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The year 2010, the expansion of the Internet into mobile and social media, mark the beginning of a new wave, where information, knowledge, humans, machines, robots and products are increasingly 
entangled. The next step into a new wave will probably be space travel.  

ISPs, Amazon, eBay, Yahoo (1995)

M
at

ur
at

io
n

Space 
Travel

1990 2000 2010 2020 2030 20401970 1980

GUI/RFID (1980)

CPU/MS-Dos/ 
Compuserve (1979)

SaaS, On 
Demand 
(2009)

Smart robots

Artificial Intelligence

Second Life
(2003)

Mass Customization

Cloud,  Web 2.0
(2010)

Quantum Computing

Facebook 
(2004)

Nano Technology/
Micromachines

Moon base

Humans on Mars

Twitter 
(2006)

Virtual Reality

Bio Computing

Designed Materials

Artificial Organs

Distributed Power

Biometrics

Organic Farming

Geo engineering

Usenet/ Newsgroup (1980)

SAP HANA
(2012)

BASIC/PCs  
(1975)

MS Windows (1983)
WWW  (1991)

Arpanet 
(1969)

SAP,  Apple, 
MSFT (1971+) 

AOL/PCR (1985)

Nuclear Fusion

1G Mobile 
Network (1979)

Mobile phones &
2G GSM 

(1990)

3G  WCDMA (2001)

4G WiMAX
(2012) 

Creeper Virus 
(1971)

iPhone 
(2007)

SOA (2000)

2050

Wave V
Age of Electronics, IT and Telecommunications

4th Industrial Revolution
Cyberphysical Systems & 

Networks, Circular Economy

3rd Industrial Revolution
Automation, Electronics, IT 

Wave VI
Age of Entanglement and Machine Autonomy

Mainframe

Networked 
Computing

Smart 
Computing

Personal 
Computer

Mechatronics, IT as Cellular  
Machinery

Non-biological
beings

Circular Economy  
Internatio-
nalized 
Economy 

Global, 
Networked 
Economy 

Economy of Business 
Networks

Mobile 
Wave

Cyborging

Salesforce SaaS (1999)

Amazon Web Services
(2002)

Amazon EC2
(2006)

3D  printing (1993)

3DP 
(2011)

First mobile 
phone (1973) 

General Trends – Kondratieff Long Waves

http://data.worldbank.org/indicator/IT.CEL.SETS.P2/countries?page=1&display=default
http://bear.warrington.ufl.edu/ritter/IPOs2010age052011.pdf
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Impacts of Digitization
Challenges for businesses: get disrupted

2000

2004

2010

2015

BLOCKBUSTER declines to 
purchase NETFLIX for $50m

Market value: $5b
Revenue: $6b
# of Stores: 9,000

Revenue:      $500m

files for bankruptcy

Company value:    $13b

brand retired

Company value:         $33b
Revenue (FY 2014):   $5.5b
# FTE:                         2,189
# Subscribers:             50m
produces own content
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Business Model Innovation Map
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Lock-In Strategy
Business model patterns
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Examples: Rolls-Royce
Outcome based models
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Examples: AWS 
Expand to new industries
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Examples: Under Armour
Digital channel & business platform
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Examples: Platform Businesses
Digital channel & business platform
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Examples: Starbucks & Spotify
Compete as an ecosystem
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Examples: Uber
Shared economy
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Examples: Apple Watch
Digitization of Products & Services



Introduction to BMDI
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Business Model
Enterprise View1)

Key
Partners Key

Activities

Key
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Customer
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Channels

Customer
Segments

Cost
Structure

Revenue
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How? What? Who?

Value Creation

Value Capture

Value Delivery

Why?

