

to fully benefit from the CE, further implementation of EDC, an overall stronger focus on CE and on 

sustainability may be necessary to fully seize related current and future opportunities. For instance, with 

waste sorting, such a situation could allow the platform company, users, and potential partners to leverage 

the existing network of users developed through the platform and its white labels.  

On a practical level, the EDC of seizing could be realised with specific platform functionalities, such as 

providing ideas to neighbouring companies on how they could use each others waste or partnering up with 

recycling and waste management companies to facilitate collaboration amongst organisations. Other 
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opportunities could be through providing insight to users about what other similar companies are doing 

with their waste in a different area or industrial park. Such platform functionalities could be to facilitate 

the listing and discovery of similar resources with a ‘quick add’ functionality with suggestions of 

resources and materials used by similar users. Such initiatives could be advantageous for the users and the 

platform company enabling more transactions while increasingly considering the impact of the firm and 

its users on the ecological environment.  

Reconfiguring processes 

Thirdly, the analysis related to reconfiguring of processes has highlighted the company’s ability to be 

agile and adapt to the changes in its environment. Through its reconfiguration with the new dominance of 

white labels it has forced the company to increase the flexibility and customisation of its platform 

according to the needs of its white label customers, including new focuses on the CE (e.g., Le Filon, 

BizBiz BC).  

On a practical level, such white labels and their specific evolving requirements lead BizBiz Share to 

develop new adapted functionalities that cater to the CE-focused organisations, thus providing an 

interesting turnkey solution for other future CE focused white labels and CE related functionalities for its 

public marketplace. As users increasingly use the platform and understand that they can benefit from 

keeping materials as pure as possible to resell them, this may lead to more redesign of products (as seen 

with the design strategies for CE), processes, and the adoption of a more holistic approach where users 

seek collaborations and synergies with their respective use of resources and materials. However, such 

reconfiguring remains to be further tested and implemented prior to measuring its impacts as only a few, 

but promising examples of such changes were found through the analysis. 

Remapping processes 

Fourthly, in terms of remapping, as more CE focused white labels emerge, the demand for further CE-

related functionalities is likely to increase as well, thus making options such as facilitating separation of 

materials more interesting for users and the platform company by providing opportunities to profit from 

wastes. However, the interviews show that such an opportunity is currently seen as limited in the province 

of Quebec as a chicken and egg problem was identified (especially for IE), whereas lack of existing 

infrastructure and knowledge about closed-loop approaches is slowing the expansion of cascading waste 

between users.  

On a practical level, as functionalities facilitating cascading are emerging, perhaps users will be more 

inclined to use them and remap their own processes. Additionally, for further adoption, combined partner 
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efforts between the platform companies and waste management companies could increase pressure on 

regulators to incentivise businesses to increasingly participate in the CE.  

Reaping benefits 

Fifthly, according to the analysis, the EDC of reaping benefits seems to be in progress as BizBiz Share has 

been increasing its efforts on this front in the last years. However, there is a distinction between BizBiz 

Share and Floow2 as the latter seems to have a stronger focus on displaying and advertising the 

environmental benefits it is creating. Moreover, Floow2 appears to have a stronger focus on the CE from 

the moment it was founded, to the extent that the platform provider had to ‘de-green’ its website and place 

more attention on financial benefits of using the platform.  

On a practical level, this highlights the need to strike a balance between displaying financial and 

environmental benefits, while also considering the changing societal attitudes towards the CE. In order to 

allow BizBiz Share’s users to also reap such benefits, the platform company could facilitate the sharing of 

the user’s CO2 savings and sustainability related information publicly on social media for instance (e.g., 

during earth day), thereby also generating free publicity for the platform.  

EDC Overview 

Overall, BizBiz Share is gaining momentum towards the EDC. However, some differences were found 

with its main competitor as according to one of the founders, it appears that Floow2 is already quite 

engaged with the EDC, and such capabilities seem more developed at Floow2 than BizBiz Share. This 

being mentioned, more research is required to properly explore Floow2’s EDC to provide a true 

comparative analysis with BizBiz Share.  

6.1.3 What may be the enablers and challenges of a B2B asset sharing platform for its 

users to participate in the Circular Economy 
As depicted in the literature review and the theoretical framework, there are multiple adoption factors and 

barriers to the CE, and among the ones listed previously, nearly all of them have also been identified 

throughout the interviews and the analysis. Interestingly, a vast majority of these elements were identified 

by both platform companies, thus providing confidence in the data, and highlighting implications moving 

forward. These insights are detailed in the following order: (1) technological aspects, (2) financial and 

market aspects, (3) cultural and attitudinal aspects, (4) operational and regulatory aspects, and (5) 

structural aspects.   

Technological aspects 

First, following the analysis, the technology itself is a major enabler allowing the platform to exist. The 

shared infrastructure allows businesses to participate at a low cost and facilitate the connection among 
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organisations by empowering them to get to know each other and collaborate within the CE. Moreover, 

the technology allows the platform and its users to gain precious data that will be increasingly used to 

participate in the CE. However, technology also has its challenges as some users have difficulty adapting 

to this change and embedding it in their company’s processes and operations. As BizBiz Share is 

exploring possibilities to use more technology in the future, this aspect is set to evolve with changes and 

require appropriate user education to prevent further barriers.   

Financial and market aspects 

Second, regarding the financial and market aspects, the fact that the platform can allow users to generate 

new revenues, while reducing waste acts as a catalyser for the CE. Notably, the current COVID-19 

pandemic that severely disrupted supply chains and led to resource scarcity provides a positive outlook for 

B2B asset sharing platforms (both for BizBiz Share and Floow2). As these platform companies grow, so 

will the interest from other companies to enter this market (due to network effects), thus it is very likely 

that competition will increase in this novel marketplace. However, to engage properly in the platform, 

users must invest time and funds thereby also acting as an impediment. Combined with the lack of 

financial interest of users to engage with the CE and the lack of a market (at least in Canada) to engage 

with the CE and industrial ecology, this slows the platform’s growth and progress. It remains unclear to 

what extent such challenges are experienced by Floow2 and their markets (e.g., in Europe), thus requiring 

more research on geographical differences. Moreover, it is also unclear if the benefits outweigh the costs 

for users in every situation leading to other interesting research avenues.  

Cultural and attitudinal aspects 

Third, regarding cultural and attitudinal aspects, as people learn about the CE and change their mentalities, 

combined with concerted efforts of governments around the world pressuring organisations to move 

towards the CE, we are likely to see more interest from businesses to join such platforms. To capitalise on 

such an opportunity, significant efforts in education and mindset understanding of the CE are required 

from the platforms towards their users moving forward to continue such momentum. Combined with 

increasing competition, more investment will be made to increase visibility and the quantity of users 

participating in the B2B sharing economy will grow. Consequently, competition may be perceived as a 

challenge, but also as an opportunity as the businesses’ lack of knowledge regarding the existence of such 

sharing platforms is an issue for the platform providers. Meanwhile, the widespread linear way of 

producing, lack of knowledge about the CE, and challenging business model transformations towards the 

CE will remain a significant impediment to the expansion of the CE & B2B asset sharing platforms.  
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Operational and regulatory aspects 

Fourth, regarding the operational and regulatory aspects, the lack of infrastructure to recycle and enable 

the flow of materials, disadvantageous governmental regulation, and the current lack of incentives to 

create the necessary shift towards the CE are significant barriers. Such challenges will most likely require 

platform providers to engage in more ‘coopetition’ (De Wit & Meyer, 2017), where competing firms also 

cooperate together and work with governments to align incentives and regulation, while maintaining user 

growth to display the benefits of B2B asset sharing platforms. This may be increasingly relevant as 

potential bigger tech companies may enter this market as they notice the disruptive and lucrative business 

opportunity it represents. Moreover, the proximity of users on the platform is both an enabling factor and a 

challenge. On one hand, proximity enables firms to specifically address each other’s needs and potentially 

lead to further local collaborations. On the other hand, the challenge of proximity lies in the adequate 

match of supply and demand of listed resources and assets. Moreover, potential long distances between 

users may hinder collaboration and reduce incentives to transact low value items, for example, which 

increases the benefits of expanding through white labels as they group multiple companies in a local area. 

Structural aspects 

Fifth, when analysing the structural aspects, the sharing of information and trust are important 

components. The platform’s functionalities also help to tackle the issue of ownership as companies buy, 

sell, or rent resources and assets. Moreover, the multiplication of white labels can contribute to tackling 

such barriers and provide an interesting expansion route moving forward as they facilitate the flow of 

information to a restricted number of participants. Lastly, white labels help in tackling the chicken and egg 

problem experienced by platforms in their growth stage as seen in the literature review.  

6.1.4 How can a business to business (B2B) asset sharing platform support the 

implementation of the circular economy principles? 
Supported by the aforementioned information, it is now possible to tackle the main research question of 

the thesis. It is clear that B2B asset sharing platforms support directly or indirectly the implementation of 

CE principles being: (1) designing out waste, (2) thinking in cascades, (3) thinking in systems, (4) 

building resilience through diversity, and (5) shifting to renewable energy. Each principle is addressed 

below with the related findings stemming from the analysis and their associated future implications. 

Importantly, it is understood that every principle (except renewable energy) is already being supported by 

the platform, however the larger share of its potential lies ahead, thus further investigation is necessary to 

unveil additional insights as these platforms evolve. Table four regroups the key findings and the 

discussion contributions relating to  B2B asset sharing platforms and the CE principles. 
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Table 4: CE principles and B2B asset sharing platforms, findings, and discussion contributions 

 

Source: Self-Developed by Author. 

Designing out waste 

Primarily, in regard to designing out waste, we find that B2B asset sharing platforms already enable this 

through their functionalities with the optimisation of resources and assets, thereby preventing users from 

sending unused excess materials to landfill and allowing two companies to share equipment instead of 

both purchasing their own. This being said, it is with time and increased user adoption that more benefits 

will accrue as users factor the possibilities of the platform when making future decisions. For example, as 

companies know they have a marketplace to sell or rent equipment or machinery when they are not using 

it or when they don’t need it anymore, they may decide to produce or purchase better quality and more 

durable units, knowing they can benefit from this in the future. Another example is the decision to change 

the design, certain processes and what materials are used during the production of goods in order to 

generate more valuable and ‘pure’ waste that has greater residual value both in terms of material quality 

and financial value for the platform. As seen through the analysis such examples are starting to emerge, 
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however they are not the majority of cases. While platforms increase their user base, future research could 

provide more examples of this principle in action. 

Thinking in cascades 

Secondly, when it comes to thinking in cascades, we understand that the platform enables and inspires 

users to adopt a more circular approach to business and enables opportunities to use one company’s waste 

as another’s input. Few examples of this were expressed by interviewees and there are no reasons to 

believe this practice will stop. Moreover, as companies connect on the platform and engage with one 

another, they find more potential synergies and possibilities for industrial ecology. Interestingly, B2B 

asset sharing platforms and especially white labels, tackle most barriers identified to industrial ecology (as 

seen in 2.1.2), thereby contributing to the expansion of this concept (as seen for BizBiz BC). It remains to 

be seen if this can be applied in other geographical areas, as it was expressed that the market for this is 

very niche in the province of Quebec, for example. 

Thinking in systems 

Thirdly, in relation to thinking in systems, B2B asset sharing platforms allow users to network and 

connect, thereby enabling them to identify new collaborative cross-industry opportunities. As found in the 

analysis, the platform providers also have an important role in educating their users about how the sharing 

economy works within the CE, therefore providing a different mindset and a holistic perspective to the 

users. As more businesses join such platforms, they can enable nation-wide, cross industry optimisation 

according to their natural peak fluctuations of capacity and resource input requirements identified with 

multiple data points as currently noticed on a local scale.   

Building resilience through diversity 

Fourthly, regarding building resilience through diversity, it seems clear with the COVID-19 pandemic that 

B2B asset sharing platforms have been a catalyser in this direction. As supply chains became severely 

disrupted, the analysis uncovered that companies understood that ‘just in time management’ (i.e., when 

inputs arrive at the same time that they are needed for production rather than stockpiled) has its flaws and 

that diversifying supply is good for business. With climate change and the disruption of ecosystems, it is 

likely that supply chain disruptions will be increasingly frequent, therefore such B2B asset sharing 

platforms will be ever more relevant with time. This may also lead to further interests among governments 

to regulate and incentivise in favour of these platforms as the strategic interest of building more resilience 

will keep increasing, thus platform companies should capitalise on this opportunity when engaging with 

regulators and other stakeholders.   
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Shifting to renewable energy 

Fifthly, when it comes to the shift towards renewable energy to power economic activity, there were no 

mentions about this during the interviews. However, it may be due to the fact that most of the electricity 

provided to the users comes from various energy providers, some of them being fully based on renewable 

hydro-electric energy (e.g., Hydro-Québec), while others might not. Therefore, further research is required 

to determine if this varies in other parts of the world where BizBiz Share and its competitors operate.  

6.2  Practical Contributions 

6.2.1 Enabling CBM transformation and PSS 
As mentioned in the literature review, the concept of servitisation and its related product-service systems 

(PSS) can generate positive outcomes in relation to the CE. Notably, BizBiz Share offers platform as a 

service with its white labels and functionalities (e.g., transportation facilitation). Additionally, B2B asset 

sharing platforms may act as an innovation space for their users to engage with CBM and try out PSS, due 

to the platform’s functionalities facilitating the renting out of products. This allows to test if there is a 

market for servitised business models among users, while limiting the risks in terms of setting up an in-

house take-back system, transaction system and contractual agreements with the offered protection plan. 

As explained by Morlet et al., (2016), online platforms enable PSS with data collection on use, condition 

and location of products, thus allowing to identify needs for maintenance, repairs, refurbishing and 

manufacturing. As BizBiz Share is considering the use of more sensors, potential synergies may be 

identified with some of their users to collaborate and enable their PSS. In such cases, the platforms and 

their underlying technological expertise can help to market, operate, and co-create with users, thus 

enabling the CE (Konietzko et al., 2019). Ultimately, B2B asset sharing platforms have a transformative 

potential for their users to leverage the platform’s technology and functionalities as steppingstones 

towards implementing circularity in their own business model. In addition, such progress allows users to 

increasingly adopt an ecocentric mindset, a pivotal step towards CE adoption (Khan et al., 2021).  

6.2.2 Platform rebound effects 
From an environmental point of view, although many benefits have been highlighted, rebound effects can 

occur when a provided solution aimed at generating benefits for the environment actually lead to more 

environmental damage (as explained in section 2.2.2). In the case of B2B asset sharing platforms, there is 

the possibility some users might misuse the platform and create a commercial enterprise (e.g., Airbnb 

commercial flats) or alternatively purchasing excess materials in an attempt to sell them on the platform 

(e.g., as already seen with BMR). This could lead to more waste if such excess capacity of materials is not 

all sold and then landfilled or cascaded with lower intrinsic value. Similarly, a company could decide to 
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purchase a larger piece of equipment, to purposefully have excess capacity to offer on the platform, 

thereby acquiring machinery that generates more CO2 emissions. Another potential rebound-effect relates 

to how companies spend or reinvest the financial savings they generate through the platform. Such 

considerations are important to keep in mind moving forward, as platform providers have the 

responsibility to control misuse on their platforms (Van Alstyne et al., 2016).  
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Conclusion 
 

 

Aiming to explore how a business-to-business asset sharing platform supports the implementation of the 

Circular Economy principles and how such platforms operate, this research provided novel insights about 

such a platform company’s circular business models, its ecocentric dynamic capabilities and identifying 

the main enablers and challenges for the users to engage with the Circular Economy. The use of BizBiz 

Share as a case company has allowed an analysis based on the selected theories while providing a real-life 

case to understand the application and implications of the CE on the platform company and its users. The 

thesis has been instrumental in supporting the purpose of the study as the insights collected through the 

interviews provide a comprehensive overview of B2B asset sharing platforms, balanced with critical 

aspects and prospects to progress further towards the CE enabled by the observed platform, ultimately 

providing an answer to the research question: 

How can a business to business (B2B) asset sharing platform support the implementation of the 

Circular Economy principles? 

This research question was bolstered by three sub-research questions enabling a comprehensive 

understanding of the explored topic. This approach allows to initiate academic research on B2B asset 

sharing platforms from multiple angles, thus providing a base for future research, while bringing relevant 

information that can already be applied in regard to: (1) the CBM, (2) management practices, (3) CE 

enablers & barriers, and (4) the CE principles. Such elements are resumed as follows. 

First, by providing a comprehensive overview and analysis of BizBiz Share’s CBM, we understand what 

the most important building blocks are allowing such B2B asset sharing platforms to operate successfully. 

Key takeaways include the company’s combination of key resources, key activities and key partners 

enabling to tailor the value proposition to B2B customer segments via the marketplace and the white 

labels. Additionally, multiple adoption factors are instrumental in this success, with a balance of costs and 

revenue streams that determine a platform’s survival. This being said, the take-back system was a key 

missing component for the platform itself, however this was understood as being mainly embedded in the 

user’s operations, allowing to facilitate their take-back system.   

Second, we learn that the role of management and the ecocentric dynamic capabilities are key drivers in 

the success of B2B asset sharing platforms, the management of BizBiz Share is currently using EDC and 
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increasingly doing so, however even more attention could be directed towards the ecocentric perspective 

allowing further developments from a CE perspective.  

Third, multiple enablers and challenges were found to impact the platform’s users to participate in the CE. 

Interestingly, many of these are common barriers to CE as seen through the literature review and the 

platform provides some solutions to these challenges. These include the platform’s technology enabling 

sharing and optimisation, the financial benefits generated, the platform’s contribution from the social and 

cultural perspective, and the enabling structural factors.  

Fourth, the identified results confirm that B2B asset sharing platforms directly or indirectly support the 

implementation of CE principles except for the use of renewable energies. Designing out waste is 

achieved as the platform enables users to reduce and prevent waste, it optimises the supply and demand 

(e.g., sharing equipment & machinery), and allows users to sell excess materials instead of wasting. 

Thinking in cascades is realised through platform functionalities (e.g., to buy and sell waste), also 

generating an improved understanding of possibilities through the platform, raising awareness about such 

opportunities, and the recurrent availability of resources makes the platform a new procurement tool. 

Regarding thinking in systems, the platform bridges supply and demand across industries with their 

seasonal peaks and increases cross sectorial collaborations and awareness. Lastly, building resilience 

through diversity is attained as user participation creates new material supply options leading to diversity 

of supply.    

All in all, most of the potential remains to be exploited for each principle. This is primarily due to the fact 

that such platforms are novel entities and that users are slowly adopting them, thus mentalities are 

changing and enabling users to increasingly see opportunities to leverage the platform’s functionalities 

further. However, various critical points are highlighted through this research, thus further research could 

be worthwhile due to this thesis’ limitations.   

7.1 Limitations 
This research and its main contributions are limited due to several factors. First, the selected time horizon 

of the study provides a picture of the phenomenon limited to the duration of the research and its data 

collection, while also limiting the number of potential interviewees. In contrast, a long-term quantitative 

research measuring the implementation of the CE among users and the delivered results would provide a 

deeper understanding of impacts of such platforms and the opportunity to quantify them. Second, it is also 

important to keep in mind that the interviewees are directly related to the research topic, thus results are 

influenced by their ontological, epistemological, and axiological assumptions. Third, it is possible that 
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interviewees may have adapted their answers to the questions in order to display a ‘better than reality’ 

situation about their company by not sharing all the information, due to knowledge that the thesis will be 

released publicly and potentially read by other colleagues and various stakeholders, including users, 

potential customers, and competitors. Fourth, the scope of researched information was limited by language 

to written material in French and English, being the two main languages used by the researcher, it remains 

possible that additional information, and even other similar B2B asset sharing platforms exist in other 

countries with a foreign language that is not understood by the researcher (e.g., China). It is acknowledged 

that the identified limitations have an impact on the thesis’ data collection and the subsequent analysis, 

despite the various efforts and measures aimed at reducing biases. All things considered; it must be kept in 

mind that this qualitative study provides a base of insights that would require further research prior to 

establishing definitive conclusions on the subject.    

7.2 Further research 
Following the mentioned limitations and the insights provided through this research, several opportunities 

for further research arise. First, the potential for further qualitative and comparative multiple-case studies 

may uncover interesting insights to increase the impact of platforms in relation to the CE. This could be 

through thoroughly comparing a variety of B2B platforms and/or comparing B2B and B2C platforms, 

thereby uncovering findings that may benefit both market focuses. Second, a qualitative study focusing 

more deeply on the users and how they implement the platform and adapt their operations following the 

introduction of B2B asset sharing platforms in their business would provide complementary insights on 

the user’s side. Third, additional studies in other parts of the world, executed by researchers with 

knowledge of languages other than French and English, could potentially unveil other B2B asset sharing 

platforms in different environments with new and adapted insights that could be useful for BizBiz Share 

and Floow2. Hopefully, this research acts as inspiration for other academics interested in the domain of 

the sharing economy, especially in the transformative field of B2B asset sharing platforms, as the impact 

and potential of these platforms is critical for the future of the Circular Economy. 
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Appendix 1: Abstract  

 

The emergence of the circular economy in recent years provides an alternative economical system to the 

current widespread and environmentally unsustainable linear way of doing business. Due to the earth’s 

finite quantity of resources, it is only a matter of time before firms transform towards circularity. The 

transformation challenge for companies moving from linear to circular requires a different business 

mindset, adapting their business models and implies changes in their value chains. Fortunately, new tools 

are emerging to enable firms to increasingly participate in the circular economy. Among these, business-

to-business asset sharing platforms are starting to disrupt the business world allowing users to buy, sell 

and/or rent their assets, raw materials, and multiple resources. In the context of an ongoing world 

pandemic with interrupted supply chains, such platforms provide new supply options and business 

opportunities.  

In contrast with well-known business-to-consumer sharing economy platforms such as Airbnb and Uber, 

business-to-business asset sharing platforms are generally unknown and overlooked in academia. Platform 

provider BizBiz Share functions as the main case company providing insights through semi-structured 

interviews with some of the company’s key management and stakeholders. This data is used in 

conjunction with the developed theoretical framework enlightening what are their key resources, circular 

business models, key management, and organisational capabilities. Following this understanding, the 

thesis relates the data to the circular economy, highlighting the enabling factors, barriers, and the 

platforms contribution to the circular economy principles with practical insights. 

The thesis concludes that business-to-business asset sharing platforms do enable most of the circular 

economy principles, thus providing a financially compelling solution to engage with the sharing economy 

and circular economy in general. Such empowerment of users is achieved through the platform’s 

functionalities facilitating their participation and contributing to changing mentalities through the 

platform’s use and user education. Nevertheless, most of the potential remains to be developed as such 

entities proliferate and as users adopt a circular mindset.       
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Appendix 2: Interview Questionnaire  

 

1. Could you briefly introduce yourself and what is your position in the company?  

2. Could you briefly explain how you understand the concept of the Circular Economy?  

3. How would you describe the value proposition your company is offering to its users?  

4. What would you consider as the key resources enabling your company’s competitive advantage 

and the Circular Economy? (e.g., physical, human, organizational, financial, legal, informational, 

technological & relational)? 

5. What would you consider as the company’s most important capabilities? (e.g., organisational 

skills, competences, processes, organisational structures, decision rules, etc.) 

6. From your perspective, how does the company react when identifying new opportunities or 

threats? (e.g., creating new business models, products, processes and services) 

7. What do you think are the main enabling factors and challenges for your users to use your 

company’s services? 

8. From your perspective, how do you think your company enables the circular economy? (e.g., how 

do you operationalise it,  designing out waste, using renewables, thinking in systems, cascading, 

resilience through diversity) 

9. What do you think are the main internal adoption factors influencing your company towards CE? 

(e.g., intangible resources, organisational culture, change management, etc.)? 

10. Do you think your company could increasingly participate and take advantage in the Circular 

Economy? If so, how? (e.g., new services or products, separation of materials, financial, 

reputational, etc.) 

11. From your perspective, what are the key partners enabling your company to deliver its services 

and how do they contribute? (e.g., logistics partner, insurance, white labels, etc.) 
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Appendix 3: Interviewee Overview 

 

Appendix  Name Company Title / Position Interview date 

X4 Elliot 

Daigneault 

BizBiz Share Chief Executive Officer 21.05.2021 

X5 Pierre-Olivier 

Campagna 

BizBiz Share Chief Technology Officer 27.05.2021 

X6 Mathilde 

Degletagne 

BizBiz Share Marketing Coordinator 25.05.2021 

X7 Michael 

Khazzam 

BizBiz Share & 

Dana Chemicals 

BizBiz Share Board 

member, investor, and user 

(Dana Chemicals) 

16.06.2021 

X8 Pierre 

Daigneault 

BizBiz Share Chief Strategy Officer 21.06.2021 

X9 Hilal Savas Lighthouse BC / 

BizBiz Share 

Circular Economy 

Specialist 

15.07.2021 

X10 Lieke Van 

Kerkhoven 

Floow2 Co-Founder – Strategy & 

Partnerships 

14.07.2021 
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Appendix 4: Interview with Elliot Daigneault 

Interview date: 21.05.2021 

Speakers: Elliot Daigneault (BizBiz Share CEO) & Mathieu Shanks 

 

00:00:02 Mathieu Shanks  

So now we should be recording. Perfect. Awesome, do you see that it's recording, yes we are recording 

fantastic. Awesome, great then yeah. Let's let's get started. Maybe just that kind of an easy question to 

start with. Could you just briefly introduce yourself and what is your position in the company? 

, 

00:00:23 Elliot Daigneault 

Sure. So my name is Elliot Daigneault. I am twenty nine years old from Montreal, Canada, and I am the 

chief executive officer of the company called BizBiz Global Inc, which owns and operates several 

marketplaces, including BizBiz Share, BizBiz Stock, Biz Biz construction and several other white label 

platforms that belong to some of our clients. 

, 

00:00:46  Mathieu Shanks 

Perfect. Thank you. Awesome. Let's go to the second question. Could you kind of briefly explain how you 

understand the concept of the circular economy? 

, 

00:00:57 Elliot Daigneault 

Sure. So the circular economy to me is being able to radically change the typical traditional linear fashion 

that people consume goods and services. As we all know, normally, it's from extraction of the raw 

material, the processing, the creation of a product, retail use by the end user, and then discarding it, being 

able to implement circularity is is. Creating a cycle that allows a product to product life cycle to be 

extended for the waste of certain people to become the raw material of another group of people, it's the 

optimization of resources within companies and within the daily life of consumers. And it's just overall 

and I think that's the word to use here is optimization, making sure that something can be used more for 

longer. And with less waste, I guess, you know, you're going to see another thing real here real quick, 

Mat, a lot of the theory aspects of it, I'm shaky and you'll see that . 

, 

00:02:16 Mathieu Shanks 

This is not meant to be an assessment of your knowledge of the circular economy. That's no problem. 

Don't worry about it. That's I guess that's my job. 
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00:02:25 Elliot Daigneault 

There you go. 

, 

00:02:27 Mathieu Shanks 

All right. Great. Thanks for that. How would you describe the value proposition your companies offering 

to its users? 

, 

00:02:35 Elliot Daigneault 

Yeah, so it's two fold. The first one initially is we develop the largest business resource marketplace in 

Canada. What it allows is for companies to effectively get four big advantages. Companies need resources 

to operate. That is a given. Any company will require some form of resource. We focused initially on the 

manufacturing sector. Companies have cycles of operation, high seasons, low seasons, and during the high 

season, they oftentimes require more additional resources to be able to fulfill their contracts and their 

orders. Traditionally, to do so, they would either purchase so they would undergo a capital expenditure to 

buy machinery, equipment, labor, inventory, and if they can't, they will rent it from traditional outlets. 

What we want it to do is to bridge. That side of the demand with the supply of other companies that are 

oftentimes undergoing a lower season, so other businesses, sometimes in the same sector, sometimes and 

connected connecting sectors will have cycles that do not match the high seasons of that first sector. So 

you'll have peaks and valleys and we want to try to bridge the two. So when a company has underused 

resources or dormant assets, we want those assets to be able to be used, optimized, rented or purchased by 

companies who need it. So on one side, companies have access to a wider array of resources which allows 

them to continue to operate at peak capacity. On the other side, a company is monetizing their existing 

resources that are laying dormant, which is important because they have thousands, if not millions of 

dollars of resources sometimes laying in their warehouse and it's generating nothing for them and they 

have everything to gain to use them. Two of the things also come to mind. There's more and more 

pressure from regulators and legislators to implement either circularity or sustainability within businesses 

and short of a few certifications which serve a purpose. 

 

00:04:48 Elliot Daigneault 

There's very few tangible business practices that can be implemented that have a direct impact on their 

bottom line. And that's where we come in and we truly believe that we are a tangible service that can be 

used. And lastly, and this is the one that is a little bit more out out in the left field here, but a lot of 
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companies don't know each other. And that's one thing that we've discovered doing business development 

in certain industrial parks. So industrial parks by nature, is a group of companies all nearby in the same 

vicinity. And through our business development efforts, sitting down with those potential customers, we 

realized that a lot of them outsource or deal with suppliers that are hundreds of kilometers away, hours and 

hours away. And they just didn't know that someone in their own industrial park could do the job. It's a 

question we used to ask is that can you name us five companies in a five kilometre radius around you? 

And oftentimes they could name one, maybe two. And oftentimes they were direct neighbors. Aside from 

that, they couldn't. And that's one thing that we've seen is sometimes companies down the street dealing 

with each other after having found each other through our platform. So it's also about without saying 

reducing the waste, there's waste is also time. And these companies increase or lower their lead time by 

dealing with local companies. And there's the whole local aspect of it, which I think is important. It 

reduces transport costs, which indirectly reduces greenhouse emissions and carbon footprint, et cetera, et 

cetera. So those are the four things that we offer through our platform. Now, throughout the years, our 

intellectual property, which we've developed in order to serve our user base, has become a little bit unique 

in North America and also in Europe to a certain extent, whereas groups such as municipalities, cities, 

states, countries and business organizations such as associations, Chambers of Commerce, et cetera, have 

taken notice. 

, 

00:06:53 Elliot Daigneault  

And they've all been wanting to offer their own proprietary, own branded platform to their own 

ecosystem. It's in sort a private platform for their local ecosystem. So our value proposition is that we also 

white label our technology and craft these private marketplace that we also we don't operate, but we host 

and we we take care of all the technical aspects. So we become a technology service provider and offer 

those turnkey white label solutions. 

, 

00:07:25 Mathieu Shanks  

Fantastic. Thanks for that thorough issue, that thorough answer. 

, 

00:07:29 Elliot Daigneault  

You're going to have a lot of transcript. 

, 

00:07:32 Mathieu Shanks  

That's perfect. The more the better. 
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, 

00:07:34 Elliot Daigneault  

All right, good. 

, 

00:07:36 Mathieu Shanks  

Awesome, great. So that's very interesting. And maybe it will I think it goes quite well with the following 

question, which is what would you consider as the key resources enabling your company's competitive 

advantage and perhaps the circular economy that could be in terms of like physical resources, human, 

organizational, financial, informational, technological and so on, or anything you can you can think of. 

, 

00:08:01 Elliot Daigneault  

Yeah, yeah. That's a several things. Let's start first with the the intellectual property itself. You know, 

since the very start of business, we took a very hands on approach with our business development in the 

sense that we were very close to potential users, so much so that some of them turned around and invested 

as early, pre- seed investors in the business. What this allowed us to do is. Develop a product that's 

specifically catered to a subset of the of the industry that is rarely targeted the B2B , I think I spoke to you 

before, but, obviously will reiterate our transaction system, for example, that allows companies to transact 

and to purchase or rent directly on our platform is custom tailored to the B2B segment. There's plenty of 

e-commerce solutions, transaction systems that exist already, PayPal's, stripe and several others. The issue 

is that they don't cater to businesses. Businesses have oftentimes negotiations between parties that rarely 

do pay sticker price. There's no such thing as sticker price because based on quantities and seasons and 

even relationships and you have different price points and even commitment for long terms, all of these 

things affect a price. Then after a purchase order needs to be created and after that you have payment 

terms, is it? And then 30, 60, 90, is it due on delivery. If you have insurance considerations, especially 

when you're talking about renting out assets between one another. And then after that is settled, the 

payments, you know, it's not always credit cards like those other payment platforms. Sometimes it's wire 

transfers, ACH in the US, good old checks still that are happening for real. So we had to craft a platform 

or a transaction system from scratch that catered to those very specific needs in order to make it seamless. 

Basically, companies are very slow to adapt. So if you bring up a product that requires them to change 

your business practices internally, it's probably going to flop just because these companies are all about 

making money and doing it as cheaply as possible. 

, 

00:10:10   
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And if you tell them, OK, well, this is going to allow you to make more money down the line, but you still 

have to invest that on a fifty thousand dollars of man hours to retrain your staff and the time and then. And 

then and it's a barrier to entry. So that's number one. That's our first differentiator. Second of all, the data 

we collect. So. We're collecting data that, for all intents and purposes, most. Most of nobody's ever 

collected the life cycle of of of machinery, the cyclical nature of businesses, the requirements for 

inventory, for even labor. All those data points which were not monetizing and that we're not analyzing 

that much nowadays, but we're definitely collecting is going to be incredibly valuable down the line, not 

only to develop our products. But also, I think for potential clients, insurance companies, banks, 

governments, you name it. All, going to be incredibly interested in the data we're starting to collect right 

now on companies, which is always a little harder to collect. T he network, we're building, just the sheer 

amount of company with up to date information or nearly up to date information, take companies, groups 

like Zoom Infoor info USA. Those companies sell or aggregate and sell the contact information of various 

companies. That's what they do, right? In order to create lists, in order to contact leads, you name it. And 

they do so by hiring a bunch of telemarketers who call a bunch of companies and ask them, hey, are you 

still located at X and X address? Is so-and-so still the president? Is his name still X Y Z is his number, still 

five one four. So it's very old. Not that accurate. We've used those lists. Their accuracy is shady at best. 

, 

00:12:00   

So you, us, these clients are providing all this information up to date on our database. And just in 

Montreal, like I said, we have over two thousand companies with very up to date information. So that's a 

very important point as well. So that's on the product development side. On the on the on sorry... that's 

from the IP side in terms of. Human aspect of it, we do it very cheaply, and that's an important thing, too, 

when we talk, for example, now about white labels, we our team is capable of developing technology at a 

fraction of a cost of most other either web agencies or big technology firms. And that's by virtue of the 

structure we've created, the staff that we've managed to hire and just our daily reality. Being a startup with 

limited funds causes us to have to develop things and stretch every dollar as far as possible. You know, if 

when we sell a white label and this is the this is the angle of approach, we use our our value proposition, 

we say you could develop the same platform as we have. It would take you about two years and cost you 

about one point three million dollars, give or take. Or you could pay a license fee of fifty thousand dollars. 

