
Mobility as a Service 
Can it be even better than owning a car?
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WHAT IF ALL 

TRANSPORTATION 

WAS 

CONVERGED…



… AND TAILORED 

TO YOUR NEED AS 

MONTHLY 

PACKAGES



15 minutes package for 135 €/ month:

• 15 minutes from call to pick up with no more than 15 

minutes delay compared to driving.

• No parking hassle

Business world package for 800 €/month:

• 5 minutes pickup in all EU

• Black car status everywhere

• Working conditions  guaranteed

Pay as you’re moved:

• Bike and segway service included

• 20 cents per minute in vehicles with others in 

• 30 cents per minute for a nice car

• 50 cents per minute for a personal driver

• Only vehicles that use renewable energy

Cup of tea guarantee

• All your rides combined

• Morning tea included

• Tinder extension for a great weekend

• Movember special rides

Mobility as a Service is the Netflix of transportation

Family package for 1 200 €/month:

• Enough space and child seats guaranteed

• Always  traceable and safe trips for kids

• Includes one long family trip every month

• Home delivery included
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It’s all about Service Level Agreement (SLA)

It’s easy.

We make it easier.
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Mobility
as a 

Service
Introducing a new 

player: "Mobility 

operator“

As a customer you make a contract 

with one commercial operator, who 

provides you all the services chosen 

by you. Terms of contract may vary, 

and are up to you and your operator 

to negotiate

ITS & Smart Mobility, Helsinki/FVH, sami.sahala@forumvirium.fi            Video courtesy of Ministry of Transport



Main title

Content

From 2006 fast forward to June 2014

And within just a couple of months:





Helsinki ranked #3 in innovation by 
citie.org 

“Helsinki’s vision of mobility on demand, a fully 

integrated public and private transport ‘one click’ 

solution, carries the scale of ambition you would 

more typically expect from a tech start-up and is 

defining mobility as a service agenda globally”
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SOLD !

Understand,
Restrict or
Embrace ?



TRANSPORTATION 
IS CHANGING TO

CONSUMER BUSINESS
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Finland

ARPU
(Average Revenue Per User)

in Transport 
~300 €/month

Telecom 
~30 €/month

Global Market 

10 000 000 000 000 €
market reshaped

Private car
usage < 4 %

Servicizing

Sharing

economy

New 

means of 

transportDecline

of car

ownership

Internet of 

vehicles

Self

driving

vehicles

Apps for 

traffic

Expensive

traffic

space

MaaS



Helsingin kaupunki

Kaupunginkanslia

Helsinki♥MaaS

City’s perspective



OECD’s International Transport Forum

30.3.2009



30.3.2009

OECD’s International Transport Forum



Helsingin kaupunki

Kaupunginkanslia

Decrease need to own a car

by ensuring plethora of
alternatives

and making it as easy as 
possible to use them

9.3.2016
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MaaS as a business



Market opportunity: Savings in car expenditure 
Spending on 

transportation per family 

2012

Transportatio

n services

930 €

Using a car

2730 €

Buying a car

2450 €

Transportatio

n services

1600 €

Using a car

2200 €

Buying a car

1900 €

Spending on transportation per 

family 

2020

+ 56%

80%
Local Services (work) in 

Finland

80%
Imported Gasoline

90%
Imported Products 

(cars)

20%
Digital Services 

(Global market)

20%
Local Services 

(e.g. 

maintenance)

10%
Local 

Services (car 

sales)

Breakdown of bought products 

and services
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Transport systems will become
consumer business
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Infrastructure as 

a Service, IaaS

Transport as 

a Service, TaaS

Mobility as 

a Service, MaaS

SERVICE PROVIDERS 

(INTERNATIONAL BRANDS)

• Combinations for target groups

• Different packages for targeted groups

• Clearing for transportation, networks and services

TRANSPORTATION PROVIDERS 

(INTERNATIONAL BRANDS)

• Vehicles, public transport, rentals, parking, taxis, 

ride shares, car shares etc.

NETWORK PROVIDERS
• Planning, investments, maintenance
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THE FOCUS IS HEREUser



Transportation 

providers

Mobility as 

a Service 

(aggregators)

Winner

takes all

?

