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Abstract 

This deliverable, D7.9 “Sustainability Plan”, is the second of two interconnected deliverables (D7.8 and D7.9) 
that focus upon the sustainability of the ELG project and platform. Deliverable D7.8 has reported on the pro-
gress made in Task 7.5 until June 2020. This document describes the status at the time of the end of the project 
and the upcoming steps towards the establishment of an ELG legal entity in the second half of 2022, after the 
project runtime has finished. It discusses the delta between the situation now and two years ago and it investi-
gates whether the preliminary assumptions have proven to be correct and where they had to be adjusted. It is 
important to point out that the LT and AI landscape still has to be characterised as incredibly dynamic. Predic-
tions of where the field is headed in post-Covid Europe are difficult. Also the establishment of the domain-spe-
cific data spaces that will be established by the European Commission from 2023 onwards – especially the Lan-
guage Data Space – will most likely have an impact on the European LT community and the field as a whole. 

1 Introduction 

One of the challenges the ELG initiative aims to address is the fragmentation of the European Language Tech-
nology landscape, both with regard to industry and research.1 ELG aims to bring together all stakeholders, cur-
rently scattered all over Europe, under the European Language Grid platform as a common umbrella. However, 
the efforts taken within the project can only be translated into a large-scale success if ELG continues to exist 
beyond the project runtime of 42 months. This is why it had already been foreseen in the ELG project proposal 
to develop a long-term sustainability plan during the project. Its centrepiece is the idea of establishing, in the 
second half of 2022, a dedicated ELG legal entity, which is meant to take over operations, maintenance, exten-
sion and governance of the European Language Grid platform as well as managing and helping to coordinate its 
community. Only with such a sustainable, long-term activity can the overarching goal of strengthening, harmo-
nising and bringing together the European LT business and research community be met. In other words, the 
sustainability plan and the legal entity are mission-critical for the success of the project. 

After a brief presentation of the long-term vision of ELG (Section 2), this chapter describes business and opera-
tion models that have been examined in order to assess if they are suitable for the ELG legal entity (Section 3). 
Not only shall the ELG platform and initiative continue to exist, we also want to expand its functionalities fur-
ther in order to serve and adapt to evolving user needs even better and to fullfil ELG’s mission for the European 
LT community. We explore a number of different dimensions with regard to the shaping of the ELG legal entity 
and put a special emphasis on the description of a set of products we specified that can be offered by the legal 
entity. At the same time, it is important to point out that the AI landscape – including LT – must still be charac-
terised as highly dynamic. Precise predictions of where the field is headed in Europe in the next, say, five years 
are difficult to be made right now. It remains to be seen what the post-Covid market will look like, which break-
throughs will come next in AI and LT, what the impact of the various ongoing large-scale initiatives will be and 
how the LT/AI-related situation in the different European countries will develop in the future. This dynamic sit-
uation creates additional challenges when it comes to specifying the final shape of the ELG legal entity. 

 
1 This deliverable is based on the chapter “Sustaining the European Language Grid: Towards the ELG Legal Entity”, to be published in 
European Language Grid: A Language Technology Platform for Multilingual Europe. (Rehm, 2022, ed.; forthcoming). 
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2 Long-term Vision and Mission of ELG 

Our vision and long-term goal is to establish ELG as the primary platform and marketplace for all commercial 
and non-commercial Language Technologies developed and offered by the European LT community. In order to 
achieve this, multiple prerequisites need to be in place, e.g., the ELG cloud platform must have very high availa-
bility and it must exhibit near real-time performance for individual services, legally safe service level agree-
ments need to be prepared so that services can be applied in production environments, simple mechanisms for 
billing need to be available and technical support needs to be offered. Operating these and other components 
of the platform and initiative incurs various system-relevant costs. Also, trust in the platform and its reliability 
needs to be established in a transparent manner. 

2.1 Mission of the European Language Grid 
To achieve the goal of becoming the primary platform for European LTs, ELG follows its mission of creating im-
pact beyond the platform itself: 

• Grow a vibrant community and help coordinate all European LT activities: ELG is an initiative from the 
European LT community for the European LT community, including industry, innovation and research. 
ELG can only be successful if the whole community makes active use of the platform and contributes as 
well as uses data sets and services. ELG collaborates with many related projects, companies, research 
organisations and wider initiatives, most notably its sibling project European Language Equality (ELE), 
which is currently developing a strategic agenda and roadmap that specify how to achieve digital lan-
guage equality in Europe by 2030. In the agenda developed by ELE, ELG functions as the main technol-
ogy platform of the ELE Programme and the ELG catalogue so that the support of Europe’s languages 
through technologies can be measured and monitored over time. 

• Create and maintain a powerful, scalable and useful Language Technology platform: ELG’s novel tech-
nological approach enables innovations and synergies between commercial and non-commercial LT 
providers, buyers and users. The unique ELG platform is based on the principle of encapsulating ser-
vices in containers. This approach tackles and solves some of the issues of technical interoperability, 
which is a crucial obstacle on the way of cross-provider and cross-platform interoperability. ELG ena-
bles providers to deposit and deploy their services. 

• Support the Multilingual Digital Single Market: ELG strengthens the commercial European LT landscape 
through the pan-European platform and marketplace. Offering powerful multilingual, cross-lingual and 
monolingual technologies, ELG aims to contribute to the emergence of a truly connected, language-
crossing Multilingual Digital Single Market. European companies can showcase and offer their LTs to 
customers on the ELG marketplace. 

2.2 Added Value for Stakeholders 
The implementation of this mission in the form of the ELG platform provides added value for all stakeholders, 
e.g., ability to attract participants (i.e., customers, buyers, users, providers etc.), ability to create demand econ-
omies of scale, benefit of reduced time-to-market (especially from lab to market), standardised quality, ease of 
doing business and a 6. coherent ELG technology exploitation ecosystem. 

Traditional, linear value chains are focused on a one-way process of value creation, e.g., raw materials are used 
and manufactured into products, which are then distributed and used by the consumer, until they are disposed 
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of. For ELG, we foresee a two- or multi-way value creation. As a digital platform, ELG will maintain an ecosys-
tem of reciprocity. LT providers, LT consumers, ELG stakeholders and the whole ELG community help to gener-
ate two-way and reciprocal value as a result of the combination of resources of its participants, cost benefits 
(demand economies of scale) and network effects. As such, marketplace participants will create value by tap-
ping into resources and capacities that they do not have to own themselves. In addition, marketplace partici-
pants will enjoy cost benefits and positive compound effects, arising from demand aggregation, from efficien-
cies in networks and from technological improvements on the demand side. Third, there is value within the 
network itself: growth via network effects will lead to market expansion for each of the members of the ecosys-
tem. New participants (buyers and suppliers) enter the marketplace, because they are attracted to ELG by the 
growing number of participants who are also part of the network. That way, value is created in a reciprocal, 
multi-sided (almost infinite) way.2 

2.3 Selection of the Type of Legal Entity 
As discussed in Deliverable D7.83, there were a number of options under discussion with regard to the legal en-
tity type to be chosen. The pro’s and con’s for the different types were described there as well as their their 
areas of operation in different countries and regions in Europe. 

During the follow-up discussions in the “Task Force Legal Entity” in the ELG consortium, we came to the conclu-
sion that it would not be beneficial for ELG to be under the pressure of being economically self-sustaining from 
the very beginning. The decision of becoming a not-for profit organisation had been discussed already in the 
predecessor deliverable. There was quite some agreement that the organisation form that provides us with the 
most flexibility with regard to governance structure and revenue models was the association (in Germany: 
eingetragener Verein, e.V.). In addition, this legal entity form has the advantage that it puts the community 
idea in the focus and has a largely democratic structure. After all, the mission was since the beginning of the 
initiative: The European Language Grid is an initiative from the community for the community. This idea is still 
valid and can be best reflected in an association. 

3 Main Pillars of the Business and Operational Model 

Given the large number of possible routes to evaluate as well as decisions to be made eventually, we stretched 
the consortium-internal discussion of the main pillars of the ELG legal entity’s business and operational model 
over the whole project duration, initiating the consortium-wide discussion in late 2019, i.e., we started immedi-
ately after the implementation of the proof of concept of the ELG platform. The goal was to specify, in a step by 
step fashion, the main ingredients of the sustainability plan. Relevant intermediate results were presented in 
D7.8, at META-FORUM 2020, 2021 and 2022, as well as in a number of talks. 

At the very start of the overall process we looked at the setup and models of various other organisations that 
might serve as potential blueprints for ELG or, the other way around, as examples of organisations that would 
not work for ELG. We paid special attention to the domain of Language Technology and related fields, to the 
aspect of community-driven organisations, to combining industry and research and to the relevance of Europe 

 
2 See Deliverables D7.3 and D7.4 
3 D7.8 Sustainability plan (progress report) 
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as an overarching umbrella. All organisations we examined in more detail operate in the sphere of IT, LT or AI. 
Some of them have been created as spin-offs of research projects. With regard to their size and setup, though, 
these organisations are very diverse; the similarities with ELG in terms of their respective starting points and 
target groups also vary considerably. The organisations are: DBpedia Association4, World Wide Web Consor-
tium (W3C)5, Industrial Data Spaces (IDS)6, LT Innovate7, OpenAIRE8, CLARIN ERIC9, Big Data Value Association 
(BDVA)10, Translation Automation User Society (TAUS)11, ELRA/ELDA12 and GATE Cloud13. While discussing and 
learning more about these organisations – especially with regard to the type of legal entity they use, their 
membership as well as governance and fee structure, revenue streams etc. – we realised that despite some 
superficial similarities, none of them could serve as a direct model for the ELG legal entity, i.e., we are not 
aware of any organisation that could serve as an actual blueprint. However, we have been able to derive some 
important questions from this comparison that have informed the subsequent steps of the process. 

The following section presents the main pillars of the legal entity according to the order in which we discussed 
and designed them. 