One hundred thousand dollars. Twenty five thousand dollars, depending on the client and what they need. 

And. The reality is not a lot of other organizations or groups can do this, so we have a leg up in terms of 

time invested, in terms of money invested and being able to be nimble. Being a small team allows us to 

pivot very quickly. Again, there's limitations being a small team and having limited funds, but there's also 
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the advantage that we can create technology at a fraction of the cost. And the developers we have are, you 

know, it's sad to say, but they're all paid well below a lot of other jobs they could get. 

, 

00:14:00 Elliot Daigneault  

But they're with us for various reasons. The culture that we have, the work environment, the opportunity 

to work on projects that are incredibly fulfilling, professionally speaking. And also, you know, we offer 

ESOPs employee stock option plan, which for them makes them feel like they're part of the company. 

They're working for themselves. They're effectively and in actuality working for themselves, owning a 

portion of the business. So all those things that make it so that we can pay a lower wage, which we in the 

end capitalize on as being a competitive advantage, developing technology at a lower cost. So those would 

be our our value propositions. The advantages we have again, I went way deep into it Mat. 

, 

00:14:49 Mathieu Shanks  

Don't worry, that it's perfect. And actually it overlaps with some other questions 

, 

00:14:55 Elliot Daigneault  

I warned you. Once you get me started I talk! 

, 

00:14:57 Mathieu Shanks  

That it's perfect, that's that's amazing. Please keep keep talking so much. It's great. Awesome. OK, this this 

actually kind of led me to I guess maybe a simple ish question, but you were talking about data points and 

I was it made me think, do you have sensors at your users facilities to measure kind of their machinery and 

so on, or is that all through the data you collect, through the transactions that happened on the platform 

and so on. 

, 

00:15:30 Elliot Daigneault  

Right no, so we do not have any onsite sensors, something we've considered in the past, especially now 

with the implementation of the 5G network, which enables IoT to really start flourishing. It's something 

that we may consider.Th ere's also plenty of of of small circuit boards that can be easily crafted for the 

specific purpose, like a Raspberry Pie, for example. It's a very it's a wonderful piece of small technology 

that we can craft into those kind of sensors. We don't right now. That is not in our first phase of 

development. So it's all user submitted right now. 

, 
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00:16:09 Mathieu Shanks  

OK, perfect. Good to know. Great, then I'll get back to my questionnaire, to the next question, which is 

and again, maybe they'll be a bit of overlap with what you already discussed with the previous one. But I'd 

like to know kind of what do you consider as your company's most important capabilities? This could be 

kind of organizational skills, competences, processes, organizational structures, decision rules and so on. 

Could you give a few, few comments on that? 

, 

00:16:44 Elliot Daigneault  

Definitely, just can you just repeat the first part of your question? 

, 

00:16:48 Mathieu Shanks  

What would you consider as the company's most important capabilities? 

, 

00:16:53 Elliot Daigneault  

OK. All right, I'll give it a two part answer a little bit more of a figure of speech... not a figure speech, but 

a soft capability and a hard capability, a soft capability would be adaptability and maybe not something 

people would talk oftentime, but being able to adapt, to pivot and to face the various challenges that come 

from either clients or from just day to day. Product development is huge, huge. I would go to say it's 

probably the most important thing that we have is adaptability. In terms of a little bit more hard skill here. 

It will be like our tech expertise. We are, after all, a technology company. And as such, the technology, the 

intellectual property, the technology capabilities that we have to develop certain products is definitely 

what sets us apart like it or not and what's incredibly valuable and when and when investors invest in a 

company which after all, we have to demonstrate some sort of value, they surely do it for a business 

model, but they mostly do it for where that technology can go. So I will I'd be in a bad place to say that 

that is not the special sauce of the business. It's definitely the tech. 

, 

00:18:08 Mathieu Shanks  

Awesome. Great, th anks for the precisions, there. Great, then I'll move on to the next question, and that 

would be kind of from your perspective, how does the company react when identifying new opportunities 

or threats? 

, 

00:18:28 Elliot Daigneault  
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How did they react... oftentimes enthusiastically, in terms of new threats, because you've got to speak a 

little bit about our our competitor from from Europe. How open we were about them. That's because, 

again, we're developing a very big market, so it's a blue waters market. There's barely any players in there 

and there's plenty of education, plenty of marketing to do. So having other players do it, that's good. Now, 

I know you're not necessarily talking about competition here as terms as threats. And we face threats every 

day from government agencies, funding, frickin para- governmental groups that end up trying to compete 

with us to have to just covid which which was a threat. How do you react to it? You know, business is all 

about jumping from problems to problem I have a white board next to me and there's a quote that I wrote 

on it, which is jump from problem to problem every day to the problem every day. You've got to solve it. 

It's problem solving. It's business. Business is this. You face challenges and problems. So how do we deal 

with it...man? We we just put our head down and face. I mean, I just got out of a meeting before coming 

on this call and we're facing a challenge from a certain partner that wants us to develop something for 

them. And they've they've they've just listed a bunch of issues and problems. And we talk it out so we 

don't back down. We don't we try to break it down. The trick is to always break it down into small chunks. 

We small chunk it, we also try to go from a first... a first reasoning principle. So what is at the core of the 

issue? Or what is at the core from the issue and how can we reason behind it? 

, 

00:20:31 Elliot Daigneault  

By the way, you're frozen, I don't know if you're oh, are you still the one you're still there? 

, 

00:20:35 Mathieu Shanks  

Yes. 

, 

00:20:36 Elliot Daigneault  

OK, good, because you're completely frozen. I was like, I'm even talking to myself here now. So, yeah. 

We also know the executive committee, which is myself, the chief strategy officer, chief technology 

officer and chief commercial officer, we meet nearly every day to to to talk about those problems and to 

find solutions to them. So how do we react to it again? Enthusiastically. We get together. We try to find 

solutions to those problems and if we can't, which sometimes happens of, you know. It's odd to say, but 

you also just ignore it sometimes just ignoring a problem and not giving it credibility is sometimes the 

best the best thing you can do like that. You don't blow it out of proportion. And sometimes put sticks in 

your wheels? 

, 
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00:21:24 Mathieu Shanks  

Great. Yeah, I guess that's part of the decision. Am I still frozen, by the way, or did I start moving again? 

, 

00:21:30 Elliot Daigneault  

You're still very much frozen, but I hear your voice. 

, 

00:21:33 Mathieu Shanks  

So let me just try to maybe turn off and turn on my camera, see if that solves it. Am I my back? No? 

, 

00:21:44 Elliot Daigneault  

no, no, no, it's OK, look, I got I got your voice, so no problem. 

, 

00:21:50 Mathieu Shanks  

OK, let me know if you can hear me anymore. If it if it gets worse, then we can maybe we could try to call 

again or something. OK, great then. Yeah. Let's go to to the next question. And this would be kind of what 

would you what do you think are the main enabling factors and challenges for your users to use your 

company's services? 

, 

00:22:18 Elliot Daigneault  

Hmm. The main challenges. On a user perspective. It depends on, depends on who's using it. There's a 

generational divide that we've seen our user base people over the age of 50, let's say, and people under the 

age of 50 people over the age of 50 tend to not use their system because I'll be a developed super simple 

and straightforward. It's the type of people that still use Internet Explorer and still use paper ledgers for 

their bookkeeping. So this is just an extra piece of technology that they don't care about. They don't want 

to use. It's complex and it just changes their habits and they're all about habits. So that's definitely a 

challenge. Like it or not, it's dealing with our target audience, which would be people that are more prone 

to using technology for the younger people. Let's say they are down under the age of 50. It's about 

implementing it within their business practices because, again, businesses is again all about routine and 

habit. You have these processes that have been in place for five, 10, 15, 20, God forbid, 50 years and 

implementing any new. Process within that chain of events is always is always a little bit of a something. 

So it's all about education, repetition, drilling the habit in their head, you see the problem, you talk to 

them, they see the problem, they see solution when you show it to them. Now, it's all about building the 

habit of going to the system to use. And we're seeing it more and more. But it's a lot of marketing, a lot of 
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education, a lot of handholding. So that's on the on the other side. Now on the white label side, oftentimes 

it's it's. Decision making processes, so cities, organizations, groups don't have boards, boards of directors, 

and it's very bureaucratic, it's lengthy, there's a decisional process, a hierarchy that needs to be followed. 

, 

00:24:29 Elliot Daigneault  

And the biggest issue to adoption when it comes to that is just going through the paces. They accept it 

eventually is just it takes three months, four months, five months. And it's not about negotiation. It's about, 

all right, we need to get the board's approval of the board approved. But there's this recommendation. So 

we need to study that recommendation. And then it's another approval, just a lengthy bureaucratic mess, if 

you wish. And it's about, I guess, going through it. And there's not much we can do on our end because we 

can make the process as efficient and streamlined as possible. But in the end, it's their organizational 

structure. Sometimes it goes by really fast. We had a group from opening of negotiation to signing of the 

document three weeks. Meanwhile, we have another one that's been ongoing for a year and that just just 

signed this week. And it's great. We're happy, but it's because of the structure. It's a it's a MRC, it's a 

county basically here in Quebec and took some time, took some time. So that's the biggest challenge we 

see for the white label adoption is the decisional process takes time. 

, 

00:25:37 Mathieu Shanks  

Great idea and maybe just to kind of follow up on a little component of that of that question, what would 

you say are the main enabling factors? Um, yeah. Allowing the users to use the service. 

, 

00:25:50 Elliot Daigneault  

Enabling factors. OK. Well, first of all, how pressing is there is there is a need, you know, if a company 

comes to our platform because they absolutely have an urgent need of eight thousand pounds of this type 

of metal, because if they don't get it, they don't fulfill their contract, they lose a client, they will put any 

and all efforts required to use our system and to implement it within their processes. So how urgent is the 

user's need and are we filling it right now? If we go to a user and say, hey, you can use the system to find 

what you want later, and the chances are him using it or much lower than we go to a user, say, hey, what 

do you need? OK, you need X, Y, Z, but we already have X, Y, Z on our platform. Well, then we tend to 

see a greater use and a greater adoption and repeat visit. So on our end, what we try to do is to have as 

much inventory as possible because then after that it's easier to go to potential buyers and to get them to 

not only subscribe but to utilize the system. And then there's a need that's fulfilled right away as such a 



105 

 

success story happens and a happy party is more likely to come back and use it. So that's normally what 

we do. 

, 

00:27:20 Mathieu Shanks  

Perfect thanks for that. Am I still frozen, by the way? 

, 

00:27:23 Elliot Daigneault  

You jump in right now, you're looking down. Now you're smiling, which is good. 

, 

00:27:28 Mathieu Shanks  

Good. OK, let's stay like that is better than me with the eyes closed or something so great. All right. Let's 

move on to the next question, perhaps. I'd like to know kind of what may be the or what do you think are 

the main internal adoption factors influencing your company, for example, towards a circular economy? 

So that could be intangible resources, organizational culture, change management and so on? 

, 

00:27:59 Elliot Daigneault  

Well, within our user base you mean? 

, 

00:28:00 Mathieu Shanks  

Within the company, per say, within BizBiz share. 

, 

00:28:04 Elliot Daigneault  

Oh, within BizBiz share. How to implement circularity within BizBiz share. Yeah. Oh God. Uh. We 

would be the wrong person to be honest. It sounds so weird to say, but I mean, in terms of circularity, I 

mean, we're a tech company. We use very little resources. We require very little resources. Our biggest, I 

guess, asset is our is a human resource. And what we do actually know what. OK, we've implemented a 

little bit of it internally. So, again, we we have a tech team and we've developed a certain expertise even in 

marketing how to market B2B. So what we did several times is during moments in between the launch of 

various platforms or the launch of various products, when some of our marketing team, for example, were 

a little bit. Not saying shortage of work, but they were working a little less hard on certain projects and 

we're less swamped. Let's put it that way. What we did is we picked up a few contracts from other 

companies to help them with their B2B marketing. So we were acting as subcontractors. So basically, 

instead of me taking my staff and saying, we're going to cut down your hours because we don't need you 
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as much, we put them to good use for on contracts on other companies still working for us. But they were 

working on certain projects from other businesses. Same thing with a tech team. Let's say that we've just 

recently launched a big feature and we're in between development of of major projects and we're just 

doing a little bit of maintenance and whatnot. We've picked up contracts developing, whether it be 

websites or or just various products for other companies that we're looking for developers or they were 

looking for for contractors. So instead of laying off these employees or cutting back their hours, we put 

them to good use on other contracts. 

, 

00:30:08 Elliot Daigneault  

So it's it's a little bit of circularity in itself. But again, within the business, since we don't use anything, I 

mean here, all of our computers here are second hand refurbished computers. How's that? No, but aside 

from that, I mean. Day to day operations, I can't say, we are the number one, one thing we're ashamed of 

and there's not much we can do here, but we don't even recycle at the office. And it's a shame to say, but 

that's just because the building we're at has no recycling. There's just no recycling services here. We've 

tried. We've asked and the answer has been no. So at least for the time being, there's a new owner, though. 

So maybe that's going to change. But, yeah, we're. Oddly, not that circular in itself, aside from, I guess, 

renting out our employees, which is a form of circularity. 

, 

00:31:03 Mathieu Shanks  

Yeah, definitely. Yeah. And again, this is not an assessment of your you know, of how circular you are or 

not. 

, 

00:31:10 Elliot Daigneault  

Definitely, I just, I feel bad, I feel bad cause that it's shining a light on me right now. Shit... shit, we're not 

doing the right thing. 

, 

00:31:18 Mathieu Shanks  

Well, maybe that's not a bad attitude going forward. 

, 

00:31:21 Elliot Daigneault  

I guess, I guess so. 

, 

00:31:22 Mathieu Shanks  
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I'd like to follow up, actually, because when I when I asked a question, you seem to think about the user 

side. So maybe maybe we could explore that in terms of kind of what do you think are domain main 

internal adoption factors influencing your users for the circular economy? 

, 

00:31:40 Elliot Daigneault  

The biggest one and what drives companies is money is the bottom line period, and the biggest issue is 

that you have to make them realize how this can help their bottom line. If you approach it based on the 

environmental standpoint, on a social responsibility, a corporate social responsibility, on anything that 

ain't just, you know, and pardon the expression with fucking money, they don't care. Some companies 

will. We're talking five percent, maybe 10 percent. But in the end, a company is around to make and 

you've got to break it down again to the fundamental truth facing a problem. I said we break it down, a 

fundamental truth. Companies are there to do one thing and one thing only generate value to their 

shareholders, period. So if they don't do that, they don't care. They don't care. You may find an activist, 

CEO and activists management team who wants to actually change the world, but for the most part, if it 

doesn't bring value to shareholders, they don't care. So the best way to tackle it is to bring it down to 

money. This is how much you could save. This is how much more you can generate over X amount of 

period, X amount of time. This is what you stand to lose. This is what you stand to gain. Has to be about 

dollar signs always, and the reality is this circularity in most aspect is about dollar signs, about every 

aspect? No. There's some aspects of circularity, sometimes that is a net waste for most businesses and, if 

they adopt, it is mostly due to peer pressure and social pressure, but will it last forever? Again, it doesn't 

have a net benefit, probably not, because businesses is like it's like natural selection and selects against 

bad decisions that don't make money, period. You know, sometimes it takes years and decades. 

, 

00:33:31 Elliot Daigneault  

A sidebar here that's always interesting is, for example, the new way of raising capital. All the unicorns 

coming out of Silicon Valley is which is delay, profit of profitability for years and years and years and 

years and years and just raise money, raise capital, raise capital, raise capital. That's a new model. We 

don't know if it really works or not. Right now, it seems like it's a new paradigm that is just the way it is. 

Who cares about being profitable? Short, short term. Just keep raising money from VCs and profitability 

will be later on. Maybe it's only been about 10 years, 12 years, maybe 15, that this model has happened. 

That's a short term. That's a very, very, very short, short reality. And you're seeing it now. A lot of those 

Silicon Valley unicorns are coming to their IPOs on Wall Street and they get completely and utterly 

demolished because Wall Street says, ununh, ain't what we were looking for, ain't what we care what what 
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ain't, what the world runs on. It's not the hopes and dreams of later profit. That's today. Do you make 

money now? And how much and what's your scaling capability? So it's a little bit the same with 

circularity, it's a fairly new concept in the corporate world. But will they be selected for or against time 

will tell some aspects I think are incredibly beneficial. Some others I feel is just hot air and it's just done to 

feel good, but feel good only brings you so far. In the end, if your bottom line is suffering, then it will be 

the first thing that's axed and cut and discarded. So time will tell. 

, 

00:35:06 Mathieu Shanks  

Well, thanks for your perspective on that is very insightful. All right. And yeah, I'm wondering about this 

question, because I know you've you've answered part of it, but, you know, maybe maybe there's still 

something there, some examples that I could maybe help with. But kind of from your perspective, how do 

you think your company enables a circular economy and this could be for your company itself or for your 

your users? Kind of. How does it operationalizelike do you does, Is there a part that might be related to 

designing out waste, using renewables, thinking in systems and so on, or bringing resilience through 

diversity, for example, of supply? Yeah. Any any comments you could add here? 

, 

00:35:55 Elliot Daigneault  

Definitely. I'll just have you repeat the question again because I had a message pop up and my brain like a 

like a dog just went to that and missed the first part of your question. And I didn't understand it then. 

, 

00:36:07 Mathieu Shanks  

Absolutely no problem. So the question was, from your perspective, how do you think your company 

enables the circular economy and that could be for your company or for your users? And then some 

examples of how it was like designing out ways, using renewables, providing resilience to diversity. Yeah, 

any comment you could share? 

, 

00:36:27 Elliot Daigneault  

Right. So in the first the first way that we promote circular economy or circularity simply by renting out 

resources that is not operating. But and I want to put a caveat here. It's also excess capacity. So a CNC 

machine that's bolted to the ground and weighs ten thousand pounds ain't being moved between 

companies, it just ain't. But the capacity of that machine to produce a product, if it's not being used all the 

time, can be rented out, even if it's the company itself that's operating it. Sometimes it can be another 

person's operator, but it's the first way we promote circularity is through. Increasing or is by renting out 
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either machinery that is under used, such as skid steer, a forklift or a jackhammer or by. I don't like to use 

the word renting out excess capacity, but optimizing the excess capacity of the specific given production 

machine or production chain. As to always make it run. Make it so that its cycle of operation is this much 

close to one hundred percent as humanly possible. This, in turn, is only good for the economy, but also 

good for reducing waste, because instead of having two machines that produce 50 percent, you can have 

one that produces just one hundred. So that's number one. Number two, the way we we promote 

circularity, circular circularity. There you go. Is when it comes to human resources. That's one of the 

meetings we're having there. We want to be able to target more and more human resources. And a lot of 

employees, a lot of staff are hired by companies and are kept on the payroll simply because it's so hard to 

find staff just like them, even though they don't have a full time demand for the job. Take a specific 

engineer that's super hard to find. He may only have 20 hours of production time in a week. 

, 

00:38:35 Elliot Daigneault  

In that business and the rest of the time is twiddling his thumbs. The company doesn't want to let me go 

because it's so hard to find, but he's not being productive and that's a whole other other ballgame. But still, 

nonetheless, another business could subcontract his time, his expertise. And so that's another aspect we 

want to do overall. It's all about increasing the usage rate of any resource, including humans. And it 

sounds weird to say that humans are a resource, but they very much are to businesses to as close as one 

hundred percent. That's what we try to do. That's what we offer and that's what we aim to achieve. 

, 

00:39:14 Mathieu Shanks  

Fantastic. Thanks for that. There was actually a lot, a lot in that answer, great. Let's let's move on to the 

next question and. Yes. I want to know, kind of do you think your company could increasingly participate 

and take advantage in this circular economy? If so, how? And examples could be, for instance, new 

services or products, providing separation of materials, could be financial advantages, reputational 

advantages, etc.. Right. Well, in the new product front, I mentioned briefly or briefly, I mentioned human 

resources. That's something we want to be able to target. So I'm not going to go back into that of in terms 

of. There's a lot of strategic alliances and partnerships to be made here. So, for example, we don't really 

deal well with industrial waste, company with industrial waste, and the waste needs to be transformed 

before it can be used again. And we don't need to specialize in that. Other groups out there to do other 

groups out there that companies organization not for profits, et cetera, that specialize in that eventually 

would be to to form an ecosystem of various experts that can really take the whole circular production 

cycle or the whole production cycle and render it utterly and completely circular. Could it be us one that 
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does it? Sure. I mean, Amazon started off with books and now it's the everything store. Right? Or maybe 

it's going to be done through partnerships or maybe it's going to be done through partnerships temporarily 

until we develop it and become greedy like Amazon. And then I'll shave my head and I'll get jacked like 

Jeff Bezos. And there you go. I'll get married and get divorced and get drained of all my billions. But 

jokes aside. Jokes aside, yeah, definitely partnerships to be made. And we aren't the expert in everything. 

We focus mostly in the manufacturing and construction sector, machinery, equipment, inventory, that's 

what we do. But waste, we're no expert and there's a lot to be done there, a lot to be done. And as other 

industries as well. Restaurants, aerospace. Mining, et cetera, those are wonderful industries as well, that all 

could tend to use more circularity and systems like ours and others. Do we want to develop it later? 

, 

00:41:45 Elliot Daigneault  

Perhaps we're going to require a little bit more funds for that, a lot more funds for that. So investors are 

definitely going to have to at the chip in. But there's plenty more we can do, but it's probably going to be 

done with either more money, more time or just some great partnerships with groups that already do it. 

, 

00:42:05 Mathieu Shanks  

Fantastic. Thank you for that very complete answer. There's a lot of pretty good ideas in there. I'll give it 

to you. Great. I'll go to my the last question I have here, part of questionnaire and then I'll have another 

last one after that, that kind of I thought through the process. So that's a question here from the 

questionnaire would be from your perspective, what are the key partners enabling your company to deliver 

its services and how do they contribute? This could be, for example, logistics, partners, insurance, white 

labels, whatever you, you're thinking of. 

, 

00:42:41 Elliot Daigneault  

Right, let's start with logistics. So any time there's an asset that needs to be transported, you require 

logistics behind it. The way we do it right now is through a transport broker that either offers this 

standardized quote based on standardized weights and dimensions. If it's pallets, for example, which is 

instant or custom quotes, in the event that it's a out of sight, out of norm item, which in this case we get a 

quote normally within an hour, sometimes a little bit more. It's under two hours guaranteed. Normally it's 

about an hour. So we definitely required those transport brokers for logistic purposes. Insurance, this is my 

moment where I give a stab a little bit of an FU to insurance companies. We obviously wanted to offer 

insurance on our platform. Insurance companies just cannot model their actuaries, apparently study twenty 

thousand years and your super smart, but you can't seem to to model with your math risk without having 
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just about every data set possible, which is impossible because insurance companies wanted the they just 

wanted too much data on the machines being rented out at the moment to offer insurance premiums, 

which was too much a friction. So we wanted insurance to be offered as the umbrella over all transactions 

in our platform. And that was impossible in the future. Would love it. I think it'd be great. I think it would 

be amazing. But right now insurance companies can go f themselves. We had to instead innovate and offer 

ourselves a contingency fund, a protection plan. We cannot call an insurance because the AMF would sue 

us for, you know, as you understand, insurance is a very regulated industry. But we do offer a protection 

fund, our protection plan. And what we realize that machinery is already insured by corporate insurance, 

every piece of machinery, is already insured. So where a company is potentially exposed to damage or is 

is paying out their premium, but not a premium or deductible on a on a claim. 

, 

00:44:48 Elliot Daigneault  

So we decide to protect these companies by offering a protection plan that covers their deductible up to 

five thousand dollars. So like that, there's no out-of-pocket expense to a company in the event that a 

machine that they rented out gets broken down. We fund that protection plan through a fee that we collect 

on every transaction. So we bypass completely insurance companies. And it's a shame because it'd be 

much easier to deal with them. But they don't want to do with us for them. And it's OK. In terms of other 

partners that are required. Banks and transaction banks, definitely, we take care of transactions, but 

sometimes transactions have to pass through the infrastructure of various payment processors and banks. 

So as much as I'm not a big fan of banks, we have to deal with them. And they are partners in this as well. 

And then obviously also our financial backers are not our investors. Without them, we wouldn't be able to 

develop the technology that we have right now. And as such, we wouldn't be able to offer the services that 

we offer right now. So they are most definitely important in the whole process. So in short, logistics 

company banking and payment processing and financial institutions, F the insurance company, they can 

go through themselves. And I say investors, investors. There you go. 

, 

00:46:14 Mathieu Shanks  

Thanks a lot. Yeah, maybe maybe a last question here I was I was interested you were talking earlier about 

industrial parks. Do you does your platform enable kind of a quick, easy resource sharing for them within 

industrial parks per say? For example, do you have one of their white labels which is implemented in one 

industrial park, which would enable specifically resource sharing just within that industrial park, for 

instance, to be sort of sharing of raw materials or. Yeah, and any comments on that? 

, 
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00:46:52 Elliot Daigneault  

The most appropriate platform that would sort of sound or resemble that would be Filon since it's in a 

specific geographic region of Saguenay. So Filon would be exactly that. We don't have a specific white 

label or specific platform that runs or operates in one industrial park right now. So, yeah, the closest one 

you'd find to a very closed up ecosystem of a region specifically. 

, 

00:47:23 Mathieu Shanks  

Awesome, great, fantastic. I will stop the recording cause that was it, and I have just another question or 

two for you. I'm just stopping this... 
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Appendix 5: Interview with Pierre-Olivier Campagna 

Interview date: 27.05.2021 

Speakers: Pierre-Olivier Campagna (BizBiz Share CTO) & Mathieu Shanks 

 

00:00:02 Pierre-Olivier Campagna  

Also recording and doesn't tell me anything, it says, oh, OK. Yeah, it is. It is, it is the ask my consent. 

And, you know, assume my consent that's perfect. Good. 

, 

00:00:17 Mathieu Shanks  

All right, let's get started. Maybe just to start with a bit of an easy question. Could you briefly introduce 

yourself and what is your position in the company? 

, 

00:00:26 Pierre-Olivier Campagna  

Sure. So my name is Pierre-Olivier very French name, but I heard you speak French, so you should be 

able to see it. Everyone call me P-O anyway. So I'm the CTO of the company, so I've been working in 

tech and more precisely management of Tech since since the beginning of my career. So as I was saying a 

little bit earlier, I did a master's degree in in I.T. management that was super theoretical and I never 

finished the thesis. So let's not go on that subject. And I did after that masters degree in e-commerce and 

applied mostly to actually to no, to not selling specifically something online, but, you know, selling more 

services or selling meetings or selling everything that is also needed in e-commerce. And I did a bunch of 

research in online grocery. So after that, I worked in a Web agency for a couple of years. I did a bunch of 

different contracts, pretty much a bit of everything. My technical specialty would be SEO, so I'm still 

some time here and there. Take a little contract of the to do some SEO just to not lose the touch. But I 

would have been managing team in general in e-commerce since six years now. So yeah, I joined BizBiz 

in two thousand seventeen so I replaced the old CTO that didn't have time and let's say not enough passion 

for, for that job. So it started as a five hours a week job that get bumped to fifteen, then twenty five, then 

40, then everything you can give me so... So yeah I've so everyone that worked in tech, let's say on the 

actual system that we have right now, every single people that work on it, I hire them, I trained them, I 

manage them. So there was there was no outsourcing. So I've been involved in every single component of 

the actual technology. 

, 

00:02:56 Mathieu Shanks  
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Fantastic. Great, thank you for the thorough answer. Great, could you briefly explain how you understand 

the concept of the circular economy? 

, 

00:03:05 Pierre-Olivier Campagna  

Oh, wow, ok, that. That's a large question. All right. So I'll not get to too much into the theory because 

that's what you students are here for. I'll try to bring it on a more business side so what we do. And I think 

more and more companies are doing it. And it's the right thing is just trying to take the classic. You buy 

something, you use it and you dump it and do something totally different than that is you buy something 

or you don't or you rent or you reuse. And and the important part is use for me use the most important 

part. There's a lot of company that really pushed the section about don't dump it, don't dump it, recycle it, 

give it to someone else that will use it, you know, find another usage for it, you know, bring it in different 

parts so several people can use it. This is an amazing field as well. I'm more into the usage part. So once 

something is still good, use it to the full capacity. So I gave a lot of conference on the usage intensification 

that there's stuff we sometimes don't even know that exists. But there's a way to use your all your assets, 

all your resource to the full potential. And I think this is the most important part. So maintenance and 

repair is always super important. This is already something that exists in bigger, bigger asset, more 

expensive assets. So this is something we see already more in, let's say, in the aerospace world. If you 

work on an engine for sure, that engine is probably in place since nineteen fifty. And the change some 

pieces and the, the, you know, they brought a better, I don't know, a carburetor better like air intake or 

whatever. And at one point and it's the same engine, it's still the same number but every single piece has 

been changed, has been improved and the goal is to keep that engine running for as long as possible and 

use the full potential of it. 

, 

00:05:34   

So this is the part that is super interesting for me. But after that, yeah, there's the notion of don't dump 

anything if if you don't absolutely have to dump it. So when we start working, for example, with the metal 

industry, we were in shock. I hope it's not as bad in Europe, but in North America, when you buy some 

metal for a job or for a contract or for like building something and you don't use it, you know, the order go 

t canceled or just as a surplus inventory or whatever, you put it in your warehouse and you look at it and it 

stays in your warehouse forever and ever. We found some perfectly good metal that was in the warehouse 

for five, 10, 15 years, 20 years untouched because there's just no mentality of, yeah, that same freaking 

metal could be reused for something else. So we have scrap metal, but that's the only thing that exists here. 

So if you have metal that you don't use, you're kind of only option is to bring it to a place that will melt it 



115 

 

down and resell it for it's melted value, which is way lower. Normally a couple of cents on the on the 

dollar, even a few cents on the dollar. So on that this is this is a very important and interesting field as 

well. But yes those two fields, I think, are what makes circular economy what it is, just seeing every 

product as not a straight line, but obviously a circle. This is what I mean. It's a circular economy. See 

things as a circle that was relevant. But yeah. So, yeah, the classic sentence that everything that is waste 

for you could be an input for someone else and and keep an eye on this. But this is not the only part. 

, 

00:07:38 Pierre-Olivier Campagna  

An d this is what I wanted to put the spotlight on, is not just a question that a waste could be an input, but 

it's also all the way you use a resource or an asset during its normal life that is also part of the circular 

economy. 

, 

00:07:55 Mathieu Shanks  

Yes, I completely agree. Thanks for that answer and actually this will make me fast forward to another 

question, which is very related. But I'd like to know kind of from your perspective, how do you think your 

company enables the circular economy? Kind of how would you operationalize is it as it relates also to 

designing out waste, using renewables? It could be any anything you can you can think of relating to that. 

, 

00:08:23 Pierre-Olivier Campagna  

So something you probably heard before and is that when you approach companies and even people in 

general and you give them a concept about the circular economy, the first reaction is positive. Everyone is 

like, wow, I love it. Yeah, I want to do this. And the reality they don't... OK? So we have we met hundreds 

of companies. That's said, oh my God, I love the concept. It's actually a joke here in company people we 

call it people that say we love what you do you do, for us it's, we will never work with them. And it's I 

mean... They, they love what we do, but they will never put the effort into doing it for real. OK, so and I 

think this is where we come in and this is what we worked on so hard for the last five years, six years now 

is the concept of not only I want you to understand the value of circular economy, which is kind of easy to 

do, but I want you to be able to put a dollar sign next to circular economy. And this is super important 

mostly in North America. Everything works with the dollar sign next to it, but the concept is this, there 

was one of our advisors. His name is Guillaume Lavoie. I don't know. I don't know if someone gave you 

that name. He's not working for BizBiz, so he's outside, but he's he's probably the number one conference 

guy on circular economy here in Quebec. He gave around four hundred conference on it. So and he has a 

bunch of, you know, concept that he worked in during during the years that, he knows, by heart because 
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he told it so many times. But one of them that I really love ishe says, do the accountant job a different 

way. OK, so you're going to take all your assets. 

, 

00:10:18 Pierre-Olivier Campagna  

And you're going to give them the value, you know, do it the way you want, remove the years, whatever 

way you want to do your accounting, but give a value, normal value that you like, to all your assets, check 

how many hours or how many how many hours you use them, let's say in a week. Which will give you 

how many hours you don't use them in a week and make a calculation, what's the value of the time that I 

don't use those assets? And this is the kind of exercise we try to make company do. And you say, like, 

don't stop. You know, your top machinery that costs four million dollars. This is an easy calculation. Just 

look at your warehouse, OK? My warehouse is I don't know of three hundred meters per square meter, so 

I use currently half of it. So I have a hundred and fifty square meter that I don't use. What's the current 

trade for one hundred and fifty. OK, I'm losing a beautiful five thousand dollar amount. Oh that's great. 

And do this with all your calculations and look at the big number that is currently of this value and asset 

that I don't use. And this is kind of the the teaching we're trying to bring. We have this tool. We have 

several other tools, but we try to say not only don't do circular economy because you find it nice, don't do 

it because you understand the concept. You want to help the planet do it because you're tired of losing 

money by not doing it. This is the way you should see it and this has changed the way you know, the 

implicates their company into the we do marketplace. But every other circular economy approaches is as 

valid and hopefully as helpful. 

, 

00:12:15 Mathieu Shanks  

Great. Yes, super interesting and actually, you talked about something there, which I'd like to follow up 

on, which is the teaching aspect. Is that something that you that's something you actively do or offer as a 

service, or is it just kind of a way to to do sales or to do sales pitches and so on? 

, 

00:12:34 Pierre-Olivier Campagna  

No, we actually actively do it and we do it mostly for we're doing way more for our customers than for 

leads to keep the sales analogy. But so we actually have I don't know if you you heard our concept of 

BizBiz Wiz someone mentioned it. OK, so it's something that we created quite at the beginning, actually, 

which is it's something to enter on the marketplace. But, and the marketplace, you know, is easy to use. 

And it looks nice. And, you know, and a couple of clicks, you can do pretty much whatever you you need 

to do. And I mean, this is my job. So I will not say that it looks like shit and nothing works anyway is not 
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the case. But on top of this, there's yeah, there's the mentality. There's the teaching that goes with it. So 

what we offer as a service is I send someone from my team, from from customer support in the business, 

and I say he's going to, you know, take you by the hand, walk you inside your own freaking production 

center, warehouse, I don't know, factory. And he's going to ask you questions that you don't want to hear. 

