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EXAMPLES

Freemium is a business model offering basic

services or products for free, while charging for

premium features or advanced versions. It aims

to attract users with free offerings and upsell

them to paid options for enhanced value.

FREEMIUM 
BUSINESS MODEL
Free + Premium = Freemium



Basic Offering: Freemium offers a core product or service for free to
attract users, often with limited features or functionality.

User Acquisition: The free offering acts as a powerful customer
acquisition tool, allowing a wider user base to try the product without
any initial cost.

Upselling Premium Features: Freemium encourages users to
upgrade to premium versions or additional features that come with a
price tag.

Revenue Generation: The model generates revenue from a subset of
users who opt for the paid upgrades, supporting the sustainability of
the free offering.

Conversion Funnel: The freemium model operates on a conversion
funnel, where free users gradually convert into paying customers as
they see the value in premium features.

Hook and Habit: By enticing users with a free product and getting
them hooked on it, the freemium model aims to form a habit that
leads to conversions.

Customer Engagement: Freemium builds a strong relationship with
users through free offerings, increasing the likelihood of conversion
due to trust and familiarity.

Market Penetration: The freemium approach facilitates market
penetration by removing barriers to entry and allowing more users to
experience the product.

Data Insights: Freemium provides valuable user data and feedback
that helps companies refine their offerings and marketing strategies.

Monetization Challenges: Striking the right balance between free
and premium features, as well as maintaining profitability, can be
challenging for businesses adopting the freemium model.

UNDERSTANDING FREEMIUM MODEL
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EXAMPLES

The subscription business model offers products

or services on a recurring basis in exchange for a

regular fee. Customers are billed at set intervals

(e.g., monthly or annually) to access and continue

using the offerings, fostering ongoing customer

relationships and revenue stability.

SUBSCRIPTION
BUSINESS MODEL



Replenishment Subscriptions: Customers receive regular deliveries
of essential or consumable products (e.g., groceries, toiletries).

Curation Subscriptions: Companies curate and deliver personalized
products or experiences based on customer preferences (e.g.,
subscription boxes).

Access Subscriptions: Customers pay for access to exclusive content,
services, or features (e.g., streaming platforms, premium
memberships).

SaaS Subscriptions: Software-as-a-Service models charge users
regularly to access software applications over the internet.

Membership Subscriptions: Customers pay for membership to gain
special benefits, discounts, or privileges.

Community Subscriptions: Subscribers gain access to an exclusive
community or network of like-minded individuals.

Freemium Subscriptions: Combines free basic services with
premium paid features and upgrades.

Fixed-fee Subscriptions: Customers pay a fixed amount for a specific
set of products or services.

Tiered Subscriptions: Multiple subscription tiers with varying levels
of features and benefits at different price points.

Pay-as-you-go Subscriptions: Customers are charged based on their
actual usage or consumption of a service or product.

Unlimited-Use Subscriptions: Subscribers get unlimited access to
certain products or services for a flat fee.

Bundle Subscriptions: Offering a combination of multiple products
or services in a single subscription package.

DIFFERENT SUBSCRIPTION MODELS
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EXAMPLES

The marketplace business model creates a platform

where multiple third-party sellers can list and sell

their products or services. The platform facilitates

transactions, and sellers and buyers interact

directly. It generates revenue through commissions,

fees, or subscriptions from sellers, offering a wide

variety of products to customers.

MARKETPLACE
BUSINESS MODEL



Multi-Seller Platform: A marketplace model brings together multiple
third-party sellers on a single platform to showcase and sell their
products or services.

Diverse Offerings: Customers can browse and choose from a wide
variety of products or services available from different sellers, increasing
selection and choice.

Direct Interaction: The marketplace facilitates direct interaction
between buyers and sellers, enabling smooth communication,
negotiation, and building trust.

Revenue Generation: The marketplace earns revenue through various
means, such as charging commissions on sales, listing fees, or
subscription charges for sellers.

