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Frost & Sullivan’s Global Research Platform 

Frost & Sullivan has over 50 years of expertise in business with a global research 

organization of 1,800 analysts and consultants who monitor more than 300 industries and 

250,000 companies. The company’s research philosophy originates with the CEO’s 360 

Degree Perspective™, which serves as the foundation of its TEAM Research™ 

methodology. This unique approach enables us to determine how best-in-class companies 

worldwide manage growth, innovation and leadership. Based on the findings of this Best 

Practices research, Frost & Sullivan is proud to present the 2012 European Early Stage 

Investment Opportunity Award in Electric Vehicles sector to ECOmove ApS. 

Significance of the Early Stage Investment Opportunity Award 

Key Industry Challenges Addressed by Early stage Investment 

Opportunity Award 
 

The following are some of the key Challenges faced by Electric Vehicle Manufacturers in 

the European Automotive industry. 

Availability of a battery technology: 

The success of the Electric Vehicles depends upon the availability of the battery 

technology which could be stored on-board. The energy storage system determines the 

cost as well as the performance of the electric vehicles. Lithium batteries are used for this 

purpose as large Li-Ion battery systems are not yet commercialized. 

Recharging infrastructure: 

Infrastructure for charging the electric batteries is a pre requisite for penetration of electric 

vehicles into any market. The energy sector needs to support the electric manufacturers by 

providing this infrastructure. Standards for chargers and billing systems are required for 

building up infrastructure.  

 

Vehicle-to-grid communication capabilities:  

The first generation electric vehicles are not capable for vehicle-to-grid communication 

capabilities which are a facility for intelligent recharging. As electric vehicles become more 

popular, there could be variable pricing of electricity in order to control electric power 

market demand. In order to bring the tariffs for electric vehicles should not be higher with 

that of energy cost household purposes for which intelligent charging systems are needed. 

 

Comprehensive standards and norms:  

Any resource needs continuous monitoring of usage and the political governing authority 

brings in norms and standards to avoid wastage of it. In order to use electric power in the 
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most efficient way, comprehensive norms and standards have to be created so that the 

electric vehicles get connected to the power network easily. The ultimate aim must be to 

establish worldwide standards in order to avoid market fragmentation. 

Key Benchmarking Criteria for Early Stage Investment Opportunity 

Award 
 

For the Early Stage Investment Opportunity Award, the following criteria were used to 

benchmark ECOmove ApS’ performance against key competitors: 

• Experience and Expertise of Management Team (successful track record, ability to 

execute, industry experience) 

• Sustainable Competitive Advantage 

• Service and Maintenance 

• Market Growth and Positioning 

• Product Differentiation Capabilities 

Decision Support Matrix and Measurement Criteria 

To support its evaluation of best practices across multiple business performance categories, 

Frost & Sullivan employs a customized Decision Support Matrix (DSM). The DSM is an 

analytical tool that compares companies’ performance relative to each other with an 

integration of quantitative and qualitative metrics. The DSM features criteria unique to each 

Award category and ranks importance by assigning weights to each criterion. The relative 

weighting reflects current market conditions and illustrates the associated importance of 

each criterion according to Frost & Sullivan. Fundamentally, each DSM is distinct for each 

market and Award category. The DSM allows our research and consulting teams to 

objectively analyze each company's performance on each criterion relative to its top 

competitors and assign performance ratings on that basis. The DSM follows a 10-point scale 

that allows for nuances in performance evaluation; ratings guidelines shown in this Chart. 

Performance-Based Ratings for Decision Support Matrix 

 

This exercise encompasses all criteria, leading to a weighted average ranking of each 

company. Researchers can then easily identify the company with the highest ranking. As a 

final step, the research team confirms the veracity of the model by ensuring that small 
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changes to the ratings for a specific criterion do not lead to a significant change in the 

overall relative rankings of the companies. 

Frost & Sullivan’s 10-Step Process for Identifying Award Recipients 

Best Practice Award Analysis for ECOmove ApS 

The Decision Support Matrix, shown in the Figure below, illustrates the relative importance 

of each criterion for the Early Stage Investment Opportunity Award and the ratings for 

each company under evaluation. To remain unbiased while also protecting the interests of 

the other organizations reviewed, we have chosen to refer to the other key players as 

Competitor 1 and Competitor 2. 

