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Business models in POWER4BIO project



• POWER4BIO project: supporting regional
bioeconomy development by providing
regional stakeholders with tools, 
instruments and guidance to develop and 
implement their bioeconomy strategies

• collection of bio-based business models

• deployed at smaller scale in rural areas

• Personal motivation: high interest and 
positive feedback received from company 
representatives and other stakeholders

Aims and context



Business modelling methodology



Methodology
• Business Model Canvas (BMC)*

• 19 business models described using BMC in POWER4BIO

*Osterwalder, A., Pigneur, Y., Business Model Generation: A Handbook for Visionaries, Game Changers and Challengers (2010)



BMC - Value Proposition
• Company activities: products, 

technologies, services* offered to 
customers

• Values behind company 
activities*

• Ways how to address problems 
and/or needs on Customers’ side

• What makes the solution* unique 
or innovative

* In our specific case: bio-based activities, solutions, technologies, products etc.



Internal building blocks of BMC 

• Key Partners: network of partners 
that make the business model work

• Key Activities: most important 
things a company must do to make 
its business model work and deliver
the Value Proposition to the 
customers

• Key Resources: physical, financial, 
intellectual, human etc. assets 
required to make a business model 
work



External building blocks of BMC 

• Customer Relationships: to 
develop all experiences the 
customer has with the company 
and its product

• Channels: how a company 
reaches its Customer Segments 

• Customer Segments: customers 
the Value Proposition can be 
delivered to



BMC - Finance-related building blocks

• Cost structure

• capital expenditures (CAPEX)

• operating expenditures (OPEX)

• Revenue streams

• direct revenues: generated 
directly from customer segments

• indirect revenues: from parties 
that have an interest in the
customer segments and are 
therefore willing to provide a 
financial compensation



Good examples



Example 1: Production of feed quality protein meal by the 

bioconversion of residual organic streams using Black Soldier Fly Larvae



Example 2: Converting vegetal oils and lignocellulosic material 

derived from grape marc into coated technical textile



Example 3: Production of high-purity renewable 

platform chemicals via hydrothermal carbonization (HTC)



Technology Readiness Level (TRL) vs. 
Business / Market Readiness Level
• External (customer-related) building blocks are less elaborated in BMCs

• TRL9 ≠ technology ready for market

• “TRL level as commonly used in H2020 can be used to define if a technology is ready 
to go to market or not, but it does not capture properly how “ready” is the business 
based on such technology to go to market.” (Access2EIC report)

• Need for a practical framework promoting economic viability and taking into account 
business-related aspects

• exclusive focus on TRLs have to be adjusted by introducing levels reflecting business 
or market readiness



Conclusions
• An easy-to-understand business model is a great tool for purposes 

that are essential in implementing bioeconomy strategies:
• bringing the successful projects and good practice cases closer to the 

stakeholders;
• awareness raising in different sectors;
• support bioeconomies in rural areas;
• involving primary producers

• Clusters related to bio-based industry, organisations in regional
development and individual experts can apply BMC as a service 
provided for interested farmers (as producers of bio-based wastes or 
by-products), companies, investors, policy makers
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