International Journal of Academic Research in Business and Social Sciences
Vol. 1 1 , No. 4, 2021, E-ISSN: 2 2 2 2 -6990 © 2021 HRMARS

Business Model Elements for Industrialised Building System
Mohamed Rizal Mohamed, Mohammad Fadhil Mohammad, Rohana
Mahbub
To Link this Article: http://dx.doi.org/10.6007/IJARBSS/v11-i4/9687

DOI:10.6007/IJARBSS/v11-i4/9687

Received: 14 February 2021, Revised: 16 March 2021, Accepted: 30 March 2021
Published Online: 20 April 2021
In-Text Citation: (Mohamed et al., 2021)
To Cite this Article: Mohamed, M. R., Mohammad, M. F., & Mahbub, R. (2021). Business Model Elements for
Industrialised Building System. International Journal of Academic Research in Business and Social Sciences,
10(4), 429-446.

Copyright: © 2021 The Author(s)
Published by Human Resource Management Academic Research Society (www.hrmars.com)
This article is published under the Creative Commons Attribution (CC BY 4.0) license. Anyone may reproduce, distribute,
translate and create derivative works of this article (for both commercial and non-commercial purposes), subject to full
attribution to the original publication and authors. The full terms of this license may be seen
at: http://creativecommons.org/licences/by/4.0/legalcode

Vol. 11, No. 4, 2021, Pg. 429 - 446
http://hrmars.com/index.php/pages/detail/IJARBSS

JOURNAL HOMEPAGE

Full Terms & Conditions of access and use can be found at

http://hrmars.com/index.php/pages/detail/publication-ethics

429

International Journal of Academic Research in Business and Social Sciences
Vol. 1 1 , No. 4, 2021, E-ISSN: 2 2 2 2 -6990 © 2021 HRMARS

Business Model Elements for Industrialised
Building System
Mohamed Rizal Mohamed¹, Mohammad Fadhil Mohammad²,
Rohana Mahbub³
¹̛School of Architecture, Building and Design, Faculty of Innovation and Technology, Taylor’s
University, Malaysia, ²˒³̛Centre of Studies for Quantity Surveying, Faculty of Architecture,
Planning and Surveying, Universiti Teknologi MARA, Malaysia
Email: rizal.mohamed@gmail.com
Abstract
The objective of this paper is to identify the elements of a viable business model that is
suitable to be used by SME contractors in adopting Industrialised Building System (IBS). In
order to achieve the objective this paper identifies and reviews the elements of business
model that are important in business. A thorough review of the relevant literature on business
model within the scope of IBS and supported by other industries had been conducted. From
the findings, nineteen business model elements have been identified. There are 1. Target
Customers, 2. Market Segments, 3. Marketing Strategy, 4. Distribution Channel, 5. Role in
Supply Chain, 6. Supplier Relationship, 7. Product, 8. Design, 9. Manufacturing, 10.
Installation, 11. Standardisation, 12. Customisation, 13. Production Method, 14. Key
Resources, 15. Core Competencies, 16. Supply Chain Management, 17. Continuous
Improvement, 18. Sales Management, and 19. Partnering. The finding is useful to SME
contractors in guiding the SME contractors to move from conventional construction method
to IBS practice and to increase their performance in IBS business. Future studies should make
a quantitative ranking of the business model elements and analyses their relationship with
IBS business performance.