3.1 Methodology and Relevant Input 
In the overall process of designing the ELG legal entity, we initiated a discussion with the ELG consortium’s SME 
partners, primarily to collect their expectations and demands towards a legal entity that operates and main-
tains the “primary platform for Language Technology in Europe”. This discussion has been started in Year 1 of 
the project and has been taken up time and again. In the last year of ELG we organised a dedicated Task Force 
„Legal entity“ that discussed various aspects of the legal entity and the sustainability plan on a monthly basis. 
The most important aspects of the considerations, especially from the SME perspective, can be summarised as 
follows: 

Sales channel: ELG is, first and foremost, understood as a channel to promote and to sell the products and ser-
vices offered by the SMEs. ELG should stir interest and convince potential customers to invest in European LT. 
This is also true for public administrations and governmental bodies, the European Institutions and NGOs with 
the general idea being that interested parties and stakeholders look at ELG first in their procurement processes 
for LT. It was suggested that, in the medium to long run, ELG should consider fulfilling or even establishing cer-
tain quality and security standards as well as some kind of quality seal. 

Strategy and collaboration: Europe has strengths in certain areas and language combinations but new business 
opportunities can only be reached by joining forces and combining the offers with those of other European 
players. Missing or needed tools and services from others will help expand one’s own set of tools and services. 
The SMEs expect ELG to help in this regard, i.e., identifying and closing strategic partnerships (also see “In-
teroperability”). 

 
4 https://www.dbpedia.org 
5 https://www.w3.org 
6 http://www.industrialdataspace.org 
7 https://lt-innovate.org 
8 https://www.openaire.eu 
9 https://www.clarin.eu 
10 https://www.bdva.eu 
11 https://www.taus.net 
12 http://www.elra.info 
13 https://cloud.gate.ac.uk 
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Buy-in from the whole community: According to the SME partners, ELG must be positioned in the right way 
with regard to other platforms and infrastructures, e.g., a controlled transition from META-SHARE to ELG 
should be achieved by also integrating those organisations who have participated in META-SHARE previously. 
Furthermore, ELG should be backed, i.e., supported and actively used, by national centres and institutions. In 
terms of the governance model, all stakeholders should be able to have their say, yet dominance must be 
avoided. ELG can also provide a channel so that the results of national and international funding programmes 
can be disseminated efficiently on an international level. 

Information channel: The goal is for ELG to become the primary European platform for participants from aca-
demia, research institutions and commercial entities. Especially with regard to industry, the relevance, under-
standing and benefits of LT for companies of all sizes needs to be increased. ELG could function as a means to 
keep interested stakeholders informed by serving as an information source and matchmaker for buyers and 
suppliers alike14.  

Interoperability: Throughout Europe, there is a sizable number of other relevant platform and infrastructure 
initiatives including, among others, Gaia-X15, the European AI-on-demand platform16, EOSC17 and NFDI18. The 
SMEs mentioned their expectation that ELG becomes part of this larger ecosystem of platforms around Artifi-
cial Intelligence, data economy, research data management and Open Science, i.e., that ELG should ideally be 
fully interoperable with these other infrastructures, eventually opening up additional markets. Furthermore, 
providers of LT need to understand what the requirements are to participate in ELG and why it is beneficial for 
them. ELG needs to be compatible with existing businesses and should not duplicate existing systems. Since 
various companies already operate their own or managed cloud platforms, platform interoperability should be 
ensured so that ELG complements existing or emerging clouds rather than appearing like competition. ELG 
should avoid creating the impression of being yet another collection of data and tools but rather emphasise the 
ability to combine services and resources from different companies. For this, however, full interoperability on 
the level of the actual tools and services, i.e., on the level of APIs, annotations, semantic descriptions, closed 
vocabularies etc. needs to be achieved (also see “Strategy and collaboration”). 

3.2 Key Aspects of the ELG Legal Entity 
Informed by the SME partners’ expectations and other desk research we performed, we started defining key 
aspects of the ELG legal entity. These have been boilded down to five main questions that served as a starting 
point for the decision which business model ELG should pursue. In D7.8, we discussed them thouroughly and, 
we have revisited these questions over the past months to see if the answers still hold: 

Not-for-profit or for-profit organisation? There was a broad consensus in the consortium-internal discussions 
that the legal entity should be a not-for-profit organisation. This decision is rooted in the overall approach of 
ELG as an initiative from the European LT community for the European LT community. Moving into the for-
profit direction would constitute a significant change of plan, effectively compromising the initiative’s inde-
pendence and ability to be perceived as neutral and non-competitive; this could also jeopardise the initiative’s 

 
14 On the marketplace approach, also see Deliverable D7.3 and D7.4 
15 https://gaia-x.eu 
16 https://www.ai4europe.eu 
17 https://eosc.eu 
18 https://www.nfdi.de 



European Language Grid  
D7.9 Sustainability Plan (Final Version) 

ELG 10/26 
 

political standing with national and international administrations and funding agencies. In addition, the not-for-
profit direction comes with additional benefits (e.g., in terms of taxation, more favourable funding conditions 
when participating in EU projects etc.). 

Distributed team or central location? Due to the fact that the ELG consortium is already a distributed team and 
that the development of the platform and its technical infrastructure is spread across different European coun-
tries, the decision was made to keep this distributed setup and to build the team virtually rather than in one 
physical location. Current technical setups for remote work enable efficient virtual meetings and distributed 
teams are very common in business anyway. The changing work environments that evolved during the pan-
demic years in terms of remote working further reinforced this decision. The suggestion was made to position 
the legal entity’s “headquarter” in the country where the majority of the costs are likely to be incurred, which, 
for the time being, will be the rented cloud infrastructure plus part of the personnel costs. 

Start small or big? Given that developments in the AI/LT field and in Europe as a whole are very dynamic, the 
preparation of a detailed ten-year plan does not seem to be the right approach. Also, the developments around 
the emerging Language Data Space in Europe will impact size and positioning of ELG in the coming years. A 
large organisation with a rigid hierarchical structure is perceived to be an obstacle in our consortium-internal 
discussions. Instead, we favour a flexible and agile setup that can react quickly and efficiently to changes and 
new framework conditions. However, the organisation must be large enough to ensure that the existing infra-
structure and platform can be maintained and extended in a meaningful way and so that growth is possible. 
We currently assume a headcount of 10-15 employees for Phase 3 (see Table 1). 

Abrupt transition or soft launch? While the ELG EU project will end on 30 June 2022, various partners of the 
ELG consortium are involved in a number of new projects, in which the European Language Grid plays a certain 
role. Through these new projects, some of the costs of operating the cloud platform can be covered. This situa-
tion is ideal because it gives the consortium a bit more time and flexibility for completing the overall setup of 
the legal entity. Our goal is to establish the legal entity in the second half of 2022, performing a rather soft 
launch. 

Membership organisation? There are good reasons for having a setup that includes a membership structure, 
especially for actively including the many members of the European LT community and also because member-
ship fees can be considered a constant, reliable source income if the ELG legal entity is able to continuously 
provide added value. On the other hand, the membership fee needs to be reasonable to make sure that inter-
ested parties are not deterred from the very outset. The specifics about fees and membership requirements 
are still under discussion (see also Section 3.6). 

3.3 Assessment of Operational Costs 
Operating the ELG legal entity will create costs, that need to be covered, even if the organisation itself will be a 
not-for-profit one. While the key tangible outcome of the EU project, the implemented and populated cloud 
platform, is an important prerequisite for the legal entity, several additional components need to be put in 
place. Crucially, the legal entity needs a team and director to take care of operations, maintenance and further 
development of the platform, associated tools and the ELG community. The main cost items are as follows: 

Staff Labour costs represent the largest share of the organisation’s expenses. Even a minimal team includes 
employees for operations, development, marketing, support and management. It might not be necessary to 
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hire full-time employees for each of these areas right away but in order to run a successful organisation, a sta-
ble team is essential. 

Cloud hosting To enable the legal entity to operate the ELG platform, a cloud infrastructure (including CPU, 
GPU, RAM, SSD and bandwidth) needs to be rented from a cloud service provider.  

Overhead This refers to costs like rent of office space, hardware like workstations and printers, furniture, elec-
tricity, heating, etc. Even if remote and part-time work might reduce these costs because there is no need to 
rent larger office spaces, overhead still accounts for part of the fixed costs of the organisation. 

Legal Especially in the ramp-up phase of an organisation, comprehensive and sound legal advice is crucial. The 
ELG legal entity will have to draw up and maintain model contracts and service level agreements for its prod-
ucts. Moreover, advice on GDPR, tax legislation and human resources issues is needed. The legal entity will not 
have the capacity for an inhouse legal expert, instead, legal services will be outsourced.  

To facilitate future planning, a preliminary cost-structure has been develope, we prepared a preliminary and 
indicative draft of the estimated costs (Table 1). It illustrates the foreseen soft start of the legal entity, which is 
separated into three phases. The gradual soft launch is meant to go from a small team that is working part-time 
(Phase 1) to a team of 10-15 full-time employees (Phase 3).  

Cost item Phase 1 (start) Phase 2 (ramp-up) Phase 3 (stable) 

Staff 5,000€ 25,000€ 100,000€ 
Cloud hosting 5,000€ 10,000€ 20,000€ 
Overhead 500€ 2,500 7,500€ 
Legal 1,500€ 2,500€ 10,000€ 
Total 12,000€ 40,000€ 137,500€ 

Table 1: Estimated monthly costs in three phases (numbers are preliminary and indicative) 

3.4 Product Portfolio and Revenue Streams 
Together with all partners of the ELG consortium we defined, in a process that included several iterations, a 
portfolio of products that the ELG legal entity can potentially offer. These products are targeted at members of 
the European LT community and also at stakeholders interested in using, implementing, integrating or purchas-
ing European LT. The products are primarily foreseen as revenue streams for the ELG legal entity so that it is 
able to cover the fixed costs associated with operating the ELG legal entity and platform. 

Such a structured portfolio of products, including associated fees, is necessary for eventually preparing the 
budget plan of the legal entity. In the following, we briefly describe the main categories of the ELG product 
portfolio; due to space restrictions we are unable to include all the details. The complete product portfolio can 
be found in Appendix A. Still, the list is not meant to be exhaustive but rather indicative of the overall plan and 
vision of the legal entity. It is also important to note that not all products will be offered right from the start but 
that the set of products will be expanded gradually over time. 

