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Business model for mypinboard.ca

Mypinboard.ca is a very simple idea that intends to take off all the bulletin boards scattered all around university campuses and put them online. So, it’s a service for anyone that uses bulletin boards on campuses to share information. However, it is not on the walls anymore! It is online!

The following Diagram (figure 1) shows the business model for mypinboard.ca. Also, attached to this paper, a value proposition analysis for the service.
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Figure 1: Business model for mypinboard.ca

The model simply shows that students who are looking for information would go to mypindboard.ca instead of wondering around the campus and checking each and every single bulletin board. This business model show a highly scalable, customizable, and reversible business.

The scalability of the business is brought by the fact that this system can be extended to cover every campus in Canada, North America, and even the whole world. Also, another aspect of the scalability can be illustrated by generalizing the campus to be any organization that uses bulleting boards to share information among its employees. In fact, the actual conventional bulletin boards can be exchanged with digital screens that will act as digital bulletin boards.

This scalable characteristic of the business model is accompanied with very high levels of customization. One of these levels is that users of the system can customize it according to their preferences. For example, choosing the kind of information they want to see on their own pin board. Another level of customization is that organizations, which are willing to install digital pin boards, can choose between digital touch screens or regular digital screens. Getting touch screen means that the screen can be used as an input and output device. This will result in a flexible system; however, controlling the information exchange on the system will be difficult. On the other hand, getting regular digital screens will only allow the screen to act as an output device. This will limit the freedom of information exchange on the system, but will give a greater control over it.

Regarding the reversibility of the system, the system is reversible in the sense that the customers can become suppliers and vise versa. For example, in the simplest scenario, a second year student can offer his/her second year book (being a supplier) and the same student can ask for a third year book that he/she needs (being a customer).