Scalability: As more sellers join the platform, the marketplace can scale
quickly, offering an ever-expanding range of products to attract more
customers.

Reduced Overhead: Unlike traditional retail, the marketplace doesn't
hold inventory, reducing operational costs and risks for the business.

Customer Reviews and Ratings: Shoppers can access reviews and
ratings from previous buyers, aiding purchase decisions and promoting
seller accountability.

Market Insights: The marketplace gathers valuable data on customer
preferences and trends, helping sellers optimize their offerings and
marketing strategies.

Increased Visibility: Smaller sellers can leverage the marketplace's
existing customer base and marketing efforts to gain visibility and reach
a broader audience.

Market Regulation: The marketplace acts as an intermediary, setting
rules and guidelines to ensure fair practices and protect both buyers
and sellers.

INSIGHTS ON MARKETPLACE MODEL
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EXAMPLES

The aggregator business model gathers

information or products from various sources and

presents them in a unified platform for users'

convenience. It simplifies the decision-making

process by providing comprehensive options,

enabling users to compare and access diverse

offerings from different providers in one place.

AGGREGATOR
BUSINESS MODEL



Content/Service Aggregation: Aggregators gather content or services
from multiple sources and present them in a centralized platform,
simplifying access for users.

Comparison Convenience: Users can easily compare different offerings,
prices, or features in one place, streamlining the decision-making
process.

Increased Visibility: Aggregators enhance visibility for content or
services, especially for smaller providers who may not have a significant
online presence.

Time Efficiency: Users save time by accessing diverse options without
visiting multiple websites or platforms individually.

User-Centric Experience: Aggregators prioritize user experience,
making it more convenient to access a wide range of content or services
from various providers.

Monetization through Referrals: Aggregators often earn revenue
through referral fees or commissions when users engage with the
aggregated content or services.

Market Insights: Aggregators gain valuable insights into user
preferences and behavior, allowing them to optimize their platform and
offerings.

Reduced Information Overload: By presenting information in a concise
manner, aggregators help users avoid information overload and
decision fatigue.

Cross-Selling Opportunities: Aggregators can capitalize on cross-selling
opportunities by recommending related or complementary offerings to
users.

Challenges with Quality Control: Maintaining quality standards for
aggregated content or services can be a challenge, as providers may
have varying levels of reliability and credibility.

INSIGHTS ON AGGREGATOR MODEL
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EXAMPLES

The pay-as-you-go business model allows

customers to pay for products or services based on

their actual usage or consumption. It offers

flexibility and cost-effectiveness, as users are

charged only for what they use, without the need

for long-term commitments or upfront payments.

PAY AS YOU GO
BUSINESS MODEL

It is majorly used in cloud services



Usage-Based Payment: The pay-as-you-go model charges
customers based on the quantity or duration of product usage or
service consumption.

Flexibility: Customers enjoy the freedom to use services or
products without being tied to long-term contracts or
commitments.

Cost-Effectiveness: Users pay only for what they use, reducing
unnecessary expenses and ensuring cost-effectiveness.

Low Barriers to Entry: The model attracts customers who may not
be able to afford upfront costs or commitment fees.

Scalability: Businesses can easily scale their offerings to meet
changing demand since customers pay based on their actual
usage.

Appeals to Occasional Users: It suits customers who require
products or services infrequently or irregularly.

Subscription Alternatives: Pay-as-you-go can be an alternative to
traditional subscriptions, appealing to customers who prefer a
more flexible payment structure.

Cloud Computing: It's prevalent in cloud computing services
where users pay for data storage, processing power, and other
resources as they use them.

Telecommunications: Many mobile phone plans offer pay-as-you-
go options for calls, texts, and data usage.

Utility Services: Some utility companies offer pay-as-you-go plans
for electricity, water, and gas, allowing customers to control and
monitor their consumption.

