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Foreword

This project was started forthe minorInnovation Consultancy of the NHLand is using the question
initiated by Gijs van Hesteren of Kabel Noord. The goal was to create a concept for offering external
and flexible working spaced within the region of Northeast Fryslan. During the project we used the
Kenniswerkplaats Northeast Fryslan and received support of Alice Posthumawhois
werkplaatsmanager of the Kenniswerkplaats.

To come to a good final result we needed to have information of alot of different groups. We used
interviews to reach the governmentand surveys toreachthe entrepreneurs and the students of NHL,
Stendenand AOC.

We would like tothank all people for participatingin this projectand in particular Gijs van Hesteren
as a priliminary, Alice Posthumaforall the support during the stay at the Kenniswerkplaats, Sietse
Vlietstra of supportfrom Syntens and Sjoerd Moman forthe supportfrom the NHL.

Inn-create,
Leeuwarden, 19th of January 2012



Summary

The goal of thisadvisory reportisto create a suitable concept concerning anidea of Kabel Noord
about creating external and flexible working spaces that could be used by entrepreneurs, self-
employedand education.

At firsta basicconcept has been developed and verified with the market doinga market research.
Afterthis 3 different concepts (Hotel/restaurant-, Fixed location- and the platform concept) were
made up and verified with the marketaswell. Thisresultedin one final concept that consisted out of
the best parts from the 3 concepts named above.

Duringthe 3 monthinvestigation it became very clearthat the basicconcept with a fixed location
containing flexible working space, offices and conference rooms was not the way to go. When
interviewinglocal governmental people the project group heard that there were already more similar
initiatives being offered inthe region of Northeast Fryslan and thatit is smarterto cooperate with
those initiativesinstead of creating another similar concept of ourown.

Alsothe results of the surveys taken from the students and the entrepreneurs were telling this. The
basicmessage was that the majority of the interviewed peoplethinkitisagreat idea, but not for
them. The entrepreneurs are having enough space to do everythingontheirown location and the
HBO students are not willing to travel more than 5 km, which is not enough toreach the region of
Northeast Fryslan. These results lead to the fact that the overall demand of the basic conceptis not
highand that itis bettertocome up with an alternative conceptto cooperate with several existing
initiatives.

The advice of Inn-Create to the client, Mr. Gijs van Hesteren of Kabel Noord, is to find cooperation
for the initiative and setting up the Platform concept. The follow-up project, which comes right after
the Inn-NOF project, includes making abusiness case forthe Platform.

It isimportantto search for partners to cooperate with during the development of the platformand
the cloud service. With these partners aplan can be made on how the service should be developed
and whatway this can be promoted towards the customers.

Nextstepisto find key usersfora pilot of the system; a possibility is to offer the usage of the system
to a selectgroup of entrepreneurs and students without any costs. These way problems can be found
and solved without having paying customers.
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1 Introduction

This chapter isthe introduction of the advisory report of Inn-Create. The subchapters of this advisory
report consist out of the background of the project, the assignment of the project, the method that
has been used and the structure of the report.

The goal of thisadvisory reportisto create a suitable concept concerning anidea of Kabel Noord
about creating external and flexible working spaces that could be used by entrepreneurs, knowledge
workers, consultants, self-employed and students.

The ideacame outof the region North East Fryslan and wasn’treally given much thoughtyet. Gijs
van Hesteren, innovaterat Kabel Noord, thoughtit was worth putting effortin and started the
initiative by asking the projectteam Inn-create to advise him on this matter.

1.1 Background

The project Inn-Create is working on was initiated by Gijs van Hesteren; Gijs van Hesteren s
innovator at the company Kabel Noord in Dokkum and also the client of this project. Kabel Noord is
the cable companyin the Northeast of Fryslanandis owned by the government. The company s,
however, making profitand has a corporate purpose, which means that the companyisa normal
company but wants to contribute to the environmentin the Northeast of Fryslan. By setting up
projects like this one, Kabel Noord is trying to contribute to the environmentin the Northeast of
Fryslanin by improvingthe social and economicenvironment.

The projectteam was working fromthe Kenniswerkplaats Northeast Fryslanin Veenwouden. The
Kenniswerkplaats Northeast Fryslanis coordinated by Alice Posthumaand is often used by Gijs van
Hesteren to station students working on these kinds of projects. The Kenniswerkplaats Northeast
Fryslan has also got a corporate purpose and s linked to schoolsinthe neighborhood like the
Noordelijke Hogeschool Leeuwarden, van Hall Larenstein and the AOCBuitenpost. The project
running fromthe Kenniswerkplaats Northeast Fryslan are mostly run by studentsanditis mandatory
that they contribute to the social and economichealth of Northeast Fryslan. This contribution to the
Northeast of Fryslanisa common goal with Kabel Noord and that is also why Gijs van Hesteren often
places students of the company Kabel Noord at the Kenniswerkplaats Northeast Fryslan.

The projectteam Inn-create studies at the Noordelijke Hogeschool Leeuwarden and are currently
participating the minor Innovation Consultancy. On this project Inn-createis assisted by an advising
bureau called Syntenswhois alsoworking together with the Noordelijke Hogeschool Leeuwarden.
When necessary the projectteam can decide to consult with the Syntens advisor. From the
Noordelijke Hogeschool Leeuwarden the projectteamis supported by Sjoerd Moman whichis a
teacherand, for this project, the coach of the projectteam.

Below the company of Kabel Noord is being described.

Kabel Noordisthe local cable companyin Northeast Fryslan and the products they are delivering are
radio, television, telephone and internet. KabelNoord is acompany that delivers connections for
consumers, companies and institutions. Atthe momentKabel Noord is making the switch from
coppercable for their connectionsto connections using fiberglass.



Kabel Noord has about 25 employees working at their new facility at Pier Prinslaan in Dokkum. The
number of customersis approximately 25.000 and the yearthat they were incorporated was 1979.
Kabel Noordis a governmental organization in the private sector and the shareholders of Kabel
Noord are the municipalities of: Ameland, Schiermonnikoog, Dongeradeel, Dantumadeeland
Kollumerland ca. Although Kabel Noord is agovernmental organization it has a corporate purpose
and isallowed to make profit.

The region of Northeast Fryslanin which Kabel Noord delivers their services consists of about 60
villages onthe mainland and 5 othervillages from the islands Ameland and Schiermonnikoog.

Kabel Noord has also got an importantsocial and innovative role within the region Northeast Fryslan.
The company is contributinginthis region by investinginthe health and growth of the region
Northeast Fryslan.

1.2 Assignment

To make the assignment clearforthe projectgroup and the client, the problem, goal and assignment
are described sothere will not be any confusion about the assignment. Once the problem, goal and
assignmentare known; the sub questions and products, that are goingto be delivered at the end of
the project, are described.

Problem

Kabel Noord wants to investigate if there is market fora concept forinnovative networking / working
on an external locationinthe Northeast of Fryslan. If so, what can a feasible concept be presented?

If not, the advice can be to stop the project.
Project goal

The goal isto deliveraconcept within three months based on a market research which treats the
subjects; environment, demand and competitors. Based on the outcome of the marketresearcha
decision matrix willbe used to elaborate a maximum of 3 different concepts. These concepts will be
tested onthe market and parties concerned usinginterviews and presentations. The feedback
received fromthe testing will be made into aSWOT analysis on which the final concept will be
chosen. Based on thisfinal conceptan advisory report containingthe idea, the marketand the
earnings model willbe made which willbe presented to the preliminary and concerning parties.

Assignment:

Work out the basicideaand investigate the market demand by doing a marketanalyzes. This hasto
resultina final conceptideathathas to be worked intoan advisory report which has to be presented
inthe end.
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1.3 Method

The railwayis a figure thatexplainsin avisual way what activities have to be done for the project.
Main activities are divided in sub parts that have to be finished to complete the main activity.

The model shows that we start with setting up a planning, afterthatthe conceptideais developed,
the marketis analyzed andthenthe conceptgets definitive. There will be acheckin the form of
verifying the concepts with the market. Afterthat the final concept will be made and the advice
presented. Below the railway of the projectis shown.

e Plan of Approach

sProblem, goal, assignment
*Planning

s Developing the basic concept idea
*Brainstorm session

sBusiness Model Canvass

#The concept

*G0 f HoGo

s Analysis of the Market

sCustomer Analysis

sEnviromment analyss (DESTEP)
sCompetitor Besearch {Porter)
sinterviews

=5urveys | students and entrepreneurs)
*Define found results

*Decision matrix of the results

#(30  Hoto

s Concept Defenition

+Write doven maximal 3 different possible concepts
*Descrilee distinctive power per concept
*G0 [ NoGo

e Verifying the concepts with the market

slnterviews
*Presentation
5WOT

#Go [ Noto

mamed  Final concept

=Concept discription based on the SWOT
*Define an mcome model for the concept
+Final advice

e Presentation
#Presentating the advice to the NHL and the stakeholders

Figure 1- Railway project
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2 Basic Concept
Explained here isthe basicconcept. Inthe basicconcept, Inn-create used the Business Model Canvas.
This modelis explained below.

2.1 Business Model Canvas

The Business Model Canvasis a strategic management template for developing new- or documenting
existingbusiness models. Itis a visual chart with elements describing afirm's value proposition,
infrastructure, customers, and finances. It assists firmsin aligning their activities by illustrating
potential trade-offs.

This Business Model Canvasis a concept which Inn-Create uses to further develop the conceptandto
make explainthe mainideato people who aren’t familiar with it. The concept can change any time
since the assignmentis to come up with different scenarios.

The Business Model Canvas describesin nine different parts a business. It gives details about;

e Value proposition

e Customerrelationship
* Channels

e Customersegments

* Revenue streams

* Cost structure

* Keyresources

* Keyactivities

* Keypartners

Business Model Canvas - Basic concept
Below is shown the Business Model Canvas Inn-create used to describe the basicconcept.

The Business Model Canvas  Basic Concept KabelNoord bt ot

-

= - Py

L. § - k. e
" W =) - [
ey arm (=

(RIS

Figure 2 - Canvas Model Basic Concept
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2.2 The concept
Below, all nine parts of the Business Model Canvas are being described.

2.2.1 Valueproposition

The value propositionis the collection of products and services abusiness offers to meet the needs
of its customers. Inthe case of this project the external workplace offers a place where people can
meet each other, share knowledge and extend their network by talkingto these people. Everybody
who’sinterested can workinthe publicworking space, itis free towalkinand out. Alsoitis possible
torenta meetingroom where conversations can be held.

2.2.2 Customerrelationship

The customerrelationshipis explaining how the relationship between the client and the customeris
builtand maintained.

Firstof all there is a co-creation. Inthis case the clientand the provider work together. Thereisalso
personal contact betweenthe clientand the provider. The client has to go to the providertorenta
room and check if that room s available ata certain time the client wants to use it. In the openroom
where people canwalkinand out there is self-service. Here the client doesn’t need the providerto
sitthere and start working.

2.2.3 Channels

Channels describe the way how the provider communicates with theirclientand how they reach the
clienttoletthemknow about theirvalue proposition. A possibility to reach the clientis to personally
notify the clientabout the external workplace, forexample to post a letter with the explanation
aboutthe external workplace. The client can also be reached by local radio and TV commercials, for
example Omrop Fryslan hasaradio and TV channel whois broadcasting for Frisian people. There are
alsoa lotof newspaperswho aren’t nationwide spread butonlyin the region, they can also put an
advertisementin one of the newspapers. A lot of advertisements are nowadays spread on the
internet, there is also a possibility to make a website of the concepts so people canread aboutit on
the internet. The last way to reach the clients is mouth-to-mouth advertisement.

2.24 Customersegments

The customersegments describes the target groups of the external workplace. The first target group
are the home workers. Home workers are not people who are working the whole day at home but
for example peoplewho are leaving the office some hours earlierand work afew hours at home.
Anothertargetgroupis the knowledge workers. A knowledge worker gathers knowledge and
information, interpretsit, developsitandthen usesanddistributesthe information and knowledge.
He is using his skills toidentify problems and then comes up with solutions and alternatives for this
problem.

People who may also use the location are students. They can workin the publicroom or for example
when they dotheirinternship theircompany canrent an office when there isn’t enough space at the
companyitself.

Advisers / consultants are also one of the target groups. They are giving advice and are mostly hired
by a company with not enough knowledge about a certainissue. Advisers / consultants travel alot
for theirwork, so a place like thisisideal to (net)work when they are visiting a clients and have some
spare time between the visits.

The last target group described are the self-employed workers. They don’t have any personnel and
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most of them don’t have own office space. Forthem it would be an option to workinan external
location.

2.2.5 Revenue streams

Revenue streams are the results of the value proposition whois delivered successful to the clients.
For the external workplace one of the revenue streams are the income of the rent of officesand
meeting spaces. People who want to use one of those rooms have to pay an amount of moneyto use
it. Anothersource ofincome isthe (possible) funding the project can get. If the government supports
thisideathereisa chance that they will subsidize the location. People who are working there also
have the opportunity to make use of catering service. The people need to pay for this, so this will also
be a revenue stream of the project.

2.2.6 Coststructure

The cost structure is presentingall the costs it will take to get the external location running. First of
all there are costs for customerrelations, to develop and maintain the relation alot of effortand
costs have to be put inthere. The personnel needs to be paid whoisregulating the rental of the
offices and conference rooms and the catering. PRand marketing are also costs that need to be
made to make the location successful. People have to know the locationin orderto go and work at it.
When a place needs to be rented this will also costs a monthly amount of money, thisalsoincludes
light, waterand so on. What also costs money is the infrastructure. People need to have access to
theinternetinorderto work. This will also cost a monthly amount of money.

2.2.7 Keyresources

Key resources are assets which are necessary to make to concept work. The key resources forthe
external workplaceare the partners, because they can provide funding for the project. Another key
resource is the location. Thisis very important, because everybody needs to know the location.
Whenthey have the ideato work somewhere else besides at the office or at home they first must
think of thislocation.

The infrastructure is also a key resource, because everybody needs internet to do his/herwork and
can’t work withoutit. The last key resource that isvery importantis the personnel. The personnelis
the face of the location and isresponsible forthe available space in meetingrooms.

2.2.8 Key activities

The key activities are the mostimportant things which acompany must do to make the business
model work. For this external workplace one of the key activitiesis space. Thereisa publicarea
where people canwalkinand out forfree, here people are with other people in one bigroomand
people canrent an office ora conference roomwhich they need to payfor. Inthe whole building
(publicarea, office and conference room) people can getinto contact with other people. They can
network, share ideas, share knowledge and create anew business forexample.

2.2.9 Key partners

The key partners are the partners which are crucial for the survival of the external workplace. The
initiative of the projectis coming from Kabel Noord in Dokkum. Four students are doing behalf of
Kabel Noord an investigation whether an external workplace could workin the Northeast of Fryslan
or not. Otherkey partners are the government, companies, organizations and communitiesin the
Northeast of Fryslan. They are all responsible whetherthis concept works outforthe region or not. It
isveryimportantto create supportfor the ideawith the key partners.
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3 Analysis of the market

Below the market analyze is described that contains the following sub paragraphs: customeranalysis,
environment analysis, competitor research, distinctive power of the company, interviews, surveys,
results, decision matrix and the conclusion.

3.1 Customer analysis
This chapter isabout the customeranalysis. It describes which different customers there are and

what this new conceptcan offertothem.

In the northeast of Fryslanin de municipalities of Dongeradeel, Dantumadiel, Tytsjerksteradiel,
Achterkarspelen and Kollumerland c.a. there are in total 6540 companies. These 6540 companies
alsoinclude the businesses with no employees and the self-employed workers. Table 1shows the
number of companies each municipality has.

Dongeradeel Dantumadiel Tytsjerksteradiel Achtkarspelen Kollumerlandc.a.

Numberof 1410 995 1645 1705 785
companies

" Table 1 - Number of companies in Northeast Fryslan

3.1.1 Profilesofthe customers
There are a few specifictargetgroups forthis project. These are:

*  home workers

* knowledge workers

e students

* consultants

* self-employed workers

The target group that is aimed atis very variable and large, in fact everyone is welcome.
In the textbelow every possible target group is being further described.

Home workers

Home workers can also be defined as flex workers. They are for example people who come home
earlierand needto postan offer. Home workers are as well peoplewho are working afew hours at
home duringthe day to avoid trafficjams. Also doing other small things forworkina lost houror
respond on a business e-mailis counted ashome working. On average one on every six Dutch people
are sometimes workingathome.

For this specifictarget group the benefits of working on an external location is that the people arein
a businesslike environment, thisis whatlacks whenthey are workingat home. While workingona
external location they can meet people, discuss new ideas or expand their network. These are all
things the home workerdoesn’t have when he orshe issittingat home.

Knowledgeworkers

A knowledgeworkerisaperson who gathers knowledgeand information, interprets it, develops it
and thenusesand distributes thisinformation and knowledge. He is using his skills to identify
problems andthen comes up with solutions and alternatives forthis problem. Characteristicfora
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knowledge workeris thatthe taskisn’talways clear. Therefore the mostimportant question fora
knowledge workeris always; whatisthe desired result? To get the answerto this question he
doesn’t only use his own knowledge but he also has to find additional knowledge.

Knowledge workers are always looking for new information to completetheirown exciting
knowledge aboutasubject. Togo to a place where knowledge workers can meet, socialize, share
information, work onthe computerand network on an external location like this project, is perfect
for them.

Students

The locationis also accessible forstudent. This means students with ahighereducation butalso
students with anormal education. Itisimportantto have a wide variety of people.

The students can work there forschool but can also get stationed at the location by the company
they run an internship with.

Students are able to workin the publicspace where they can be creative and work on their network
but of course it is possible forthem as well to rent an office and participate in meetings.

Consultants / advisers

A consultantoradviserisa personwhois giving “professionaladvice” andis hired by a company to
help them with differentissues. There are no differences between consultants and advisers. A
consultant can be active on differentareas. Importantis that the consultant gives professional
advice. This meansthat he or she has knowledge/expertise which is missing atthe company thatis
hiring the consultant. Giving advice is part of his profession and the consultantis rewarded forit.

Consultancyisdescribed as: “The practice of giving expertadvice within a particulararea”. While a
consultant can give advice in many areas, a consulting firm, however, is limited to servicesina
specificarea. Mostly when there is spoken about consultancy, often refers to forexample strategy
consultancy, business consultancy, IT consultancy and legal consultancy.

Consultants work mostly for different companies so they have to travel alot for their work. An
external location like this projectis helpful when theyhave spare time between going from one client
to anotherclient.

Self-employed workers
Self-employed workers are workers without any personnel. They can workin all branches. About 50
% of all the companies are self-employed companies.

