Summary of

Innovation Pioneers
Workshop

Tank meeting 61

Partnerships for valuable innovation in
challenging times



Purpose of the workshop

1. Create insights on how partnerships
can generate innovation

2. Generate ideas to a real problems

3. Work with, and evaluate, a new
framework/model

i

© 2023 CGl Inc.



Method: The Partnership Canvas and Value Proposition Canvas

Gain Creators CREATED VALU E
M What will be the result of the
I ll value transfer between partners?
Products
& Services Costumer

Job(s)

U ;

&

Pain Relievers

How will we collaborate to
connect and transfer value
with our partner?

DESIRED ASSETS\ "z

What asset do we seek to leverage

from a partner
e

|
VALUE OFFER
What leverage do we offer
our partner?
How does our offer complement or enhance the assets
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https://www.strategyzer.com/canvas/value-proposition-canvas https://valuechaingeneration.com/2014/10/17/the-
partnership-canvas/
©2023 CGlne. https://d-lab.mit.edu/sites/default/files/inline-

files/8.%20Partnership%20Canvas 1.pdf




Summary

The Value Proposition Canvas
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Current customer profile is desiring an E2E service

Customer jobs
» Pick-up flat package

* Assemble product
* Recycle/resell old product cain Crentors
i
G ai ns Products
« Affordable furniture & services iy
. Quality ks 13 gf g
» Reliability
Pa i ns Pdingavers
+ Slow delivery of my IKEA product

* No information or updates regarding my delivery

+ Expensive delivery forcing self pick-up by myself

« Having to manage the recycling/resell of my old
product by myself (transport, recycle, resell,
refurbish etc.)
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Step 1: Formulate the value proposition

Based on the customer pains, ideate and define what
type of services or products that can be created (e.g.
by utilizing partners) and note the pain relievers and

Gain Creators

gain creators that they can generate M
20-25min & cervces ——
™ 12 = e
11:10 Each group present their findings - |
&

Pain Relievers
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Summary of outcomes

Products & Services

Automation

Self-driving delivery trucks
Wheels for my packages
Moving warehouses

Self learning warehouse
Logistic automation

Professional based

Mobile pickup point/ Home delivery “Hemglass”
Better public transport to IKEA store
Home locker
* Pick up old stuff
» Deliver to home
Pickup points with locker solution
New milk run logistics

Community based

TipTapp service. Matchmaking.
* You get old sofa if you build new one.
Uber screening.
“Marketplace” for pick up with “providers”
+ Bid on delivery
Crowdfunding transportation
Transport product for your neighgbor
IKEA neighborhood
» Bring other customers’ items if space is available
in car
Tinder for reselling products between private individuals
Uber-ish partner with private individuals

Products
& Services

"™

Gain Creators

X,

&

Pain Relievers

Gain Creators

Trust

Create clear expectations and agreement
Certification for security

KPIs

Certified partners

Correct content

High trust towards IKEA

Service

Seamless collaboration

Clarity on what is service value added
Convenience

Automation

On time

Continuous communication

One touch point

EV delivery vehicles

Virtual visualization of delivery route and
network

Route optimizing based on delivery priority
Enhanced lead time between delivery and
assembly

Pain Relievers

Clarity

Clear delivery time slots

Clarity on timing

Clear communication

Clear expectations

Cost/time transparency

Clear value added for customers to pay for
service

Clarity of what customer gets 7



Summary

The Partnership Canvas
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CREATED VALUE

What will be the result of the
value transfer between partners?
Think of:

Joint ]
chonnel woys for cust

TRANSFER ACTIVITY

How will we collaborate to
| connect and transfer value
with our partner?

.. collaborating teams, training,
matching technology protacals,
referral management
systems, content
ereation

VALUE OFFER

What leverage do we offer
our partner?

How does our offer complement or enhance the assets.
we desice from our partner?

E.g. through: performance improvement, customization, design,
brand value, pricing, cost reductian, risk mitigation

DESIRED ASSETS

What asset do we seek to leverage
from a partner?

e.q. the type of assets: land, buildings, plant and machinery,
[ixtures ond fitting, technology, infrostructure.

Or intangible assets: goodwill, potents, copyrights, knowledge,
reputation, scale, networks, channels, customers
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Group 1

Professional-based delivery
(first & last mile)
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Summary of outcomes: The Partnership Canvas

Professional-
based
delivery

Community
based
delivery

Professional-
based resell

Community
based resell
© 2023 CGl Inc.

Desired Assets

Scale & Logistics experitise
Local Market Delivery
Customisation

Two channel delivery (drop
off vs. Assembly)

Time

Storage space in transport
vehicle

Transportation

Second-hand expertise
Customer data and network
Refurbishing skills

Uber business model
partner

Know the secondhand
market

Data/system integration

Value Offer

Customer/Market data-
intelligence

Brand recognition
Incentive model for
delivery/assembly

Discounts
Rewards (e.g. free lunch)
Social credit

Product-know-how

AR planner tool for resold
products

Spare parts

Inspiration of put together
sets and Al support
Global supply chain
Increase Brand value

Created Value

Innovation & learning
opportunities

Extend the value chain
Reduction of material e.g.
tools if pro assembly

Convenient and cheaper
delivery

Applies to blue bag items
“My extended IKEA Family”
— Sell it forward

Find old models
Replace and repair easily
Clear climate benefits

Agile market adds value to
the customer

A new digital catalogue for
new and “old” items
Trusted place for sales and
services

Transfer Activity

Risk/Liability sharing
Bespoke tech/Al for
optimization

Quality/Cost satisfaction —
sign off digital service

App scan “when | go to
IKEA”

Your neighbor wants x,y,z
TipTap style platform
(bidding)

Build product traceability
process

Shared re-sell
platform/ecosystem
Exchange customer data
(within what is legally
approved)

Database for product info
during complete lifecycle
Create a local POC

“New trademark” and joint
branding

10



Thank you!

If you have any questions on the material, please reach out to:
fredrik.thuresson@cgi.com

© 2023 CGl Inc. 1