Keywords: Industrialised Building System (IBS), Business Model Element, Construction
Business, Small And Medium-Sized Contractor, Performance
Introduction
Active construction organisations, efficient construction processes and innovative
construction techniques are required by the construction industry (Rashid, Abdullah, & Ismail,
2019). Industrialised Building System (IBS) is seen as a suitable construction technique to be
used to fulfill the requirement. IBS can be defined as a construction technique in which the
building components are produced (on or off site) in a regulated setting, distributed, placed
and assembled into a structure with minimal additional site work (CIBD, 2003). The term is
used by the Malaysian construction industry and government to represent the prefabrication
of building components in Malaysia (Kamar et al., 2012). Meanwhile in other countries, IBS is
known as modern method of construction (MMC), off-site construction, off-site fabrication,
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off-site production, preassembly, off-site manufacturing, prefabrication, non-traditional
building, industrialized building and system building (Brege et al., 2014; Goodier & Gibb, 2007;
Pan, 2006; Thuesen & Hvam, 2013). IBS can be classified into six main categories which are;
pre-cast concrete system, steel framing system, timber framing system, block work system,
formwork system, and innovative system (CIDB, 2016; Din et al., 2012). There are many
advantages of using IBS reported by researchers worldwide (Alinaitwe et al., 2006;
Bhattacharjee et al., 2016; Blismas et al., 2006; Gibb & Isack, 2003; Goodier & Gibb, 2007;
Hanafi et al., 2015; Haron et al., 2009; Hung et al., 2015; Jabar et al., 2013; Lou & Kamar, 2012;
Majid et al., 2011; Na & Roger, 2008; Polat, 2008; Samari et al., 2012; Zhang et al., 2018).
These advantages are more significant for adopters in terms of cost and time certainty,
improving building efficiency and productivity, reducing workplace safety and health hazards,
alleviating skilled workers' issues and reliance on manual foreign labour, and achieving the
ultimate goal of reducing overall construction costs.
The government has been vigorously championing the use of this construction technique in
public and private projects because of the benefits (Theong et al., 2018; Zakaria & El-Abidi,
2020). In 2008, all government projects were made compulsory to use IBS where a minimum
of 70 IBS score must be achieved for projects worth RM10 million and above as indicated in
the Treasury Circular SPP 07/2008 and construction players are encouraged to use IBS for
private projects where contractors who have achieved 50 IBS score for residential are
exempted from the Malaysian construction levy (Hamid et al. 2008). Even though the
initiative of promoting the adoption of IBS in the construction industry has been long
implemented the participation of contractors in IBS business is still low especially among the
Small and Medium-sized (SME) contractors (CIDB, 2015; Mohamed et al., 2018). The main
reason for the low participation is due to the fact that many contractors are unlikely to accept
the IBS construction and prefer to continue to use the conventional method of construction.
This is because they are all too familiar with the conventional method of construction and the
technology serves them well in their projects and are thus not prepared to move to a
mechanised system (Mohamad et al., 2009; Zakaria et al., 2017). According to Mohamad et
al. (2016), contractors who have adopted IBS projects were reluctant to use IBS in their next
project. Hung et al. (2015) also mentioned that occasionally, contractors using IBS have shown
non-satisfactory results. Furthermore, some were more costly, lack in quality and less
productive. In some cases, selected building projects were conferred and built using IBS
construction but ended up with project deferrals and low quality (Kasim et al., 2019; Rashid
et al., 2019).
Goulding et al. (2015) opined that the low adoption and performace of IBS may, to an extent,
be linked to the lack of preparation by contractors in terms of important modifications in their
business model. A study conducted by Zairul (2020) found that in the Malaysian context, there
is limited research on proposing ground-breaking business models for IBS. In order to survive
and sustain their business in the construction industry SME contractors is suggested to
become IBS contractors and adopt IBS in their construction business (CIDB, 2015; Mohamed
et al., 2019; Theong et al., 2018). With the move to industrialize the construction sector, SME
contractors will have to establish more innovative business models and plans for turnover
growth (Goh & Loosemore, 2017). SME contractors will require a specific business model to
guide them in adopting the IBS construction (Mohamed et al. 2018). This is due to IBS being
considered a specialised trade (CIDB, 2015) and its construction approach is different from
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conventional construction method (Nawi et al., 2014). According to Mohamed et al. (2018),
some SME contractors have little knowledge and experience in this modern method of
construction. They are newly admitted contractors who wish to start a business in IBS. Due to
this problem there is a need to thoroughly examine the role of business model in SME
contractors business. SME contractors will require a specific business model to guide them in
the IBS business. Thus, the objective of this paper is to identify the element of a viable
business model that is suitable to be used by SME contractors in adopting IBS in their
construction business. The business model elements can be used to guide the SME
contractors to move from conventional construction method to IBS practice and to increase
their performance in IBS business.
Methodology
This paper identifies and reviews the elements of a business model that are important in IBS
business. The methodology adopted is primarily based on a thorough review of the relevant
literature on business model within the scope of Industrialised Building System (IBS) and
supported by other industries. All data and information were obtained directly from the
databases, books, research papers and other written materials such as national and
international journals, proceedings, and newsletters.