Most of the self-employed workers don’t have an own office space and probably work from out their
own house. Whenthey wantto meet possibleclients an option forthemisto meetina conference
room on an external location like the one this projectis providing. Renting office space is also among
the offered options, which makes working on an external location very suitable fora self-employed
worker.
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3.2 Environment Analysis
The environmentanalyzeis being described belowusing the DESTEMP method.

3.2.1 DESTEMP

The macro environment of the region Northeast Fryslan will be analyzed using the DESTEMP method.
This method uses 7 differentfactorsin orderto do a complete scan of the external macro
environment. The 7factors are: Demographical factors, Economicfactors, Social-culturalfactors,
Technological factors, Ecological factors, Market and Branch factors and Political and Juridical factors.

Demographic

Demographicfactors are all abouthow the regionis build up. In the table below demographicfacts
aboutthe residents of northeast Fryslan are pictured. The table givesinformation about how many
residents each municipality has, the proportions between the “productive age group” (20— 64 years)
and the “non-productive age group” (0— 19 years & 65 +) and how big the potential laborforce is.

Achtkarspelen Dongeradeel Dantumadiel Kollumerland Tytsjerksteradiel

c.a.
Residents 28.123 24.292 19.310 12.930 32.178
0—19 years 7.155 6.074 4.843 3.273 7.915
20 — 64 year 16.612 13.898 11.156 7.591 18.356
65+ 4.356 4.320 3.311 2.066 5.907
Residents
percentage
0-19 years 25,4 25,0 25,1 25,3 24,6
20 — 64 year 59,1 57,2 57,8 58,7 57,0
65+ 15,5 17,8 17,1 16,0 18,4
Potential labor
force (15— 64
years)
Number 18.229 15.459 12.501 8.459 20.289
Percentage of 65,1 63,6 64,7 65,4 63,1
total population

Table 2 - Demographical facts northeast Fryslan

In total there are 116.833 residentsin northeast Fryslan. The total amount of potential laborforce is
74.937. What standsout is that Tytsjerksteradiel has by farthe most residents and Kollumerland c.a.
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has by far the leastresidents. This also means that these municipalities have the mostand the least
numbers of potential laborforce.

There are different demographical trendsin the region of Northeast Fryslan thatare important for
this concept.

Firstof all there is a decrease of the population of Northeast Fryslan since 2005, the expectationis
that this decrease will continue inthe future. Forthe conceptand the partnersitisimportanttoturn
thistrendintoan increasingtrend. The concept can help improving this trend by making the region
economically stronger and more attractive for businesses and employees.

The second trend is the takeoff of the younger high educated generation (age 15to 35) out of the
region Northeast Fryslan. This trendis causinga “brain drain” to the region, which means that young
highereducated people are leaving the region Northeast Fryslan. The result of thisisa decrease of
the average education levelinthe region and anincrease of the ageing population in the Northeast
of Fryslan.

An increase of the ageing population means a decrease of the available laborforce. Forthe concept
thistrend can cause difficulties becauseits focusison laborforce / students, these groups are both
decreasing.

The third trendis about the employment of the region Northeast Fryslan . Although the employment
has had an annualincrease of 5% in the last 10 years, the increase of employment was lowerthan
the increase of employmentin the province (12%). The highest expected employmentincreaseis
withinthe healthcare and employment will decrease within the industry, agricultureand trading
sectors. The highest employment at this moment however, lies within the sectors; healthcare,
industry, construction and trading. This means the region can get a difficulttime if the trend keeps
developinglike this.

Economic

Northeast Fryslan has a higher unemployment, alowerincome perhousehold and aloweraverage
educational level in comparison with the rest of the Netherlands.

These circumstances are making the economicclimate of the region lower than the rest of the
Netherlands.

The “working with the hands” industry like agriculture and industry is not only characteristicfor the
region butis alsoveryimportantforthe economichealth of Northeast Fryslan because there are so
many.

An importantfactor within the agriculture sectoris the European marketand European legislation.
The trend of loweringthe funding and turningitinto a system of remunerationis not helpingthe
agriculture companies. Itis hard forthese companies to survive without the support of government
funding orthe product producers.

For the conceptitisimportantto work togetherwith partnersandincreasingthe economichealth by
stimulatinginnovation.

Social-cultural
Within the region Northeast Fryslan there is adecrease of population and the overall ageingisrising.
Because of this, the local community centers are gettingless crowded. To ensure their existence
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community centersare joining up and working together so that they cost less money and be more
efficient.

The concept can take advantage of this trend because working spaces can be generatedinfor
example community buildings.

The culture of Northeast Fryslan exists out of the population and the companiesin the region.
Because the regionliesinacross-section between the central-axeland the railroad between
Leeuwarden and Groningen, peopleand companies from other regions can travel and find their way
easily. Therefore a mixture of cultures are livingand workingin Northeast Fryslan. These mixtures
forma unique culture specificforthe region.

The average educational level in Northeast Fryslanis lower than other parts of the Netherlands but
the concentration of entrepreneurship on the other hand, is very high. Within the region there seems
to be the ideaof independence, which can be the reason of the high concentration of entrepreneurs.

For the conceptthe location of the region and the high concentration of entrepreneurshipisvery
positive. There are alot of potential customers forthe conceptand the location makesit possiblefor
companiesoutside the region to easily visitaworking place in Northeast Fryslan.

Technological

A trend withinthe regionisthe improvementand renewing of the ICT infrastructure whichis done by
the local cable company and partnerfor the concept; Kabel Noord.

Kabel Noordis working on the construction of a fiberglass network. Because the regionis not located
near big citiesand travelingisanissue forsome people, astate-of-the-art ICT infrastructure is very
importantto improve communication and the attractiveness of the region. When the state-of-the-
art ICT infrastructure is combined with low land and house prices likein the Northeast of Fryslan,
working away from home or work can be promoted. This would be particularly interesting for people
whoare livinginthe Northeast of Fryslan and working fora company in another part of the
Netherlands.

Ecological

The region Northeast Fryslanis known as a very greenregion. Northeast Fryslan consists of avariety
of country like grass-land, tree sides and mounds landscape. Within the region agricultureand small
businesses painta picture of the standard.

Political

Due to the involvement of the government within the company Kabel Noord this concept has asocial
publicinterest. Funding from the local government can be possible, also collaborations with
government departments or community centersis a possibility.

This however, does not mean that this conceptis goingto be a political project. Whenregular
companiesare interested, collaboration withthemis also an option.
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3.3 Competitor research
The competitorresearch is being explained using the 5forces model of Michael Porter

3.3.1 5 forcesmodel - Michael Porter

The 5 forces model isa model designed by Michael Porter. The goal of the modelisto find out what
the profit margin of the industry is. Thisis achieved by usingthe 5 forces; suppliers, customers,
substitute products, the thread of new entrants and the competition onthe market.

The five forcesare:

The powerof suppliers

The power of customers

The thread of substitute products

The threat of new entrants

The internal competition from playersin the market.

LA

The power of suppliers
Since the conceptisn’tsomething suppliers can deliverand neitheritis something thatis widely
available, suppliers don’t play abig part in this. The power of suppliersisin this case close to zero.

Supplierpowerscan be:

e Much available suppliers. This meansitis easy to change to anothersupplier

e Lots of substitute products on the market

* Theimportance of the industry forthe suppliers

e Switchingcosts. The higherthe supplier switching costs, the betteracompany will think
before switching suppliers

e Standardization of aproduct. A buyerwill think twice before switching to anothersupplier
whenthe productis standardized.

The power of customers
The power of the customeris based on the way they can affectthe overall prizes by liningup

competitors against each other.
Customer powerscan be:

e Theimportance of the product forthe buyer

e Standardization of the product

* Switch costs

* The profitof the buyers

* Thethread of vertical integration

* Theimportance of the product forthe buyerlooking atthe quality level of the product.

The threat of substituteproducts

An example of asubstitute productisthe ‘seats 2meet’ concept. Itis kind of similarand it can partly
fulfillthe needs that we are offering with our conceptas well. Another substitute is the service some

hotels are offering by renting out office space or meetingrooms.
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The thread it causes our concepthoweverislow, because inthe northeast part of Fryslanisit not
very common to use the facilities that are offered. Also what Inn-Createis trying to offer with the
conceptis more based onincreasingyour network and create innovativity inthe region, notonly rent
out office space.

Lookingat it from this perspective the conceptis one of akind at this momentand has yetto be
introducedintothe region.

The thread of new entrants

When havinga business there is always the thread of new entrantsinto the market. New entrants
want market share and are extra capacity in the existing market. This means more costs for the
company or lower prizes atthe marketdue to more competition.

Enteringa new marketis often notvery easy, there can be barriers. These are the 6 mostimportant
entrants’ barriers:

* Scale benefits

*  Productdifferentiation

e Theamount of capital needed
* Switch costs

* Accessto distribution canals

e Governmental policy

But consideringthe fact that the concept has not beenintroducedinthe regionyet, the thread of
new entrantsislow because the marketis new and has yet to grow up.

The internal competition from players in the market

The internal competitioninthis new- notyetgrown up marketisverylow. Thisis because the
conceptis new and not yetintroduced in the region. This also means there are no competitorsyetin
thisregion.

When looking atthe Netherlands asa whole, similar concepts are already there. Because these
concepts are out of the region Northeast Fryslan, the competitionis very slim since the distanceis
that far.

Knowingsimilar concepts are available in the Netherlands, the thread of already existing patentsis
alsothere. Itis veryimportanttofind out if there are patents on names, products orideas
concerningthis subject so expensivelaw accusations can be prevented.

3.3.2 Competitors
There are howeverother concepts that offerasomewhat similar service. Below different
competitors will be described.

SeatsZmeet

Seats2meetisanationwide company with in total 19 locations all across The Netherlands. The
nearest concept of Seats2meet, isin Harenin the province of Groningen. The locationin Harenis one
of the six Postillion Hotels, which isfranchiser of the Seats2meet concept. Intotal there are just six
real Seats2meets. The other 13 locations that Seats2meet has to offerare franchisers.
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Seats2meetisanorganization providing three different concepts forthe self-employed professionals.
These concepts are:

* S2M Meetingspace
The S2M Meetingspace is a concept where the Seats2meet organization offers meeting
spaces for the self-employed professional. Everything necessary forasuccessful meeting
(laptop, beamer, drinks, sandwiches) can be provided. The rooms can be reserved using the
website of the organization.

e S2M Workingspace
This concept offers flexible working spaces throughout the country. These working spaces
are placed within other company buildings and can be reserved usingthe website of the
organization. Besides this the Seats2meet organizationis also connecting knowledge
togetherwithregistering the expertise of the professionals.

e S2M App Space
This concept offersonline applications (Cloud) for companies, organizations and self-
employed professionals. All the applications offered are social based (connection with
twitter, facebook, Linked-in etc.) and can be combined formingasuite.

Inqubator
Inqubatorisalso a nationwide company with several locations all across The Netherlands. There is
one Inqubatorin Fryslan. This Inqubatoris stationed in Leeuwarden.

They offera couple of services towards starting companies, students and self-employed
professionals. Theseservices are:

* Helpingwith startingand developingacompany. Inqubator’s employees can provide
entrepreneurs the information and advice they need.

e Helpingpre-starters developing acompany model and starting the company by the help of
Inqubator’s own employees.

* The personnel of Inqubator coaches students entrepreneurship, this can be done when
students are graduated butalso when students are still at school.

e Offeringstartersin Life Science aplace tostart in one of the two buildings.

e Offeringstartersininternetbusiness, application and game development and other
professions aplace tostart in one of theirbuildings.

e Offeringtraining, meetings and workshops for everybody whoisinterested.

Crystalic

Crystalicis an office buildingin Leeuwarden owned by Sipkema real-estate. In this building offices are
rented outto companieswho need an office space fora shortterm butalsofor the longerterm. Also
meeting rooms are available foramaximum of 250 people.

Crystalichas everything whata company needs, acentral reception, ICT facilities and a big parking
lot. The location of Crystallicis also practical, itis laying on the outskirt of Leeuwarden and nearby
the N31.
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The servicesthey offerare:

e Businesscafé where business meetings can take place
* Meetingfacilities

* Seminarlocation

e Full-service reception

* Reproand dry-cleaning

* Catering

* Roomsforevents

e Childcare.

Innovatiehouse Buitenpost

There are far-reaching plans to create an Innovatiehousein Buitenpost. The inventors of the house
are the two owners of Denkgenoten, named Henk Everts and Erwin Bremer. The idea of the
Innovatiehouse is to become anincubator for growth entrepreneurs. The idea of Denkgenotenisto
create a “campus” for students with the Innovatiehouse. The “campus” should become a place which
will bring students and entrepreneurs more close to each other. No more furtherdetails are known
by the time thisreportis written.

This placeisn’trealized by the time the reportis written buta letter of intentis signed.

Knowledgecampuses
The knowledge campuses are / will be established to improve the cooperation between universities
and the businesses. Near Northeast Fryslan there are afew knowledge campuses operational.

* Knowledge campus Leeuwarden
The three universities of Leeuwarden; Stenden, Van Hall Larenstein and the NHL, together
with the municipality of Leeuwarden are working togetherto realize acampus nextto the
Rengersparkin Leeuwarden. This campus will be the place whether people are studying,
working, investigating, runtheirown business, live orrecreate, it will all be possible at the
new campusin Leeuwarden.

e Knowledge campus Emmen (Drenthe)
The Knowledge campusin Emmen wasfounded in 2006. Four different parties are founder of
the campus; the businesses (mainly the SME), the province of Drenthe, the municipality of
Emmen and Stenden University. The campus was founded because they wanted a continue
interaction between the businesses and the knowledge institutions.

* Knowledge campus Drachten
In Drachtenthere are also plansto create a knowledge campus. The reason forthisisto keep
the educated peopleinthe province. Onthis campus Phillips should have aleadingroll.

Kenniswerkplaats Northeast Fryslan

The Kenniswerkplaatsis alearning, investigation and working community pointed at the renewing of
the regional live and work environment. In the Kenniswerkplaats knowledge questions from the
region are collected and answers are beingformed. Students, teachers, lectors and professors of
greenschoolsandinstitutions work togetherwith non-green knowledge institutions and other

23



involved parties like entrepreneurs, governments, experts, users and citizens and find innovative
solutionsforrural issues. The projects that are beingdone are knowledge-intensive:it’s about
locking knowledge, developing, applying, evaluating and spreading this knowledge.

In total there are 15 different Dutch regions which have their own Kenniswerkplaats.

Gouden Driehoek

Platformthe Gouden Driehoekisfounded in ordertoimprove the cooperation between the
government, schools and businessesin the northeastern part of Fryslan. The municipalities that are
involvedin de Gouden Driehoek are; Dongeradeel, Dantumadiel, Achtkarspelen, Tytsjerksteradiel
and Kollumerlandc.a..

Accordingto the Gouden Driehoek, northeast Fryslanis standingin front of a big challenge: how do
we keep sufficient knowledge and skillsin the region of northeast Fryslan? In orderto given a good
answerto this questionthe Gouden Driehoek did research in the form of a project named
“Database”.

Hotel / restaurants
Hotels and restaurantsin northeast Fryslan are also competitors. The larger hotels and restaurants

are rentingout meetingrooms. Thisisforthe concepta competitor, because Inn-Create also wants
to rentout meetings rooms which people can rentformeetings, workshops and presentations.

In northeast Fryslan there are in total 250 hospitality businesses. Not every of the 250 businesses has
rooms available forrent, but the biggerones do have thisrooms.

3.3.3 Other initiatives

Kamervan Koophandel

The Netherlands Chamber of Commerce (Kamervan Koophandel)is a nationwide, non-profit
operatinginstitution and manages the trade register. The Chamber's othertasks are to provide Dutch
entrepreneurs withinformation, stimulateregionaltrade & industry and advise local and regional
government.

The Netherlands Chamber of Commerce isincorporated under publiclaw and is deliveringits services
free at Dutch entrepreneurs across all sectors.

The 3 main tasks of the Chamber of Commerce are:

1. Implementeconomiclegislation, includingthe Trade Register Act. These laws have been
introduced to enable businesses to benefit fromreliableinformation recorded by an
impartial organization.

2. Informationisthe second maintask of the Chamber of Commerce. The Chamber gives
general and specificinformation to all entrepreneurs operatingin the Netherlands.
As an independent helpdesk and guide, the Chamber answers questions and points new
entrepreneursinthe right direction. Existing businesses are also welcometo use the
Chamber's services.
The core package of information servicesis grouped into five specializations, namely:
0 Startingentrepreneurs
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Growing companies

Importand export

Company termination and transfer
Legislation and Regulations

O O O O

3. The Chamber'sthird maintask is to stimulate the regional economy.
On the basis of theirexpertise and consultation with employers'and employees'
organizations, the Chambers of Commerce commenton (regional) government plans. By
doingthis, they give an authoritative voice to regional business & industry.
In addition, the Chambers undertake all sorts of initiatives to stimulatethe regionaleconomy
and to create more space for business.

Syntens

Syntenswas foundedin 1998 on the initiative of ministry of Economicaffairs, Agriculture and
Innovation. Itis a foundation which has anon-profit policy. Syntensis engaged in educational and
activation activities aimed atinnovation in SMEs. The target group of Syntens consists of the SMEs,
who are willingand able toinnovate.

Syntensisthere forentrepreneurs who are always looking for new markets and products and are
pro-active making use of theirown network. The network of Syntens is strengthening companies
with the right knowledge and resources tofaster, betterand earlierbecome innovated. The services
of Syntens are mostly free of charge. The task Syntens has received from the ministry of Economic
affairs, Agriculture and Innovationis to help enterprising Holland forward.

Like said Syntensisthere forenterprising Holland. SMEs which are standing open develop new

businesses with others. Syntensisready forthe people who live with the motto: “it can always be
improved”.
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3.3.4 Competitors /otherinitiatives matrix

Like written down in the paragraphs 3.3.2 there are a lot competitors that offer somewhat similar
services like the concept of the students. In paragraph 3.3.3 the otherinitiatives of partiesin the
region are written down. To make visual in one time what every party inthe regionis offeringa
matrixis created. Below the matrix is shown.

