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1. Introduction  

1.1 Objective of the document 

The objective of this document is to provide a preliminary idea of the expected business impact 
from the Morpheos Platform. The definitive impact achieved by the platform will depend on the 
results obtained and the exploitation effort; however, after 9 months of project execution, is 
possible to estimate with reasonable accuracy the business Key Performance Indicators (KPI) 
that will be improved by the Morpheos Platform and estimate which will be the impact on each 
of them. These KPIs are chosen considering those features (distinctive features) that suppose a 
strength of the Platform which, in many cases, have no alternative or concurrence systems.  

This document is classified as public because it provides a description of the business potential 
with two objectives: 

1- Provide to the interested stakeholders information about the benefits of the adoption 
of the Platform, thus helping to the growth of the Platform 

2- Provide information to potential investors (Venture Capital, Family Offices, etc.) to help 
them understand the interest that the Platform can arise and its growth possibilities 

1.2 Sources of the document 

This document has been elaborated inside Work package 1. The information has been collected 
in specific meetings, data exchange and elaboration between the final users of the project 
(Piacenza and Aidimme), the developers and exploitation partners (i-Deal and Holonix), with the 
support of UPC and Tum to collect, analyse and structure the data. 

Some of the data have a starting point detailed in the Description of the Action (DoA), which is 
a confidential document, so they have been mentioned here with appropriate comments to be 
shared as public.  

The work carried out in WP1 has led to three public deliverables (D1.2, D1.3 and D1.4) which 
can (and should) be studied together because the data is complementary.  

In this case, the TO BE scenarios in the different use cases detailed in D1.4 allowed to extract 
the distinctive features that, in the end, establish the KPIs that the system targets. Some of the 
potential benefits and impact of the platform are also commented in D1.4 as they arose from 
the same working process. The analysis together with the involved stakeholders in the 
Consortium allows to provide the estimation of impact on the selected KPIs. 

The business impact is evaluated in two areas: 
1- Value proposition: especially focused on the benefits for the stakeholders 
2- Growth Potential: especially focused on the estimation of the capability of the 

platform to grow as a business, which is of interest for potential investors 

This document also outlines a validation plan to test both the features of the platform and the 
improvement of the business KPIs, which was estimated for the beginning of the project and will 
start running as soon as the platform is deployed in the first users (expected at month 12). 
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At last, it is worth to mention that, for its public dissemination level, this document balances the 
information provided with the confidentiality required to ensure the competitive advantage of 
the project partners.  

1.3 Contents of the document  

In order to describe the business potential of the Platform, this document starts with the 
summary of the distinctive features (Section 2) at three levels: 

Section 2.1. - Generic distinctive features (inherent to the Platform use) 
Section 2.2. - Distinctive features for the Interior Design and Furniture use cases 
Section 2.3. - Distinctive features for the fashion use cases 

With these features defined, Section 3 summarises the impact for each stakeholder involved in 
terms of Business Potential, Value proposition and growth potential through the definition of 
the KPIs for each item and their evolution before/after the application of the Morpheos 
Platform. These KPIs are also divided into those which are generic to the platform (and that do 
not depend on the sector applied), KPIs related to furniture and Interior Design sector and KPIs 
related to fashion sector. 

At last, Section 4 outlines the validation plans to carry out for both the distinctive features of 
the Platform and the related evolution of impact KPIs. 
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2. Analysis of distinctive features from TO BE scenarios 

2.1. Common features 

In addition to the features that are specific to the use cases where the Morpheos is applied, 
the value of the Platform is based in a series of common, basic features which distinct it and 
which supposes a great Value for the different stakeholders involved. These features are 
listed in the table 1.  

Table 1: List of basic features of the Morpheos platform 

# Feature Stakeholder who benefits 
1 EASY LOGIN: The user can make use of his 

morphological profile just with a simple login 
that, in addition, can be done from a 
common Social Network profile (currently 
login with Facebook is allowed) 

CONSUMERS who use the platform who will 
not hesitate to use the Platform due to a long 
login process. 
WEB and CMS DEVELOPERS because the 
effort to implement the platform login is very 
low and doesn’t change significantly the 
workflow of the pages 

2 EASY REGISTERING AND PROFILING: The 
process of creating the profile for the users is 
very easy, done through their mobile and 
requiring just two photos and insertion of 
very basic data 

CONSUMERS who will not withdraw from the 
registering and profiling process for 
complexity 
 

3 PRIVACY: the workflow with Morpheos 
doesn’t compromise the privacy of the 
consumers and also lets them feel 
comfortable with the confidentiality of data 
handling. 

