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Paradigm

Platform
Examples

Applications
Examples

UI/UX

S/w Dev

Desktop
DOS, Windows, Mac OS

Clients
Excel, PPT, Lotus

Native Screens

Client-side

: HIAA S 9] Paradigm Shift

Browser Mobile OS
Mosaic, Explorer, Chrome i0S, Android
Website Apps

Yahoo, Amazon Angry Birds, Instagram

Web Pages Native Mobile Screens

Server-side Client-side

Once-in-a-decade paradigm shift: Messaging
(Source: Chatbotsmagazine)
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Messaging Apps
WhatsApp, Messenger, Slack

Bots
Weather, Travel

Message

Server-side




Appendix : O|A| A Paradigm Shift
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Messaging Apps = Increasingly Becoming Second Home Screen...

iOS Facebook Messenger
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Platform?

Horizontal

1st Generation

5 Google play

facebook

amazoncom
N/

Vertical

Vertical 020/0On-Demand

2"d Generation

UBER

&

airbnb

- -wework
B sl

3d Generation

MASTER
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Platform: interface mediating distinct but interdependent groups of

users that transact on the platform to obtain value (vans,2003;
Hagiu, 2005; Rochet & Tirole, 2003, 2006)
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Two-Sided Markets: An Overview:-

wJojre|d

Jean-Charles Rochet?

: ‘i’ﬂ 2 2.

i Jean Tirole?
2014 THE SVERIGES RIKSBANK
PRIZE IN ECONOMIC SCIENCES
IN MEMORY OF ALFRED NOBEL

“for his analysis of market power and regulation”

March 12 2004

Abstract
o The paper offers an introduection and a road map to the burgeoning literature
ean I erle on two-sided markets. In many industries, platforms court two (or more) sides
that use the platform to interact with each other. The platforms' usage or variable
charges impact the two sides” willingness to trade. and thereby their net surpluses
from potential interactions: the platforms’ membership or fixed charges in turn

Born: 1953 in Troyes, France (French citizen)
Affiliation at the time of the award:

Toulouse | Capitole University, France

- T : PLATFORM COMPETITION IN

#NobelFacts Jean Tirole is the third French

Laureate awarded the Prize in Economic TWD'SIDED MARKETS

Sciences. Maurice Allais was awarded in 1988,
and Gerard Debreu in 1983.

Nobelprize.org Jean-Charles Rochet Jean Tirole
i Universite de Toulouse, Institut D"Economie Industrielle,
Institut "Economie Industrielle Centre d"Etudes et de Recherches en

Analyse Soclo-Economique

Abstract

Many if not most markets with network externalities are two-sided. To succeed, platforms in
industries such as software, portals and media, payment systems and the Internet, must “get
both sides of the market on board.” Accordingly, platforms devote much attention to ther
business model, that is, to how they court each side while making money overall. This paper
builds a model of platform competition with two-sided markets. It unveils the determinants
of price allocation and end-user surplus for different governance structures (prof-maximiz-
ing platforms and not-for-profit joint undertakings), and compares the outcomes with those
under an integrated monopaolist and a Ramsey planner. (JEL: L5, L2, L86, L96)
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Thomas R. Eisenmann / Geoffrey Parker / Marsh‘al/lu\/én Alstyne

Companies in industrics such as banking, software, and media make
money by linking markets from different sides of their customer
networks—audiences and advertisers, for example. The distinct
character of these businesses demands a new approach o strategy.

HARVARD |BUSINESS | SCHOOL

Strategies for Two-

Sided Markets

by Thomas Eisenmann, Geoffrey Parker, and

Marshall W. Van Alstyne

* you ot the blockiuster procacts and ser.
e that have redeined the ot beca,
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cmwg e s copes 50 © wamartxors.

semtng,

Platform Envelopment
Thomas Eisenmann

Geoffrey Parker
Marshall Van Alstyne

‘Coyright © 2007 by Thimas Eiserusan, Gesfirey Parkr, srd Marshall Van Alstyne.

