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1. INTRODUCTION 

Emissions in general (Greenhouse gases and pollutants) and congestion are affecting 

most cities in the world, and many policy approaches are being tried across the world. 

Part of the effort should be made on innovative forms of transport supply that can use 

less space and produce fewer emissions per passenger km. Part of these will be on 

public (collective) transport services, part on services aimed at a target group – either 

varying between social classes based on the spending power or based on a small number 

of passengers, numbering upto a dozen passengers from 1.  

Through this assignment, it is intended to present cases of innovative transport modes 

that are being studied, proposed or deployed and an effort is made to understand how 

successful or not those services are and the main reasons attributed to the success or 

failure. Secondly, it is also intended to propose suggestions for an innovative service in 

one of the above mentioned categories. An important feature also is to develop a 

business model for the second intervention that could lead to a successful deployment 

with little or no need for public subsidies.  

2. OVERVIEW OF EXISTING INNOVATIONS IN TRANSPORT 

MODES 

For the purpose of this homework assignment, we propose to present the existing 

innovations in transport modes under two broad divisions: 

I. Innovative transport modes deployed/proposed in the developed world 

II. Innovative transport modes deployed/proposed in the developing world 

The rationale behind the division in the above given categories is attributed to the fact 

that the solutions to transport problems are viewed differently by the developed and the 

developing world. For instance in the developed world, commuters prefer ride quality 

and comfort over the price. In saying so, it is meant that the commuters would not mind 

paying a couple of dollars or euros in excess if they have access to a transport mode 

which provides them with greater ride quality and comfort. On the same regard, 

commuters would prefer systems which produce lesser emissions per passenger kms 

and they can afford such a system owing to the higher purchasing power that they 
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possess over their developing world counterparts. On the contrary, concerns in the 

developing world are more on the cost side of transport rather than on ride quality, 

comfort or lesser emissions. By saying so, it is not meant to infer that the commuters in 

the developing world do not wish for systems that give them higher ride quality, 

comfort or lesser emissions but that they are unfortunately not in a position to afford 

them owing to their lower economic strata in comparison with their counterparts in the 

developed world.  

2.1 INNOVATIVE TRANSPORT MODES DEPLOYED/PROPOSED IN THE 

DEVELOPED WORLD 

The section below describes the innovative transport modes deployed/proposed in the 

developed world. The modes discussed in this section are in agreement of the specific 

requirements of the customers in the developed world: 

 The Heathrow Pod, United Kingdom 

 

The Heathrow Pods belong to a broad class of modes called Personal Rapid Transit 

(PRT), a major transportation mode in study since the 1970‟s. It consists of a fleet of 21 

low energy, battery powered, driverless, zero emission vehicles capable of carrying four 

passengers and their luggage along a 3.8 km dedicated guide way. Opened in April 

2011, the pods will carry 500,000 passengers annually between Terminal 5 Business car 
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park and the main terminal each year giving them a virtually silent and smooth 5 minute 

ride. The journey is on demand and non-stop from start to end on the touch of a 

computer screen. Each temperature controlled pod has been designed for privacy and 

comfort and allows passengers to select their own destination. There are no time tables 

and no waiting times. Some features are: 

 The Heathrow Pods are expected to eliminate around 50000 bus trips around 

the Heathrow each year. 

  The pods use 70% less energy than a car and 50% less than that of a bus. 

 The pods can travel upto speeds of 40 km/hour. 

 Journey time to the main terminal is congestion free and ten minutes less for 

the average passenger.  

From the business model perspective, it is found that this venture has turned out to be a 

success as far as the commuters at the London Heathrow Airport (LHR) are concerned. 

This is primarily attributed to the fact that the value proposition gained from this is a 

means of seamless, congestion free travel from the Terminal 5 business car park to the 

main terminal of LHR. It takes lesser time, has no waiting time and is largely flexible 

on the part of the customer are points that add to the success of this venture. Going by 

the numbers, 100,000 have already availed the facility as of September 2011, which is 

also indicative enough of its success.  

Next is to analyze whether this could be implemented elsewhere as well. And the 

answer is yes. Major factors working in its favour are the seamless congestion free 

travel coupled with the flexibility that it vows to provide to the user. Flexibility means 

reduced or nil waiting time which is an important aspect for the users in the developed 

world. Near zero emissions due to the use of electrical power is another major plus 

point. Interest on implementing PRTs has gained tremendous increase with South Korea 

and India vouching for the system as a mode of urban transit, with the latter touted to be 

the biggest urban PRT system in the world when commissioned in 2014 in Amritsar, 

Punjab. 
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 Shweeb Monorail, New Zealand 

In the 1800‟s a short lived experimental transportation system in Southern New Jersey 

took contraptions that looked like upside – down bicycles and mounted them on 

1.8miles of rail for a smoother, faster ride than one could expect on the bicycles of the 

day. More recently, the idea of a pedal powered monorail has been revived and updated 

at Rotorua, New Zealand amusement park by a company called Shweeb.  

