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Brief Recap: January Workshop

Overview

Joined by 21 members of the OpenLMIS
community on January 29, 2019 on the
phone and in Washington, DC — thank you!

Presented Phase 1 findings: culmination of
desk research, stakeholder interviews,
stakeholder mapping, and market sounding

Established core attributes that are most
important for future state

Reviewed and evaluated 8 theoretical
constructs for OpenLMIS sustainability

Materials

The following materials were posted on
the Wiki page here:

Presentation

Notes

Recorded sessions
Photos

Pre-meeting materials


https://openlmis.atlassian.net/wiki/spaces/OP/pages/470351929/Sustainability+Notes-Governance

OpenLMIS Core Attributes

Based on feedback collected at the January Workshop

Customer

Product Partners

Pricing Model

Remain a solution for
low- and middle-
income countries

Focus on public
health first, then
adjacent markets

Be available to
humanitarian,
agriculture, or other
sectors

Open-source « Strengthen the
capacity of local and

Automate paper :
regional partners

systems

Improve delivery of
vaccines and
medicines

Free to governments

Have a model for
paying customers




Business Model Selection

An analysis of:

Workshop scores

Individual scorecard feedback
Satisfaction of core attributes
Small and large group discussions

Pros/cons and feasibility based on
interviews and desk research

Conclusions based on market

sounding observations and interviews
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Business Model

1. Partner Network

OpenLMIs becomes a
new and independent
entlty offering its
sftware through a
network of partners.

Note: More fike COTS
madel.

5. Supply Chain
Partners - Pay for
Access

Offer transgort
comparnies and
pharmaceutical
suppliers access to the
supply chain through
a membership fee.

Q
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Business Model Scorecard
OpenLMIS Workshop - January 29, 2019

Group #:

Business Model #1: Partner Network

7. Open Source Tiered
Model

Tiered
implementation, basic
version s fully
subsidized and
customized versions
are donor and/or
govemment funded.

Feedback by #s Pros Summary please LMIS b del
Score: 3.77 » Increased = Needs enforcement | Highest scoring, but As agroup, use below
satisfaction of Core ineentives « Very similar to very similar ta current
Attributes: o Similar to current current model and only somewhat Score
model, change » Assumes product | satisfies core Circle the score that represents how you fee! about the statement
would be less improvement / attributes. Focus Area Statements 1 2 3 ry 5
dramatic with innovation Sro Disay Neutral Stres
partner network » Needsa wayto u.u:f: - i e Ar?:y
capture revenue,
.. Tier 3 help desk Customers would be interested in this
= Undlear how product L 2 3 + 5
enhancements
would be § covered Customers are ready for and need this
Customer " ¥ 1 2 3 4 5
Score: 355 + Suppliers couldbe | = Undlearwhatthe | Only business model product
Satisfaction of Core program-specific value of the data is | that two groups said "
Attributes: (e.8. vaceine/HIV andhowmany/ | “absolutely” satisfies Customers are likely to pay fora product | 2 3 + 5
diagnostics) what type of clients | care attributes like this.
would be interested | (green).
« MoH less ikely to The current features and workflows 1 2 3 4 5
be supportive could be used in this model (front end).
v Id
1 2 3 + 5
1 2 3 4 5
1 2 3 4 5
4. Multi-vertical Supply Chain Offering P I I I
Target other supply chain customers outside of the health sector.
age.
Example private customer:
Ll e
s s Agriculturs
Stakeholder Product Profit Equation .
? o solutely
~ Partner: OpenLMIS technology partners. ~ OpenLMIS core yis - donor- P A L2
y agr funded. Private cBents: two-part tariff (up front
implementors, and donors ~ Reach customers through logistcs customization charge and monthly charge
~ Customer: Public (e.g., Ministry of management forums, referrals, current based on the size of the databaso)
Education) or private (e.9., agriculture inquiries. ~ Cost centers: Customization, storage,
commodities) in other sectors ~ Intial customers may be wary about an implementation, training, partner acosystem
ungroven product or thei industry in non-heaithsectors
Value prop: Easily usable software for a low-resource setting that can be easily customized to match written systems




Tallying Votes

Ranking & Score

Name of Business Model

Desired Impact

1

2

3.77

3.55

3.52

3.25

3.22

3.17

2.56

1.90

1.

5.

Partner Network
Supply Chain Partners — Pay for Access

Open Source Tiered Model

. Bundled Software Offering

. Multi-vertical Supply Chain Offering

Collective Impact for Health Data

. Licensed Software

Training / Implementation as a Service

O green, 3 yellow, O red

2 green, 1 yellow, O red

1 green, 2 yellow, O red

0 green, 2.5 yellow, 0.5 red
1.5 green, 0.5 yellow, O red
1 green, 2 yellow, 1 red

0 green, 0 yellow, 3 red

0 green, 1 yellow, 1 red




Business Model Selection

Our process:

Removed several theoretical
constructs reviewed during the
workshop

Determined elements (from the
constructs) that are required for
sustainability in a future state

Took these elements and
decided to look at future state
through a customer-centric lens
of two options

Ranking & Score Name of Business Model Desired Impact

1 3.77 1. Partner Network 0 green, 3 yellow, 0 red

2 3.55 5. Supply Chain Partners — Pay for Access 2 green, 1 yellow, 0 red

3 3.52 7. Open Source Tiered Model 1 green, 2 yellow, 0 red

5 3.22 4. Multi-vertical Supply Chain Offering 1.5 green, 0.5 yellow, 0 red

7 2:56 S—ticensed-Software—————————DO-green O-yellow 3red—
—8 156 2-Training-Hmplementationrasa-Service—fOgreemtyetow; tred
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