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SaaS Based Business Models 

§  Subscription  
–  Monthly fee per seat: Freshdesk https://freshdesk.com/pricing  

–  Freemium strategy: Dropbox https://www.dropbox.com/business  
Spotify https://www.spotify.com/uk/premium/?checkout=false  

§  Transaction based pricing (like credit cards) 
–  Per units of transaction: Tata Consulting 

http://www.tcs.com/SiteCollectionDocuments/White%20Papers/Transaction-Based-Pricing-1014-1.pdf  

–  Per ranges: DigitaleFactuur https://www.digitalefactuur.nl/prijzen--aanmelden 

§  Profit sharing  

§  Ownership sharing  

§  Ad-based revenue (e.g. pay per click) 
–  Google, Yahoo!, YouTube, Spotify 

§  Selling data 
–  LinkedIn, Google 

Note that there are mixed models 
(e.g. Spotify mixes freemium 
with ad-based).  
 



Web-based business models 

§  Brokerage 

§  Advertising 

§  Infomediary 

§  Merchant 

§  Community 

 



Brokerage 

§  Brokers – market makers: they bring buyers and sellers together and 
facilitate transactions.  

§  Brokerage can be:  
–  (B2B),  

–  (B2C), 

–  (C2C).  

§  A broker makes its money by charging a fee for each transaction it 
enables (also can charge for posting offers and ads). 

Brokerage Forms 

§  Buy/Sell Fulfilment  

§  Market Exchange 

§  Business Trading Community  

§  Buyer Aggregator  

§  Distributor  

§  Virtual Mall 

 

§  Auction Broker  

§  Reverse Auction  

§  Classifieds  

§  Search Agent  

§  Bounty Broker  



Brokerage Forms Explained (1) 

§  Buy/sell fulfilment 
–  Online financial brokerage (https://www.alex.nl) 

–  Travel agents 

–  Volume and low overhead to deliver the best negotiated prices  
(http://www.autotrader.nl) 

§  Market exchange 
–  Model in B2B markets 

–  The broker typically charges the seller a transaction fee based on the value 
of the sale (http://www.tradeboss.com/) 

–  The pricing mechanism offer/buy, offer/negotiated buy, or an auction offer/
bid approach.   

§  Business Trading Community 
–  It is as a site that acts as an "essential, comprehensive source of 

information and dialogue for a particular vertical market“ (
http://www.busmania.co.uk/hollandbus/ ) 



Brokerage Forms Explained (2) 

§  Buyer aggregator 
–  The process of bringing together individual purchasers 

from across the Internet (http://www.samenkopen.net/) 

–  Sellers pay a small percentage of each sale on a per-
transaction basis 

§  Distributor 
–  A catalogue-type operation 

–  B2B models are increasingly common. Broker facilitates 
business transactions between franchised distributors and 
their trading partners 

–  Faster time to market and time to volume as well as 
reducing the cost of procurement  

–  For distributors, it decreases the cost of sales by 
performing quoting, order processing, tracking order 
status, and changes more quickly and with less labor. 
(http://www.converge.com/) 



Brokerage Forms Explained (3) 

§  Virtual Mall 
–  A site that hosts many online merchants.  

–  The virtual mall model may be most effectively realized when 
combined with a generalized portal. Also, more sophisticated 
malls will provide automated transaction services and 
relationship marketing opportunities 
[ex: http://shopping.yahoo.com/] 

§  Auction Broker 
–  A site that conducts auctions for sellers (individuals or 

merchants). Broker charges the seller a fee. Seller takes 
highest bid(s) from buyers above a minimum.  

–  Auctions can vary in terms of the offering and bidding rules.  
[ex: eBay, www.bva-auctions.nl] 

§  Reverse Auction 
–  The "name-your-price" business model. 

–  Prospective buyer makes a final bid for a specified good or 
service, and the broker seeks fulfilment.  

–  In some models, the broker's fee is the spread between the 
bid and fulfilment price and perhaps a processing charge.  
[ex: http://www.priceline.com/default.asp] 



Brokerage Forms Explained (4) 

§  Classifieds 
–  A listing of items for sale or wanted for purchase, typically 

run by local news content providers. Price may or may not 
be specified. Listing charges are incurred regardless of 
whether a transaction occurs.  
[ex: Marktplaats.nl, http://www.monsterboard.nl , Craig’s List] 

§  Search Agent 
–  An agent used to search-out the best price for a good or 

service specified by the buyer, or to locate hard to find 
information.  

–  An employment agency can act as a search agent broker, 
finding work or finding people to fill open positions listed by 
an employer. 

§  Bounty broker 
–  The broker offers a reward for finding a person, thing, idea, 

or other desired, but hard to find item. The broker may list 
items for a flat fee, or charge a percentage of the reward if 
the item is successfully found. 
[ex: BountyQuest (discontinued), https://www.patexia.com 
https://www.articleonepartners.com ] 



Advertising 

§  The web advertising model is an extension of the traditional media 
broadcasting model. 