3.4.1 Product Category: Marketplace 

Marketplace Commission ELG features a directory of all European LT developers and can enable a match-mak-
ing process, i.e., ELG facilitates, for potential buyers or integrators of LT, the discovery of the right LT provider. 
In this product, ELG receives a commission from every contract generated through the marketplace (approx. 5-
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10%). This product can be used by commercial LT developers to broaden their reach and to penetrate new mar-
kets, especially if the current is limited or if the developer is operating in a niche. On the demand side, we fore-
see this product to be used by larger organisations that want to buy LT or integrators that need a specific LT for 
a customer project. In order to participate in this marketplace, LT developer companies have to agree and to 
sign a marketplace participation framework agreement.  

Public Request for Bids Model This product is a potential extension of the marketplace commission product: 
Customers can publicly and maybe anonymously post the need for a certain technology or resource or perhaps 
for an integration task and ask supplier companies for bids. Multiple LT developers and integrators can post 
their bids (not publicly) so that the organisation that posted the original request for bids can identify a cost-
effective way to move forward. Posting the original request for bids would require a small fee to be paid. If a 
contract is established, the usual ELG marketplace fee applies on top of this.  

3.4.2 Product Category: Consulting 

Technical ELG Platform Consulting The ELG legal entity has enough expertise so that it can offer various types 
of technical consulting services, for example, regarding ELG, providing or using ELG services, combining ser-
vices, training new models and making them available, i.e., services with a clear focus on the ELG platform, eco-
system and technical basis. This product is likely to be purchased by organisations that have a certain need for 
LT and that want to test and explore certain functionalities, models or tasks, but these organisations realise 
that they need some kind of help, e.g., implementation of prototypes, selection of technologies, evaluations 
etc. Using this product, organisations are able to make full use of the ELG platform and all its services. This 
product can be offered for a one-time fee or, for larger companies, also as part of a framework contract.  

Conceptual ELG Community Consulting This product is similar to the one described above; it primarily makes 
use of the ELG team’s in-depth knowledge of the ELG community, i.e., of the European LT developer or pro-
vider landscape. In that regard, the ELG team can support organisations with a certain need for a general or 
specific type of LT in finding the right technology provider. Customers interested in this type of product know 
that they have a certain need for LT but they are unsure about the concrete next steps, i.e., where and how to 
find the provider company.  

LT Market Intelligence Report The ELG legal entity could exploit its in-depth knowledge of the European LT 
landscape and community and publish an annual or semi-annual market intelligence report about the European 
and maybe also global LT landscape including topics such as, among others, emerging trends, new players and 
rising stars, new projects and success stories. Such market analyses are highly relevant for a larger group of 
stakeholders including larger companies and enterprises (LT developers, LT users), non-governmental organisa-
tions, venture capital companies and others. These reports could be offered for a one-time fee or as packages 
that cover multiple reports with a slightly reduced fee. 

3.4.3 Product Category: ELG APIs 
ELG Power User Flatrate (for commercial users) Through this product, commercial customers get unlimited 
and unrestricted access to the ELG APIs of all integrated services and tools. This product targets companies of 
any type (SMEs, integrators, enterprises) that have to pay a small monthly or annual fee to be able to use it. 
This subscription product provides direct to all ELG APIs for experimentation and evaluation purposes, enabling 
fast comparisons and immediate results. It can also be used to develop smaller LT-driven applications by inte-
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grating ELG APIs into existing systems. Like with many other products, any surplus generated through this prod-
uct will be transferred to those LT developing companies that have provided the ELG-integrated services that 
were used in the relevant month, based on the proportionate number of API calls.  

ELG Power User Flatrate (for academic users) Technically, this product is exactly like the first one but it targets 
academic users exclusively. The monthly or annual fee will be significantly lower than the fee of the power user 
flatrate for commercial users.  

ELG Professional Flatrate Conceptually, this product is similar to the first one but the professional flatrate in-
cludes additional features and support services, e.g., faster tools, more compute resources, faster helpdesk 
support, workflow or pipeline functionality etc. The price of this product will be significantly higher than the 
pricer for the first product.  

3.4.4 Product Category: LT-as-a-Service 
LT-as-a-Service (for commercial users) This product targets commercial LT developers. Paying a certain fee, it 
enables them to host a limited number of LT tools or services within the ELG platform with guaranteed perfor-
mance and availability. In order to be able to host more services or API endpoints in ELG, a different type of 
product needs to be purchased. This product is especially interesting for those companies that do not operate 
their own cloud infrastructures or that are eager to participate in the ELG initiative, i.e., ELG’s LT-as-a-Service 
product can be seen as an alternative to renting cloud infrastructure. Another benefit of this product is that 
companies are able to extend their reach and to open up new markets, i.e., once again ELG can be used as an 
additional sales, promotion and distribution channel. This product can also be set up in multiple tiers, repre-
senting different maximum numbers of services and corresponding prices. While companies have to pay a cer-
tain fee for this product, the different ELG APIs products will generate revenue, from which the companies will 
benefit. In that regard, it is important to identify the right balance over time. 

LT-as-a-Service (for academic users) Technically, this product is exactly like the previous one but it targets aca-
demic users exclusively. The monthly or annual fee will be significantly lower than the fee of the LT-as-a-Service 
product for commercial users. This product also targets research projects, for which ELG can function as a sec-
ondary or maybe even primary dissemination and exploitation channel for their research results. Like the ELG 
power user flatrate for academic users, we consider making this product available for free for academic users if 
and when the ELG legal entity has established stable revenue streams.  

3.4.5 Product Category: Data-as-a-Service 

Data-as-a-Service (for commercial users) This product is very similar to LT-as-a-Service but instead of focusing 
upon running services or tools, it only allows making datasets or other (static) resources available on ELG, 
again, with guaranteed availability. Like LT-as-a-Service, this is an entry level product and, thus, only allows 
hosting a limited number of datasets (or up to a certain amount of data) on ELG. In case of more demand on 
the side of the customer, a different type of product needs to be purchased. This product needs to be priced 
lower than the LT-as-a-Service product. 

Data-as-a-Service (for academic users) Technically, this product is like the previous one but it targets academic 
users. The monthly or annual fee will be significantly lower than the fee of the Data-as-a-Service product for 
commercial users. 
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3.4.6 Product Category: Repository-as-a-Service, Platform-as-a-Service 

Repository-as-a-Service, Platform-as-a-Service Using this product, customers can host whole LT platforms or 
repositories on ELG while the ELG team takes care of all technical aspects including branding, availability, back-
ups etc. This product targets a variety of stakeholders including goverments and ministries (e.g., for hosting 
national LT platforms on ELG), smaller or larger companies, smaller research groups and also whole research 
centres. The idea behind the product is that setting up and operating a cloud with an LT repository requires a 
lot of effort and expertise, which can be fully avoided by purchasing the corresponding ELG product. While the 
branding of the respective hosted platform or repository can be adapted to the brand and logo of the respec-
tive customer on the user interface level, at the same time, all hosted services, tools and other resources are 
automatically also part of the ‘wider’ ELG cloud platform, which will automatically broaden their reach signifi-
cantly. We currently foresee three different tiers of this product: one entry level tier for research groups, one 
for SMEs and research centres and one for national LT repositories. 

3.4.7 Product Category: Events 

Training Events and Tutorials In addition to the more technical products described above, training events and 
tutorials can be offered as products, especially for commercial customers. These can be, among others, general 
ELG-related training events (from half a day to multiple days) where the training relates to the ELG platform, 
using, providing and combining services etc. This type of event can be offered to organisations that have a need 
for certain LT and that want to be able to make the most of the ELG platform. This product is a pre-packaged 
and generic course, while those training events that involve customisation of content, tailoring the course to 
the respective customer and its specific needs, would be rather considered technical ELG platform consulting.  

Annual Conference The annual ELG conference assembles the whole ELG community, including commercial 
and academic participants, related projects and initiatives etc., and also the ELG team. While the annual ELG 
conference organised by the ELG EU project has been free of charge, this model could change (e.g., registration 
fees, sponsorship packages, paid presentation slots, booths for a fee in the industry exhibition etc.).  

3.4.8 Product Category: Marketing and Advertisements 

Conference Sponsorship This product relates to typical conference sponsorship packages, which can be pur-
chased by, typically, companies to position themselves as gold or platinum sponsors of the annual ELG confer-
ence. This product model is well established and accepted in industry and research but to be successful it re-
quires the respective conference to be of very high relevance for its community.  

Online Advertisements The ELG platform could offer a small part of its screen real estate for online advertise-
ments that can be purchased, among others, by members of European LT community to position their products 
or services in a more targeted way on the ELG website, for example, when certain keywords or search terms 
are used. In terms of revenue generated, this product only makes sense if the website has a very high number 
of users. Furthermore, it remains to be discussed and seen if online ads are a welcome addition on the ELG 
website or if they are perceived as not appropriate.  

Sponsored Content Similar to online advertisements, the idea behind this product is that customers can pay a 
small fee to get one or more of their products, services or resources or perhaps even their own organisation’s 
or project’s page in the ELG catalogue featured on the ELG website, clearly marked as “sponsored content” (for 
example, the first search result).  
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Merchandise The final product relates to ELG-branded merchandise, which could be sold online, for example, t-
shirts, hats or pens with the ELG logo.  

3.4.9 Miscellaneous 
In addition to the actual products offered by the ELG legal entity, there are at least three other potential reve-
nue streams or activities related to marketing the ELG products. These additional revenue streams cannot be 
considered products per se.  

Foundations The ELG legal entity could approach one or more foundations with the request to grant financial 
support. In return, the foundations could position themselves as supporters of the ELG initiative.  

Project Grants EU or national project grants are an obvious mechanism to support part of the ELG team and 
platform as well as its operation.  