The uppercellsshow all the competitors/otherinitiativesin the region. Onthe left of the matrix
things are written down what parties can offertheirclients. If across is written down, this means
that this particular party has this thingto offerforhis clients.
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Meeting space X| X | X X
Working space X[ X[ X X
Offices X[ X
Business Café X
Catering X X| X X[ X]X X
Interaction between businesses and institution X X X[ X]|X X
Questions from the region being answered X| XX X
Helping starting a company X X | X
Helping developing a company model X X | X
Coaching students X
Organizing trainings X XX
Organizing workshops X X[ X
Organizing meetings X X1 X
App space X
Childcare X
Event room X
Helping companies with new ideas X | X

Figure 3 - Competitors / other initiatives matrix

3.4 Distinctive Power of the company

The idea of creatingan innovative working place in Northeast Fryslanisanew ideaforthisregion
that already exists in other parts of the Netherlands. Examples are the ‘seats 2 meet’ conceptbut
also hotelsthat are offering office space for people who wanttorenta room fora couple of hours.
Because a lot of people already have heard of this conceptit should be less difficult tointroduce it to
the region.
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What similar concepts lack, but whatis the unique selling point of this concept, is thatthe ideais to
create an innovative working environment where people have the ability to share ideas and be
innovative trough working and networking with other people. The concept asa whole should be very
accessible foreveryone.

This means that pretty much every group one could think of is welcome, this means; home workers,
knowledge workers, students, advisers, consultants and self-employed people.

Theideais behind the conceptistocreate an easy accessible working spot where you can put down
your laptop, work and socialize (with different sorts of people) at the same time.

The concept comes along with every importantfacility that belongs ina modern working
environment.

* Afastwirelessinternetconnection
* Beamers

* Printers

*  Whiteboards /flipcharts

* Conferencerooms

e (Cateringservice

The goal of this concept is not to make profitbutto boostthe economyin the region of Northeast
Fryslan by creatingan easy accessible innovative workplace for everyone who wants to make use of
it.

3.5 Interviews

Duringthe projectthere were interviews taken from different people that were all involved, mostly
political, withinthe region of Northeast Fryslan. During theseinterview alot of information was
gathered that was useful forthe projectand will be used during the making of this advisory report.

Duringthe interviews it became known thatthere are a lot of different projects, conceptsand
initiatives that are already doing similar work then the basic concept of this report. People were
mentioning this specifically because they found that the number of differentinitiatives wastoo high
and that this should be brought downto a lowernumberand preferablydue to cooperation between
different parties. Mentioned forexample was the cooperation between the Kenniswerkplaats and
the Gouden Driehoek and the collaboration between all 5municipals of Northeast Fryslan. It,
however, became also clearthat doingthis was not an easy task due to stubborn people and trust
issuestowards the other parties.

It became also clearthat the ZZP-ers are a large and important group but is not easily contacted. The
ZZP-ersdo not have a combined contacts person orassociation and they are notregisteredasa
company. Therefore this groupis hard to find butimportantto reach, a good marketing campaign
towards this group is difficult but necessary.

Alsothe contact between entrepreneurs and students was mentioned. Students should be used
within companiesto provide them with theirknowledge. The most of all interviewed people share
the opinionthat the schools should stay like they are at this moment.
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Overall the largest part of the people that were interviewed gave the answer “yes” when being asked
if they were positive about the concept. This does, however, not mean thatis an ideal solution but
that the people interviewed are interested by the conceptand are willing to stay informed.

3.6 Survey students

To find out how students re-act on the concept of havingan external (flex)work space with rental of
officesand meetingroomsthe students of Inn-Create made up asurvey. The whole surveyisto be
foundinattachment8.3. The worked outanswers of the survey forthe students are also to be found
inthe attachment, thisin attachment

In total 265 students were personally asked tofill inthe survey of Inn-Create. The schools that were
chosen are Stenden University, NHLHogeschool and AOC Friesland. From Stenden and the NHLthere
are each 100 surveys conducted and form the AOCthere were 65 surveys conducted.

The three schools are also analysed separately, because of the differencesin theirbackground
(students out of the region, international students), their education and their facilities (more orless
roomsto work).

The students from the NHL and Stenden spend around 18,4 hoursa week on a desk working at
school matters. The AOCstudents work around 11,4 hours. As a result of the limited spacein
universities 39% of the NHL, 43% of the Stenden and 89% of AOC-students are using otherexternal
facilities towork.

From these students who are using external facilities the most common answerwherethey work
instead of their university is:

e Athome (75%)
* Other(25%)

0 Library

0 Canteen

0 Company

0 Hestiastudents-lounge
0 Café.

To find outif the companies have enough room forthe students when they are doing theirinternship
etc. the survey was also asking how much students are working fora company. 54 % of the
interviewed students from NHLare working fora company, 32% of the students from Stenden and 30
% of the AOC-students.

Followed by this question the students were asked if they have enough space to work at their
companies. From the student of the NHL 83 % have enough space to work, 84 % of Stenden students
have enough space and 95 % of the AOC students do have enough space.

In the end of the survey the question came if they want to make use of the concept. The figure below
shows the total amount of answers to this question.
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Would use the concept

myes

Eno

Figure 4 - Total people of using the concept

48 % of the students of all universities would use the general idea of the concept. The acceptance at
Stendenis with 55% a bithigherthan at NHL (44%) and AOC (40%).

Further outcomes of the survey is that out of the 44 NHL-students and the 55 Stenden-students who
would use our conceptonly 13 students are willing to drive more than 10 km for usingit. Students
from AOC are willingto drive upto 20 km for using this concept.

Out of the 99 students from NHLand Stenden who would use the concept, almost everybody who
gave an answeris not willing to pay for using this concept. Therefore it should be free of charge for
the students.

3.7 Surveys entrepreneurs

To get to know how entrepreneurs of northeast Fryslan are thinking of the idea of the students of
Inn-Create they were contacted by phone. During this phonecall a pre-made survey was conducted.
The full survey can be foundin attachment8.5.

In total 45 companies were contacted, all from different branches. The list with companies that were
contacted and where the survey was conducted can be found in attachment 8.6.3.

More than half of the interviewed companiesin equal and different say that the companiesin Fryslan
and in northeast Fryslan are good connected to each other. Only companiesin equal branchesin
northeast Fryslan aren’t that good connected to each other.

From all the interviewcompanies 85,4 % is telling that they have enough space forthemselves and to
receive clients. Therefore just 93 % of all the interviewed companies are making us of external
facilities—like restaurants —to for example have business meetings. Just 91 % is saying that they (or
theiremployees)would make use of a physical flex(work) location with renting of offices and
meetingrooms.

3.8 Decision Matrix

Below, the decision matrixof all the interviews is shown. In every interview alot of things have been
said. In the first column of the matrix the most important statements of people are written down.
Behind every statementthere is written down how often every statement is made. Afterthatthe
client of the project Gijs van Hesteren gave everything ascore of importance. Here ascore of 4
meansthat itis importantforthe projectand a score of 1 means thatthe statementisless
important. Inthe end thereis a total, the total is calculated by multiplying the times astatementis
made by the score given by Gijs van Hesteren.
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The statements with the highertotals willbe used by making the SWOT.

Point Value Total
Positive towards the concept 10 4 40
Cooperating with parties 3 4 12
Cooperating with de Gouden Driehoek 4 4 16
Groups/peoplehardtoreach (stubborn) 4 2 8
Mentioning of other concepts 9 2 18
Entrepreneurs are hardto reach 1 1 1
Z7P-ersare hard to reach 5 3 15
Different physical locations needed forthe concet 2 3 6
Possitive aboutthe Innovatiehus 4 2 8
Cooperation of the 5 municipals 3 4 12
Hard to define assignments for students 2 3 6
Shrinkage of the population 2 1 2
Involve/engage students 8 3 24
Cooperation with hotels/restaurants 3 2 6
Willing to participate to the concept 1 2 2
Shortage of labor force 2 2 4
Looking for motivesto meetand work together 1 3 3

Figure 5 - Decision matrix market analyze

3.9 Conclusions

The conclusion of this market analyze is based on the differentanalyzes and modelsin this report.
Alsothe minutes gathered through organizing meetings with different peoplefrom this region, has
beenanimportantsource of knowledge tofind out whetherornotthere isdemand for this concept.

The report shows that Northeast Fryslan has a high unemployment, alow income perhousehold and
a low average educational level in comparison with the rest of the Netherlands. Economically the
regionisn’tvery good, compared to the rest of the Netherlands.

Alsothereisa decrease of working populationin the Northeast of Fryslan. Alot of mid- and high
educated young people are leaving this region due to better economicconditionsin the rest of the
Netherlands. Thisis causinga “brain drain” and therefore anincrease of ageing.

Positive isthat the employmentin the Northeast of Fryslan hasincreased lately butitis notas high as
inthe restof Fryslan.

Although the facts described above are somewhat negative, the meetings Inn-Create had with
people fromthe region show that different people are working on similarideas like the one Inn-
Create isworkingon. Thismeansthe subjectand itsideaisrecent.

Almosteverysinglewhere person Inn-Create arranged a meeting with was enthusiasticaboutthe
projectand started sharingideas. Also the surveys spread on different schools proved that alot of
students found the projectvery interesting, saying that this concept could also work forthem.

Thisinformation combined means that the demand forthe concept has been proven based onthe
models and analyzesinthisreport, based on the meetings Inn-Create had with different types of
people fromthe region and based on the spread surveys throughout schools.
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There isa marketforthe conceptlookingatthe results of the student-surveys because they are
working forschool matters also somewhere else besides school, and why not at location like the one
of the concept. The fact is that students fromthe NHL and Stenden aren’t willingtodrive alot forit
(lessthan 10 kilometers) and they aren’t willing to pay (much) to make use of the concept. Looking at
the AOC students, they are willing to travel more and are willing to pay forthe concept.

More than half of the companiesin northeast Fryslan agree on the fact that itis necessary fortheir
businesstobe good connected with othercompaniesintheirregion. The connection between
companiesinthe same branchin northeast Fryslan could be better. Of all the interviewed
entrepreneursis 93 % making use of external facilities to work ormeet with clients. Just 9 % would
use a external facility of Inn-Create.
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4 ConceptDefinition
The concept definition exists out of 3 concepts. Concept 1 — Hotel/restaurant, concept 2— Fixed
location and concept 3 — Platform. They are being described below.

4.1 Concept 1 - Hotel/Restaurant

One of the three concepts thatthe project group has chosento work outis the concept of
cooperating with one or more restaurants and hotelsin the region of Northeast Fryslan.

Below isa listthat contains the municipalities of the region along with the number of hospitality
businesses.

* Dongeradeel: 70hospitality businesses

e Dantumadiel: 25 hospitality businesses

e Achtkarspelen: 45 hospitality businesses

* Tytsjerkstradiel: 70 hospitality businesses

e Kollumerland c.a.: 40 hospitality businesses

In its totality this meansthere are 250 hospitality businesses in the Northeast of Fryslan.

It isbecoming more and more common every day; traveling business people taking a ‘pit stop’ to

(flex)workinarestaurantor hotel.
A lot of restaurants and hotels have free wireless internet available at their facility and along with a

cup of coffee, only alaptopisneededtogetto work.

Market leaderinrentingrooms for gatheringsis Van derValk. The full name they use is “‘Van derValk
Hotels, restaurants and meetingrooms’. Van derValk has over 13% of the marketshare in the
business marketif you’re looking at providing people with meeting rooms.

The ideaof the conceptis toset up a platformtogether with the hotels and restaurantsinthe region
that are offering flex work facilities and meeting space. The thought behind this is to make visible on
a website where these spots are inthe Northeast of Fryslan and to stimulate the economicsituation
inthe region by attracting people to the hotels and restaurants.

Itisalso importantto promote the ideaas an opportunity for hotels and restaurants that don’t have
this kind of facilities yet. Itis afterall not very difficult to get Wi-Fiinstalled and to subscribe ata
website.

4.1.1 (net)Workplaces
A (net)workplace isaplace where people can work but also have the ability to come together, work
together, expand theirnetwork and share knowledgeandideas.

All restaurants and hotels have a publicroom where people can have diner, lunch orjustdrinka cup
of coffee. They are usually open the whole day and in summertime sometimes even longer.

These rooms already have been furnished with tables and chairs soin most casesonly an internet
connectionis needed for people to start working.

Notonlyis this place useful forworking butalso business meetings between two companies can take
place inthisroom.
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A lot of restaurants and hotels are offering large rooms that people canrentand have meetingsin.
When having more than one roomthe possibility occurs forthemto refurnish one of these rooms
into a flex workspace where (business) people can walkin and outto work. This would extend their
business and theirtargetgroup.

When restaurants or hotels only have one- orjust non bigrooms itis a possibility forthem tofurnish
justa part of the restaurantfor business people and their meetings. Itis always a possibilityto split
the restaurantin two parts with a removable wall.

4.1.2 Meetingrooms
A lot of hotels and restaurants have rooms that can be rented for meetings. For example acompany
couldrenta roomfor training of the employees, presenting (new) products to possible clients etc..

Most restaurants and hotels have awebsite that shows if there is abig room rentable, how much
rooms there are, for how many people, how bigthe rooms are, what the restaurant or hotel can
provide the guests who are renting one of these rooms etc.. Internetis avery effective way to make
thisall visual forthe clients.

To book a roomfor a meeting peoplecan contact the hotel orrestaurant on theircentral number.
The people of the reception can write down when the clientwantstorenta meetingroom. Itisalso
a opportunity to make a reservation system on the website of the hotel or restaurant. In this case no
personisneededtomake a reservation.

For the hotels and restaurants there is alsoa commercial side forthis concept. Torent a conference
room the hotels and restaurants can receive an amount of money. The amountforthisis laterto be
determined.

4.1.3 Location

The location of the hotel(s) orrestaurant(s)is one of the things that can make the conceptsuccessful
or not. The ideal location for the conceptis when the restaurant or hotel is laying on connecting
route. A connecting route means aroute where a lot of people are travelingalongto getfromone
importantbig place to another. In the future the Central As will be made. Thisisan example of a
good connectingroute.

414 Advertisement
One of the otherthings thatare important to make the concept successful is advertisement. To make
the conceptwork, people needto getinformed aboutit. To do this different resources are needed.

Things that make the conceptknown by the people:

e Personal contact: email, sending letters

e Radio: make a commercial forthe (local)radio stations

e Television: make acommercial forthe (local)television stations
e Newspaper: make an advertisement forthe (local)newspapers
* Internet:link building, ads on websites

e Social media: Twitter, Linked-in, Facebook

*  Mouth to mouth advertisingis the most effective way to let the people knowabout the
concept.
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4.1.5 Revenues
Itis possible to make profit using this concept. Things that can generate money are:

e Usingthe Wi-Ficonnection
e Catering(food, drinks)

e Printing

* Rentingconference rooms
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4.1.6 BusinessModel Canvas
The Business Model Canvasis a way of showing the business model of anew or existing product or concepton a easy and clear way.
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Figure 6 - Business Model Canvas hotel/restaurants concept
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Below all the different factors of the Business Model Canvas are explained.

Key partners

The key partners are the partners which are crucial for the survival concept. The key partners here
are restaurants and hotels. Arestaurantis freely translated a place where you can eat for payment. A
hotelis freely translated acompany that has at leastthree bed units with a minimal of five beds for
which a charge can be hired.

Key activities

The key activities are the mostimportant things which acompany must do to make the business
model work. For hotels and restaurants one of the key activitiesis renting outaflex workplace. There
isa publicareawhere people canwalkinand out forfree. Inthisarea people are with other people
inone big room. They can just work for themselves, network, share and discuss (new)ideas, share
knowledge and maybe create anew business for example. One of the otherkey activitiesis renting
out meeting/ conference rooms. Forexample fortrainings, business meetings etc.. Having flex
workplaces and rentingout meeting roomsis one thing, butthe hotel orrestaurants also needs to
create a businesslike environment for the guests who are making use of all this.

Key resources

Key resources are assets who are necessary to make to concept work. One of the key resources for
the hotels and restaurantsis the location of the hotel orrestaurant. Thisis veryimportant, because
everybody needsto know of the location. When clients have the ideato work somewhere else
besides atthe office orat home they first must think of this specificlocation. The infrastructureis
alsoa keyresource, because everybody needs internetto dotheirworkand can’t work withoutit.
The last key resource thatis veryimportantisthe personnel. The personnel is the face of the location
and whenthe personnel is nice to the visitor, the visitors will more likely come some more oftenthe
that particular hotel orrestaurant.

Value proposition

The value propositionisthe collection of products and services a business offersto meetthe needs
of its customers. Inthe case of this project the hotels and restaurants are offeringaplace where
people can meet each other, share knowledgeand extend their network by talking to these people.
Everybody who’sinterested can workin the publicworking space. Here everybody can walkinand
out forfree and people can start working. They can renta meeting space where for example business
meetings and other conversations can take place.

Customer relationship

The customer relationshipistellinghow the relationship between the clientand the customerare
builtand maintained. First of all there is a co-creation. In this case the clientand the providerwork
together. Forexample when the client wants something to eat or he/she wants something to drink.
Thereisalso personal contact between the clientand the provider. The client has to go to the
providertorenta roomand checkif that roomis available at a certain time the client wants to use it.
In the open room where people can walkinand out there is self-service. Here the client doesn’t
needsthe providertositthere and start working.
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Channels

Channelsdescribethe way how the provider communicates with theirclientand how they reach the
clienttoletthemknow about theirvalue proposition. A possibility to reach the clientisto personally
notify the clientabout the external workplace, forexample to post a letter with the explanation
aboutthe external workplace. The client can also be reached by local radio and TV commercials, for
example Omrop Fryslanhasaradio and TV channel whois broadcasting for Frisian people. There are
alsoa lot of newspapers who aren’t nationwide spread but only in the region, the particular hotel or
restaurant can also put an advertisementin one of those newspapers. A lot of advertisements are
nowadays spread on the internet. Most hotels or restaurants nowadays already have aninternet
page, so thiswon’tbecome aproblem for most of the hotels and restaurants. The last way to reach
the clientsis mouth-to-mouth advertisement.

Customer segments

The customersegments describes the target groups of the external workplace. The first target group
are the home workers. Home workers are not the people who are working whole day athome but
also people who are leaving the officesome hours earlierand work a few hours at home. Another
target group are the knowledge workers. A knowledge worker gathers knowledge and information,
interpretsit, developsitandthenusesanddistributes the information and knowledge. He is using his
skills toidentify problems and then comes up with solutions and alternatives for this problem.
Advisers / consultants are also one of the target groups. They are giving advice and are mostly hired
by a company with not enough knowledge about a certainissue. Advisers / consultants travel alot
for theirwork, so a place like thisisideal to (net)work when they are visiting clients but have some
time between the visits. The last target group described are the self-employed workers. They don’t
have any personnel and most of them don’t have an own office space, mostly thisis atthe kitchen
table.

Revenue streams
Revenue streams are the results of the value proposition whois delivered successful to the clients.

For the external workplace one of the revenue streams are the income of the rent of the meeting
spaces. People who wantto use one of those rooms have to pay an amount of moneyto use it.
People who are workinginthe hotel orrestaurantalso have the opportunity of catering. The people
needto pay for this, sothis will also be a revenue stream of the hotel orrestaurant.