The Business Model Elements
Many definitions of the business model are available in the literature but one well-known
definition is by Magretta (2002). She defined business model as “stories that explain how
enterprises work”. This definition is relatively short and to some degree, pragmatic. Other
definitions concentrate more on strategy and organizational theory, or centre around
designing transactions and/or activity systems (Zott, 2007; Zott & Amit, 2010). Meanwhile,
according to Osterwalder et al. (2005), a business model is a conceptual tool that comprises
of a set of elements and the relationships involved, and permits conveying the business logic
of a particular firm. Therefore, one must decide which concepts and relationships give a
comprehensive description and illustration of the value delivered to customers, the methods
to be used and the respective financial consequences.
Based on the definition above, it can be said that business models contain a set of elements
and their relationships which can express the business logic of a firm (Mokhlesian & Holmén,
2012; Osterwalder et al., 2005). The concept of business model is cast as an analytical tool
which provides a universal perspective on the way a company does business and the activities
and resources mobilized (Kindström, 2005; Zott et al., 2011). The position of the business
model in the company determines the blueprint of how a company carries out its business.
The business model acts as a building plan that lets designing and working on the business
structure and systems which includes the company’s functioning and physical forms
(Osterwalder et al., 2005). Pekuri et al. (2013) stated that business models are viewed as
important in ensuring the success of a business because they explain how value is created by
companies for their customers, therefore generating profit from their operations. A good
business model will have the ability to isolate a company from its competitors by forming a
competitive advantage.
According to Osterwalder et al., (2005), and Chesbrough and Rosenbloom (2002) the specific
components of a business model element, which should be considered in designing a business
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model, vary between studies. In generating the business model elements for this study,
sixteen studies on business models were reviewed as can be seen in Table 1. This study uses
the IBS business model developed by Brege et al. (2014) as a base line concept with
synthetisation of the other business models. Selecting and adapting each element of the
business model involves the three criteria below: (1) the frequency of incidence among the
studied business models; (2) the appropriateness of the category to be applied within the
context of the contractor’s firm; and (3) the appropriateness of the category to be applied
particularly with the context of IBS. The components of a business model used for this study
are described below.
1. Target customer
Target customer is very important in business because it defines the different groups or
segments of customers to be offered value (Brege et al., 2014; Lessing & Brege, 2015;
Mokhlesian & Holmén, 2012; Osterwalder et al., 2005). Customer segments can be
categorized into public, private corporate and individuals (Blackmore, 1990). The customers
in the construction industry is called clients. They are among the most important stakeholders
in the construction supply chain and are most likely from a firm or group that sets up a
construction project (Boyd & Chinyio, 2008). Clients are normally the ones who trigger the
design and production of construction facilities (Qi et al., 2010). Targeting customers in the
business of construction is not clear-cut (Ofori, 2000). The contractor will need to design the
system that meets the customers’ requirements (Barlow & Ozaki, 2003). Moreover, targeting
customers is very important for companies that want to venture in IBS because payments
made to the IBS contractor cannot be the same amount as what is paid for conventional
projects, since the starting cost is not the same. It is therefore vital for IBS contractors to be
paid the initial payment from the client in order for their business to sustain (Dzulkalnine et
al., 2016; Hadi et al., 2017).
2. Market segments
The identification of market segment is important in business (Brege et al., 2014; Chesbrough,
2007; Kindström, 2010; Lessing & Brege, 2015; Lou & Kamar, 2012; Nenonen & Storbacka,
2010). There is a need for contractors to identify a suitable market segment in the IBS market.
The market segment in IBS business in the Malaysian construction industry can be divided
into public (Mohamad et al., 2016) and private sectors (Nawi et al., 2015). The identification
of market segmentation will also lead to market demand. According to Lou and Kamar (2012),
the market demand for IBS is essential because adoption is determined by clients’ willingness
to invest in a premium product offered by the contractor. The demand should also relate to
demands of macroeconomic. The industry player will need to enter and concentrate on a
certain market sectors such as high end, high quality or affordable, low cost, or only on public
buildings in which the contracts and designs are monotonous (Lou & Kamar, 2012). Thus,
understanding the needs and priorities of the market and customer must be incorporated in
the design of IBS concepts and its production systems (Lessing & Brege, 2018).