Three ways for markets to evolve

Public 

transportation

Takes it all

Roaming

ecosystem
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Time

Funding competition 

between systems Multimodality Total management
Roaming 

systems

Service 

providers

MaaS

From silos to roaming

PRESENT



MaaS Alliance

9.3.2016 23



MaaS Ltd to revolutionize the 
global transportation market.

And will be the World’s first 
mobility operator.



We want to:

• Give you back 90 minutes to your day

• Make sure you have freedom of movement

• Take away the pain of ‘how do I get there’

• Make sure you’re not a polluter

Introducing the world’s first
mobility operator

“Helsinki’s vision of mobility on demand, a fully 

integrated public and private transport ‘one click’ 

solution, carries the scale of ambition you would 

typically expect from a tech start-up and is defining 

mobility as a service agenda globally”
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THE URBAN SINGLETHE TOURIST

THE LONG DISTANCE COMMUTER THE SUBURBAN FAMILY

Daily Yearly

Max Users 1000 -

4000

15m + 

(trips)

ARPU 10-20€ 20-40€

Daily Yearly

Max Users 50 000 11m (trips)

ARPU 5-50€ 500-100k€

Daily Yearly

Max Users 85 000 13m  (trips)

ARPU 10-60e 1k-120k€

Daily Yearly

Max Users 140 000 

(families)

30m + 

(trips)

ARPU 15-70€ 3k-150k€

User profile – segment sizes in Helsinki Region



View to mobility and user experience in 

designing the future services

Kids

Moving

Grown up

Family

Worklife

Pension

Marriage

Studies
abroad

Work
travel

Parking

Shopping
Car

Mainte-
nance

Kids to 
schools

Problem
situations

Hobbies

Weekends

Birthdays

Seminars

Vacations

Ability to
move

Dating

Hours
What does the day
of a user look like?

Calendar
What does the 
year of the user
look like?

Lifecycle
What needs and 

necessities different

phases of life bring?

Situation of life 
What kind of major

events does the user

experience in her life? 

INVESTMENT

”MONTHLY

PACKAGE”

CONSUMPTION

”SINGLE 

JOURNEY”
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Initial service descriptions
THREE TYPES OF PRODUCTS FOR CUSTOMERS

MOBILITY PACKAGE CUSTOMERS

• Operator takes care of all transport needs as a service

• Packages contain enough of different transport services, enough

journeys, kilometers or all inclusive

• Simple pricing scheme for journeys exceeding the package

• Packages contain bonus features like morning latte or Tesla

weekend and are more affordable than when bought separately

SINGLE JOURNEY CUSTOMERS

• Customer buys door-to-door transport with zero

commitment

• Mobility app to combine all transport services - the

fastest way to destination

• Customers receive journey through single window

and payment

• Bonus program rewarding frequent use

• Reporting and separate accounts for private and

company use

• Ease of use also in trips that are not ordered – Just

start your journey with your account that is

connected to credit card

HYBRID CUSTOMERS

• Customers include their own car in the service

• Customers buy bonus packages to assist their

transport needs

• Car may be bought and financed through operator

or separately

• Packages can also be paid by sharing rides or car
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HIGH 

PROFIT

LOW 

PROFIT

LOCAL GLOBAL

MaaS

Operator

Traffic 

operators

Best partner for

traffic operators: 

MaaS operator

creates a quantum

leap in efficiency

therefore increasing

the profitability of 

traffic operators

The operator business model strives for 
scalable digital global business
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First phase 2016

Tampere

Helsinki 

Region
Turku 

Region

Tallinn 

Region

The intended test area for the 

MVP includes four key transport 

areas Helsinki, Turku, Tampere 

and Tallinn:

• HHT Growth Corridor

• Helsinki Region

(HSL Traffic area)

• Turku and Turku region traffic area

(9 municipalities)

• Tampere

• Tallinn

Looking for 2 other areas
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It scales because the 
components are already there

-- and growing

Sydney

Rio de 

Janeiro

Vienna



MaaS Ltd. Plan for going global
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Call for interested

parners

12/2014

2015 2016 2017 2018

Business plan with 

24 organisations

2015 Q1-Q2

Seed round for 

Minimum Viable

Product (MVP)

2015 Q3-Q4

Three areas with 

open MVP

2016

5-10 Areas live

2017

Going Global

2018-2020



Helsingin kaupunki

Kaupunginkanslia

Helsinki♥MaaS

City’s enabling actions



Our train of thought

• New mindset
 What is MaaS ? Public transport ? Private business similar to 

travel agency ? Or a taxi central ?

