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1. RAZOR AND BLADE
The principle of razor blades, printers and 
coffee machines is known: the basic 
product is offered cheaply or even free of 
charge, the consumables that are 
necessary to use the product are 
comparatively expensive. The low price of 
the basic product encourages people to 
buy, and the resulting recurring expenses 
are intended to generate substantial 
profits. Usually, the basic product and the 
consumables are technologically linked. 

2. FLATRATE
In this model, a fixed fee is charged for a 
product or service that is independent of 
use or consumption. The consumer 
benefits from a simple cost structure, 

the company from constantly gushing 
income. 

3. FRANCHISING
The franchisor owns the brand name, the 
products and the corporate identity. These 
are licensed to independent franchisees 
who bear the risk of the local organization. 
The income is generated from the sales of 
the franchisees, plus the direct 
remuneration for franchise services. The 
franchisees benefit from the awareness of 
the brand and the know-how of the parent 
company. 

4. FREEMIUM
The basic version of an offer is given away 
in the hope of eventually convincing 
customers to buy the premium version of 
the offer.
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The free offer attracts the highest 
possible number of customers. The 
usually smaller sub-group of premium 
customers then generates the 
corresponding income. 

5. PEER-TO-PEER
This model is based on sharing, 
exchanging, trading or renting access to 
offers through the collaboration of 
people who are part of a homogeneous 
group. The company offers them a 
platform that connects them. 

6. SUPERMARKET
A company sells a variety of readily 
available products and accessories under 
one roof. The range is large and the prices 
are tightly calculated.

Customers are attracted by the wide 
range, and the company benefits from 
network effects.

7. SELF-SERVICE
The customer takes on an essential part of 
the traditional value chain himself. In 
return, he gets the product cheaper.

8. AUCTION
A product or service is sold to the highest 
bidder. The price is fixed when a certain 
end time is reached or no higher offer has 
been received. Advantages: The company 
takes the customer's greatest willingness 
to pay. The customer benefits from the 
possibility of setting the price he is willing 
to pay himself.  

9. TARGET THE POOR
The products or services offered are 
geared towards a customer base who is 
at the base of the income pyramid. The 
profit margins are small and the sales 
are high.

10. SUBSCRIPTION
The customer pays a regular fee to gain 
access to a product or service. While 
customers benefit above all from lower 
costs than in retail sales, the companies 
have a steady source of income.

11. ADD-ON
The basic offer is offered at a very 
reasonable price, but can be expanded 
with numerous extras that drive the price 
up.

This can lead to customers ultimately 
spending more than originally intended. 
Customers benefit from the variable 
offer. 

12. DIRECT SELLING
Products are not sold through 
intermediaries, but directly from the 
manufacturer. This way, retail margins 
or margins
  avoid additional expenses.

1880 Standard Oil Company
John D. Rockefeller sells cheap lamps to 
China that have to run on expensive 
petroleum from his refinery.

1904 Gillette
Patented holder for 
razor blades.

2003 LinkedIn
Social network for 
business contacts.

2009 Tata Nano
Cheap car for Indians.

1930 Vorwerk
The vacuum cleaner "Kobold" 
is sold by the manufacturer 
without an intermediary.

1978 The Home Depot
Two Americans set up the 
world's first hardware 
store. 

1995 Ebay
Online auction house.

2003 Skype
Telephone 
service via the 
Internet.

1997 Priceline
Online portal for 
travel and hotels.

2006 Spotify
Streaming service for pieces of 
music from numerous large 
record labels.

1971 Starbucks
Coffee shops for 
the whole world.

2007 Dropbox
System for storage and 
exchange of data.

1998 Google
Internet search engine.

1999 Blacksocks
Online 
subscription for 
men's socks.

1948 McDonald’s
First fast food chain.

1999 Napster
Platform for 
exchanging MP3 music 
files over the Internet.

1860 Singer sewing machines
Isaac Merritt Singer allows 
traveling dealers to sell his sewing 
machines on their own account. 

1898 GA
The general subscription for 
Swiss railways is one of the 
oldest flat-rate offers.

1956 IKEA
Furniture to 
assemble yourself.

1983 Grameen Bank
Muhammad Yunus 
founds a financial 
institution that
specializes in 
microcredit for the poor.

2012 Dollar
Shave Club

American 
subscription service 
for razor blades. 

1946 Buckaroo
Buffet

The first all-you-
can-eat restaurant 
opens in Las 
Vegas. Fixed price 
for the buffet: $ 1.

2008 Airbnb
Platform for renting and 
booking accommodation.

1985 Ryanair
Irish low-cost airline.

1981 Sandals Ressort
The first all-inclusive hotel is 
opened in Jamaica to boost 
tourism after the unrest.

1997 Mobility Carsharing
Car rental.

1996 Hotmail
Microsoft email 
service.

2009 Uber
Internet 
platform for 
taxi rides.

1992 SAP
Company software 
manufacturer.

1930 King Kullen
Grocery Company

Michael J. Cullen founds the 
first supermarket in a garage 
in New York, based on the 
motto “Stack high, sell at low 
price”.

Global companies owe their success
to a brilliant idea or invention - and 

the right business model. The main concepts
 and their representatives. 
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