 

Google invested $1 million in September 2010 to support further development of the 

system for an urban environment. Similar to the bicycle railway systems, the Shweeb 

Monorail is made to reduce rolling resistance, “by running hard wheels on hard rails”, 

according to the Shweeb website. The design also seeks to cut wind resistance by 

positioning pedaling passengers in bullet-shaped hanging pods with their feet forwards, 

as on a recumbent bicycle. The pods hang from 8-inch-wide rails constructed 19 feet 

above street level pedestrians and traffic. It is expected to be commissioned by late 

2012.  

From a business model perspective, there is a feeling that this innovative mode of 

transport might fail to pass the narrative test. The monorail by Shweeb is bound to fail 

on the lines of value proposition. Being a pedal powered monorail, it has to be observed 
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that the proposed mode will be targeting a niche market, namely those between the age 

group of 18-35 who will be medically fit to pedal the bicycle. The niche markets 

targeted are the class of people who would prefer lesser travel times for their commute 

than any other age group. Since the proposed mode is not a particularly fast mode of 

travel, it is bound to be of a disadvantage. Besides this are factors relating to the fact 

that the proposed mode would only be able to transport the user along the lines of the 

infrastructure as against the normal bicycle which is fairly door-to-door in character. 

And Google‟ investment of $1 million for this mode seems a bit too overwhelming.  

 RelayRides, United States of America 

RelayRides is a peer-to-peer car rental or car sharing service. It allows private car 

owners to rent out their vehicles on a short-term basis, via an online interface. Car 

owners can set their own prices, and the company takes 35%. The service was launched 

in Boston in the summer of 2010 and later expanded to San Francisco by the end of 

2010. It has received financial support from Google Ventures. RelayRides recently 

partnered with auto major GM, and their OnStar division partnering to enable car 

renters to unlock GM cars with their mobile phones. Inspired from Zipcar, RelayRides 

differentiates majorly in the fact that it works on a peer-to-peer model. 
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Unlike traditional car rental services, RelayRides neither owns the vehicles nor 

maintains them. Rather, they are offering a platform for car owners and renters to 

connect generating scalability and lower pricing. They provide a platform that tracks 

cars and matches prospective borrowers to car owners. RelayRides covers $1 million 

worth of insurance for vehicles during the rental period, and performs basic background 

checks for vehicle registration, safety, as well as renters‟ safety records, to lessen the 

likelihood of complications between the owner and the borrower of the vehicle.  

From the business model perspective, it is felt that this proposal and subsequent 

deployment of a peer-to-peer car rental service is bound to be a success. The primary 

reason attributed to this is on the lines of a generation of income, both for the user of the 

RelayRides service as well as the owner of the car registered under the RelayRides 

service. To elaborate, the generation of income for the user of the RelayRides service 

stems from the fact where he is renting a car only when he needs it, which is for a few 

hours a week as compared to owning a car which involves a lot more of costs on the 

part of the owner. So, the user of the service benefits by spending less which can be 

looked upon as a possible income generation for use in some other activity. While for 

the owner of the car registered under RelayRides, there is a generation of income from 

the renting of the car to another user. So, the car which stays idle for most part of the 

day eventually ends up generating income for the owner, which is seen to be beneficial.  

On the part of the viability of the proposed system, it is observed that the system is here 

to stay. Despite concerns on aspects such as security and the notion that the whole 

system works on mutual trust, it is still not able to outweigh the advantages proposed in 

the earlier paragraphs.  

2.2 INNOVATIVE MODES OF TRANSPORT DEPLOYED/PROPOSED IN 

THE DEVELOPING WORLD 

In agreement with the main areas of concern for the transport users of the developing 

world, the following innovative modes of transport have been described here: 

 Jeepney, The Philippines 

Jeepneys are the most popular means of public transportation in the Philippines. They 

were originally made from US military jeeps left over from World War II and are 
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known for their flamboyant decoration and crowded seating. They have become a 

ubiquitous symbol of Philippine culture. Jeepneys are often manned by two people, the 

driver and the conductor. If present, the conductor manages the passengers and takes 

care of the passenger collection. In most vehicles, however only the driver is present 

and passengers have to ask the adjacent passengers to pass on the fares to the driver. 

They are largely cheap as far as ticket prices are concerned.  

