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• Planet Labs: Earth Observation 
Company operating CubeSats.

•

Planet was created as an Earth Observation company based on CubeSat operations. Recently, it has 
expanded its constellations with larger satellites, and has entered an innovative Mission 2 phase [1]. 
How and why have this changes happened? May the results be applied to other New Space companies?
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Planet’s Success Factors

• Use of new technologies.
• Collaboration with partners.
• Expansion to new markets.
• Positive market’s tendencies.
• Advances in Data Science.
• Pursue of Innovation

Growth of the EO Market

• Because of the entrance of 
New Space companies.

• Because of the 
democratization of space.

• The growth of Planet is a 
reflection of this growth.

Future

• Update when 
Mission 2 is 
accomplished.

• Studies on more 
companies.

• Extrapolation.

[1] Planet. URL: https://www.planet.com
(visited on 05/10/2019).

Methodology
• Development of pre and 

post change CANVAS 
B.M [2] and comparison.

• Analysis of changes, 
identification of drivers 
and suitable patterns.

[2] Pigneur Y. Osterwalder A. Business 
Model Generation.
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