3. Marketing Strategy
Strategy is important in business positioning (Brege et al., 2014; Chesbrough, 2007;
Kindström, 2010; Zairul, 2017). Lou and Kamar opined (2012) that in adopting IBS require
strategy in business, and this is essential in measuring the activities of the project. Contractors
require strategy for a better approach in their projects and for business sustainability (Hamid
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et al., 2011). Brege et al. (2014) stated that practical business models have to build resilient
marketing push mechanisms to ‘create’ a market for IBS. When a proper market segment is
identified, marketing segmentation should lead to the design of distinctive marketing
strategies for each segment in relation to the four Ps, namely the product, price, place, and
promotion (Brege et al., 2014; Lessing & Brege, 2015; Lou & Kamar, 2012). The contractor will
need to promote a huge variety of products and services to customers with third-party
accreditation on products and systems (Kamar et al., 2012). This is to convince the customers
that the product and services offered by them are of good quality. According to Kotler (1997),
in marketing, prosperous companies often succeed in creating a mixture of push and pull
effects. Push effects are built through effective sales and distribution, and a high level of
availability when the customer is willing to buy. Pull effects originate from customers’ demand
for a company’s offering, which could be the effect of high level of brand awareness and
loyalty (Brege et al., 2014).
4. Distribution channel
Distribution channel is very important in business because it clarifies the different means of
the company to connect with its customers (Johnson et al., 2008; Osterwalder et al., 2005;
Pekuri et al., 2013). Mokhlesian and Holmén (2012) stated that the distribution channel in
construction refers to how a construction company approaches their client in order to
promote or sell their products and services. This can be in the form of direct approach or
through tendering process and contracts. Drakulevski and Nakov (2014) mentioned that it is
the process of achieving a full alignment with the identified needs and includes a proper way
of handling the customers, through the distributive channels. They also mentioned the
distribution channel integrates all communicational approaches in order to create a sense of
satisfaction for specific customers (Drakulevski & Nakov, 2014). While Mokhlesian & Holmén
(2012) suggested that this element plainly illustrates that on one hand the business model
element is associated with the expertise of the construction company in meeting its
customers’ needs while on the other hand the target customers that a construction company
identifies would detail the manner that the company has to deal with its customers.
5. Role in supply chain
The roles of a company in the construction process is also important in order to ascertain the
extent of control that the company has in the IBS construction supply chain (Brege et al., 2014;
Lessing & Brege, 2015). According to Brege et al. (2014), the prefabrication strategy of a
company must be accompanied by a strategy for the role that the company aims in the
process of construction. For example, if the company aims for the volume of elements, the
company will need to have a high level of control in the design phase and total onsite control,
making the role of the contractor the most suitable. Furthermore, the company can accept
different market roles in the building process; being a contractor, product supplier, developer
or a blend of these roles, depending on the company’s business strategy (Brege et al., 2014;
Lessing & Brege, 2015). A study conducted by Kamar and Hamid (2011) found that the
companies involved in IBS hold the roles as producer, designer, and installer of an IBS
proprietary system across the supply chain. The reason is to position themselves in the IBS
market and to be the sole solution provider for clients that want to use IBS in their
construction project.
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6. Supplier relationship
Lou and Kamar (2012) pointed out that the teamwork between suppliers and contractors is
frail in most cases and this is due to the fragmentation of the construction industry.
Contractors must have good relationship with suppliers to maintain a stable production
system, and it must be based on long-term collaborations (Johnson et al., 2008; Lessing &
Brege, 2015, Lessing & Brege, 2018; Pekuri et al., 2013). By maintaining good relationship with
suppliers, contractors are able to deliver better in the competitive construction industry (Tan
et al., 2012). This is accomplished by developing the procurement system and the
construction supply chain (Lou & Kamar, 2012). Kamar and Hamid (2011) suggested
partnering initiatives and embracing open collaborative environment. Pairing up with
suppliers from the beginning stages of the project is crucial to warrant efficient and timely
delivery of components and services (Goh & Loosemore, 2017; Lou & Kamar, 2012; Rashid,
Abdullah, & Ismail, 2019). Embracing open collaborative environment is to improve
efficiencies and competitiveness. Contractors will need to sustain good relationships and
cooperate with suppliers who produce or deliver services and products (Kamar & Hamid,
2011).