INSIGHTS ON PAY AS YOU GO MODEL
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EXAMPLES

The fee-for-service business model is based on

charging customers for specific services or tasks

rendered, rather than a flat rate or ongoing

subscription. It offers a transactional approach,

where customers only pay for the services they

use or require, providing flexibility and cost

transparency.

FEE FOR SERVICE
BUSINESS MODEL



Transactional Nature: The fee-for-service model charges
customers for individual services or tasks rendered, creating a pay-
as-you-go structure.

Flexibility: Customers have the freedom to choose and pay for the
specific services they need, tailoring the cost to their requirements.

No Ongoing Commitment: Unlike subscription models, there is
no long-term commitment, allowing customers to use services as
needed.

Cost Transparency: The model provides clear visibility into the
cost of each service, avoiding surprise charges or hidden fees.

Variety of Services: Businesses can offer a wide range of services
under this model, catering to diverse customer needs.

Attracting New Customers: The low entry barrier appeals to
customers who may be hesitant to commit to a long-term
contract.

Market Adaptability: Fee-for-service adapts well to changing
market demands and allows businesses to respond to customer
preferences.

Professional Services: It is commonly employed in professional
sectors such as consulting, legal, healthcare, and marketing.

Pay-for-Performance: In some cases, businesses may implement
a performance-based fee structure, tying payment to achieved
outcomes or results.

Upsell Opportunities: Businesses can leverage the fee-for-service
model to introduce customers to additional services, potentially
leading to upselling or cross-selling opportunities.

DETAILS OF FEE FOR SERVICE MODEL
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EXAMPLES

The edtech business model focuses on leveraging

technology to deliver educational products or

services. It involves online learning platforms,

digital content, virtual classrooms, and

personalized learning tools, aiming to enhance

accessibility, engagement, and effectiveness of

education across various subjects and levels.

ED-TECH 
BUSINESS MODEL



Online Course Marketplace: Edtech platforms act as marketplaces,
connecting learners with a diverse range of online courses offered by
instructors or educational institutions.

Subscription-Based Access: Some edtech companies offer subscription
plans, granting users unlimited access to multiple courses or learning
resources for a recurring fee.

Corporate Training Solutions: Edtech businesses provide training and
development solutions tailored to the needs of corporate clients,
charging fees based on the services rendered.

Selling Digital Content: Edtech platforms may sell digital educational
content, such as e-books, study guides, or interactive materials, to
learners.

Certification and Testing Fees: Students may pay for certification
exams or assessments to validate their skills and knowledge gained
through the platform.

Virtual Tutoring and Coaching: Offering personalized tutoring or
coaching sessions, charging users based on the duration or complexity
of the service.

Ad-free Experience: Some platforms offer ad-free experiences to
subscribers who pay a premium for uninterrupted learning.

Licensing to Educational Institutions: Edtech companies may license
their proprietary technologies or content to schools and universities for
a fee.

Data Insights and Analytics: Providing data analytics and insights to
educational institutions, helping them monitor student performance
and optimize teaching methods.

Partnerships and Affiliations: Edtech platforms may form partnerships
with educational institutions, sharing revenue through affiliations and
referrals.

INSIGHTS ON ED-TECH MODEL
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EXAMPLES

The lock-in business model aims to retain

customers by creating barriers that make it

difficult or costly for them to switch to

competitors. It encourages customer loyalty

through contractual commitments, proprietary

technologies, or exclusive features, increasing

customer retention and revenue stability.

LOCK IN
BUSINESS MODEL



Contractual Obligations: The lock-in model employs contracts or long-
term agreements that bind customers to stay with the business for a
specified period.

Early Termination Fees: To discourage switching, businesses may
impose significant penalties if customers terminate their contract
prematurely.

Proprietary Technologies: Companies design products or services with
proprietary features, making it challenging for customers to switch to
competitors' offerings.

Switching Costs: The model introduces high switching costs for
customers, such as data migration, training, or reconfiguration
expenses.