Decision Support Matrix for the  
Early Stage Investment Opportunity Award 

Measurement of 1–10 (1 = lowest; 10 = highest)   
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Relative Weight (%) 20% 20% 20% 20% 20% 100% 

ECOmove ApS 9 9 9 8 8 8.6 

Competitor 1 8 9 9 8 8 8.4 

Competitor 2 7 8 8 8 7 7.6 
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Criterion 1: Experience and Expertise of Management Team (successful track record, ability to 

execute, industry experience) 

 

The management team of ECOmove ApS has rich experience in the automotive field and has right mix 

of attitude and innovation 

 

The company’s CEO, Mogens Lokke, has 20 years of managerial experience and has helped to 

establish two companies and several new business areas. Mogens has extensive experience in 

marketing and business development and has served as Key Account Manager, Marketing Assistant, 

Sales Director and CEO.  

 

The company’s CTO and founder, Mikkel Steen Pederson, has 13 years of experience in product 

development of radar systems, marine and terrestrial systems.  In 2003 Mikkel developed lightweight 

composite racer 'RoadRazer' and founded the company 'The Roadrazer Company'. Mikkel is a qualified 

engineer and has among other things helped to develop solar-powered racing cars. 

 

Rasmus Worup, an engineer and co-founder of ECOmove ApS, has in collaboration with Mikkel, 

developed and designed ECOmove's electric car concept.  Rasmus is a trained mechanical engineer.  

He has, before the formation of ECOmove ApS, worked as a mechanical engineer at Knopp and 

Predell.  

 

With the rich experience in the automotive related fields and their sound vision, the company is 

expected to grow well. 

 
 

Criterion 2: Sustainable Competitive Advantage 

 

ECOmove ApS’ electric vehicle product platform is designed for low cost of production, which reduces 

the entry barrier into the automotive industry. It has high recyclability and consumes 15 per cent less 

power compared to its competitors due to its lesser weight. The company’s flagship product which is 

an electric car called QBEAK which is to be launched in June 2012 is compatible with several battery 

technologies, which creates a large pool of potential suppliers leading to competitive prices and easy 

adjustment towards demand driven technology. The product also has flexible aluminum chassis 

containing controllers, energy modules and wheel units, which allows the company to produce multiple 

car designs in a single chassis. 

 
 

Criterion 3: Service and Maintenance 

 

ECOmove ApS has a differentiated on-site call service. It has outsourced emergency breakdown 

services to an external partner with international /service delivery capabilities. ECOmove ApS’ vehicle 

has 80 per cent fewer parts compared to its competitors and they are easily replaceable. For example, 

its brake discs are made of stainless steel which does not get rusted and results in less wear and tear. 

With faster replacement of parts and reduced need for such replacements coupled with longer 

intervals between maintenance, costs are kept down allowing the possibility to offer on-site services. 
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Criterion 4: Market Growth and Positioning 

 

ECOmove ApS has a sound marketing strategy in place, which will help it in business expansion. The 

company is planning to have its stores open on a 24/7 basis and to sell through its online webshop. Its 

company owned showrooms help in keeping its focus in the sales of its products as the customers get 

educated about the products through trained staff whereas a third party showroom may not be 

focused and committed on a particular brand. Its webshop will have a “Design your own car” software 

option whereby the buyer can customize a car. The company is also planning to tie up with large 

retailers for displaying its products in the retailer’s parking space where the customers can have a 

touch and feel experience of the products. A team of direct sales staff will address Business to 

Business and Business to Government segment of customers directly and support the two other 

channels, direct showroom customers and online buyers, with events, demo-drivers and hand-over 

deliveries.   

 
 

Criterion 5: Product differentiation capabilities 

 

The company’s product QBEAK has several unique selling points. Its light weight and small size 

increases its fuel efficiency and makes it easy for the driver to drive and park the vehicle. It is highly 

ergonomic due to automatic sliding doors which are accessible from both sides to the centrally 

positioned driver seat. The car can run on different capacity of batteries ranging from 1-6 quantities 

ranging from 50-300 km per charge. It can run on 2 and 4 wheel drive motors and its 6 seats are 

removable, making it a multipurpose vehicle within the small electric car segment. QBEAK possesses a 

very advanced communications and control system whereby the car can be operated and accessed 

through a smart phone. 