ELG Use Cases as Show Cases Together with larger enterprises and some of the commercial LT developer com-
panies represented in ELG, interesting and relevant show cases as well as success stories can be published on 
the ELG website, which can function as marketing instruments and testimonials that demonstrate that ELG is 
an important and valuable activity. 

3.5 Governance Structure 
With the decision to register ELG as an association, we are also deciding for a membership framework. This 
means persons and organsiations can register and thus become a member of ELG. The membership comes with 
certain rights and duties that will be detailed in the statutes of the association and the rules of procedure. In 
addition, a membership fee is raised, which depends on the status and size of the organisation and is tiered 
accordingly. The association will have an Executive Board as well as an Advisiory Board. The Executive board 
represents the association judicially and extrajudicially and has the position of a legal representative. Board 
members are bound by the association's statutes and the rules of procedure which determine the organisa-
tional framework for meetings and assemblies. The rules of procedure are binding and cannot be negated or 
corrected by board members without consulting the general members assembly. It remains to be seen, 
whether alongside the Advisory Board, there will be other bodies installed, such as a panel of experts, a budget 
committee, or other working groups or task forces. 

The most important goal remains for ELG to be a community activity and platform that serves community and 
represents its interests. The implementation of a democratic set-up such as the association structure seems 
particularly appropriate to achieve this goal. 

3.6 Summary and Assessment 
The ELG product portfolio is diverse and broad, it offers multiple different options of moving forward under the 
umbrella of the legal entity. As mentioned, we will not start with all products right away but only with a selec-
tion. Before we make the final selection, we will validate the products and their chance of being accepted by 
the European LT community with a number of experts from the field. As the most promising products we cur-
rently perceive the ELG APIs due to the enormous market for this product, the LT-as-a-Service products due to 
a high demand, the marketplace as well as the consulting product. 
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Additionally, we see a lot of potential in offering countries the technical infrastructure for the purpose of sup-
porting national LT platforms. Especially for smaller countries or regions, it is challenging to develop and main-
tain an elaborate technical platform all by themselves. For these, having their National LR/LT Repository hosted 
as a service within ELG can be an attractive offer. For ELG, in return, this appears to be an interesting financial 
pillar to operate such platforms while charging an annual hosting fee.  

Exploiting the ELG platform as the primary dissemination and exploitation channel for research projects is an-
other product idea that has a lot of potential. It enables research projects to fully concentrate their resources 
on the actual research work without a need for developing complicated exploitation plans on their own be-
cause they can fully rely on ELG for this purpose. This approach can increase the general visibility of European 
research results significantly.  

4 Towards a Legal Entity for the European Language Grid 

In this deliverable we present the current state of planning of the ELG legal entity, which is foreseen to be es-
tablished as an eingetragener Verein, e.V., as a registered, not-for-profit association, in the second half of 2022. 
The legal entity will start small, with a soft launch, and is meant to be flexible and agile. The main pillars of this 
overall concept have been under development since late 2019 and cover most of the crucial aspects of the le-
gal entity. In terms of financing, a mixed model is envisaged, driven by the product portfolio (see Section 3.4), 
that includes shared revenue streams through LT provider companies that use ELG as a sales channel and their 
customers who use ELG to find the right providers and suppliers as well as services.  

One aspect that still needs to be specified in more detail is the inclusion and active involvement of the Euro-
pean LT community and the governance structure of the legal entity. As an initiative from the European LT 
community for the community, its involvement is crucial to create trust and transparency as well as to provide 
representation to academic and industrial European LT developers. The proper inclusion of the community in a 
representative manner will require a number of discussions and deliberations. Fortunately, with regard to an 
e.V., these matters do not need to be fully resolved before establishing the organisation but can also be taken 
on board and revised through updates of its statutes.  

Originally we had envisioned to establish the legal entity within the project runtime and to start with a ‘bigger’ 
approach than is currently foreseen. The aforementioned delay of a few months in establishing the entity does 
not pose a problem because the overall framework conditions have changed in the last 12 to 18 months. 

Through recently started and publicly funded projects including ELE, OpenGPT-X, NFDI4DataScience and the 
upcoming EU project DataBri-X, which is about to start in October 2022, we are able to operate the ELG cloud 
platform and we can also perform some maintenance and other ELG-related work, including the extension of 
the ELG platform itself so that it is compatible with the emerging Gaia-X ecosystem. We have also been collabo-
rating with the European AI on demand platform to ensure compatibility of our approaches in terms of seman-
tically describing resources.  

In fact, we see the delay as an advantage, which is, once again, due to the highly dynamic nature of the wider 
field. While it has been known that the European Commission is about to establish a number of data spaces 
from 2023 onwards, including a Language Data Space, the European Union wants to strengthen these data 
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spaces and other relevant activities in the digital area with their own type of legal entity. The European Digital 
Infrastructure Consortium (EDIC) is “a new instrument proposed by the European Commission to help speed up 
and simplify the setup and implementation of multi-country projects, where other existing legal frameworks 
may not be appropriate.”19  The transition into an EDIC could be one long-term scenario for the ELG platform 
and legal entity.  

While the future is always difficult to predict, it is clear already now that over the past three years the interest 
in ELG has risen constantly and that the legal entity that will take over the initiative after the EU project has 
ended has very good starting conditions. The ELG brand has been established in the community and a consider-
able buy-in can be observed already now. However, to take advantage of this momentum, the marketplace, 
broker, dissemination, exploitation and participation model needs to be extremely simple and easy to grasp to 
make sure users understand and accept it and the platform needs to be as user-friendly and all-encompassing 
as possible in every regard, including the various levels of technical interoperability. Quality and security as-
pects play a crucial role and can become the unique selling proposition as opposed to providers of LT services 
from the US or Asia.  

A. Product Planning Sheet 

 
19 https://ec.europa.eu/commission/presscorner/detail/en/QANDA_21_4631 



European Language Grid  
D7.9 Sustainability Plan (Final Version) 

ELG 18/26 
 

Product 
category

Indicative product 
names Product description Customer Type: Who is paying ELG so 

that they can use the product?
Customer Needs: Needs, pains, 

unmet needs, problem statements

Benefit and value of the product for the 
paying customer – why is this product 

attractive for the customer?

Who are the ELG/LT end-users 
of this specific product? 

What's the end-user market 
size of this product?

Product features (later on prioritise 
these using the Kano model)

Development costs created by 
product in ELG (one-time) 
– What are the technical 

prerequisits?

Maintenance and recurrent 
costs created by product in 
ELG so that it can be offered 

(continuously)

Markets Main Competitors 
in this Market

Pricing model 
(subscription vs. one 

time only etc.)
Indicative price Comments or Questions Price/Fee Unit

Customers
per month

or year

Sum
per 

month

Sum 
per year

Percentag
e (year)

Customers
per month

or year

Sum
per 

month

Sum 
per year

Percentage 
(year)

Customers
per month

or year

Sum
per 

month

Sum 
per year

Percentage 
(year)

Potential for ELG's 
sustainability (product is 

able to generate 
significant revenue)

Prerequisites that need to be in place for the 
potential to play out Suppliers Infrastructure 

Costs
Distribution 

Channel
Customer 
Retention

Marketplace 
commission 

* ELG features a directory of all European LT 
developers and can help with the match-making 
process. 
* ELG facilitates, for potential buyers of LT, the 
discovery of the right LT providers. 
* ELG receives a commission from every 
contract generated through the marketplace.

* Commercial LT developers use the ELG 
marketplace to broaden their reach and to penetrate 
new markets.

* Current reach of the respective commercial LT 
developer is limited 
* Commercial LT developer is operating in a 
niche (due to the region, product, marketing 
etc.)

* The commercial LT developer is able to penetrate 
new markets that they could not penetrate without 
ELG. 
* Easy to use mechanisms for service deployment, 
promotion of their offerings and update.
* ELG marketplace as an additional sales channel 
(maybe even as the primary and most effective one 
for many companies).

* Organisations that want to buy LT.
* Integrators that need a specific LT 
for a customer project.

* LT buyers can use ELG to put together a 
shortlist of LT developers that could help 
them with their concrete LT-related need.

* No significant costs associated with 
this product except for smaller UI 
adjustments and product descriptions 
to be featured on the ELG website.

* No recurrent costs associated with 
this product or being listed in the 
marketplace because there is no 
separate marketplace area in ELG.

* Whole European LT market, no 
restrictions with regard to domain 
or type of LT.
* Clear-cut specification of the 
market is difficult due to the 
overlap to AI, media etc.

* ELRA
* CLARIN
* HuggingFace

* Participating LT developer 
companies have to agree and 
to sign a marketplace 
participation framework 
agreement.

* 5-10% of the respective 
contract

* Should signing the marketplace 
participation framework contract be 
obligatory for all LT developers listed in 
ELG?
* Do we have the right categorisation, 
domains, metadata schemas etc. in place 
so that potential buyers can actually find the 
right companies?

2.500 € 5% of a typical LT 
contract brokered 
through ELG for which 
we assume, for now, 
50,000€.

1 2.500 € 30.000 € 7% 2 5.000 € 60.000 € 8% 4 10.000 € 120.000 € 6%

High
* ELG is popular and widely known
* ELG's catalogue is complete or mostly complete
* High demand for "LT made in Europe".

SysEleven ELG platform

Public requests for 
bids – bids model

[This is a potential 
extension to the 
marketplace model 
mentioned above.]

* Customer (LT user/consumer/buyer) publicly 
(but anonymously?) posts a certain need for a 
service or product or integration on the ELG 
website and requests bids from supplier 
companies.
* Multiple LT developers and integrators can 
post their bids (not publicly).

* Customer (LT user/consumer/buyer) is an 
organisation that knows that they need LT but they 
are still looking for the right partner. * Customer pays 
a fee for the public post. If a contract is established, 
the usual ELG marketplace fee applies (see above).

* Customer is looking for the right partner (LT 
provider) who can do the job at the right price 
point. 
* Obviously, the customer already knows that 
they have a certain need for LT.

* Using the product, the customer will receive a 
number of relevant and substantial bids for their 
request. 
* The product helps with matchmaking and finding 
the right partner.