Like, is this working? Do you use this every day? Like, what's all this space for? And so far we have and 

this is this is amazing. This stuff is 100 percent true. I don't make it up. 100 percent of the visit he made. 

He found something that the guy was like. I had no idea I could optimize this hundred percent of the time. 

There's not a single visit he made except when the guy was not there and he got on a locked door. But I 

mean, every single time he got into the building, he found something that the person was like, Oh, shit. 

, 

00:14:24 Pierre-Olivier Campagna  

Yeah, I never thought of this. Yes, of course I could probably, you know, rent this or, you know, this is a 

waste for me, but it could be resold to someone else or yeah available space, et cetera, et cetera. So it 

could be offices. You know, sometimes it's a factory. And for them they only think about everything about 

a factory, but they have a conference room and they have, you know, twelve offices for their admin. But, 

well, I mean, it's still offices. Someone can need it. So, yeah, this is the concept I think we that is getting. 

Getting more popular or sometimes less doing covid because people don't want to see a stranger in their 

office. But yeah, it was getting super popular, let's say, until March 20 20, and it's restarting slowly. We 

do it on Zoom right now, but not as effective. Still better than nothing. But this is it. So it's not really it's 

customer support, but it's not really to show how the platform works. It's more to show what's the 

mentality what's the state of mind you should be in when you use that platform. And I think this is very, 

very helpful I had a stat, that I don't remember , it's something like we have 70 percent more resources 

coming from company that got a visit of a BizBiz Wiz than the company that don't. 

, 

00:15:53 Mathieu Shanks  

Oh, OK, super interesting. It actually makes me wonder. Have you like has the organization ever thought 

about offering this as, you know, some kind of consultancy services and hiring more resources to kind of 

expand that service and maybe even, you know, try to charge money for it? 

, 

00:16:12 Pierre-Olivier Campagna  

And we did. We did. We actually did. So what we do is that depending on the platform, because, you 

know, we have several marketplaces and different industry and region. But so when there's a premium 

membership, it normally includes that service with it. But when you have the basic one or the free one, we 
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offer it as an extra. So, yeah, it's kind of as a consultant cost, I think, 150 bucks for the visit so that if it's 

half an hour, half an hour, but if it takes him two hours plus a report and stuff, well, it's kind of good value 

for money. So that's its fixed rate. And yeah, we as I say, it was getting super popular was a very it was 

kind of a nice income as well. Back in the end of 2019, beginning in 2020, people are not as willing to pay 

for that consultant in distance, not the not in the factory, obviously. But I think this is something we'll see 

more and more in the second part of 2021 as well. 

, 

00:17:14 Mathieu Shanks  

Oh, fantastic. Great. Very interesting. All right. I'll get back to the questionnaire because I have a few 

more questions that I think would be really interesting to look into. The next one, I think would be kind of 

what would you consider as the key resources enabling your your company's competitive advantage and 

the circular economy? And that could be, for example, physical resources, human resources, 

organizational information, technological and so on. 

, 

00:17:45 Pierre-Olivier Campagna  

I'll use the yeah, I have a little bias, I'm a little bias towards technology, I don't know if it's because I'm the 

CTO, most probably, I would say, but it's going to be a mix of technology and organization, I would say. 

Our biggest advantage is that we tailored everything to B2B, so we didn't try to bring something B2C to 

B2B, we didn't try to, you know, recreate Airbnb, for example, or any other like circular economy, kind of 

company that exists in B2C and recreate the same thing and be in B2B now. We started from scratch 

while we made a couple of mistakes first, but then we started to start from scratch. The concept and and 

one of the good advantage that we have is probably like the negotiation. So something that doesn't exist as 

much in B2C while depending on the culture. But in Europe and North America in general, we're not so 

big in negotiating. I don't know if you go to your grocery store and you say like if I take three oranges that 

you give me like a fourth one for free? Like it's not a classic still exists in the other part of the world, but 

we're not as big on it. But in the B2B world, this is every day like there's not a single transaction without 

negotiating. And and this is something I think the e-commerce is kind of lacking for and in a lot of place. 

And this is something I researched a lot when I was in university to say, oh, this is interesting, I was doing 

it more on the grocery store side, which was kind of my specialty things. But the concept can be reused. 

So the fact that we we we don't have a cart, you know, so e-commerce website, but you don't put item in 

the cart and you pass the card at the registry because that's not how it works in B2B. 

, 

00:19:51 Pierre-Olivier Campagna  
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So it's one item at a time. But quantity could be very, very big and there's a whole negotiation thing that 

goes through it. So I think that just the fact that we built the system for the B2B having B2B in mind the 

whole time tailored to them, I think this is this is the biggest difference. And I think this is why, you know, 

B2C companies can't just snap, switch, create a B2B platform and be like it's going to be as effective as 

our B2C. Yes, they have a bigger branding. They have more resources. But it's you cannot change direct 

drastically a way that a transaction function just because you have a good branding and and your name is 

well known. So, yeah, I think I think this is one of the biggest advantage that we. 

, 

00:20:49 Mathieu Shanks  

Great. Yeah, and also still in the same question, you so you said tech and then also maybe organizational. 

Was there anything you wanted to maybe point out in terms of organizational, perhaps? 

, 

00:21:01 Pierre-Olivier Campagna  

Well, yeah, it was it was kind of kind of include organization, because it's not just the fact that the tech, 

has developed stuff catered to B2B was also the organization is is built, you know, for B2B, like we talk 

as a B2B with the name of the jobs are B2B (job titles). You know, it's not it's not a seller or a sales 

associate. It's going to be like a broker. You know, we have a resource broker. We see it like, yeah, we 

reuse concept of the B2B and we try to avoid concept of the of the B2C as as much as possible. Even if 

you know, pretty much everything you will read on e- commerce is going to be B2C every single big 

strategy, marketing, digital marketing, everything will always be B2C. Well, we will prefer to take 

something that was a paper strategy or old B2B strategy and try to adapt it to e-commerce instead of 

taking a B2C e-commerce strategy and tryi ng to move it to B2B, which most of the time does not work. 

, 

00:22:15 Mathieu Shanks  

Great. All right, thanks for the clarification there, and I think that kind of blends in well with the next 

question I have, which is what would you consider as the company's most important capabilities? And 

here I'm talking about, for example, organizational skills or organizational competencies, processes or 

organizational structures, decision rules and so on, 

, 

00:22:36 Pierre-Olivier Campagna  

I would say are the best thing that we have. And this is I was yesterday, I was starting a new marketplace. 

I was introducing myself and my team for doing it to a new region that will start a marketplace in 

September. And I was telling them that the best thing you can use from us is the fact that it's been six 
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years, that we're doing stupid things, making a lot of mistake and trying a lot of thing that doesn't work. So 

you don't have to do it. So I think, yeah, you cannot buy that six year experience running B2B 

marketplaces specifically for circular economy. So there's a lot of things that we learned that was not 

necessarily logical in the first place. And we went to the most logical solution and it didn't work. And 

now, like if we have a customer, a new marketplace that say, oh, we're going to try and, you know, on one 

of the good example is like in B2B, the pricing, everything is negotiable. So we're going to let people say 

either you put a price or you say it's negotiable. There's no price. You just say it's negotiable. And this was 

the first you know, it's logic. Yes, of course not. Everything has a specific price. We're going to let them 

put it. It's negotiable. We end up with 70, 75 percent of our resources were negotiable. No one was 

starting any negotiation because they didn't know where to start. Do I offer two hundred bucks? Will the 

guy be insulted? Do I offer a thousand? I where do I start? What's the value of this. So is that really a deal 

I'm like, how is it a deal, there's no price yet... So now we actually don't let them put negotiable at all. And 

so that that option still exists in the program. 

, 

00:24:28 Pierre-Olivier Campagna  

We can still put negotiable from the admin panel behind their back if you know there's no price. But we 

don't let them do it because to start the negotiation, you need the price. You need something to start with. 

So that was a small details, but there's hundreds of them that we learned the hard way during it during six 

years. And I think this is this is our biggest, I would say our biggest advantage on any new players as well. 

As you said at the beginning of the interview, B2B, a B2B sharing economy, circular economy is already a 

new concept. Well, for us, it was a very new new new concept back in 2015. So so, um, so, yeah, I think I 

would say this is our best advantage. 

, 

00:25:24 Mathieu Shanks  

Awesome. Great. Really interesting. All right. Yeah. Then I'll move on to the next one, which which is 

from your perspective, how does the company react when identifying new opportunities or threats and 

here could be well, anything you kind of think of also, for example, creating new business models, 

products or processes or services. 

, 

00:25:48 Pierre-Olivier Campagna  

Um. Not everyone in the organization will answer the same way, I think I'll answer the same way as Eliot 

would do in a way. So being in a totally new or fairly new kind of industry, we have a lot of opportunity 

coming our way, way more than threats let's say this. And it's it actually becoming threats so that because 
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we got so many opportunities. So what happened is when you explain a new concept to someone, they 

always come back with their own idea of it, you know, explain it in their own terms, bringing their own 

value, their own experience to it and saying, like, for me, this is what's important and this is something we 

notice all the time, is just we explain this is what we do and they answer back, by saying, oh, so you do 

this and their answer is quite similar to ours, but it's still a little bit different because, I mean, it's 

subjective. You know, they they have their own understanding of it. And if we see always this as, oh, this 

is interesting, we could use that little difference and go in that direction. We would go in 20, 50, 100 

different directions at the same time with limited resources, limited capacity, limited team and limited 

time, obviously. So this this is the this is a big threat that that we had and that we still have. So, you know, 

we have like a lot of pressure right now to push the human resources circular economy. So seeing jobs as a 

resource in a way, and and say, well, do do you use your accountant to full capacity? Do you use your 

human resources director to the full capacity can he also, you know, one day a week create job opening or 

make interview for a second company, you know, because he's only doing low value task on one day a 

week because he doesn't have a very full schedule or something like this. 

, 

00:28:07 Pierre-Olivier Campagna  

So or uhm, or you know, three or four companies that are all looking for part time, I don't know, welder 

and say, OK, let's hire one full time welder that will do the job of the three or four company. This is a 

very, very interesting concept. But that is there's a lot of difficulty to It, there's a lot of like specificity to 

those sharing of human resources and the time that we spend on this. We don't spend it on something else. 

We don't spend it on our core business. And and I would say this is yeah, this is still something that we're 

learning, how far we can go from our core to still bring value to to our customer without going in too 

many different directions. So, yeah, I would say opportunities here is the biggest threat to stay on message 

and to stay on target. And I can go even in what we do, like, for some people, they're like, oh, so I could 

share my shovel when I don't use it. I could share my, you know, my my my little tools that cost like 50 

bucks, you know? And we're like, you can but like, you'll share it for like five dollar a day, maybe 

something like this. Is it worth it to do a transaction like this? And if you do it, it has to be super local 

because no one will drive two hours to go get a shovel. I mean, that makes no sense. But other people see 

it totally, totally on the other side of the spectrum. They say like, oh, so hospital can send their nuclear, 

you know, I don't remember what's the name of that tool, but like, it's kind of a scanner, nuclear scanner 

for you get into it. And if there's a if there's a field, I don't know anything about it. 

, 

00:30:04 Pierre-Olivier Campagna  
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It's clearly the medical field. But but they say, yeah, this machine cost like ten, fifteen million dollars. And 

normally there's only one by province, something like this. So they could share it because at fifty million 

dollars it's worth it. Even if the closest one is about five hours from you, it's it's still more valuable than 

buying a new one if you have only a couple of scans to do and stuff like this. And we're like, OK, but then 

again, this is another that this is not what we're used to do. We don't necessarily do transportation over 

like, you know, half of the country. And we have a big country. Like if you have something in Montreal 

and you're like, oh, there's a better deal in Vancouver, it's not a better deal. Yeah, it's as far as Copenhagen 

for us. I think Vancouver and Copenhagen is pretty much the same, the same flights. So so, yeah, I'm just 

this is something that we have to keep our mind focused on. That's what is what kind of exchange, what 

kind of circular economy work best for a company. Which one we should put all our efforts on. And even 

if there is good opportunity here and there and people that say like, oh my God, I don't want you to if you 

develop this, we can do millions and stuff. OK, one day maybe, but like, let's focus on what we do best for 

now. And and yeah, I think this is a big challenge for for most startups that are in kind of innovative field. 

, 

00:31:39 Mathieu Shanks  

Absolutely great. Yes, and I do think, indeed, Montreal and Vancouver is probably the same distance as 

Copenhagen. It's definitely something to consider. All right, then I'll I'll move to to the next question. 

What would you think are the main enabling factors and challenges for your users to use your company's 

services? 

, 

00:32:07 Pierre-Olivier Campagna  

So. Our classic user in any company has to have a little power in a way, so it's rarely the sad to say this is 

rarely you know the newly hired, the the guy that work in the workshop. And that is a low level of 

qualification stuff. It's most. Often, or pretty much all of the time, it's a director, it's a VP, it's a COO, it's 

you know, it's Operation Guy or, you know, in charge of buying, for example. So appro guy or something 

else, you know, which means these people don't have time. They don't have free time. They're you know, 

they the they come in on Monday with twenty five point on their to do list and they leave on Monday with 

thirty points on their to do list. So when you arrive and you tell them I have a new, very nice value added 

activity to to to add to your schedule for them, it's still another activity added to the schedule. It's another 

thing on their to do list. So number one thing yet is to manage the time. So it's very, very hard to make 

them understand enough. So they want to do it and they want to spend the time to do to add some 

resources, to look at what resources are available, to add a request, because we have the notion of requests 

as well. Sometimes like I'm looking for, you know, this is normally wasted waste, but I need it as an input. 
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So like anyone is getting rid of the construction wood, for example, or stuff like this. And so adding 

requests add a resource, looking at w hat's there, updating your list of resources. Did you sell something 

that you still have this? Do you have more of this stuff like this that takes time. Pretty much no one else 

can do it except them most of the time. 

, 

00:34:14 Pierre-Olivier Campagna  

So it's this this is this is an enormous challenge for them to see enough value to say this will come first 

before other activity that I have already in my schedule that is already too full. So this. Yeah, this is a 

tough one. 

, 

00:34:35 Mathieu Shanks  

All right, great, thanks for that. I think we have time for one or two questions, I guess 

, 

00:34:42 Pierre-Olivier Campagna  

I have another meeting at 11 as well, so which is at 7:00 your time. OK, so at five your time. 

, 

00:34:53 Mathieu Shanks  

Yeah, yeah, yeah, in a few minutes, you know, I think I'll just go for the last one and then we can that we 

can close this up for you. I'll go with this one then. So do you think your company could increasingly 

participate and take advantage in this circular economy? If so, how? 

, 

00:35:21 Pierre-Olivier Campagna  

That's an interesting question. Um. I think we do. I think yeah, I think we can. You know, push the 

concept further. How is a good... I think. I think how is... Oh, my God. OK, I'll try to do a short answer 

with this, OK for me, then I'll bring back a little context for me. There was no. There's no reason except 

technology why there was no sharing economy before, like we didn't invent anything new and I mean, not 

just us, but Airbnb and Uber and everyone else in the shared economy. This is a concept that should have 

existed for two hundred years already. The only thing that changed is the technology allowed the 

information to be more easily and readily available. And this is all the difference in the world. So if you 

had to call. Take the phone and call, or even better, I'll bring it to you even before send 200 letters to a list 

of people that have a room available for your vacation in Montreal because you'll be coming in Montreal 

soon. I hope. And to see who has an available room and they will answer you with a letter and you say, 

oh, yeah, this one is available. Perfect. It's not the same as going on Airbnb looking at the list and say, 
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OK, this one is the right price is at the right location is the right city and everything. So that the big thing, 

that change is how more precise. Information gets available in real time to the end user. And I think this is 

the same way we can improve circular economy in the future. Which is more information, more precise. 

Real time information is the biggest difference. And this is something we work on. It's very difficult. A lot 

of companies are not super open to exchange information that quickly. 

, 

00:37:33 Pierre-Olivier Campagna  

But if BizBiz Share, for example, was plugged directly in the database in ERP of a company will be able 

to say. You have to as soon as your order has been cancelled with your client, the system will identify 

those raw material. This equipment and this part of your warehouse is now free already putting it on on on 

on a marketplace so it can be optimized. There's no human action. There is nothing even I would say. 

Would an ERP you have your accounts system linked to it. I can tell you right away your raw material. 

You bought it for fifteen dollars a kilo. You can sell it up to fifteen dollars a kilo. I put it on the platform 

right away. I'm going to advertise it at eighteen dollars a kilo. I know it can accept the negotiation up to 

fifteen. This is a lot of technology involved, but in a way we can reach a point where the system would be 

able to do the whole freaking transaction. And which we're putting at the beginning is mostly and it's a 

small step, but is if I put. I say I have this truck, I take a picture of that truck, I'm getting Google to 

recognize the picture and say that truck, this is a Volvo six F eight with this capacity, etc, etc, etc., and you 

say, yes, this is the right model. And I don't have to add all this information. The system already recognise 

it, but we have to go further and further and further. So the key is the information that any company, any 

organization that will control a real time, precise information on every underuse resources will have a 

capacity in circular economy that was never seen before. 

, 

00:39:33 Mathieu Shanks  

All right, well, fantastic. Great, then I'll, you know, I'll just stop the recording... 
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Interview date: 25.05.2021 

Speakers: Mathilde Degletagne (BizBiz Share Maarketing Coordinator) & Mathieu Shanks 

 

00:00:02 Mathieu Shanks  

I think we are recording now, does it show you also that we're recording? 

, 

00:00:06 Mathilde Degletagne  

Yes, yes. 

, 

00:00:08 Mathieu Shanks  

Awesome, fantastic. Great. So let's get into it. Maybe kind of an easy question to start with. Could you 

briefly introduce yourself and what is your position in the company? 

, 

00:00:21 Mathilde Degletagne  

OK, so I Mathilde Degletagne and I'm the marketing coordinator of BizBiz Share, so I take care of all 

everything that's related to marketing and public relations. 

, 

00:00:32 Mathieu Shanks  

Fantastic. Thank you. Could you briefly explain how you understand the concept of the circular economy? 

, 

00:00:42 Mathilde Degletagne  

OK, so to me, a circular economy would be like reusing and sharing. Basically everything is quite a big 

subject, but it would be a companies complementing each other and helping each other and reducing waste 

by reusing what could actually be a waste to someone. Well, that thing can become a new product and 

something that another one might need to use and yeah sharing different resources or even cars and 

anything amazing. 

, 

00:01:23 Mathieu Shanks  

Yeah, great. And how would you describe the value proposition your company is offering to the users? 

, 

00:01:34 Mathilde Degletagne  
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Our value proposition? Well, actually, it has several several angles but we are offering companies to 

optimize their operation. I would say thanks to circular economy, because it can allow them to reduce their 

waste, to free up some space because they can get rid of what they don't need or they can even share what 

they are not using 100 percent. So getting the max the maximum as much value from what they own, or 

from what they have been using by either sharing it or selling it to other companies, the same thing. If they 

want to buy it from another company, that would be a value proposition, maybe optimising the use of their 

assets. 

, 

00:02:27 Mathieu Shanks  

Yeah, perfect. That makes a lot of sense. Great. And what would you consider as the key resources 

enabling the company's competitive advantage in this circular economy? This could be, for example, 

could be physical resources, human resources, organizational resources, financial, informational, 

technological and so on. 

, 

00:02:53 Mathilde Degletagne  

In terms of concrete examples of resources? 

, 

00:02:57 Mathieu Shanks  

Yeah could be concrete examples, kind of whatever kind of comes up to your mind. 

, 

00:03:02 Mathilde Degletagne  

OK, well, it depends. But for now, I know that in Canada we have a big a big lack of resources wood is 

hard to find that expensive. So when we have the chance to have some wood residues or some woods and 

this is quite an advantage, people are also looking for some doors, windows. I just saw an article this 

morning of which were the most looked for resources. People have been making big inventories because 

they know that they are lacking in this kind of resources, otherwise a competitive advantage for companies 

I don't know, I guess these days it's about optimizing their operations and gaining time and space. Space is 

a big, big thing, too, because we don't realize that space cost a lot a lot of money and most of the time 

inventories are full of machinery and stuff that they're just not using. 

, 

00:04:05 Mathieu Shanks  

OK, cool, yeah, it's actually interesting that you kind of answered partially one of my other questions in 

the process. However, it's not exactly what I was looking for. Maybe maybe let me try to kind of maybe 
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rephrase the question in a way. But I was I was kind of looking more into from the company's standpoint, 

from BizBiz Share's standpoint, what might be. Yeah. Resources that the company has that helps to gain 

that competitive advantage or that helps to enable the circular economy. So, for example, if we're looking 

at human resources, it could be specific staff that you have in the company or I don't know, you have 

maybe some special financial structure that helps you to enable your company to to gain a competitive 

advantage. I don't know if that leads maybe to some some more thoughts or ideas. 

, 

00:04:57 Mathilde Degletagne  

Yeah, I understand better. Well, there's this several thing. The first thing is that we are we have been six 

years in business now. So the marketplace has been developed by us. And it's our technology has been 

developed for six years today. So it's been quite a long process, but that still gives us quite some years of 

experience at that point. So it has been tested and approved by our clients. So we are trying to put the 

focus on them, on the user and how how do they use it? How can we make it better? We've just been 

through a whole redesign. So yeah, because people actually are used to seeing some marketplaces and it 

just has to be intuitive and easy to use. So that's a big thing in technology and that's it. And the other point 

which I was thinking about is the fact that as we are in B2B, our transactional system has been designed 

especially for B2B purpose. And because it's not just like buying some stuff on Amazon, for example, 

there are some specific criteria for people to be able to sell their resources between each other. When we're 

talking about companies, they have to be able to negotiate and they have to be able to do I say this word in 

English to get a an invoice of what is going to cost. We are making the whole B2B sales process easier. 

That's a big, big point for us. 

, 

00:06:33 Mathieu Shanks  

Yeah, fantastic. That's a little bit of what I was looking into. And by the way, if there's words that you're 

looking for, you could always say them in French. I can. I can translate them later, no worries. You 

actually touched upon a point that I'd like to follow up on. You said you had a you redesigned recently. I'd 

like to, you know, kind of how what maybe what triggered that and how did that happen in the company? 

, 

00:07:04 Mathilde Degletagne  

Well, I think in the first place, I think it's our third redesign. So every two year there's a redesign because 

we have to be UP-TO-DATE. And we are also witnessing that our users and our companies are getting 

more and more in need for specific features. It has to be easier to use faster. We need to have specific 

research criteria. For example, we have to enable the users to search as they want to sort the results also. 
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And one of the big direction that we took recently adapting to the current covid situation, obviously, is 

that we are now white labeling our technology, which means that any organization or maybe municipality 

wanting to provide our technology to the regions, to that community can do so. And so that means that we 

have to be able to level up the technology to allow a higher level of customization. I would say allow them 

to run the marketplace on their own, even though we are taking care of the technology. But we still need 

to put more tools in place and and make it more and more easy to use and to run for them. 

, 

00:08:29 Mathieu Shanks  

Yeah, perfect, makes a lot of sense, of course, great. Yeah, and maybe another little question on that and 

that redesigning process, for example, with the white labels, you know, and figuring out, OK, let's let's do 

what labels where in the organization did this come from? And how did it kind of, um, how did it go into 

action? So is it like someone I don't know who did it? Is it the CEO that thought about this and then it's 

kind of a top down situation, or was it kind of a bottom up approach? Someone was like, hey, we should 

do that. And then would you have any information on that? 

, 

00:09:05 Mathilde Degletagne  

I think it actually started by an organization contacting us, hey, we would like to partner and do that. So 

then we have tried different types of partnerships. We have done licenses. We have done, um. Co-

entreprise, joint ventures, yeah, joint ventures, and then we just finally come out with the fact that white 

white labels were the best for us and yeah, I that those types of partnerships work. We just. OK, let's try to 

do that at a larger scale. And yeah, the decision to make it larger and to try to sell it to to more people. I 

think that came from our executive committee. Yeah. From the CEO and our small team here. 

, 

00:10:04 Mathieu Shanks  

Great. Awesome. Perfect. Good to good to know. Great. Then I'll move on to the next planned question 

and that would be what would you consider as the company's most important capabilities? And here I'm 

thinking about, for example, it could be organizational skills, competencies, some processes you have 

organizational structures, decision rules and so on. What do you think maybe among those or beyond, 

what would you consider as kind of the most important ones? 

, 

00:10:38 Mathilde Degletagne  

And I would say one of our most important strength is the fact that we are really, agile and flexible. We 

are able to change all the time to move fast. I think that's why we have not suffered that much from the 
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current crisis, because we have adapted our business model and we are a small team. So we all work 

together which enable us to adapt quickly to changes to just switch directions. A problem doesn't stay 

problems for long because we are easily able to come up with solutions. So that would be a point. And as 

we are a small team, we are we work together all the time so everyone knows that they can come and see 

anyone to solve a problem. There's a lot of communication within the team, which becomes a problem 

when we are a bigger team, usually because information can get lost in the process. 

, 

00:11:37 Mathieu Shanks  

Yeah, I could imagine I've had a situation like that before in the past, so I can definitely relate to that 

great. Alright, thanks a lot for that. Then I'll move on to the next question. From your perspective, how 

does the company react when identifying new opportunities or threats for it could be in terms of like 

creating new products, processes or services. And I know you touched a little bit upon the white labeling 

earlier. I don't know if there's maybe another example or if you want to talk a bit more about white 

labeling, that can also that can also workout. 

, 

00:12:15 Mathilde Degletagne  

Yeah, OK, so regarding new opportunities and I think I'm a bit less in touch with that, but we are relying a 

lot, a lot on the network. Obviously we are trying to build links everywhere. That's why a big part of my 

job became public relations too. This has been quite a recent improvement for me because we are trying to 

to be known out there because that's how you try to get partners and coming back to. To your question, in 

identifying new opportunities. Yeah, we as we are small, a small company, it's a lot of a peer to peer 

relations and the thing so we find clients like that. We know we don't do like mass media, mass 

advertising. And it's yeah, I don't I don't really know how to come up with a ready answer you expect on 

that. 

, 

00:13:26 Mathieu Shanks  

That's OK. No worries that's. You answered the question perfectly. Yeah. It's great to know. You know, 

I'll just move to the next one. That was good. What would you think or what would you think are the main 

enabling factors and challenges for your users to use your company's services? 

, 

00:13:53 Mathilde Degletagne  

Obviously, a challenging factor would be that we cannot always control which resources are available on 

the marketplace because, yes, we have quite some resources, but we never know what's going to be 
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available or not. So that depends on who has what in excess. That's one challenge. According to me, the 

enablers, as I said before, the transactional system, which is made to make people's lives easier. We've 

worked a lot on that. And the enablers that goes back to the redesign that we've made to make the whole 

tool easier to use and faster with this. It's it used to not be just as fast as that and some challenges. And 

yeah. Yeah. One big challenge is people. It's hard to have people change their habits, and especially in this 

field we are talking to people who have who have been used to doing the same process and the same thing 

their whole life. And it's their company who have been used to working like that and they don't want to 

change. So bringing people to change their habits, to work differently, to source elsewhere, not to their 

usual provider. Yeah. Is it the right word? And so this is this is a challenge to have people understand the 

benefits. And just because people can just subscribe and maybe buy once and then never go back to the 

platform, sometimes it's it's what happens because it just you just need to create a habit for them. So, yeah, 

have them, I don't know, get used to the tool, which is always a challenge, getting used to them using new 

things. 

, 

00:15:57 Mathieu Shanks  

Yeah. That's great. That's great. And you actually maybe want to follow up on part of that, maybe from 

your from your marketing communication angle. How would you like how would you help addressing 

some of those challenges. 

, 

00:16:14 Mathilde Degletagne  

The goal is to really have people understand what they have to do to to win by doing that and also. 

Sometimes when we face a change, there are lots of barriers in our minds, and when you think about it, it's 

not that much ofbarriers, it's just sometimes our mind was made of some stuff just because we don't want 

to change. So is just about having people understand that it's not such a big deal. It's going to work just as 

well as it used to work. And, yeah, educate people on that point. Have them understand that, well, yeah, 

making things easier and we're not asking them to change everything and to get rid of what they currently 

have, just adopting a hybrid way of working. That would be it. And what else? That's it. I think. 

, 

00:17:23 Mathieu Shanks  

That's great. Thank you. Perfect. Awesome, then great, I'll move to the next question I'd like to know from 

your perspective, how would you think your company enables the circular economy? And that could be, 

for example, how do you operationalize it? Could be designing out waste, using renewables, thinking in 

systems. I don't know, whatever you can come up with. 
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, 

00:17:52 Mathilde Degletagne  

We are contributing to the circular economy because we allow companies to make industrial symbiosis. 

So what one company might want to waste can be. Can I say a sentence in French? 

, 

00:18:10 Mathieu Shanks  

Yeah, of course, 

, 

00:18:12 Mathilde Degletagne  

L'extrant d'une compagnie peut devenir l'intrant de l'autre [One company's waste can be another's input]. 

So the first product, so it can be used as another company's waste. That would be. And the thing is that 

most of the time companies in the same and in the same city or in the same area just don't know each 

other, even though they can be compatible between each other and make those types of industrial 

symbiosis. This is possible, but they just don't know each other and they're just not used to considering 

that possibility. So that's the part about circular economy. And a bit farther than that, we are trying to 

reduce transport, which is just about like saving the environment at the largest scale. And another thing. 

Yeah, the fact that people can share not only sell the surplus inventory or sell their waste to other 

companies, just sharing a piece of machinery. For example, if a company uses a piece of machinery on 

Monday or Tuesday, they can rent it on Wednesday, Thursday, for example. So instead of buying a new 

one, creating a demand for another piece of machinery to be built, they can just share it between them. 

, 

00:19:38 Mathieu Shanks  

Perfect. Yeah, very interesting and you you made me want to follow up on one point there, you were 

talking about kind of industrial symbiosis, and I'd be curious to know, would you be aware of some 

situations where some companies, for example, you know, found each other on your platform and then 

because of this first point of contact, then maybe it developed some kind of trust. And from that point on, 

these two companies since have been exchanging resources more frequently, or would you know about 

some situations like that? Or is it more a kind of isolated events happening? 

, 

00:20:18 Mathilde Degletagne  

Um, I'm not the one who has the best eye on the long term relations between companies. But I can still tell 

you some example of those type of shares exchanges that has been made. I know that the company was 

looking for a sandblaster. So some stuff to like throwing some that. And they just found out that a 
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company had this type of machinery. I think it was around the corner less, less than a kilometer away. So 

they have been able to just because in the end, you don't need the machinery, you just need to complete 

the task. So they have been able to do that together. And I think my other example was with our partners. 

We have some partners in British Columbia and a white label, and they have an aspect which we don't 

have here in Montreal. It is for the farmers market and the surplus of foods and stuff like that. And one 

recent Symbiosis that has been made, I think, was the surplus of food, the food waste that have been given 

to feed some chickens of the neighboring company. It's really a raw example because in Montreal it's 

usually examples such as wood, excess, plywood, most recent example. I think industrial symbiosis can 

easily take place with plastic, so. We have seen that in the past. 

, 

00:22:01 Mathieu Shanks  

OK, fantastic, thank you. Nice, complete answer there. This is great. All right, then I'll move on to the 

next question I have here. What so what would you think are the main internal adoption factors kind of 

influencing your company towards a circular economy? And this is more kind of like internally it could 

be, for instance, like the organizational culture change management, some intangible resources you might 

have. 

, 

00:22:36 Mathilde Degletagne  

Um, so do you mean what elements inside of the company 

, 

00:22:44 Mathieu Shanks  

Yeah, exactly. 

, 

00:22:45 Mathilde Degletagne 

Make us into the Circular Economy, am I right? 

, 

00:22:48 Mathieu Shanks  

Yeah, yeah, exactly. 

, 

00:22:51 Mathilde Degletagne  

OK, um, you mean in terms of culture, of concrete? 

, 

00:22:58 Mathieu Shanks  
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Whatever you can think of. Yeah. 

, 

00:23:00 Mathilde Degletagne  

OK, I don't really know on that point. Let me think. Um. And I don't know, honestly, I do have some 

examples, or some..? 

, 

00:23:19 Mathieu Shanks  

It could be, for instance, and I would be taking a case from a different company, for example, but you 

could have, for example, someone in management or some people in the company that are really 

interested in implementing more circular economy in the company, then these people would act as a as a 

vector of change management or they would influence the organizational culture, for instance, and that 

would lead to implementing more circular economy in the company, for instance. 

, 

00:23:53 Mathilde Degletagne  

OK, ok. Um, OK, so that would be separated from what we offer as a company. Right. And just in terms 

of corporate actions as human beings working together. Right. 

, 

00:24:07 Mathieu Shanks  

Yeah. I mean it could be both, whatever, just whatever you kind of comes up to your mind regarding that. 

If there's anything you, you want to share. 

, 

00:24:17 Mathilde Degletagne  

Um, I don't have any specific I still think about it. And if something comes later, I'll let you know. 

, 

00:24:25 Mathieu Shanks  

Sure. No problem. Of course, you don't need to have a specific answer for each question, don't worry. 

Great, all right, then I'll move on to the next question. Do you think your your company could increasingly 

participate and take advantage in this circular economy? If so, how? And here it could be, for example, 

maybe from a marketing perspective instance, it could be like reputational advantages. Could be, I know, 

encouraging a separation of materials. Some financial incentive. Yeah. New products or services. I don't 

know any anything coming up to your mind there. 

, 

00:25:10 Mathilde Degletagne  
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OK, so in terms of marketing public relations, that's something we've been trying to do recently. We really 

want to show that we are not just take a, take people. We are really, we have some knowledge and circular 

economy is what we want to show. And so we are trying to show our knowledge in this field by taking 

part in some webinars, some events, publishing some stuff. I've been leading some interviews about 

Circular economy, what I've been interviewing some Circular economy leaders about their thoughts about, 

yeah, secular economy as a whole, management operations. So we really want to prove our legitimacy in 

the field, because the thing is that we don't have any direct competitor. There's no company who does 

exactly what we do. So we have to to prove that we are something that exists, that can exist, that can 

become bigger, because most of the time, competition also helps you become more legitimate. But in this 

case, as we don't have any direct one, so we're trying to build the whole thing by ourselves. So our 

reputation would be one point showing legitimacy, legitimacy and one thing also which could help, 

according to me, because of the crisis, obviously. Tech has been growing a lot and people are getting more 

and more used to working differently and working online with new tools. So that could be somehow a way 

to have people get into new habits of sourcing online and going back to local to because we've seen that 

we have witnessed the consequences when everything is shut down and you just cannot import anymore, 

you just have to rely on the whole country. 