§  The broadcaster -a web site-, provides content and services in the 
form of ads. 

§  Advertising forms 
–  Generalized Portal  

–  Personalized Portal 

–  Specialized Portal  

–  Free Model  



Advertising Forms Explained (1) 

§  Portal 
–  High-volume traffic (typically tens of millions of visits per month) driven by 

generic or diversified content or services (Google.com, nu.nl, etc.). 

–  The high volume makes advertising profitable and permits further 
diversification of site services.  

–  Free content and services. 

§  Personalized Portal 
–  The generic nature of a generalized portal undermines user loyalty  

–  portals creation (ex: My Google).  

–  The profitability of this portal in based on volume and possibly the value of 
information derived from user choices.  

–  Personalization can support a "specialized portal" model. 

§  Specialized Portal 
–  Here volume is less important than a well-defined user base. 

–  http://gthq.nl/ 

–  http://modeling-languages.com  



Advertising Forms Explained (2) 

§  Free Model 
–  Provide something for free, so that users come and see the advertisements. 

–  Freebies create a high volume site for advertising opportunities.  

–  Viability is hardest when based purely on advertising revenue.  

–  Examples: 

•  site hosting [ex: FreeMerchant] 

•  electronic greeting cards http://www.bluemountain.com   



Infomediary Model 

§  Valuable information about consumers (personal data, buying habits). 

§  Analysis of information and it’s usage adds value. 

§  Available in B2B and B2C  

§  B2B 
–  Provide business with information they could normally not come by 

–  Example: http://www.distimo.com/ 

§  B2C 
–  Registration systems (simple, information behind a username/pwd) 

–  Recommender systems, sites that allow users to exchange information with 
each other about the quality of products and services  
(http://www.tweakers.net/pricewatch) 



Merchant Model 

§  Classic wholesalers and retailers of goods and services (for instance 
referred to as "e-tailers"). 

§  Forms 
–  Virtual Merchant - no store locations 

–  Catalogue Merchant - the migration of mail-order to a web-based order 
business.  

–  Click and Mortar - traditional brick-and-mortar establishment with web 
storefront. The model has the potential for channel conflict.  

–  Bit Vendor - a merchant that deals strictly in digital products and services 
and, in its purest form, conducts both sales and distribution over the web.  



Community Based Business Models 

§  Community model is based on user loyalty.  

§  Users have a high investment in both time and emotion in the site.  

§  Having users who visit continually offers advertising, infomediary or 
specialized portal opportunities. 

§  The community model may also run on a subscription fee for premium 
services. 

§  Forms 
–  Voluntary contributions - The model is predicated on the creation of a 

community of users who support the site through voluntary donations  

–  Knowledge Networks - Expert sites, that provide a source of information 
based on professional expertise or the experience of other users  
(http://stackoverflow.com/) 



API Based Business Models 

§  Data As a Service 
–  Amazon E-Commerce Service 

–  Amazon Historical Pricing 

§  Infrastructure As a Service 
–  Amazon Simple Queue Service 

–  Amazon Simple Storage Service 

–  Amazon Elastic Compute Cloud 

§  Search As a Service 
–  Alexa Web Information Service 

–  Alexa Top Sites 

–  Alexa Site Thumbnail 

–  Alexa Web Search Platform 
 

§  People As a Service 
–  Amazon Mechanical Turk (http://www.mturk.com) 



  

Mark these if you are using (U) or could use (CU) them 

SaaS-BASED 

§  Subscription  

§  Transaction based pricing  

§  Profit sharing  

§  Ownership sharing  

§  Ad-based revenue  

§  Selling data 

API-BASED 

§  Data As a Service 

§  Infrastructure As a Service 

§  Search As a Service 

§  People As a Service 

§  Advertising 
–  Generalized Portal  

–  Personalized Portal 

–  Specialized Portal  

–  Free Model  

§  Infomediary 
–  B2C 

–  B2B 

§  Merchant 
–  Virtual Merchant 

–  Catalogue Merchant 

–  Click and Mortar 

–  Bit Vendor  

§  Community 
–  Voluntary contributions 

–  Knowledge Networks  

 

WEB-BASED 

§  Brokerage 
–  Buy/Sell Fulfilment  

–  Market Exchange 

–  Business Trading Community  

–  Buyer Aggregator  

–  Distributor  

–  Virtual Mall 

–  Auction Broker  

–  Reverse Auction  

–  Classifieds  

–  Search Agent  

–  Bounty Broker  

ICT-E 



Re-think pricing schemes and revenue streams 

§  Split each product team into 2 groups. 

§  Shuffle and meet another group. 

§  In turns (10 min. each): 
–  Explain your pricing scheme and revenue streams to the other group 

–  The other group gives you feedback 

–  Ideas: 

•  Change of perspective 

•  Brainstorming 

•  Brainstorming paradox 

•  Mindmap 

§  Meet back with your product team and discuss the ideas 

 

Information Emotions  

Discernment  Optimistic  

Creativity  

Meta-thinking 

ICT-E 