Exclusive Features: Offering unique and exclusive features that create a
competitive advantage and entice customers to stay.

Membership Benefits: Creating loyalty programs with exclusive perks
and rewards to incentivize customers to remain with the business.

Bundling Products/Services: Tying products or services together into a
bundle, making it less appealing for customers to separate them by
switching to other providers.

Data Lock-in: Businesses may store customer data in a proprietary
format, making data migration difficult and discouraging customers
from leaving.

High Switching Time: Designing products or services with complex
integrations or configurations, increasing the time and effort required
for switching.

Network Effects: Utilizing network effects, where the value of the
product or service increases as more customers use it, making it
challenging for customers to leave for a smaller network.

INSIGHTS ON LOCK IN MODEL
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EXAMPLES

The freeterprise business model blends elements

of freemium and enterprise models. It offers a free

version with basic features to attract users and

encourages them to upgrade to premium

enterprise versions for enhanced functionalities

and support, catering to both individual users and

businesses.

FREETERPRISE
BUSINESS MODEL



Free Basic Version: The freeterprise model starts with a free version
of the product, allowing users to access basic features at no cost.

Individual Users and SMBs: It caters to individual users and small to
medium-sized businesses (SMBs) looking for cost-effective solutions.

Upsell to Enterprise Version: The model encourages users to
upgrade to a premium enterprise version for advanced features,
scalability, and dedicated support.

Value Proposition: Users can experience the product's value before
committing to the enterprise version, increasing customer trust and
confidence.

Customer Acquisition: The free offering acts as a powerful customer
acquisition tool, attracting a broader user base.

Conversion Funnel: Freeterprise operates on a conversion funnel,
where free users can be converted into paying enterprise customers.

Feature Differentiation: The enterprise version offers additional
features or functionalities that cater to the specific needs of larger
organizations.

Scalability: The freeterprise model allows businesses to scale their
offerings and support as customers upgrade to the enterprise
version.

Data Insights: The model gathers valuable user data and feedback
from free users, helping improve the product and marketing
strategies.

Competitive Advantage: Freeterprise provides a competitive
advantage by offering a balance of free accessibility and premium
enterprise-level capabilities, attracting a diverse customer base.

INSIGHTS ON FREETERPRISE MODEL
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EXAMPLES

The direct-to-customer business model allows

companies to sell products or services directly to

consumers without involving intermediaries like

retailers or wholesalers. It enables direct

communication, personalized experiences, and

better control over pricing and branding, enhancing

customer relationships and market reach.

DIRECT TO CUSTOMER
BUSINESS MODEL



Elimination of Intermediaries: The direct-to-customer model
bypasses middlemen, allowing businesses to sell products or services
directly to end consumers.

Enhanced Control: Companies have greater control over pricing,
branding, and customer interactions, ensuring a consistent and
personalized experience.

Direct Communication: The model fosters direct communication
with customers, enabling better understanding of their needs and
preferences.

Market Insights: Businesses gain valuable market insights through
direct interactions, helping them tailor products and marketing
strategies.

Faster Feedback Loop: Direct communication allows companies to
receive feedback quickly, facilitating product improvements and
customer satisfaction.

Customer Relationship Management: The model strengthens
customer relationships by fostering direct engagement and
personalized support.

Brand Loyalty: Direct interactions build brand loyalty as customers
feel a stronger connection to the company and its values.

Market Reach: The direct-to-customer model expands market reach,
especially for niche products or in areas with limited retail presence.

Cost Efficiency: By cutting out middlemen, businesses may reduce
distribution costs, potentially leading to more competitive pricing.

E-commerce Growth: The rise of e-commerce has further facilitated
the direct-to-customer model, making it accessible to businesses of
all sizes.

INSIGHTS ON D2C MODEL
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EXAMPLES

The franchise business model involves granting

individuals or entrepreneurs the right to operate

under an established brand's name, products, and

systems. Franchisees benefit from the brand's

support, marketing, and expertise, while the

franchisor expands its reach through a network of

independently owned and operated outlets.