, 

00:27:35 Mathieu Shanks  

Yep. Perfect. That's that's great. Thank you. Awesome. Then I'll I'll move to to the next question. From 

your perspective, what are the key partners enabling your company to deliver its services and how do they 

contribute? This could be, for example, logistics partners, white labels, insurance or any other partners. 

You could you could think of 

, 

00:28:03   

Ourpatners, well, we have our we have a joint venture with the biggest association of construction in 

Quebec, so we have created a company together, which is our marketplace BizBiz Share but dedicated to 

the construction industry. And so those partners have enabled us to bring a lot of people to the platform 

and they have brought us some visibility and some, yeah, they have allowed us to be known by more 

people because I think it's maybe two twenty thousand, twenty thousand members in the association. So 

that is a big help for us because of what lacks more today is being known. And that in terms of partners, 

obviously we have our transport option because, yes, on the platform we take care of the transport. And so 

without our partner on that front, we wouldn't be able to provide our service at all. And our technology is 

owned by us at BizBiz. So on that point, we are, it's a big, big achievement for us to be independent on 
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that point because we own the technology, the marketplace. And someother partners, Now, on a broader 

see, I would say the fact that we are trying to be part of some networks of circular economy leaders so in 

our case this could be something, like I'm thinking of, a circular economy club and circular economy. And 

I am sure it's all circular economy something I just never remember the name. But this one, which is 

dedicated to the Quebec area. And also the one in Canada, I think so, yeah. Some big actors in Circular 

Economy. 

, 

00:30:11 Mathieu Shanks  

Yeah. Fantastic. I guess there's a few, a few of them. Great. You actually led me to to an interesting, an 

interesting point there and you kind of touched upon this a little bit earlier in regard to transportation. You 

had also mentioned I think you're reducing transportation that I understand that correctly. And if so, how 

does how does that work? How does that play out? 

, 

00:30:35 Mathilde Degletagne  

The idea is that a company, instead of importing from the US, for example, if it's a company, finds what 

they need in another in another company's inventory, for example, they could buy from it. And so we take 

care of the whole process. So selling, negotiation and transport. So the company doesn't have to take care 

of that and to worry at how am I going to bring that here? And most of the time. We can reduce transport a 

lot, because companies can only see each other in their area. So it's going to be about a few kilometers, not 

a few tens of thousands of kilometres. So in that way, we help to reduce transport. 

, 

00:31:19 Mathieu Shanks  

Yeah, OK, perfect. I understand more but more clearly what you had in mind, there. This kind of 

completes the questions I had for you. Is there anything else you would want you to share on the topic or 

any other ideas that came up to your mind while we were discussing? 

, 

00:31:39 Mathilde Degletagne  

Um. No, I think I think I'm good. Do you want me to share with you some of the videos that we've made 

or some maybe interviews about circular economy that I've had maybe could be some insight for you? 

, 

00:31:54 Mathieu Shanks  

Yes, sure. Definitely. That would be that would be. That would be great. Yes, please. OK, then I'll I'll just 

stop the recording. Give me a second... 
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Appendix 7: Interview with Michael Khazzam  

Interview date: 16.06.2021 

Speakers: Michael Khazzam (BizBiz Share Board member, investor, and user at Dana Chemicals) & 

Mathieu Shanks 

 

00:00:02 Michael Khazzam  

I know 

, 

00:00:03 Mathieu Shanks  

pop up. Hmm. 

, 

00:00:08 Michael Khazzam  

Oh, here it is. 

, 

00:00:09 Mathieu Shanks  

OK. OK, great. Awesome, it says it's recording now. So perfect. Then, I'll start with the questions. The 

first one is kind of more as an introduction. Could you briefly introduce yourself and what is your position 

in the companies and your relationship with BizBiz Share. 

, 

00:00:30 Michael Khazzam  

Yeah. So my name is Mike Michael Kazam. I am a director of business development and operations at 

Dana chemicals, Dana chemicals as a manufacturer of specialty chemicals for various industries such as 

building, maintenance, construction, automotive, transportation industries. And we are do lots of R and D, 

lots of research and development to create innovative products in our industries that really suit our client, 

our client requirements. The company has been around since nineteen eighty six. Previous to that, I 

studied engineering at Concordia University in Montreal. I studied a very specific type of engineering. It's 

a it's called building engineering. It is a combination of mechanical engineering and civil engineering. 

And this is what was important to me to study this line of engineering, because it encompasses many 

different industries, including the chemical industry. There's the chemical industry. There's industries that 

involve mechanics, industries and construction, everything like that. So my education is a broad spectrum 

of engineering that's applicable to many industries. So after graduating, I started working in engineering 

consulting, so I worked in a specific arm of engineering consulting, which is kind of a building science 

consulting. So this is when building failures happen or this is basically involves the science and the built 
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environment. So how temperature affects building materials and it's a pretty specific type of consulting. 

There is opportunity and in the chemical sector to really start developing new innovative products in the in 

the for the construction sector. So I find the you know, the experience that I had really went hand in hand. 

So since twenty fifteen, I've been working for Dana Chemicals doing that. Exactly. In 2000 and I think it 

was twenty seventeen. I received a sales call from BizBiz Share. It was a, it was a person who no longer 

works there that called me. 

, 

00:03:12 Michael Khazzam  

His name is, his name is Hamid Jahazi. He called me asking me if I wanted to join this novel platform that 

connects businesses. So basically like a B2B platform that encourages local business connections and 

encourages really circular economic development within different industries. So I immediately thought it 

was a great idea. I always thought that and this is after having worked for small business because Dana 

Chemicals is classified as a small business we have about 8 employees. So I immediately thought it was a 

great idea because we are approached all the time by tech start ups, software as a service firms with regard 

to things that exist like CRM platforms, checkout payment accounting platforms, so much of that exists 

already. So much of that is pushed onto small businesses. And it's just it comes at us from all sides. So 

getting a call from business about a platform that helps that will help me not only. Expand business 

opportunities to local companies, but to use local suppliers. And maybe also to figure out in terms of my 

operations. How to make. How to basically keep my more of my operations and my suppliers local is 

something that I was really interested in. No, we were never approached and to this day, I've never been 

approached by a company. That basically makes will help me make connections to suppliers or local 

suppliers or businesses that that I require small and medium businesses that I need to do business with. 

There's no other company or platform that makes these making connections easier. So that's why I was 

really interested in BizBiz Share. I feel like the the small and medium business B2B transactions that is 

really underserved in the market. There's a there's lots of companies doing B2C, you know, including 

Kijiji. And while talking about real estate, you know, those Airbnb, things like that. But like I thought it 

was a novel idea, B2B, you know, a business only network that that basically makes connections with 

other businesses much, much easier. 

, 

00:06:22 Michael Khazzam  

You know, it's it's easier than making a phone call, finding the right person to speak to. You know, I have 

on my dashboard the company that I require that, you know, let's say I need injection molding. I type in 

injection molding. I see three different companies in my area that has it. I go I write an email to the 
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resource person who's in charge of in that company. And I immediately get a response back and 

connections are made. I can't tell you how many opportunities I made with local companies using BizBiz 

Share. It's as a small business. I saw a lot of value in it. And that's why I approached Elliott about 

investing in business share in twenty seventeen because I saw that there was value and especially now 

with what's happening with supply chains because of the pandemic. I think that people now are seeing 

more value in having a platform like BizBiz Share, whether it's integrated internally or whether it's 

integrated in an area like a city. I think that more and more people are seeing the value in a product and a 

platform like like BizBiz Share. So that's basically the five minutes experience and how I got involved in 

BizBiz Share. And the topic you a good background, but, you know, let me know if you have any 

questions on what I just said. 

, 

00:08:01 Mathieu Shanks  

Absolutely, I mean, that was amazing. Great, thanks. So that's basically, I think, that answered other 

questions I had so I might try to get a little bit more expansion on some of them. But that was an amazing 

introduction. Thank you. Great. Then I'll move to the next question, which is can you can you, like, briefly 

explain how you understand the concept of the circular economy? 

, 

00:08:30 Mathieu Shanks  

Yeah, let me think about that. It's because to me, it means many things it can mean in terms of 

sustainability. The way it's applied to my business, for example. I take raw material from my supplier, I 

make it into a formulated product, I package it. I sell it to the end user or to the distributor when the end 

user is finished, I, I take back the packaging, I, I wash the packaging and I reuse the packaging for new 

products. That's that's one way. That's the it's kind of like I guess it's kind of like an internal corporate 

circular economy. But in a more general and more general term, a circular economy is. I guess dealing 

with local companies where let's say I am provided services from a supplier and in turn I also. Supply, I 

also provide services to that same supplier and everything is done within. Within basically like the same 

the same region, basically, that's that's another way that I would think about it, basically keeping keeping 

all business that the city requires, whether it's whether it's for manufacturing, for export, but keeping 

everything local and basically using all the resources that you require for your product or your services, 

using everything locally. That's the way I see a circular economy. 

, 

00:10:38 Mathieu Shanks  
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Great. Fantastic. All right, then I'd like to know kind of how does that chemicals used BizBiz Share 

platform, kind of how does it how does it do that? How does it has it led to changes in how you operate 

and so on? 

, 

00:10:56 Michael Khazzam  

Yeah, so. I use the business platform when I'm looking for. Specific services. That or services or supplies 

that I require. What I would do is just basically go on the platform and say, for example, this was just 

maybe a couple of months ago, I looked up for marketing services. I looked up, I looked at marketing 

packaging, and I found a company and I approached them about their services. And they were a local 

company, one very successful. It could be very successful if this works out connection that I have made 

over BizBiz Share is and I haven't yet told BizBiz Share about this, but there was a. Recycling, hazmat 

recycling company that approached me because I put up an ad in BizBiz Share asking for a specific type 

of packaging that pharmaceutical companies use from their suppliers, like, say, for example, 

pharmaceutical companies are making Tylenol. The main ingredient in Tylenol is a acetaminophen, they 

receive acetaminophen. Pharmaceutical companies receive acetaminophen in powder like a 99% percent 

from their supplier. The container is a large fiber fiber. When I'm talking fiber, I'm talking about a carton, 

a drum. It's a drum that's about two feet wide by three feet high. It's a carton drum that has a locking ring 

at the top. We use these drums to package our our powdered floor cleaner. So it's a floor cleaner. That's a 

powder that you sprinkle on the floor and you spray it with water in lots of garages, use it like mechanical 

garages, when they have oil on the floor. They use this powder. So I put up an ad a long time ago saying, 

you know, pharma companies, we want your fiber drums. So this hazmat company approached me a 

month ago asking me, you know, what I require in terms of the drums. 

, 

00:13:21 Michael Khazzam  

So I gave them my dimensions and I said, if you have these drums, you know, let me know. We can we 

can take them off your hands. So that hazmat company was relaying my information to their relaying my 

information to the company, the pharmaceutical company that was using that was storing out these drums. 

And they said, what are the dimensions? They came back, we got the dimensions. It was a perfect fit. This 

company has about they have about one hundred to two hundred of these drums that they throw out, every 

month. Sorry about that is actually. Can you hold on a second? 

, 

00:14:06 Mathieu Shanks  

Yeah, sure. No problem. 
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, 

00:15:09 Michael Khazzam  

Yes, sorry about that. You hear me now? 

, 

00:15:12 Mathieu Shanks  

Yep, no problem. 

, 

00:15:13 Michael Khazzam  

OK, so so basically. Now, I have been given the company's contact to be in touch with him, but the good 

thing about these drums is that whatever they use comes packaged in a plastic liner in these drums. So 

once a plastic liner is removed from these carton drums, they're basically like new and I can use them. I 

rip off the old label, I put on my label and and and you have something even better than recycling. It's 

reusing. And this is something that, you know, I could be making a long term connection with this 

company and we could be doing business for a long time. Instead of paying a hazmat team to dispose of 

the of their drums, I'm going to be reusing them and reselling them. 

, 

00:16:07 Mathieu Shanks  

That's great. Yeah, I mean, it's it's a perfect example of the circular economy. Great. Thanks for thanks for 

that. Do you have any other similar examples you'd like to share? 

, 

00:16:21 Michael Khazzam  

In terms of Overstock. 

, 

00:16:24 Mathieu Shanks  

In terms of overstock or... 

, 

00:16:27 Michael Khazzam  

We have these 20 litre containers that we have in overstock that we advertised on BizBiz Share, and there 

was I don't know how this company came about, but it was a company that offers hunting activities and 

they're like a hunting activity provider. So like they have groups and they take them hunting in Quebec 

and they use these 20 liter containers to bring water with them on their hunting trips. So they're like, we 

saw that we had them overstocking that, like, perfect. You know, we'll take like we'll take like a pallet of 



141 

 

these things. So it's like it's making connections where, you know, you wouldn't have thought you'd be 

making connections. 

, 

00:17:22 Mathieu Shanks  

Awesome, yeah, that's quite exciting, I have to say. Um, great, then great. I'll move on to the next question 

I have here, which is kind of following the use of BizBiz share. Has your company started using its 

resources and materials differently? 

, 

00:17:48 Michael Khazzam  

Let me think about that. We're a very on the onset. We're very. A slim company, meaning that when we 

have materials. That we use... OK, this is a good example. So so let's say there's a formulation that I have 

to make for a client that's a private private label. So client approaches us. They say, I need this type of 

product. Can you make it for me? So we develop the formulation and they say, OK, yeah, we can make it 

for you, but it needs raw materials that don't. That don't that we don't currently have and we have to order, 

especially for you. So they say, yes, you can order for us, so we order and all of a sudden the client will 

say, OK, you know, I don't want to sell this product and I want to stop selling this product. Now, I have 

raw materials that I don't use. That I don't know what to do with because they don't belong in any of my 

formulations, I've got them specifically for a client, what I can do now is that. It it takes the risk away 

from raw material purchases for me, because I can advertise the excess raw material that I have now on 

BizBiz Share. There are other companies, other manufacturers could be interested in the raw material that 

I have that I'm no longer using. So it's kind of like it did take a little bit of the raw material purchasing risk 

away, having access to the platform with other people who may require that raw material. 

, 

00:19:33 Mathieu Shanks  

Great. Yeah, that's that's a great example. All right, I was wondering, do do you do renting throughout the 

platform? Do you rent any? I don't know, capacity or resources or whatnot. Through BizBiz Share? 

, 

00:19:51 Michael Khazzam  

We are not because as it is right now, we're kind of overcapacity with all the equipment and all the space 

that we have, so particularly us, we're not renting out anything, any equipment or space at the moment. 

, 

00:20:10 Mathieu Shanks  
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OK, cool. Great, then I'd like to kind of follow up a little bit on the example you gave earlier of. Yeah, 

taking to the pharmaceuticals drums, how does the how does that work in terms of transportation and stuff 

now that you've I guess you've done that a few times during your own transportation or you still use the 

BizBiz transportation and so on? How does that work? 

, 

00:20:42 Michael Khazzam  

So I haven't done it yet. I made the first contact with the pharmaceutical company, but I have yet to 

receive the first load from them. But what I would do is over BizBiz share. I would get a quote from the 

transport company to see how much it would cost to bring it in. It's just much easier for me to do the 

transaction over there than to than to start looking at other companies and giving the information required 

and all that stuff. I would go through BizBiz Share to try to to try to use use it to its full potential basis. 

, 

00:21:21 Mathieu Shanks  

Mm hmm. Great. OK, awesome. And that kind of leads me to another question. Similar a similar one. 

When you you take back those packaging from your customers, you know, the I guess the things that 

contant the powder. How does that how do you do that? Does this business have any role in that process 

or. It's completely in-house. 

, 

00:21:44 Michael Khazzam  

So it's going to be completely in-house, I know that the plastic liner that contains the product is very 

hazardous. So that's something that's disposed of at the pharmaceutical company we just pick up. We 

would again, it's not done yet, but we would just pick up the the carbon, the carton carton drum. And when 

we pick it up, it's going to have a lid on it. And if I open the lid, there's going to be nothing inside because 

it's going to be already treated at the at the pharmaceutical company. 

, 

00:22:17 Mathieu Shanks  

OK, great. Awesome. All right, then I'd like to know, yeah, in terms of BizBiz share in general, how do 

you, well, do you first do you think it enables the circular economy? And if so, how does it do so? 

, 

00:22:42 Michael Khazzam  

It gives small and medium businesses. It's like a right hand man for small and medium right hand man or 

woman for small and medium businesses, but basically it it makes the introduction to new companies in 

your area or or rather in whatever area BizBiz Share is is operating. It makes the introduction much easier 
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sometimes. A small and medium businesses are not very much adept to doing business over the Internet. I 

mean, you would think, you know, 20 21, you would think that all businesses are on the Internet and can 

easily do businesses on the Internet. But, no, it's not the case. A lot of these industrial type of businesses 

don't have an online presence. BizBiz share gives them an online presence in terms of their profile. And 

once they create a profile BizBiz share and the BizBiz Wiz will go and help put up the services that he 

offers. He either has a really dated. This is a company that either has a really dated website or has a 

website that's not really functional. It's a type of company that maybe you try to callbut no one answers the 

phone or the person you need to speak to is not really available because they are really heavily involved in 

operations. So it kind of it makes connections easier, which is the most important thing to to do a business 

transaction is that you need that initial connection. You speak to them and it's like, oh, you know, I saw 

your profile on on BizBiz share and you immediately have that connection. And if that answers your 

question, 

, 

00:24:46 Mathieu Shanks  

Yeah, yeah, sure, yeah, definitely. And it's it's very interesting because it also relates to some other things 

I heard in the interviews, especially regarding, you know, some for example, some companies using the 

same processes for the last, you know, five, 10, 15, 20 years even. And also relating to that sometimes 

difficulty with with Internet and whatnot. So it makes a lot of sense. Great. Um, yeah, I'd like to know that 

from your perspective. Kind of. Do you think the share could increasingly participate and take advantage 

in the circular economy? If so, how? 

, 

00:25:38 Michael Khazzam  

Yes, I think they could it's going to require lots of advertising dollars. It's it's something that, if properly 

advertised, can really become a primary way, that small and medium businesses look for services instead 

of word of mouth or instead of, you know, always operating with the same supplier that you've been 

dealing with for a long time. It's basically it could become you know, the more members that share has, 

the more powerful it is. And I know right now BizBiz share is selling white label platforms to cities and 

everything as cities and associations, manufacturing associations, small cities. The immense database that 

BizBiz share will have of all these companies offering services, if put together, is is very powerful in 

terms of the connections that can be made between companies. So I think that if lots of money is spent on 

advertising. By phone, on radio, billboards, on Google, even on Facebook, for some companies, I think it 

can become more of a powerful tool. 

, 



144 

 

00:27:15 Mathieu Shanks  

So it's kind of like as a main platform just to kind of make partnerships and stuff more than actually 

necessarily going in the transactions per se of renting and selling and and so on? 

, 

00:27:33 Michael Khazzam  

Making transactions and also selling overstock and also renting idle equipment. Lots of companies have 

specific equipment, so the only way they're going to find users, renters for that equipment is by expanding 

the amount of members in the database, basically expanding the chance that you'll have someone else 

renting that equipment. So it's really the power, the power of the database, the power of the platform is in 

the amount of and the number of members that you have. 

, 

00:28:14 Mathieu Shanks  

Yeah, perfect. I mean, that makes a lot of sense as well, what's with network effects and so on. All right, 

let's see. Yes, something that I was kind of maybe curious with some of the other interviews was just the 

idea of increasing services in a way. What would you see as maybe other services you think BizBiz Share 

could offer to its users, maybe things that they're not doing yet or that they're doing not enough of. 

, 

00:28:51 Michael Khazzam  

So BizBiz share has a very strong. A software source code, the the source code that was developed for the 

platform can be used in terms of different opportunities and I can't really go into detail on what we have 

thought about, you know, other kinds of tools that that we may be looking at. But we are looking at 

different tools that are that will be available to members using using some of our our source code just in a 

different way. I can't really expand on it, though, 

, 

00:29:38 Mathieu Shanks  

No worries. 

, 

00:29:40 Michael Khazzam  

You'll see soon. You'll see soon enough that going into effect. But as a user, as a user, you know. Well, 

but we looked at was kind of how to make it the easiest thing to use as possible and how. BizBiz can be 

with the user in the transaction the entire step of the way, so it's kind of like we BizBiz, you know, we 

thought we covered all the steps that we needed to facilitate a transaction. But still, some people call 
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BizBiz or BizBiz will call it kind of advance a transaction and kind of see what the snob's are. So we're 

always learning. About what can be done to facilitate. 

, 

00:30:41 Mathieu Shanks  

OK, great. All right. Yeah, and it made me think I was talking with Pierre-Olivier and Elliot as well, 

actually, and there's something that I thought was maybe an opportunity. And Elliott kind of shared that. 

And maybe it relates to what you were just thinking about a moment ago. But like we we discussed it, the 

idea of installing Iot sensors on some of the assets and resources of of some of some users. What would be 

kind of your thoughts on that as a user yourself? 

, 

00:31:21 Michael Khazzam  

So I'm actually developing a novelty sensor myself. Not for that purpose. It's for a different purpose in 

terms of in terms of chemicals. But I'm very, very familiar with Iot sensors. We're actually doing the 

programming in-house, like I'm doing part of the programming myself. And in terms of Iot sensors, I think 

that and this is a conversation that we've had in the past. So I guess if they told you about it, I guess I'm 

open to talk about it. But I think that having an Iot sensor is a great idea for a company that is renting out 

lots of equipment, just like a company that sells construction equipment as their main business line. You 

know, just renting out construction equipment. Sensors are great for for those for those types of 

companies. If there's a lot of in and out, if there's a lot of in and out, that's where the sensors will prove 

their purpose. But. If there isn't a lot of in and out the BizBiz users won't really be able to use the sensors 

to their full potential. If something is rented, maybe. I don't know, one month out of the year and it stays 

and the equipment stays on the rack for the rest of the 11 months, you know, what's that sense are going to 

do to you? It may give you location of the asset in your warehouse. But if that's not your you know, if you 

just have a couple of assets for rent in your warehouse, then you know where they are. You know, you 

don't need a sensor telling you where they are. But but, yeah, I mean, there's already companies 

developing sensors that give warehouse location and that gives GPS location too there's companies that 

that, you know, you wear this you wear, this virtual reality headset. 

, 

00:33:24 Michael Khazzam  

And you look up at your racks and you see what each item on the rack is in the virtual like in the through 

the glasses that you wear. It's like a lot of this stuff is is being developed now. We had a conversation 

about Iot, but it wasn't a priority. I mean, if there wasn't any demand for it either. 

, 
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00:33:50 Mathieu Shanks  

Yeah, that echoes very much what the two others were saying as well, so it's yeah, it was just kind of, you 

know, something an idea that kind of came into conversation. But but it's just it seems like the priorities 

elsewhere at the moment, reasonably so. 

, 

00:34:08 Michael Khazzam  

I am I am all for using cheap sensors. I'm all for that. It's the best the Iot in the Iot sector is the best thing 

that came to that came to different, you know, heavy industries. And if employed properly, they're 

extremely valuable. 

, 

00:34:30 Mathieu Shanks  

Yeah, totally agree, I mean, I think there's some good examples of that, which would be, for example, 

CAT the heavy yet to do like tractors and stuff or even in the aerospace field. It's quite amazing what they 

can do with the with sensors. Yeah. So, yeah, that also sparked my my interest and ideas of, hey, maybe 

BizBiz could could use this somehow. So I'm still trying to figure if there's anything I can suggest in the 

thesis about this. So trying to fish for some information there. 

, 

00:35:01 Michael Khazzam  

I love data man, I lovedata. I eat it up. 

, 

00:35:11 Mathieu Shanks  

So it sounds good then. Yeah. I'd like to, you know. Kind of, yeah. What do you think from your point of 

view again, what do you think are the most valuable managerial capabilities in business share. 

, 

00:35:26 Michael Khazzam  

What do you mean by managerial capabilities? 

, 

00:35:29 Mathieu Shanks  

It could be, for example, how they I don't know how they find new opportunities, how they react to them, 

how they reconfigure their operations, how do they react to to to what's going on in the environment, for 

example. 

, 

00:35:45 Michael Khazzam  
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So this is this is BizBiz staff themselves or these are users? 

, 

00:35:50 Mathieu Shanks  

BizBiz staff per se, like the especially the management team, for example. But it could also be other 

members of the staff. 

, 

00:35:58 Michael Khazzam  

OK, so, so sorry. The question was again? 

, 

00:36:01 Mathieu Shanks  

What do you what do you think are the most valuable managerial capabilities in BizBiz Share? 

, 

00:36:07 Michael Khazzam  

OK. I would say. The most valuable capabilities are being quick to react. I think that. This the because of 

the pandemic, the the way BizBiz conduct business has shifted a lot. And BizBiz was very quick to react 

to that before the pandemic, we've we've had a lot of requests for, not a lot very little requests for white 

label white labels, basically a platform that's designed specifically for an organization or city or whatever 

thing has many members. Ever since the pandemic started, there has been a lot of interest in white label, 

specifically because chains of supply are broken and companies are just trying to constantly source new 

suppliers and new products, whether it be local or whether it be, you know, in places that are not overseas, 

but not too far away. So. Cities and associations are also becoming quick to adapt to new methods to give 

members, whether it be small and medium businesses in their district or members in their association, 

giving them the tools to look for new sources of supply, to keep businesses going, to keep employees busy 

and not being laid off. So business so. So BizBiz had quickly adapted to offer a white label as the main 

product line. So not push member. Member sign up per se, but push a white label platform for associations 

and cities, and it's being taken up very well. If we were not quick to adapt and if and if we did not have the 

programmers available to what's not available, if we did not have the right programmers who were able to 

adapt the software to a white label environment, then it would have been difficult. It would have been 

difficult to survive the pandemic. 

, 

00:38:46 Mathieu Shanks  
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Yeah, that's super interesting and it makes me wonder, and I haven't had any information on that, to be 

honest, but the white labels are. They have. Are new thing for the new thing since the pandemic started, or 

was BizBiz already doing that before? 

, 

00:39:02 Michael Khazzam  

They were, it wasn't the main selling development, but it wasn't the main the main product that they were 

trying to sell. It was basically, you know, basically we were going revenue based on transactions. And 

now it's more after the pandemic and during the pandemic. It's been revenue based on white label sales. 

That's what it's been and and it's it's completely flipped because of the pandemic. 

, 

00:39:41 Mathieu Shanks  

Great, yeah, that's super interesting and thinking about that flip that you're talking about, would you know 

how would you have any information on how that kind of operationalized itself internally? 

, 

00:39:54 Michael Khazzam  

I don't have that info that's PO. And Elliot can you know, I just know I am an active investor. I have I 

went on sales meetings to different businesses, associations and everything with Pierre, Pierre Daigneault, 

Not Pierre-Olivier. And and I have been doing, you know, a couple of things that BizBiz share asked me 

to do internally and stuff like that. But I'm not I'm not familiar with, like the the inner workings, for 

example, of how that came about. 

, 

00:40:35 Mathieu Shanks  

Yeah, perfect. No worries, then I'll be trying to ask that to Pierre if I can get a hold of him soon. 

, 

00:40:43 Michael Khazzam  

Pierre-Olivier, yeah, not Pierre Daigneault. 

, 

00:40:47 Mathieu Shanks  

OK. OK, I thought maybe he would know as well, but then I'll maybe I'll redirect that to Pierre=Olivier. 

Yes. Awesome, great. Thanks for that. And what else. Yeah. I'd like to know, do you think that BizBiz 

share could contribute to kind of separation of waste in companies? So I'm thinking, for instance, one 

company understands that, hey, we can make money with our waste, let's sort it out better or something so 

we can take advantage of that 
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, 

00:41:20 Michael Khazzam  

perfect example that I just gave you with the packaging that they were throwing out that the 

pharmaceutical company was throwing out. And now they are and now they're selling it to me instead. 

, 

00:41:34 Mathieu Shanks  

OK, great, yeah, and do you know if they've done that for other waste that they have or just you just know 

for that one? 

, 

00:41:41 Michael Khazzam  

Just know for that one. I don't have any other examples. That's really the. The prime example that I know 

in terms of waste redirection. 

, 

00:42:00 Mathieu Shanks  

Mm hmm. And I guess as you would have an example within Dana chemicals related or indirectly related 

to that? 

, 

00:42:08 Michael Khazzam 

For waste redirection? 

, 

00:42:10 Mathieu Shanks  

Yeah for waste redirection or whatever you can think of, maybe. 

, 

00:42:14 Michael Khazzam 

**Recording had issue**  

, 

00:42:52 Mathieu Shanks  

Sounds super interesting and hopefully that will that will work out for you. So it's a good thing to to look 

into that stuff. I'm happy to hear that. Yes, it's okay. I had another question and it kind of slipped out of 

my mind as we were discussing. Oh, yes, and that will be my last question, I think, but do you think that 

BizBiz share could take more advantage or... First, do you they take advantage? And if they could do 

more of that of like from a reputational point of view of participating in the sharing economy or circular 

economy? Um, yeah. Any thoughts on that? 
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, 

00:43:39 Michael Khazzam  

I think they're doing a very good job right now of of of how they're how they're advertising it. There was 

recently a partnership with the Construction Association of Quebec. Did they did they tell you about that? 

That specific one, that specific partnership, which is being advertised both by BizBiz share and by the 

Association of Construction of Quebec, is really that's this is the one that's really causing a lot of people to 

turn their heads and to really talk about the platform. Lots of transaction. And it was the right time to do it 

too, because wood has tripled in price since last year. Sheetmetal has almost doubled in price. But lots of 

this stuff that's being used in construction, a lot of materials have gone up in price significantly. So there's 

lots of contractors who have had overstock sitting in warehouses since, you know, twenty nineteen that are 

now advertising it for sale on on BizBiz construction. This has not only gotten us press in local 

newspapers and things like that, but they've also been conducting interviews with users who have been 

doing the transactions. And that has been really you know, it was it was the construction industry that 

really is hot right now. It's really hot right now because no one's going on vacation. Everyone is wants to 

put a pool in their backyard. So it's really a sector that's hot, material is expensive and giving contractors 

an opportunity, a platform to source material at maybe cheaper prices or to actually source to actually be 

able to get material is also an issue. So it's BizBiz Construction is really the one that that has taken off in 

terms of advertising of the platform, I think. 

, 

00:45:49 Mathieu Shanks  

Great. Yeah, that's an amazing example. Yeah. You know also because it shows kind of the two sides, I 

guess, taking advantage from that, so that's ... 

, 

00:46:00 Michael Khazzam  

You need you need a hot industry that everyone's talking about that all the news sources are covering, then 

you're going to get taken up into the wave where there's going to be like, oh, oh, you know, you had an 

article on this in this media outlets. Oh, let's let's this other media outlet wants to interview you based on 

that based on that article. They love covering the hot topics to try to get them to cover BizBiz share before 

this was was kind of difficult, even though it was, you know, in terms of sustainability, it was amazing for 

companies in terms of circular economy. It was great for companies. It was still difficult because it wasn't 

a hot topic. But now that it's a hot topic, like it's really being covered well. 

, 

00:46:44 Mathieu Shanks  
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That's amazing, yeah. And yet, for once, it's kind of like where you would wish that Journal de Montreal 

kind of takes you up for a good article and spreads news about you. 

, 

00:46:54 Michael Khazzam  

Exactly. We were mentioned in La Press last week, and it was it was through a random article about this 

company that sells secondhand like Gucci and like a high end designer designer where they're talking 

about that. And then they were talking about all that was BizBiz share with BizBiz Constuction. And they 

also do this for construction material. It was it was it was funny. But, yeah, once, you know, it required it 

really made companies wake up. This whole pandemic, made companies wake up. They were doing 

everything using the Just-In-Time inventory management. And now they see that sometimes just in time 

does not work. So then they're stuck. They don't have any raw material because they get everything just in 

time for the production. Right. They need to. And a lot of companies don't have the cash flow to buy. 

Enough material for them to use for many months over a different production lines, you know, so 

everyone is is just buying what they need, buying what they need, buying what they need. They use up 

what they need in one production. OK, we need more. Oh, I'm sorry. You know, there was a there was a 

freeze. And in Houston, Texas, and all of the factories that produce solvents are offline and it'll take them 

two weeks to, you know, once they are offline. They have to stay offline for two weeks and then they have 

the whole start of procedure, and then they're going to get to the back orders, and then they'll get to 

producing your your solvents or whatever you need. So businesses is stuck with employees that have 

nothing to do with no raw material, with a not only closed solvent manufacturer because of because of bad 

weather, but also a solvent manufacturer that's working at 50 percent because of issues finding employees, 

because of covid. 

, 

00:49:06 Michael Khazzam  

It's like a double, triple whammy. 

, 

00:49:12 Mathieu Shanks  

That's a very good example, and you would think, you know, having a platform like this would actually 

help them in that situation, you know, get either so for employees and stuff. 

, 

00:49:22 Michael Khazzam  

Yeah, yeah. So what do they do? So then they'll go on BizBiz Share. I have an employee who is who has 

four hours of time every day for the next three months trying to find him work, trying to use him as a 
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consultant for other companies. It's like that. That's when they hop on to BizBiz Share and they start 

advertising hard. 

, 

00:49:43 Mathieu Shanks  

Yeah, well, hopefully that'll happen increasingly so. Yeah, great. I mean, that's that was all my question. 

This was very interesting. Is there any anything else you want to you want to share anything that came up 

to your mind that you'd like to share with me? 

, 

00:50:00 Michael Khazzam  

No, but I'm open to elaborate on on anything that you need after you listen to the conversation again and 

you take notes. I'm open to to elaborate because I think it's it's an important operational transition that a lot 

of companies are going to be going through. A lot of companies are just going to be going back to just in 

time after this is all done. But a lot of companies are going to be looking at the circular economy now. 

And it's going to be interesting to see what's going to happen in the next year. 

, 

00:50:39 Mathieu Shanks  

Yeah, with inflation, you were going to say, sorry, can I cut you there? 

, 

00:50:47 Michael Khazzam  

So, yeah, I said especially with inflation now, now, you know, how do you how do you start cutting costs? 

Because material costs are going up, you know, just in time is not cutting costs, just in time inventory. Is, 

if anything, increasing your costs of getting material. So it's kind of like you have to really relook at your 

business model and see, you know, how you can stay competitive. 