CONSUMERS who “feel safe and trust” with 
the platform, which is critical considering the 
data handled 
VENDORS and WEB/CMS developers who 
does not deal with privacy issues because 
they are managed by the Morpheos Platform 

4 CROSS-SECTORIAL APPROACH: consumers 
can use their single Morpheos profile for any 
application requiring their morphotype: 
Fashion purchases, Interior Design, furniture 
purchases, car selection, etc.  

CONSUMERS who does not have to change 
their profile or login to acquire very different 
services or products 
Web/CMS developers who with just one 
implementation of the platform will have 
their systems ready for any suitable 
application 

5 IMPROVES THE EFFICIENCY of the online 
process where the Platform is implemented, 
in a different way for the different 
stakeholders  

VENDORS: increased number of online 
consumers (due to the higher confidence), 
decrease in return of goods 
CONSUMERS: higher confidence in online 
purchases of goods and services and the 
associated increase in quality of life 

6 Contribution to the SUSTAINABILITY of 
online commerce, due to the reduction in 
ratio of return of goods and their associated 
logistics 

Benefit to the whole EU society and all the 
stakeholders in the process 

2.2. Distinctive features from the Interior design and furniture use cases 

Starting from the internal analysis of the AS IS and TO BE scenarios arising from the deployment 
of the Morpheos platform, the distinctive features of the system for the Interior Design and 
furniture use cases are listed in the table 2; this table includes also the immediate impact in the 
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related stakeholder(s). Some of the features are considered also as common for the platform 
but are listed here for their special relevance in the use case. 

Table 2: List of distinctive features of the Morpheos platform for the furniture and interior design use cases 

# Feature Stakeholder who benefits 
7 Added value by itself: The 

implementation of Morpheos in the 
CMS means by itself added value that 
differentiate the CMS from others e-
commerce sites. 

VENDORS who include Morpheos have an added 
value to attract customers 
WEB and CMS DEVELOPERS because by allowing the 
inclusion of Morpheos gain a competitive advantage 
in front of concurrence 

8 TRUST the right selection during 
purchase: The unique Morpheos ID 
offers good guarantee that the 
customer will be satisfied, thus 
returns turnover should be reduced. 

CONSUMERS who will not withdraw from the 
purchasing process due to a lack of confidence in the 
product/service chosen 

9 PRIVACY: The unique Morpheos ID, 
offers a good level of “safety and 
trust” for the user, making him prone 
to make the purchase. 

CONSUMERS who “feel safe and trust” with the 
platform, which is critical considering the data 
handled 
VENDORS and WEB/CMS developers who does not 
deal with privacy issues because they are managed 
by the Morpheos Platform 

10 Ability to combine with personal 
preferences: Having entered full 
profile under the Morpheos ID, 
customer will have a very clear idea 
the product bought will adapt to his 
body and taste (not just morphology) 

CONSUMERS who will have a complete success 
when selecting a product or service online and 
without necessity of switch their profile or login to 
acquire very different services or products 
Web/CMS developers who with just one 
implementation of the platform will have their 
systems ready for any suitable application 
VENDORS who will increase their income by catching 
consumers who didn’t trust the right selection 
without Morpheos and decreasing return of goods 
for the bolder users 

11 Ability to MATCH the right product 
with the user; by the matching 
algorithms of the Platform or directly 
by making the job of the designers 
easier when adapting goods to them. 

VENDORS: increased number of online consumers 
(due to the higher confidence), decrease in return of 
goods 
CONSUMERS: higher confidence in online purchases 
of goods and services and the associated increase in 
quality of life 
WEB/CMS developers: easiness of integration since 
Morpheos is able to carry out the matching product-
user by itself. 