* Organisations that want to buy LT.
* Integrators that need a specific LT 
for a customer project.

* Customers (LT users) can publicly and 
anonymously post requests for bids.
* Later, they receive customised bids and 
offers that fit their needs. 

* Medium effort needed to implement 
the bidding platform. Would need 
research to specify requirements, 
especially the level of detail and how 
to specify and distribute new requests 
etc.

* No recurrent costs associated with 
this product.

* Whole European LT market, no 
restrictions with regard to domain 
or type of LT.
* Clear-cut specification of the 
market is difficult due to the 
overlap to AI, media etc.

n.a. * Posts with a bid cost a fee.
* Participating LT developer 
companies have to sign the 
marketplace participation 
framework agreement. 

* LT user pays small fee to 
post their public request for 
bids.
* LT developer: 5-10% of 
the respective contract

* See above 499 € One time fee for one 
publicly posted 
request for bids.

1 499 € 5.988 € 1% 2 998 € 11.976 € 2% 4 1.996 € 23.952 € 1%

* ELG is popular and widely known
* ELG's catalogue is complete or mostly complete
* High demand for "LT made in Europe".

SysEleven ELG platform

2.500 € 5% of a typical LT 
contract brokered 
through ELG for which 
we assume, for now, 
50,000€.

1 2.500 € 30.000 € 7% 2 5.000 € 60.000 € 12% 4 10.000 € 120.000 € 6%

Technical ELG platform 
consulting

[Similar to the training 
event but the training 
event is more general; 
this consulting product is 
custom-made for a 
specific client]

* General consulting services (regarding ELG, 
ELG services, using ELG services, combining 
services, training new models etc. – all with a 
focus on the ELG platform, ELG ecosystem, 
ELG community, multilingual Europe etc.).

* Organisations that have a need for a certain LT and 
that want to test and explore certain functionalities, 
models, NLP tasks etc. to see if they fit their needs.

* The organisation (i.e., the customer) knows 
that it has a need for a certain LT but they need 
help: implementation of prototypes, selection of 
technologies, evaluations, integration of ELG 
cloud APIs etc. 
* The organisation may have an IT team but 
they are not well versed in LT/AI proper. 
* They need LT but don't know how (or how to 
take the first steps).

* Using the product, the organisation is able to 
make full use of the ELG platform, of all ELG 
services, of the ELG community. 
* Using the product, the organisation is able to 
evaluate if they need LT and how they can integrate 
LT in their systems.

* Users of this product are 
organisations that know that they 
should look into LT more closely and 
that do not have the expertise to take 
the next steps when it comes to using 
ELG.
* This can include the development of 
simple prototypes and showcases.

* This consulting service probably does not 
have and does not need any specific 
features. 
* The product should be based on effort 
needed to meet the customer's needs, e.g., 
organising a workshop, preparing a 
technical document, implementing a demo 
or training a model based on customer data.

* For this product to make sense, 
ELG should be filled with many 
different technologies and data sets 
that can be combined in a flexible 
way (workflows, pipelines, dynamic 
training etc.). 
* The more flexibility the platform 
provides, the better.

* No recurrent costs associated with 
this product except for trying to make 
the platform as feature-rich and as 
flexible as possible.

* Whole European LT market, no 
restrictions with regard to domain 
or type of LT.
* Clear-cut specification of the 
market is difficult due to the 
overlap to AI, media etc.
* These are not expert 
organisations, probably not IT 
organisations.

* Highly specialised 
consulting and 
integration companies
* Microsoft Cognitive 
Services
* IBM Watson
* Google services etc.

* One time fee
* Framework contract

* Package fee for 
prototypes or experiments.
* More expensive fee for 
tasks that require research 
or other additional work.

* Similarity between this and the next 
product: customers interested in this 
product are smaller and more non-technical 
in nature. 
* Technical needs of the customer can be 
addressed, for now, using the ELG platform 
as such (including its limitations).

12.500 € One time fee 1 12.500 € 3% 2 25.000 € 2% 3 37.500 € 2%

Medium to High

* ELG catalogue is filled with many different services 
and data sets.
* Workflows and pipelines can be easily created, tested 
and deployed.
* ELG team has capacity to carry out experiments and 
to implement prototypes.

SysEleven ELG platform

Conceptual and 
technical ELG 
community consulting

["manual" matchmaking; 
"curated" matchmaking]

* The ELG team has in-depth knowledge of 
European LT provider landscape and can 
support in finding the right player(s) for a given 
job (project description and its specific 
requirements)

* Organisations that have a need for certain LT.
* These are non-expert organisations that are 
uncertain, which LT developer to subcontract or what 
to do next in particular. 
* These organisations include, among others, 
consultancies and integrators.

* The organisation (i.e., the potential customer) 
knows that it has a need for certain LT but they 
need help in taking the next step, i.e., in 
selecting the right contractor. 
* They know they need LT but don't know who 
to work with as a service provider.

* Using this product, the organisation is able to 
make full use especially of the ELG community, 
especially with regard to the jungle of European LT 
developing companies and also integrators who can 
help them realise the complex LT-related need they 
have.

* Users of this product are 
organisations that know that they need 
a certain LT and that probably also 
know that they have certain 
requirements but the organisations 
have problems navigating the 
European landscape of LT developing 
organisations.

* This consulting service probably does not 
have and does not need any specific 
features. 
* The product should be based on effort 
needed to meet the customer's needs, 
especially with regard to short-listing those 
LT developing companies that could meet 
the customer's needs.

* No significant costs associated with 
this product except for smaller UI 
adjustments and product descriptions 
to be featured on the ELG website.

* No recurrent costs associated with 
this product.

* Whole European LT market, no 
restrictions with regard to domain 
or type of LT; 
* Product especially addresses 
the market of those organisations 
that are not sure if they really 
need LT or which LT 
developer/supplier to contract.

* Highly specialised 
consulting and 
integration companies
* Microsoft Cognitive 
Services
* IBM Watson
* Google services etc.

* One time fee
* Framework contract

* Package fee for easy 
tasks;
* More expensive fee for 
tasks that require research 
or other additional work.

* Similarity between this and the previous 
product: customers interested in this 
product are bigger and maybe more 
technical in nature. * Technical needs 
cannot be addressed by ELG because 
higher performance or more throughput is 
needed, i.e., the customer's use cases can 
only be addressed by using a bigger, more 
mature, more performant platform than ELG 
(e.g., bulk video stream processing).

7.500 € One time fee 1 7.500 € 2% 2 15.000 € 1% 3 22.500 € 1%

Medium to High

* ELG's catalogue is complete or mostly complete
* ELG team has intimate knowledge of the European LT 
developer landscape and can help with the 
matchmaking.

SysEleven ELG platform

LT market intelligence 
report

* Annual or semi-annual market intelligence 
report about the European and perhaps also 
global LT landscape – emerging trends, new 
players and rising stars, new projects, success 
stories

* Organisations interested in a market analysis and 
intelligence report with regard to the European 
landscape. 
* Could be investors or VC companies, angels, (very) 
large LT developers from Europe or abroad, or (very) 
large enterprises from other sectors who want to get 
an overview of the wider European landscape. 
* Stakeholders interested in the product also include 
LT consumers and providers (competitive 
intelligence).

* Need is to get a detailed, objective and 
unbiased analysis of the European LT 
landscape and market (for a number of different 
reasons, depending on the relevant type of 
organisation).

* The annual ELG LT market intelligence report can 
pinpoint emerging trends, new players, rising stars, 
new technologies, new projects and success 
stories, which will all be relevant for informed 
decision making.

n.a. * Statistics about various stakeholder types, 
development over time, market size, new 
developments etc.

* No significant costs associated with 
this product except for desk research, 
analysis of the ELG catalogue, 
additional phone calls, interviews, 
surveys etc.; product requires 
significant amount of expertise 
developing a report that provides 
meaningful and substantial 
information.

* Most of the desk research needs to 
be carried out again for each new 
iteration of the report.

* (Very) large companies 
developing LT; 
* (Very) large companies and 
enterprises potentially interested 
in LT; 
* VC companies, investors, 
angels.

* CSA Research
* IDC
* Slator
* TAUS
* Nimdzi
* LT Innovate

* One time fee or perhaps a 
subscription model

* 4,999€ for commercial 
stakeholders (?)

* Similar to CommonSenseAdvisory, 
Nimdzi, LT Innovate and also to Robert 
Dale's newsletter

4.999 € One time fee to 
download the annual 
report

0 0 € 0% 5 24.995 € 7% 20 99.980 € 5%

Low to Medium

* ELG's catalogue is complete or mostly complete
* ELG team has intimate knowledge of the European LT 
developer landscape and can help with the 
matchmaking.
* ELG team has sufficient expertise for the production of 
such market intelligence reports.
* ELG team has sufficient resources for the production 
of such market intelligence reports.

External 
analysts / 
content 
producers

ELG Platform, 
ELT website, 
Social media

ELG Power User 
flatrate (for commercial 
users)

* Customer gets access to all ELG APIs in an 
unrestricted way
* No bottlenecks, no limits, no throttling

* Commercial LT users of any type (SMEs, 
integrators, corporate etc.) pay a fee and can access 
all ELG LT services through our cloud APIs without 
any restrictions.

* Product serves two different needs: 
* Direct access to all ELG LT APIs for 
experimentation and evaluation purposes, 
enabling fast comparisons and immediate 
results, maybe even using an organisation's 
own test suites.
* Developing smaller LT-driven applications by 
integrating the ELG APIs in existing systems.

* Direct and immediate access.
* Internal tests or use of internal test suites can be 
easily accomplished.
* No need to set up any models or tools 
themselves. API-based access ready to use.
* Fast and efficient rapid prototyping.

* Any commercial LT users that have 
already identified a need for the use of 
LT. These companies know that they 
need a certain type of LT and want to 
integrate it themselves.
* Size of this market is unknown, we 
assume it's big.

* Unlimited access to all ELG LT APIs.
* Extensive documentation.
* Helpdesk with certain availability (but see 
"ELG Professional flatrate").

