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Source: Based on: Test Card. Osterwalder, A., Pigneur, Y., Bernarda, G., & Smith, A. (2015). Value proposition design: How to create products and services customers want. 
John Wiley & Sons. pp. 188; Circularity Deck Experimentation Workshop. 10.02.2022, online. Bocken, N., Konietzko, J., circularx.eu 	

e.g. like Netflix 
Become a television content provider.  

Where necessary, outsource all activities apart 
from the provision of video content  

to partners.

EXPERIMENTATION CANVAS

Envelope – round 8

We believe that …
e.g. customers are more willing to pay  

subscriptions for content than for hardware 
such as televisions.

To validate this believe, we will …
e.g. simulate the sale of three specific

streaming subscriptions on our homepage 
and request the email address  

of interested parties.

In the process, we will measure … 
e.g. the number of people who provide  

their email address

We will be correct, if …
e.g. we obtain 500 email addresses  

in 3 months or 50 % of all website visitors  
show some interest.

Idea Hypothesis Test Measures (Success) Monitoring

We believe that … To validate this believe, we will … In the process, we will measure … We will be correct, if …



Source: Based on: Updated Circular Collaboration Canvas. P. Brown, B. Baldassarre, J. Konietzko et al., A tool for collaborative circular proposition design, Journal of Cleaner Production, https://doi.org/10.1016/j.jclepro.2021.126354. p. 12.

Partner
Who do we need and what role  

do they have?

PARTNER CANVAS

Envelope – round 8

Existing contacts
Do we already know  

specific contacts?

Intellectual property
What are we willing to share  
with our partners? (e.g. data, 

customers, knowledge, revenue)

Benefits for business partners
What benefits can we offer  

our partners? (e.g. reputation, 
knowledge, money, development 

of new skills)

Assessment
How to measure the commitment 

or reliability of our partners?

Consideration for us
Do we anticipate challenges due 
to the position or power of our 
partners in the supply chain?



Name of project/measure  �

PROJECT CHART

Envelope – round 8

Source: wwf (state 2022)

Underlying problem/opportunity Description of project/measure

Departments involved and/or external partners Target group or Key Performance Indicator 
(KPI)/Objectives and Key Results (OKR)

Risks Opportunities Planned/ max.* implementation period

Capital  
requirement

Expected Return on 
Investment (ROI)