, 

00:51:19 Mathieu Shanks  

Yeah, and we'll see if BizBiz share is the key to that for a lot of companies. Hopefully so. 

, 

00:51:23 Michael Khazzam  

Yeah, it is. It's a good resource to have. But people like I said, BizBiz Share has to advertise better and 

kind of remind people that it's there and that they can use the tool because once they use it, they will 

always remember it. 

, 

00:51:40 Mathieu Shanks  
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Yeah, that's an interesting point. You you mark there. And yeah, there's been there's been mix things 

shared about that, actually, of, you know, keeping people coming back to the platform and making sure, 

you know, that they're not like they're active users and also a challenge of getting people on the platform. 

So it's yeah, I guess it kind of relates to that. 

, 

00:52:01 Michael Khazzam  

Yeah. We have some some ways of of doing this. And in the future there's going to be some some easier 

ways of staying on the platform and using the platform. So I'm very excited for that. 

, 

00:52:14 Mathieu Shanks  

Cool. That sounds great. All right, Mike, I don't want to keep you any longer. Thank you so much for your 

time. And yeah, if there's anything else that pops to your mind, feel free to to let me know. I'm still going 

to be working on this thesis for another another few weeks before I can finally hand it in. 

, 
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Appendix 8: Interview with Pierre Daigneault  

Interview date: 21.06.2021 

Speakers: Pierre Daigneault (BizBiz Share Chief Strategy Officer) & Mathieu Shanks 

 

00:00:03 Mathieu Shanks  

Starting recording... 

, 

00:00:12 Mathieu Shanks  

Perfect. All right, then. Let's switch to English. I'd like to start with a kind of an easy question. Could you 

briefly introduce yourself and what is your position in the company? 

, 

00:00:22 Pierre Daigneault  

Yes, my name is Pierre Daigneault and I'm actually the chief strategy officer for BizBiz Share. 

, 

00:00:30 Mathieu Shanks  

Great. Amazing. And could you briefly explain how you understand the concept of the circular economy, 

maybe in a few words? 

, 

00:00:39 Pierre Daigneault  

Well, it's in a few words. It's, I would say a. I can't put it in a few words. It's it's more about a change of 

paradigm, actually, right now from, as you know and I know, from the linear economy to a circular 

economy where we would make use of most of the assets out there, the resources of there, instead of 

getting rid of them through the landfill whatsoever. So that's basically what I would say about the concept 

of economy. 

, 

00:01:14 Mathieu Shanks  

Perfect. Great, thank you. All right, I'd like to know kind of from your from your perspective, what would 

you consider as the company's most important capabilities? And here I'm thinking, for example, it could 

be organizational skills, competencies, processes and so on. 

, 

00:01:32 Pierre Daigneault  
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I would say our technology. We took the initiative six years ago to bring to the B2B market or segment, I 

would say the sharing economy, which was which was nonexistent six years ago. So we have developed 

and adapted a technology to cater that particular vertical. 

, 

00:01:54 Mathieu Shanks  

Great. OK. And I had heard about in some other interviews kind of following up on this question as well. I 

heard that's adaptability and being able to react quickly was a big component. Would you would you first 

kind of agree with that? And are there other really, like, kind of similar. 

, 

00:02:15 Pierre Daigneault  

Yeah. So it's like. Yeah. So we're not talking about the product here. We're talking about the the the 

organization basically. So in that case, I would agree with you where small teams were a small company 

where startup basically still after six years. So for that matter, we need to be agile and be very flexible, 

which we are. And even more so that, you know, the first question you ask regarding the economy, for a 

lot of people, it's still ambiguous. So therefore, you need to be able to adapt to everybody's needs and 

understanding of the circular economy. So, yes, I do agree with that. That statement actually that we are 

very or it could we could be more agile, even more so, depending on when you speak. But we we 

definitely are a very quick reaction type of organization. 

, 

00:03:05 Mathieu Shanks  

Great, awesome, and actually it made me think in there, yeah, in one of the interviews, there was this this 

topic where with the pandemic that arrived, the company had to kind of move towards going maybe more 

towards white labels. I'd be very curious to know kind of your take on that. How did that operate itself in 

the company going from maybe one kind of product line to the other? 

, 

00:03:31 Pierre Daigneault  

Yeah, well, that's a good question, because I was the initiator of most of those whitelabels. So absolutely. 

Our initial model when we started this company back in the days was to have one big worldwide platform. 

Think of Airbnb basically for the businesses. The only thing the pandemic changed, basically for us, it 

didn't slow down the operation on our first marketplace that we launched, which was BizBiz Share, where 

it was a little bit slower, but still people were going towards it or migrating towards it, even more so 

because of the pandemic. Exactly. Thay we're having a problem getting resources. So that gave us kind of 

a peak in terms of exposure out there and that brought to, towards us. Also some requests for licensing. So 
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there are organizations out there that knew about us or were discovering us and the knock at their doors 

and asked if we were open to let go territory licensing or I would say trade license. And so we said, why 

not? Let's try it. Let's see how it goes. And from that model, actually, we realized that it's probably the 

most powerful way to scale our company, because obviously the locality with the closeness of businesses 

to each other is certainly a I would say one of the advantage of being able to use a platform such as ours. 

So it makes sense. And since then, well, we have several marketplace out there and we're focusing our 

business development in finding organizations around the world. Actually, right now, we're not only in 

Canada, but we're actually entertaining some very serious conversation with some organization, in the 

States (US) and also in Europe right now as well. So always for the purpose of letting go territory or trade 

license for organization. So today we have the actually. Cities with whom we're negotiating, we signed 

one this week again, which is finalized and having a partnership with Ontario with a major organization in 

Ontario which going to sub license their own license. 

, 

00:05:42 Pierre Daigneault  

So this model is not only good for us, but it's also good for our licensee where they're able also on their 

end to get some sub licensing on their territory. So it became basically our business model for all the 

reason I said it's also the best way, I think, to to promote the circular economy or the sharing economy 

amongst businesses, because then we have many, many voices out there talking about it, every licensee 

has obviously an outreach that we that we don't necessarily have, think about being in B.C. and since 

we're not there. So it's harder for us to to stimulate people to do or to go on to our business platform over 

there. Whereas if it's a company based out of B.C. who's animating and promoting that platform over 

there, they most likely will have much more success. So that became our model at this point. So, yes, 

we're expecting to, this year, we would like to finish the year with at least, I would say, anywhere between 

15 and 20 different licenses being operating. 

, 

00:06:50 Mathieu Shanks  

Great. Wow, that's that's fantastic. I'm actually very happy to hear that. It sounds like there's new progress 

going on there. So also expanding to the U.S. and Europe, I think is is very interesting. Great. All right. 

Now, that was a perfect, good, good complete answer. I'll dive more into something more related to the 

circular economy. And it's something I haven't seen or heard that much yet so far in the interviews. But 

maybe you have a different take on that. And I was wondering, does BizBiz share contribute to separating 

materials such as rechanneling waste to be reused or cascaded to new products, for example? 

, 
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00:07:33 Pierre Daigneault  

If we do so, no. We facilitate we are a facilitator basically, but we do not get involved in any type of 

contractual relationship between two parties. But we will facilitate. So let's say you need or you have 

waste that will you have some type of residue and you advertise it on this basis. If we can find someone to, 

or wake up someone about it, we will do it. But we do not have a specific mission of providing services 

regarding to categorization of waste and or optimization of those wastes, besides offering a platform 

where they could obviously advertise them for whoever needs them basically. 

, 

00:08:17 Mathieu Shanks  

Right. OK, yeah, that makes a lot of sense. 

, 

00:08:20 Pierre Daigneault  

And you have to keep in mind, our model is a model of a middleman. Basically, we do not own anything. 

And you know the expression in the sharing economy, you don't own anything. You don't produce 

anything. We facilitate the needs of and the wants of companies. Basically, we don't own we don't 

negotiate on their behalf. We don't do anything. So basically offering a platform. 

, 

00:08:47 Mathieu Shanks  

Right, yeah, um, OK, yeah, and I'm thinking like, would that be, uh. Yeah, I don't know if that would 

make sense. You would have a better take on me on that. But would it be something that could be 

interesting in the future to offer this kind of as one of the, you know, one of the platform filters or 

components where you would offer to have this waste rechanneling situation? 

, 

00:09:14 Pierre Daigneault  

Well, in some of our marketplace, it will become something that we will address. It always depend to 

whom we're letting go the license and if it's part of their business model, their own business model, and if 

it is, we will adapt. You have to keep in mind that this is something that I and I talk a lot about when 

you're talking about and what we say in French, 'l'écologie industrielle' [industrial symbiosis] or those 

particular models are very niche. And what I like to say is that if you take any, given industrial park, 

probably about 10 percent of those and those are not numbers that need double check, but just from my 

feeling probably only 10 percent of the companies in any type of industrial park. Let's say there's a 100 

companies it is probably 10 percent of them do or does have leftovers materials or I would say residues 

from their production line. So that's a very small amount, 10 percent. And among those 10 percent, they 
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have probably another 10 to 20 percent only of those organization that would be interested in optimizing 

their their resources, basically talking about residues. So it's very niche. And therefore, I don't think that 

we would focus strictly on that business model here in Quebec. You discover in and around the world 

there are some people who are specializing in optimizing those type of resources in ninety nine point 

ninety nine percent of the cases. I saw they are subsidized by the government. It's not a private business , 

because as far as I'm concerned. I don't think it's sustainable business because of the size of the industry. 

And there's just so many and so much companies that are open to this concept, whereas what we offer is 

more at the optimization of any type of resources that you have. And it generates revenues and every in 

any and every company does have resources. So I would say the pie is much bigger on our end than if you 

just focus on the residue basically industrial residues out there. If that makes sense. 

, 

00:11:24 Mathieu Shanks  

Yeah, absolutely, yes, definitely. And yeah, it's yeah, it's echoing a lot of what I've already heard for. 

Yeah, especially today. I think that the financial component is clearly something that seems quite critical. 

And this will lead me to my next question, which is what do you think are the main enabling factors and 

challenges for your users to use your company's services? 

, 

00:11:53 Pierre Daigneault  

You know, it's all about being out there and people knowing about us. We see that very easily, actually. 

Whenever there's an article in the newspaper or on the radio or on TV or whatever about us, we get a big 

spike of registrations. So, this is constant every time there's a newspaper talking about us. So it's a matter 

of being out there getting known about it because obviously it's a new concept. So that's the most. I would 

say the biggest hurdle that we have right now, once organizations get on the platform, they get it, they 

understand it, then for them it becomes it becomes a tool. And that's our objective, basically, that we 

become a tool for any given company to use on a daily basis and an annual basis also. We are not a tool 

for one particular trade. We're a tool to implement into a business and use it on a daily basis for your 

needs or for you, whatever you want to optimize. 

, 

00:12:55 Mathieu Shanks  

Great. All right. That makes total sense, of course, 

, 

00:13:01 Pierre Daigneault  
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And again, technology, again, as I said, it's the most important thing and being out there. And the quality 

of our technology is also what enticed people to use it and what we understood from our past experience, 

that such a marketplace has to be friction free, basically very easy to use, very simple to join, you have to 

remove all of the hurdles. And we've lived through that. So today we think that we have a business model 

that's certainly better than it was five years ago. So yeah. 

, 

00:13:41 Mathieu Shanks  

All right, that's that was very good us. I'll go to the next question then. Do you think that BizBiz share 

could increasingly participate in this circular economy? If so, how could be, for example, new services, 

products or other? 

, 

00:13:58 Pierre Daigneault  

Well, we are by scaling through those licensing agreements that we have. So we are participating by 

enabling organizations that has memberships or cities. That citizen, corporate citizen to be able to bring to 

that network basically a tool such as ours. So we're part of that equation, obviously, since we are the 

originator of the concept and and also the technology providers. So on that matter, yes, we participate on a 

daily basis, because this is what we do, try to find organizations that wants to embrace the circular 

economy and we support the back- end, at the end of the day. Beside that, who knows I mean? And you 

were mentioning optimizing the industrial residues. We don't do it today. I don't see it, for all the reason I 

mentioned earlier, becoming a sustainable, revenue generating type of business. But who knows, maybe in 

one project will get involved there because there's going to be a potential there. So we're always open, as I 

said, it comes back to what we said initially, that we're very agile and we try to stay as reactive as possible 

to the demand. So. 

, 

00:15:13 Mathieu Shanks  

Great, perfect. Then I'll move to another one, another question I had here relating again to the circular 

economy. And, um, I was wondering, do you think that the company could increasingly take advantage of 

it? It could be, for example, in financial related or reputational advantages and or anything else you can 

think of. 

, 

00:15:36 Pierre Daigneault  

I'm not sure I understand the question properly, actually. 

, 
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00:15:41 Mathieu Shanks  

Yeah, I'll rephrase with an example. So during one of the interviews, I was talking with Mathilde, for 

example, and she was telling me that BizBiz share was increasingly doing partnerships with the Circular 

Economy Club and other kind of organizations. And that made me think, you know, if there are ways for 

businesses share to increasingly take advantage of the circular economy and being an enabler for that or, 

yeah, in terms of media attention or anything. 

, 

00:16:10 Pierre Daigneault  

Yeah, we are getting more and more invested in partnerships basically. Matter of fact, we signed a 

partnership last week. With... We just signed, let me find the name of this, which always mix it up. So it's 

called. The circular economy leader dot CA, which is an initiative that was launched by you know about 

them? 

, 

00:16:41 Mathieu Shanks  

I don't know yet. 

, 

00:16:44 Pierre Daigneault  

It's called the C, E,L, C, so it stands for the Circular Economy Leadership Canada. So it's an initiative 

from our government. Actually, at the last G7 summit here in Quebec, which was in 2018, they came out 

with this project basically to launch a circular economy Leadership Canada entity to promote, to stimulate, 

to grow the circular economy within Canada. So this is a main organization basically now in Canada. And 

we just became it was announced last week a strategic partner with them. So and we'll do more and more 

of those things because we're getting more, more and more often invited towards those think tanks, 

basically. So, yes, we we're active on that that front actually for two reasons. First of all, it's good 

exposure. And second of all, we want to make sure that we have an influence and a voice out there 

whenever it's time to talk about the circular economy and our experience and what we've been doing so far 

and trying to avoid mistakes for others, because we've lived through some of those mistakes. So, yeah. 

, 

00:17:58 Mathieu Shanks  

That's exactly kind of what I was looking for. All right. Let's see. Yeah, another question that kind of 

came up when I was talking with one of their users, Mike actually, and also an investor, I think, and he 

kind of sparkled at thought. And I was wondering maybe what would be your take on that. But to your 

knowledge, has your platform enabled some users to offer more services, for example, reducing their 
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focus on manufacturing and going towards more renting some of their capacity or things that might be 

enabled through your platform? 

, 

00:18:44 Pierre Daigneault  

I wouldn't be able to answer that question, but because I don't have the stats or have not looked into this, 

but it's you know, again, for us, it's it's all about optimizing and generating extra revenue. I take your 

question. I look at your question like for Airbnb where you have now some people who are purchasing 

literally apartments to put it on Airbnb and generate a business basically out of that. I don't see that in 

what we do because it's businesses already and they are already busy with what they're doing. And what 

they're looking to do is optimizing the downtime, generating extra revenue, amortizing basically the cost 

of their equipment. But to make it a business model, I am not sure about that. I don't think, perhaps, 

maybe there's going to be a guy out there that's going to surprise me. But it's more about what I own and 

what what can I generate out of it when I'm not using it, actually. So that's the way that's what I think 

actually the model will remain. But again, I'm up for surprise and why not. 

, 

00:19:53 Mathieu Shanks  

Yeah, I guess you never know how people will end up using it. Thanks for your take on that, because it 

also made me think, you know, there's especially when we look at Servitization, there's often the risk of 

rebound effects. So I thought, you know, hypothetically, if somebody, for example, buys like extra 

amounts of material to get economies of scale for his, you know, for his purchase of raw materials, for 

instance, and then make sure he has a little bit extra there to sell it on the platform. But I was wondering, 

does this already happen or what could it happen? 

, 

00:20:24 Pierre Daigneault  

The answer is yes, because we're working with as you probably already know, we have several platforms 

and one of them is in construction, BizBiz construction. And obviously, wood right now is a big challenge 

to get, because there's a shortage. So we have some big retailers out there, some BMR, you know them 

from Quebec, those type of hardware stores that are selling the extra capacity in the marketplace. So for 

them, it's a business. It's part of the business model. So we see that already. But is that going to become 

the main? Well, perhaps, it depends. Again, you're opening a good question here, because in the 

construction world, our intent is to make this BizBiz construction, basically the Amazon of the 

construction world. In the perfect world, if you ask us where we want to be, that's what we would like to 

become basically, the supply provider of construction industry across Canada. So eventually, obviously, 
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and we already do have some manufacturers selling doors and windows and whatnot through our channel. 

So perhaps, yeah, maybe some people will at the end of the day only utilize our marketplace. Perhaps it'd 

be interesting. We'll see. That's a good question Mathieu. 

, 

00:21:40 Mathieu Shanks  

Great well, yeah, that's that's amazing. I'll I'll stop the recording because I can see we're running out of 

time here. Give me a sec. 
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Appendix 9: Interview with Hilal Savas 

Interview date: 15.07.2021 

Speakers: Hilal Savas (BizBiz Share and Lighthouse BC, Circular Economy Specialist) & Mathieu Shanks 

 

00:00:04 Mathieu Shanks  

Let me know when it's telling you that it is recording. Yeah, awesome, great, then I'll start with the easy 

kind of first question, could you briefly introduce yourself and what is your position in the company 

BizBiz Share and Lighthouse? 

, 

00:00:25 Hilal Savas  

So I Hilal Savas am in a circular economy specialist. That's the official title that I work for, Lighthouse 

Sustainability Society. It's the full name of the organization. We're not for profit based in Vancouver, 

British Columbia. Company, established in 2006, I believe. And then since last what now, almost 15, 16 

years, we've been specifically working around the regenerative built environments. So actually lighthouses 

as the only organization who were teaching about people in Vancouver, about the lead certifications like 

all those green buildings, passive buildings, and how buildings can be less energy demanding and more 

energy efficient. And then so it's like we are a small team, a team of 10 people. And then eventually 

company evolved into with the like a green building principles to we start to look at and a little broader 

approach where it took us to lead us to the circular economy. And then so now we are looking at the 

things it's like more with the regenerative built environment concept. Yes, there is one building in there, 

but it's not about that. So what about the society around that or as just like when you look at it, for 

example, as a whole zone as a whole, the living space and who are the other stakeholders are all the way 

from industry to commercial to the residential. So we look at it as a whole. And then through the years, we 

started to come up with all those different tools and programs where help businesses to become more 

circular. And then one of the tool is right now we are offering part of the organization as BizBiz B.C. So 

the whole thing started before BizBiz B.C. We brought a concept called NISP. It's National Industrial 

Symbiosis Program. So it's all about industrial symbiosis concept that someone's waste can be the treasure 

for another one in the industry. And then we implemented this pilot and then it went for one and a half 

years. 

, 

00:03:04 Hilal Savas  

It was like really successful results we gained from that program. And after that covid happened. When it 

happened, we needed to digitalize the plot, like the offer that we give to people, the program that we 
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support people here in B.C. and then and then we were like after a research report that we did for 

Washington State and also for Washington State Department of Commerce. We figured out like we came 

across the BizBiz B.C. idea in that report when we were preparing for the Department of Commerce. And 

then we reached out and then Pierre and Elliot, you know, they're really amazing people. And then we, 

you know, immediately clicked because our purpose and values were the same. And then and they were 

also looking forward to expand this BizBiz Share concept to a different province back then. So it was like 

a really timely manner. And then so we signed agreements, we became a partner with them and then take 

over the B.C. operations. And right now, it was last year, June to twenty twenty, I believe, June 16, we 

launched the program. So here we are actually is like almost one year, one month. And then yeah, we've 

been we are working on to still like it's still developping progress cause just I don't know if it's too much 

introduction. Let me know... 

, 

00:04:40 Mathieu Shanks  

It's okay, keep going... 

, 

00:04:41 Hilal Savas 

Yeah... so far with the one year experience we have, I actually just downloaded how many members we 

have. Some of those members came from the NISP program because we already have very good base in 

here in Vancouver, B.C. But so far, let me check that exact two hundred eighty seven. I guess I saw that 

yesterday, but I will double check right now. Yeah, we have members and then more than five hundred 

resources already in the marketplace and really good partnerships came up. Yeah. Two hundred eighty 

four members right now. And so big, big partnerships that we signed and deal agreement for six months 

with a local financial institution called Vancity in BC, that they are offering this tool for when the business 

members who wants to contribute in the circular economy with the lighter living principles where I'm sure 

mentioned about this. But let's say you are a small business that you want to you need an equipment and 

you don't want to finance this. It's too risky for you to finance it. You don't have enough capital and then 

you're looking out for other options. And then here it is in the marketplace. You can just create that 

request and maybe next door the next business, and then you have the same equipment and they are not 

utilizing and you can actually either rent or lease for certain days of the month when you need it, or sorts 

of those kinds of like when Vancity saw the opportunity in that is why the financial institution and they 

were like, OK, we want to work together. And then so the nature of the deal was like utilizing their 

business advisors and getting their buy in and as their internal team. So when they go to talk to their 
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portfolio, they will pitch about teh BizBiz tool, the sharing economy tool and then they will introduce to 

their portfolio the business businesses to us, and then we will do the whole onboarding process. 

, 

00:07:15 Hilal Savas  

So far, it's really working nicely. And then although it's still slow, like because I guess everything is in 

BC, it's just a very new concept to hear people here. So we don't really have great numbers what Quebec is 

doing over there. But even though we don't have a baseline to compare, I guess, where we are right now, 

it's quite promising, especially to see the potential in B.C. and then. Yeah, so that's, I guess, a little bit 

introductions. 

, 

00:07:51 Mathieu Shanks  

Thanks for the brief introduction. Oh, that's great. Thank you. Because you also touched upon a few other 

questions which we might dig into a little bit further, but it gave a very nice overview, that's for sure. 

Thank you. And maybe just a very short clarification question. So then is the Lighthouse B.C. or. Yeah. Is 

that considered basically as a white label of BizBiz Share? 

, 

00:08:15 Hilal Savas  

I'm not sure. I guess that question is better. Should be asked to Pierre because they have a different, you 

know, like a global strategy, that they change it a lot over the years to like where we started versus where 

they are right now. It's like literally completely different business model. And I know that they were 

testing the B.C. market to see what's where is the actual potential for BizBiz share BizBiz Global. So I 

guess we kind of gave them a really nice. What is it, like a really nice input where their business should go 

and how we started first, it was only a licensing agreement, so just like we were. I guess in white label, 

you also responsible about some of the tech stuff, even though not a hundred percent, but I guess you need 

to have your in-house tech team somehow to manage the, I don't know, database or whatever, and then we 

don't have that like still we work with the Quebec team seven, 24 hours as you can to us as their extended 

arm for their BC operations. That's how I see it. And but after us, where they are as a business model, that 

they are huge on white label. And then even though when they do a province wide agreements or like a 

licensing agreements, that it's not like they're extended arm, who is doing that operations anymore. It's like 

a complete white label, if I if I understood right. So I guess that's a little bit different than our relationship 

at the moment. 

, 

00:10:09 Mathieu Shanks  
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Yeah, kind of sounds like an in between, but by the sounds of it from from the information I collected. 

Great. All right, then I'll jump in the kind of circular economy related questions. So from your perspective, 

how does BizBiz share enable the circular economy? 

, 

00:10:29 Hilal Savas 

So that's the circular economy is like really big like system approach. And it's like this is like a circular 

economy is not just the sharing economy, it's not just the resource marketplaces. So it's a huge system 

thinking approach. And but if you're going to if you're going to use if you're using the Ellen MacArthur 

definition of a circular economy, with that three principles. And again, like there's so many different, you 

know, system like what is it? The approach of that as well as MacArthur is one of them only just to 

highlight. But so if you remember that diagram, there is one with the no waste and then so the waste, the 

complete elimination, prevention of waste and then keeping the materials in use and then the renewable 

energy piece of the story, like with the three angle of the circular economy and the BizBiz shares places 

literally the second one, like keeping materials in use. And so with that mindset, BizBiz B.C. or the online 

marketplaces like BizBiz B.C., they have a huge space in keeping the materials in use because with our 

own experiences in Vancouver, not just with BizBiz, before the BizBiz within our NISP program, we find 

out that even though like and even in the industrial spaces, which is a very crowded space in the very 

small region and companies, they don't know each other, even though they are five minutes away from 

one another, they have no idea who is the founder, owner, which organization is there, and then what they 

use, what they waste. What I do bioproducts like, they literally have no freaking idea about anything and 

about each other. And then so what we figured out sometimes, like the synergy that we created through 

the NISP program was one mattress recycling companies wood waste when the mattress goes to a 

mattress, recycling companies. So there is a huge amount of wood waste comes from it from the 

mattresses. 

, 

00:12:50   

And in B.C. here in Vancouver, they all end up in the waste to energy facilities because the owners simply 

didn't know how to tackle that problem. And then she was also paying a lot of money for the third party 

companies to come and pick those wood waste from them and take to the waste to energy facility to burn 

it. And on the other hand, five minutes away, there was the cannabis growing company who needed this 

wood to burn in the boilers so it will warm up the greenhouse operations. And then on the other hand, the 

company were buying lots of wood from one, I don't know, wood facility company, but paying a lot of 

money to bring it and then so they can burn in their boilers and here we are connected. Then they're like, 
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oh my God. Like literally five minutes, how come we didn't know that? And then so I guess that's what 

I'm saying, is like online marketplaces like this BizBiz BC, it's a huge and it's a very simple example, but 

there is a huge value in that. And when you consider that all those organizations literally use this 

marketplace, how our individual selves using Facebook marketplace to sell our bags to, you know, 

airports to add on nail polishes or the simple stuff to not to put it in the garbage, but actually give it to 

someone who is in our neighborhoods. They will come and pick it up from us. If the businesses can 

transfer in that mindset, we will save a huge amount of waste and that can mean that will end up in 

landfills, plus that we're keeping the materials in the economy and then using continue using them and 

taking the best value in them. So and also we saw that it creates a lot of opportunities for the new 

products. And then so what's happening entrepreneurs see what's in the marketplaces like what are the, it's 

not just only for assets, it's also for waste too, because like and here in Vancouver, we also have a 

donation system other than on the trading, like, I guess Quebec does only buy, sell, rent, lease, but here we 

also donate. And then because of the donations and our history within NISP program, there are also many 

byproducts and waste products in the marketplace and then entrepreneurs use them. OK, so I can do 

something with this. Or we see, this is a continuous waste stream and it's actually not waste. I can make a 

value out of it. And then like, let me source it, for example, that's one example was there's a company 

called Bin Breeze. What they do, they based in Victoria, Vancouver Island. And then so they created this 

product where you can put in your compost. It's a powder form, that powder you put on your compost bin. 

It prevents the the odor and also the flies. The fruit flies from the compost bins and and the input for that. 

It's like more than 50 percent of the feedstock is just waste wood. And then so now, for example, he 

created a resource called it like I need waste wood. And then we did a promo for him. And then he 

connected with one of the architecture firm design shop that like a huge waste dust comes from from their 

operation daily. So it become like a continuous input for them. So those kind of connections that happens 

locally and on resource marketplaces, it's a great platform for those introductions and connections is not 

just only for, as I mentioned, like keeping materials in use, but also inspiring people to create more of a 

new circular product. 

, 

00:17:06 Mathieu Shanks  

Yeah, amazing. And it's it's very interesting because everything you just said there, I've heard from 

different people in different interviews, but you bring it all together in one, which is amazing. Um, great. 

Thank you. Thank you for that thorough answer that was great. Yeah, and I think this definitely relates 

directly to some of the stuff you just said, but and it's obviously related to the research question. So you 

think B2B as set sharing platforms can support the implementation of circular economy principles? And 
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here I'm thinking about designing out waste, thinking Cascade's business, building resilience with 

diversity, thinking in systems and so on. 

, 

00:17:48 Hilal Savas  

It definitely does, actually. We saw that. All right, so it's not everything is perfect, but there are so many 

challenges as well. So in B2B like especially with our experiences with NISP program that we ran 

industrial symbiosis one it was in person, it was to do an in-person workshops. And then so, what we used 

to do, we invite businesses we promote as a business opportunity and we invite the industry partners into 

one room. I'd say up to 50 people that we set them in the circular tables like a couple of them. And then it 

was like a half day event. So they used to talk about like what resources they have and what resources they 

want they are looking for. What I meant with what resources they have in terms of what they want to get 

rid of or what they can share or, you know, what like byproducts waste stream that they have that they 

don't use it anymore. Or what I meant with when they are looking for it's just can be an energy resource. 

So and that approach, that framework does like a kind of industrial symbiosis program, rely on a 

facilitator, which was me that I receive everything. It was a very manual approach. So there was nothing 

digital. But what I was going to say, what I what I'm going with this. So we didn't lead to organizations 

connect with each each other. I mean, eventually they were connecting and organically, like exchanging 

their phone numbers and everything for sure. But so the main contact was the facilitators. So because I 

took all this data, what was what was spoken in the workshop environments, which resources people told 

and later on go and I was doing the matchmaking who can use which resources? And I was the one who 

reached out to that organization, owner of the organization, and let them, you know, sending emails and 

doing the follow ups. 

, 

00:20:08 Hilal Savas  

Hey, guys, you have these resources, you have this resource. Why don't you work together? So it was a 

real long process and it wasn't B2B. So we didn't give a direct access immediately to the two organizations 

to one another. And I feel like through that process, we lost some big change. It like a big chances what 

could happen right after the workshop. But because I've relied on one single facilitator to initiate this 

conversation, do with that timeline, you kind of lost the momentum. And then I'm sure that we did some 

of those exchanges couldn't happen. They will otherwise easily happen. And then so I guess B2B there's a 

huge value like even I see right now, like with BizBiz share we do monthly newsletter, the moment that 

we share the monthly newsletter, when we highlight what's this month's hot resources and hot requests and 

when people see them, they send the direct email or message to the other person, like on and off the 
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person saying that, oh, hey, I saw that. Do you still have it? What how many pieces you have it? What are 

the dimensions? So it's like we live in twenty, twenty one. So it's just like it's amazing to get those instant 

messages, instant connections. There's a huge value in that. But with that, I'm just going to say one more 

thing to the facilitator role is really important because since this is a not really widely accepted concept, 

this resource marketplaces, most of those first engagements just stop there. And then people, they don't 

really check their business share accounts, like how we check our WhatsApp every day, maybe one day, 

when they remember, it's just like once in two weeks and once in three weeks. And then sometimes it's too 

late. If the other persons are not seeing those engagement, it's true that, like, you need to have those 

facilitators and you know who's sitting there, on the other side of the laptop, and then they see what's 

going on between those two organizations. 

, 

00:22:16 Hilal Savas  

And then just like one email saying that, oh, hey, I saw someone reach out to you. Why don't you check 

your inbox or do you have this resource, whatever? Why don't you share the dimensions or something? So 

you still need that 3rd person who was poking her finger and did the conversations and making sure those 

the connections and matches are happening otherwise, as we are not still not widely accepted, you know. 

It's yeah, it's definitely a great supplement in that sense, having the facilitator in place, but also B2B just 

like a huge thing and it's just the only way to do it. And especially in this century, like, you cannot rely on 

the other third parties or you cannot limit people's access to the other organizations, to the other people. 

Yeah, I guess it's definitely this is how I see it. 

, 

00:23:18 Mathieu Shanks  

Yeah, great, very interesting, and it also tackles. Yeah, I think you answered the two following questions I 

had in the process, so that's a great question. But I'll ask them anyways and I'll put them together because I 

think you already covered a good bit of it, but maybe sparkle more or ideas on your side. But the questions 

are basically what do you think are the main enablers and also challenges for business to business asset 

sharing platforms and the circular economy? 

, 

00:23:49 Hilal Savas  

Yeah, exactly. I guess like the enablers are, as I mentioned, that accessibility, transparency. And then just 

like one click that you can reach that person without relying on another 3rd perso n. Who will do the 

introduction or any other thing that's definitely an enabler and also seeing the options as well. So in other 

concept that we ran because it was too limiting, like you don't really show the people as a whole map and 
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show that what are the whole other resources? Even maybe they are looking for only ''A'' but you show 

them through the B2B marketplace places is just there is A1, A2, A3, A4. What about those? Maybe they 

will work better for you than what they were looking only for 'A' so I guess that's amazing in that sense. 

That's an enabler too that creates more matching and for the challenges. As for sure, it's literally like it's so 

crazy to me because as an individual I use Facebook marketplace for everything and I don't know how it is 

in Copenhagen, Denmark. But there are also called buy nothing groups. I don't know. Have you ever 

heard about them? So each Facebook there is a Facebook groups that are called buy nothing. So it's only 

your neighborhood, let's say right now I live in commercial in Vancouver Commercial Street, that they 

have a proper. What does that the boundaries like which that covers that region and then they mention like 

what if your location is ABCDE, which which buy nothing groups you can be a part of? And then in my 

group there are around six hundred, seven hundred people like let's say whatever you don't want to have it 

in your house anymore instead of throwing it can be literally a half toothpaste. It can be literally like a half 

bottle of balsamic vinegar. It can be, I don't know, simple objects like supplements and all those things. 

And people post it on the buy nothing group. They say, I'm gifting it, pickup is from here and people 

comment on under whoever is interesting it at the end of the day, you do a draw, you pick a name and then 

you say it, it's yours. Come on, pick it up. That's simple. It is. And I swear to god, I reduced my garbage 

bin and recycling bins, maybe 70 percent since I was part of buy nothing group. So I use this and a lot of 

people in Vancouver, they use this groups daily basis. I check my buy nothing more than my Instagram 

nowadays and then but as a business owner, like let's say I'm sure most of those people also business 

owners and then about for their businesses, it doesn't occur to them they can do the same thing for their 

businesses to do with marketplaces. So I guess what I'm saying is just understanding of it as a commercial 

concept. It's coming, but it's still early stage. And that's why it's it's a huge challenge at the moment for us 

why we are not doing more. But other than that, I really can't see any challenges like because with BizBiz 

it's in the past when we were doing this or other organization, people were like, oh, why we are not B2B, 

why we cannot do those resources through online payment options, why we cannot have the 

transportation, why we cannot have the insurance policies like this is a platform that offers everything, 

whatever the campaigns or feedback's we used to receive in the past. Now we have it. But people are not 

utilizing fully yet because it's still not in their top priority list at the moment. 