FRANCHISE
 BUSINESS MODEL



Brand Licensing: The franchisor grants franchisees the right to use
its established brand name, trademarks, and business systems in
exchange for fees and royalties.

Replication of Success: Franchisees replicate a proven and
successful business model, reducing the risk associated with starting
a new venture.

Training and Support: Franchisors provide training, ongoing support,
and operational guidance to help franchisees run their outlets
effectively.

Market Expansion: The franchise model enables rapid market
expansion as multiple franchisees open outlets in various locations.

Shared Investment: Franchisees invest in their individual outlets,
reducing the financial burden on the franchisor for expanding into
new territories.

Consistency: The franchise model ensures consistency in products,
services, and customer experiences across all franchise locations.

Local Expertise: Franchisees bring their local market knowledge and
expertise, benefiting both the franchisor and customers.

Economies of Scale: Franchisees can benefit from the collective
purchasing power of the franchise network, obtaining better deals
from suppliers.

Entrepreneurial Opportunity: The franchise model provides aspiring
entrepreneurs a business opportunity with a proven track record and
established brand.

Franchise Fee and Royalties: Franchisees pay an initial franchise fee
and ongoing royalties to the franchisor, contributing to the
franchisor's revenue.

INSIGHTS ON FRANCHISE MODEL
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EXAMPLES

The ad-based business model generates revenue by

offering free products or services to users while

displaying advertisements. Advertisers pay to

showcase their ads to the platform's user base,

leveraging the high traffic and user engagement to

monetize the platform without direct charges to

users.

AD-BASED
 BUSINESS MODEL



Free Access: The ad-based model offers free access to products or
services, attracting a larger user base without upfront costs.

Advertising Revenue: Revenue is generated by selling ad space to
advertisers who want to reach the platform's user base.

Targeted Advertising: Ad-based platforms can use user data and
behaviour to deliver targeted ads, increasing ad effectiveness and
value for advertisers.

Diverse Ad Formats: Ad-based models accommodate various ad
formats, including display ads, native ads, video ads, and sponsored
content.

User Engagement: High user engagement and traffic levels make
the platform attractive to advertisers seeking a broader audience.

Cost Transparency: Users know that their access is funded through
ads, providing a clear understanding of the trade-off between free
access and exposure to advertisements.

Scale and Reach: Successful ad-based platforms can scale rapidly,
capturing a significant market share and expanding their user base.

Challenges with Ad Blocking: Ad-blockers can impact ad revenue,
prompting platforms to strike a balance between user experience
and ad visibility.

Ad Placement and Frequency: Careful ad placement and
appropriate ad frequency are essential to maintain user satisfaction
and engagement.

Data Monetization: Platforms can leverage user data for targeted
advertising, further increasing the value of their ad space and
generating additional revenue.

INSIGHTS ON ADS BASED MODEL
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EXAMPLES

The transactional business model relies on

individual transactions where customers pay for

products or services as and when they purchase

them. It does not involve long-term contracts or

recurring fees, making it suitable for one-time or

infrequent purchases.

TRANSACTIONAL
BUSINESS MODEL



Individual Transactions: The transactional model is based on one-off
purchases, with customers paying for products or services as they
make individual transactions.

No Long-Term Commitments: Unlike subscription-based models,
there are no ongoing commitments or recurring fees associated with
the transactional model.

Flexibility: Customers have the freedom to choose products or
services on a case-by-case basis, allowing them to tailor their
purchases to their immediate needs.

Low Barriers to Entry: The model appeals to customers who may not
be ready for long-term commitments or who require products or
services sporadically.

Cost Transparency: The transactional model provides clear visibility
into the cost of each individual purchase, promoting trust and
customer satisfaction.