12 EASY to customize goods, with the ID 
that reflects morphotype and lifestyle 
preferences of users 

CONSUMERS: who can purchase customized goods 
or services online and with true success possibilities. 
VENDORS: who can extend their online channel to 
customized goods related to morphology  

13 Ability to reduce drastically the range 
of products shown and the amount of 
configuration options when the 
customer is selecting product/services 

CONSUMERS: before they have to check and discard 
too many products that didn’t fit her/his preferences; 
now it is reduced because their ID that reflects 
morphotype and lifestyle preferences. 

14 Ability to reduce searches between 
non filtered product suggestion. 
 

CONSUMERS: Customer now don’t waste time in 
searching non-filtered product suggestions. 
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15 Ability to keep customers in the 
online channel: Customer does not 
needs to talk to somebody about 
preferences and customization 
necessities, so online channel is not 
abandoned. 

CONSUMERS: Morpheos ID will include lifestyle and 
subjective preferences, so latent demands of 
customer are covered. 
VENDORS: who get increased ROI through online 
channel 

16 Ability to consider highly subjective 
preferences in addition to objective 
ones during the online purchase 
process.  

CONSUMERS who get enable high-level of personal 
specifications so customer-product matching is 
satisfactory. 
VENDORS: more online channel activity: increased 
ROI 

17 Morpheos reduces limits in the online 
channel in terms of interaction with 
the customer. 

CONSUMERS: who get enabled high-level of 
personal specifications so customer-product 
matching is satisfactory. 
VENDORS: more online channel activity: increased 
ROI 

18 Ability to personalize not just 
products but services 

CONSUMERS: who obtain a high-level of personal 
specifications so customer-service matching is 
satisfactory. 
VENDORS: who can strength the on-line channel for 
services, not just products 

 
The above 18 distinctive features of the Morpheos Platform for the Furniture and Interior 
design Sector are summarised as the expectations of the sector (also mentioned in D1.4, 
section 2.1.3): 

Morpheos should mean a ground-breaking approach for furniture creative industries which are 
not familiar with new technologies. It’s a truly innovative way to provide companies of the sector 
(inside the Project, AIDIMME’s target users), with the possibility of adapting their products to 
the taste, lifestyle, habits, morphotype, and needs of their final customers. In the furniture case, 
final customers can be seen and perceived as homes under all its forms.  

The five main features expected from the Platform in this sector are: 

• E-commerce support service by correct product suggestion to users, with a related 
significant reduction of returns due to the difference between customer expectations 
and the reality of the product selected. 

• Support the definition of the furniture fitting, satisfaction, adaptation, taste, etc., for 
the specific morphology, living space, and lifestyle of homes. Customers will influence 
the design process based on market-driven insights enriching the creative approach of 
designers and interior decorators. 

• Total customized user experience with reduced number of customers lost during the 
purchase process as well as a decrease in the number of clicks needed for product 
selection. 

• Increment of both online shopping and product reliability, especially true in a market 
like the furniture one where customers need to look and feel the products before 
making a decision and a purchase.  

• Easy to adapt and integrate into any e-commerce site. The Morpheos technical 
solutions must be as easy to integrate as possible in order to make a perfect fit in the e-
commerce site. 
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These features related to furniture and interior design have been, as well, considered as strong 
guidelines to the implementation of the Platform (and described in the platform requirements 
in D1.4, section 5), because they will ensure the creation of a ready-to-market integrated 
system. 

2.3. Distinctive features from the Fashion use cases 

In a similar way of the furniture use cases, after evaluation the AS IS and TO BE scenarios for 
these use cases (which can be found in the public deliverable D1.4), the distinctive features of 
the system for the Fashion use cases are listed in the table 3; again including the immediate 
impact in the related stakeholder(s).  

Table 3: List of distinctive features of the Morpheos platform for the fashion use cases 

# Feature Stakeholder who benefits 

7 Possibility to apply filters based on 
morphology previously to apply 
specific searches 

CONSUMERS who can browse products, all of them 
with the right sizes in stock or without undesired 
styles present. 

8 Inclusion of different sizing methods 
(Italian, UK, France, Germany…)  

CONSUMERS who can purchase without minding the 
sizing region or method 
VENDORS who benefit from the conversion 
algorithms applied by Morpheos in a transparent 
way 

9 Morpheos allows to use the feedback 
of one season and apply them in the 
design of the new season. 

VENDORS and DESIGNERS who can to simulate the 
matching of new style proposals and consumer body 
shape (aggregated) of target markets. 