, 

00:28:02 Mathieu Shanks  

Yeah, great, yeah, that makes a lot of sense and yeah, again, it relates to a lot of stuff I've heard it just 

especially that that habbit part seems like a real challenge. But hopefully time will kind of help solving 

that. 



171 

 

, 

00:28:17 Hilal Savas 

Exactly and the habbit part is going to come when you're talking about the business, when you're talking 

about the commercial industry, it's also needs to be together with the government and for enforcement to 

like again, as a business owner, you can see only that much or because also, let's say your savings that 

whatever you will I mean, there's a what's that about a circular economy. It's not just your contributing 

only for the environment, for for better good right. When you look at from the business owner mindset, it's 

also it's a lot of savings for you where you used to just roll with because you thought that there is no value 

off it. Now, there is a value of it, that it's an important thing for you. But again, like it's also needs to be 

enforced by the government with the rules. And and I don't know, the maybe incentivizing tax systems or 

rebate programs, whatever you call it, there are a million ways of doing it right, when you are a 

government and then when you're looking with that angle to the waste issue or sharing economy and I 

guess to be able to get the catch that momentum forward the B2B online resource marketplaces, there 

should be some way that also policies should be in place to do that the movement and then bring that 

acceleration to the industry. And I guess this is also the missing part. Other than that, like all those initial 

like the personal work that you contribute to sharing economy, something is coming because you care. 

Like, I'm I'm sure that there are so many people in Vancouver, they still throw every day, all day. But 

because as an individual that you care, you try to seek for alternatives. But it's a very individual act. And 

when it comes to the businesses, like there should be a different kind of mechanism that it shouldn't be an 

individual act, it should be a very, you know, collective act that almost enforced by the government or, 

you know, the policies and and all other things that comes with that. 

, 

00:30:33 Mathieu Shanks  

Yeah, absolutely. Yeah, it definitely makes sense. Great. And yeah, I think I'll go for a last question and 

this would be, do you think that BizBiz Share could increasingly participate in the circular economy? If 

so, how? 

, 

00:30:54 Hilal Savas  

Yes, like you mean other than that, resource sharing? 

, 

00:30:58 Mathieu Shanks  

Could be. Yes, so I thought, you know, and this is what it could be for whatever you can think of. But I 

was thinking it could be a new services, products, separation of materials. I don't know... 
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, 

00:31:09 Hilal Savas 

So much, actually. And that's what we are working on right now, because the lighthouse angle is a little bit 

different than what BizBiz Global angle is, because our nature of the not for profit works in the 

regenerator built environment construction. And then there are a lot of conversation right now in the 

construction sector. I don't know if you knew that, but it's the the 3rd waste contributor's in the landfills in 

terms of the volume, like when you look at the industries, that the construction has a huge place to 

contribute and the landfills and especially from the commercial building, the construction sorrry, not the 

construction, the demolition. So when you look at the whole with that aspect, there's a huge opportunity 

for the salvage materials reuse. First of all, not to demolish but, deconstruct or disassemble. And then once 

it's disassembled what you're going to do with all those salvage construction materials and and then it's not 

going to go, you know, just like a magic you need to create that market place and then invite the right 

stakeholders and bring. Right. What is the word the like. It's a little tricky for salvage materials if you 

want to use it back in the construction, because there are a lot of policies around it. And then when it 

comes to the quality of the materials or the durability of the materials and all those things, so there should 

be with the right, I guess, approach like how do you create that marketplace and bring the story back to the 

construction industry or with the construction industry to other industries. So right now we are talking 

about this and then looking at the possibility if it's if it can happen, if BizBiz can answer to that and then 

more around, I guess. Yeah, like I mean, there is a huge potential for BizBiz BC, to be honest. 

, 

00:33:22 Hilal Savas 

I mean Pierre, is the person to talk about that more because he's more exposed to different industries and 

different people and all those. But we also have a couple of projects right now with the universities 

integrating BizBiz BC in a way, intelligent AI something something that will help the construction 

industry with again design for disassembly, salvage materials marketplace around that. So I guess were we 

are kind of talking the potential into the construction and regenerative building environment. But again, 

like, I guess it's huge for all other industries as well as Pierre is leading that part of the strategy. 

, 

00:34:14 Mathieu Shanks  

Yes, definitely, and thanks a lot for that and he has mentioned some some stuff, so so hopefully I'll be able 

to provide an interesting angle in the thesis about this. 

, 

00:34:24 Hilal Savas  
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I'll be glad to read that. 

, 

00:34:28 Mathieu Shanks  

Absolutely. So I'll stop the recording. Give me one second 
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Appendix 10: Interview with Co-Founder of Floow2, Lieke van Kerkhoven 

Interview date: 14.07.2021 

Speakers: Lieke van Kerkhoven (Co-Founder – Strategy & Partnerships) & Mathieu Shanks 

 

00:00:02 Mathieu Shanks  

Telling you that it is recording. Great, perfect. Awesome. Let's get started. I'd like to ask you if it's 

possible for you to briefly introduce yourself and what is your position in your company? 

, 

00:00:21 Lieke van Kerkhoven  

Yeah, so my name is Lieke van Kerkhoven and I'm one of the founders of Floow2. And we started this 

business in 2012, which was, well, very early and circular economy was very young then. So we've spent 

like five or six years in a sort of missionary work educating the market about the why of circular economy 

in general and particularly about sharing. And it was also, you know, still Airbnb was still very young. So 

we had a lot of education to do. And since the past two or three years, we really seen a shift in mindset 

that the circular economy has found its way to most companies organizations in the smaller or bigger 

form. And now we start talking about how and what. So that has changed. And I think that the recent 

corona pandemic, the crisis has even spurred that transition because it became very clear that transparency 

and collaboration are essential for flexibility and resilient organizations. 

, 

00:01:31 Mathieu Shanks  

Great. Perfect. Yeah, and and it's it's yeah, it's super interesting, great. I'd like to know from your 

perspective, how does your company enable the circular economy? 

, 

00:01:44 Lieke van Kerkhoven  

So if you look at the circular economy, then I think at the MacArthur Foundation has this great visual and 

optimizing usage of existing resources is the highest 'R' on the 'R' ladder, in retaining value. So you're not 

losing value because the resources in there are still used in the same function as they were intended to. So 

optimizing resources is one of the biggest pillars of the sharing economy. It's the first step actually. Then 

you recycle, refurbish, cetera, etc.. So by creating transparency on available supply and demand, we 

facilitate that businesses and organizations can optimize usage of available capacity and hence work more 

circular. 

, 

00:02:34 Mathieu Shanks  
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Great. Yeah, I hear you're talking about the 'R's and and the Ellen MacArthur Foundation, just out of 

curiosity, maybe a bit more on this one, how would you assess your level of understanding of the circular 

economy, per say? 

, 

00:02:49 Lieke van Kerkhoven  

My personal understanding. I think I understand it. Yeah, I've been I've been talking about it for nearly ten 

years now, so I think I have a thorough understanding of what it is, the possibilities, the do's and don'ts. 

, 

00:03:08 Mathieu Shanks  

Yeah, fantastic. Great. All right. Because I think this will be will be useful later with some some other 

questions I have coming up. I'd like to know kind of what do you consider as your company's most 

important capabilities? And here I'm thinking about, for example, could be organizational skills, 

competencies, processes and so on, whatever you can think of. 

, 

00:03:34 Lieke van Kerkhoven  

You mean internally or towards the market? 

, 

00:03:36 Mathieu Shanks  

Internally... 

, 

00:03:38 Lieke van Kerkhoven  

Yes, so we try to live and breathe a circular economy, circular economy, I always I think you've heard 

that, but I'm always saying circular economy is like a rational framework for a sort of spiritual 

development. And if you take that further, then it's not just introducing new products and services, but it's 

a new mindse t, a way of thinking. And we try to incorporate that in how we run our business as well so 

we don't build a traditional business. What I see in many similar initiatives, especially in the United States, 

of course, there are fundraising rounds and they get millions and millions, you know, to fund their 

business, which I think is a very linear approach. And we try to stay lean and mean. We work with the 

resources we have. We work with partners. So we share as ourselves our company. We share. If a 

collaboration is successful, we share in the success, but we also share investment in time upfront. So we 

try to incorporate the new values, so to say, in everything we do. Also on how we work with each other, 

we don't have an hierarchy, everyone does what they are very good at and we respect that. So, yeah. 

, 
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00:05:04 Mathieu Shanks  

OK, great, so very embedded in the in the business right from... 

, 

00:05:08 Lieke van Kerkhoven  

Yeah, it's not it's hard because we also are trained in a certain system. Right. So some things are so logical 

and natural and then, you know. Well, you have to question them sometimes. Yeah. 

, 

00:05:24 Mathieu Shanks  

Yeah, actually, that makes me think and taking a kind of an off topic question there. Um, do you see like a 

big discrepancy between how you operate as an organization compared to the rest of the market being 

generally very linear, I guess? 

, 

00:05:40 Lieke van Kerkhoven  

Yes, and I always try to use the analogy of the you know, when when I have a toddler and she sometimes 

tries to cram that square peg into the round hole, you know, and that's just no matter how violent you get 

or how many times you try. And that's what you see in many organizations. If they try to implement a 

certain product or service today, they make that as something of a special project group and they come up 

with great ideas. But then if they have to roll out to the market or even within their own company, it's very 

frustrating because it doesn't fit because it's that square peg trying to cram it too into the round hole. If you 

don't take the whole ecosystem into consideration of your suppliers, your colleagues and your clients, then 

it's becoming very hard even to the point where you where people conclude that it's not working, but it's 

not the product or service that's not working. It's just the context. So I guess we have been kind of that 

square peg for a long time. We were there in 2012 when no one was thinking of sharing and we were 

trying to make them. So that was quite hard. And everyone said it's a great idea, but no one did it. So we 

had to reinvent ourselves and we had to close the gap between that ideal that we still have. You know that 

every company in the world is sharing their assets on one sharing platform and everything is transparent. 

That's still our big dream. But it's not happening right now because no one is ready. So we had to, well, 

come down to earth back to say. And you still have people step out of the comfort zone, but hold their 

hand and and step by step, we increase the level of sharing that they are doing. 

, 

00:07:33 Mathieu Shanks  

Great, yeah, and you talk about coming back to Earth and so on. How did that how did that kind of 

operationalize itself with what happened? 
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, 

00:07:42 Lieke van Kerkhoven  

Yes, so we started as being Floow2 to being a sharing platform and we had Floow2 health care, bein g a 

sharing platform. And we envisioned that every company would just make an account and start sharing. 

And of course, we had some early adopters that were actually doing it, but the levels were way too low to 

create a critical mass and to actually get some traction in there. So we had to conclude that it was not 

really working the way we were trying, that we were too far ahead of the market. And then we got some 

requests from organizations and networks that they wanted they wanted to share, but not with the rest of 

the world. You know, they just wanted to share with a trusted group of other organizations or even just 

within their organization, for example, a hospital just to connect departments and start optimizing usage of 

their own capacity before they were ready to share with others. So that's how we've progressed to actually 

being a platform builder. So we make marketplaces for companies, for networks. And that's also how we 

have grown to be a sort of. Our business exists of partners, so we have a small team here, but the rest is 

partners and that can be individuals, but it can also be other organizations, companies that are actually the 

face towards the user group. So we brand that marketplace and they're looking for you and they are 

putting it into the market. That's not us. So we are more a software company now. We are a software 

company, yeah. 

, 

00:09:18 Mathieu Shanks  

Yeah. So kind of like a I guess somewhat of white labeling or licensing. 

, 

00:09:23 Lieke van Kerkhoven  

Yeah. Yeah. 

, 

00:09:24 Mathieu Shanks  

OK, great. Awesome. Thank you for that. So that was really interesting. Um let's see. Oh, yeah, we were 

we were discussing earlier about, you know, the difference between the linear market and what is enabled 

through the platform. I was wondering, from the user point of view, have you seen any changes on the on 

the behalf of the users? Have they been, like, becoming more circular in a way, or have they found 

different services or products to offer that relates with the platform? Or have you seen any changes there 

on the user side? 

, 

00:10:06 Lieke van Kerkhoven  
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Yeah, so it always has a ripple effect, like the stone in the pond and some more than others. What we have 

seen very often, especially in the earlier years, if there was an ambassador in an organization who was 

enthusiastic and willing to put energy into this, we call them the intrapreneurs. So they have 

entrepreneurial characteristics, but they were employed and not rarely they left the company after the 

project was born. So to say, we had so many times that we've had a very great collaboration with someone 

in a company. And then we got this email saying, yeah, so I have a new job. So tired of pushing and 

pulling. And so, yeah, I guess that is something, you know, it has consequences for organizations, but it 

also creates awareness, hopefully. And after introducing such a platform, because it's really something for 

the whole of the organization, so many sustainability or circular economy projects are really high level. So 

they are very high in investment and they are something for management. So the regular employees hear 

something about it, but they are not part of it. And a sharing platform is really something that is available 

to every employee so everyone can share whatever they have standing idle or look for something from 

their colleagues. And that makes it so that it is really helping organizations to get this awareness Circular 

economy in the organization embedded in the in the culture. And that's what makes it very charming. And 

and also that, you know, it sparks creativity because in our in the pre stage, we speak to management and 

then they say, no, we don't have. So that's not necessary or that's not happening in this organization. But 

then it becomes available to employees and they see it completely different. They have a completely 

different experience of the same reality, so to say. So we see requests coming. Are forms of capacity 

offered that we've not even thought of before and every marketplace that we launch has a new surprise. So 

that's really cool. 

, 

00:12:24 Mathieu Shanks  

Yes, super interesting, and it makes me laugh a little bit, because there was one of the podcasts I think you 

were talking about, no managers like, no, no, we don't need this that lower level managers like. Yeah, but 

like this is happening and but they don't want to look bad, you know, in the face of the top executives. So 

that's that's an interesting challenge, I guess. 

, 

00:12:45 Lieke van Kerkhoven  

Yeah, yeah. Yeah. And very often we are dealing with this management layer that has been there for a 

long time and they're usually bit resistant to change. So you have this young generation from the bottom 

that is really, really wants to really make a difference, to really make an impact and work sustainably, not 

just window dressing, but really do something. And that can be this inspired leadership at the top. But 



179 

 

then, you know, there is this people in decision making positions that can push this for a long time because 

they don't see it. They don't understand it. They don't want to know. 

, 

00:13:29 Mathieu Shanks  

Yeah, that's very interesting, actually, I see. Yeah, it brings me to I think the question that is very related 

to this and what would you think are the main challenges for the business to business asset sharing 

platforms in the circular economy? 

, 

00:13:45 Lieke van Kerkhoven  

Yeah, so it's the mindset change that's definitely our first and last obstacle, yeah. 

, 

00:13:53 Mathieu Shanks  

OK, so I guess there's a lot of time spent then on educating or providing that mindset. How do you how do 

you go about that? 

, 

00:14:01 Lieke van Kerkhoven  

So making a platform is is actually the easiest part. Although it's our core business, it's holding people's 

hand, creating a vision. So, yeah, I spend a lot of time talking to people and sharing experiences from 

others. Trying to get them on board of this dream. That's, um, and luckily, we have more and more results 

to share from other platforms in other sectors or other countries. So that really helps because still, you 

know, you need directional numbers to convince the majority. Some can come along with your dream, but 

most just want to know what it's going to cost me, what is going to gain me and how long and how much 

time, et cetera, et cetera. 

, 

00:14:55 Mathieu Shanks  

Mm hmm. That's very interesting, actually, because it's I basically just found one other company that 

really seemed to operate in a similar space as you are, but maybe you probably maybe you know others. 

But is there any kind of cooperation going on between other platforms to kind of help educate the market? 

Or is it just by, you know, just having their operating and expanding the market? 

, 

00:15:22 Lieke van Kerkhoven  

Yeah, so it's kind of hard because I know them and I tried to speak to them. And we usually come to a sort 

of understanding that we are competitors, but also that we need each other for because we have this big 
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job of educating the market. There is no real collaboration. Yet. Yeah, so it's it's a I can't really say we're 

not collaborating on educating the market. No, no. We're also not actively competing because, well, each 

of us is in their own segment or region. Well, we keep an eye on each other, 

, 

00:16:13 Mathieu Shanks  

I bet so. I guess you have to as well, right? You need to know what's going on, who's doing what. Of 

course. 

, 

00:16:20 Lieke van Kerkhoven  

Yeah, yeah, yeah. 

, 

00:16:22 Mathieu Shanks  

That's super interesting because we had this this concept of coopetition and you've probably heard about it 

before, but yeah, that's exactly it. You know, kind of competing but cooperating, which 

, 

00:16:33 Lieke van Kerkhoven  

I had not heard of. But it's a good word. Yeah. 

, 

00:16:36 Mathieu Shanks  

Yeah. I think it's it's kind of sounds like what's going on. Yeah. Great. Yeah. That would lead me to 

another kind of related question. What would you think are the main enablers for Business-to-business 

asset sharing platforms in the circular economy? 

, 

00:16:52 Lieke van Kerkhoven  

Well, the (covid) crisis has helped, and so the lack of urgency up until I think a year and a half ago has 

made it really slow. But now there is urgency because companies have idle assets or they are in need of 

capacity or. Well, you know, like I said before, it became so clear that transparency is essential. People 

want to collaborate locally more so. Yes, some sense of urgency has been present. And I think that has 

greatly helped. Yeah. And then there is also, of course, at least in the Netherlands, there are more 

guidelines forcing companies or local governments to work more circular, and that also helps. 

, 

00:17:48 Mathieu Shanks  
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Great. Yeah, it makes me think as well, because I know that's not the case in every country. I mean, here 

in Denmark, it's all this very circular. I mean, at least they want to be very circular, they're not there yet. 

, 

00:17:59 Lieke van Kerkhoven  

We are making a platform now for the two of the five Danish health regions. 

, 

00:18:06 Mathieu Shanks  

OK, great. That's amazing. Congrats! 

, 

00:18:09 Lieke van Kerkhoven  

Pretty exciting. Yeah, well, we've made a platform for the Dutch healthcare. I don't know if you've seen it. 

So that was a really great example. And I've I've been in touch with Maria Gaaden(?). She's from the 

central region... but she's big on sustainability. Now actually, last week, you know, we signed and we are 

building the Danish platform now, so it's really cool. 

, 

00:18:33 Mathieu Shanks  

Amazing. Yeah. Yeah, great. Yeah. It's actually a perfect introduction to my question, which is like this. 

The fact that some areas maybe are more receptive to the circular economy is that I guess is that like a 

really big game changer for you or do you think it's possible also to to still get into markets which people 

are maybe less knowledgeable about it? 

, 

00:18:55 Lieke van Kerkhoven  

No, that's not there's no point. In the very beginning, we've had sort of sales representatives, you know, 

going to Germany, for example. But there is no point in going to a market that is not ready to start sharing. 

It has to go organically. That's why we have so many platforms in different sectors, different countries, 

because we go where it flows. We follow the energy and. It would make absolutely no sense if we would 

have a management meeting today and we say, well, let's go to France, because if they are not ready, then 

that that's not that's just a waste of energy. So if a partner comes from France and says, I have this network 

and I think they are ready to start sharing, then we talk partnerships, but not not us deciding where to go. 

So if the market's not ready, it's not ready, leave it. 

, 

00:19:51 Mathieu Shanks  
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OK, interesting perspective, because I was thinking of like I know from what I've seen from BizBiz Share, 

they seem more focused on the financial side of it. And I know in one of the podcasts, I think you talked 

about de-greening the website. So I was wondering, you know, is is it just like could it be the focus 

perhaps that makes maybe some I don't know what this actually that would be a question itself like is the 

focus on circular economy an enabler or a challenge for potential users? 

, 

00:20:26 Lieke van Kerkhoven  

So that really depends on your market. So for some, for example, we have a platform for pharmacists here 

in the Netherlands to share medication approaching the expiry date. And the focus there on is on 

preventing medication wastage, but also a very strong financial driver because they have this on the 

shelves. It costs a couple of thousand euros because they're expensive medicines. So you would throw it 

away. Instead, you can now actually earn some money because, well, pharmacists are small entrepreneurs, 

so that's an important driver for them. The platform that we have for municipalities and business parks, 

that's really big on refocus on circular economy, because that is a focus point for municipalities to actually 

have budget to spend on that topic. So for them, it's an enabler. But for the users, the local businesses, you 

have to focus on the financial matter of it. So we we have to change our message depending on who we 

are talking to. And it can be different even within the same company. 

, 

00:21:38 Mathieu Shanks  

Right. So depending who you're targeting there, if it's the executive team... 

, 

00:21:42 Lieke van Kerkhoven  

Yes, sometimes the circular aspect is nice to have or not even something that people say, OK, well, fine. 

Sometimes it's the the social aspect. So to stimulate collaboration can also be a big decision driver. So, 

yeah, we have to try to waters in a conversation with someone we don't know and see where they click. 

, 

00:22:08 Mathieu Shanks  

Yeah. Interesting. Yeah. All right. Let me let me just see where I am in my questions here, because I have 

a going left and right there. In your opinion, can B2B asset sharing platform support, the implementation 

of the circular economy principles, and if so, how? 

, 

00:22:32 Lieke van Kerkhoven  
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Yes, because in the whole communication, you know, around such a platform, circular economy is a big 

topic. So, yes, it creates more awareness. It's a very practical way for companies to start something in 

circular economy. So it's very easy for them to say, OK, but we are doing this and then pat themselves on 

the back and do a next thing probably. So, yes, I think it's great. It absolutely helps. 

, 

00:23:09 Mathieu Shanks  

Great. All right, which would lead me to maybe digging deeper a little bit into that, and have you seen any 

cases, you know, of users or has the has the platform helped users to, for example, like designing out 

waste and so on. 

, 

00:23:33 Lieke van Kerkhoven  

No, I think that is too far fetched. Yeah. 

, 

00:23:38 Mathieu Shanks  

We're not there. No. OK. 

, 

00:23:43 Lieke van Kerkhoven  

Ideally, yes, but no, I don't think so. 

, 

00:23:49 Mathieu Shanks  

Great. All right. Then looking into kind of yeah, again with the users, would you say that the platform has 

enabled some of them to offer different services through the platform? 

, 

00:24:08 Lieke van Kerkhoven  

Um. Well, yes, for example, during the crisis, there was a company in the neighborhood here, they make 

plant pots, but they used resources from China so they weren't coming anymore. So they didn't have any 

resources. They couldn't make any pots. So the staff was just sitting on the bench, whereas as another 

company had huge activity in their warehouse because they're a retail company and they have this increase 

in online activity. So they needed staff. So they were able to connect through one of our platforms and 

exchange that staff. So that is absolutely a service that they normally would never offer. So definitely. 

And what we see now on the health care platform is that people are selling furniture, goods and services 

that they would normally never knew. They would just dispose of them, actually. So that is also a service 

that a health care organization would normally never apply. So, yeah. 
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, 

00:25:14 Mathieu Shanks  

OK, interesting, yeah. All right, 

, 

00:25:22 Lieke van Kerkhoven  

For example there, there is one hospital that has someone who specialized in MIT, medical I.T. There are 

bigger hospital and they they advertise the skills of this person because they recognize so many smaller 

organizations don't have the resources to actually have someone do that for them. But then they can use 

the knowledge of the person in the hospital. So. I think that's the creativity that I mean, so it's something 

that normally would not exist unless you are in the informal network, but now it is. 

, 

00:25:59 Mathieu Shanks  

Yeah, people just calling each other, hey, you have to answer a set of e-mails in a super inefficient. Yes. 

, 

00:26:06 Lieke van Kerkhoven  

Yeah, super inefficient. 

, 

00:26:08 Mathieu Shanks  

Yeah, OK, great. That's that's super interesting. It's also a component I've been looking into also because 

my my my program, my Masters is service management initially, but I'm taking a real circular economy 

system to be able to turn to it. So I'm always curious to know a bit more how that operates itself. And also, 

I think some interesting things that we learn is Servitization. So how do companies go from, for example, 

selling a product to selling a service instead or renting it out? And that leads me to ask, is there any which 

you know of any manufacturing companies that have started to rent out more or to kind of Servitize 

themselves more on the platform? 

, 

00:26:46 Lieke van Kerkhoven  

Um. No, no, and that is, I think, mainly because we are really not focused on core business, so actually we 

actually say that it's not allowed to advertise your core business, so. No, that is not happening. I'm thinking 

about some of our partners because I've had this discussion with multiple suppliers that either see us as a 

threat because we'll be threatening them, or to see this as an opportunity because of exactly what you're 

saying. They can servitize their own products, but also they see that a new need may arise, a new market 

need if goods need to go from A to B. They need special transport or they need onsite inspection before 
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actually going into a deal with each other. They need calibrations or servicing or checks before or after. 

And that is something that traditional suppliers could do. But it's now it's not happening. No, no, we do 

have on the pharmacist platform, there is a wholesale organization that obviously sells medication to 

pharmacies and they do the transports. So if there is a transaction on our platform, they would go and pick 

it up and deliver it to the other pharmacy. But that's because they already visit these pharmacies for their 

own deliveries. So it's an extra servicing of something that they already do. 

, 

00:28:30 Mathieu Shanks  

OK, interesting, and there's something you said there about not allowing some manufacturers, for 

example, to to advertise their core business on the platform, kind of why? 

, 

00:28:43 Lieke van Kerkhoven  

Why? Yeah, because that's that people find that very annoying. They go to a sharing marketplace to share 

the resources that companies use to do that core business, but not the core business. So if you would allow 

that, you really get a lot of content on your platforms that people have to go through before they actually 

find what they are looking for. So in some cases we allow it, but it's separated. So we do have, for 

example, a community app. And in that app, it's very easy to find other entrepreneurs or other companies 

and also their core business. So that really helps for local collaboration, for example, but not on the 

sharing platforms. That's not meant for it's not a regular marketplace. It's a sharing marketplace. So it's 

different. If they want to show core business, they go to other places. 

, 

00:29:35 Mathieu Shanks  

Mm hmm. That's a very I think that's a very interesting perspective to look into, because I would wonder 

is it would if if it was to be more of a marketplace, would there do you think there would be more activity 

kind of going on at that level? Because from and maybe correct me if I'm wrong, but from what I've seen, 

I have not seen any other, like real business to business marketplace where people can advertise stuff like 

like they could, for example, on a b2b asset sharing platform. So would that be kind of a. Yeah. Would 

that be an opportunity for... 

, 

00:30:11 Lieke van Kerkhoven  

Yeah, we have we have allowed it in other communities, but it's the users that say we don't want that 

because that is I don't know if in Denmark you have this consumer to consumer marketplace type of things 

where people can sell their second hand stuff, we have one. And it also allows companies to sell their stuff 
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and they are usually paid advertisements. So if you search for a sofa, for example, first you see 15 paid 

advertisements for traditional suppliers of sofas. And you don't want that because that's not why you go to 

this marketplace, because it's a second hand marketplace that that's why you're there. And people find that 

really, really annoying. It's one of the first primary annoyances in those kinds of platforms. So we we are 

not allowing that core business. But of course, there is a gray area. So if you rent out a garage boxes, for 

example. Yeah, I cannot say that you are not allowed to do that because it is your core business that's not, 

you know, but if you if you sell bicycle tires, then that's not allowed. You understand that there is a gray 

area and you know, we're not too strict, but it's not for your core business. 

, 

00:31:32 Mathieu Shanks  

Mm hmm. OK, interesting. So really focusing more on the on the sharing aspect, basically more than that. 

, 

00:31:40 Lieke van Kerkhoven  

Yeah. Yeah. 

, 

00:31:41 Mathieu Shanks  

Interesting perspective. Um. 

, 

00:31:45 Lieke van Kerkhoven  

Still, if you are printing company and you have excess capacity, for example, you can advertise that 

capacity so that another company can rent that capacity, for example, or, you know, its. It's a gray area 

sometimes and yeah. 

, 

00:32:06 Mathieu Shanks  

Yeah, actually, that makes me think of a question related to that, so if you have the example you just gave 

of one company having this excess capacity, would you be aware of any company that instead, for 

example, of buying their own capacity? They've just been frequently using the excess capacity of another 

company? 

, 

00:32:29 Lieke van Kerkhoven  

Yeah. Um, yeah. So, um. I don't have a concrete example right now, but it is for smaller entrepreneurs, for 

example, in the construction world, we have a platform in Belgium for construction companies and 

wharfs. So the smaller construction companies have access now to the heavier equipment of the bigger 
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companies and also, for example, the leftover resources after construction period, which is enough for 

them, but too little for the big ones. Yeah. 

, 

00:33:06 Mathieu Shanks  

OK, super interesting. OK, let's see. Let me just 

, 

00:33:13 Lieke van Kerkhoven  

Actually, we do have a traditional supplier that is somehow shifting their their core business because they 

have... we are working with them to to really launch this construction platform. And they have discovered 

that they have a lot of waste going on within their own facility. So they have produced, for example, tiles. 

But then there is a small error or the forklift drove into it or, you know, that's just a small corner missing 

or something. So they have to remove it from their. They're selling stock and they have to bring it back to 

the factory to demolish and re produce, which costs them a lot of money per ton. And now they want to 

use this sharing platform to also sell their B choice. So it's this kind of materials that would normally be 

waste. And now they are actually selling it as B choice, which is also for the smaller construction 

companies. It's going to be very interesting. 

, 

00:34:15 Mathieu Shanks  

Well, yeah, that's very interesting and so so would you would you say that in some circumstances the 

platform has led to some users to kind of re-channel their waste? 

, 

00:34:27 Lieke van Kerkhoven  

Yeah, yeah. So that's what they are doing. And it's they want to sell it to a separate group. So it's not to the 

general public, but to some selected buyers because otherwise they fear that they might get claims 

afterwards. You know, if something goes wrong, they can't give out the same warranty as for their 

standard products. But it does give them a way that was not there before, you know, to prevent waste of 

these resources. Yeah. 

, 

00:34:57 Mathieu Shanks  

That's wonderful. 

, 

00:34:59 Lieke van Kerkhoven  

Yeah, yeah, I'm very happy with that. 
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, 

00:35:05 Mathieu Shanks  

I just give me a second... Yeah, do you think your company could increasingly participate in a circular 

economy? If so, how? Could it be through new services, products or. I don't know. 

, 

00:35:24 Lieke van Kerkhoven  

Yes. So we are kind of still very busy with the current challenge and where we are going in the future. I 

can't really say at this point because now we are really in the growth phase. So we've had this phase of, 

well, really grassroots work. And now this year is I think twenty twenty one is really an important year for 

us because it is the year in which we. Are stabilizing and from where we can grow, we have some very 

important partnerships now that are really firming our position, so. We are really busy with that now and 

has every focus, and from then we will look further to new horizons or new developments. 

, 

00:36:18 Mathieu Shanks  

Yeah, yeah, I'm sure there's plenty of opportunities out there. 

, 

00:36:22 Lieke van Kerkhoven  

Yes. And we have learned not to look too far in the future because, well, we are so dependent on market 

developments and mindsets, et cetera, et cetera. So we still have this big dream that everyone will be 

sharing and we can connect every company in the world. But today's today. And, uh, yeah, we focus on 

what we can do. 

, 

00:36:44 Mathieu Shanks  

Yeah. Sounds good. Yeah, great. And yet it actually leads me to to something that I remember hearing in 

one of the podcast you talked about, and I think you were you were talking about Rheaply. I know it's a 

company in the US that have actually looked it to them a little while ago. And having this kind of digital 

warehouse, is that somewhere where you see your market kind of going eventually? Is that like an added 

component to the business or how do you how would you talk about that? 

, 

00:37:20 Lieke van Kerkhoven  

Uh, yeah, so, yeah, that is more like a positioning thing, we are the digital warehouse. If you look at the 

platform economy, you know, that's the service that these platforms provide is something that replaces a 

traditional structure that was far more expensive and inefficient. So I think sharing platforms are taking 
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that position of digital warehouses where traditional suppliers would have that warehouse and have their 

own ordering systems, et cetera, et cetera. You can now digitally look in someone else's storage room and 

find what you need. So, yeah, that is that is how I see it develop to the future. Yeah. It's also something 

that really helps in describing what we do, make it more feasible or understandable for people who are 

new to this. 

, 

00:38:14 Mathieu Shanks  

Yeah. Yeah. OK, super. All right, let's see. I don't want to. Do you still have a few more minutes? How are 

you doing on time? 

, 

00:38:23 Lieke van Kerkhoven  

Yeah. Yeah, I still have a couple of minutes. Yeah. 

, 

00:38:25 Mathieu Shanks  

OK, great. Um, yeah. Do you think your company could increasingly take advantage of the circular 

economy? And here I'm thinking for example, could be financial advantages, reputational advantages and 

so on. 

, 

00:38:40 Lieke van Kerkhoven  

Yeah. So it's more in the sense that a greater awareness and companies willing to do something with 

circular economy, but not knowing where to start, for example, that we offer a very concrete and practical 

tool to just get ahead. So that really helps. Yeah, for sure. Yeah. 

, 

00:39:02 Mathieu Shanks  

OK, great. Um, and I think I'll have a last question, um, and it relates to the idea you talked about earlier 

of, you know, being kind of circular at the base of the company. And that's it makes me think we have this 

thing called the eco centric dynamic capabilities. And basically that talks about, you know, having 

circularity at the core. And I always thinking about separating materials, for example, keeping materials as 

pure as possible and so on. Would you say that's something that is that has been a core for for your 

company? And is this something that is actually happening like inside of your company? Always trying to. 

Yeah, have this perspective and maybe offer this kind of separation of materials, for example, to users, 

um. Yeah, any comments on that? 

, 
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00:39:52 Lieke van Kerkhoven  

I don't think I understand exactly what you mean. 

, 

00:39:55 Mathieu Shanks  

Yeah, so basically, yeah, maybe let me rephrase. So there's basically. Yeah, you have this perspective of 

of management and the company where they will do everything with a circular perspective, for instance, 

and one of those things would be the separation of materials. And I was wondering, is there any for 

example, are there any functionalities on the platform that allows you to, I don't know, categorize your 

waste or something or assist you in your waste sorting program or whatever? 

, 

00:40:30 Lieke van Kerkhoven  

No, I don't think I would go so far. Of course, we have different categories. Um, I don't really see that you 

can use that if you don't have a separation program yet. If you are using a sharing platform for other stuff 

and you want to start sharing waste streams, then of course, you know, it can be an inspiration and help. 

But that will be giving us too much credit again. 

, 

00:41:04 Mathieu Shanks 

For now at least, let's see it a few years or in a few months. Who knows... 