7. Product
Product is part of value proposition which is to be offered to customers (Lessing & Brege,
2015; Mokhlesian & Holmén, 2012; Osterwalder et al., 2005). The adoption of IBS relies on
the inclination of the clients to spend and to get a premium product offered by IBS (Lou &
Kamar, 2012). IBS products can come in the form of modules, elements, or component
systems (Brege et al., 2014). Usually, IBS companies offer particular varieties of products,
normally based on a structure that allows solutions to be repeated (Lessing & Brege, 2015).
The products can be steel framing system, pre-cast concrete system, timber framing system,
formwork system, innovative system or block work system. The most popular IBS in Malaysia
is the precast concrete elements (Azman et al., 2011). The product offered by this system are
precast concrete columns, slabs, beams, 3-D components (e.g. balconies, staircases, toilets,
lift chambers, refuse chambers), walls, lightweight precast concrete, and permanent concrete
formworks (Din et al., 2012). In adopting IBS, the contractor will need to offer higher quality
of products to clients (Tan et al., 2012) with third-party accreditation on products and systems
(Hamid et al., 2011).
8. Design
In order to adopt IBS, contractors should convert their business process in the direction of
incorporating design and manufacturing in their chain of supply (CIDB, 2014; Kamar et al.,
2012; Pekuri et al., 2013). The companies need to put themselves in the position as a
complete solution provider for IBS, offering clients a wide array of services from design,
manufacturing and installation (Hamid et al., 2011; Nawi et al., 2015). The capability to
manage the supply chain and administer the process of integration is a key feature towards
the success of the IBS business (Hamid et al., 2011). Hung et al. (2015) stated that most project
designs in Malaysia employ the conventional method. For IBS to be adopted into projects, the
projects have to be transformed into IBS first because conventional designs do not take into
account the modularity and manufactural ability of IBS components. IBS design process is a
critical feature of successful IBS adoption (Lessing & Brege, 2015; Mohamad et al., 2009;
Zairul, 2017) because it depends on the large volume and repetitive design that would really
compensate the prior investment of set up prefabrication facilities (Hamid et al., 2011). The
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contractors involved in IBS must possess design capabilities to undertake IBS projects. This
can be either in-house or outsourced (Kamar et al., 2012). They will also need to provide a
design with good quality, construction time which is faster and also cost saving to attract
clients (Jabar et al., 2013).
9. Manufacturing
As pointed out by Kamar et al. (2012), the companies that are involved in IBS may not
necessarily have in-house capabilities to manufacture building components as they can also
outsource the systems and implementations (CIDB, 2014; Morris et al., 2005; Pekuri et al.,
2013). Contractors who operate without the manufacturing capability are expected to
purchase building components from IBS manufacturers but this will cost them a huge amount
of the contract sum (Kamar et al., 2012). By having the capability to manufacture, contractors
can be in control of the process and the profit or loss can be anticipated and accustomed
accordingly across IBS projects selected by the company (Kamar & Hamid, 2011). The
requirements of physical capital linked to IBS will differ depending on the choices a contractor
makes regarding developing their own components (individually or with existing partnering
manufacturers) or merely purchasing components which are ready-made from reputable
manufacturers (Goh & Loosemore, 2017).
10. Installation
Besides design and manufacturing services, contractors involved in IBS are also offering the
installation service of the IBS components to clients (Kamar et al., 2012). The installation of
building components will continue at the construction site after the manufacturing work have
been completed in the manufacturing facility. The installation work may be done in-house or
by outsourcing it to specialised installers (Goh & Loosemore, 2017; Kamar et al., 2012). The
installation process is part of the service that the contractors offer in order for them to
become a one stop centre to clients (CIDB, 2014; Kamar et al., 2012; Pekuri et al., 2013).