Suitable for Infrequent Usage: It is well-suited for products or
services that customers use infrequently or on a one-time basis.

E-commerce Applications: Many online retailers and marketplaces
adopt the transactional model, where customers pay for individual
products as they shop.

Digital Products: Transactional models are common in the sale of
digital products like e-books, software licenses, or downloadable
content.

Pay-as-you-go Services: Certain services, such as pay-as-you-go
mobile plans or cloud-based software, operate on the transactional
model.

Single-Purchase Focus: The model focuses on maximizing the value
of each individual transaction, aiming to attract repeat business
through positive customer experiences.

LEARNING TRANSACTIONAL MODEL
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EXAMPLES

The peer-to-peer business model facilitates direct

transactions between individuals or entities without

intermediaries. It leverages technology platforms to

connect peers, enabling them to share resources,

services, or information, creating a decentralized

and efficient marketplace.

PEER TO PEER
BUSINESS MODEL



Decentralized Marketplace: The peer-to-peer (P2P) model creates a
direct marketplace where individuals or entities can interact and
transact without intermediaries.

Resource Sharing: P2P platforms enable users to share resources,
such as goods, equipment, or space, with others in the network.

Service Exchange: Users can offer and request services from other
users, fostering a community-driven service exchange.

Digital Platforms: P2P models heavily rely on digital platforms and
technology to facilitate connections and transactions.

Trust and Ratings: P2P platforms often implement user ratings and
reviews to build trust and ensure reliability among participants.

Cost Efficiency: By eliminating middlemen, P2P models can reduce
costs and offer competitive pricing for both providers and consumers.

Community Engagement: Participants in P2P platforms become
part of a community, fostering a sense of collaboration and
cooperation.

Global Reach: P2P platforms transcend geographical boundaries,
enabling transactions between users from different locations.

Diverse Industries: P2P models are employed in various industries,
including ride-sharing, accommodation rental, crowdfunding, and
freelancing.

Empowering Individuals: The P2P model empowers individuals to
become providers of goods or services, creating new economic
opportunities.

INSIGHTS ON PEER TO PEER MODEL
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EXAMPLES

Dropshipping is a business model where the retailer

does not hold inventory. Instead, when a customer

makes a purchase, the retailer orders the product

from a third-party supplier, who directly ships it to

the customer. This eliminates the need for upfront

inventory costs and storage, making it a low-risk

and cost-effective option for e-commerce businesses.

DROPSHIPPING
BUSINESS MODEL



Inventory-free Retailing: Dropshipping eliminates the need for
retailers to keep inventory, as products are directly shipped from
suppliers to customers.

Low Capital Investment: Retailers do not need to invest heavily in
purchasing and storing inventory, reducing upfront costs and
financial risks.

Wide Product Selection: Dropshipping allows retailers to offer a
wide variety of products without the need to physically stock them.

Flexible Location: Retailers can operate dropshipping businesses
from anywhere with an internet connection, as they don't handle
physical products.

Reduced Fulfilment Responsibilities: Suppliers handle order
fulfilment, packaging, and shipping, saving retailers time and effort.

Scalability: Dropshipping allows businesses to scale quickly, as they
don't need to manage increasing inventory and warehousing needs.

Market Testing: Retailers can test new products and markets
without committing to large quantities, determining demand and
viability.

Risk Mitigation: Dropshipping reduces the risk of unsold inventory,
as retailers only purchase products after customers place orders.

Challenges with Quality Control: Retailers may face challenges
ensuring product quality and timely delivery from third-party
suppliers.

Profit Margins: Retailers may have lower profit margins due to
higher product costs from suppliers, making effective pricing
strategies crucial.

INSIGHTS ON DROPSHIPPING MODEL
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EXAMPLES

Space as a Service is a business model that offers

flexible workspace solutions to individuals and

companies. It provides on-demand access to office

spaces, meeting rooms, and amenities, allowing

users to pay for the space they use, promoting cost-

efficiency and adaptability in the modern work

environment.

