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PUBLIC TRANSPORTATION INDUSTRY CHALLENGES
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Public Transportation agencies
face the daunting task of
linking to myriad third parties
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Agile third parties transform

services quickly, often
ahead of policy decisions
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Negative impacts to quality of
public transportation services
from third party providers

Customers want to seamlessly

travel on a journey rather than
worry about multiple providers

Need to create a trusted and
transparent service to ensure
equity of pricing and planning
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MUNICH, GERMANY
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CASE STUDY: MUNICH, GERMANY — ANGELA’'S PHONE
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MAAS MATURITY MODEL

Integration of Societal Goals
Policies, Incentives, etc...

Integration of the Service Offer
Bundling/Subscription, Contracts, etc...

Integration of Booking and Payment
Single Trip — Find, Book and Pay

Integration of Information
Multimodal Travel Planner, Price Info

No Integration
Single, Separate Services
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Source: J. Sochor et al: A Topological Approach to Mobility as a Service Research in Transportation Business and
Management Volume 27 pp 3-14 https://www.sciencedirect.com/science/article/pii/S2210539518300476
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ECOSYSTEM THAT SUPPORTS HIGHER MAAS MATURITY GOALS
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Open marketplace with ~ Access to comprehensive ~ Payment processing, Information that adequately Accessible, Linked modes of

ability to self-provision information for analytics, settlement, and supports multimodal Equitable, and transport that provide
policy, and journey apportionment services customer support Transparent services  an overall integrated
planning. for all parties for all and customer-centered
journey
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BENEFITS OF TRUE MAAS OPEN COMMUNICATIONS
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Our vision of a
marketplace




MAAS MARKETPLACE THAT PROVIDES HOLISTIC, OPTIMAL, AND
PEOPLE CENTRED TRAVEL OPTIONS
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Background Materials




MARKET DYNAMICS

Sustainability

Rising customer expectations
Space constraints

Funding constraints
Petro/gas tax pressures
Capitaless business models
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Human connectivity
Fuel efficient cars
Processing power
Big data + analytics
Internet of things
Cloud

Urbanization
Population growth
Aging population
Millennials
Congestion at peak
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