10 Morpheos feedback can be applied 
to prototyping selection and 
approval 

VENDORS and DESIGNERS, whose New design 
approval will consider also the fitting requirements 
of present and new targeted consumers. 

11 Morpheos provides to the modellist 
the sizes for the complete size range 
of each clothing (from XXs to XXXL). 

CONSUMERS, who find a more appropriate 
distribution of sizes in the product (the closest size 
will be closer to the exact fitting to the customer) 
VENDORS and DESIGNERS, who receive precise 
indications from i-Deal for size range selection per 
each size on the basis of present  and new targeted 
consumer morphology and related fitting needs, 
evaluating also a match between new design 
proposal and targeted consumers 

12 Morpheos provides buyers (vendors 
acquiring new stock) with precise 
size selection for order placement 
coping with present consumers and 
new targeted ones. 

VENDORS who can buy their stock for new seasons 
considering: 

• the specific measures of the new styles 
(which might be different even in case of 
repeated items) in relation of present 
consumers; 

• the specific measures of the new styles 
(which might be different even in case of 
repeated items) in relation of new target 
markets. 

13 Capability to provide Sale assistants 
with correct training regarding new 
design measures in relation with user 
body morphology 

CONSUMERS: who obtain an accurate assessment 
from sales assistants 
VENDORS: who achieve a lower goods return ratio 
and a higher degree of confidence from Customers 
(increased ROI). 
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14 Ability to contribute to success of 
emailing campaigns. 

CONSUMERS who receive commercial emails 
targeting their real needs 
VENDORS who can focus their emailing campaigns 
with less sent emails but reaching the right clients, 
so getting a higher conversion ratio and a higher ROI. 
Mailing contents will be personalised per each 
consumer morphology, fitting and size. Contents will 
be coherent with the specific and personalised 
needs of each consumer morphology. 

15 Morpheos reduces limits in the 
online channel in terms of interaction 
with the customer. 

CONSUMERS: who get enabled high-level of 
personal specifications so customer-product 
matching is satisfactory. 
VENDORS: more online channel activity and higher 
conversion ratio: increased ROI 

16 Ability to log in different websites 
just with one login in Social Network. 

CONSUMERS who will not have to login anymore at 
ecommerce websites using Morpheos since their 
social network user credentials will be used also for 
this purpose. This function is particularly interesting 
for mobile purchases, since it is very hard to input 
registration data from the small keyboard of mobile 
devices. This is a feature which is still under study 
due to the technical implementation connotations, 
but it’s kept in the development roadmap. 

 
The above 16 distinctive features of the Morpheos Platform for the Fashion Sector are 
summarised as the expectations of the sector (also mentioned in D1.4, section 2.2.3): 

Each Fashion SME (and also large companies) moving towards e-commerce channel or already 
stablished in there, will expect from Moprhoes the following main distinctive features, which 
will suppose a big support or step forward in their competitiveness: 

a)  e-commerce support service by correct size suggestion to users, with a related 
significant reduction of the returns due to size mismatching and increased confidence 
of consumers regarding on line purchases (measured by cart lost during size selection) 

b) new clothing collection design and production support on the basis of consumers’ 
morphology, with a related increased level of matching between produced inventory 
and related sales, and decreased level of unsold goods at the end of the season. 

c) increased conversion rate of selling campaigns by customized product communication, 
measured a significant increase of the conversion rate of e-commerce, both on 
dedicated mailing and offers tailored on the basis of specific consumer morphology. 

d) enhanced and fully personalized user experience, both on desktop and mobile, with 
reduced number of customers lost during purchase journey and number of clicks 
needed for product selection. 