* Development costs of this product 
are limited; to guarantee decent 
performance of all services the 
infrastructure should be substantially 
enlarged. 
* We need GPU support for compute-
heavy LT services.

* Rather low. * Any type of commercial 
company that is already aware of 
the fact that they need to 
integrate LT using REST APIs.

* Inten.to 
* HuggingFace 
* NLPCloud.io 
* MS Cognitive Services
* Google Services

* Subscription model (monthly 
or yearly).

* 100€ per month (?)
* 1,000€ per year (?)

* REST API based use/access has only 
limited value. 
* We can assume that this product does not 
cannibalise the core market of the LT 
provider.
* We probably have to make sure that 
reselling or remarketing the services 
through ELG is forbidden.

99 € Monthly fee 25 2.475 € 29.700 € 7% 50 4.950 € 59.400 € 8% 100 9.900 € 118.800 € 6%

Medium

* ELG platform needs to be substantially enlarged to 
guarantee a reasonable performance of, ideally, all 
services.
* GPU support needs to be realised for the compute-
heavy services.
* Billing, invoicing, payment etc. needs to be 
implemented.

SysEleven ELG platform

ELG Power User 
flatrate (for academic 
users)

* Customer gets access to all ELG APIs in an 
unrestricted way
* No bottlenecks, no limits, no throttling

See above but: academic users See above See above See above but: academic users see above See above See above See above but: academic users * Inten.to 
* HuggingFace 
* NLPCloud.io 
* MS Cognitive Services
* Google Services

See above * 10€ per month (?)
* 100€ per year (?)

* Maybe foresee the whole of ELG free of 
charge for academic users? 
* Many funding agencies require research 
outputs to be made available to other 
research organisations either free of charge 
or for a minimal fee.

10 € Monthly fee 5 50 € 600 € 0% 15 150 € 1.800 € 0% 30 300 € 3.600 € 0%

Low

* ELG platform needs to be substantially enlarged to 
guarantee a reasonable performance of, ideally, all 
services.
* GPU support needs to be realised for the compute-
heavy services.
[* Billing, invoicing, payment etc. needs to be 
implemented.]

SysEleven ELG platform

ELG Professional 
flatrate

* Customer gets access to all ELG APIs in an 
unrestricted way
* No bottlenecks, no limits, no throttling
* Additional features or support services (e.g., 
faster cloud, more compute, better helpdesk 
services, workflow or pipeline functionality etc.).

See above See above See above See above See above See above See above See above * Inten.to 
* HuggingFace 
* NLPCloud.io 
* MS Cognitive Services
* Google Services

See above * 500€ per month (?)
* 5000€ per year (?)

See above 499 € Monthly fee 10 4.990 € 59.880 € 14% 20 9.980 € 119.760 € 4% 30 14.970 € 179.640 € 10%

Medium see above

SysEleven ELG platform

LT as a Service (for 
commercial users)

* Commercial customer can host a limited 
number of LT services on ELG 
* Guaranteed performance and availability

* Commcercial LT developer pays ELG to be able to 
host a certain number of REST endpoints on ELG 
(maybe up to ten?) so that they are part of the ELG 
platform. 
* If they want to host more endpoints on ELG they 
need to get the RaaS product, which provides a 
higher number of endpoints.

* Setting up and operating your own cloud takes 
a considerable amount of effort and expertise. 
* ELG takes care of this including operation, 
maintenance, legal aspects.
* All resources and services are already part of 
ELG when hosted by ELG.

* Customer can rent cloud space or get the ELG 
LTaaS product so that they don't have to set it up 
and operate it themselves. 
* Side effect: all services and data sets are 
immediately part of ELG.

* Whole European landscape of 
commercial LT developers, especially 
those that don't operate their own 
cloud environment.

* The LTaaS product is limited to a certain 
number of REST endpoints. 
* If the customer wants to host more 
services on ELG they need to purchase the 
RaaS product.

* Medium, the main functionality 
exists but payment, billing, invoicing 
etc. still need to be implemented.

* Low to medium. The amount of 
effort needed for operations 
(including monitoring and analytics 
etc.) is still a bit unknown.

* 1000+ LT developing 
companies.

* HuggingFace (with 
limitations)

* Monthly or yearly.
* My thinking has always been 
one tier but it can also be 
done in three tier (up to 5 
services, up to 15 services, up 
to 30 services or so).

* 1,000€ per month (?)
* 10,000€ p.a. (?)

* This is the entry level product for RaaS;
* We have to draw a good line between 
LTaaS and DaaS and RaaS. Once a 
customer has uploaded more than a certain 
number of LT services or data sets, then 
they have to upgrade to RaaS.
* Channel money from EU projects into the 
legal entity by asking SMEs and research 
groups to set up subcontracts with ELG.

999 € Monthly fee 5 4.995 € 59.940 € 14% 10 9.990 € 119.880 € 8% 20 19.980 € 239.760 € 13%

High

* ELG is popular and widely known
* ELG is widely perceived to be helpful and a general 
purpose toolbox for all sorts of LT
* High demand for "LT made in Europe"
* European LT landscape recognises the added value of 
ELG and is willing to pay a certain fee to actively 
contribute to ELG and to get a certain visibility on ELG 
as well as to get a steady stream of incoming revenue 
through the ELG marketplace.

SysEleven ELG platform

LT as a Service (for 
academic users)

* Academic customer can host a limited number 
of LT services on ELG 
* Guaranteed performance and availability

See above but: academic users See above See above * Whole European landscape of 
academic LT developers.

See above See above See above * 600+ research groups * HuggingFace (with 
limitations)

* Monthly or yearly.
* My thinking has always been 
one tier but it can also be 
done in three tier (up to 5 
services, up to 15 services, up 
to 30 services or so).

* 50€ per month (?)
* 500€ p.a. (?)

Alternative: free

* Should this be free for academia?
* Otherwise: see above

49 € Monthly fee 5 245 € 2.940 € 1% 10 490 € 5.880 € 0% 15 735 € 8.820 € 0%

Low

* ELG is popular and widely known
* ELG is widely perceived to be helpful and a general 
purpose toolbox for all sorts of LT
* High demand for "LT made in Europe"
* Academic European LT landscape recognises the 
added value of ELG and is willing to pay a small fee to 
actively contribute to ELG and to get a certain visibility 
on ELG as well as to get a steady stream of incoming 
revenue through the ELG marketplace.

SysEleven ELG platform

Data as a Service (for 
commercial users)

* Commercial customer can host a limited 
number of data sets on ELG
* Guaranteed availability

Same as above Same as above Same as above * Whole European landscape of 
commercial LT developers.

Same as above Same as above Same as above Same as above * ELRA
* OPUS
* CLARIN
* Zenodo
* OpenAIRE
* TAUS etc.

Same as above * 500€ per month (?)
* 5,000€ p.a. (?)

Same as above 499 € Monthly fee 5 2.495 € 29.940 € 7% 10 4.990 € 59.880 € 4% 20 9.980 € 119.760 € 6%

High Same as above

SysEleven ELG platform

Data as a Service (for 
academic users)

* Academic customer can host a limited number 
of data sets on ELG
* Guaranteed availability

Same as above Same as above Same as above * Whole European landscape of 
academic LT developers.

Same as above Same as above Same as above Same as above * ELRA
* OPUS
* CLARIN
* Zenodo
* OpenAIRE
* TAUS etc.

Same as above * 25€ per month (?)
* 250€ p.a. (?)

Alternative: free

Same as above 25 € Monthly fee 3 75 € 900 € 0% 10 250 € 3.000 € 0% 15 375 € 4.500 € 0%

Low Same as above

SysEleven ELG platform

* Repository as a 
Service
* Platform as a Service

* Customer can host whole repositories on ELG 
while ELG takes care of hosting, branding, 
availability, backups etc.

* Multiple stakeholder groups as customers: 
  * Governments and ministries 
  * Companies 
  * Research centres 
  * Research groups at universities

* Setting up and operating a cloud or repository 
takes a lot of effort and expertise.
* ELG takes care of operation, maintenance 
and legal aspects. 
* All resources and services are part of ELG 
when hosted by ELG.

* Renting and operating a repository easily takes 2-
3 FTE per year. 
* Using ELG's RaaS product, customers can 
customise the look and feel of their repository to fit 
their own CI. 
* All resources are immediately part of the ELG 
when hosted on ELG.

* Governments and ministries 
* Companies 
* Research centres 
* Research groups 

* Set up, configuration, operation, backup, 
UI customisable to customer's CI (but 
repository still identifiable as an ELG 
repository)
* Included: dedicated third level domain 
(name of organisation).
* Three different tiers:
  - Research group
  - SME, research centre
  - National LT repository
* Concrete features and technical 
restrictions of the three levels still need to be 

* High, the meta level of running an 
instance of ELG within ELG needs to 
be developed.

* High, it is safe to assume that 
running such a small, medium, big 
repository will require a substantial 
amount of human resources.

* 1000+ LT developing 
companies
* 600+ research groups
* 20+ European countries.

n.a. * Yearly or bi-yearly 
subscription model
* Three different tiers

* Tier 1 – Research group: 
5,000€ p.a.
* Tier 2 – SME, research 
centre: 25,000€ p.a.
* Tier 3 – National 
repository: 75,000€ p.a.

* We have to draw a good line between 
LTaaS and DaaS and RaaS. Once a 
customer has uploaded more than a certain 
number of LT services or data sets, then 
they have to upgrade to RaaS.
* Channel money from EU projects into the 
legal entity by asking SMEs and research 
groups to set up subcontracts with ELG.

5.000 € Annual fee 1 5.000 € 1% 5 25.000 € 3% 9 45.000 € 2%

* ELG is popular and widely known
* ELG is widely perceived to be helpful and a general 
purpose toolbox for all sorts of LT
* High demand for "LT made in Europe"
* European LT landscape recognises the added value of 
ELG and is willing to pay a certain fee to actively 
contribute to ELG and to get a certain visibility on ELG 
as well as to get a steady stream of incoming revenue 
through the ELG marketplace.