, 

00:41:10 Lieke van Kerkhoven  

So for many organizations we welcome very early in their process of becoming more circular and we 

think along with them of how to best shape and form that. So I guess in that sense, yes, we do, uh, we do 

help, uh, think of possibilities. So, yeah. And for the pharmacist, for example, there was no option for the 

medication that was expired. So now they have a new option, which is just to sell it to a colleague. So in 

that sense, I guess that is also a sort of separating your waste, right? It's keeping it from the bin, so. Yeah. 

Yeah, I don't I don't have a very concrete yes or no for you, it's it's sort of vague. 

, 

00:41:58 Mathieu Shanks  

Yeah, I know, but that's fine. That was, that answered the question. 

, 

00:42:01 Lieke van Kerkhoven  
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And also, I guess, you know, many of the things that are sold or given away in the platforms would 

normally have been waste. So, yeah, it's not separation of resources because the resources are still in the 

products used in the same form as they have been put to market for the first time. So. We're before that. 

, 

00:42:24 Mathieu Shanks  

Yeah, that's a good yeah, because it's something I've been thinking of and maybe a potential thing that 

might happen with these these asset sharing platforms as people use them more and more maybe, or I 

would hope that maybe they'll you know, as from the design phase, they'll start thinking about, OK, what 

waste can we keep as pure as possible to then resell on the platform? 

, 

00:42:46 Lieke van Kerkhoven  

Yes, I always do say that this is actually a procurement tool for procurement professionals, firstly, because 

the most sustainable way of procuring is not procuring, but to buy from someone else or renting. But then 

if you are procuring something that you already consider how you can indeed either rent it out whilst it's 

your it's yours and I use it whilst it's on you also in your own use or how you can afterwards best dispose 

of it. And then share market marketplace is a new option when you're done with it. So, yeah. You might 

actually consider buying something with a longer lifespan or something. 

, 

00:43:30 Mathieu Shanks  

Yeah, yeah, super interesting and yeah, I think I'll, uh, I think I'll stop it there. That was very good insight. 

Let me just stop the record and give me a sec... 
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Appendix 11: Podcast with Lieke Van Kerkhoven from Floow2 (with Barry O’Kane – HappyPorch 

radio) 

HappyPorch Radio (producer). (2020, August 27). Season 5, Episode #3: Shifting Mindsets So the 

Systems Will Follow with Lieke van Kerkhoven, from FLOOW2 [Audio podcast]. Retrieved from: 

https://happyporchradio.com/season-5-episode-3-lieke-van-kerkhoven/ 

Speakers: Barry O’Kane (podcast co-host), Emily Swaddle (podcast co-host) & Lieke van Kerkhoven 

(Co-Founder Floow2). 

Barry O'Kane 0:05  

Welcome back to Happy Porch Radio. We're talking all things circular economy and the technology 

involved in that. I’m incredibly excited today, we spoke to Lieke from FLOOW2 and FLOOW2 

Healthcare. Since the 2012, Lieke’s been driving the global change towards the circular economy by 

bringing the innovative concept of sharing to the healthcare sector. She co-founded FLOOW2 and 

FLOOW2 Healthcare which is the first sharing marketplace for healthcare organisations and a platform 

for other sectors. Before becoming involved in FLOOW2, she worked in healthcare, she studied medicine 

and has worked in several managerial and organisational positions across the Netherlands. Emily, I really 

enjoyed that conversation, what did you think? 

 

Emily Swaddle 0:51  

Yeah, I agree. Barry, it was really interesting, especially the diversity of work that FLOOW2 is doing and 

the different sectors that they're involved in. There's so much going on there. And we obviously just had 

one episode to talk about it. But I feel like we could have gone on for hours. 

 

Barry O'Kane 1:06  

Yeah, there's so much variety. Like I said, what's interesting to me is a platform that's obviously driven by 

the technology. But actually, the technology is a small part of a much more diverse and interesting 

solution, which involves communication with multiple different groups, and making sure that they're 

sharing is used and maybe apply to different contexts. And yeah, just really fascinating. 

 

Emily Swaddle 1:30  

Yes to and Lieke spoke about that a lot the importance of getting the communication right, and doing it 

from the offset starting from hitting the ground running and being persistent with it, which was a really, 

really cool message. 

 

Barry O'Kane 1:46  

We touched on, and I think she may be downplayed a little bit her, her personal, I guess the drive to keep 

going for, you know, through the tough times, not just the current tough times, but eight years of getting, a 

new concept - never mind a new business - off the ground. 

 

Emily Swaddle 2:02  

Yeah, there's so much to do there. 

 

Barry O'Kane 2:04  

Yeah, so much there. So, as usual, we'll for everybody listening, we'll share all the notes and the links and 

https://happyporchradio.com/season-5-episode-3-lieke-van-kerkhoven/
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so on that we discuss in this episode on HappyPorchRadio.com. And without any further ado, let's meet 

Lieka. 

 

Lieke Van Kerkhoven 2:23  

Well, hi, I'm Lieke Van Kerkhoven. I'm based in the Netherlands. I have a background in medicine and 

I've worked several years in healthcare before getting into FLOOW2 healthcare in 2012. FLOOW2 is the 

company pioneering the sharing economy for professional organizations, businesses, governments, 

municipalities, public organizations, and also healthcare. Of course, we were one of the first and we still 

there. So happy to meet you.  

 

Barry O'Kane 2:50  

Awesome. Yes. Thank you so much for joining us on HappyPorch Radio, and also joining me as my co 

host, Emily. Hi, Emily.  

 

Emily Swaddle 2:56  

Hello.  

 

Barry O'Kane 2:58  

Lieka, so let's start right at the beginning, where was the genesis of FLOOW2 and FLOOW2 healthcare? 

Who came up with the idea? And how did the whole thing start? 

 

Lieke Van Kerkhoven 3:05  

Well, like I said, it started in 2011. I think the one with the first idea he was working in construction, he 

was selling big equipment to construction companies. And he knew that he was selling this very heavy 

and expensive piece of equipment to this company, and to another company, the same kind of equipment, 

but just 10 kilometers down the road, for example. And he knew that both of them weren't using that piece 

of equipment all of the time. So he started thinking, Okay, this should be different, perhaps they should be 

able to share this kind of equipment. And then things got rolling, FLOOW2 was launched in the summer 

of 2012, targeted at the construction market, but that was also kind of the middle of the financial crisis. So 

the financial sector was hit very hard. There was a lot of supply but there was no demand. So the founders 

of FLOOW2, were kind of thinking, Okay, we should also try other markets. And I was, came up with sort 

of a similar idea of working in healthcare because I worked in a clinic. And we very often lend or 

borrowed pieces of equipment from another neighbouring clinic, or we shared staff or we rented out our 

operating theatres, for example, because an empty operating theater is very expensive. So we'd rather 

rented out to a competitor than have it's not used at all. So I thought that should be different. And you 

know, you should have a platform there was a whole informal economy going on with hospitals and 

clinics trading and sharing the thing. So I thought, that should be different because now it's very 

inefficient. It depends on on personal contacts, long email, "email all" lists, so I have a desk and someone 

use it that's very inefficient and also very annoying. So I got in touch with FLOOW2. That was in 

December 2012. And we said, okay, let's investigate this healthcare market as well. So we jointly founded 

FLOOW2 Healthcare. 

 

Barry O'Kane 5:05  

Awesome. That's really interesting to me from the technology side where you going from sort of manual, 

this is happening anyway process. And then your, I guess applying or using a platform. Is it fair to call 

FLOOW2 a platform? 

 

Lieke Van Kerkhoven 5:20  

Yes, it's a platform. Yeah. 
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Barry O'Kane 5:21  

So what? What did that look like when you started talking or introducing people to the idea? Okay, let's 

stop doing this informally. And let's try and do it through this platform. 

 

Lieke Van Kerkhoven 5:29  

Yeah, you have to imagine that in 2012, the circular economy and sharing economy even more, we're 

very, very much in the childhood phase. So it was just the idea was just kind of launched by the Ellen 

MacArthur Foundation and McKinsey, Airbnb was coming up. So most people had heard of that. But that 

is, of course, a very, completely different idea. So people said yes, I can imagine but for a company, there 

were big issues with trust. So we really had the first five years or so being were more on a missionary than 

on sales conversations that felt like that, at least. Because we really had to tell people about the why and 

inspire them. Why is the Circular Economy smart for you? It's not because also when you come with a 

sustainability story, many people in the in the traditional business, they kind of get suspicious because 

they think, Oh, it's just going to be expensive and cost me a lot of money. And then yes, I have a 

marketing advantage because I do something green. 

So we spent five years just educating the market. And now since two years or so we see it kind of a 

shift in mindset. Almost every company has some sort of sustainability built into their corporate 

governance and policies. Circular economy has become more mainstream, and we more we now get 

the questions of how and what so how can we start and what can you do for us? So it's coming very 

slow. 

 

Emily Swaddle 6:56  

That's interesting that you said you have to educate the market for so long, that's a really kind of feels like 

a noble pursuit to put yourself in that position where you know, you're going to be setting something up 

that actually, many people are going to resist. Was there something? You already mentioned a bit about 

the kind of financial benefits that this had specifically in the healthcare sector?  

 

Lieke Van Kerkhoven 7:19  

Yeah.  

 

Emily Swaddle 7:19  

Can you give us a bit of like the spiel that you used when you were trying to get people on board? What 

were their kind of benefits that you highlighted specifically for flow? Two? 

 

Lieke Van Kerkhoven 7:28  

Yeah. So we have reinvented ourselves in that way, multiple times. We didn't start this as a noble venture, 

you know, but it's, I guess it's one of those things that you start, and then you're in the middle of it, and 

had you known it would have been that difficult upfront, you would never have started. But, you know, 

then we were going so we couldn't really we didn't want to stop either anymore. So in the beginning, it 

was very much focused on on the sustainability aspect. We always say that's three advantages. Of 

course, its first one is financially because it's If you have something standing idle, it costs you money if 

you rent it out, or if you sell it to someone else, then you make money off your idle with your idle assets, 

or you rent something in or you buy something from someone else and you save costs, then it's 

sustainable because we optimize usage of what's already there. So we save energy and resources for 

producing more new equipment. And it's social because it stimulates collaboration throughout the 

organization but also cross sectoral and cross organizational. So in the beginning, we really focused 

on the sustainability aspect, but that wasn't running anywhere and at all. Companies run ready to you 
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know, make a decision just based on sustainability. So we really de greened our our entire 

communication our website everything I remember us sitting behind the computer going through our 

entire website and taking out everything green and focusing on the on the financial benefits because that is 

that is in the end where decisions were still made. You know, you can have someone in organizations does 

get enthusiastic about sustainability aspect, but then he has to go up to the decision makers and they 

always want to know, is it going to give me money? So we focused on the financial aspects. And now I 

think what we most often see is that there is the initial contact is because companies want something with 

Circular Economy, sustainability or socially. And then there is also the financial benefit, which is just very 

sweet.  

 

Barry O'Kane 9:28  

Yeah. That's 

 

really interesting. So, I find that really funny, you're de greening the, the story. But so now so now what 

you're saying is that that's kind of really flipped 180 degrees and people are looking at the sustainability 

first, or is it a case of more 50 you know, sort of equal? 

 

Lieke Van Kerkhoven 9:46  

No, the initial point of contact is usually because organizations want a circular solution, or typically 

a social solution. And then it makes their life very easy if they want to implement this in 

organization that they can say but guys We're also going to save a lot of money or earn money, you 

know, create an extra source of income because we are going to rent our stuff out or sell it. And it's 

kind of now for everyone at different positions in an organization, there's something to get enthusiastic 

about. So everyone has she has something that they can say, okay, that's why it works for me, because we 

have this multiple value proposition. 

 

Barry O'Kane 10:25  

So let's try and make things a bit more real. If we can. Have you got some success stories or case studies 

or anything, you know, examples that were FLOOW2's used so that we can talk about, 

 

Lieke Van Kerkhoven 10:38  

yeah, sure. We have several well, running platforms right now. Another evolution that we've gone through 

that's perhaps good to mention is that in the beginning, we created FLOOW2.com and 

FLOOW2healthcare.com because we had the vision that every organization was going to share their 

supply of, demand for capacity publicly. And then, you know, along the road, we discovered that there 

was a lot of resistance for that. And for private companies, it was the the unwillingness to share because 

they were going to, they thought they were going to give information that is sensitive for competition if 

they were going to share what they have standing idle or what they need. And for more public 

organizations like healthcare organizations, they said, if I'm going to share what I have standing idle, then 

some newspaper is going to come along and say that I have all this idle capacity. So I probably have my 

procurement processes off, you know, and wasted public money. So this public sharing was a big hurdle. 

And then some clients came and they said, but we want to share internally, just within our organization, 

connecting departments and different branches of organization, or we have a network of trusted partners 

and we want to share just with these partners. So now we mainly build white label private sharing 

marketplaces for organization or networks. And the some examples of that is a Dutch care organization for 

disability care. They have like 800 locations spread throughout the country. And the location can be just a 

home where five clients live, but it can also be a bigger daycare being you know, they have supermarkets, 

hairdressers, everything. So they have a great variety of capacity. And they grew through mergers of 

smaller organizations. So they have several regions that were not connected to the central brand. So their 
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main interest was a social one. Because they said food is sharing, we want to connect all these regions to 

the central organization because we think if they are going to talk about furniture or client stuff, that 

they're also you know, going to collaborate better on other aspects. So they're intrinsic motivation was a 

social one. And they now have a very successful sharing platform for the entire organization with a great 

variety of capacity and, also staff, but things like medical aides that are left over when client moves out or 

moves on or something happens. Very basic things like furniture, but also jobs for our clients. Because 

these clients typically have a daily activity. So it can be like folding the laundry for hospitals. That is 

something that these clients do during the day. For them, it's you know, it's productive activity, and they 

post these jobs to the platform. And then other locations can say, Oh, that's nice for my client as well. And 

then the client gets over there. And so that's how they use it. We have a hospital that has an internal 

sharing marketplace wholey different kinds of capacity. It's also different because the hospital is one 

building with a lot of departments. And the organization I just mentioned has, you know, it's spread 

throughout the country. And the hospital has medical equipment, but also excess stock. Also jobs for staff 

that, for example, have to reintegrate after illness and can't their own job because it's physically too heavy. 

So they can do administrative jobs as another department, for example. And in another sector, there is 

werflink.com that's in Belgium. It's a platform for the entire Belgian construction sector. So building sites 

and companies can actually advertise supply and demand for resources, building resources, but also heavy 

equipment and those kinds of things. And that's also very successful. It's in three languages. And we're 

now looking to expand actually in the UK, but also in the Netherlands. And the Netherlands, we also have 

and that's, again, another sector, it's Park sharing, and that is for business parks or industrial areas, where 

they have a variety of companies very close together, and one has a forklift and the other one has a 

meeting room. The other one has catering services. So they all have that but they typically don't know 

each other so everyone just drives through their own company every day and then just try it out again. So 

these marketplaces make capacity supply and demand transparent, just for one business park. But there is 

also an sort of umbrella Park sharing that you can also advertise your supply and demand to, because some 

capacity is only useful to share locally, you're not going to drive your forklift from the south of the 

country to the north. But other kinds of capacity if it's more rare or more expensive, or I don't know, you 

may want to share it with the rest of the country. So you advertise it to the umbrella platform 

 

Barry O'Kane 15:31  

So much variety in all of that.  

 

Lieke Van Kerkhoven 15:34  

Yeah 

 

Barry O'Kane 15:34  

Rreally interesting challenges too. So I've often read and thought and talked about the type of marketplace 

product where you're needing to kind of connect, you know, both sides, it's kind of, you know, chicken - 

egg, which one comes first. And you've got the added complexity of doing that with a platform where 

there's multiple, potentially of these marketplaces. Is that why the white label idea really, maybe, works 

where, as an example, within a hospital, it's relatively easy to share. Within, you know, maybe there's a 

mailing list or an intranet or something where everybody can see that this is happening, and they can share 

the story and the links and so on. Is that, is that how it works? Like, is it normally the organization or 

comes along and says, okay, we implement this product, and then it's them that drives things forward or 

are FLOOW2 involved in training and support and helping encourage use and facilitation? 

 

Lieke Van Kerkhoven 16:31  

Yes, the platform is just one thing. But if you just throw platform at people, nothing's going to happen. So 

it's a communication effort, basically. And indeed, if there was a hospital or some other kind of 
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organization that has a platform just internally, then we strongly collaborate with the internal 

communication department to actually let people know that it's there and what it's meant for and share 

successes, because once you get the initial enthusiasm, you know It's more difficult to keep people getting 

to your platform. So you really need a communication plan, like sending emails or, you know, taking it up 

in the newsletter of that organization or intranet, or those kinds of things. We strongly support 

organizations in that, and in a sense that we have a lot of content because we've already created it once 

and then they can use it and make it their own, sort of, and share it with their employees. And the other 

examples that I mentioned, if we go into a different sector or branch or region, we always work with a 

partner. We never go alone. It's not like today we decide, oh, Germany is an interesting market. We just go 

there and you know, put our product on the market. It's always because there is someone in Germany it 

can be a person but it can also be another organization or coalition or, I don't know, it can be all kinds of 

organizations. And they say this is a good idea and we want to make this available for our members. or 

clients or my network. So it's always a joint effort. The example I mentioned in Belgium, it's the result of 

the Green Deal procurement that they have signed. And our partners there are the Flanders government, 

but also Besix, which is a very large construction company. So it's a joint effort. I am actually now 

working on a very big collaboration in Canada with the Canadian Coalition for Green Healthcare. They 

are a network of hospitals throughout the country, making hospitals more sustainable. And they said, We 

want to make this service of sharing available to them. So we are now rolling out in Canada as well. So 

that's how it works. We always work with a partner. 

 

Emily Swaddle 18:41  

It's interesting. You've mentioned you mentioned a lot the importance of kind of effective communication, 

whether that's with clients in the beginning to kind of get them on board or even internally with clients to 

get the whole organization understanding the process and the and the the importance of the platform. I 

imagine for you that comes from kind of a personal place of the importance of Circular Economy and 

especially having worked in healthcare yourself, is that right? Does it? Is it like something quite personal 

for you? 

 

Lieke Van Kerkhoven 19:12  

Yes, it is. It also has become that, you know, after being on the front lines for so long, you know, you've 

really wanted to be successful now and it kind of grew on us. At some point we said it's probably our life's 

mission to get this going. Because I don't know what else do anymore. If it's not working. No, but we 

realized that you know, you have your technique and but that's just a means to an end. Because the end is 

basically a complete mindset change of people. That's what Circular Economy is basically about, you 

know, you can have all kinds of innovative products and services and change rules and legislations but I 

always say that's just the outside and that's, you know, that's very nice for us because we know a lot about 

the outside. That's the rational part of things. But it's also the tip of iceberg because the real change is 

happening inside within us, you know, we just have to change the way we look at each other and our 

environment. At how do we measure success? If you're talking about companies, how do you gratify 

people? How did you stimulate them? How did you stimulate creativity? How what kind of culture do you 

have, and that's the real change that has to happen. And then circular practices are going to, you know, 

come out fluently. If you work on that basis, it's not the other way around. You can't push it. 

 

Emily Swaddle 20:29  

Hmm. That's really powerful. I like that idea. 

 

Lieke Van Kerkhoven 20:33  

I always use the analogy of a toddler thats trying to cram the triangle through a square opening. You 

know, if you're coming with a circular products, or servers and you're trying to push that through, your 
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still very linear organization or to you're still very linear clients or suppliers. Then it's never going to work 

no matter how much force or I don't know how ever your can but it's never going to work. You have to 

work on the basis you have to make people understand why is this? Why are we doing this? And why do 

we want this? And then, you know, first change the mindset, and then it will follow.  

 

Emily Swaddle 21:08  

Yeah. 

 

So within that, as have you come across instances with clients where you thought or maybe even explicitly 

said, Actually, I don't know if this client is ready for this level of circular investment. 

 

Lieke Van Kerkhoven 21:23  

We have had so many of those. 

 

Yes, we've had so many conversations that, you know, they they want something with Circular Economy, 

but they don't really want it. It's just, you know, it's hip, and they think we have to do something with it, or 

it's good for our image or someone else in the organization, probably very high up in the tree said, Well, 

we need Circular Economy, but then the people below them, they don't really understand. So they have to 

start working with a concept that's completely new to them. But they still think in the linear away so they 

are going to approach it in that way as well. I've also seen you know, it's not rare for us to have a two year 

period with an organization before the first point of contact until actual implementation. We've also seen 

many times that we had very good conversations with a person that was very enthusiastic and they had to, 

you know, they had to go through the organization, it's kind of a struggle for them sometimes. And once 

the project was up and running, they leave because they're just tired. You know, they say, I don't want to 

work here anymore. I can't have these struggles full time. So we've seen it all I guess. 

 

Barry O'Kane 22:32  

It's really interesting what you say about struggles and Emily's question about I guess, motivation. If 

something feels like you're constantly fighting against all these, it's more than just sort of obliviousness or 

or people being unaware. But it sounds like in some cases, people are actually fighting against opposition 

or people disagreeing, which makes me also think about that when you were describing your first five 

years of just trying to explain everything to everybody. Have you been through periods where you were 

yourself kind of reaching the point where you're going, you know, this is too hard, or I need a break or 

what for has been the low points as well? 

 

Lieke Van Kerkhoven 23:09  

Yes, of course, you try to keep up your spirit. But I guess it's with all these success stories, you know, you 

read of someone who had this brilliant idea. And then, you know, they get in some kind of magazine and 

you read their story. And then they say, well, it was eight years or 10 years, but you don't question those 

eight or 10 years, but there are very low points in that period. And it's, you know, perseverance, or just  

 

Emily Swaddle 23:32  

Yeah, eight or ten years is a long time.  

 

Lieke Van Kerkhoven 23:35  

Yes, exactly. And some loose and some win, of course. We all had the entire team, we've had low points 

where we thought, Well, perhaps it's just not ready yet. You know, we weren't too far ahead of the market, 

or perhaps the idea is not as brilliant as other people say. For healthcare specifically. I've had I think two 

times when I said okay, now I'm just going to, I'm going to let it go. I'm just not going to pull or push 
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anymore. I'm just going to see what happens. And well, I have had two children and also in this time, so it 

was around that time and I said, I don't have any energy left. So I'm just going to leave it to the market. 

But every time something happened, that I said, Okay, so there is potential, you know, there is genuine 

interest. I have to keep doing this, because I still believe in it. And it is a good idea. And the early 

adopters, you know, are getting ready. We just have to stick around and that will make it. So every time 

when I said, I'm letting it go down, something came across our path, which may made us say, okay, it's not 

that we really have to keep going. So yeah, and now actually, we're now because it's 2020. So it's eight 

years now and we are actually we said 2020 is make or break, it really has to start happening or perhaps 

you know, it's not going to happen. And now with this Covid crisis, I think something is happening to the 

mindset of people, because collaboration, all of a sudden was possible when people saw that, but they also 

saw the relevance of transparency of stock and supplies. So actually now, we've never had more requests 

from all kinds of organizations, but also the world and people really want to know. Okay, so what exactly 

do you do? And how could I make that work for me or my particular situation? So? Yep. We're kind of 

surprised that now, because we said, well, it's going to make a break. And now all of a sudden, there's so 

much interest from everywhere. 

 

Barry O'Kane 25:38  

Yeah, that's that's a nice optimistic, I guess outcome from all the current situation. I'm interested then to 

talk a little bit about the platform itself. Can you kind of describe the process of you've got a new partner 

or a new project that's going to use the platform, what's actually involved in going from that point to 

getting something up and running 

 

Lieke Van Kerkhoven 26:00  

If we have a new partner for collaboration, then we usually first of course, we come to an agreement on 

the terms and we completely leave it to them to activate the market. So we, we supply them with 

everything we have the eight years of experience, we go through the entire platform possibilities. And 

then they have to talk to their network and see if there's interest. Then usually there's a demonstration of 

the platform, and we make it into the specific branding of that organization or that network. So it's 

completely in the look and feel of the partner organization or the client. So that's also because trust is so 

important. And then there is a communication effort, we usually try to have a kind of launch, like really 

make it a moment that this thing is launched and that people know that Okay, that's what it's for. And then 

it's a continuous communication effort together with the client or the partner organization to keep people 

coming to the platform. 

 

So yeah, that's basically it. 

 

Barry O'Kane 27:03  

Yeah. So that's something that you or FLOOW2 do the you set up the tools and do the branding and so on 

is that you meet  

 

Lieke Van Kerkhoven 27:09  

Yeah. 

 

Barry O'Kane 27:09  

Okay. And once that's up and running, and if I'm the person who's maybe working in the hospital or in the 

in the company or the, or the network, what's my experience of Okay, now I have a, you know, whatever, 

forklift truck or something and I know it's free. What's my experience? How do I go about finding out 

about this, and then actually sharing it and then maybe getting something shared the other way? 
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Lieke Van Kerkhoven 27:31  

Yeah, so you probably received a login details, or this platform was advertised in the organization, and 

you're going to create an account. And the platform itself works very intuitively, you know, like all the 

other platforms that we use, because it's really built for all kinds of people in all levels of the organization 

to be able to understand it. So just go online, you know, you click on Create an advertisement and you can 

upload your fork lift. Add some additional information or pictures, maybe you can even fill out the 

planning schedule. If you say it's only available on Tuesdays, for example, then you just publish, and then 

your colleagues can find it. And you can send messages through the system. In case or if you want to sell 

something, well, there can also be arranged, you can do payment through the platform, we can connect to 

financial administration of an organization, for example, in a hospital, and they are not used to making 

that kind of transaction. So we really had to connect to their financial administration otherwise, you know, 

a chair of 10 euros or 10 pounds, you know, the transaction itself will be much more expensive because 

they really had to make a separate process of that. So we have another example, which is also in the 

Netherlands and we call it Pharma swap. It's for pharmacies, to sell to each other prescription medication 

that is about to expire. And that's a very it's a hidden source of, of waste. Many conversations about waste 

of medication go is about medication that's already been with a patient. But this medication has always 

remained in the pharmacy. So it was always stored in a proper conditions. But it was ordered because 

there was a particular prescription for a client for a patient and then the patient dies or moves on or 

changes treatment and that medication remains on the shelf because it can't go back to the wholesale 

organization. And these pharmacists are now because they're all trading this kind of things through 

WhatsApp and then the regular mail but it's sometimes packages of like, multiple thousands of euros. So it 

was a very sensitive time when the you know, the package was in the middle and everybody was just 

hoping it would arrive in the proper state. So we created the platform and we also facilitated transport in 

that case, and that's a particular situation where people are just selling. So one pharmacist can say, okay, 

and what is from you, you can either place a bid. If you think your price is too high, or you can buy it 

directly, then it's approved and you get an invoice and the other one gets in gets subscription of the of the 

transaction. And then the message goes through the organization does facilitating the transport, and it gets 

picked up and it gets delivered the next day. So yeah, the logistics can be different for every platform. 

 

Barry O'Kane 30:23  

Wow, yeah, that's, as you say, really variable between them the where, I guess the specifics of where the 

platform's implemented. 

 

Lieke Van Kerkhoven 30:30  

It can be very niche, or it can be very broad. 

 

Barry O'Kane 30:33  

So that pharmaceuticals is a good example of something where the recipient needs to know that it's, you 

know, there's a quality standard there. It's been stored properly, or and maybe another environment, maybe 

other things need to be cleaned properly or whatever. Is there a trust factor there? Or is it always a case of 

well, we work in the same organization or same network so that trust is built in? 

 

Lieke Van Kerkhoven 30:53  

Yes. So the whole success of the sharing economy is the critical factor is trust. So that's why you see on 

these platforms that reviews, for example, are crucial. We have that to the Pharma one example that I 

mentioned, it's a closed community so you only get an account if you're verified pharmacist. And then of 

course we rely on professionalism. So we say he's also a pharmacist so but you have to be able to give the 

documentation that this medication was always stored under the proper conditions they signed for that. 

And you can only buy something if you have a prescription already so you it's not possible to you know, 
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buy a lot of stock from other pharmacists and then you know, keep it in your pharmacy and then you 

know, pre sell it or give it out when it's a better price. For example, you can only buy something if you 

have a prescription so you can give it out immediately. In other cases, that's also you know, we have to 

reviews but you can upload pictures, you can also upload additional documentation, like the proof that 

you've always kept it and maintained it under proper conditions. I can imagine we don't have that yet. 

Because there is no request from the market. But I can imagine that at some point, you would want to have 

a third independent party inspecting expensive equipment before you actually buy or rent something. So 

yes, it's it's greatly dependent on professional trust between companies. That's a big difference with the 

consumer sharing economy. You know, it's your company reputation not your personal reputation. And 

we try to build in all kinds of things in the platform to enhance that trust. 

 

Emily Swaddle 32:29  

You also mentioned Lieke it earlier about how the platform can be used as well for personnel exchanges. 

And this kind of implication of trust and professionalism. Presumably, that's also a big factor there. I'm 

just thinking about kind of instances of protecting staff members from I don't know too many temporary 

contracts or their own kind of personal and professional well being in terms of changing organizations or 

departments or what have you Are those the sort of things that you've come up across? 

 

Lieke Van Kerkhoven 33:00  

Yeah. So what it's used for now mainly is to have temporary jobs for people, like I just mentioned, in one 

case, it's for the clients. So that's, they just need the daily activity. In the in the hospital, we had the case 

where there was a nurse on the physical therapy department, and she, I don't know, she had an injury. So 

she couldn't do her own job, because that was physically not possible. And then she just did administrative 

tasks on another department, which, you know, that meant that she didn't have to stay at home. And she 

kept in a work rhythm and she was actually useful for organization until she was better and she could go 

back to her own job. In the COVID crisis. We have seen on Park sharing, we have seen because some 

organizations, you know, they hardly had any business anymore. But other organizations all of a sudden 

had huge online activity. So they really needed hands in their warehouses. So we saw staff moving from 

one organization to the other. Of course, that always happens with the consent of the Staff many 

organizations, and people see it as an advantage, you know, to be able to do different work to gain another 

perspective, gain more experience. But it does remain a sensitive topic. And you always have to be very 

careful that you make it very clear what it's used for and what was not allowed lets say. 

 

Barry O'Kane 34:19  

That's really interesting, though, the example you get you gave there of something happens that 

significantly changes the environment of the business. 

 

Lieke Van Kerkhoven 34:26  

Yeah 

 

Barry O'Kane 34:26  

...but the platform, did you have to do anything to the platform, you know, to allow that kind of adaption 

of Okay, well, maybe there's an opportunity for staff to move or experience or contribute in a different 

way? Or did you know, were they able to just use the platform to help them adapt to those changing 

circumstances? 

 

Lieke Van Kerkhoven 34:44  

Yes, so we did plant the seed of the possibility. So it was a communication effort. As always, we built the 

platform so as to be a one stop shop. Of course, some of the platforms right now are niche, sharing 
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platforms for just very specific products or very specific market. But every platform in the very basis is 

built as a one stop shop for all kinds of capacity because we envision that if this becomes a professional 

practice, if it really gets integrated into daily activities, then you don't want five platforms. You know, just 

to mention your company, car manae your company cars, where your staff and your meeting rooms. You 

want one place where you have complete oversight. Management has insight in what's happening. So the 

platforms are built, to be able to cater for all kinds of activities. So that can be a forklift. It can be 

bandages that are, you know, in excess or it can be someone that needs to re-integration or you know, has 

a day a week idle because the business changed. So it can all kinds of activities can be posted to the 

platform. 

 

Barry O'Kane 35:50  

And does that also. Or is it maybe there's opportunities to, for example, if to integrate with other third 

party tools or other software tools like existing inventory management or asset tracking? 

 

Lieke Van Kerkhoven 36:02  

Yeah. So we can connect to that, that can be dynamic, or it can be, you know, like, regular. So if 

organizations say yes, that's fine, but I already have an inventory stock software something, and I'm not 

going to enter those 2500 items into your platform. I guess Okay, so let's make a connection. And you can 

manage it at once. And for example, on the Pharma swap, we also have three wholesale organizations that 

are advertising their stock that is about to expire, and they kind of have this situation. Also, in that case, 

it's like they have 20 items of one kind instead of just one. But if they sell one, they don't want to go and 

change their whole advertisement. So we build in a sort of thermometer. If a transaction is done through 

the platform, then we know that we have to deduct one or two from their advertisement. So that goes 

automatically if they sell something through another way, and we don't know, of course, and they have to 

change it manually, but we always try to automate things as much as possible 

 

Barry O'Kane 37:08  

Awesome. Ah, there's so much there. And it's such a big, interesting and varied topic. But I think we're 

sort of starting to run out of time for this episode. But one thing that I always like to give an opportunity 

for. Leike, Is there anything that we haven't asked, that you think is, you know, that you're particularly 

proud of, or that you think is important to share? 

 

Lieke Van Kerkhoven 37:31  

Well, no, I think we've touched upon many topics already, perhaps a little bit hidden in some, some 

conversations. But the main thing, the main experiences, that technique is not you know, it's it's important, 

but it's not the trigger. It's communication in the end. And in this particular case, you know, we were there 

when the sharing economy kind of gained ground and there were at some point in the Netherlands alone, 

there were like 350 sharing platforms. Yeah, you can even share your dog I believe and 

 

Emily Swaddle 38:04  

borrow my doggy. 

 

Lieke Van Kerkhoven 38:05  

Yeah, I'm not sharing my dog. 

 

You know, people have this, this idealized idea of Airbnb, you know, I build a platform and I'm going to 

be a multimillionaire, you know, just if I put out a platform that's going to be successful, but they forget 

the about their earning model. And that's very difficult, you know, that's particularly about sharing 

economies, not so much Circular Economy, because thats about much more Of course, you know, you 
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have to be kind of realistic about, you know, you have motorcycle sharing platforms, for example, that's 

really great. But, you know, at least here in Europe, people drive their motor only, I think, five months a 

year at max, you know, you have to be die hard to also go into winter but now it's not your platform is not 

having any traction and the other months, so you have to redo your marketing. So you have to be realistic 

about your expectations and about your goals. I think if you want to do something like this. Or just call us 

because we, you know, we have spent eight years making this software and invested a lot of money. And 

our thing is always don't don't try this at home. You know, just call us and we're happy to share. We're 

happy to set up some kind of collaboration. And so you can do your share of the market, if that's your 

thing. And you just use our software. 

 

Barry O'Kane 39:29  

Yeah, that's really cool. I that's something that I think happens a lot as, as a technologist myself. It's very 

easy to think, Oh, you know, I just build a tool and it'll magically happen, when that may be the smallest 

part of the pie. Really. 

