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Companies whether large or small set targets for growth and their aim is to make
positive, profitable growth. Companies will experience pressure from the demand
made by the equity markets to grow rapidly. Disruptive business models will place
their main focus on creating, disintermediation, refining or re-engineering a
product or service. Companies that incorporate the disruptive business models
have distinctive competitive value. They make use of the models to crush all their
competitors and remain at the top in the industry. There are various models that a

business can consider, but below is a list of the top ten.

1. The On Demand Model
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This model will disrupt by monetizing time. They will sell instant access to the
businesses product or services, but at a premium. They offer new value to
customers making access to the services simpler and more convenient. This
flexibility creates a great advantage that the organization can take advantage of. By
making use of digital technologies the business is in a position to offer new
services and products to their customers. An example of a company that made use
of this business model is Uber that has created disruption in the transportation
sector.

2. The Pyramid model



In this business model the business will recruit a large number of resellers or
affiliates. This drastically scales up the businesses sales force. They form what
seems as a community. They therefore enjoy the benefits that come with
leveraging product communities. The affiliates or the sellers are then paid on a
commission basis. That is, they are paid a fixed percentage of the amount they
have sold. Amazon has successfully implemented this model. They have a network

of sellers that are their key partners.

3. The experience model

This model is where a business offers unique, stylish, new and innovative products,
but to those that can afford to pay for the products. The business has to keep
improving their existing products and have new products in the market to keep it
leading in the market and no competitors can match the products they offer to
their customers. This makes it hard for their customers to move to their
competitors after using their products. Apple has managed to implement this
business model and it has propelled the company to top in the industry. Offering

products as an experience has made them come up with unique products.
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4. The hypermarket model

There is no better way to disrupt than to offer a product or a service at a price

lower than the cost price. Bigger companies with a huge chunk of the market share
will use their economies of scale to crush all their competitors. When they are
offering services below cost price competitors will drop out since they cannot
match the price. If they try to match the price set they will be operating on losses
which will eventually drive them out of the market. Amazon has implemented this
business model and it has greatly contributed to the success of the company.

5. The Access over Ownership model

This is a business model that is based on sale of performance, usage or experience.
It is gaining popularity and it benefits both the businesses and the consumers. Your
competitors offer customers the ability to access expensive products like cars
without having to buy them. It works by giving consumers access to goods and
they pay for the goods as and when required. This gives the customer access to
goods and services that they would have otherwise not been in a position to afford.
The businesses still retain the ownership of the products and items that are being
shared. The unifying power of the internet is fundamental in the working of this
model. Zipcar is one of the businesses that implemented the model. It is a
membership based car sharing company with a fleet of cars. Members pay an
annual membership fee and they can reserve the car by the hour or day.

6. The marketplace model
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A business implementing this model will provide a marketplace that is digital where
both the buyers and the sellers of a given item can transact. This has offered
flexibility and convenience. In return for any transaction the buyer and seller are
involved in the business gets a fee or a commission. The commission is calculated

on a percentage basis of the price charged by the buyer. App store works under

this business model. An application developer will develop an application which he
will post on the app store with a price. Customers will buy the app and pay the

price. The developer will get the money, but it will be less the amount paid to the

store for having hosted the application for sell.

7. The free model
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This is a business model where the core product is given away for free to a large
group or users. Then premium products are sold to a smaller fraction of users who
want premium features. The trick to excel in using this business model is to make
sure that the product or service you are giving away is of high value to the
customer. If this is the case they will tell others about the service or product. This
creates a large user base. This business model has been the backbone of the
success of Facebook. The users are able to network for free but advertisers have to

pay to advertise on the platform.

8. The Freemium Model

How Does It Make Money?

If users want premium or full versions with advanced functionality and
added value, they pay a fee to upgrade.

This business model will disrupt by providing digital sampling. The users will pay
for the basic service with their data and not money. The business will then charge
them a fee to upgrade to a fuller offer. For the users to access other features or an
upgraded version they will have to pay a set fee to the business. This model will
only work for products where the marginal cost of the extra units and for
distribution are lower than the sale of personal data. Spotify has successfully

implemented this business model.

9.The subscription model

In this business model, a business takes a service or a product that consumers
could have easily in the past had access to it easily and locks it in. So the only way
for the consumer to get access to the service is by paying some amount for
subscription. Some of the products are on a monthly basis and this makes
recurring and sustainable income for the business on a monthly basis. The model



was pioneered by newspapers and magazines but is now being used by other

I

businesses. Companies like Netflix use this business model.

10. The ecosystem model

By implementing this model, the business will offer different products but they are
integrated and the consumers get used to using one facet. This is a lock system
where the business will limit customers' choice and will therefore eliminate any
completion. Apple uses this business model where it drives its customers into its
ecosystem and keep them there. This has been a huge contributor to the success

of Apple.

The above is a list of the top ten disruptive models used by businesses and
examples of companies that use the models. The models have revolutionized the
markets and businesses implementing these models are doing great in terms of

profits.
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