SysEleven Clone of ELG 
platform

25.000 € Annual fee 2 50.000 € 12% 4 100.000 € 7% 6 150.000 € 8%
75.000 € Annual fee 0 0 € 0% 2 150.000 € 10% 4 300.000 € 16%

Training events and 
tutorials

* General ELG-related training events (from half-
day to full week). 
* Training relates to ELG itself, using services, 
providing services, combining services, training 
new models etc.
* Focus on ELG platform, ELG ecosystem, ELG 
community, multilingual Europe etc.

* Organisations that have a need for certain LT and 
that want to be able to make the most of the ELG 
platform.

* The customer knows that they have a need for 
using the ELG platform but they don't know 
how. 
* The organisation maybe has an IT department 
or an IT partner but they are not well versed in 
LT/AI proper. 
* They know they need LT and they also know 
that ELG could help them but they need 
additional help to be able to use ELG.

* Using this product, the organisation is able to 
make full use of ELG, of ELG services, of the ELG 
community. 
* Using this product, the organisation is able to 
evaluate if they need LT in their systems and how 
they can integrate LT in their systems.

* Buyers of this product are 
organisations that know that they 
should look into LT more closely and 
that do not have the technical or 
conceptual expertise to take the next 
steps when it comes to using ELG. 
Could include the development of 
prototypes and showcases.

* Can be offered in different variations, half-
day to full-week, covering only the basics vs. 
application development with ELG. 
* Couse material can be packaged in 
different ways and customised to the 
requirements of the client but the material 
itself is not custom-made for the client (in 
contrast to the corresponding consulting 
product).

* For this product to make sense in 
the long run, the ELG platform should 
be filled with many different 
technologies and data sets that can 
be combined in an easy and flexible 
way (workflows, pipelines, dynamic 
training etc.). The more flexibility the 
platform provides, the better.

* No recurrent costs associated with 
this product except for the 
development of the training material 
and keeping it up to date.

* Product esp. addresses the 
market of those organisations that 
already know that they should 
look into LT more closely but that 
are not sure how ELG is used in 
practice; these are not expert 
organisations, probably not even 
IT organisations.

n.a. * One time fee
* Framework contract

* From 2.500€ to 10.000€, 
depending on the length 
and depth of the training 
event.

* Similar to the technical consulting product 
but the training event is general and 
generic; 
* Consulting product is custom-made for a 
specific client.

Industry: for a fee
Academia: free (?)

2.500 € Paying participants of 
training events per 
year

25 62.500 € 14% 50 125.000 € 17% 75 187.500 € 10%

Low to Medium

* ELG is popular and widely known
* ELG is widely perceived to be helpful and a general 
purpose toolbox for all sorts of LT
* High demand for "LT made in Europe".

Online 
conference / 
webinar tool 
supplier / 
Trainer

ELG platform, 
ELT website, 
Social media

Annual conference * The Annual ELG conference assembles the 
ELG team and community including commercial 
and academic members of ELG, related 
projects and initiatives, representatives of 
funding agencies and the EU etc.

* Various stakeholders are interested in learning the 
most recent developments around ELG, success 
stories, products built on top of ELG, results in the 
EU, showcase projects, products, services

* Paying customers have purchased a ticket or 
a sponsorship package (see below) for the 
conference.
* Stay informed and position their organisations 
as supporters of ELG.

* Visibility and positioning as active members and 
supporters of ELG.

n.a. * Typical features of an attractive 
conference, i.e., strong programme, 
excellent speakers, relevant topics, good 
connections to make
* Entertainment

* Actual development costs relate to 
the organisation of the conference 
including venue, PR materials, 
marketing, website, programme 
brochure, speaker relations etc.

* Recurrent costs especially relate to 
communication, keeping everybody 
informed, newsletter preparation and 
circulation etc.

* Whole European LT landscape 
including industry and research 
and also including related fields, 
related projects etc.

* LREC, ACL, EACL, LT 
Innovate Summit, MT 
Summit, GALA, EBDVF 
and other European 
events, regional AI and 
LT conferences

* One time fee * Different prices for the 
different pieces of the 
overall product (see 
comment to the right)

* Typical business model for a commercial 
conference (mix of registrations fees, 
sponsorship packages, paid presentation 
slots, industry exhibition etc.); 
* Could be built around META-FORUM.

250 € Paying participants of 
the annual conference

100 25.000 € 6% 150 37.500 € 3% 250 62.500 € 3%

Medium to High

* ELG is popular and widely known.
* ELG has been successfully established as the primary 
platform for the European LT community.
* Annual conference is perceived to be helpful and 
important.
* High demand for "LT made in Europe".

Conference 
venue, 
catering, 
technical / AV 
support 
provider

ELG Platform, 
ELT website, 
Social media

Conference 
sponsorship

* Sponsorship of annual ELG conference * Organisations that want to position themselves as 
supporters, friends, members of the ELG community.

* Sponsor has identified a need to market itself 
and to position itself as a supporter of ELG.

* Position the sponsor as a supporter, friend, 
member of the ELG community.

n.a. * Increasingly expensive sponsorship 
packages come with an increasing number 
of perks.

n.a. * Costs for advertisings customer 
service

* Commercial LT developers and 
related organisations including AI, 
data science, data curation, large-
scale projects etc.

See above * Different sponsorship 
packages and levels

* Different prices for the 
different levels 
  * Bronze: 2000€ 
  * Silver: 5000€
  * Gold: 10000€

* Typical sponsorship packages Annual revenue 
through conference 
sponsorship

10.000 € 2% 15.000 € 1% 20.000 € 1%

Low to medium

* ELG is popular and widely known.
* ELG has been successfully established as the primary 
platform for the European LT community.
* Annual conference is perceived to be helpful and 
important.

ELG Platform, 
ELT website, 
Social media

Online ads * Regular online ads from the broader ELG 
ecosystem and community that we put on the 
ELG website

* Organisations that want to advertise their products 
or services on the ELG website using the right search 
terms and keywords.

* Advertise and sell services, resources or 
products.

* Direct access to the European LT community and 
to potential customers or users of European LT.

n.a. * Regular online advertisement. n.a. * Website support costs * All users of the ELG, i.e., all 
members of the commercial or 
academic European LT 
landscape, including potential 
users and buyers.

n.a. * Regular online ad pricing 
model.

* Based on the calculation 
under comments and 
assuming 100 clicks: 45€

* Whenever users click on an ad, a small 
amount, usually about 15 cents, goes to the 
website owner from the advertiser or its 
agent. 
* A website that generates 1000 ad clicks 
per day would earn its owner $15 daily or 
$450 monthly.

Monthly revenue 
through online ads

500 € 6.000 € 1% 750 € 9.000 € 1% 1.000 € 12.000 € 1%

Low

* ELG is popular and widely known
* ELG has been successfully established as the primary 
platform for the European LT community and has a 
substantial number of users on the website.

e.g. AdSense / 
Google Ads 

ELG Platform

Sponsored content * First result of search or a specific list shown in 
the catalogue (marked as "sponsored")

* ELG members that want to advertise their products 
or services, available through the ELG, on the ELG 
website using emphasised search results or 
catalogue listings.

* Advertise and sell services, resources or 
products.

* Direct access to the European LT community and 
to potential customers or users of European LT.

n.a. * Regular ELG catalogue entry that is listed 
first (for certain search terms or facets), 
marked as "sponsored".

* Small development effort to 
implement the feature for marking a 
resource or service as "sponsored" 
for a certain amount of time (incl. 
billing).

* Website support costs * All users of ELG, i.e., all 
members of the commercial or 
academic European LT 
landscape.

n.a. * Time-based (one week, one 
month) but with restrictions to 
avoid over exposure.

* 250€ per month (?) * Sponsored service
* Sponsored data set
* Sponsored company
* Sponsored project

Monthly revenue 
through sponsored 
content

250 € 3.000 € 1% 500 € 6.000 € 0% 1.000 € 12.000 € 1%

Low

* ELG is popular and widely known
* ELG has been successfully established as the primary 
platform for the European LT community and has a 
substantial number of users on the website.

SysEleven ELG platform

Merchandise * ELG merchandise (caps, t-shirts, corona 
masks, bags, pens, mugs etc.)

* Long-term friends and supporters of ELG want to 
identify themselves so strongly with ELG that they buy 
ELG-branded merchandise.

* Customer has a need to identify themselves 
with ELG.

* Identifcation with ELG. n.a. * Typical merchandise (caps, t-shirts, corona 
masks, bags, pens, mugs etc.)

* ELG-branded merchandise could be 
sold through the ELG website or 
through a provider (e.g., spreadshirt).

* Minimal costs to come up with the 
templates and branding

* Long-term friends and 
supporters of ELG.

n.a. * One time fee * Usual prices, depending 
on product

* More typical use case for ELG-branded 
merchandise is probably to use it as give-
aways in business meetings and at the 
conference.

Monthly revenue 
through online shop 
(ELG merchandise)

50 € 600 € 0% 75 € 900 € 0% 100 € 1.200 € 0%

Very low

* ELG is popular and widely known
* ELG has been successfully established as the primary 
platform for the European LT community.
* ELG is widely perceived to be helpful and a general 
purpose toolbox for all sorts of LT
* High demand for "LT made in Europe".

Printer, 
designer

conferences, 
online shop :-)

431.988 € yearly 1.034.971 € yearly 1.889.012 € yearly

35.999 € monthly 86.248 € monthly 157.418 € monthly

Year 3Year 2Year 1

Marketplace:

1) Commission
2) Public requests 

for bids

Consulting:

1) Technical ELG 
platform 

consulting
2) Conceptual and 

technical ELG 
community 
consulting

3) LT market 
intelligence report

Real ELG Use Cases as Show Cases and 
Testimonials

ELG could convince one or more foundations to grant financial support through foundation money. In 
return, the foundations could position themselves as supporters of the ELG initiative.

EU grants or national project grants are an obvious mechanism to support part of the ELG team and 
operation.
Together with larger enterprises and some of the commercial LT developer companies represented in 
ELG we could provide interesting show cases and success stories for the ELG website, which can 
function as marketing instruments and as testimonials that demonstrate that ELG is an important and 
valuable activity.

