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How does circular construction change our product
features?
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Kofier's three levels of a product [1969]

Kotler suggested that products can be divided into three levels:

« The core product is defined as the benefit that the product brings to the customer.

« The actual product refers to the tangible object and relates to the physical quality and the design.

« The augmented product consists of the measures taken to help the consumer put the actual
product to use.




Internal

Circular construction
Mining of precast elements
Re-use of hollowcore slabs
Design for re-assembly
Degree of demountability
Reconstruction
Traceability

CO2 reduction

Protocols

External
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Strengths
» What do we do well?

« What have our customers or
partners told us they like about us?

« In what areas do we outpace
our competitors?

« What's unigue about our
business, products, or services?

« What assets do we own
(Intellectual property, proprietary
technology, capitol)?

Opportunities
« What emerging trends can
we take advantage of?

« Which of our strengths might
be valuable to potential partners?

« What adjacent markets might
we tap into?

» Are there geographic locations
with less competition?

Positive

Circular economy: an Opportunity or Threat?
What Weakness should we improve?

Weaknesses

» What can we improve?
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« How could ourwqaknesses leave
us vulnerabie? |

» What market trends are

we unprepareé' '

« What econom(erm‘ political issues
could impact ohgj’pusiness?

Negative
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What will circular construction do with the Product Life of
our hollowcore slab?

The links between the BCG and

Introduction

maturity

the Product Life Cycle
Growth

decline

Time on market

/" Innovators \( Early Adopters\

(" Early Majority\ ( Late Majority )

(" Laggards )

I Visionaries and Enthusiasts Mainstream Adopters | Resisters I
+ dream realizers « evangelists « pragmatists - skeptics + change averse
+ drive change + embrace change - accept change - accept change + value tradition
- aren't afraid to fail || + self-efficacy (sooner than LM) (later than EM) « not leaders
« explore in iterations || -« like to be first to try, || + deliberate - adopt after proven * suspicious of new
- high tolerance for use, engage, buy » adopt if practical - - often adopt out of innovations
fisk, uncertainty and|| - try our new ideas in (| weigh out pros & necessity, not + often wait until
ambiguity careful way cons; think it out choice forced to adopt
+ adventurers « inspired by the new (|« go along; seldom - goes along wipeers || * feel threatened or
+ change initiators « like integrating new || |ead - like to know rules very uncomfortable
« internally motivated ideas in useful ways|| « helps it gain mass creatures of habit by uncertainty
to change « influencers - like to appeal - jumps in when sees and change
- respected by EAs; convey ideas + wait until it has been || “everybody” is * not gaing to buy in
doubted by the - respected by the successful in doing it to new ideas
mass majori
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