4 o s diebutil o purpmn of
21 4ot B oo, o Bt g A ibbae. Cogin

Strategies for Two-Sided Market(2006,HBR) Platform Envelopment(2007, Working Paper)

Opening Platforms:
How, When and Why?
Thomas R. Eisenmann

Geoffrey Parker
Marshall Van Alstyne

Working Paper

09-030

Copyright © 30 by Thomas K. Eseraunn, Geodiory Farker, snd Masall Van Aliyne

Werking popems am i dakt form Tha wocking pupee bs ditbuand o purpens of

dincumion osdy. e sepeduced without permimicn of the copyrght hakder. Coptes of weeking
o s ratiabe roe the i

Opening Platforms:How, When and Why?
(2008, HBS, Working Paper)
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Strategies for Two-Sided Market(2006,HBR)

panies in industries such as banking, software, mdmrium ake
i nt sides of thei

s anc ple. Tlae distinct
character of these businesses demands a new approach to strategy.

customer

Strategies for Two-
Sided Markets

by Thomas Eisenmann, Geoffrey Parker, and
Marshall W. Van Alstyne
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Platform BM vs Pipeline BM2| ({220 5=} Sel& )2

Harvard =
Business
Review

and the New Rules
of Strategy

e s 4R .
.wlhm-ﬁ.&
gt P Rt ey

Pi'pelinés,' Platforms,-

Pipelines, Platforms,
and the New Rules of
Strategy

RY

(Pipeline Player - J| &

Platform Player - C| X|
ZED|Y)

< Pipeline vs Platform2| A 0| M Platform Player=0| H|EL| A 28 SAAZ S44

KEXO| UIAIS D1 4GH= ofete ) 2 21/7[ 9]
& o 2f(Digital Capability)= J|Ut2 2 2b516| 22 DU IHX E HEol= CIAIE

< "0 0|9 712 &2 STtset AUl H =2 M2& 72(Rule)0| 22e= 4
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.- OAIY Y92KDigital Capability) 7|9t< 2 Business Model Transformation ---___

1. From resource control to 2. From internal optimization 3. From a focus on customer value
resource orchestration to external interaction to a focus on ecosystem value
-AHEH SAISE AT S -U-P I FofE S20fLf, 2fF -YE A If A SE A A

-2H Y2t PSS 0 Cf of OIEHL0] & 0 &2 - IO M7 S 2O Sh= B 22
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Reinventing
- YOUr

" Business

IViodel

by Mark W. Johnson, Clayton M. Christensen,
and Henning Kagermann

IN 2003, APPLE INTROOUCED THE IPCO WITH THE ITUNES STOFE,
revolticaizing portable entertainment, creating a oew mar-
k=t, and tandorming the companmy. In just three years, the
IPod'ITuns: combination became a nearty $10 billion peodoct,
accounting for almost 50m of Apple’s revenue. Apple’s market
capitalization catapulted from arcund $1 billion in earty 2003
1o aver $130 billion by late 2007.

This success oty s well knowrg what's ks well known is
that Apple was npot the first to bring digital music players to
market. A company called Diamond Mukimedia introdoced
the Rio in1998. Ancther firm, Best Data, introduced the Cabo
64 in 2000. Both products workedwell and were portable and

nororg | December 2008 | Harverd Buziness Raview 51

20084 122!, Clayton M.
Christensen®| 2210 HBROI| &= ot
“Reinventing Your Business
Model”’0i| A| Business Model0i| U &

M=z g0l ¥
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Cauaastorrrmeer Walue Propositionrn (COCWwWiP)

= Target custormer

m Job» to bhbe dome to solwe an

irmiportanmnt probhlerm or Tulfill am
irmportant neased for the target
SISt rTiE T

O FFferimg,. which satisfies the
problerm or Tulfills the mneased.

This is defined mnot ormlyw by wwihat

= sold but also by howe It's sold

O O A

PROFIT FORMWVILFL .S Ol_o—,

Rewvernue mocdel Howe rmuach
o mnay Carn bhe made: pricese =<

.___ifglur'ﬁe Waluarmese can be thought of

ir term%“ﬂ’gﬂrl{et size, purchase
Freguerncy., ahclﬁe‘u sales, etc.
-~y

Cost structure I—|-:::-'-.-"-.> SsTts ars

allocataed: iNncludes caost -:::-'F&ey'
assaets, direct cost=s, iNndirsect
Ssconoaormieaes of scale. N

~

sts,

NWiarcagimn rmyocdel
transaction shouuld Mmet o achiewve
desired praofit lewvels.

Resource vwelocity Howe guickiy
resources naeaed to bhbe used to su -
port targaet wolurme., Includes lead
tirmes, through oot
assaet utilization, and so ar.