Cost structure
The cost structure is presentingall the costs it will take to get the external location running. First of

all there are costs for customerrelations, to develop and maintain the relation alot of effortand
costs have to be put inthere. The personnel needs to be paid whoisregulating the rental of the
officesand conference rooms and the catering. PRand marketing are also costs that need to be
made to make the location successful. People have to know the locationin orderto go and work at it.
When a place needsto be rented this will also costs an amount of money, thisalsoincludeslight,
wateretc.. What also costs money isthe infrastructure. People need to have access to the internetin
orderto work so this will also costa monthly amount of money.

4.1.7 Distinctive power
The distinctive power of the hotel and restaurant conceptis that every hotel or restaurant can join.

When a lot of hotels and restaurants join, there will arise a big community of hotels and restaurants
all accessible for people who want to make use of thisfacilities.
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All the facilities of abusiness meeting are mostly already present at the meeting room. In this case
the people who organize the meeting don’t have to bring theirown equipment.

Cateringisfor a hotel orrestaurant no problem. People who are visitingtowork or have business
meetings have a bigvariety to choose from.

4.2 Concept 2 - Fixed Location
The fixed location concept means that the conceptitself will be stationed at a fixed location. This
fixed location can be an old government building, ahouse ora company for example.

The most ideal situation would be thatthe conceptissetup in a central location, easy accessible by
train, bus or car. This stimulates to come and would lower the threshold foralot of people. That the
conceptis stationed on acentral locationisveryimportant because the survey results showed that
the differenttarget groupsare not willingto travel alot of kilometersto getto such a place.

Furthermore the place should be made suitableforthe concept; creating open working space, a
canteen, offices forrentand conference rooms. It should as a whole radiate a professional and
business like environment.

Renting an office or conference rooms however does costa small fee. Also using the canteenis not
free of charge. Using the open working space on the other hand does not cost money and isfree to
use for everyone.

Having this facilities inside the buildingis very important. But even more importantis thatthe
facilities offeredinside the building are various. If you want the conceptto be a success, you have to
fulfillthe needs of alot of customers. Thisis because you’'re dealing with alot of different target
groups and every targetgroup has hisown needs. Astudentforexample is satisfied when there are
publicworkingrooms where you cansit down for free and work. Entrepreneurs however might not
like this andintend to have a nice office which can be sealed off and where some privacy is available.
Because you’re dealing with alot of different people, alot hasto be there. That iswhyitisvery
importantto have diversity in the fixed location concept so thata wide variety of people can be
reached to useit.

The placeitself should be very accessible and free of charge with an open atmosphere, everyoneis
welcome. This should stimulate different kind of people from different working environments to
come and use the place and its facilities.

With different sorts of companies different guidance is needed as well. The building should have a
reception hall where asecretary can provide the basichelp thatisneeded when people are runninga
company. Alsothere should be courses available that people can subscribe into extent their
capability and overall knowledge.

Providingthe peoplewith thesekinds of facilitiesis very important and is also something that came
up a lotin the conversations Inn-create had the last 3 months. Especially forstarters but as well for
companiesthatare existingforacouple of years already, guidance isrequired.

The project team also visited the ‘Innovationshus Sud’ located in Denmark. This was abusiness trip
organized by people fromthe region Northeast Fryslan who had interestin settingup aninitiative
like this as well. The place was located ina brand new building, had alot of facilities and was there to
help out starting businessesinthe region. They were renting out offices, conference rooms and
offered supportfor peoplewhorecently started anew business.
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They experienced aswell thatitis veryimportantto offera lot of diversityin one building to be able
to satisfy the needs of the very various target groups that are making use of the Innovationhus Sud.

4.2.1 Promotion
Promotion the conceptisveryimportantif we wantit to be a success. People have to get familiar
withthe ideaand the facilities that are offered.

To promote the ideaand ensure some continuityitis very importantto gatherstakeholdersthatare
willingto supportthe idea, make use of itand carry out its distinctive power. Avery good way todo
thisis by binding acommittee of (important/influential) people from different segmentsin the region
to the concept. These people will get enthusiasticand are able to inspire othersin doing the same. It
isa matter of time before the ideawill grow inthe region and more people will join.

Also, by doing this a constant source of income will be guaranteed because the committee can be
seen as established customers.

Promoting the concept can also be done by doingthis:

* Setting up a website
Visitingawebsite isan accessible way for people to getfamiliar with the concept. They can
take a shortlook and judge the concept by theirownimpression and decide laterif they
want to make use of it.

e Commercialsonlocal TV and radio
A lot of potential customers are using radio or television during work. When these channels
are used a part of the potential customers are reached.

e Direct mail
Towards potential customers who are already in the picture adirect mail will be send to
inform about the system and why this should be used.

e Personalcontact/ mouth to mouth
If necessary or when there are meetings of entrepreneurs and companies personal contact
can be made with the potential customer. During these personal conversation the person
can be informed of all the possibilities and can be also used to directly answer questions.
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4.2.2 Business Model Canvas
The Business Model Canvasis more thoroughly described below.

The Business Model Canvas  Fixed Location Concept
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Below all the different factors are explained.

Key partners
The key partners are the partnersthat are crucial for the concept. The key partners of this concept
are companiesinthe region, the government, organizations and communities.

Itisveryimportantto bind partnersto the conceptto ensure aconstant source ofincome. Notonly
will they generate money butthey caninspire other people and companiesto use the fixed location
conceptas well.

Key activities

The key activities are the mostimportant activities of the concept. These activities contribute to the
conceptas a whole.

Key activities of the fixed location concept are:

* Free publicworking space

e Offices

* Conferencerooms

* Meetingpeople /networking
* (Cateringservice.

These 5 things are as a whole formingthe fixed location concept. The free working space offersan
easy accessible room where people can work forfree. There are offices available as wellas
conference rooms, both are forrent.

The whole conceptissetup to create an innovative working environment where people can connect
to each other by talking face to face. Whilst doing this they are networking, which even canresultin
sharing cards and furtherimprove cooperation.

Resources
The resources are tools to make the concept work. The resources of the conceptare:

e Personnel

* Location

* Infrastructure
e  Funding.

Personnelisveryimportantinthe fixed concept. They are responsible for dividing the available space
inthe buildingas well as assisting the peoplethatare using the building. They also answerincoming
phone calls.

Location and infrastructureisinfactlinked together. Firstitis veryimportantto be at a central
location where itis easy for people to come by bus, train or car. Then the location should be
promoted so people getfamiliarwithitand know where itis. The building has to have a good
infrastructure to ensure easy accessibility.
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Andlast but not leastthere is funding, maybe even the mostimportant of themall. Fundingis
generated through grants from the government, stakeholders and customers.

Cost structure
The cost structure is explaining what kind of costs are coming with setting up a concept like this.

There are a couple:

* Locationrent

e Personnel

*  Furniture

* Advertisement

The firstis location rent. Alocation has to be found forthe concept which then has to be boughtor
rented. Buyingis of course the most expensive way of working, rentingis more common.

When the buildingis present, personnel has to be placedinit. They require a salary and furniture to
work on. To guarantee continuity of the company, advertisementis needed. People have to get
familiar with the concept and the facilities it can offer, especially because itisanew and not yetvery
knownidea. Thisrequires advertisement.

Value proposition
The value propositionisthe collection of products and services abusiness offersto meetthe needs
of its customers.

The value proposition here is:

* Meetingnew people
e Extendingnetwork

e Publicworking space
* Private workingspace
* Conferencerooms

e Shareknowledge

Customerrelationship
The customer relationshipisthe relation between the customerand the clientand how this
relationship is maintained.

In this concept the customerrelationis based on: personal contact, self-service (open room) and co-
creation. The whole conceptis based on beingopen minded and workinginan open environment.
The relationship between the customerand the clientis maintained through working together.
Customers have contact with personnel when they rent an office forexample, they work togetherin
findingasuitable room.

Alsothe relationshipis being maintained by offering the customer what he wants. The customer will
most likely not show upif there is not somethingthere that benefits his situation orcompany. Itis
importantto offerawide variety of facilities so alot of people can fitthemselvesinto the concept
and start to make use of it.
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Distribution channels
Describes how the provider communicates with his client to letthem know about theirvalue
proposition. In other words this means: how are you planningto reach your potential customers.

Thisis done through:

* Awebsite

* Commercialsonlocal TV and radio
e Email

e Personal contact/ mouth to mouth.

For settingup a new conceptitisveryimportantthat people get familiar with the ideaand know
whatitis. Whenthisis notdone properly the riskis bankruptcy because no one is using the facilities
which meansthe conceptisn’t generation money.

Revenue streams
Explains how the concept can earn money. Thisis done through:

* Variablerentingincomes by renting out offices or conference rooms
* Usingfacilities like printing or copying

* Funding
e Catering
Customer segments

Explains whatthe target group of the conceptis. The target group of the fixed location conceptis:

*  Homeworkers

* Advisers

e Consultants,

e Self-employed workers,
* Knowledgeworkersand
e Students

Itisveryimportantto know whatyour targetgroup isand even more important to know what this
group wants. If you know this, you’re able to set up a working business that generates money
through fulfilling the need of atarget group.

4.2.3 Distinctive power ofthe concept
The distinctive power of the conceptisthat thereisone fixed location with every important facility
concentratedinone building.

People can work together, network, ask advice and seek help all in one location with different types
of companiesand people. Another big advantage is that the communication lines are very short with
this business model. This means people can work more effectively and more efficient.
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4.3 Concept 3 - Platform
Below the Business Model Canvas of concept 3; the Platform conceptis shown.

The Business Model Canvas Platform Concept KabelNoord =" InnCreate
Key Partners ’-:"' 7 Key Activities 7o Value Propositions ‘.3';' i Customer Relationshi G Customer Scgments il
l.'mf- ’
Con-Lopymiimn

o iyt g

T remir e '

Beacrvmng Home worlicns
Knowledge workers
Advisrrs
Comsiliamis
Self-camphoyesd

. 1 i3y . "
Ky Resopurces §1 Channels ~
| | g ~
» Y 4
Fartnees &
Sabrware As A Servies
Inlres w1 nes
Cosr Structure ; ]
» - ~ & 'E
€ sl L E € Subscription Funding
Inlrastrun ture i
wwie buref pesssinadedprne it com 2008 1@

Figure 8 - Business Model Canvas Platform concept



All the differentfactors of the Business Model Canvas of concept 3; the Platform conceptare
integrated inthe following paragraphs.

The platform conceptis a digital cloud service specifically designed and build forthe region of
Northeast Fryslan. Itis a digital platform conceptinstead of a physical location due to a couple of
reasons, some of those reasons are:

1. Thereare alotof differentinitiatives comparable with the basicconceptusedinourreport.
A lot of these concepts already have support fromthe governmentorentrepreneurs.

2. From the entrepreneursabout 90% gave the answer “no” when asked if they would support
theidea.

3. There are too many differencesin needs between the different market groups.

4. Alotof people requested thatthe differentinitiatives would work together.

When looking atthese reasons adigital platform seemed an appropriate idea. With the digital
platformthereisnoneedfora physical location, it can participate on different needs and the
conceptwill be completely different then currently provided towards clients.

The designis as follow:

The platform conceptis designed as a cloud service, and specifica Software as a Service part of cloud
computing. This meansin the case of this conceptthat the online software is developed, hosted and
maintained by the initiated company Kabel Noord and is offered to the customersegmentsin the
region of Northeast Fryslan. The software can be used on two different ways; the first wayis usinga
pc and an internet browser and the second way is using a specifically build app on a smartphone. The
main goalsfor this conceptare connecting people, making it possibleformembersto communicate,
providing and getting information and making reservations of externallocations. The software itself
contains of different modules which are eitherclosed and only visible by the useroropen and visible
for the complete community. These modules are:

e Availablespaces
This module provides an overview of the external spaces still available.
* Reservations
In this module external working spaces, meeting rooms and conference chambers can be
reserved. In case of additional costs this can be paid using this module.
e Concepts
In the module concepts the community can post conceptsthat are already developed orare
still under construction. By posting these concepts the community can use them, review
themand can helptosolveissues.
* Communication
To communicate with other members of the system there is aspecifically build
communication modulein the cloud service. With this module messaging and instant
messagingis possible.
* Connecting
Withthe module connecting people can be connected to othermembersto work together.
e Experts
Within the system there are experts on different specialties. Whenever members are in need
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of information orare runninginto problems aexpert can be contacted which will provide
answerstotheirquestions.

* Information
Thereisa lotof information about the system, the region of Northeast Fryslan and people
working on the system. The information module can be used to either post newsto the
complete community oronlyinternally.

*  Visibility
Members can be choose to be visible forall the members of the system aswell as only
private. With the visibilitymodule promotion can be done to other members of the region.

To get this system to work co-creationis used fromthe members. This means they have tofill the
system withinformation and develop ways to work on the most optimal way using the service.
Besides the members there are more partners needed to develop and maintain the system. The first
key partneris Kabel Noord who can provide the infrastructure and hosting of the service. Beside
Kabel Noord other partners should be obtained for the development of maintenance of the service,
PR and marketing and customer relations.

When the systemis ready for use all possible members from the region of Northeast Fryslan should
be contactedin orderto promote the system. This will be done using different ways:

* Commercialsonlocal TV and radio
A lot of potential customers are usingradio or television duringwork. When these channels
are used a part of the potential customers are reached.

* Internet
Commercialsoninternet can be used, this can be done more specifically on websites are
importantforthe region like local football clubs, community centers and shops.

e Direct mail
Towards potential customers who are already in the picture adirect mail will be send to
inform aboutthe systemand why this should be used.

* Personalcontact
If necessary or when there are meetings of entrepreneurs and companies personal contact
can be made with the potential customer. During these personal conversation the person
can be informed of all the possibilities and can be also used to directly answer questions.

There are costs made for this concept. These costs are fora part related to customerrelationsand PR
and marketing. Especially during the introduction and start of the service these costs will be higher
because of the need of visibility. When the systemisin use and members are using the system these
costs can be reduced. Other costs necessary are the costs for development; the system should be
developed specifically forthis use and is thus custom build. Also costs should be made forthe
infrastructure necessary forrunning the system and publishing the cloud service tothe internetand
smartphones.

Revenues will be made using the subscriptions from members on the service and the reservations
made with the system. Optional revenue can be obtained with the offering of support towards the
members. In exchange of aadditional membership support can be offered to the members, with this
supportthe system will be maintained forthe members and supportforthe usage of the service can
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be used. The last way for revenue can be funding, thisis however not mandatory because this project
isnot necessarily governmentinitiated.

4.3.1 Distinctive power

The distinctive power of the platform conceptis clear. There is no service on the marketlike the
digital platform concept. This way this conceptis very distinctive when looking towards other
concepts. Otherconceptsare using physical locations, looking only at their own concept and provide
theircustomerwith only one side of the story. Because the digital platform conceptis adigital
conceptit can be made much more flexible. Besides this the digital platform conceptis notonly
looking atthe conceptitself but can be used to contact and review all concepts within the region.
Information and experts can be reached withinaclickand whenevera physical locationis necessary
this can also be reserved using the digital platform concept. Besides the uniquenessitis useable for
all different markets and adjustable to the currentand future needs of the clients.
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5 Verifying concepts with market
To find outif the concepts are useable inthe market, the concepts are verified with the market.

5.1 Concept 1 - Hotel/restaurant
The first concept is cooperation between hotels and restaurants (explained in chapter5.1).

5.1.1 Callinghospitality businesses

To find outif entrepreneurs or hotels and restaurants are interested in this concept, Inn-Create
called 5 different restaurants and hotels. The selection of the different hospitality businesses to call
was onthe fact if they had something puton their website about having rooms available for
conference meetings. Anotherselection was on the spreading of the different hospitality businesses,
they had to be spread overthe region.

The people onthe phone where asked what they think of the conceptandif ittheyare interestedin
it. Below short overviews of the conversations are sketched.

De Pleats Burgum (Geesje Duursma)
De Pleatsisarestaurantinthe center of Burgum. There are differentrooms available forrent. Co-
ownerof De Pleatsis Geesje Duursma.

Ms. Duursma is enthusiasticaboutthe ideato give peoplethe possibility to workin a restaurant or
hotel. De Pleats has already made place for people who have some time left during theirwork. There
isfree WIFl available at the facility of De Pleats so people only have to bring theirown laptop and
they are ready to getstarted. The intention of De Pleats is not to have the restaurant full of people
who are workingon theirlaptop butitisjusta extraservice they provide fortheir customers.

Ms. Duursma mentioned that a flex workplace shout be accessibleand it hasto be onthe right
location. According to ms. Duursma thisis not the case for De Pleats.

De Kruisweg Damwoude
De Kruiswegin Damwoude is arestaurant on the busy road from Burgum to Dokkum. At De Kruisweg
thereisone bigroom available forrent.

De Kruisweg hasintotal twofacilitiesin the Northeast of Fryslan. In both facilities there is free WIFI
available. Inthe restaurantthere aren’t much business people working. De Kruiswegisn’t willing to
put more effortin getting more business people working attheirrestaurant.

The facility in Damwoude also has a bigroom for rent. Thisroomisn’trented out that much for
business purposes.

There reason that the restaurantand roomisn’t used that much for business purposesis because
companies have more than enough space at theirown property, according tothe men on the
telephone. They don’t need restaurants or hotels to give a presentation or have meetings with new
possible clients.

To conclude; the entrepreneur of De Kruiswegis skepticabout the concept of the students.
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Natuurlijk Kollumeroord Kollumerpomp

Natuurlijk Kollumeroord is a group accommodation and outdoor centerin Kollumerpomp. They rent
out different group accommodations and also have arestaurant at their facility. On their website
they show that they also have meeting / conference facilities available as well.

In the restaurantisfree WIFl available foreveryone who wants to make use of this. It gets clearthat
there aren’tthat much people who are using this WIFl and are working at Natuurlijk Kollumeroord
because theirboss wantsiit.

The rooms available for meetings / conferences aren’t used that much as well for business meetings.

Natuurlijk Kollumeroord points out that they aren’tinterestingin doing more effort to get more
business meetings at their facility, so they skepticabout the concept of the students.

Hostel De Parel Eastermar

Hostel De Parelin Eastermar is a restaurant with overnight stay possibilities. Eastermaris asmall
village between Groningen, Leeuwarden and Drachten. Martin van derVeen, person whois talked to,
isowner of De Parel.

Mistervan derVeenis beingenthusiasticabout the concept of havingaflex workplace inahotel or
restaurant. He thinks that the region of Northeast Friesland is ready for this and will use alocation
like this. He forms this meaning because fromall his client’s 99% is staying at this hotel/restaurant
for businessreasons. Most of this business people are visiting the hotel forabite to eat and then
travel along. Forpeople who are doingthis a flex workplace avery useful according to mistervan der
Veen.

