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Everything Is
desighed and

therefore can be
designed







Design business
models
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Organization



. ¢ . " . - 5 A . - - ’ % 5 <= v ‘
: E - . . i : . ’ . . ¥ . . :\7 # :
” d " - : g ' y b de 3 : ’ : ” ' e :
X A 2 N Y - - y e Ry A > e o 4 : - ~ . - ¢ y 15 . .
! ~ g » < > > '
e ) o \ ) 1 4 ]
‘ . ‘ : 5 - ' § c
- L { 2 ™ - 2 > % 3 ’ % ol 7 -
- ) v - , . 2 3 S R » e B A - Ml ‘ ‘ . X -8 % o -
. ; - v . : . iy il 3 . bl ‘ 3 | LRt , g : s > UYL Y o . / R
. . Y SN T PR . e " s e, e LLECr T el b 4 . ) / : P Sy 3 - r
Y \ . . ’ , iy x : - g s . £ o . 5 e = ; . L . R s ¢ : ot - sl -
- £ - y - v i : » af, ' o o Py 3
. - : - | [ - L "
7 8 | . 7, < I . i J G
s " - ' - - ’ -
. » ] . P4 g8
Ay S ' , 4 pe
- ) ; . : , Y : St A
- : : ; ’ e X j } I )
y < ">f > ¥ . - ! -
5 ‘ " o o R . o ‘ <
v ¥ v 3 - Sa =
3 - o o (a -
. P p . - 0 4 . 2 :
9 . <1 ; ; : / = ; S
; i ..', § . ~';_ Ix : o % 1 . - - : B3 R
» 4 p ; 2 AL o
- : 355 ! T - <
N ~ . ¥ Y ] » > ™ " : 3 - P — o
’ - r ~ ' - S o - 2
- s 3
o o 3 g . i g 3 > ¥ 5 34 ¥ £ - -
At 3 e " > -~ v e e ¢
- 3 : , v > >/ L 2 % S ony . z
‘ - i ) ¥ = F -
") ’ v A5 'v\ > . ~ | I‘
i v * T * P 1 : )
s - s Mo .
. . ’ % ’
~ 2 | » P \ ” v = :
5 5 5 " k- . - e b - o - 7
. g . ;> “w' o I . . ’
AY - o ﬂ' - - ot -~
. 2 ’ : : e e a AT . -4 Yol
: 59 e - W &
; P sl 4 5 - F = D ’ : &
- / 2 g . o s *.2 » s 2
Y ) . ol £ 3 ' v - - T = }
Gy o % ~ = At ; s s < i
; : 3 AR 31 - , : ) ] - X
> oA \E : TEw Sagt T e 7 > ey 1 s e -
>y < ; : 3 - 2 . ‘Y 5 Y = ¢ $° ¥ » Pl X g
5 ‘ " e AR Lo e O 3 f ! ’ - i - y ¢ ’ ' i
' : B : Ny i T ' v § < ety ] A ‘ f
v o y - » o ) - i N -
. ‘ * g R r L ; e ‘o P - 4 3 - - -
; - o . %
L ' - o o AR - o . v &




— 10B22

Digital Product

Development




Lecturel

TUDelft




Business models



What Is your
definition of
“business model”?




Google

Business model

Google Search I'm Feeling Lucky







A business model describes the
rationale of how an organization
creates, delivers, and captures
value now and in the future




The business model canvas

Customer
segments




The business model canvas




The business model canvas




The business model canvas




The business model canvas

Revenue streams



The business model canvas

Key
resources




The business model canvas




The business model canvas

Key partners




The business model canvas

Cost structure



The business model canvas

A Customer

I \ segments
S ( _ .~
S

Key partners

Cost structure Revenue streams
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Key partners

Cost structure

Key activities Value propositions

Bl

(5l

Key resources

Revenue streams

Nespresso

Customer relationships Customer segments

Channels

“ hf‘P'(‘f%ON
.

p
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Key activities Value propositions Customer relationships | Customer segments

ST7 -

Swapping and

maintaining bikes @
Never late again (A (A

LA

N
We come to you A
d =3

Design based on usage People in cities

POM

PON (investor) and customer feedback
Channels

Bike that always works =
=
]