Howewr rmuch each &N

S

S

ITwerhory turms,

- -
—‘——
- -
-~
/’
”
-~
= o
CLESPNEL
T
HEY RESOURCES
NMnecsdaedd to deliveaer tThe
custormeaer walus proposition
profitalkly. PAight imcludce:
m People
= Technology, procducts .
m Ecguippr rmient
m Imnforrmyation
= Chamnmeals
m Partmership=s,
alliamnces
m Bramncd
-
~
~
~
\\
N
=
IIE 7*"‘3/.
[
Business gl TS
--_-—_--I

Model J§ &t

A T2 A A it

X THIEHH
HiLC o=

N

MHEY PROCESSES, as waell as
rules, Mmaetrics, armndad moarrm s, that
rmake thae profitable daeliwveaery of thhe
custormer wal u=s proposition repaeat-
abble and scalable. RAMight include:

m Proccesses: dasigrn, prodouct

dewveaeloprment, sourncimng,. rmanol— Py
Tacturing., marksting. hirimng andc @
traimimg., I'T

’f

= Rules anmndd meatrics: m 1 re—
uirerments for ihve$ﬂﬁeht creddit
t=rrms=s, lead tlr‘g@?guppller t=rrnmn=s

:_l;ﬁ_lsyﬁl-;—SDDo reuanity sizese Nnaeasdaed
for iNNvestrmeaent, approach to
custormeaers and chanmnnals

,/
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Customer Value Proposition

A8

Target Customer Job to be done Offering
_ I::> _ I::> Do E LA E ol £ &
oY EX A= <224 olf £ 2 4j(Job) = ol Z #(Solution) =
F2lIpR 22l Tf? S010] 7j2
XA PHOIO[ = B0/ X0l HE 2 F 26f17, 2f =X 0] PIA] AE X
IKSEFHE A2 T2 ot 22 Y28
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Z Al (Job To Be Done)gt?

Customers den't
buy preducts and_ _
services; they, hire,

variocus selutions
at varicus times to

- Clay ton
Christensen —
Harvard Business
ochool
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Harvard ..

Needs a Forexgn

$2 Business Models
Turning Services
into Products

Modanbir s wwhney

an Policy

104 Managing Yowsell
How to Tackle Your
A Toughest Decisions
J JosephL. Badarscce

WHAT DOES
YOUR CUSTOMER
REALLY WANT?

HOW TO FIGURE ITOUT
PAGE 45

| SEPTEMBER 2016

HERKOREA.COM

Harvar
Business
Review

KOREA

SPOTLIGHT
22| ‘SHEIH’ £ metolet

Know Your Customers’ “Jobs to Be Done”
Z20/E M, 2| AHIZ, EfC| &, 42 D2 Hojb|E S, H3

ey

S A= M=Z2

d
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The premise is simple: customers don't just buy products
They "hire" them to do a job.

..they want

"People don't want to buy
a quarter-inch hole!"

a quarter-inch drill...

-,,,2. — -
The ; The
e T JTBD Method 0B
(WHAT) F~" T (WHY)

Product Language - Features & Benefits Job Language - Outcomes & Value

Theadaore levitt
Harvard Business School

October 28" 2013 at www BusinassoiSoftware.org ° °
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“People don’t want to buy a quarter inch drill,
They want a quarter inch hole”

- Theodore H. Levitt, otHE ZAAML HO| 4 -
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Job To Be Done : Outcome Based Approach
(Agility, Lean Approach)

uoleAouu| NG

OUT OF THE BOX

F---a- -y

Expanded Window of Focus Typical Window of Focus

|
:'
:

|

I

|

|

'

' 0

! /2]
=

: s |5 =1
- =

: g e Function Prod l!CtS/ o= I}/:[I

, S o Services

' Q (= 1} [I

' i

' Processes

|

L M

: Design/Improvement Process Improvement

http://frontendofinnovationblog.iirusa.com/2010/11/outcome-expectations-aka-hiring.html
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OFFERING

SOLUTION \

OUT OF THE BOX

CUSTOMER JOB SOLUTION
TO BE DONE
(D245l 2 2HA)) \ Platform

\ BUSINESS MODEL
INNOVATION

o
-7 Lo ’ /
222 o= 219 L /

CUSTOMER VALUE
PROPISITION
(2 IEA S A
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DIGITAL TRANSFORMATION
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Newtonian Theory vs. Chaos Theory

The Past The Tomorrow

cause and effect are

|
t
|
|
I i ‘relationships between
i simple, clear and linear.”

increasing

AR, \‘14\\\ e : contributed to more of a

Shifting Parading' From Newton to Chaos
(AH2IS AA T RUAI LD 2130, 92E9/9 e PSR 2US)