As it has been done with Furniture, these features related to fashion have been, as well, 
considered as strong guidelines to the implementation of the Platform (and described in the 
platform requirements in D1.4, section 5), because they will ensure the creation of a ready-to-
market integrated system. 
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3. Impact 
The objective of this section is to show the potential impact of the Morpheos platform, focused 
on the interest that it can arise from potential investors (to help growth the Platform in the 
future) classified by: 

- Area of impact: Value proposition and growth potential 
- Stakeholders 

These items of impact are extracted specially from the distinctive features listed in section 2 and 
the way to measure them objectively is through the appropriate KPIs that are then listed in this 
section. This list was estimated in the beginning of the Project and is confirmed now after the 
business study carried out in WP1 and reflected in deliverables D1.1, D1.3 and D1.4. 

In the end, the objective of the section is to show the expected improvement of these Key 
Performance Indicators after adopting the Morpheos Platform 

The expected evolution of the KPIs has been calculated starting from the business figures of the 
users in the project (Piacenza and statistics of Aidimme), already detailed in D1.3 and D1.4. 

3.1. Expected business impact in terms of Value Proposition 

Before extracting KPIs from the specific features of the application sectors. The common 
features in table 1 were also a starting point for the development of the project, and at that 
point, a list of expected value proposition items were defined, as shown in the following list, 
divided per stakeholder: 

Critical value propositions for vendors: 

- Increased design success rate towards consumer attitude 
- Increased perceived quality of the product/service 
- Increased performance of sales process 
- Increased consumer confidence to purchase process 

Critical value propositions for Web and CMS developers: 

- Limited new application integration effort into Morpheos 
- Increased number of solutions provided to the market 
- Sales growth 
- Better sale process performance 

Critical value propositions for Consumers: 

- Increased satisfaction for product selection process 
- Increased user experience in purchase process 
- Increased satisfaction form design customization process  
- Increase satisfaction from mass product ergonomics 

3.1.1. KPIs arising from Generic Value Proposition items not related to an specific 
sector of application 

The following KPIs are linked to the generic Features listed in section 2.1 and the generic Value 
proposition items of the platform listed in the beginning of this section (3.4) 
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Table 4: Impact on KPIs related to Vendors 

KPI Type of KPI Expected impact of Morpheos in KPI 

% of design proposal success Quantitative Increase 85% 

% of abandoned web carts Quantitative Reduction 50% 

% reduction of return rate  Quantitative Reduction 75% 

% increase of on line purchases Quantitative Increment of 50% at medium term 

designer user experience assessment Qualitative Improvement of 75% 

consumer satisfaction assessment Qualitative Improvement of 80% 

Table 5: Impact on KPIs related to Web and/or CMS developers 

KPI Type of KPI Expected impact of Morpheos in KPI 

Time per app integration into Morpheos 
ecosytem 

Quantitative <0.5 person month 

Number of applications integrated with 
Morpheos 

Quantitative The main CMS of the market: 
Prestashop, Magento (At least 3) 

Increase of Turnover related to 
Morpheos ecosystem 

Quantitative >50% 

Time per application (purchase) Quantitative Decrease by a 50% 

sales force user assessment Qualitative Increase of 50% in success 
perception 

developer user assessment Qualitative Increase of 50% in success 
perception 

Table 6: Impact on KPIs related to Consumers 

KPI Type of KPI Expected impact of Morpheos in KPI 

% of returns Quantitative Reduction of 75% in returns per user 

Improvement in timing of purchase by 
reduced number of sold carts and 
qualitative assessment  

Quantitative Reduction of 50% in time 

number of parameters customised by 
morphology information  

Quantitative At least one (size/dimension) target 
also style filtering 

sales and market share Quantitative Increase of 50% in sites applying 
Morpheos 

consumer satisfaction assessment Qualitative Increase of 75% in consumer 
satisfaction 

3.1.2. KPIs arising from value proposition items specific to the furniture use cases 

The following KPIs (table 7) are linked to the Features of the furniture and interior design use 
cases described in section 2.2 and exclude the KPIs which were detected through the distinctive 
features but were already present in the generic list. All of these KPIs were found to be related 
to customers. 
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Table 7: Impact on KPIs related to Furniture use cases (all apply to customers) 

KPI Type of KPI Expected impact of Morpheos in KPI 

% Efficiency of purchasing (considering 
searching time, easiness of comparison, 
secure payment, registering time) 

Quantitative Increment of 65% 

Capability for product customization: 
selection of possible choices according to 
lifestyle and preferences (from easy to 
hard) 

Qualitative -At least generation of 3 product 
choices. 
-At least generation of 3 product 
proposals based on customer’s ideas. 