. App, phone, FB, WhatsA
Union Pool of bikes /-> PrE L Businesses
(bike manufacturer) \9, (employees)

(A
./
D Flexibility @ A

Usage data (no ownership) Stores and Swappers

Cost structure Revenue streams

O} i

Assets Operations
(bikes) (maintain & repair)

Subscriptions
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Designing Business
models



Think like a designer




Desirability Feasibility

Innovation



1
' .
L1

1. Desirability
P—- -
i




Key partners Key activities Value propositions o ol Customer relationship®® Customer segments

o

o

Key resources Channels

~

¢ -~
L — — ’
Cost structure Revenue streams
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Feasibility

2




Key partners _, =~

Cost structure

, Sy ..
Key activitie®~ Value propositions

Key resources

Revenue streams

Customer relationships

Channels

Customer segments
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Customer relationships Customer segments

Key partners Key activities Value propositions

Channels

Key resources

-
Co%s“cﬁre Revenue streams
-
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generation




Lecture 2

TUDelft




New technologies emerge




Physical business model

Key partners Key activities Value propositions Customer relationships Customer segments

—

Transactional

CAN
\_/
il

Key resources Channels
Product Cuslomers
O O
Physical store
and website
Cost structure Revenue streams

Physical sales

Business Models Inc © www.businessmodelgeneration.com



Digital business model

Key partners Key activities Value propositions Customer relationships Customer segments

Knowing the customer

LY N
Key resources Channels é
Customers
Ease, delivered
effortlessly
G
——_/
Web and app
Cost structure Revenue streams QO
Data from Freemium
cuslomers
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Digital business model

Key partners Key activities Value propositions Customer relationships Customer segments

Knowing the customer
Designing customer journey
and tracking clients |
Data provider @
Key resources Channels m

Customers
{é):} Ease, delivered
effortlessly

L —

Tech partner [: I
Algorithms
—
Web and app
Cost structure Revenue streams QD

(5 Y

Data from Freemium
cuslomers

Ccontinuous
development

Business Models Inc © www.businessmodelgeneration.com



technology










4 1/8t people are learning a new language

L l‘



nish ( : o7 ; @ 250 — Spanish ® 3

@

O

Basics 1
Basics 1 Basics 1 : c
Level Completed
1 1/4 Phrases Basics 2
Phrases Basics 2

Level Completed

6/12

iy oo & O

| earn

Free, fun & effective

@ ) e 00




Achievements VIEW
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Are you a beginner?

Start here with the Basics

Not a beginner?

Try this Placement Test

It takes about 5 minutes, and
adapts to your level by getting
harder (or easier) based on your
answers.

Quit

Translate this sentence

A qgirl

Une flle

You are correct




Duolingo

Customer relationships Customer segments

Key partners Key activities Value propositions

=

Leamers with a lack
of time and money

Fun, private bite sized
tutoring, where you like

Key resources Channels

Support
ree education

Cost structure Revenue streams

Business Models Inc © www.businessmodelgeneration.com



Key partners

Cost structure

Key activities

Key resources

Value propositions

G
=
Fun, private bite sized
tutoring, where you like

Support
ree education

g

Classrcom system
with progress tracking

Revenue streams

Customer relationships

Channels

Duolingo

Customer segments

Leamers with a lack
of time and money

-
C

Schools and
governments

Business Models Inc © www.businessmodelgeneration.com



Key partners

Cost structure

Key activities

Key resources

Value propositions

—
—
Fun, private bite sized
tutoring, where you like

Support
[ree education

g

Classrcom system
with progress tracking

Revenue streams

Customer relationships

&éﬂ

Community

Learning on demand

Channels

=

Publications

Duolingo

Customer segments

Leamers with a lack
of time and money

-
C

A

Schools and
governments
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Key partners