My Company My Customers My Partners

1) According to Osterwalder/Pigneur 2010)
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Business Model
Network View

Partner Network Customer Network Competition

My Company My Customers
(and their customers) My Partners My Competition
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From a Network View or Value Proposition to Business Model Baseline, describing 
your business / product 

Network View for the environment you build in

Enterprise View for your own business values

Ideate to create a value proposition for customer

Design Thinking used for product innovation
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The Business Model Development and Innovation approach

Analyze & 
Improve

Evaluate & 
Decide

Challenge & 
Change

Test & 
Verify

Baseline Appropriate
Business Model

Version n Version n+1
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Digital Business Modelling
Leveraged to define a gamified approach using cards as building blocks for digital business design



Examples
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Example 1: amazon
Key Features

Customer Relationships

Channels

Cost Structure

Key ActivitiesKey Partners Value Proposition Customer Segments

Key Resources

Revenue and Value Streams

E-book publishers

Data and content providers

Analyzing customers browsing 
previous purchases to extract a profile 
for recommendations
Continuous improvement of automatic 
recommendation algorithms

Data management

Automatic recommendations and one-
click business

Accelerated decision 
support and value delivery

Binding through history of previous 
activities

Better knowledge of the 
customers Microsegments

Individual customers (e.g. customers 
interested in rare books)

Digital platforms as 
resource connectors and 
aggregators

Amazon.com platform

Ubiquitous Access

E-readers (Kindle), apps

Third-party providers of products and
services

Connected partners

Data as resources

Customer reviews

From books to e-books

On-demand services

Lower marginal costs of 
digital assets

E-books versus books

Ubiquitous service 
monetization

Revenues from e-books

Cost of digital platform

New fixed cost

Business network 
monetization

Resell of third-party products and services
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Example 2: LinkedIn
Key Features

Customer Relationships

Channels

Cost Structure

Key ActivitiesKey Partners Value Proposition Customer Segments

Key Resources

Revenue and Value Streams

Content providers

Data and content providers

LinkedIn platform development and 
management

E-community orchestration 
and management

Build your professional network
Find the talents you need

People network–based 
solutions

LinkedIn as a social network

Social network–based 
customer relationships Global reach by cloud

Professionals, recruiters

Control of the access to a 
network of people as 
resource

LinkedIn registered users

People-network effect

Cost per registered users decreases 
with their number

Ubiquitous access

LinkedIn website and app

People community 
monetization

Premium subscriptions for 
professionals

Cost of digital platform

New fixed cost

People community 
monetization

Fee for recruiters

Microsegments

Individual professionals and recruiters
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Example 3: Airbnb
Key Features

Customer Relationships

Channels

Cost Structure

Key ActivitiesKey Partners Value Proposition Customer Segments

Key Resources

Revenue and Value Streams

Airbnb hosts

Crowd partners

Design, implementation, and 
management of Airbnb Web site

E-community orchestration 
and management

Easy renting

On-demand services

Airbnb accounts can be connected to 
Facebook, increasing trust

Social network–based 
customer relationships Global reach by cloud

Any travelers and hosts accessing 
Airbnb Web site

Controlling the access to a 
network of people as 
resource

Travelers and hosts registered in 
Airbnb Web site

People-network effect

Cost per host or traveler decreases 
with their number

Ubiquitous access

Airbnb Web site

Ubiquitous service 
monetization

Percentage fee from travelers

Cost of digital platform

Cost of Airbnb Web site

Business network 
monetization

Percentage fee from hosts

By digitally connecting individuals 
(hosts and travelers) via the Airbnb 
website, supply and demand can be 
easily matched.

People network–based 
solutions

Rating and review system for hosts 
and travelers, including social profile 
checks.

Integrated communities

Airbnb bundles a number of services 
(e.g., insurance), but the customer 
only deals with Airbnb.

Business network–based 
customer relationships
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Business Model Design and Innovation (BMDI)
Doll, J., Eisert, U.: p. 7 – 15

1. From Baseline …

2. … to 4 types of iteration …

I. Analyze & Improve

II. Challenge & Change

III. Test & Verify

IV. Evaluate & Decide

3. … to an appropriate, validated 
business model

4. Case study Helix Nebula

Business
(Viability)  

People
(Desirability)

Technology
(Feasibility)
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