Provider search: finding manufacturer or 
retailer for purchasing the selected 
product (from easy to hard) 

Qualitative Radial map of closer providers 
according to consumer location. 
(Alternatively, a filtered list of 
providers ordered by expected 
delivery period). 

3.1.3. KPIs arising from value proposition items specific to fashion use cases 

The KPIs in table 8 are linked to the Features of the fashion use cases described in section 2.3 
and, like the previous section, exclude the KPIs which were detected through the distinctive 
features but were already present in the generic list. All of these KPIs were found to be related 
to vendors. 

Table 8: Impact on KPIs related to Fashion use cases (all related to vendors) 

KPI Type of KPI Expected impact of Morpheos in KPI 

Decreased percentage of cart lost at 
registration from desktop. Quantitative Reduction in 50%  

Decreased percentage of cart lost at 
registration from mobile. Quantitative Reduction in 50%  

Decreased percentage of cart lost at 
payment from desktop. Quantitative Reduction in 50%  

Decreased percentage of cart lost at 
payment from mobile Quantitative Reduction in 50%  

Decreased return rate due to size 
mismatching. Quantitative Reduction in 80% 

Increased conversion rate at size selection. Quantitative Increase in 50% 

Increased conversion rate of new design 
proposal due to fitting matching. Quantitative Increase in 85% 

Increased level of matching between size 
measures and consumer morphology. Quantitative Increase of 80% 

Decreased number of abandoned purchase 
processes due to unavailable size. Quantitative Decrease in 25% 

Decreased level of unsold inventory at the 
end of the sale season. Quantitative Decrease in 80% 

Increased percentage of advertising mail 
messages opened by consumers. Quantitative Increase in 15% 

Increased conversion rate of 
communication and advertising mailings. Quantitative Increase in 35% 
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KPIs related to pure e-commerce marketing performance: 

As explained in D1.4, the main factors which increase the satisfaction of consumers in purchasing 
process and the related conversion rate are the simplicity of the purchasing process, the 
convenience feeling, the assistance during the purchasing process, the perceived feeling of right 
choice, the customer relationship and the speed of purchasing. 

Excluding the second one, which is directly related with the commercial and marketing strategy 
of the selling enterprise, Morpheos uses cases will address all the other parameters affecting 
ecommerce purchasing process, providing a fully personalised user experience to consumers 
and reducing useless and frustrating communication messages and contents. The basic 
distinctive features are listed from a to d) at the end of section 2.3. 

Table 9: KPIs directly related to purchasing experience 

KPI Expected improvement over value 
pre-Morpheos 

Simplicity of purchasing process (features a, d) 66% 

Convenience feeling  40% 

Assistance during purchase process (feature a) 40% 

Perceived feeling of right choice (features a, b, c) 31% 

Customer relationship (features a, c) 30% 

Speed of purchasing process (features a, d) 29% 

3.2. Expected business impact in terms of growth potential 

Table 10: Impact on growth potential KPIs related to Vendors 

KPI Type of KPI Expected impact of Morpheos in KPI 

landing pages seen and contacts Quantitative Increase in 50% 

expressions of interest and meetings Quantitative Increase in 35% 

price willing to pay for the solution  Quantitative Confidential at this stage 

buyer satisfaction assessment of aplha 
version 

Qualitative From good to very good 

buyer satisfaction assessment of pre-
commercial version 

Qualitative From very good to excellent 
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Table 11:Impact on growth potential KPIs related to Web and CMS developers 

KPI Type of KPI Expected impact of Morpheos in KPI 

landing pages seen, contacts, meeting, 
expression of interest 

Quantitative Increase in 25% 

expressions of interest and meetings Quantitative Increase in 50% 

add-on created per agency Quantitative Increase in one add-on per agency 

price willing to pay for the addon 
integration into Morpheos 

Quantitative Confidential at this stage 

developer satisfaction assessment of 
alpha version 

Qualitative From fair to good 

developer satisfaction assessment of 
beta version 

Qualitative From good to very good 

developer satisfaction assessment of pre-
commercial 

Qualitative From very good to excellent 

Table 12:Impact on growth potential KPIs related to Consumers 

KPI Type of KPI Expected impact of Morpheos in KPI 

Morpheus platform landing page 
contacts and profiling 

Quantitative Increase in 50% 

number of profiled customers, % of lost 
carts, % of solution active users, increase 
of solution use per consumer, decrease 
of return rate per consumer  