Conclusion 

EComove ApS is a growing Electric Vehicle manufacturer with strong expansion plans in 

place. Its products are about 15 per cent cheaper compared to its competitors as it adopts 

differentiated business models. The company possesses strong product differentiation 

capabilities and strong business model in maintenance and servicing of its cars with strong 

expansion and marketing strategies for the future. 
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The CEO 360 Degree Perspective
TM 

- Visionary Platform for Growth 

Strategies  

The CEO 360 Degree Perspective™ model provides a clear illustration of the complex 

business universe in which CEOs and their management teams live today. It represents 

the foundation of Frost & Sullivan's global research organization and provides the basis on 

which companies can gain a visionary and strategic understanding of the market. The CEO 

360 Degree Perspective™ is also a “must-have” requirement for the identification and 

analysis of best-practice performance by industry leaders.  

The CEO 360 Degree Perspective™ model enables our clients to gain a comprehensive, 

action-oriented understanding of market evolution and its implications for their companies’ 

growth strategies. As illustrated in the Chart below, the following six-step process outlines 

how our researchers and consultants embed the CEO 360 Degree Perspective™ into their 

analyses and recommendations.   

How the CEO's 360 Degree Perspective™  Model Directs Our Research  
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Critical Importance of TEAM Research 

Frost & Sullivan’s TEAM Research methodology represents the analytical rigor of our 

research process. It offers a 360 degree view of industry challenges, trends, and issues by 

integrating all seven of Frost & Sullivan's research methodologies. Our experience has 

shown over the years that companies too often make important growth decisions based on 

a narrow understanding of their environment, leading to errors of both omission and 

commission. Frost & Sullivan contends that successful growth strategies are founded on a 

thorough understanding of market, technical, economic, financial, customer, best 

practices, and demographic analyses. In that vein, the letters T, E, A and M reflect our 

core technical, economic, applied (financial and best practices) and market analyses. The 

integration of these research disciplines into the TEAM Research methodology provides an 

evaluation platform for benchmarking industry players and for creating high-potential 

growth strategies for our clients.  

Benchmarking Performance with TEAM Research 

 
 

 

Impact of Early Stage Investment Opportunity Award on Key 

Stakeholders 
 

The Early Stage Investment Opportunity Award is a prestigious recognition of ECOmove 

ApS’ accomplishments in electric vehicles Sector. An unbiased, third-party recognition can 

provide a profound impact in enhancing the brand value and accelerating ECOmove ApS’ 

growth. As captured in the Chart below, by researching, ranking, and recognizing those 

who deliver excellence and best practices in their respective endeavors, Frost & Sullivan 

hopes to inspire, influence, and impact three specific constituencies: 

• Investors 

  Investors and shareholders always welcome unbiased and impartial third-party 

recognition. Similarly, prospective investors and shareholders are drawn to 

companies with a well-established reputation for excellence. Unbiased validation is 

the best and most credible way to showcase an organization worthy of investment. 
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• Customers 

  Third-party industry recognition has been proven to be the most effective way to 

assure customers that they are partnering with an organization that is leading in its 

field.   

• Employees 

  This Award represents the creativity and dedication of ECOmove ApS’ executive 

team and employees. Such public recognition can boost morale and inspire your 

team to continue its best-in-class pursuit of a strong competitive position for 

ECOmove ApS. 

Best Practices Leverage for Growth Acceleration  

 
 

 

 

 

About Frost & Sullivan 

Frost & Sullivan, the Growth Partnership Company, enables clients to accelerate growth 

and achieve best-in-class positions in growth, innovation and leadership. The company's 

Growth Partnership Service provides the CEO and the CEO's Growth Team with disciplined 

research and best-practice models to drive the generation, evaluation and implementation 

of powerful growth strategies. Frost & Sullivan leverages 50 years of experience in 

partnering with Global 1000 companies, emerging businesses and the investment 

community from more than 40 offices on six continents.  