In addition to the products offered by the ELG legal entity (see above) there are other potential incoming revenue streams or important 
activities related to marketing the ELG products. These additional incoming revenue streams, which are not products as such, are briefly 
listed below.

Medium

Very highRaaS, PaaS 

Foundations

Project Grants

Events

1) Training events 
and tutorials

2) Annual 
conference

Marketing, 
advertisement

1) Conference 
sponsorship
2) Online ads
3) Sponsored 

content
4) Merchandise

LTaaS

This group of 
products is the 
complement to 

ELG APIs.

1) LT as a Service 
(industry)

2) LT as a Service 
(academic)

DaaS

This group of 
products is the 
complement to 

ELG APIs.

1) Data as a 
Service (industry)

2) Data as a 
Service (academic)

ELG APIs

This group of 
products is the 
complement to 

LTaaS and DaaS.

1) ELG Power User 
flatrate (industry)

2) ELG Power User 
flatrate (academic)

3) ELG 
Professional 

flatrate

Sum: Sum: Sum:

FIXME: Include 
columns in the main 
table.

FIXME: Maybe include one additional 
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B. Presentation “ELG Legal Entity and Products”, META-FORUM 2022 

ELG Legal Entity and Products

Georg Rehm (DFKI)

georg.rehm@dfki.de

08/09-06-2022 META-FORUM 2022 – Joining the European Language Grid (hybrid conference)

http://www.european-language-grid.eu – http://european-language-equality.eu
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ELG: Goals and Objectives

• Establish ELG as the primary platform and marketplace for commercial 
and non-commercial LTs.

• Enable the European LT community to upload services and data sets into the ELG, 
to make them available, to deploy them and also to connect with, and make use of 
resources made available by others.

• Help establish the Multilingual Digital Single Market.

• To achieve the required scale, we need, among others: high availability and performance 
of the cloud platform; SLAs for (paid) services that are applied in real industrial settings; 
billing; support; maintenance and further development etc.

• These characteristics create various non-trivial costs.

META-FORUM 2022 3

Costs

• Cloud hosting (CPU, GPU, RAM, SSD) and bandwidth
• Team

◦ Operations
◦ Development
◦ Accounting
◦ Marketing, sales, communication
◦ Support (e.g., service helpdesk)
◦ Management

• Legal (SLAs, contracts, GDPR etc.)
• Misc. (rent, hardware, electricity etc.)

META-FORUM 2022 4
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Towards a Sustainable European Language Grid

• Our goal for ELG is to be a sustainable, long-term activity.

• ELG is an initiative from the European LT community for the European LT community.

• Support through the EU project ELG and also the very limited resources available in ELE 
will end in a few weeks (30 June 2022). 

• To be able to continue operating the ELG platform, we need to be able to cover the 
incurred costs on a long-term basis.

• The platform should also be able to evolve with changing needs by its users.

• Goal: establish a legal entity including business and operations plan.

META-FORUM 2022 5

Expectations expressed by ELG’s SME Partners

• Sales channel: ELG is understood as a channel to promote and sell products and services. 
• Strategy and collaboration: Europe has strengths in certain areas and language 

combinations but new opportunities can only be reached by joining forces.
• Buy-in from the whole community: ELG must be positioned in the right way with regard 

to other infrastructures, e.g., a controlled transition from META-SHARE to ELG should be 
achieved. ELG should be supported and actively used, by national centres and institutions. 

• Information channel: The relevance, understanding and benefits of LT for companies of 
all sizes needs to be increased. ELG could keep interested stakeholders informed.

• Interoperability: ELG should become part of the larger ecosystem of infrastructures 
around AI and data (AI-on-demand platform, Gaia-X, NFDI etc.), ideally ELG should be 
fully interoperable with these infrastructures. Furthermore, ELG needs to be compatible 
with existing businesses and should not duplicate existing systems.

META-FORUM 2022 6



European Language Grid  
D7.9 Sustainability Plan (Final Version) 

ELG 22/26 
 

Key Aspects of the ELG Legal Entity

• Not-for-profit rather than a for-profit organisation – we have large consensus that ELG 
should be a not-for-profit organisation.

• Distributed team rather than one central location. The ELG team is already spread 
throughout Europe – we keep this distributed setup and will build the team virtually. The 
suggestion was made to position the headquarter in the country where the majority of 
the costs are likely to be incurred (at the moment, the cloud infrastructure). 

• Start small rather than big – given that the developments in the AI/LT field and in Europe 
as a whole are very dynamic. We favour a flexible and agile setup that can react quickly 
and efficiently to changes and new framework conditions. 

• Soft launch rather than an abrupt transition – through several new projects, in which ELG 
plays a certain role, we are in the comfortable position to be able to perform a soft 
launch, which also reduces the pressure.

• Marketplace, broker, dissemination, exploitation, participation model must be simple.
META-FORUM 2022 7

Assessment of Monthly Operational Costs

META-FORUM 2022 8

Cost Item Phase 1 (Start) Phase 2 (Ramp-up) Phase 3 (Stable)

Staff 2,500€ 25,000€ 100,000€

Cloud hosting 2,500€ 10,000€ 20,000€

Overhead 500€ 2,500€ 7,500€

Legal – 2,500€ 5,000€

Total 5,500€ 40,000€ 132,500€



European Language Grid  
D7.9 Sustainability Plan (Final Version) 

ELG 23/26 
 

Product Portfolio

• Together with all ELG consortium partners we defined, in several iterations, a portfolio of 
products that the ELG legal entity can potentially offer.

• The products are targeted at members of the European LT community and also at 
stakeholders interested in using, implementing, integrating or purchasing European LT.

• The products are foreseen as revenue streams for the ELG legal entity so that it is able to 
cover the fixed costs associated with operating the ELG legal entity and platform.

• Product portfolio is necessary for preparing the overall budget plan of the legal entity.
• The following slide shows our main design and planning instrument.
• The slide after shows the main product categories. Details cannot be covered.

META-FORUM 2022 9
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Columns (left to right)
• Product category
• Product name
• Product description
• Customer type: who is 

paying ELG so that they 
can use this product?

• Customer needs
• Benefit and value of the 

product for the paying 
customer

• Who are the ELG/LT 
end-users of this 
specific product?

• Product features
• Development costs 

created by this product
• Maintenance and 

recurrent costs created 
by the product in ELG

• Main competitors
• Pricing model
• Indicative price
• Open questions
• Example calculation 

(year 1, year 2, year 3)
• Potential for ELG’s 

sustainability
• Prerequisites
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Product Categories
• Marketplace
• Marketplace Commission
• Public Request for Bids Model
• Consulting
• Technical ELG Platform Consulting
• Conceptual ELG Community Consulting
• LT Market Intelligence Report
• ELG APIs
• ELG Power User Flatrate (for commercial users)
• ELG Power User Flatrate (for academic users)
• ELG Professional Flatrate
• LT-as-a-Service
• LT-as-a-Service (for commercial users)
• LT-as-a-Service (for academic users)
• Data-as-a-Service
• Data-as-a-Service (for commercial users)
• Data-as-a-Service (for academic users)

• Repository-as-a-Service as well as
Platform-as-a-Service

• Events
• Training Events and Tutorials
• Annual Conference
• Marketing and Advertisements
• Conference Sponsorship
• Online Advertisements
• Sponsored Content
• Merchandise
• Miscellaneous (additional revenue streams)
• Foundations
• Project Grants
• ELG Use Cases as Show Cases

META-FORUM 2022 11

Product Portfolio: Summary and Assessment

• The ELG product portfolio is diverse & broad, it offers multiple options of moving forward.
• Not all products will be offered right from the start of the legal entity.
• Before we make the final selection, we will validate the products and their chance of 

being accepted by the European LT community with a number of experts from the field.
• We consider most promising: ELG APIs (due to the enormous market), LT-as-a-Service

(due to high demand), the Marketplace as well as the Consulting product.
• We also see a lot of potential in offering countries the technical infrastructure for the 

purpose of supporting national LT platforms. Especially smaller countries could have their 
National LR/LT Repository hosted as a service within ELG.

• Exploiting ELG as the primary dissemination and exploitation channel for research 
projects is another product with a lot of potential. It enables projects to concentrate on 
the actual research work without a need for developing complicated exploitation plans.

META-FORUM 2022 12
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Legal Entity Type – Options

• We considered a number of different entity types.
• Each European country has its own set.
• There are also European legal entities (EEIG, SE, SCE etc.), none of which fit though.
• Basic options: a) for-profit company; b) non-profit company; c) association; d) foundation
• Crucial requirement: flexibility, agility and the ability to ramp up the operation of the legal 

entity in a careful way.
• We will establish a registered association in Germany (e.V., eingetragener Verein). This 

option does not require any initial capital and frees ELG from the pressure of having to 
generate income immediately. Since some of the staff members who will be active in ELG 
e.V. are based in Germany, it appears practical to set up the entity under German law. 

• The legal entity will work in virtual teams primarily. 

META-FORUM 2022 13

Summary and Next Steps
• Our ambition is for ELG to develop into the primary platform for LT in Europe. 

• Most ingredients in place, we still need to work on the governance structure a bit more.

• ELG e.V. – eingetragener Verein (registered not-for-profit association under German law).

• Product portfolio enables a mixed financing model.

• Shared revenue streams – LT providers will benefit financially.

• Validate product specifications with external experts and stakeholders.

• Start small with a soft launch of ELG e.V. in Q3/Q4 2022.

• Soft launch possible because we’re able to cover certain costs through new projects.

• EC will establish a Language Data Space – one possible scenario for ELG e.V. could be the 
transition into the corresponding European Digital Infrastructure Consortium (EDIC).

META-FORUM 2022 14
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Thank you!

European Language Grid
European Language Equality

Georg Rehm (DFKI) 

georg.rehm@dfki.de

08/09-06-2022 META-FORUM 2022 – Joining the European Language Grid (hybrid conference)

http://www.european-language-grid.eu – http://european-language-equality.eu


