Find new revenue models for your idea (B2B)

Boardof
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In case your idea improves your own business:

Start herel

Answer quick! What comes to mind
first is the right answer. Here we go:

finswer the questions from the perspective of
a B1Y startup seling o YOUK business.

ﬁ — Hint >You might find gold Ot —

the other side of this tunnel

Hel yeahl

: ﬂﬂeg would be
I devastated it Does your product/service
4 . — remember previous use of a
DrOpbOX their user data user? (eg. database)
was lost!

1. Loss/Aversion

H’Igh chance that 3ou‘ll
find more reason for

companies to pay

Will your business client be
less vulnerable to
unexpected situations?

Il enprove |

Kisklessl

High chance that
youl find more

reason for

companies to pay

a additively

Does your product lowers the needs
for investments compared to the
current solution? (assets or people)

— Yes| —¥

Does the internal relationship
between your client and its
employees improve?
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- Yeg!

10. Transparancy X

Robin

A redl Is your product/service lowering

the operational costs at your
clients' company? (eg. work hours)

9. OPEX Saving X

time-savey!

Does your product improve
the working conditions at
your business client?

yambla — | think so —

5. Employee ]
satisfaction
The\j can do

what the\j are
Yrained for agair
l Are employees working at your
v business client able to focus

more on what they like to do?

Does your product/service also
have a positive impact on the
customer of your customer?

What about these colours?

Value

Free!

[
Will the majority of companies \
(users) pay for your product?
Cool You just
teleported PR
yourseff herel
Will users have to give their Do you believe other companies Do you dream of
(company) data in order to use would have interest in targeting A coursera making even more
your product/service? your user base? money with this idea?
No-t reangm RBMBMber: adS IS OHM
one of the options. (o /! 5—]
. LENEFITS —
and find some more!
Do you bring 2 partiesin
Ve dol — )
. Jobr contact with each other?
Well suggest a
Does the value of your product tructed % - PS. Jou can stop
decrease if more competing User data is Ustea partner Jour journey once
. "
companies have access to it Do you generate user-data one of our 30\/\ reach a q/uesﬂo
relevant for others? I
biggest assetsl that JYou answeres
alreaalg
Will the customer of our Board of
business client be in L '
touch with our solution? > I n n Ovat I O n Are there any complementary Would you ever offer these Yes, ';';QS&% @9
_ services/products to your offer = Yeg| complementary products/ < |ntegmteo| —P
N\ ? i i ? .
2. Exclusivity/ that your users expect: services In your ecosystem: Solution
Limited availlability A
My product is dl
they needl
Will your solution lower the "’ PARSE.LY -
acquisition cost of new v ° ls it your goal to have Our customers _ | 1
customers for our client? direct revenue from this (X) could give us >
3. Acquisition product/service? sonething ol<e. | 5o ctaris o e e |
convenience
|
Of course
Does the product/service —
improve the image of your - — B
business clients towards ) . | -
their customer segment(s)? Wind 8 p H 4
INAOWS ro
Is the variabel cost per nvestments arder, better,
8. Vanity/ extra user non-existent are done, > faster, strongerl
Reputation or negligible? S0 yes! 12 p . _
. Pay-what-you- ' '
ay:Nvavn: Yol Let's check it you
Will your product be more We do have extra can mae even mor
convenient to our clients' R costs for each sdle money With your ide
customers than current e A
solutions offered?
) Can you think of features that only
; part of your user base would pay for?
N 1 p Your journey requires
Didn't | say | dont Yes! > S a C a teleportation! find
want them to pay? the exit..
. Hmmm... Ever played Monopoly?
Making money on your product seems to be a tough one. 0 ¢ ‘
Get out of your comfort zone! It's innovate or die. 0 back to start
A
#Awesome! You have some Do you want the user to be able to Would you like proof of Dann right ‘(LEDEI”E
options that your users enjoy the product/service forever V= Yeg! interest from your users that
might be willing to pay for. once they pay? before you launch? about that
We will launch Grow up, pre-sales
Do you already Will the user have the Sounds like Do you want users to WMW%‘. are OHM the <tart.
have at least 1 exclusive right to use pay every time they use
- thi duct? a hassle. duct/service?
'value proposition’ is product your product/service:
suggestion? Do you think the user might Can one product da Vinci §;
v have trouble paying the entire be shared amongst V= Yol = URGrcan svaTim -
O r k' | product at once? different users?
¢ Nope!
Could you introduce physical A
consumables to be used Y *
together with the product?
,' No, but we do
have a recurrin
Y  / e Nol N
cost in mind! (2004
— _

For the user.

Proposition

Do you have

LeasePlan fluctuating

—

\. o Y@S‘

supply and
demand?

QATAR:
_>

AIRWAYS dypinill — o

Canyou sell
something extra
to the big
spenders in your

customer base?

o
ded | NESPRESSO.