 We don’t need to own and control everything !

 Focus on results, what in the end actually needs to happen ?

• What kind of roadmap could lead there ?

• What can city do to make that happen OR  help that
happen

→ City as an enabler !



City as an enabler

• What does MaaS need to succeed and grow ?
 Proofing the concept

 Paying customers, a market

 Reference cases

• Our options
 Spend money, fund operators – NOT 

 Spend money, buy MaaS service – MAYBE

• Current city provisioned transport via MaaS operators ?

• Show an example by own personnel switching to MaaS ?

 Focus on providing best possible environment for the business 
- YES



For a city: intriguing opportunity
and an organisatory challenge

Main title

Content

Economy

Transport Sustainability

Traffic emission 

targets

Reduce need to 

own a car →

traffic fluency, 

parking space

New business



Ingredients for successful MaaS

Service 
producers

Mobility
operators Users

TOOLS
• Open Data
• Open interfaces & APIs

FRAMEWORK
• Deregulation
• Legislation (eg planned 

finnish trial)
• Strategies, targets eg

transport policy, climate
• Support for business 

development, investment

ENABLING CULTURE
• Fresh mindset, dare to try
• Embrace digitalization
• Innovative procurement
• Subsidies rethought
• Mobility management: 

Incentives for choosing 
alternative mode of 
transport

CUSTOMERS
• Able & open-minded citizens
• Switch from company cars to 

MaaS services



Any lessons learned ?

• Be more flexible, maintain pace

• Wide cooperation across public sector

• Involve stakeholders outside your own peer

• Organisations not able to grasp new things that
fall outside /between departments’ comfort
zones

• Traffic planning vs Smart Mobility = focus on 
infrastructure vs focus on the function



Helsinki♥MaaS

Action plan *DRAFT*

Main title

Content
Legislation, regulation

• Ensure that legislation, city’s own
regulation, transport purchase and 
other administrative mechanisms
develop to benefit MaaS operator
business

Business support

• KPI: new mobility related business and 
international investment to Helsinki 
region

Users

• Collect feedback and needs from
users, support piloting of new innovative

mobility services and facilitate the actions
directed to MaaS users, eg campaigns

City as a platform

• Support development of open 
interfaces and global interoperability

• Ensure necessary infrastructure for 
MaaS operation is in place

Coordination

• Manage city’s actions, cooperation, R&D and 
communication of all MaaS activities



Currently, transport services are provided and 

subsidized separately

DataFleet Infrastructure

Public transport planning

authorities and other

transport service producers

40
City of Helsinki Media Bank / Juho Virolainen

Purchase of 

transportation (incl. 

socially necessary

transportation), public

subsidization of PT



In MaaS, all transport services are provided and 

subsidized jointly through mobility operators

Mobility

operators

City of Helsinki Media Bank / Juho Virolainen

DataFleet Infrastructure

Public transport planning

authorities and other

transport service producers

41

Purchase of 

transportation

(incl. socially

necessary

transportation), 

subsidization of 

PT

USER



• Transport policy goals achieved

– Without public spending

– Without banning cars

• New tools for managing transport

– Incentives

– Game rules

– Customer rights

• But it won’t happen without strong policy leadership

• What is needed

– Roaming of transport (operators accessing all transport modes)

– Game rules (Market description, Data transfer and ownership, customer rights etc)

– Possible incentives to end users to kick-start markets and to cover low-density areas

– Mindhift from provider to enabler

Why Cities and MaaS?
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SEE MAAS LIVE IN 2016

sampo.hietanen@maas.fi

+358 40 565 7688

sami.sahala@forumvirium.fi

mailto:sampo.hietanen@maas.fi
mailto:sami.sahala@forumvirium.fi


• Over 2,2 M€ in funding for Minimum viable product

• Finnish Funding Agency for Technology and Innovation Tekes

• Transdev, a French transportation giant offering land, rail and passenger transport

services

• Karsan Otomotiv Sanayii and Ticaret AS, a leading car-industry family of Turkey

• Sampo Hietanen CEO and founder

• Kaj Pyyhtiä CXO and co-founder

• InMob Holdings

• Korsisaari

• Neocard

• GoSwift

• MaaS Australia

• Goodsign

• IQ Payments

• Delta Capital Force.

Seed investors and funding
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