Cost structure

Key activities

Key resources

Value propositions

—
—
Fun, private bite sized
tutoring, where you like

Support
[ree education

g

Classrcom system
with progress tracking

Revenue streams

Free

Customer relationships

&éﬂ

Community

Learning on demand

Channels

=

Publications

&

Premium fee
or subsidies

Duolingo

Customer segments

Leamers with a lack
of time and money

-
C

A

Schools and
governments

—
U

Ads

Business Models Inc © www.businessmodelgeneration.com



Key partners

Educational partners

S

Course
contributors

©

Investors

Cost structure

Key activities

Key resources

Value propositions

—
—
Fun, private bite sized
tutoring, where you like

Support
[ree education

g

Classrcom system
with progress tracking

Revenue streams

Free

Customer relationships

&éﬂ

Community

Learning on demand

Channels

=

Publications

&

Premium fee
or subsidies

Duolingo

Customer segments

Leamers with a lack
of time and money

-
C

A

Schools and
governments

—
U

Ads

Business Models Inc © www.businessmodelgeneration.com



Key partners

Educational partners

S

Course
contributors

©

Investors

Cost structure

Key activities

Continuously improving
and measuring

Resaarching the nature of
language and learning

Key resources
Tt

Machine learning
and student data

Incubator (new languages)

Value propositions

—
—
Fun, private bite sized
tutoring, where you like

Support
[ree education

g

Classrcom system
with progress tracking

Revenue streams

&

Free

Customer relationships

&éﬂ

Community

Learning on demand

Channels

=

Publications

&

Premium fee
or subsidies

Duolingo

Customer segments

Leamers with a lack
of time and money

-
-

Schools and
governments

o
U

Ads
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Duolingo

Key partners Key activities Value propositions Customer relationships Customer segments

&éﬂ

Community

Educational partners

S

SEmmm—
continuously improving D
and measuring
—)

Leamers with a lack

Fun, private bite sized of time and money

tutoring, where you like

Resaarching the nature of

| . Learning on demand
anguage and learning

Key resources Channels

Course
contributors

©

=

Publications

Support
[ree education

Machine learning
and student data

A =
C
A
Investors Incubator (new languages)
Classrcom system Scheols and
with progress tracking qovernments
Cost structure Revenue streams
05 (A~ (A
@ LA/ (
o U
Research and Developing and Multidisciplenary .
development maintenance teams Free Prem'um fee Ads
or subsidies
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Waze

Customer relationships

Key partners Key activities Value propositions Customer segments

R

Drivers

O

Best real-timea route

(Bg

Save time & money (carpooling)

£A
\_/
A

Riders
Key resources Channels

Cost structure Revenue streams
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Waze

Customer relationships

Key partners Key activities Value propositions Customer segments

R

Drivers

O

Best real-timea route

Beating traffic together
115 million users

(Bg

Save time & money (carpooling)

£A
\_/
A

Riders
Key resources Channels

App

Cost structure Revenue streams

Free

Business Models Inc © www.businessmodelgeneration.com



Key partners

Cost structure

Key activities

Key resources

Value propositions

O

Best real-timea route

(Bg

Save time & money (carpooling)

Reach nearby drivers

M
yARY

Manage traffic & improve infrastructure

Revenue streams

Free

Waze

Customer relationships

Customer segments

R

Drivers
Beating traffic together
115 million users

£A
\_/
A

Riders
Channels

-
C
ey A

Businesses

N

g

App

(local) Governments
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Waze

Customer relationships Customer segments

Key partners Key activities Value propositions

R

Drivers

O

Best real-timea route

Beating traffic together
115 million users

CBe £
Save time & money (carpooling) Riders
Key resources Channels
C
R mia

Businesses

Reach nearby drivers

yARY

Manage traffic & improve infrastructure

g

(local) Governments

Cost structure Revenue streams

Free Ads Dota packages
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Waze

Key partners

Key activities Value propositions Customer relationships Customer segments

—

-

Event organizers

R

Drivers

O

Best real-timea route

Beating traffic together
115 million users

Ce A
)
Save time & money (carpooling)
Key resources Channels
Broadcaslers
C
— mla

Reach nearby drivers Businesses

Alphabet

(owner)

yARY

Manage traffic & improve infrastructure

g

(local) Governments

Cost structure Revenue streams

Free Ads Dota packages

Business Models Inc © www.businessmodelgeneration.com



Waze

Key partners

Key activities Value propositions Customer relationships Customer segments

—

-

Event organizers

R

Drivers

g O

Data gathering,
analyzing and editing

Best real-timea route

Beating traffic together
115 million users

Ce A
)
Save time & money (carpooling)
Key resources Channels
Broadcaslers
C
. mla