 

From the business model perspective, although the idea of collective transportation 

sounds a good proposition, the Jeepney industry is on the decline. Reasons attributed to 

the decline range from increased cost structures owing to the Japanese engines fitted on-

board, increasing non maneuverability owing to the bulky size, increasing costs of fuel 

and maintenance and the added restrictions imposed by the government on its 

operations. Lastly, competition from newer, nimble, highly maneuverable modes like 

the „Trik‟ has further made it difficult for the Jeepneys to survive. Since the developing 

world always battles over insufficient infrastructure coupled with the lack of space 

owing to the high population densities, transporting people through the crowded and 

narrow streets of Manila is fast becoming a jargon.   
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As for the future of the Jeepneys, it looks bleak except maybe for the rural provinces 

which have lesser restrictions on their use.  

 Share Autos, India 

The Share Autos of India, a common mode of para-transit runs on exactly on the same 

motive as that of the Jeepneys of the Philippines. They are largely point to point based 

services and cover areas where the public transport is at a shortfall and the auto 

rickshaws charge exorbitant fares. In some routes, they have started to directly compete 

with the public transport buses and the auto rickshaws. Each share auto has a capacity of 

10 passengers, though the drivers manage to fill in upto 12 passengers and in some 

cases even 15. It is a popular mode of transport in the southern Indian city of Chennai, 

where they transport over 20 lakh passengers on a daily basis. The Chennai 

Metropolitan Development Authority (CMDA) has been mulling over the proposal to 

legalize this form of para-transit and a positive step on this regard is bound to happen in 

the near future.  
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From the business model perspective, the value proposition that the customers gain 

from this service is immense. The share autos end up acting as feeders to connect 

between the various modes of transport plying in the city of Chennai. The cost structure 

of the mode in study has largely decreased after Tata Motors started rolling out its own 

version of the share autos as against the earlier Piaggio models from Italy. The new Tata 

models run on CNG, which is seen to be fuel efficient and largely emission free.  

As for its future, the share autos are set to become an integral mode of transport in the 

city of Chennai and many other cities across India owing to the large popularity among 

the road users, its fuel efficiency, the increased awareness on the para-transit modes and 

fewer emissions per passenger km coupled with user friendly costs for transport.  

3. BUSINESS PROPOSAL 

In this section, we intend to propose a business model for one innovative mode of 

transport which could be implemented for the city of Lisbon or any other metropolitan 

city around the globe. It has to be noted that the proposed business model is an 

improvement to the existing peer-to-peer car rental or car sharing service namely 

RelayRides prevalent in Houston and San Francisco. The improvement being that, apart 

from merely being a car rental service, the proposed business model would also 

incorporate aspects of real time ride sharing into the business model. In saying so, it is 

meant that the company aims to connect people who have needs for mobility with 

people who can provide for satisfying these needs. And this is primarily done through 

two resources - the first being the vehicles which can be availed to satisfy the needs of 

mobility and the second being seats which can be offered by the owner of the vehicle 

for use of other road users during the course of commute from one point to another. 

3.1 BUSINESS IDEA  

Now that a business proposal has been done, the following section will explore 

deep beyond the skin of the proposal by elucidating the idea:  

3.1.1 How it works? 

To explain how the proposed venture works, two perspectives are analyzed: 

I. Perspective of the car owner 
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II. Perspective of the customer 

3.1.1.1 Perspective of the car owner 

The car owner uses his car for commuting purposes from a set of origins to a set of 

destinations in any given day. He does not end up using his car at all times of the day. 

There is a source of possible returns on investment that he spent in buying the car or 

even on his daily mobility expenses, if he is in favour of renting his car/seat for road 

users who are in need of the same.  

3.1.1.2 Perspective of the customer 

The customer or the road user in this case has no car of his own or does not wish to use 

his car for his commuting purposes. So, in order to meet his travel needs, he has the 

option of either hiring a car or hiring a seat in a car that is travelling along the route of 

his choice.  

 

Picture x – Car/set owner and Customer 

3.1.2 How we work? 

The main motive of the company is to bring together the car owner and the customer on 

the same platform. In order to do this, the following procedure is adopted: 

As a first step, the platform to bridge the car owner and the customer is created. This is 

achieved by means of an interactive web platform. In this platform, the car owners are 

encouraged to give information regarding the available cars, their location, their 

specifications and the price that they command for renting the car on an hourly basis. 

Apart from that, they are also encouraged to describe their travel patterns regarding the 

use of the car, the seat availability and the unit price that they command for a seat in 

terms of the time of commute. This information is then passed onto the customers who 

again use the web platform to connect with the car owners. The customers then have the 
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option of choosing the most suitable car/seat based on their travel needs and the price 

that is acceptable to them.    