Quantitative 1000 customers by month 15, 
Average Increase of 50% in purchase 
process performance indicators 

number of consumer willing to pay for 
additional services 

Quantitative At least 25% of registered buyers 

price willing to pay for app use (non core, 
evoluted services) 

Quantitative Confidential at this stage 

consumer satisfaction assessment Qualitative From good to very good 

 

In addition to the KPIs extracted from the business analysis during WP1, the following growth 
forecast was done at the beginning of the project and has been found to be still valid; this 
forecast is extracted from the Description of the Action: 

The specific object of Morpheos ecosystem opens wide expansion potentials. Its architecture, 
ready to 3rd parties additional applications, its peculiar native development for mobile and for 
social and its deep consumer personalisation have been designed to exploit this possibility, with 
the following timing: 

Growth potential at short term (1-3 years). Expansion from traditional clothing to worker 
protection, security and sport apparel: these sectors are characterised by the same problem of 
size matching, and products are provided very often as a service in the 1st 2 ones, with a higher 
turnover and shorter lifecycle of the product due to wearing in comparison with fashion market.  
i-Deal has already received positive feedbacks as regard high performance protection for drivers 
and sport club uniforms. 

Growth potential at medium term (3–5 years). The creation of Morpheos Big Data DB, including 
morphotypes, product measures, and consumer preferences can be a precious source of 
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information to support industries in their product development process.  Despite the very short 
commercial lifecycle (6 months), the length of each season design and preparation activities is 
18-20 months1. Morpheos will put in evidence the potential and unsatisfied demand: on the 
basis of matching requests and fitting product requirements, expanding in the sector of design 
modelling consultancy.  

Growth potential at long term (>5 years). The contemporary presence of consumer 
morphotype integrated DB and product positioning in relation with human morphology one are 
key technical enablers to create an efficient on design search engine2, which can support 
customer choices even in on line sales and in traditional retail, exploiting the fast growing 
synergy between these 2 channels3. For example Morpheos will be able to provide a customer 
the possibility to search its most fitting piece on his mobile and go the nearest shop to buy it, 
certain to find its right size, and can be integrated into TV advertising provided by smart TV and 
set top boxes4. If producers and distributors will add the 3nd necessary information regarding 
product available quantity, all the necessary information to create a clothing search engine will 
be possible. Because of necessary conditions (Critical mass achievement, availability of 
economic resources) this potential channel of exploitation would be eventually implemented by 
a dedicated division, differently branded and beyond Morpheos BP.  

  

                                                             
1 Per 2 seasons: Fall/Winter and Spring/Summer 
2 Business model of Booking.com or Expedia 
3 In 2014 more than 50% of fashion sales have been supported by a previous web research: Webrooming – 
Accenture March 2015 
4 H2020 – ICT19 - 2015 TEASER proposal  
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4. Validation plan  

4.1. Validation of KPIs and implementation of distinctive features 

The evaluation of quantitavite KPIs was expected to start in month 12, when the first public 
demo was expected to be evaluated. However, the development is progressing faster than 
expected and a functional prototype of the platform is available at month 9, which has allowed 
to start the estimation of some KPIs (basically all the qualitative and and some of the 
quantitative) at lower scale (less users than the plan starting at month 12).  

The plan to evaluate KPIs as soon as the platform becomes public remains unchanged and was 
outlined in the beginning of the project; it is reflected here with only some minor updates 
considering the KPIs defined so far: 

QUANTITATIVE KPIs  

These parameters will be measured by the comparison the same group of consumers before 
and after the adoption of Morpheos application and between 2 different groups of consumers 
at the same time. It will be repeated after each sw release and resumed to measure the self-
learning performance of the algorithm on the basis of consumer preferences, material and 
design characteristics. Data will be aggregated and put in comparison with the corresponding 
previous selling season to provided comparable evidences at market and product design levels. 
In relation with collected data, enlargement similarity functions will be introduced to new 
consumer panels to measure accuracy increase. Within project timing it is expected to collect 2 
seasons data.  