SPACE AS A SERVICE
BUSINESS MODEL



Flexible Workspace Solutions: Space as a Service provides flexible,
on-demand access to workspaces, meeting rooms, and amenities for
individuals and businesses.

Pay-as-You-Go: Users pay for the space they use, avoiding long-term
leases or commitments, which suits the needs of remote workers and
freelancers.

Scalable Solutions: It offers scalable solutions, allowing businesses to
adjust the space based on changing needs, reducing excess capacity
and costs.

Cost-Efficient: Users can avoid the upfront costs of setting up a
traditional office, as it providers handle infrastructure and
maintenance.

Access to Amenities: It provides access to shared amenities like
high-speed internet, printing facilities, and collaborative spaces.

Community and Networking: It fosters a sense of community,
enabling individuals and businesses to network and collaborate with
like-minded professionals.

Location Variety: It providers offer multiple locations, allowing users
to choose spaces that best suit their preferences and convenience.

Inclusive Services: Some It providers offer additional services like
reception support, cleaning, and refreshments as part of the package.

Support for Remote Teams: It enables remote teams to have a
physical base without the constraints of traditional office spaces.

Technological Integration: These spaces are often equipped with
modern technologies like video conferencing and smart office
solutions.

WHAT IS SPACE AS SERVICE MODEL



17

EXAMPLES

The affiliate business model involves promoting

other companies' products or services and earning a

commission for each successful referral or sale.

Affiliates use unique links or codes to track their

referrals, leveraging their online presence to drive

traffic and generate revenue for both themselves

and the companies they promote.

AFFILIATE 
BUSINESS MODEL



Promoting Products/Services: Affiliates promote products or
services from other companies through various channels, such as
websites, blogs, or social media.

Unique Tracking Links: Affiliates use unique affiliate links or codes to
track their referrals and ensure they receive credit for the sales they
generate.

Performance-Based Pay: Affiliates earn a commission or a
percentage of the sale for each successful referral or customer
acquisition.

No Product Ownership: Affiliates do not handle product inventory,
shipping, or customer support, focusing solely on marketing and
referrals.

Diverse Affiliate Programs: Companies across various industries
offer affiliate programs, providing affiliates with a wide range of
products and niches to promote.

Cost-Effective Marketing: Companies benefit from cost-effective
marketing as they only pay affiliates for actual sales or conversions.

Passive Income: Successful affiliates can earn passive income by
generating recurring sales or referrals through their online content.

Performance Tracking: Advanced tracking tools and analytics help
affiliates measure their performance and optimize their marketing
strategies.

Relationship Building: Affiliates build relationships with their
audience, earning trust through honest and valuable product
recommendations.

Global Reach: Affiliates can reach a global audience, promoting
products or services to customers from different geographic
locations.

INSIGHTS ON AFFILIATE MODEL
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EXAMPLES

The virtual goods business model involves

selling intangible items, such as in-game

assets, digital content, or virtual currency,

within online platforms or games. It allows

users to enhance their experience and

customization options, generating revenue for

businesses through microtransactions.

VIRTUAL GOODS 
BUSINESS MODEL



Intangible Products: The virtual goods model involves selling digital
or intangible items, such as in-game assets, digital content, or virtual
currency.

In-Platform Purchases: Users buy virtual goods within online
platforms, games, or virtual worlds, enhancing their experience or
avatars.

Microtransactions: Virtual goods are often sold through
microtransactions, with small individual purchases adding up to
significant revenue.

Customization Options: Users can personalize their experiences by
purchasing virtual goods like skins, outfits, or decorations.

Virtual Currency: Many platforms use virtual currency as a medium
of exchange for purchasing goods, encouraging frequent
transactions.

Fremium Model: Virtual goods often complement freemium models,
offering free access with the option to buy additional features.

Limited Supply: Artificial scarcity or limited-time offers create a sense
of urgency, encouraging users to make purchases.