Source : Toby Tetenbaum
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Internet Trends Report 2016

kpcb.com/internet-trends

Source : Mary Meeker, Internet Trends Report 2016

Easy Growth Behind Us
“O 0|49 #:2 852 AL

Net, Net,
Economic Growth Slowing +
Margins for Error Declining =

Easy Growth Behind Us

-Growth Flat(’*d 2t = ZeroA|l T 2| =2i)
-Strong but Slow, Solid but Slow2t= T 91 0] Al2tAI 2 S

@KPCB
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W)
«Q
= ! |/ A UC-II o;/ / (=}
5 - Pure Digital Native, &/=L/ PMALE P4
_|
5
0 All Cc-mpames as of June 2016 (WSJO/ Hof= /2R 1= 014 0148 I =)
o
3
D | —— _ | _ _
o | Company Eve%y Latest Valuation Total Equity Funding Last Valuation
-] ‘Ai
| Uber a?ggg mgs £68.0 billion £12.9 billion June 2016
I fartup =
| Xiaomi Pure legital-’ £46.0 billion 1.4 billion December 2014
Natiye
: Airbnb Y $25.5 billion 2.3 billion June 2015
|
I Didi Chuxing I £25.0 billion 8.5 hillion June 20148
|
I Falantir : £20.0 billion 1.9 billion October 2015
: Meituan-Dianping | $#18.3 bhillion 3.3 billion January 2076
|
| Snapchat I F16.0 billion 2.4 hilliar May 2016
|
I WieWork : L1a.0 billion 1.4 billion March 2078
I Flipkart | $15.0 billion £3.0 billior April 2015
' |
| SpaceX [ F12.0 billion 1.1 billion January 2015
: Finteraest I 1.0 billion 11.3 billion February 2015
|
|_["_r-i-'l_re'"—‘_v"‘_ _ 1 £10.0 billion 2607 million January 2014

Source : WSJ, 2016.6
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Lean Process

\

LEARN _ N
IDEA / BUILD
(whether to pivot .
or persevere) : (Turn ideas into produc

(often a series of
MVPs)
*MVP : Minimum Viable Product(Z| &5 0| SH &)

X

HALA ('_“23 é‘/ PRODUCT

‘\

MEASURE

(How customers respond)

Pure Digital Native2| =5got M S/MU| A I YW =91 Lean ProcessOll LHSt M S0t 2 I 219] 2Hal S0t
g =]

> MS/MUAE 2t = WA tiet Z2=42 =M A D
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Build-Measure-Learn Feed Loop 2 S& > GE Fastworks
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S Stitch Fix User Experience = Micro Data-Driven Engagement & Satisfaction...
‘5”., Data Collection + Personalization / Curation + Feedback...
g Stitch Fix = Applying Netflix / Spotify-Like Content Discovery to Fashion...
g- Each Customer = Differentiated Experlence...99 99% of Fixes Shlpped Unique
-}
Data-Driven Onboarding Process Ship ‘Fixes’ with Curated Items Customer Preferences &
= Mix of Art + Science Based on Preferences / Style Feedback
Collect data points on customer preferences / Allows clients to try products selected by stylists Collect information on customer experience to
style / activities. 46% of active clients provide in comfort of home / return items they don't like drive future product selection

Pinterest profiles. Stylists use Pinterest boards +
access to algorithms to help improve product
selection

COCKTAIL / WEDDING / EVENT

COMMENTS

« Customer-Centricity(12 2 X|2h S O E A F*olot=LpJ} &2 = Retailer=2| LA
-Spotify like & Netflix-like experience

Source : KPCB At& 23|, http://insights.strands.com/5ecommercehighlightsfrommarymeekes2016internettrendsreport 2 %=
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uolewJlojsuel] [eubig

Aol tf 7] Y9 0] Digital TransformationOf|

Newtonian Theory
vs. Chaos Theory
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Easy Growth
Behind Us
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CHECKPOINT : PLATFORM + BM OUT OF THE BOX + DIGITAL TRANSFORMATION
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SOLUTION

/ OUT OF THE BOX
CUSTOMER JOB SOLUTION \
TO BE DONE /

*  OFFERING

" Two-Sided Market
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INVENTION LAB

Executive Workshop : www.roaplus.com
Startup Accelerating : www.roailab.com
Startup & VC Fund DB : www.thevc.kr
Fintechload DB : www.fintechload.com



http://www.roaplus.com/
http://www.roailab.com/
http://www.thevc.kr/
http://www.fintechload.com/