In relation with the economic impact, KPIs will be calculated considering proportional reduction 
of cost per delivery, internal logistics and finance. These KPI is the basis to calculate the 
economical benefit for Morpheos service customers and the related expected income in the 
business plan. It will be updated at M12 and M24 in relation with the data collected from project 
test beds.  

The analysis of the average number of purchases per customer will be performed using the 
same panel of return rate KPI1, considering the average purchase expense and number of 
pieces, within the same category of products and at aggregated level. The analysis will be 
performed per sw release and aggregated at season level. The comparison with the panel of 
consumers in the same country which will not be offered Morpheos service will be used to 
depurate KPI results from the effect of external factors (change of price, enlargement of product 
offer, etc...). On the basis of this KPI the increased expected economical benefit will be 
calculated and the related economical return to charge on Morpheos service rate will be 
considered.  

ROI will be calculation by a progressive monitoring of cost/benefit on the side of sales websites 
will be carried out. It will be used to check the assumptions of the business plan per market and 
to tune the commercial offer of the service for the final market release. Business plan will be 
progressively revised, with new releases at the end of M12 and M24 on the basis of the 
cost/benefit analysis evidences.  
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QUALITATIVE KPIs: 

At the end of each sale version release (alpha, beta, pre-commercial), starting at month 12 a 
survey will be collected from on line panels of each stakeholder group adopting Morpheos 
service and not. This survey will be organized on the basis of 6 indicators of perceived: efficacy, 
efficiency and speed, understandability, satisfaction/attractiveness, trust in the service.  

A first survey has been developed and is being used with the first battery of platform testers. 
This survey is confidential so it cannot be included here; it could be shared with interested 
testers upon request to the Project Coordinator. At the moment it includes the evaluation of 12 
different aspects of the Platform, focused on the mobile app and with a high level of detail (many 
questions per aspect) and is designed with the evaluation of qualitative KPIs in mind. When the 
battery of tests start in month 12, a reduced version will be made available in order to allow the 
test with the expected high amount of users without withdrawals during the survey process.  

The validation will be carried out in WP5 and their results explained in detail in deliverable D5.1 
at month 24. 

The following images show the aspect and dimensions of the first questionnaire, although they 
are kept intentionally non-readable for confidentiality issues. 
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Figure 1: Thumbnail view of the questionnarie to evaluate the user experience of the Platform  
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5. Conclusion & Future Activities  

Conclusion 

During the execution of WP1, the consortium worked in the collection, definition and analysis 
of data related to business scenarios for the Platform, describing the current situation and the 
expectations with the implementation on Morpheos. These scenarios allowed to extract the 
distinctive features of the Platform described in this document, which afterwards allowed to 
confirm the updated the pre-defined KPIs and define new ones. 

These KPIs, listed in this document will be used in future tasks (especially WP5: Business 
demonstration and scale-up) to objectively evaluate the business impact of the Platform 

In addition, the definitive list of distinctive features has been also used in D1.4 to define the 
platform requirements and ensure the ready-to-market status before the end of the project. 

This document can be better understood if combined with the reading of the use cases and 
scenarios described in D1.4 and preliminary business plan in D1.3, both public documents, 
because the distinctive features and their related KPIs are extracted from the market situation 
depicted in those documents. 

 

The expected business impact of the Morpheos platform is expected to be extremely promising, 
with a very high improvement of e-commerce key indicators for all the involved stakeholders. 
These KPIs are currently stacked or growing very slowly in Fashion, Furniture and other sectors 
depending on the existence of a Morphotypes and where Morpheos applies an unique 
ecosystem covering all the fields required by the complete e-commerce chain (vendors, 
Web/CMS developers and customers) 

Future activities related 

The outcome of this document will be especially used in WP5: Business demonstration and 
solution scale-up, where the KPIs will be evaluated for each platform area and stakeholder 
through a complete follow-up of test and non-test users, analysing the results and ensuring that 
the development of the Platform continues towards the features required by the involved 
stakeholders. 
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