Social Status: Some virtual goods confer status or exclusivity to users,
motivating them to acquire desirable items.

Revenue Diversification: The virtual goods model diversifies revenue
streams, reducing dependency on traditional product sales.

Global Reach: The digital nature of virtual goods allows businesses to
reach a global audience without physical distribution.

DETAILS ON VIRTUAL GOODS MODEL
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EXAMPLES

The cloud kitchen business model involves

operating delivery-only restaurants that prepare

and fulfill online orders. They lack dine-in

facilities, focusing solely on delivery and takeout,

leveraging technology and delivery apps to reach

a broader customer base and optimize operations.

CLOUD KITCHEN 
BUSINESS MODEL



Delivery-Only Restaurants: Cloud kitchens are delivery-focused
establishments that lack dine-in facilities, catering to the growing
demand for online food delivery.

Optimized Space: Cloud kitchens operate in smaller spaces,
reducing overhead costs and maximizing efficiency.

Multiple Brands: Some cloud kitchens operate multiple virtual
restaurant brands from the same kitchen, offering diverse cuisines to
appeal to a broader audience.

Tech-Enabled Operations: Cloud kitchens rely on technology for
order management, delivery logistics, and data analytics,
streamlining operations.

Lower Startup Costs: Compared to traditional restaurants, cloud
kitchens require lower initial investments, making them attractive to
aspiring entrepreneurs.

Delivery App Integration: Cloud kitchens partner with food delivery
apps to reach a larger customer base and expand their market reach.

Data-Driven Decisions: Data analytics help cloud kitchens identify
popular dishes, optimize menus, and tailor offerings to customer
preferences.

Scalability: The cloud kitchen model allows for easy scaling, as
kitchen infrastructure can be duplicated or expanded to new
locations.

Reduced Food Waste: Cloud kitchens can manage inventory more
efficiently, reducing food waste by preparing meals based on real-
time demand.

Adaptable to Market Trends: Cloud kitchens can quickly adapt to
changing consumer preferences and market demands by adjusting
their offerings and menus.

DETAILS ON CLOUD KITCHEN MODEL
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EXAMPLES

The crowdsourcing business model involves

obtaining services, ideas, or content from a large

group of people, often through online platforms. It

harnesses collective intelligence, creativity, and

expertise, enabling businesses to tap into a

diverse pool of talent and resources to address

challenges and drive innovation.

CROWDSOURCING
BUSINESS MODEL



Open Call for Contributions: Crowdsourcing involves inviting a large
and diverse group of individuals or entities to contribute ideas, solutions,
or content.

Online Platforms: Crowdsourcing is often facilitated through dedicated
online platforms or websites that connect businesses with potential
contributors.

Collective Intelligence: Businesses leverage the collective intelligence
and creativity of the crowd to address complex challenges or generate
innovative ideas.

Diverse Talent Pool: Crowdsourcing allows companies to access a wide
range of skills, expertise, and perspectives from contributors around the
world.

Cost-Effective: By tapping into external resources, businesses can often
find cost-effective solutions without hiring full-time employees.

Rapid Turnaround: Crowdsourcing enables quick turnaround on
projects, as multiple contributors work simultaneously to provide
solutions.

Real-Time Feedback: Businesses receive real-time feedback and
insights from the crowd, facilitating continuous improvement and
refinement.

Ideation and Innovation: Crowdsourcing fosters ideation and
innovation, as contributors bring fresh ideas and unique viewpoints to
the table.

Customer Engagement: Some companies involve customers in
crowdsourcing initiatives, enhancing engagement and fostering a sense
of co-creation.

Use Cases: Crowdsourcing is employed in various fields, including
product design, content creation, data annotation, market research, and
problem-solving.

WHAT IS CROWDSOURCING MODEL
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YOU
Thank you so much for being a part of this
community! We are here to assist you in your
start-up journey!

@foreteach