Looking at this own business, mistervan derVeerthinksthe conceptof havingaflex workplace and
meeting room at this own hotel isn’tgoingtowork. He believes that people who wanttowork need
privacy and rest. De Parel doesn’t has enough space for this.

Hotel de Posthoorn Dokkum

Hotel de Posthoornisa hotel and restaurantin the center of Dokkum. In total the hotel has 34
bedrooms. De Posthoorn has also a café in theirbuilding. Onthe website of de Posthoorn thereis
written that they also have the capacity to have meetingsforgroupsfrom4till 120 persons. The
studentsvisited de Posthoorn and talked to miss Reitsma.

Miss Reitsmatellsthatthere are a lot business meetingsin de Posthoorn. Most of the business
meetings that take place in de Posthoorn are from companies which lay around 20 kilometers around
Dokkum. She won’t do any more effortto get more business meetingsin de Posthoorn, because it
won’thelp. Peoplewho wantto come know about de Posthoorn and more advertisingwon’t help.
They are satisfied about how itis goingat this moment.
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The marketingin Dokkum and surroundings aren’tthat good for the entrepreneurs according to miss
Reitsma. The money better can be spendto keep the bigcompaniesinregion. This will make more
employmentand it will rise the amounts of rentals for business meetings forde Posthoorn.

As mentioned inthe introduction there are in total 250 hospitality businessesinthe northeastern
part of Fryslan. To find outif the hospitality entrepreneurs are willing to have conceptlike this, Inn-
Create called and talked with 5 different entrepreneursin thisindustry. The selection was on hotels
or restaurants who are already advertising for business meetings attheir place. Othercriteriawas
that some neededto be just restaurants and some needed to be restaurants with a hotel included.

Below a shortoverview of every contactthat has beenis written down.
De Pleats Burgum:

Enthusiasticabout the ideabutdon’t wantto have the restaurant full of business people who are
workingontheirlaptops. The place should be accessibleforeverybodyanditneedsto be on the
rightlocation.

De Kruisweg Damwoude:

De Kruisweg doesn’t want to put more energy in getting more businesspeopleto theirfacility. Their
experiencesaren’tthatgood with flex workingin their facility. Also theirmeeting roomsisn’t booked
that much forbusiness meeting. This entrepreneuris skepticabout the concept.

Natuurlijk Kollumeroord Kollumerpomp:

The entrepreneur of Natuurlijk Kollumeroordis also not willing to put more energy in getting more
business people totheirfacility. His experienceis that the rooms available for business meetings
aren’tbooked that much and there aren’tthat much business people working at his restaurant.

Hostel De Parel Eastermar:

The entrepreneursis enthusiasticabout the idea of having aflex workplace and/orameeting place
at a hotel orrestaurant. He thinksthatthe regionisreadyfor this nextstep andthat it will be used.
For his own hotel this conceptisn’t going to work, because he thinks he can’t give the clients the rest
and privacy they need. His hotel is too small to make this concept work.

Hotel de Posthoorn Dokkum:

Hotel de Posthoornis very satisfied about theiramount of business meetings taken place at their
facility. Almostall the business meetings are from businesses who are about 20 kilometers around
Dokkum. De Posthoornisn’t willing to put more effortin getting more business meetings at their
facility. They are satisfied by how itis going now.

In the table below amatrix is presented that shows what every entrepreneur, that has been
contacted, has said about the concept.
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Figure 9 - Matrix conversation hospitality businesses

5.1.2 Talking with entrepreneurs
Afterthe surveys/conversations with entrepreneursin the region of northeast Fryslan were finished

one thing was really striking. One of the questions that was being asked was if the entrepreneurs also
had conversations / business meetings with clients outside their company and outside the company
of the client. Only three entrepreneurs had meetings outside their companies. This meetings took all
place inrestaurants.

Thishoweverisa very striking outcome, becauseit meansthatjust5 %is making use of the
possibility to have business meetings outside their own company.

5.2 Concept 2 - Fixed location
Aftercheckingthe fixed location concept with the marketitbecame clearthatsettingup a fixed
location would not add something to the region thatisn’talready there and therefore would not be

very useful.

Verifyingthe concepthas been done through doinginterviews with people from the government,
students and entrepreneurs. The projectteam also distributed surveys to schools and entrepreneurs
inthe region of Northeast Fryslan.

The information obtained by doing this market research was used to compare the conceptto the
found results. Whilst doing thisit became clearthatthe demandfora fixed locationis close to zero.
By far the most people that were interviewed said that they thought the ideawould indeed
contribute tothe regionandit’s economicsituation. But when to the same people the question was
asked: ‘would you use ityourself?’, the answerwas almost always “no”.

This meansthat people liketheyideabutitisvery unlikely that they would use itthemselves.

Of course looking at the fact that the fixed location conceptisanew andinnovative ideaforthe
region Northeast Fryslan, it can maybe be seen as a logical reaction. People are notyet convinced
that this fixed location can offerthem anything that they don’t have at thismoment. Thereisno
demandforit at this moment.

That the demandisverylow at the momentis also because there are a lot of similarinitiativesin the
region at this moment. For example:thereare plansto build an Innovationhus like the onein
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Denemarking, in Buitenpost. Also companies like Crystallicand Inqubator are offering similarservices
like the fixed conceptidea. Thismeansthatthe fixed conceptis providingin somethingthatis

already available atthe market, thereisnoneedindoingthat.

Last but not leastthe projectteam came in contact with misterJan Krol. MisterJan Krol had been
tryingto setup a Seats2Meetcompanyin Lelystad, the company recently got bankrupted because
the demand wasvery low.

He explained thatsettingup aninnovativeinitiative like thisis very difficultand would require alot
of advertisement. Notonly advertisementin forexample the newspaper, internet orradio. But as
wellinthe form of people who were able to carry theideaand supportit. It had to be very big
because youshould be able to satisfy every need of every customer. And because thereare so much
target groups, all with otherneed forfacilities.

This, and the fact that the marketreportclearly showed thata lotof people donotintend to use the
conceptat the moment, made the project group realize thatsettingup afixed locationisnotthe
bestthingto do.

5.3 Concept 3 - Platform

A lotof different marketgroupsareinvolved forthisthe conceptsandalsoall have different things
that matterto them. For example students have different needs then entrepreneurs and these both
groups have differentneedsthen starters. When lookingatthe differencesin needsthatwere found

it became clearthata physical location would not be useful.

Entrepreneurs provided the information through the help of surveys; inthese surveysthey pointed
out that there was no needforthisidea, 91% of the companies have giventhe answernowhen
askediftheywouldlike to use the idea. Even though the ideais notsupported, 93% of the
entrepreneurswere answering thatthey thoughtitwasnecessary to communicate and cooperate

with othercompaniesfrom within the region.

From the governmentinputcame through the help of interviews. Inthese interviews alotof them
toldthat there are too manyinitiatives doingthe same thing, they would like to see cooperation
betweenthose initiatives and also they would like to make all the differentinitiatives visible so

everyoneisaware ofthem beingaround.

The studentsalso provided information usingasurvey. In thissurvey HBO students pointed out they
do notwant to travel largerdistances then 5km and thisisalready toolittle toreach the region of
Northeast Fryslan. Besidethe problem with distances over 50% of the HBO students were answering
that they would like to use the idea.

To find outwhat initiativeare already around and whatthe experiences of these initiatives are a
meeting was organized onthe evening of Tuesday the 17" of January. During thiseveningalot of
initiatives were invited to join the meetingand provide a presentation if possible. Duringthe
presentation and discussionsalotof experiencesand advices were mentioned wherethe digital

platform conceptcan have benefitfor.

Duringthe presentation of the NHLthe message wasto look at longtermissuesinstead of the easy
short term to survive within the market. The ideaalso has to be differentfrom otherinitiatives to be

noticed and survive on a marketwith a lot of similarconcepts.
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Accordingto Syntensitisvery difficultto become noticed and to cooperate with partners;they
themselvesare already busy forabout 20 years and are still notvery known. They also advised to
make companiesvisible who are veryinnovative because most companies are not known to students
but the innovative companies can be good for students.

The Kamer van Koophandelis offeringsupportforentrepreneurs and starters with settingup their
companies. Besidesthisnormal work they started providing help and information usingan online
website called “Hallo” where entrepreneurs can be a memberof and ask questions and share
knowledge towards the Kamervan Koophandel and all othercommunity members. Thisideais
somewhatsimilarthenthe expertand contact modules of the digital platform concept. Duringthe
eveningitcame clearthat the Kamervan Koophandelisaslow organizationand thinkstheycando
everythingthemselves.

In general the thoughts of the evening were aboutthe fragmentation of initiatives throughout
Northeast Fryslan which meansthere are alot of similarinitiatives thatare all having similargoals. It
became clearthat cooperatingwith other partiesisseenasverydifficult due to the reason thatitis
hard to have everyone pointingtowards the same directions and having the same goals. Peopledo
wantto cooperate buttheyhave already builttheirown private network and are nottoo opento
invite other partiestojoin.

When lookingto the input of the marketand the otherinitiativesitcame clearthat offeringa
solutionforall groups with a fixed location was going to be almostimpossibleto arrange, each
aspectneedsdifferentsolutionsand combiningthem all into one location would probably end up
withouthavingthe bestforall parties. With a virtual cloud platform this can be arranged a loteasier
due to the fact the each party can use the modulesthey want. A digital platform can be used from all
locations with aninternetaccessandthistakesawaythe needtotraveland beingat a certain
location butbecause it has the right modulesthe cloud service can be used to take a look at all the
locations availableand directly reserve thislocation. The students and entrepreneurs can work from
home butwhen necessary they cansearch fora fitting solution and reserve alocation.

Also cooperationcanbe arranged usingthe cloud service; people can contacteach otherasking
questions, looking ateach other’sideasand make arrangementsto meetinreallife.ldeasor
conceptsthat are developedare nolongernecessarily just forthemselves to check and review but
can be shared with othercommunity members with the purpose of makinginnovation betterand
faster. Thisalso makes sure thatideas eninitiatives will not be started multipletimes by different
personsor groups butthat newideasor additionsto existingideasare constantly provided by all the
cloud members. Entrepreneurs can have a bettercooperation thatthey thinkisnecessary and also
studentscan be directlyinvolvedinsolvingthe problem orhelpingthe entrepreneurs with
innovating.
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5.4 SWOT

All three concepts have theirown strengths, weaknesses, opportunities and threats. Inthe SWOT
analysisbelow acomplete overview of all these points can be found. Using this SWOT analysis a
choice will be made between the 3concepts based on which concepts hasthe best potential
accordingto hisstrengths, weaknesses, opportunities and threats.

Concept 1 — Hotels and restaurants

Strengths
- Low costs
- The possibility to meetotherpeople

Weaknesses

- Similarinitiatives are already available

- Stakeholders are necessary forobtaining
funding

- Partnersshould be arranged

Opportunities

-Noneedforone fixed physical location

- Entrepreneursand government have the wish
and needforcooperation between all the
parties

- Can boostthe economy by connecting
companies

- High concentration of entrepreneurs and self-
employedintheregion Northeast Fryslan

Threats

- Similarinitiatives are already available

- Decrease of the population of Northeast
Fryslan since 2005

- Braindrain inthe region of Northeast Fryslan.
- Nosupportof entrepreneursand government
because of similaralready supported initiatives
- Peoplein Northeast Fryslan are sometimes
stubbornandonly cooperative whentheysee
the added value

- More competition due to similarinitiativesin
the regionsclose by.

Concept 2 - Fixed location

Strengths

- A large amount of hospitality businesses are
potential partnerforofferinglocations.

- The possibility to meetother people

Weaknesses

- A fixed physical location brings large
investmentsand running costs

- Stakeholders are necessary forobtaining
funding

- Partnersshould be arranged

- Majority of entrepreneurs are notwilling to
participate

Opportunities

- Entrepreneursand governmenthave the wish
and needforcooperation between all the
parties

- Can boostthe economy by connecting
companies

- High concentration of entrepreneurs and self-
employedinthe region Northeast Fryslan

Threats

- Decrease of the population of Northeast
Fryslan since 2005

- Braindrain inthe region of Northeast Fryslan.
- Nosupportof entrepreneursand government
because of similaralready supported initiatives
- Peoplein Northeast Fryslan are sometimes
stubbornand only cooperative whentheysee
the added value

- More competition due to similarinitiativesin
the regions close by.
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Concept 3 — Platform

Strengths Weaknesses

- Governmentis mainly positiveaboutthe idea - Stakeholders are necessary forobtaining

- Low costs funding

- Shows all the available initiatives that are - Partnersshould be arranged

already available - Creatinga cloud platformis new and therefore

- Availability of working spaces/meetingrooms harderto develop
can be checkedandreserved
- The possibility to meetotherpeople

Opportunities Threats

- A cloud platform can be easily accessed - Decrease of the population of Northeast
-Noneedforone fixed physical location Fryslan since 2005

- Entrepreneursand governmenthave the wish - Braindrain inthe region of Northeast Fryslan.
and needforcooperation between all the - Peoplein Northeast Fryslan are sometimes
parties stubbornand only cooperative whentheysee
- Can boostthe economy by connecting the added value

companies

- Thereisno competition forthe platform
conceptwithintheregion

- High concentration of entrepreneurs and self-
employedinthe region Northeast Fryslan

- The platform conceptisa new conceptand
therefore highly innovative

5.5 Conclusions

When concludingall thisinformation Inn-create thinks thatthe bestsolutionistosetup a virtual
cloud platforminthe region of Northeast Fryslan.

Itisveryimportantto stimulate the region through workingtogether, settingup more of the same
willnothelpinreachingthisgoal. Itwill only create more competition, thisisnotwhatthe project
group or Kabel Noord wants.

Alsowhenlookingatthe entrepreneurs, by farthe most are statingthatthey have enough office
space and barely 5% are meeting peoplein hotels orrestaurants forwork. Most of them like the idea
but would notuse itthemselves.

Studentsonlywanttouseitifit’sfree and close to the schooland governmental people like the idea
but are explainingthatthere are enough of these initiatives already.

When setting up a virtual cloud platform the bestof all worldsis beingaimed at. You can be very
diverse, satisfy alot of targetgroups because a lot of differentlocations are available, and itisvery
easy accessible.
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6 Final Concept
Described below isthe final concept. Thisisa resultof a SWOT analysesthatwentoverthe 3
differentconcepts, pushingforward the best parts of the different concepts which now resultsin the

final concept.

Introduction

Allthe informationthathasbeen gathered throughoutthe last3months by doinginterviewsand
spreadingoutsurveys,isusedtosetup thislastand final concept. The final conceptalso consists out
of the best parts from the 3 differentconcepts described above. ASWOT analysis has helped the
projectteaminselectingand extractingthese ‘best parts’ of the 3 concepts, namely:the fixed
location-, the hotel/restaurant- and the platform concept.

Duringthe 3 monthinvestigationitbecame very clearthatthe basicconceptwith a fixed location
containing flexible working spaces and conference rooms, was notthe rightroad to take. During
interviews people told the project group that there already were more similarinitiativesin this
regionandthatitissmarterto cooperate with those initiativesinstead of creatinganothersimilar
conceptof our own.

Alsothe results of the surveystaken from the students and the entrepreneurs are clearly stating that
the majority of the peopleintheregionthinkthatitis a greatidea, butnot for them. Thismeansthat
the overalldemandisnotreally highinthe region atthismomentandthatitis more wise to
cooperate with an existinginitiative.

Alsothe hotel/restaurantconcept provedto be notworthy enough because thisconceptsimply has
not much variety to offer. Itonlyfocusesin providingthe customerwith free working space and
renting meetingroomsinstead of the ability to actually meetother peopleand network. Thisis not
somethingthatsimilarinitiatives like Inqubator, the Businesscafé oran Innovationh(s are not
already offering to the customer. Anothercritical pointisthatsetting up an initiative thatinvolvesa
physical locationisvery expensive. Taking the factin mind that the marketfor these conceptsis not
yetthat big, would mean a financial gamble of serious proportions.

The digital platform, however, does have an added value comparedtoall the currentinitiatives
(describedin 5.5;the conclusions). And thisisalsowhythe projectteam took this conceptas the
base for the final concept.

The digital platform consists out of a website that has all the namesand placeslisted where people
can go to (included hotels/restaurants) if they need aplace toflex work or wantto renta conference
room. Itis clearand easyto see where the nearestavailablelocationsare where youcangoto ifyou
decidetorenta conference roomorwhenyou’re lookingto find asuitable flex work spot.

56



6.1 Business Canvas Model

The Business Model Canvas Final Concept KabelNoord
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6.2 Concept design

The digital platform conceptwas based as a cloud service which means the offered software is
delivered tothe customerasa service. The customercan use the service from everywhere with an
internetconnectionand doesnothave toworry about maintenance orspecialized personnelto set
everythingup. The service can be accessed withapcand an internetbrowserbutalsousinga
specially designed application forsmartphones and tablets. The goal forthe service isto make it as
easy as possible toaccessand work with the system. The system itself will contain of different
modules. These modules are:

* Concepts
In thismodule conceptsandideascanbe developed enreviewed. This can be done within
the private part of the cloud butcan also be shared with the entire cloud community. This
way everyone can help each otherwith buildingthe best possible conceptsandideasand be
as innovative as possible. Inthismodulealso al otherinitiatives from within the region can
be viewed and contacted.

* Connecting
In this module connections with othercloud community members can be made. People can
easily make contact as a sort of social mediaservice. Allthe members can show who theyare
and people cangettogethervirtual orinreal life.

e Communication
Besides connecting usingsocial mediathere isalsoacommunication modulewithin the
cloudservice. Thismodule can be used asan internal instant messaging service within the
own private part of the cloud butcan also be used to communicate with other members of
the cloud community.

e Experts
The system offers help of expertsto all the members of the community and with this module
these expertcan be contacted. There are possibilities of askingaquestion and receivingan
answerbutalso to make appointments with the expertsforavisitto theircompanyandtalk
more intensively about different matters.

* Information
In this module all information about the system itself, all the initiatives from within the
regionandthe people workingonthe system can be found. Thisinformation system canalso
be usedto postinformationand newstothe private cloud or the entire community andis
therefore functioning asa message board.

* External spaces
Thismodule shows all the external working spaces from within the region. These working
spacescan alsobe reserved and when necessary paid using this module. It will be clear what
spacesfromthe entire region are available forrent.