For the facilitation of the above process, the cars that avail the proposed venture would 

be fitted with an RFID device which controls and locks the car‟s ignition so that only a 

registered customer can drive/be charged for the use of the car/seat. Once the RFID 

device is fitted, the car/seat is ready to be used for this purpose. But before that, a 

general overview on how the transaction process works is also elucidated. For the 

purposes of transaction, the customer pays for utilizing the car/seat to the web platform. 

The company deduces its charges, in the form of a brokerage fees from the cost paid by 

the customer and transfers the rest onto the car owner.  

3.1.3 Why it works? 

The most important question to be answered at this moment is, “Why car owners and 

customers will choose to go via the proposed venture??” In order to answer that, the 

following approach is adopted: 

The car owner is typically not willing to share his car/seat with a complete stranger even 

if it is on a one time basis. In this case, as one of the two parties in this transaction he 

stands to receive a security/insurance amount for being part of the venture which instills 

a feeling of trust onto him. Another reason for the alliance is a possible creation of a 

network of customers who might be willing to utilize the services of his car/seat, 

therefore increasing the possibility of revenue on the part of the car owner.  

When looked upon from the side of the customer, he stands to receive quality rides at a 

price lower than the typical car rental/public transport system/car ownership. Besides, 

this leads to a possible creation of an increased level of accessibility to a car/seat 

coupled with a network of car owners who shall be willing to rent their car/seats to him 

thus increasing his choices for commute.  

Apart from the above two perspectives explored, the effect that a flourishing web 

platform can have on both the car owner and the customer is immense that they are 

retained on the system for longer periods of time than is the case with any other scheme. 

With the current levels of advancement in telecommunication and increasing usage of 
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smart phones all around the world, such a venture is bound to create a more dynamic 

and flexible platform for addressing the complex mobility needs.   

 

Picture x –Share Link 

3.2 THE BUSINESS MODEL 

In accordance with the Business Model canvas proposed in the book, „Business Model 

Generation‟ by Ostenwalder and Pigneur (2010), the figure below is representative of 

the business model canvas of the proposed venture:  

I. Customer Segments: The Customer Segment building block defines the 

different groups of people or organizations an enterprise aims to reach and 

serve.  

The proposed venture aims to target the following customer segments:  

a. Mobility cost conscious customers: The main advantage of using the 

proposed venture is in curbing the costs for mobility. More often, it is 

seen that a substantial amount of income earned in a month goes away 

in commute. The product that we are offering aims to capture 

customers and road users that are mainly price sensitive.  

SHARE LINK

 

Picture x – Customer 
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b. Environmentally concerned customers: The 

product which we are offering will lead to more collaborative 

consumption, which is expected to shrink consumer demand for cars 

along with the number of trips undertaken on a daily basis. This 

would mean that the ultimate beneficiaries from this venture would be 

the customer and the environment. Lesser cars and trips translate to 

lesser emissions, which leads to lesser pollution owing to these 

emissions which implies a more sustainable practice of commute.   

c. New generation customers: Points a and b find more favour among 

the new generation of citizens whose emphasis lies on a cleaner and 

greener environment, coupled with cost effective modes of commute 

owing to the significantly large amount of trips they undertake in 

comparison to their predecessors. Besides, new generation customers 

are cost conscious owing to lesser income levels.  

 

II. Value Proposition: The Value Proposition building block describes the 

bundle of products and services that create value for a specific customer 

segment.  

The proposed venture is set to bring about two main value propositions to the 

customer, namely: 

a. Reduced user cost: The main value proposition that the product 

aims to achieve is a reduction in the cost of commute for the user.  

 

b. Increased Accessibility: The customer stands to achieve 

increased levels of accessibility towards a car/seat of his choice 

with the proposed venture. He also stands to avail this facility at a 

reduced time than that required for a typical car rental, lesser wait 
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VALUE 
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- Reduced user cost
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Segments 



                                                            Nikhil Menon | Joao Fialho 

 Business Models and Contracts – Home Assignment 1 14 | P a g e  
 

time for availing the service in comparison with the public 

transport system and in a much easier manner suitable and flexible 

to his needs.  

 

III. Channels: The Channel building block describes how a company 

communicates with and reaches its customer segments to deliver a value 

proposition.  

For the proposed venture, the channel of communication between the 

company and the customer 

segments is through the web. 

