
Circular business models 

•7 minute presentation followed by 5 minutes of questions 
from audience (2 – 3 max)



Circular Business Models: creating value 
through circularity

Challenges for CBM

Higher salary costs 

Difficulties in standardization
Restrictive regulations
High transaction costs 

Misconceptions from consumers (e.g. old or 
unsanitary, needs to be cheap, new designs), 

Hibernation of products

Advantages of CBM:

Lower cost for materials
Less materials used 

Less waste generated 
Help reduce consumption

Products used multiple times 
Used products are appealing for certain customers 

Waste-based products are unique

Sample

50 cases 
7 countries

7 product groups: 
food and catering, furniture, clothing and 

textiles, built environment, ICT. 

Main business strategies 

Promoting sufficiency 

Waste as a resource
Product life extension
Performance model

Marketplace creation
Recovery



What type of circular business models can be found in 
the different product groups?







Organizational barriers and opportunities in 
municipalities for Circular Procurement

•7 minute presentation followed by 5 minutes of questions from 
audience (2 – 3 max)



Circular Procurement Practices: Organizational 
barriers and opportunities

Cases Analyzed

Aalborg: procurement of ICT collection service 
Malmö: procurement of re-used furniture and related services
Latvia: procurement of gymnasium furniture and school catering services

CPP 
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Research Design I II



CPP Process diagram



Aalborg case: ICT 
take-out services

• Call for tenders was not released…however

• Multiple functions of market dialogues:
• For CPP manager: obtain feedback in regards to potential 

services and criteria. 

• For suppliers: understand the needs and priorities of the 
municipality, highlight their competitive advantage, influence  
procurement into specific directions (e.g. creating local jobs). 

• Market dialogues without end-users/internal clients have 
reduced potential benefits 

• Initial phases of CPP (market dialogues, organizational 
support, procurement design and needs identification), are 
diffused across time and take place simultaneously
influencing each other. 

• CPP raised awareness amongst the ICT leaders and helped 
visualize wasteful practices beyond the original scope of the 
project

• Since the scope of the contract was focused only on take 
outs, it reduced the attractiveness of the contract for suppliers, 
since collection is only one part of the business model. 

• Limitations of awarding contract to a single supplier - For 
example, dividing the contract into different lots would have 
opened the opportunity for socio-economic enterprises



How to improve Circular Procurement practices at 
municipalities

• Widespread training to all relevant personnel

• Establish flexible methodologies for stakeholder engagement, including market 

dialogues and end-user engagement in pre-procurement process 

• Develop synergies between internal and external service provision.

• Include Socio-economic and small enterprises in market dialogues

• Campaigns for behavioural change (framework agreements)
• Verification mechanisms for long-term and ongoing circularity

• Use existing green criteria AND develop ad-hoc circular criteria

• Avoid lowest price, promote life-cycle costing

• Balance cost with quality, environmental and social criteria



Thank you for your attention! 

For more information, go to 

CircularPP website > Activities 

> State of the Art research.

Full reports are made 

available for download as 

soon as they are concluded
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