 

Lieke Van Kerkhoven 39:41  

Yeah.  

 

Barry O'Kane 39:42  

He talked about the communication and the complexity of multiple sdes and design environments and 

convincing people and explaining it. That's a much bigger human challenge. 

 

Lieke Van Kerkhoven 39:51  

I've had many Oh, not not many. I've had a couple of organizations that said, Yes, Yes, I know. I you 

know, I have a nephew that kind build some kind of sharing thing. And then, you know, they showed it to 

me and I said, you know, this doesn't look attractive, people are not going to use it. And then a couple of 

weeks later that no one is using it, but then you, you know, you've wasted your momentum. You have to 

do it right from the beginning. 

 

Barry O'Kane 40:17  

What's the future for FLOOW2 to FLOOW2 healthcare? What's the vision? What's next? 

 

Lieke Van Kerkhoven 40:22  

We have kind of made it a point to not have any expectations, you know, you in the traditional economy, 

you draw business models and make plans and you know, only to adjust them when time proceeds. This is 

a very unpredictable market, the Circular Economy and you know, things like COVID can happen and 

then everything's upset anyway. So we try to go organically. Also, you know, in exploring our markets, 

we only go where there is traction. So if there's a partner or anything, that's why we're in crazy markets, or 

we are in crazy countries that you would normally not really logically go to. So we keep flowing and see 

what happens. That's, that's our approach. And because if we make plans, we are only gonna have to, you 

know, readjust next month. So there's no point. We are the global leader in the sharing economy for 

professional organizations. But that is still a very small market. So we really hope that now things are 

gaining more traction now that the concept is gaining more attention and awareness that we really can 

expand and implement our service across the world. Yeah.  

 

Barry O'Kane 41:35  

Outstanding. Yeah. I really like that. And it's inspiring, as you say, sort of, to be involved in that positive 

movement is really cool. So just finally, so for any listeners who want to find out more about FLOOW2, 

FLOOW2 healthcare or the work that you're doing, where should they go? 
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Lieke Van Kerkhoven 41:51  

Well, there's floow2.com and then floow2healthcare.com. And FLOOW2 is F L double o w two. And well 

just send a message if you want more information, 

 

Barry O'Kane 42:02  

awesome, yeah, so that's F L double o w, the number two dot com or floow2healthcare.com. And as usual, 

we'll put all those links and everything we've mentioned into HappyPorch Radio on the show notes. Thank 

you so much Lieke. That was really great conversation. Thanks for joining us. 

 

Lieke Van Kerkhoven 42:18  

Thank you. Good luck. 
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Appendix 12: Podcast with Lieke Van Kerkhoven from Floow2 (with rethink global) 

Weetman, C. (producer). (2020, December 27). Rethink Global, Episode 37 [Audio podcast]. Retrieved 

from: https://www.rethinkglobal.info/episode-37-lieke-van-kerkoven-of-floow2/ 

Speakers: Catherine Weetman (podcast host) & Lieke van Kerkhoven (Co-Founder Floow2). 

Catherine Weetman  00:09 

In today’s episode, I’m talking to Lieke van Kerkoven, co founder of FLOOW2 healthcare, Liga aims to 

drive the global change towards a circular economy by bringing the innovative concept of sharing to the 

healthcare sector. Back in 2012, flow to healthcare became the first sharing marketplace for healthcare 

organisations, making it easy to share equipment, services, facilities, knowledge and skills within or 

between organisations. Lieke has a professional background in health care, she studied medicine and over 

the following 10 years she held managerial and organisational positions in healthcare organisations in the 

Netherlands and abroad. she experienced firsthand how much organisations can benefit from sharing their 

assets in the first place financially. And also socially and environmentally. Lieke, welcome to the circular 

economy podcast. 

Lieke van Kerkoven  01:08 

Thank you, Catherine. 

Catherine Weetman  01:09 

So it’s great to be talking to you today. And I’m really curious to know more about flow to how it started 

and which sectors you focused on to begin with. 

Lieke van Kerkoven  01:20 

Yes, so like you already mentioned, we started out in 2012. And the founders then one of the founders 

worked in the construction business. And he was actually selling heavy equipment to one company here, 

and also another company a couple of kilometres away. And he knew that both of these companies would 

only use this piece of equipment for like, half the time, so he figured that that should be more efficient. 

And he invented the sharing economy for businesses. So they started the platform, but that was in the 

middle of the crisis back then. So especially in the construction business, there was a lot of Supply but not 

so much demand because there was so much construction going on. 

Lieke van Kerkoven  02:04 

And I myself, I came from health care. And in my last position we I managed a clinic in Amsterdam and 

we actually shared a lot of our resources, like equipment, but also our operating theatres with other clinics 

in the neighbourhood. Or we would receive an endoscope, for example, from a hospital and we just had to 

replace the light instead of buying a whole new scope, which meant literally we would save 10,000 euros. 

So I thought that’s actually a very healthy practice. But it all depended on informal networks. So it just 

depended on being in a red mailing list being in the red network and other members of our staff who 

would have connections that will be helpful. And so I thought, well, with the internet developing as it was 

https://www.rethinkglobal.info/episode-37-lieke-van-kerkoven-of-floow2/
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back then that should not be necessary, or we could actually formalise that practice and you know, and 

prevent these huge group emails where somebody would always say reply All no I don’t need this but 

perhaps you could reach out to Susan and she will be able to help you. So I got in touch with FLOOW2. 

And and we jointly started her to healthcare as a brand and started reaching out to the health care market. 

And that’s how from there we develop further. 

Catherine Weetman  03:21 

Good stuff. So yeah, that’s interesting that kind of, you know, that sharing was happening but how the 

internet and and kind of platform technology has made so many more things possible, you know, with this 

ability to organise information more specifically to reach the right the right people. So, can you tell us a 

bit about how flow two works in practice, both from a lender’s perspective and from a borrower’s 

perspective? 

Lieke van Kerkoven  03:53 

Yes, so when we started and we had the vision that every organisation would share publicly what they 

have to offer or what they have, what they need, actually. So we have to come for every business 

organisation and we have led to healthcare has come for every healthcare organisation. And then we 

actually discovered that there is a reluctance everybody said it’s a good idea, but nobody was really doing 

it. So there is a reluctance to openly share whatever you need or whatever you have standing idle. Then we 

discovered that for private companies, their reluctance comes from a competitive perspective. So they are 

afraid to share whatever they need or whatever they have standing idle from a competitive point of view, 

because they might give away information to competitors that they don’t want to give away. And public or 

semi public organisations were afraid to share. Because if they share what they have standing idle, and 

then some newspaper comes along and just concludes that they have probably wasted money because they 

have all this idle capacity that they’re not using and that was bought with public money. 

Lieke van Kerkoven  04:57 

So that was Kind of a hurdle we had to take. And then we evolved to start making close communities for 

networks of organisations that were already in a trust relationship with each other or with a central partner 

so that would that partner would partner with us and then bring the practice of sharing to the network, or 

organisations that are big enough to start sharing internally. And that’s, for example, a hospital but also in 

multinational organisations with several locations spread across the country or even the road. They would 

have a close community where employees could actually make their supply or demand visual and the 

organisation would be able to optimise usage of what what they already have. 

Catherine Weetman  05:44 

Yeah, yeah. And how do you get people within the organisations to change their procurement habits away 

from the you know, this, this is, this is the way I’ve always done it. Yeah, or even because I remember 

back to my DHL days. And we were trying to encourage transport managers to use the kit that we already 

had that might be, you know, five miles down the road instead of hiring stuff in. And we had to try all 

sorts of things. But you know, one of the it was about relationships and they might have a trusted 

relationship with the supplier, you know, who might take them to the football once a year, things like that. 

So how do you encourage people to think differently and think about sharing instead? 
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Lieke van Kerkoven  06:31 

Yeah, I think we’ve come to our biggest challenge now already, in this discussion. Because the mindset is, 

we are selling, of course, it’s a technical solution. But our true what we truly sell is a change in mindset, 

because people indeed have to get out of their usual way of doing business and start doing something new. 

And that greatly depends on trust. Like you just said, there is for Sharing you need trust. So that is why we 

started creating this internal community. So then, of course, you really have this trust factor because it’s 

just colleagues amongst each other. And we really usually work with the Communication Department. So, 

yes, we sell the technical platform, but then actually the word work starts because you have to introduce 

the practice and usually the initial enthusiasm is not a problem. So, people will go there and then they will 

find something they need or they will actually advertise something but then you have to keep it alive. And 

that’s where the challenge lies. So you have a continuous effort, communication wise to keep people 

involved to keep coming back to the platform. And then so organisation is they embedded it in the 

procurement process. So actually, if an employee hands in a request for procurement of something, then 

the Procurement Department says well, first you have to check this in journal sharing marketplace. If the 

public has it somewhere, and if they don’t, then actually we’re going into the procurement procedure, but 

it depends a bit on the organisation. 

Lieke van Kerkoven  08:11 

It really, really helps if they make it fun. So we have this sharing community for a big care organisation 

for disabled disability care. So they have like 800 locations spread across across the Netherlands. And the 

location can be just one home where people live or it can be a huge daycare centre with a hairdresser in 

the supermarket etc. So, they started this because they wanted to enhance collaboration between all these 

various locations because they grew through various mergers. So they had all these regions that were just 

you know, they joined the organisation but because their activities so local, they didn’t really connect to 

the central organisation. So they wanted to stimulate collaboration cross regionally and they figured if we 

Have a sharing platform. And these homes, for example, are going to share furniture, or the people that 

live there, they need day job. So one home may have a day job of folding laundry for a hospital, but they 

have too much laundry, so they can actually advertise that job. And then another home can help their 

clients have a daily activity. So they are really using it to stimulate collaboration. And that is actually 

really working very well because there is no pressure there is no, we need to make money or we need to 

save or this is for efficiency. It’s just as a thing for fun and people their employees are using it for that. So 

that’s really successful. That’s really great to see. 

Catherine Weetman  09:40 

So when he’s when you say they’re using it for fun, are they do they get kind of rewarded with a, you 

know, a point system or do they get, you know, share of the week or is it about making connections in in 

other localities? 

Lieke van Kerkoven  09:58 

Actually, it’s not me we’ve, we’ve talked about that with several organisations, perhaps you can have a 

share of the week or something like that. But then they say, No, we don’t want it to be a competition. We 

want to move away from the competitive attitude, you know, it’s a bad collaboration, and no one is best or 

whatever, you know. But we do highlight certain exchanges, for example, in the newsletter, so it’s not like 
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a reward or you’re better than the rest. But you know, if something fun or something special changed 

hands in organisation, and then it gets some attention, but it’s not. 

Catherine Weetman  10:35 

So do you mean it’s not a kind of finding, finding interesting stories about what’s been shared? And that 

can help spark ideas for a while. If you know if that works, then this won’t work. Yeah, 

Lieke van Kerkoven  10:48 

yeah. That’s the intention. Yeah. Yeah. enthusiasm and interest. Yeah, 

Catherine Weetman  10:53 

yeah. So the fun part of it really is kind of getting it into conversations and getting people to be creative 

about it. How they’re approaching it. And yeah, and that kind of thing. Yeah, you kind of feel a sense of 

personal achievement and that personally, you’ve made a made a difference. Yeah. Yeah, 

Lieke van Kerkoven  11:12 

yeah. Because the people on the work floor, they usually have a big resistance to the waste that is going 

on. And they know very well what is standing idle or what they need. And in the beginning, very often we 

speak to the managers and their job, obviously, is to have no idle capacity. So if we talk about that, and 

they say no, but we don’t have that because if they would say, I have that and they would have done a bad 

job. So we say always leave it to the creativity of the people and and really in every organisation, we see 

different things that we have never thought of before and then they use it for that and then say, that’s also 

possible indeed. So that’s really fun. Because people in their daily work habit, they have a very different 

perception of of what’s going on or what they need or what might work, then the managers and that’s not 

bad. That’s just 

Catherine Weetman  12:08 

that’s just the way it is. Yeah, when I started my career in industrial engineering, one of the lessons you 

know, in the training that I did was that if you want to find a better way to do this particular process, or a 

better way to lay out this factory floor or whatever, you know, ask the people who are doing the job 

because they know it better than anybody and they’ve and they’ve probably already thought through the 

annoying things that that stop them doing it in a in a more Yeah, productive and less frustrating way. 

Lieke van Kerkoven  12:43 

Yeah, exactly. Because they bump their knee everyday to that stupid thing that is standing there and 

nobody really knows why. So they know what what needs to change. 

Catherine Weetman  12:55 

And are you able to take so you say them you know, they’re the these new examples popping up that 

really surprised you, you know, in ways that people are being creative about what can be shared? Are you 
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able to anonymize any of those but share them with the other people in the network to kind of, you know, 

help help spread the creativity or or is it? Is it very much down to each organisation to kind of, you know, 

focus on their own their own way of of accelerating this. 

Lieke van Kerkoven  13:30 

Now, I can actually share two very nice examples. One is from healthcare and one not from healthcare. So 

that might, you know, make it clear. So the first one is in the hospital and they have a lady who worked in 

the Department of Physical Therapy, so that’s obviously quite heavy, heavy work physically, and she had 

an injury, so she had to recover and they didn’t have any work on that department. I was light enough for 

her to handle it that point. So they actually put an advertisement out saying that this lady needed, you 

know, was available for work. 

Lieke van Kerkoven  14:04 

And then the Childcare department, they reached out and they said, Well, we have a lot of administrative 

work and our clothes and our toys need cleaning. So she went there and she, you know, just had her stayed 

in the rhythm. She was a value to the organisation until she was fit enough again to go back to her own 

job. So they they gained two sides because this lady was not at home, not being sick. And they avoided 

renting in an external staff to do the administrative work that needed to be done anyway. So that was 

something that we had never thought of before and they just use it to their own law, best, best interest. 

And another one is in the past prices. We also have platforms for business parks. So that’s the local 

community where a lot of organisations are very close to each other but everybody just drives their 

everyday to their own organisation and You know, do their thing and then drive home. So nobody really 

knows what the neighbours do or have. And a lot of municipalities want to stimulate collaboration within 

these communities. So they facilitate a sharing platform for that particular business park. And then there is 

an overlapping community for all the business parks because some capacity you want to share locally and 

some capacity to more expensive or rare forms of capacity, you want to share more broadly with the 

country, for example. 

Lieke van Kerkoven  15:30 

So in the crisis, you actually saw that some businesses, people, their business fell very low because there 

was no activity anymore. And some businesses, they saw a spike in activity because they were online or 

you know, they had huge activities in the warehouse. So what we saw on a business park close by here is 

that one of the companies they actually will they have a lot of stuff sitting there, they had to pay them, but 

you know, they they didn’t have any real activity whereas There was a neighbour, and they needed a lot of 

hands in their warehouses. So they were actually able to exchange stuff in this time of crisis, so it was a 

very special time. And and that was actually very beautiful to see that in this school that this was 

facilitated by a sharing community. 

Catherine Weetman  16:19 

Hmm. Yeah, that’s brilliant. Yeah. And I’m sure there’s there’s so much untapped potential. Yeah, and 

those kind of local things. I think on your website, it talks about, you know, sharing wastes across 

business parks, and that’s something I’ve been trying to look at locally. Yeah. But you know, we’re out in 

a rural area. And businesses have to pay for their mixed waste to be taken away. They can’t get anybody 

to, to even quote, for doing a collection of say just plastic or just cardboard. And it seems to be a 
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monopoly. That’s, that’s, you know, it’s one provider and and all that Do is charge you to take away your 

mixed waste. But if businesses were able to get together and say, well, between us, we’ve got this much 

cardboard and this much plastic and we’ll, you know, at one of our locations will consolidate it and bale it 

up, then it becomes more valuable to a recycler. So those kinds of things, there’s just so much potential 

isn’t there? 

17:22 

Yeah. And And the key thing there, the starting point is the transparency. That’s what we always say, 

because sometimes people say, well, there is no, we don’t have any reason to start a sharing community, 

but then we say okay, but now it’s not available, everybody just does their own thing, you know, you need 

to transparency to spark the creativity and entrepreneurship of the others. You know, now there is no not 

such such an amount of cardboard available that another entrepreneur might say or actually now that this 

is available, I might do this or that with it. And then you know, see a new business opportunity. So 

transparency is what’s going to spark the next step. 

Catherine Weetman  18:02 

Mmm. Yeah, I think that’s a really important point. Yeah. It’s, it’s and can apply to so many other things. 

Yeah. You know that when you start making things more transparent people who might have a solution in 

their head suddenly can see where there’s a problem. Yeah. And connected to. Yeah. So what? over over 

the, you know, because the business has been going now, you know, we’re getting close to a decade, 

which is quite old and circular economy term. So yeah, what have you struggled with? And what what 

surprised you in the process of building the business? 

18:44 

Well, the main struggle I already already mentioned is the mindset. You know, when we started in 2012, 

you probably noticed as well, certainly, economy was really very much in the childhood, not even in baby 

stage, I think so when we started the 2012 we really had to educate the market most people hadn’t heard of 

it, let alone sharing economy. You know, some people had heard of Airbnb, but that was or something for 

the front runners back then. So we spent, I think, like five years or something five or six years just talking 

about the why, you know, we were like missionaries, what is circular economy, practice and now since 

two or three years we see turn, certain economy obviously has found its way into business and 

organisational agendas. It’s usually embedded somewhere. It’s not yet a real decision driver, but you 

know, it’s gaining ground and now we get questions about the how and the what, so okay, we get what 

you’re doing, but how will that work for us and what do we need to do for that? So that is something that 

is that’s a big turning point. That’s really important for us. The current crisis, bad as it was in has always 

also made it very clear that collaboration is something that is really needed if you want a flexible and agile 

organisation. And we’ve also seen that it is possible, you know, after the big the big spike in, you know, 

people went back to doing what they did, and also have some competitive sense again, but you know, 

there was a point in a crisis that everybody was really collaborative, and there was a lot of, you know, help 

for organisations struggling, and that was really beautiful to see. And we’re trying to build on on that 

sense to introduce federal law practice. Yeah. 

Catherine Weetman  20:38 
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Yeah, that’s what I think is I guess, yeah, that can kind of play into this sort of, you know, helping people 

adopt a new mindset as well, you know, encouraging and going back to the stories of collaboration that 

that helped businesses out so much in the pandemic. Yeah, because I think it’s been Such a shock to 

everybody system that those stories will resonate for quite a long period of time. Yeah. And and I think 

people see, see the benefits in multiple different ways. So, yeah. There’s less risk of I think of people just 

compartmentalising that response to something that was very specific to that one problem, you know, then 

kind of see the benefits, translating into lots of aspects of the business. 

Lieke van Kerkoven  21:30 

Yeah, yeah, I think so too.  

Catherine Weetman  21:31 

What plans do you have for the next phase of FLOOW2? 

Lieke van Kerkoven  21:37 

Well, obviously, we want to further expand. Like I said, we’ve already evolved into creating disclose 

communities for sharing. But we’re kind of discovering now because sharing is still something that is 

really nice to have. It is not everybody really get it immediately what it is. So We still spend a lot of time 

explaining and also when we when, you know, in an organisation you have, you have a really big 

communication effort. So we’re now kind of seeing if we can go to Lourdes, a digital storage room. So 

every organisation has this physical storage room, usually where they have some desks or equipment or I 

don’t know, whatever they have. And you know, that kind of using that as a metaphor we were saying, 

Okay, so this is also the place where you’re going to go but there’s no physical place and there’s no guy 

who has to manage that. It’s just all your employees coming to the same place, it’s online, and they are 

going to show you what they have or what they may need. So making it a storage room. I think it’s gonna 

it really resonated with people. And also because during the crisis, you obviously saw a huge mismatch 

between supply and And even within organisations, so it’s become very clear that some central form of 

organisation of your what you already have your capacity is really necessary in times of crisis, but also 

outside times of crisis, obviously. So that is where we are going now. 

Catherine Weetman  23:19 

Yeah, that that reminds me of the conversation I had with Tom Fecarotta of Rheaply a few podcasts ago, 

and they help organisations exchange underused assets and consumables and they, they started off in 

research universities and so on that were that were maybe buying chemicals and and biological materials 

and things like that and would have, you know, leftover stock and then kind of grew it from there. And 

within organisations, it was sort of easier because people might be talking the same language in terms of 

the procurement cap. To log, you know, what they called each different thing and the code numbers and so 

on. But between organisations, it’s, you know, he could be talking in completely different languages. And 

so what they’ve done is kind of setup almost a translation dictionary. So one organisation, you know, it 

gets mapped to us to a more standard terminology. And then the other organisation that’s mapped as well 

and suddenly they’re able to see, see, you know, a single pool of items instead of, you know, you might 

you might call it I don’t know am I’m trying to think you might call it a coffee cup, and I might just call it 

a cup and saucer. Yeah, something that simple. And just how it gets catalogued in the first place for the 

first person who decides to buy that thing in the organisation can mean the difference between it being 
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visible and not not visible? Yeah. So I really like the idea of this kind of digital warehouse and, you know, 

having worked in supply chain for a long time, you know, this idea of a, of a warehouse management 

system that can look across several organisations, and see what’s where, and, and, and even, you know, 

send out the instruction to bring this from this location. And, you know, and get it. Yeah, get it to here. 

Yeah. All without a lot of manual intervention. So that that sounds really, really interesting. And before 

when we were talking earlier, before we started recording, you were talking about an example, with 

pharmacists. That was kind of breaking new ground as well. Can you tell us a little bit more about that? 

Lieke van Kerkoven  25:48 

Yeah. So I think, a year and a half ago or something, we started a pilot we were approached by two 

pharmacists, who said Well, there’s a lot of discussion going on, about waste of medication, you know, 

that’s something that gets really close to many people’s hearts because they all have a grandma, someone 

who, you know, has a lot of medication and they have to throw it away. But they said, there’s also a lot of 

waste of medication within our pharmacies, and nobody really talks about that. Because if, you know, 

sometimes we ought to expensive medication and then usually because there is a patient with a 

subscription for that. But this patient dies or they move or they change therapy, and then that medication 

remains in our pharmacies because it can’t go back to the wholesale organisation. It just sits there. It’s not 

something you give out every week, and then it reaches the expiration date and you just have to destroy it. 

So they said, What’s going on right now is that a lot of pharmacists, they use WhatsApp, you know, to 

actually say I have this package does anybody need this and then another pharmacist will say, Okay, I do. 

So they will, you know, exchange, the package will be sent through regular mail. Everybody just gets 

really tired because it’s worth several thousands of euros plus shipping You can’t monitor the conditions 

during the, you know, the male 

Catherine Weetman  27:04 

temperature and so on. Yeah, 

27:06 

exactly. Which is really important for so medication. So they said that’s really something that we would 

like to you know, formalise, again, it’s an informal practice. There’s a lot of potential for saving money, 

but especially resources because the production of medication is the third most ecologically harmful 

procedure in healthcare. So it’s really you know, birth making a change there. So we created form of swap 

in the Netherlands we conducted a pilot below the radar because it’s actually not allowed for pharmacists 

to trade medication between them. You can only sell medication if you have a wholesale permit to a 

pharmacist. We there are 20 pharmacists who joined in the pilot and in six months, we were able to save 

up nearly 60,000 euros with Wow. Yeah. Couple of packages. So last fall, we won the most Sustainable 

Healthcare Practitioner in the Netherlands award. And this spring, the Dutch Federation for Pharmacists 

awarded us the Innovation Award 2020. So that was all really promising. But then, of course, we got to 

the point where that Health Inspection would actually knock on our door and say, yes, this is all very nice 

guys. But, you know, it’s not, it’s not legal, it’s not legal. And, you know, what are we going to do about 

this? And so we sat down with them, and also with the Ministry of Health, but it’s European legislation. 

So the Ministry of Health can really do something about that. It’s the inspection that has to, to, you know, 

say something and now last week, they announced that they are going to give us a year, a year in which 

they will allow the pharmacist to continue doing what they do. You know, we’ve saved over 200,000 

euros already now. And so that’s really something and in that year, we have to organise pharma swap in 
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such a way that it it’s within the rules, so that’s going to be a big challenge. It’s going to be a lot work, but 

it’s very encouraging that they are giving us the trust and the confidence to keep going this because they 

really like how we have put it up, you know, we’ve made sure it’s safe. And according to all the rules, we 

have a professional transportation company. So every deal is made on a platform, then automatically a 

match message goes to a professional organisation that facilitates transport in a safe manner. So they 

really like having done and thought about everything. And this is quite big, actually. And a really great 

example of circular practice, I think. 

Catherine Weetman  29:35 

Yeah, sounds fantastic. It’s a real game changer, isn’t it? It is Yeah. And obviously could be translated 

worldwide. Yeah. So yeah, fantastic. 

Lieke van Kerkoven  29:46 

Especially in Europe, because it’s European rule. So if, if the Dutch example, works, and we organise this 

such a way that it becomes the grey area, and it allows to help especially to say okay, now it’s fine. It’s 

safe. Then we can actually go into the rest of Europe because it’s just the same rules, huh? 

Catherine Weetman  30:05 

Yeah, exactly. Yeah. And if even under a regulated system that’s all about patient safety and so on. If it 

works in Europe and can fit the legislations, then it would probably work for most of the other countries. 

Yeah. So yeah, yeah. Brilliant. Yeah. So let’s come back. Because, you know, I’m interested to find out 

because you, you were involved in the circular economy in the really early stages, you know, as we, as 

you said before, it really got to the baby stage. So what first triggered your interest in circular economy? 

Lieke van Kerkoven  30:44 

Yeah, it wasn’t so much the circular economy as such. It was only later that I found out that that is what 

they called it. Because it was like I said in that in that health clinic, where we actually did, you know, 

share stuff, that I thought this is very healthy financially. You First place and then secondly, obviously, 

ecologically. And then only later that I found out about, about the circular economy concept that was 

actually, you know, put in words to the thing that we were doing. 

Catherine Weetman  31:14 

Hmm. Okay. And you’ve said that as you’ve been involved in the transition to a circular economy from 

the early beginnings, you have a strong sense of why it’s starting to resonate with people and gain 

momentum now. And also how it influences our evolution as humans and the organisations we work in. 

Could you tell us a bit more about that? 

Lieke van Kerkoven  31:36 

Yeah, yes, it’s I really believe that this is the most logical next step in in our human evolution. Obviously, 

you know, we’ve come from this. There have been two industrial revolutions. Then we’ve had revolutions 

where we really develops our assets so to say – so we automated a lot of things that usually reduce the cost 
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of a lot of time. But it has also taken away a lot of freedom because people had to start working in 

factories, you know, we became numbers. We controlled a lot of things, it was really top down, controlled 

by the big capital, but also very strong government. It was an essential part of our history. But now I think 

we are progressing. We’ve had the communication revolution. Now we are in the technical revolution. 

And it’s again freeing us up, we don’t need to be in a place from nine to five, you know, that’s not 

necessary anymore. Every guy or girl with a great idea, they can just go online and disrupt an entire 

business sector in just a couple of years, so to say because they have a brilliant idea. You don’t need big 

capital anymore to be to be a player of any, any worth. So I think that this is really, really changing the our 

societies more than people are currently aware. And the freedom that it gives us, is allowing us to actually 

make the next step in our evolution, which is a spiritual development. And I think a lot of the things that 

are going on right now in the world and sustainability or a circular economy is one thing, but also there’s a 

lot of what we have a lot of things with equality. With inclusiveness, obviously, there’s a lot of negativity 

in the world. And I think they are all signs of the of where we hit the ball with our current way of thinking. 

We really still believe that there is a divide and that my way is better than your way. You know, you see 

that everywhere in politics and all kinds of discussion in the media. And I think it’s, for example, the 

circular economy. It’s a rational framework, because obviously we come from the rational era. So we 

express In the way we know so it’s a rational framework for spiritual development because if we are able 

to make this transition and and really, actually remember that we are not in individuals as such, but that 

we’re all part of something bigger than then it’s just ourselves, then it’s only logical that we take better 

care of the ecosystem that we’re part of, which means your family it means the people that you work with, 

but it also means the nature that is around you and and the resources that you use the suppliers that you 

have your your clients, your your everything, how you construct your business. And, you know, as much 

as making money, really the only goal is it. Or if you want to help your business, is there more to it, and 

why do people work for you? Not because they want to make more money for you. They want they want 

they need more than that. So yeah, I think that’s that’s where we are right now. And it’s it’s a kind of a 

tipping point. 

Catherine Weetman  34:59 

Yeah, I agree. And I think we are starting to see a lot more about purpose driven business. And the 

younger generation, particularly there lots of surveys to say that they’re looking for more meaning and 

more more kind of, you know, connection and the ability to really feel proud of the company that they’re 

working for, and the positive impact that they’re having on the world. And I think also we’re starting to 

realise, through scientific advances, just how interconnected everything is in nature. It’s, it’s not as kind 

of, you know, unsophisticated as we thought it was, and that, you know, there are so many knock on 

effects if we impact on one thing I read a study this week about the impact of microplastics on, you know, 

ants and worms and insects in the in the soil. So we’re, we’re suddenly starting to realise that there are so 

many consequences to the way that we’ve been living for the last Yeah. ticularly the last 50 years. 

Lieke van Kerkoven  35:58 

Yeah, yeah, that’s becoming so clear. everything is interconnected. Also the crisis has made it so clear, 

you know, it’s, it’s, it’s everywhere and it impacts it may be it may be a disease but it impacts the you 

know, the furthest corners of our societies very, very much. It’s I you know, I studied medicine and when 

I studied medicine in the western medicine, we have compartmentalised our bodies, you know, if you have 

something with your intestine, you go to a gastroenterologist, if it’s your not your lungs, you go to a 

pulmonologist, and if they can find it, and they say, I’m sorry, but you have to go back to your GP or 

whatever, you know, find something yourself. We treat our body like a car, you know, if it’s something 
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with the engine or something with the wiring, you know, you fix it, and then you go again, but that’s not 

it’s becoming more and more clear that it’s one big system and it’s not just the physical parts, it’s also 

everything around it. You know, it’s what you eat, it’s the people you hang out with. It’s the things you 

you allow to to reach you, you know, like the news or the music, you listen to Or the nature if you are in a 

big big city where there is no nature or if you walk your dog every day in the in the woods, it impacts 

your, your state of being and your health. And the more we discover that, you know, that’s that’s the small 

scale, but at the large scale, it’s exactly the same. 

Catherine Weetman  37:17 

Yeah, and I think again, the lockdown has helped a lot of people understand that for themselves, you 

know, because there was so much going on and people have found peace and space in nature, even if that 

was only able to be their local park. So I think people are starting to realise just how how it can help our 

mental well being as well as you know, getting physical exercise and exertion yes on. So yeah, well, let’s, 

let’s hope the momentum continues on on that front as well. Indeed, indeed. So, Lieke, is there anyone 

you’d recommend as a future guest for the programme, to inspire people about the circular economy. 

Lieke van Kerkoven  38:03 

Yes, Marielle van Hemert. She’s also Dutch. And she co founded together with another lady the Circular 

Stories and they are actually travelling across the world and collecting the stories and visualising them. 

And it’s a really nice effort, what they’re doing. Because they’re really, you know, the storytelling is 

obviously very necessary for the behavioural change that we need. And they’re really an energetic and 

inspiring lady. So it might be nice to have them. 

Catherine Weetman  38:36 

Great. That sounds good. And I’ve got a funny feeling. Because somebody from a circular stories 

organisation connected with me this week on LinkedIn. So there’s a high high chance it’s the same 

organiser Yeah, I’ll look that up. And Liga if people want to find out more about you and about flow two. 

How can they get in touch? 

Lieke van Kerkoven  38:57 

Yeah, well for our websites go to FLOOW2dot com and go to healthcare.com. 

Catherine Weetman  39:02 

And that’s FLOOW2 with with double O. So F L O O W two, 

Lieke van Kerkoven  39:08 

two. Yeah, exactly. Thanks for that, or connect with me on LinkedIn. You know, I’m easy to find. So, 

Catherine Weetman  39:15 
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yeah, brilliant. So Lieke, we’ll put those those links as well as the transcript in the show notes at circular 

economy podcast.com. And we wish you the best of luck with the next phase of FLOOW2, and 

particularly FLOOW2 healthcare and fingers crossed for the regulation ‘box ticking’ on the pharmacy 

example. Yeah, and thanks for sharing all those stories with us today. Thank you Lieke. 

Lieke van Kerkoven  39:40 

Thank you, Catherine. Good luck with your podcast. 

Catherine Weetman  39:42 

Thank you. Thank you. 
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Appendix 13: BizBiz Share 2021 report, value proposition document 

BizBiz Share. (2021). Your own B2B Marketplace: Your partner for digital transformation and Circular 

Economy. 

Source: sent from BizBiz Share as additional information for thesis. 
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Appendix 14: BizBiz Share FAQs pages 

BizBiz Share. (2021b, June). BizBiz Share FAQ. Retrieved from https://blog.bizbizshare.com/en/faq/ 
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Appendix 15: Website white label offering screenshots Floow2 & BizBiz Share 

Floow2. (2021, June). Solutions and Pricing. Retrieved from https://www.floow2.com/pricing-en.html 

As seen on 2021.06.17: 

 

 

 

BizBiz Share. (2021, June). Launch your marketplace. Retrieved from 

https://bizbizshare.com/marketplaces 

As seen on 2021.06.17: 
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Figure 1: Outline of a circular economy 

 

 

 

Source: Ellen MacArthur Foundation (2015) 
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Figure 2: Thesis literature review gap overview 

 

Source: Self-developed by author. 
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Figure 3: Thesis framework summary 

 

Source: Self-developed by author. 
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Figure 4: The ‘research onion’ adapted for this thesis 

 

Source: Adapted from Saunders et al. (2019, p.130), Guba & Lincoln (2004) and Crotty (1998) 
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Figure 5: BizBiz Share’s Circular Business Model Canvas 

 

Source: Self-Developed by Author, adapted from Lewandowski (2016). 



253 

 

Figure 6: Thesis summary framework of implementation of the CE principles

 

Source: Self-Developed by Author. 
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Table 1: Overview of code categories and sub-codes 

 

Source: Self-Developed by Author. 
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Table 2: Dynamic Capabilities overview of BizBiz Share 

 

Source: Self-Developed by Author. 
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Table 3: Enabling factors and barriers to the CE & B2B asset sharing platforms 

 

Source: Self-Developed by Author. 
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Table 4: CE principles and B2B asset sharing platforms, findings, and discussion contributions 

 

Source: Self-Developed by Author. 

 