Besidesthe constantrenewing of the system by developersthe system can also be renewed by the
customeritself by eitherfillingit with information, requesting new functionalityor by developing
functions by themselves. This can be made possible by offeringthe service asaopen source system.
The system, however, should be maintained and therefore asmallfee needsto be asked forusing
the system. With thisincome all partners thatare building and maintaining the system can be paid.
Partnerswill be necessary forthe development of the system, the maintenance and support of the
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system and the necessary infrastructure and hardware. Othercostswill only be during the begin
period of the service, these costs are the marketing costs for getting known within the market

groups. The potential customerwillbe contacted using:

*  Commercialsonlocal TV and radio
A lot of potential customers are usingradio or television during work. When these channels
are used a part of the potential customers are reached.

* Internet
Commercialsoninternetcan be used, thiscanbe done more specifically on websites are
importantforthe region like local football clubs, community centersand shops.

* Direct mail
Towards potential customerswho are already in the picture adirect mail will be send to
inform aboutthe systemand why thisshould be used.

* Personalcontact
If necessary or whenthere are meetings of entrepreneurs and companies personal contact
can be made with the potential customer. Duringthese personal conversation the person
can be informed of all the possibilities and can be also used to directly answer questions.

Whenthe systemisin use and has a cloud community behind itthese costs can be reduced and the
conceptwill use mouth to mouth marketing.

To earn moneytodeal with the coststhere will be a small fee asked from the users. Thisisdone by a
subscription to the system and the reservations made with the system. Optional revenue can be
generated by offeringan additional support contracttowards the customer with additional
information aboutthe system, fasterresponsewhenthere are issues or questions towards experts.

Hotelsand restaurants can also get involvedinthisconcept. Whenthere needsto be clearwhatisall
happeningforflexworking etc. restaurantsand hotels can become apartnerwho already have a
physical location. Onthe platformitshould also become possible forhotels and restaurantsto have
theirname on the website tolet peopleknow thatif they wantto have business meetings orwantto
workin anothersurrounding, thisisthe place to go. In this way you are creatinga community of
hotels and restaurants as well. The economicactivities forthe hospitality businesses are also being
stimulated becausethey get more business clients to theirplace. This will provide continuity for this
entrepreneurs.

6.3 Market

The market of thisconceptare home workers, knowledge workers, advisers, consultants, self-
employed and students from within the region of Northeast Fryslan. Thisisaverylarge marketgroup
and therefore the cloud service should be flexible and expandable. Everyone of this user-group are
known withtheinternet, sotofindthe platformontheinternetwon’tbe aproblem.

Home workersaren’tthe people who are workingwhole day athome buthome workers are also
people whoare workingtheirlasthoursathome to avoid the trafficjam. Anothertargetgroup are
the knowledge workers. A knowledge workergathers knowledge and information, interpretsit,
developsitandthenusesanddistributesthe information and knowledge. Advisers / consultants are
alsoone of the target groups. They are giving advice and are mostly hired by a company with not
enough knowledge aboutacertainissue. The firstlast target group described are the self-employed

59



workers. Inthisconceptstudentsare alsowelcome. Theycan be veryinnovative by puttingin fresh
ideasandsolutionforseveralissues onthe cloud.

6.4 Requirements

There are a numberofrequirements necessary forthis concept. The system of course should be
developed andtherefore developers are necessary. These developers can be professional developers
from a partneror for example students from HBO schools. Also necessary isinfrastructure and
hardware forthe service, this contains of ainternetconnection and servers from where the cloud
service isaccessible. Besidesthe systemitselfitis necessary to have amarketing program and
contact personstowards potential clients. Atlastthereisa need of clients to getthe system working.

6.5 Income model
Theincome modelisbeingshortly described because officially it’s outside the scope of the project
group. Thiscan be looked upinthe Plan Of Approach.

As shortly describedinthe ideachapter, there are earnings necessary to keep the cloud service and

community running. There are acouple of earnings thatcan be used forthis concept:

* Basicsubscription
To use the systemthereisasmall basicsubscription. This subscription will covera part of the
costs necessary to maintainand develop the system. With this subscription all parts of the
system can be used as well asthe use of supportand experts.

* Addedsubscriptions
Thereisalso the possibility foradded subscriptions. Theseare forexample extraand faster
supportwhenthere areissuesora largervariety of expertsthatare also visiting the
companyitself. With these added subscriptions alarger part of the costs will be covered.

* Feeforreservations
When a working space, conference room ormeetingroomisreserved usingthe cloud service
a small part of the paid fee will be forthe system itself.

Allthe costs will be covered by these earnings. Besides the income to coverthe costs partners,
funding from entrepreneurs, government or schools will also provideanincome. Thisincome can be
used for makingthe system better, making extrafunctionality and offer additional services.

6.6 Name of the concept

The name of the projectassignmenthasbeenunknownforalongtime. Asthe projectgroup
approachedthe end of the 3 month period and gave the final concept more and more structure, it
became also more importantto have a good name for the final concept. A brainstorm session
resultedinthe nextname:'Inn-NOF'.

Inn-NOF is partly the name of the projectgroup itself whichisInn-Create. The 'Inn'can also be
translated asinnovative, thisisakeyword forthe conceptaswell. The otherhalf of the name is NOF,
whichisthe abbreviation of 'Noord Oost Fryslan'. Puttingthese both togetherresultsin Inn-NOF; an
innovative conceptinthe region northeast Fryslan.
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6.7 Advice
The final advice of Inn-Create to the client, mr. Gijs van Hesteren of Kabel Noord, is to find
cooperationfortheinitiative and settingup the Platform conceptas described above.

When looking atthe marketanalyze results, the graphs show that peopleinthe regionaren’tyet

ready to use thisidea.ltisnew,innovativeand hasyetto integrate with alotof people.ltalsocame

up that there are several more similarinitiativesin thisregion that practically are doingthe same. It

isnot wise to start anothersimilarbusiness, it’sway bettertotryand cooperate with those ideas and

combingthem all togetherin one platform;awebsite whereall the initiatives are collected and
showntogether. It’s easy, accessible, innovative and various.

The reason Inn-create advisesto continue with the concept, even when the resultsare somehow
negative, isbecause Inn-create thinks the region hasto getusedto the new concept.

New andinnovative ideas always are looked at carefully; people do notyetsee the value of the
conceptand whatit has to offerto them. This takestime, advertisementand someone with

entrepreneurship to give the projectafollow up.

How to execute

The projectneedsto be sustained by afollow-up project. The follow-up projectincludes making a
business case forthe Platform, itisimportantto find a way of sustainable networking. Thisisthe
logical nextsteptobe taken.

When looking atthe Platform conceptthe second stepisto search forpartnersto cooperate with
duringthe development of the platform and the cloud service. With these partnersaplancan be
made on how the service should be developed and what way this can be promoted towards the

customers. The developmentof the service can be done using students, this way cooperation with

the educationisalready made, and students canlearn from thisdevelopmentand make contact with

otherparties. Otherpartnersneedto be searched fordeliveringinfrastructure an accesstowards the

internet, apossible partnercan be Kabel Noord.

Third stepis to find key users fora pilot of the system; a possibility is to offerthe usage of the system

to aselectgroup of entrepreneurs and students without any costs. These way problems can be found

and solved without having paying customers.
Duringthe first period promotion can be made and agreements can be offered to entrepreneurs.
Whenthe testingisoverand mostproblemsare gone, paying customers can be granted access to

the cloud service. Importantisto gradually start granting access towards the customersto see if all

parts of the system are capable of handlingthe system.
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7 Attachments

EnvironmentInformation
Conversation Reports

Outcome surveysstudents/entrepreneurs
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7.1 Environment Information
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Figure 12 - Development age groups 2010-2030
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Figure 13 - Development employment 2008-2030
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Figure 14 - Development employment Northeast Fryslan 2000-2009
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Figure 15 - Employementstructure Northeast Fryslan 2009

1 Dokkum 12.970
2 Burgum 9.970
3 Kollum 5670
4 Damwoude 5.510]
5 Surhuistervean 5.460/
6 _Buitenpost 5.250
7 Zwaagwesleinde 5.150
8 Hurdegaryp 4.970
g Harkema 3.940
10 Veanwouden 3.570
Bron: CBS

Table 3- Population 10 largesttowns Northeast Fryslan
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1 Dokkum 580
2 Burgum 395
3 Surhuisterveen 315
4 Buitenpost 255
4 Kollum 255)
6 Zwaagwesteinde 223
7 Harkema 195
8 Hurdegaryp 160
9 Veenwouden 143

Bron: adressenbestand Friese bedrijvencontactdagen 2009

Table 4 - Companies located in towns

Kern wvo winkels
1 Dokkum 55,182 170

23.735 85
18.977 75

2 Surhuisterveen
3 Burgum

4 Zwaagwesteinde  17.030 46
5 Buitenpost 15.592 43
6 Kollum 10.407 50|
7 Damwoude 9.944 40|
8 Hurdegaryp 5.909 23|

Bron: Locatus (2007)

Table 5 - Shops per town

Inwoners Vestigingen Banens 15uur Winkels

117.375 7.420 30.589 730

93.498 5.232 55.106 781

S 55.201 3.208 24.336 375

|Groninge 184.277 11.290 103.815 1.327
Bron: CBS, LISA, Locatus

Table 6 - Comparison Northeast Fryslan

[Totaal 5817 G141 6.230 E27T0 6379 6.542 6.837 7031 7420 1603

Bron: Provincie Frysian

Table 7 - Development companies



Bron: Proninces Fryslan

Table 8 - Development number of jobs

Figure 16 - Population and household shrink

66



Figure 17 - Ageing of population Northeast Fryslan
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7.2 Conversation reports

Ellen Gebben (1-12-2011)

Works for the Noardelijke Fryske Walden (NFW). She is a project leader for the theme group regional economy
and the theme group culture, history and archeology.

At the moment a streekhuis is being setup. Accordingto Ellenthe concept could be put underneath this

streekhuis through which collaborations with other parties should become a logical part.
Important questions:

e Whoisthe puller of the initiative of meeting points for entrepreneurs?
e Where shouldthe concept be?

e  Who are goingto participate?

e What market groups would you try to reach?

*  How farare people willingto share knowledge?

e Whatis the purpose of the meeting points?

Ellen Gebben is positivetowards the concept but accordingto Ellen Gebben some groups are very hard to

reach (farmers andlocals)

There is a high commercial activity butcollaborations aredifficult, itis veryimportant to thinkabout the

communication towards the big audience.

Henry Geurtsen (1-12-2011)

EWP-er (Entrepreneur Without Personnel). Has been director of the NNDI (Noord Nederlandse Draad Industrie)
in Dokkum. Was active for the Dutch Trade Board (advisory organ with the purpose to improve international
business with countries like Brazil, Turkey, Russia and India). At the moment Henry Geurtsen is active as director
of the MKB firms and chairman of the ONOF (Ondernemers Federatie Noordoost Frysldn).

Within the enterprise zone Henry Geurtsen has created a spacewhere starters can meet and possibly usethe
spacefor the execution of their activities.

The concept is veryinteresting accordingto Henry Geurtsen and has potential.Very had accordingto himis

makingthe largefirms enthusiastic, theselargefirms are offering home working.

Henry Geurtsen is willingto distributethe survey via ONOF. There can be a problem with reachingthe ZZP-ers.

A list of ZZP-ers can be requested by Wouter to Groot.
Itis importantto make a difference when usingthe survey (HBO and MBO).
Suggestion: Use different location within the region for the concept.

Auke Piet van der Meulen en Gijs van Hesteren (2-12-2011)
Auke Piet van der Meulen is account manager business/business contact officer for the municipality of
Achtkarspelen.

The initiative of creating external working spaces has been brought up by Sylvia Hania (communication worker

5 municipalities northeastern Fryslan).

Inthe municipality of Achtkarspelen the idea of setting up an innovation house has been developed. The idea
comes from entrepreneurs and will also beleaded by entrepreneurs. The municipalityis willingto provide

support. Contact personis Henk Everts.
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The Innovation house is goingto be a physical siteandin the building10to 15 innovative companies should be
founded. There will bea possibility for asking question on fixed times.

The interest municipality Achtkachterspelenis primarily practical. De economy is notgood and by stimulating

innovation the municipality hopes to give the economy a boost.

Bauke Schat (major) can get very important to get the municipalities in contact with each other so the students
cando a presentationabout all the currently availableinitiatives.

Auke Piet van der Meulen tells that he finds the stimulation of talent development is very important. According
to himitis importantfor the future that the different initiatives aregoingto collaborate, the development of
talentis stimulated and thatinnovationis visible.

Itis very difficultto get the right (higher educational) employees insidethe region of northeast Fryslan. An
advantage of the region is the ease of which directors areavailablefor conversations.

Auke Piet vander Meulen also tells thatcompanies (and himself) arefindingitdifficulttodescribea task for

the internships of students.

Wouter de Groot (9-12-2011)

No mentioning of an job (only location kvk)
Wouter de Groot will senda listofall companies foundedinthe last2 years by email.

The municipalities have a big meeting every 3 months. The entrepreneurs associations below can be
approached for this:

e  H&I Dokkum

¢ SOD
e OSK
¢ ICT

e ABC

ZZP-ers are not well organized, this makes it very difficult the approach them for a survey. When they
should be convinced to use the idea they will have to notice the added value for them.

According to Wouter de Groot there is someone else dewveloping a similar concept at the same time,
he will send the details by email.

Geesje Duursma (13-12-2011)

Geesje Duursma is an entrepreneur, she has an own company with the name Duursma advies BV, is owner of
restaurant and party center De Pleats in Burgum, is member of the board ofthe WTC in Leeuwarden and
member of the board of AFUK.

Geesje Duursma is positivetowards the concept, the concept has accordingto her chanceto success.

De Pleats of Geesje Duursma is also functioningas flexible working space. They offer spaceand free WIFI for

peopleinneed of atemporarily working space.

Accordingto Geesje Duursmaitis importantfor setting up a concept likethis thatitis clear where people can
work on a flexibleworking spaceandthe itis easilyaccessible. Itis not possiblefor De Pleats to offer a
permanent spacefor students.

Accordingto Geesje there is demand for a concept likethis inthe region of northeast Fryslan.
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Johan Luinstra (13-12-2011)
Johan Luinstra is a representative for Molenaar concrete and is traveling often for his job. He travels throughout

the Netherlands and is often to find in Zeeland where he tries to sell concrete distance holders.

When lookingto his own situation Johan Luinstra is mildly enthusiastic. He does his administrationathome and
duringthe travelingheis usinglittleto no flexible working spaces.

When looking purely to the concept Johan Luinstra thinks thatit has potential. A lot of people are travelingfor

their jobs and they will appreciatea cup of coffee and spending a losthour at a flexibleworking space.

People withinthe regionare accordingtoJohan Luinstra fairly stubborn. The ZZP-ers aregenerally people who
are working with their hands and the couple of hours needed for the administration willbespend athome.

This group should be motivated to use this concept.

Accordingto Johan Luinstra mostly people from outside Fryslan will usethe concept duringtheir travel from

locationtolocation.

Ate Oosterhof (24-11-2011)
Ate Oosterhof was in the past the alderman of the municipal of Dongeradeel. In the day to day life he is farmer,
commissioner of the Friesland Bank, commissioner of HZPC Holland B.V., seed exporter and marketer of

consumer potatoes. Besides this Ate Oosterhof is the chairman of foundation Markant Friesland.

Inthe regionthere is a lot of fragmentation, different projects are runningand all with the same target. By

creatingan external location different questions can come together and force an knowledge can be combined.

When the ideais goingto be presented towards entrepreneurs inthe SME the firstquestion will be: What are
the costs? The idea has to be triggered by the entrepreneurs without the matter of costs. To reach the
entrepreneurs itis recommended to use the Rabobank, Friesland bankand the accountants from within the
region (Acera, Accon, AVM, Alfa ??).

Duringthe entrepreneurs evenings mostly the same people are attending, these arethe socalled ambassadors.
These ambassadorsaremostly the companies who areleastinneed of help and guidancebecause they are
already actively participatingin theimprovement of their company. The group you want to reach is the group

beneath.

At the moment there is a decrease of population within the region. Facilities in theregion will be on bigger
travelingdistances, schoolswill closeetc.. but according to Ate Oosterhof this does not necessarily has tobe a
badthing. The decrease of populationandthe crisisareseen by Ate Oosterhof as a chance. Different
initiatives/companies areforced to work together which decreases the fragmentation.

The government has provided information thatthere are chancesinthe reactionand tourismwithin the

region, inthis branch a lot of ZZP-ers areworking and a lotof municipal money is invested.

Ate Oosterhof tells that there is an need from within the region of the idea and the idea is meaningful for the

region.

Bauke Schat en Jacco Wiffers (25-11-2011)
Jacco Wiffers is the companies contact officer of the municipal Dongeradeel. Bauke Schat is municipal manager
of the municipal Dongeradeel and has the social viable part from the Social Economic Masterplan in his

portfolio which includes the Kenniswerkplaats Veenwouden and the Gouden Driehoek.

Bauke Schat tells that researchis busy on how to bring different initiatives together andif all the numbers from

withinthe region are correct.
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“Working anlearning”is a projectwhat is being started up by a working group. Goal for this projectis
combining of multiple projects sothere are less loose projectrunning besides each other. Alot of current

projects have anoverlappingagenda and the same goal.

Accordingto Bauke Schat the Gouden Driehoek, the Kenniswerkplaats Veenwouden and the projectof the

students canreinforce each other. This way it can become an added valuefor the entrepreneurial network.

The role of the government is to bringthe entrepreneurs together. The EB-officials arein contactwith the

entrepreneurs association and can usethis contactto make the government visibletowards the entrepreneurs.

Entrepreneurs from the region are passively setup, they will only startusing something when this is tangible
andthey have got a feeling with it.

From research of the Gouden Driehoek the resultwas that there will be a shortage of technical personnel in

the next few years. The project “working and learning” will overcome the deficiencies.

Prohibitive for the region arethe different boards. Northeast Fryslan counts 5 different municipals and

therefore decisions aredelayed. Bauke Schat is workingon this.

The region is not a core region and because of this the regionis notinthe picture for the expanding of the
industrial estates. With the advent of the Centrale As more employees arewillingto travel greater distances to
work inthe region. The contractionintheregion is seen as a challenge, one of the outcomes of this challenge
will bethe answer on the question on how to maintain the employment. Before the number of companies
were protected by the situation on the market, at the moment however the municipalities haveto work to
maintain the number of companies. The labour force will declineby 20% and to maintain continuity of the
number of employees inthe region the municipal haveto provideadditional commitment. Personnel will be

more importantinthe future.

To give the students from within the region an overview of the opportunities in the region itis necessaryo

open up the doors and show what the companies haveto offer.