11. Standardisation
According to Pan et al., (2008) the obstructions significant to IBS adoption include high capital
budgets and lack of frugalities of scale and scope. IBS companies will need to offer a
standardized solution offering to customers (Brege et al., 2014; Morris et al., 2005). This
include offering a standardisation of design and building components. The low
standardisation of components will hinder the effective usage of IBS as the individualised
components which do not fit into other projects will upsurge original costs attributable to the
cost of the mould and design (Din et al., 2012). Xue et al., (2017) suggested that standardised
designs will promote mass production and that economies of scale can thus reduce the cost
of products. This is mainly because standardisation can improve proficiency and productivity
rates of the workers and reduce the labour costs.
12. Customisation
Customisation is a menu-driven approach, where customers choose features and products
that are personalised to specific customer needs (Barlow & Ozaki, 2003; Din et al., 2012;
Lessing & Brege, 2015). Contractors should be able to offer customisation of buildings for
clients as this is to produce the highest price for IBS and to offer the best interests of the
clients (Lessing & Brege, 2015; Zairul, 2017). Clients nowadays, especially those in the private
sector, demand more in terms of the aesthetic value of the building architecture design (Din
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et al., 2012). Therefore, it is necessary to construct buildings according to customer needs
and wants (Schoenwitz et al., 2012). According to Morris et al. (2005), contractors nowadays
should be able to offer both standardized to customized products to clients depending on the
demand.
13. Production Method
The production method for the fabrication of IBS components is important for operational
platform (Brege et al., 2014; Lessing & Brege, 2015, Lessing & Brege, 2018). It can be done
whether offsite or onsite depending of the capability of the contractor (CIDB, 2003). As for
offsite production, the fabrication of building components generally takes place at a particular
facility located in a factory where numerous materials are combined to construct building
components (Tatum et al., 1986). Meanwhile, the onsite production is done at the
construction site which will result in cost savings in relation to transportation (Azman et al.,
2012; Jabar & Ismail, 2014). This is done when the contractors do not have a proper factory
to do the production work (Mohamed et al., 2019). The production of building components
at a factory has a good effect on occupational safety as onsite hours and heavy lifting are
minimised. Moreover, it reduces the environmental impact associated with the
transportation of materials to construction sites (Bhattacharjee et al., 2016). However, it
requires heavy investments to set up such facilities. Based on assumptions made by Kamar et
al. (2014) and Mohamed et al. (2018), the estimated investment required to setup the small
scale facilities for SMEs is around RM 1.25 million. In order for the SME contractors to move
from the conventional method to IBS, they need to select a production method that is suitable
for them.
14. Key Resources
Resources are essential in business as it is necessary for the operation of the business (Brege
et al., 2014; Mokhlesian & Holmén, 2012; Osterwalder et al., 2005). According to Hamid et al.
(2011), the process of moving from conventional construction methods to IBS demands a
huge amount of resources where the contractors will require the necessary resources to
setup the IBS business. The key resources required for the adoption of IBS are financial,
physical and human resources; i.e. site, logistic, manufacturing plant, designers, engineers
and technicians (Brege et al., 2014; Goh & Loosemore, 2017; Kamar et al., 2014; Zairul, 2017).
Financial resources are described by Green and Brown (1997) as funds from any monetary
source used to begin, run and develop the business. These funds are known as the working
capital of a business (Elsas et al., 2014). Kamaruddin et al., (2013) and Musa et al., (2016)
stated that in order to implement a new technology into an enterprise, financial resources
are crucial. The necessary elements to setup the IBS business such as people, technology,
management and process will involve cost and money. Meanwhile, Goh and Loosemore
(2017) mentioned that physical resources of a business include raw materials or goods,
machinery and equipment, plants and structures used to produce the products and services
of an organisation. While, human resources refer to the people who make up an
organization's workforce and their contribution, skills and capacities associated with them
such as designers, engineers and technicians.
15. Core competencies
This business element is necessary for a company to implement the IBS business (Mokhlesian
& Holmén, 2012; Nenonen & Storbacka, 2010; Osterwalder et al., 2005; Pekuri et al., 2013).
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Skills and competencies are very important in IBS adoption (Lou & Kamar, 2012). According
to Kamar et al., (2010) successful implementation of IBS entails experienced workers with the
technical capability in design, planning & scheduling, organizing and controlling functions,
pertaining to the coordination, production and distribution of components. Kamar et al.