The web acts as the medium 

for the company to advertise 

and make people aware of its 

services and help them 

evaluate the value proposition 

of the company. The sales are 

aided through the web platform and this leads to a connection between the 

customers and the car owners. The locations for the car/seat is provided to the 

customer by the web platform with the aid of Google/Bing Maps and also aid 

in the provision of helping the customer with any post-purchase queries.  

The purpose of using only the web as a channel medium is also aimed at 

achieving a cost advantage in comparison with the traditional competitors 

especially the car rental segments. The increase in usage of smart phones on a 

global basis serves as yet another factor in operating through the web as a 

main channel medium for operations.  
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IV. Customer Relationships: The Customer Relationships building block 

describes the types of relationships a company establishes with specific 

customer segments. 

For the proposed venture, the customer relationship model explored is that of 

a community. Firstly, the network effect aids in both the customer acquisition 

and customer retention. When a customer starts using the service, it increases 

the chances of acquiring more customers onto the system by means of a 

network effect. A second objective of retaining the customers is also met by 

the same network effect 

phenomenon. In addition to 

this, the community also serves 

as a medium for 

communication between the 

various users. Positive reviews 

on the travel can also lead to a 

sustained retention of customers to the service. Customer ratings can also be 

established based on the highest number of positive feedbacks, thus 

encouraging the users of the community to make it more interactive.  

 

V. Revenue Streams: The Revenue Streams building block represents the cash 

that a company generates from each of its customer segment 

For the proposed venture, the primary revenue stream that is explored is that 

of the concept of a brokerage fees. 

The car owner sets the price for 

the rental of his car/seat on an 

appropriate basis. Based on the 

price set and on the utilization of 

the same by the customer, the 

company takes a share of the price 

paid by the consumer to the car 

owner in the form of a brokerage 
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fees or a commission for facilitating the transaction between the two. 

 

  

VI. Key Resources: The Key Resources building block describes the most 

important assets required to make a business model work.  

For the 

proposed 

venture, the 

key resources 

driving the 

business model 

are identified 

as cars and 

seats. It is 

through the 

cars and the 

seats that the company can offer a value proposition to its customers and 

hence their inclusion is justified.  

 

 

VII. Key Activities: The Key Activities building block describes the most 

important things that a company must do to make the business model work.  

For the 

proposed 

venture, the 

key activities explored 

are the web platform the 

insurance and the card 

system. The web 

platform is required for 

the purpose of 

delivering the value proposition to the customer and to increase the possibility 

 

Picture x – Key Resources 
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of income generation on the side of the car owners. It is imperative to make 

the web platform more user-friendly and updated so as to increase the influx 

of users into the system. The insurance, on the other hand, aims to address the 

issue of risk associated on the part of the car owner and is the key element in 

attracting car owners into the system. A Card system is envisaged which will 

aid the customers to gain access into the car/seat when it is shown against the 

RFID device present in the car. 

 

VIII. Key Partnerships: The Key Partnerships building block describes the 

network of suppliers and partners that make the business model work.  

For the proposed venture, the key partners are the car/seat owners. The 

company proposes to bridge the existing gap between the car owners and the 

customers by providing a platform for transactions between the two parties. 

The provision of the insurance is to be seen as a measure of trust that is laid 

out by the company to the car owners for facilitating the transactions with an 

assurance of safety and the prospect of recovering from any untoward events.  

 

 

 

IX. Cost Structure: The cost structure describes all costs incurred to operate the 

business model. 

For the proposed venture, the cost structure adopted is to be a cost driven 

system which is the primary requisite for providing the value proposition to 

the customer, the value proposition discussed here being the reduced user 

cost. It is to be noted that the company does not possess any fleet of its own 
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which automatically reduces the investment cost and the variable costs 

involved with the maintenance of the fleet. A finite source of investment as 

can be seen, is on the production of the card systems which shall be used by 

the customer to gain access onto the cars/seat. A second source is on the 

aspect of maintenance and upkeep of the web platform, updated regularly and 

made increasingly user friendly and global in character. A variable source of 

investment involved is on the lines of the insurance cost to be covered for the 

cars that are pressed onto service. It is a variable since the insurance amount is 

a function of the total number of trips that are undertaken by the system.  

 

 

 

 

 

 

 

 

 

 

The complete Business Model of Share Link is as follows:  
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- Increased 

accessibility

CHANNELS

- Web

CUSTOMER 

RELATIONSHIPS

- Community

REVENUE STREAMS

- Brokerage fees

KEY RESOURCES

- Cars

- Seats

KEY ACTIVITIES

- Web Platform

- Insurance

- Lock control device

KEY PARTNERSHIPS

- Car/seat owners

COST STRUCTURE

  - Web plattfom

  - Insurance

  - Lock control device
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