Bauke Schat andJacco Schiffers are both very positiveaboutthe idea of the students and are looking forward
to getting the results.

Bert Muller (30-11-2011)
Staff director at the Friese Poort and he is also one of steering committee of the Gouden Driehoek. Also Bert
Mulleris active as member of the steering committee of a similar initiative as the Gouden Driehoek only then

within the Westergo and Northwest Frysldn regions.

Bert Mullerindicates thatitis a fact that young people move away from the Northeast Fryslan and take refuge
somewhere else after they graduate. Itis importantto link the concepts to schools, churches and business.
Cooperation’s and development of the region should be encouraged and a good/large network is very

important.

Bert Mullerindicates thata similarconcepthas been tried on the industrial Betterwirtin Dokkum. This was in
collaboration with NOFCOM (teachingfacility of the Friese Poort), also Kabel Noord was involved. This concept
is more for starting entrepreneurs who can usetheir spacefor alow price. When the company grows they can

move to another location.

Accordingto Bert Muller the crucial question for the concept is: “What is the most ideal placefor this

concept?”. Itshould be centrally located and the time to travel should be low.
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The disadvantage of the region Northeast Fryslanisthatthere is relativelylittle business activity, itis sparsely
populated and the distances areshort. From the educations there is interestin the concept, however,

cooperation with companies and/or the municipalitiesis mandatory.

Bert Muller tell that he is interested inthe concept but most likelyitis necessary to work together with for

example a restaurantto get this concept to a success.

Martin van der Veen (30-12-2011)
Owner of Inn de Parel located in Eastermar. Inn de Parel is a atmospheric hotel/restaurant in the heart of the
Fryske walden.

Martinvander Veen is positivetowards the initiative of setting up flexible working spaces within the region of
Northeast Fryslan. Hethinks the region is ready for itand people who areliving or working here or are goingto

liveor work inthe region arepossibly goingto use this facility.

99% of his customers are representatives from other parts of the country and even from foreign countries, for
them the initiativewould be very useful.

Jacques Boersma (3-1-2012)
Jacques Boersma is professor of knowledge, he was the first professor of knowledge management in the

Netherlands. His expertise is primarily used for business and government.

Accordingto Jacques Boersma parents have alarge rolein bringingup the educational level of Northeast
Fryslan.Parents should stimulateand point their children to keep studying. The parents should keep
themselves informed about the recent developments on the labor market so they can guide their children

towards certain educational programs.This is an adaptation of the population but also social knowledge.

Inthe region of Northeast FryslanJacques Boersma only know the company Prins in Dokkum as a qualified
placefor university graduated people. Companies are often unaware of what a student can do for the

company. Because this they often tell that they don’t have time for good guidance.

Companies are lookingfirstatthe question: “What kind of money can| get” when hiringa student. Companies
are lookingto often to money alone.

For the projectitis importantto map out the self-employed (ZZP-ers). How many are there, in what sectors
etc... On this information recommendations can be given. Itis also worthwhileto askthe self-employed (ZZP-

ers) to askwhat they exactly want and need, atthe moment there is noinsightknowledge.

People who are livingin Northeast Fryslan haveto show more openness, they have to show what their

limitations are. Withoutshowingtheir limitations these limitations will never be solved.

Jacques Boersma alsoindicated thatthere still istoo much bureaucracy atthe city hall,openness is what they
need. The organizationalstructureshould bechange in order that informal discussions can takeplace.

Jan Sijtsma (4-1-2012)

Companies contact officier of the municipality of Tytsjerksteradiel.

The innovationhus in Denmark at firsteye looks likean traditional business complex butis more than that. The
innovationhus has a largeoverhead. In the Netherlands similar initiatives arealready underway. The
municipality Tytjerksteradiel is,accordingtoJan Sijtsma, not establish a similarinitiative by themselves. These
ideas haveto originatefrom the business itself. The municipality can facilitate.
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Priority number 1 for the municipality of Tytjerksteradiel is maintainingthe level of existing companies within
the municipality. Innovation, however, will notbe pushed. The municipality playsvery far on sustainability. The

Energieloket is -a sustainable project of the municipality.

Jan Sijtsma prefers to have a cooperation between the Gouden Driehoek and the Kenniswerkplaats Northeast
Fryslan,this way both parties canincreasetheir strength. The government canfacilitateand stimulatethe
initiatives fromthese parties.

The policy principal of the municipality is keeping the youth insidethe region by showingthe companies
located in the region. How this has to be organizedis not yet clear.

The number of self-employed (ZZP-ers) is risingin thelastfew years, however, this group is notvisible.They are
not represented. Partly because of Twitter they have become a bit visible. The municipality changes the spatial
policyinorder to make it more easy for the self-employed (ZZP-er) to starta company from home. Accordingto
Jan Sijtsmaitis a positivetrend that the number of self-employed (ZZP-ers) is rising becausethere will be more

competition and the innovative power will increase.

Inabout 5 years,accordingto Jan Sijtsma, there are no bigdifferences in business compared to the present
situation.Scalingdown in the regionis expected to continue. The macro-economy will decide how the market

will be, the government has got littleto no influenceon this.

Jan Sijtsma thinks thatthere will be fewer facilities in the future. The municipality has an activeshopping policy
in 3 of their towns. Jan Sijtsma is, however, an advocate of a good rural community center policy. Every village

should havea community center.

Sabine Reitsma (5-1-2012)
Owner of hotel/restaurant the Posthoorn in Dokkum.

Sabine Reitsma indicates thatthere are many business meetings take placeinsidethe Posthoorn. Itis often

done inthe Posthoorn because companies then don’t need to do it at their location.

The Posthoorn is notadvertising for getting the business customers. Reservation usingthe internet is not
possiblebecauseeach clienthas different needs. Marketing of the regionis not necessary accordingto Sabine

Reitsma. A riseofincome duringthese campaigns arenotnoticeable.

The Posthoorn does use Twitter to post their offers. Accordingto Sabine Reitsma Twitter is aneasyand free

way to advertise and to reach alargeaudience.

SabineReitsma finds itvery important to keep the largecompanies insidethe region. This creates jobs and

ultimately more business meetings.
The people who arelivinginthe region do not likeloud people.

Erwin Bremer (9-12-2011)

Erwin Bremer tells about the company Denkgenoten. Denkgenoten is now operational for about three months
and is a company owned by Erwin Bremer and Henk Everts. Erwin Bremer tells that Denkgenoten is helping
companies that do not have time for making the business and marketing concepts. Denkgenoten will write a
business case for them. A lot of assignments of Denkgenoten are assignments of themselves, as is the
Innovatiehdas.

Accordingto Erwin Bremer Buitenpost should be put on the card. With the Innovatieh(s this should be

changed.
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The contractionand crisisaremakingthe people afraidandinsecure.The schools aregetting less childrenand
this scares the entrepreneurs. Because of this they will move or starttheir company on other places.

There are a lotof good ideas insidethe region. Erwin Bremer indicates thatthe number of ideas are higher

then everyone thinks.

The municipality Achtkarspelenis awareof the Innovatieh(s but will not participate. Erwin Bremer indicates

that the big question now is when the Innovatieh(s starts and notif.

For students itis the idea to placea campus next to the Innovatieh{s. With this campus the intention is to get

students and entrepreneurs together.

Erwin Bremer indicates to be very positiveabout the idea because a lot of entrepreneurs had a positive
reaction towards the idea. A number of entrepreneurs already committed to settle their business inthe

Innovatieh(s.

The distinctiveness of the Innovatieh(s will bethe visibility. Itis notyet clear what the legal form of the

Innovatieh(s is going to be, however, itis clear thatitis not goingto be the responsibility of 1 party.
Inthe regionthere is alatentneed but no one is doinganythingto eliminatethis need.

Hendrik Boekhoud (9-12-2011)

Occupation/position is not mentioned.

The Kenniswerkplaats in Veenwouden is notrunning asis should.Ithas to be anadded valueto the region
where meetings between different parties as educationand entrepreneurs are arranged.

The relationship between entrepreneurs from Northeast Fryslanandthe Van Hall Larensteinis positive, there is

a mutual ambition. Accordingto Hendrik Boekhoud this has to be intensified.

Hendrik Boekhoud does not mind to gave the Kenniswerkplaats and de Gouden Driehoek within one region.

Added value, however, will becreated as soon as they are going to work together.
The companies inthe region have to look around, also to companies outsidetheir own sector.
Accordingto Hendrik Boekhoud the Innovatieh(s is a goodidea, the Innovatieh(s has to be of everyone.

Jenna Bottema (9-12-2011)

The Gouden Driehoek is the connection between government, business and education. With the project
“Database” a database has been made containing companies from the region, this database will be extended
as the years continues. January the 16" the Gouden Driehoek is starting a pilot project for the technical
companies, afterwards the health companies will have their turn. In this pilot problems regarding staff shortage

will be investigated and a solution will tried to be found.

The structure of the Kenniswerkplaats is notclear with Jenna Bottema. There is a cooperation possible
between the Kenniswerkplaats and the Gouden Driehoek, Bauke Schat will havea key rolein this matter
because he has got both parties in his portfolio. Whatis necessary for the cooperationis trusttowards each

other.

The Gouden Driehoek is,accordingtoJenna Bottema, successful becauseentrepreneurs arereached and are
willing to participate. The Gouden Driehoek can get more successful when they would get a physical working
space, this is possible when working together with the Kenniswerkplaats.
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The Gouden Driehoek a connection with the educationis mandatory. The education has to have more
attention towards the entrepreneurs for example to respond on trends. Entrepreneurs are alsoindicatingthat

they need to educate more on all educationallevels.

The Innovatieh(s is a good initiative for the Gouden Driehoek. Jenna Bottema indicates thata cooperationcan

make the Gouden Driehoek stronger due to the exchange of knowledge and experiences.

Jenna Bottema looks positivetowards the projectof the students and would liketo stayinthe information

loop.

Kruisweg Damwoude (20-12-2011)
No name of the person who is called.

There are not many entrepreneurs inthe restaurantwho arethere to work for their boss. There is alsono
effort being made to keep attractthis group of customers. They alsoindicatethey have no need to change this

is the future.
The Kruisweg has the opportunity to rent out rooms but thatis used little by business market.

They think that the companies have enough spacethemselves for meetings and business meetings. He also

thinks peopleinthe region Northeast Fryslan don’thave a need for flexible working spaces.

Natuurlijk Kollumeroord (20-12-2011)
No name of the person who is called.

Associationsand entrepreneurs areusingthe rooms rented out by Natuurlijk Kollumeroord. WIFl is availablein
the restaurantandthey indicatethatthis is used by business customers, however, most of the time they are

not working for the company.

Natuurlijk Kollumeroord does not have any plans to adaptto the business meetings. No extra effort will be

made.

Egon van der Veer (23-12-2011)
Departementdirect of the NHL Hogeschool Leeuwarden.

The NHL has no knowledge of the Gouden Driehoek and the Kenniswerkplaats.Itis notclear that these parties
can offer the NHL.

Unique about this project of the students is the, possible, collaboration between 5 municipalities in Northeast

Fryslan. At the moment municipalities do not know what the other municipalities aredoing.

YEAH! Groningen is an exampleof aninitiativefor startingentrepreneurs thatis workingfine at the moment.
Accordingto Egon van der Veer there are too many initiatives thatsupportthe startingentrepreneur. It would
be better to have 1 initiativefor each province.

The NHL does not have any concrete plans to startan education entrepreneurship on shortterms.

The students are, accordingto Egon van der Veer, not in queue for initiatives likethe Innovatieh(s in

Achtkarspelen.

Accordingto Egon van der Veer the region Northeast Fryslan has thechallengeto keep the student insidethe
region. By stimulating peopleto starttheir own companyand havinga company, people can be kept within the

region.
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Alice Posthuma (13-1-2012)
Werkplaats manager at the Kenniswerkplaats Northeast Frysldn in Veenwouden.

Alice Posthuma finds the cooperation with the region very important. Cooperation has to start on the
administrativelevel but alsoin middle management and the layers beneath cooperationis very important.
Cooperation between the different parties will startsmallaccordingto Alice Posthuma; firstthe entrepreneurs
andthe government have to work together and afterwards other parties can be involved. The

Kenniswerkplaats is also busy creating cooperation nationwide.

The project of the students is accordingto Alice Posthuma a lot of work, however, the students are succeeding
in getting all the different initiatives in the picture from throughout the region. Different parties inthe region
are doingthings on their own which causes fragmentation. By working together more and being open towards
each other, parties will reinforce each other whichis required accordingto Alice Posthuma.

A initiativelikethe business center in Dokkum can be founded anywhere. The Kenniswerkplaats mayserveas
anentry point. For each projectthe Kenniswerkplaats canreview what is necessaryand whichresults can be

achieved.

Itis valuableaccordingto Alice Posthuma to show what the region already contains and how much there

alreadyis. By combiningeverything the parties canreinforceeach other.

Erna van der Werf
Projectleider Inqubator

Inqubator Leeuwarden is ainitiative of Business Development Fryslan butis a foundation on its own. Inqubator
isaplaceforinnovativestartingentrepreneurs. We offer housingand practical supportwith running

businesses, offer meetings, working shops and trainings.

Student entrepreneurs canstartatinqubatorand canget coachingand flexible workingspacewithout costs.
After the students you will get the prestarters.As a prestarter you canrent a desk for 6 months and they will
receive guidancewith writing the business plan. When someone is already started and one is searchingfor

coachinganda own officethey need to show their business plan.

Inqubator Leeuwarden is providing guestcolleges towards all the HBO schools in Leeuwarden about
entrepreneurship. On the MBO schools they also try to stimulateentrepreneurship as soonas possible.

Inqubator has a large network and cooperation with different partners inthe region of Leeuwarden. Besides
the offered services they also havea serviceand forwarding function to incoming parties. Not everyone can be

facilitated and other organization can bebetter for the entrepreneur.

Besides the local officeaccommodations Inqubator also offers accommodations in other cities and countries
under the name Fryslan House. Fryslan Houseis very good usableas portal for potential customers without

them needing to travel largedistances towards Fryslan.

Jan-Tsjerk Dijkstra (17-1-2012)
Business advisor Rabobank northeast Frysldn of the SME’s in northeast Frysldn (Ferwerderadiel, Dongeradeel,

Dantumadiel, Ameland and Schiermonikoog)

The Rabobank’s maintaskis financing. Other tasks that the Rabobankis alsodoingis takingcareof the
payments, insurance, future financial plannings of people and companies but they arealsoa soundingboard
for people or companies who wants to discuss whatto do with their finance.
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Problems mr. Dijkstra sees is thefinancial crisis. Although it must be said thatthe financialcrisisisrather
limited in northeast Fryslan. But of coursethere are companies sufferingfrom it. Accordingto mr. Dijkstra the

financialcrisis isalso offering chances for companies who aren’t acknowledging the financial crisis.

Mr. Dijkstra thinks there is a demand for a physicallocationin northeastFryslan. Especially self-employed
people who are workingon their garret need a placelikethis. When they want to meet people a locationlike
this is perfect for them. In this casethey don’t have to invitethem at home or at a restaurantor hotel, where

there isn’t that much privacy.

Chances are being seen inthe Centrale As. This may providechances for businesses butmr. Dijkstra isn’tthat

sure aboutit.

There is a continuously economic activity inthe region, also the amount of starters is still risingwhichis a

positivethingis inthis economic hard time.

Mr. Dijkstra thinks thatthe people don’t need a platformabout all the different offers entrepreneurs can get
when they want to have meetings, rent an office or flex work on a external location. There have been more of
these initiativesin the pastand they weren’t successful. Entrepreneurs (especially self-employed workers)

need a physicallocation wherethey cango to.

7.3 Survey students
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NHL Student - Survey

Introduction

Thissurveyis made by 4 students from the Noordelijke Hogeschool Leeuwarden (NHL). Our projectis working out anew concept about creating working
space on an external location where people can work and get together with other students and companies to share knowledge and improve creativity and
innovationinthe region of northeast Fryslan.

Aboutyou

On which university/school are you studying?

What is your field of study?

In which year of your study are you participating?

Your study Yes No

Is there enough space to work at your universityéurself / your group? D j

How many hours a week do you spend working on &les

Are you using other facilities (excluding schoohem you are working? D :‘

If so, where are they located? What kind of places?

Your experiences with companies

Are you working for a company? (for example trainegernal project) u J

If so, how many hours a week do you spend working®
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NHL Student - Survey

Is there enough space at the company for you/ymupmto work? D :‘

If not, where are you/your group working?

Your needs Yes No

Would you use an external facility where you camknand connect-

with companies and students? U J

If so, why would you like to use it?

How much are you wiling to pay for this?

How many hours a month would you use a facilite likis ?

How many kilo meters would you drive to get there?

What do you need if you want to use our idea of gernal facility? D Printer D Beamer D Whiteboards D Flipcharts
D Computer D Offices D Catering
u Conference-rooms J Other
Yes No

Are you looking for support/help during your prdjeeork at an external location? D j

What do you think about our idea (see introduction)

Thisistheend of the survey. Thank you for taking the timeto hel p us!
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7.4 Outcome surveys students

7.4.1 Introduction
The main targetgroupswe are focusingon with our conceptare:

e Students

* Companies

To find outif thereisa demand and what these groupsthinkaboutourconceptwe developeda

survey foreach of these groups.

Please note:
Allfiguresinthe graphsare the numberofanswers.

265 students were asked from the Stenden University, NHLHogeschool (100 students each school)
and 65 studentsfrom AOC Friesland.

The studentsanalysed these schools separately because of the differencesin theirbackground
(studentsoutofthe region, international students), theireducation and theirfacilities (more orless

roomsto work).

The asked questions

General information:
*  On whichuniversity/school are you studying?
e Whatisyourfield of studies?
* Inwhichstudyyearare you participating?

Current situation:
* Isthereenoughspacetoworkat youruniversity/school foryourself?
* How manyhoursa weekdoyouspendworkingona desk (forschool)?
* Arevyou usingotherfacilities (excluding school) when you are working?
* Ifso, where are theylocated? Whatkind of places?
* Areyou workingforacompany? (forexample trainee, external project)
e Ifso, howmany hoursaweekdoyou spendworkingonit?
* Isthereenoughspace atthe companyforyou/yourgroup to work?
e Ifnot, where areyou/yourgroup working?

The demand:
* Wouldyouuse an external facility where you can workand connect with companiesand
students?
e Ifso, whywouldyoulike touseit?
* How muchare you willing to pay for this?
* How manyhoursa month would you use a facility like this?
e How manykilometreswould youdrive to getthere?
* Whatdoyouneedifyouwant to use external facilities?
e Areyoulookingforsupport/help duringyour project-work?
e Whatdo youthinkaboutouridea?
* Whatdo youthinkaboutouridea?
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Results

How many hours a week do you spend workingon a desk (forschool)?