E .....3 Reach nearby drivers Businesses

Platform /_ _\ App S

and algorithm \’E]‘j —

Manage traffic & improve infrastructure

Alphabet

(owner)

(local) Governments

Cost structure Revenue streams

Free Ads Dota packages
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Waze

Key partners Key activities Customer relationships Customer segments

Value propositions

—

-

Event organizers

R

Drivers

g O

Data gathering,
analyzing and editing

Best real-timea route

Beating traffic together
115 million users

O:< A
M
Save time & money (carpooling)
Key resources Channels
Broadcaslers
C
mla
T Reach nearby drivers Businesses
Alphabet 8 m = D
(owner) Plotform App
and algorithm L"E \ —
Manage traffic & improve infrastructure (local) Governments
Cost structure Revenue streams
2 DD (( i)) ~—
Development Teams Platform hosting
& maintenance & operations Free Ads Data packages
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Dating app (un)like Tinder
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.

Alex, . |
‘ Samantha




Founded Whitney Wolfe
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*

@ tinder

She was on the founding team of Tinder



Bumble envisions a world free
of misogyny, where all
relationships are equal







On Bumble, women always make the first move




Verification tools making it impossible to have fake profiles

> [ @i (an

\_ — A o € S nany




24 hour to start a chat and respond




You've been blocked

We're committed to keeping Bumble safe,
which means we have to enforce certain rules
when our values are violated. Your account has
been blocked because we have recelved
several reports that you have been using
Bumble inappropriately to either buy or sell.

Zero tolerance on sexism and bad behaviour




Bumble

Customer relationships Customer segments

Key partners Key activities Value propositions

A
CN

Singles looking for love

(/

Find meaningful connectlions

Key resources Channels

2
D

woman make the first move

Cost structure Revenue streams
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Bumble

Customer relationships Customer segments

Key partners Key activities Value propositions

©

Location based @ &
S\

YN
@ Singles looking for love

Build on trust

(/

Find meaningful connectlions

Channels

Y

Online and events

(4

Word of mouth

Key resources

2
D

woman make the first move

Cost structure Revenue streams
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Key partners

Cost structure

Key activities

Key resources

Bumble

Customer relationships Customer segments

Value propositions

©

Location based

N

Build on trust

A
CN

Singles looking for love

(/

Find meaningful connectlions

Channels

Y

Online and events

(4

Word of mouth

2
D

woman make the first move

Revenue streams

7o

Free Premium

Business Models Inc © www.businessmodelgeneration.com



Bumble

Key partners Customer relationships Customer segments

Key activities Value propositions

©

Location based

N

Build on trust

2B

AN

(A

Singles looking for love

(/

Find meaningful conneclions
Ambassadors J

Channels

Y

Online and events

(4

Word of mouth

Key resources

Technology providers

2
D

woman make the first move

Cost structure Revenue streams

7o

Free Premium

Business Models Inc © www.businessmodelgeneration.com



Key partners

2B
CNNA

Ambassadors

Technology providers

Cost structure

Key activities

App development and
platforrm maintenance

Y

Guarantee security

Key resources

=

App and user data

Brand reputation

Value propositions

(/

Find meaningful connectlions

2
D

woman make the first move

Revenue streams

7o

Free

Customer relationships

©

Location based

N

Build on trust

Channels

Y

Online and events

(4

Word of mouth

Premium

Bumble

Customer segments

A
CN

Singles looking for love
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Key partners

2B
CNNA

Ambassadors

Technology providers

Cost structure

Eyaxd

Platforr maintencance

Key activities

App development and
platforrm maintenance

Y

Guarantee security

Key resources

=

App and user data

Brand reputation

Marketing & sales

Value propositions

(/

Find meaningful connectlions

2
D

woman make the first move

Revenue streams

(A _ LA
N\, %

Free

Customer relationships

©

Location based

N

Build on trust

Channels

Y

Online and events

(4

Word of mouth

Premium

Bumble

Customer segments

A
CN

Singles looking for love
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