(2014) and Brege et al. (2014) also added that organisation knowledge, effective
communication and process coordination are also important for the implementation of IBS.
Because of the high core competencies, most of the IBS contractors who succeeded have inhouse manufacturing systems and design capabilities to undertake the IBS projects (Kamar et
al., 2012). The company can benefit from an organized production process once traditional
design processes are put to practice, providing quite infinite design flexibility; and because
the company has both in-house design and production competencies, important knowledge
is recycled within the organization (Lessing & Brege, 2018).
16. Supply chain management
Supply chain management is the administration of system relationships of organisations in
pursuing the development of business process and performance (Nawi et al., 2010). This
business model element is important for the smooth implementation of IBS business (CIDB,
2014; Hedman & Kalling, 2003; Lessing & Brege, 2015, Lessing & Brege, 2018; Morris et al.,
2005). The supply chain in IBS demands close control of materials and resource management
to safeguard stability and punctual construction components deliveries at site (Fauzi et al.,
2018; Kamar & Hamid, 2011). The supply chain has to be managed in a way that lets the
contractors have full control of the process whilst aiming to increase efficiencies and
competitiveness (Kamar & Hamid, 2011).
17. Continuous improvement
The IBS construction process is fundamentally diverse from the conventional projectoriented methods in the usage of building systems, prefabrication methods, and repetitive
processes that facilitate continuous technological and methodological developments (Lessing
et al., 2015; Lessing & Brege, 2018). Uusitalo et al. (2017) stated that IBS production is one of
the major bottlenecks within the company’s business processes so the continuous
improvement process needs to be strengthened for the efficiency of the production.
Continuous improvement is part of the management process whereby the processes of IBS
delivery are continuously evaluated and amended in the light of efficiency, effectiveness and
flexibility (Kamar, 2011). According to Lessing and Brege (2015), continuous improvements
should be based on process experience and customer feedback. In order to serve the
customers better, contractors will need to frequently improve their operation in adopting IBS.
18. Sales management
The sales of IBS components can be done through the company’s own sales staff or sales
partners (CIDB, 2014; Lessing & Brege, 2018). Brege et al. (2014) found that for the companies
to be influential in IBS business, marketing and sales must be focused on public and private
clients and architects, and also to big leading contractors. Companies which are efficacious
are normally successful in creating a mixture of push and pull effects to clients (Kotler, 1997).
Push effects are assembled through effective sales and delivery, and a high degree of
availability when customers are prepared to buy. Pull effects originate from the customers’
own plea for a company’s offering, which could stem from a high degree of brand awareness
and brand loyalty.
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19. Partnering
This business component depicts that the network of cooperative settlements with other
companies are essential in order to efficiently offer and commercialize value (Mokhlesian &
Holmén, 2012; Osterwalder et al., 2005; Pekuri et al., 2013). Mokhlesian and Holmén (2012)
stated that partner network is closely linked to a company’s capabilities because when the
company realizes they do not have access to or can construct the right relevant capabilities
for certain projects, they normally look for new partners or collaborators. Lou & Kamar (2012)
suggested that IBS adopters may want to be able to work together with clients,
manufacturers, and designers from the start to the completion of IBS projects. In order to
speed up change and expedite the learning curve, adopters need to pair up with reputable
organizations with adequate technical knowledge. They also mentioned that in order to
secure contracts in public and private projects, a strategic coalition with other companies is
vital.
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Conclusion
SME contractors will need to establish more innovative business models and plans for
turnover growth. From the study conducted nineteen of the business model elements have
been identified. They are 1. Target Customers, 2. Market Segments, 3. Marketing Strategy, 4.
Distribution Channel, 5. Role in Supply Chain, 6. Supplier Relationship, 7. Product, 8. Design,
9. Manufacturing, 10. Installation, 11. Standardisation, 12. Customisation, 13. Production
Method, 14. Key Resources, 15. Core Competencies, 16. Supply Chain Management, 17.
Continuous Improvement, 18. Sales Management, and 19. Partnering. These business model
elements are essential towards guiding the SME contractors to move from conventional
construction method to IBS practice and to increase their performance in IBS business.
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