35
30

25 A
20 -
15 -
10 -

(NHL) Hours on a desk

S4

[z

4

10

s

0-10 11-20 21-30 over 30 Not
answered

40

30 +

20 A

10 ~

(Stenden) Hours on a desk

4 39

19

0-10 11-20 21-30 over 30

40
30 17
20 -

10 +

(AOC) Hours on a desk

" 36

sl

0-10 11-20 21-30 over 30

answered
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Are you using other facilities (excluding school) when you are working?

(NHL) Using already
external facility
HYes
ENO
(Stenden) Using already
external facility
HYes
ENO
(AOC) Using already
external facility
mYes
ENO

Studentsfrom NHL and Stenden spendsinthe meanscore round about 18,4 hours a week on a desk

for working., AOCstudents 11,4 hours. As aresultof the limited space in universities 39% of NHL,
43% of Stenden, and 89% of AOC-students using otherexternalfacility to work.

From these students who are using external facilities the mostnamed answerwhere they work

instead of theiruniversity is:
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At home with 75%.
Otherwith 25%
0 Library
O Canteen
0 Company
0 Hestiastudents-lounge
O Café

This meansthat thereisa marketfor our concept. Students spendtime fortheirstudies and they are

using external facilities.

Are you working for a company? (e.gtrainee, external project)

70 -
60 -
50 -
40 -
30 -
20 -
10 -

Are you working for a company?

HYes

HENo

NHL Stenden AOC

Is there enough space at the company for you/your group to work?

50

30 1

20 -

10 -

Enough space to work in their
company

Ve

40 -

45

27
HYes

19
ENo

NHL Stenden AOC
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Anotherpartin our conceptisa cooperation with companies. The ideaisthatcompaniessend their
studentstoour conceptfor working. because of limited space orfora betternetwork.

54 % of the interviewed students from NHLare working fora company, 32% of the students from
Stendenand 30 % of the AOC-students.

Out of these studentswho are working forcompanies

e 83 % of NHL students
e 84 % of Stenden students
e 95 % of AOCstudents

have enough space to work in theircompanies.

Would you use an external facility where you can work and connect with companies and students?

(NHL) Would use our
concept

Hyes
Hno
(Stenden) Would use our
concept
myes
Hno
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(AOC) Would use our
concept

Hyes
Hno
(Total) Would use our
concept
Hyes
HEno

48 % of the students of all universitieswould use the general idea of our concept. The acceptance at

Stendeniswith 55% a bithigherthanat NHL (44%) and AOC (40%),

How far would you drive to use our conceptof an external working space?

(NHL) How far would you drive to
use it (in km)

30 26

25

w1 10

10 + 4 ; . 3

(5) | i | - - | -I/”
0-5 6-10 11-20 over 20 not

answered
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(Stenden) How far would you
drive to use it (in km)

39
40 -
30 ]’/
20 |
, . - ..-' -
0-5 - 11-20 over 20
answered
(AOC) How far would you drive
to use it (in km)
20 -
15+
10 +
| l
0 - - -
-5 - 11-20 over 20
answered

Out of the 44 NHL-studentsand the 55 Stenden-students who would use ourconceptonly 13

students are willingto drive more than 10 km for usingit..

Because of the fact that potential locations forourconceptare more than 10 km away from the NHL

and Stenden universities we have only 13 potential clients left (out of 200).

Studentsfrom AOCare willingtodrive up to 20 km for using this concept.
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How many hours a month would you use our concept?

How many hours a month would you
use our concept

16 <

14 -

12 -

10 -

oON DO

7
s B
—_—
=y
| Inotl

0-10 11-20 21-30 ovr 30
answered

Based on the 38 students from all universities who wants to use our conceptand drive more than 10

kilometres (only for NHLand Stenden) forusing, the moststated answerof how often the

interviewed studentswould use it,isupto 10 hoursa month.

How much are you willing to pay for this?

(NHL, Stenden) How much are you
willing to pay for using our concept a
month?
50 1 z
40 -
30 -
20 1
10 A 1 2
. A A
0€ >5¢€ >10€ not answered

Out of the 99 students from NHLand Stenden who would use ourconceptalmosteverybody who

gave us an answerisnot willing to pay for using this concept.
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10

(AOC) How much are you willing to
pay for using our concept a month?

1.0
1Y

e

[o <]

H

o] o]
Z Z

[ - -
T T T T

0€ 1-5€ 6-10€ over1l0 € not
answered

Out of the 26 students from AOCFriesland who wantto use ourconcept are also willing to pay for it.

7.5 Survey entrepreneurs
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NHL

Entrepreneur - Survey

Introduction

Thissurveyis made by 4 students from the Noordelijke Hogeschool Leeuwarden (NHL). Our projectis working out anew concept about creating working
space on an external location where people can work and get together with otherstudents and companiesto share knowledge and improve creativity and

innovationinthe region of northeast Fryslan.
Aboutyou

In which sectorisyour company active?

How many employees do you have?

Where is your company located?

Yes No
Are you cooperating with schools? :[ j
If so, which schools?
How many students do you employ (e.g. for trainjrgsjects)
Regional Total agree Apree
Companies in equal branches in Fryslan are goodedad to each other _I J
Companies in equal branches in Northeast Frysligaod connected to each other :[ :l
Companies in different branches in Fryslan are gomthected to each other _I J

Companies in different branches in Northeast Frysi& good connected to each other :[

Disagree

.

Total disagree Don’t know

HpEREEE

HpEEENE
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NHL Entrepreneur - Survey

It is important to be connected with the compairiethe same branche _[ J _[ U
It is important to be connected with the compatiriedifferent branches _1 J _1 u
Ouridea

What do you think about our idea (see introducti@©g you think it wil
contribute to the region?

[ [

Would you use a facility like this?

If so; why? If not; why not?

How far would you be willing to travel to get thére

Your needs Yes No
Do you have enough office space for your business? _[ J
If not, do you go to external locations to workmeet with clients? _[ ._]

How often are you doing this?

Whatkind of place is it (for example a hotel, mgtint etc.)

Would you use open space offices? _[ J
What do you need if you want to use external faed? D Printer D Beamer D Whiteboards I:]Flipcharts
D Computer D Offices :‘ Catering

u Conference-rooms J Other




Thisistheend of the surwey. Thank you for taking the timeto hel p us!
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7.6 Outcome company-survey

7.6.1

Introduction

45 companies from differentbranches wereinterviewed by asurvey

Every companyis locatedinthe region of Northeast Fryslan.

7.6.2

The asked questions

General information

In which sectorisyour company active?

How many employeesdoyou have?

Where isyour company located

Are you cooperatingwith schools?

If so, which schools?

How many studentsdoyou employ (e.g.fortrainings, projects)

Current situation

Companiesinequal branchesin Fryslan are good connected to each other
Companiesinequal branchesin Northeast Fryslan are good connected to each other
CompaniesindifferentbranchesinFryslan are good connected to each other
Companiesindifferentbranchesin Northeast Fryslan are good connected to each other
Itisimportantto be connected with the companiesinthe same branch
Itisimportantto be connected withthe companiesindifferentbranches

Our concept

What do you think aboutouridea(see introduction). Doyou thinkitwill
contribute to the region?

Would you use a facility like this?

If so; why? If not; why not?

How far would you be willingto travel to get there?

The need

Do you have enough office space foryourbusiness?

If not, do you go to external locationsto work or meet with clients?
How often are you doingthis?

What kind of place is it (forexample a hotel, restaurantetc.)
Would you use open space offices?

What do you needif you want to use external facilities?

7.6.3 Interviewed companies

Company Employees Location
BouwkundiglIngineurs-en adviesbureau Klaver 4, architectural 2 Kollumerzwaag
Stertil BV, Industrie 220 Kootstertille

NuanceinIT, IT sector

Surhuisterveen

Meerstad Assurantién, Insurance

Harkema

BakkerijSchotanus, bakery

Twijzelerheide

Firmavan Dijk, dairy

o|lo|w|O

Surhuizum
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TuinstylingHamersma, gardener 10 Surhuizum
Pennink secretariaat, administrative 0 Ureterp

Zijlstra Makelaardij Damwoude, boker 0 Damwald

De Vries Everts Numan Accountants Adviesgroep, advice 16 Zwaagwesteinde
TRAS Facilitair, organisation consulting 1 Kollum
Annemijn Filius, advertising 1 Kollum

AHEAD accountants en belastingadviseurs, accountantand tax

adviser Kollum
StellemaVerzekeringen, Insurance Kollum

Administratiekantoor P. Massee V.0.F., administration office

Kollumerzwaag

BOX architecten, architects Burum
Extenso assurantién, insurance Kollum
Notarispraktijk MrW. Beugelink Kollum B.V., notaries Kollum
MakelaardijSikkema, broker Kollum
Foto Broersma, photo shop Kollum
ARVO Grafische Afwerking, graphic Kollumerpomp
Hedestadt Advies, advice Dokkum
Checkpoint Budgetcoaching Dokkum
Kooi AdvocatenB.V., law firm Dokkum
Raadgevend Ingenieursburo Dokkum, advice Dokkum
Heko computersystemen, computers Dokkum
World of Foods B.V.,supplyinfood Dokkum
D.S.L.Reclame, advertising Dokkum
Haaksma Luigjes & Partners, advice Dokkum
Handelsonderneming Houweling, trading Wetsens
Administratiekantoor Stylan, administration office Engwierum

P. de BoerFourage Kunstmesten Bestryd.Midd., agriculture

Oosternijkerk

HandelsondernemingVenema, trading

Holwerd

Visser Woninginrichting, house decoration

Zwaagwesteinde

Schildersbedrijf Stavorinus B.V, building industry

Feanwalden

TijsmaVloeren Bedrijf, home construction

Feanwalden

Antieke Bouwmaterialenhandel Gebr. Kooistra, buildingmaterials

Broeksterwald

Maatschap J., H.,J.J.en D.P. Reitsma-Postma, dairy farming

Driesum

Tuinplantenhandel A & R Posthuma, retail

Driesum

Mink State V.O.F., agricultural

Rinsumageest

Quatro Fur B.V., agricultural

Rinsumageest

RPIWINIR[RININIOIN[PR]IPDININININININA N WP RIRININOOjfwWw|o N

Anonymus Burgum
Koko Sport, detail handel Burgum
Horseclinic Garijp

Construction

w
u

Twijzelerheide

Table 9 - Interviewed compagnies

7.6.4 Resultsofthe survey

We asked companiesaboutthe connection between different companiesin equal and different

branchesinthe region of Northeast Fryslan.
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Companies in equal branches in
Fryslan are good connected to

each other
20 4 - 13
15 1‘,. 11
Total Agree  Disagree  Total Don’t
agree disagree know

Companies in equal branches in
Northeast Fryslan are good
connected to each other

20 =
15 7. 11 - I
10
5 ¢ 1 2
) - a >
Total Agree  Disagree Total Don’t
agree disagree know

Companies in differentbranches
in Fryslan are good connected to
each other

20

o un

Total Agree Disagree Total Don’t
agree disagree know

-~ bl o
10 7 2 "IIII : :
e 1 2
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Companies in differentbranches
in Northeast Fryslan are good
connected to each other

18
20 15
15 1 3 9
10 E
5 1 2
Total Agree Disagree Total Don’t
agree disagree know

Over half of the asked companiesthinkthatthatinthe region of Fryslan and Northeast Fryslan
companiesinequal and differentbranchesare already good connected to each other.

Only the question aboutthe connectionin equal branchesinthe region of Northeast Fryslan was
answered thatthe connectionisn’tgood enough.

It is important to be connected
with the companies in different
branches
20 16
15 12 12
Total Agree  Disagree Total Don’t
agree disagree know




It is important to be connected
with the companies in the same
branch

-~

Total Agree Disagree Total Don’t
agree disagree know

; = 13
15 = =10 ] =
10 {7
5 ] - .
O {_‘_.- i - ..-._.-

More companiesthinkthatitisimportantto be connectedtocompaniesinthe same and different

branch than companieswho notthink that thisisimportant.
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Our concept
Toseeifthereisa demandfor officestorent, we asked the questionif companies outof the region

have enough space fortheirbusinessand if they would use ourconcept.

Do you have enough office
space for your business?

HYes

ENo

85,4 % of the interviewed companiestold us, thatthey have enough space fortheirbusiness.

Are you goingto external locations to work or meet with clients?

Are you going to external
locations to work or meet with
clients?

HYes

HENo

93 % of the asked companies are not using external locations fortheirworking ormeeting with

clientsyet.
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Would you use our concept?

Would you use our concept?

HYes

ENo

91 % of the interviewed companies would not use our concept.

Answer from the companies why they don ‘twantto use it

Notwillingto travel far, the conceptwill only work forbigcompanies
Dependsonthe location of my co-workers

No need for

| can do that at home as well

We have a good office

I'm olderthen 70. 1 don't use it no more.

It's difficultinourwork, we need customerinformation thatis notavailable ata flexworkspot
Notusefull because heisworkinginternin othercompanies

Notfor a small company like mine

Notuseable formyown companies because of confidentialinformation
Enough place at my own office, doesn'tsee the addingvalue init
Notnecessary formy company

We needtodiscuss by our own location with ourcolleagues

Enough place at own location

Enough space at own location

No extraspace needed

Not helpfull formyshop

Enough space at own company, just not necessaryinthe region
Notfor my branch useable

Notsuited formy company

Notfor alaw firm useable

Notapplicable forthiscompany

Notfor our company

For othercompaniesinotherbranches maybe

I don't dothat much work on a desk/ presentation etc.

We have enoughroom at our place

Notfor my company suited

Notuseable forourcompany
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| don't useitbecausel don'tneedit.

Not:it doesntworkinthe construction area, | need my maps and papers. | cannot take all
that with me to a flexworkplace.

No:the companyisto small andthereis enough space available

| do the administrationathome
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7.7 Visit of "InnovationsHus Rgdding”

Visitfrom 15.12 — 16.12.2011.

The projectteam "Inn-Create" joined as part of their projecta trip to Denmark with a Dutch
delegation of governmental people and privatentrepreneurs. We visited the successful implemented
and established ,InnovationsHus Rodding“to receive background information’saboutthe
developmentand come togetherwith otherpoeplewho areinterestedin creatingandimplementing
a conceptlike thisforthe region of Northeast Fryslan.

The Innovation House was founded in 2004 and since then they helped 55 new start-ups successfully
into the market. The building was boughtfor300,000 €, 500.000 € was invested forrenovation and
technical equipment. This was financed by the municipality and funded by grants from the EU
regional fund.

The concept of thishouse isto offermodern offices and conference roomsinapleasantand
prestigious environment. The staffsadd administrative supportabout marketing, finance or

accounting.

Interested partiescanrentfor about 200 € permonth officesand also have accessto copiers,
conference roomsand a glass-feverInternet.

On Thursday, the Project Group has participatedin a presentation aboutthe importance of
developingfiberglassinternetforthe economyin Denmark. The Innovation House is also connected
to the fiberglass network. From abusiness perspective, this broadband connectionisan advantage
for the “InnovationsHus” and the whole region.

On Friday we visited the InnovationsHus. Aftera presentation aboutthe background and origins of
the house we’'ve gota guided tourthrough the facilities and the chance to ask questions. The project
group used thischance to talk to tenantsto find outwhatthey thinkaboutthe concept.

Reasons why the tenants have chosen the InnovationsHus:
To have a professional base forthe company

*  Practical services are fulfilled

e Customerfriendly environment

J In-house resources/services to benefitfrom like reception, telephone switchboard, internet
connection, cleaningand secretary service

* Postage, copying, printing and faxing

e Businessdevelopmentknowhow

* Synergybetweenthe “house” companies

Benefits forthe tenants:
e Competentmanagementandopendialogforbusinessdevelopment

* Experiencedin-house employees forsparring
* Informationandeducationin Entrepreneurship
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. In-house companiesservices

* Sparringand synergyinternal between somecompaniesand external with networking
partners

* Agoodenvironmentand co-workers

* Excessive networking, coaching, investorrelations

* Generalguidance, counsellingin marketing, sales, and customercare

The challenge and problem forthe managementto keep aninnovation-houserunning:

* Thesynergyinternallyrequiresthe rightcomposition of companiesinthe house.
* Thischallenge lies withthe management of the development park, but could be
* Difficultdue tothe demand of balance in the budget.

Participants:

e HenkEverts, Denkgenoten - 0623444584 - henk@denkgenoten.nl

* ErwinBremer, Denkgenoten-0654317735 - erwin@denkgenoten.nl

* Alle Hoogsteen, DVEN Accountants - 0619945476 - ahoogsteen@dven.nl

e WillemWouda, OBS ‘t Holdersnést/Klasseglas - 0641054120 - willemwouda@gmail.com

* Gijsvan Hesteren, Kabel Noord - 0653536162 - g.vanhesteren@kabelnoord.nl

* AukePietvanderMeulen, Gem.Achtkarspelen - 0650670787 -
ap.vandermeulen@achtkarspelen.nl

* Frederike vanderlijn, Gem.Achtkarspelen-f.vanderliin@achtkarspelen.nl

* Jan Sijtsma, Gem. Tytsjerkstradiel - jsijtsma@t-diel.nl

e Sytze Taekema, student-0611536203- sytze taekema@hotmail.com

* Leonie Dijkstra, student-0621564915 - leonie5esmeralda@hotmail.com

* DennisPostma, student-dennispostmal99l@hotmail.com

e StefanGeier, student-stefan.geier@gmail.com

* Jan Walburg, projectmanagerVital Rural Area- 0031651378248 - walburg@vitalruralarea.eu

* SimonSimonsen,Vejen Kommune - 004521792230 - scs@vejenkom.dk
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Figure 18 - Visit Innovatiehus Denmark

“Fourstudents fromthe Kenniswerkplaats Northeast Frysldn who are working on a project for
KabelNoord visited with a dutch delegation the, InnovationsHus” in Rodding/Denmark. The students
are creating a business case which offers office rooms forrent and space where students and
entrepeneurs can connectto each otherto share knowledge and innovation. In denmark they got a
presentation about the concept of the ,InnovationsHus” and an insight of how their idea could look
like.”

Advantages/Disadvantages of the “InnovationsHus”:

Advantage Disadvantage

- Practical insight tosee how a conceptcould - the “InnovationsHus” isn’tfor students
look like/reallife experience - Conceptdoesn’tfitcomplete toour
- Talk with tenants abouttheirexperiences idea

and needs

- Connectto people who are workingon the

same idea/concepttocreate a network

Table 10 - Advantages/disadvantages Innovationhus Denmark

102



