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IN THE RAPIDLY EVOLVING DIGITAL ECONOMY, VARIOUS ONLINE PLATFORMS HAVE ADOPTED DIVERSE REVENUE MODELS TO
SUSTAIN AND GROW THEIR BUSINESSES. SUBSCRIPTION-BASED REVENUE MODELS HAVE GAINED SIGNIFICANT POPULARITY DUE TO
THEIR PREDICTABILITY, CUSTOMER LOYALTY BENEFITS, AND SCALABLE NATURE. HO\)VEVER, NOT ALL LEADING ONLINE COMPANIES
RELY ON SUBSCRIPTIONS AS THEIR PRIMARY REVENUE STREAM. THIS ARTICLE EXPLORES THE SUBSCRIPTION REVENUE MODEL,
EXAMINES HOW EBAY/ AMAZON, AND BOOKING.COM OPERATE FINANCIALLY, AND CLARIFIES WHY THESE GIANTS DO NOT
PRIMARILY DEPEND ON SUBSCRIPTIONS FOR THEIR INCOME.

UNDERSTANDING THE SUBSCRIPTION REVENUE MODEL

WHAT Is A SuBSCRrIPTION REVENUE MODEL?

A SUBSCRIPTION REVENUE MODEL INVOLVES CHARGING CUSTOMERS A RECURRING FEETMONTHLY, QUARTERLY, OR
ANNUALLY—IN EXCHANGE FOR ACCESS TO A PRODUCT OR SERVICE. THIS MODEL OFFERS BUSINESSES A STEADY STREAM OF
INCOME AND FOSTERS ONGOING RELATIONSHIPS WITH CUSTOMERS. COMMON IN INDUSTRIES LIKE MEDIA STREAMING, SOFTW ARE,
AND SPECIALIZED SERVICES, SUBSCRIPTION MODELS PROMOTE CUSTOMER RETENTION AND PREDICTABLE CASH FLOW.

ADVANTAGES OF THE SUBSCRIPTION MODEL

PREDICTABLE REVENUE STREAMS

ENHANCED CUSTOMER LOYALTY

e OPPORTUNITY FOR UPSELLING AND CROSS-SELLING

BeTTerR DATA CoLLECTION ON CUSTOMER PREFERENCES

Lower CusToMer AcQuisiTIoN CosTs OvVer TIME

ExAMPLES OF POPULAR SUBSCRIPTION-BASED COMPANIES

o NETFLIX AND SPOTIFY (MeDIA STREAMING)
e Apose CReaTIVE CLoub (SOFTWARE)

o DoLLAR SHAVE CLug (PersoNAL CARE PRODUCTS)



ANALYZING MAJOR E-COMMERCE AND BOOKING PLATFORMS

Esay.coM: THE PIONEER OF ONLINE AUCTIONS

EBAY, ESTABLISHED IN 1995, REVOLUTIONIZED E-COMMERCE BY CREATING A PLATFORM FOR ONLINE AUCTIONS AND PEER-TO-
PEER SALES. | TS REVENUE MODEL PRIMARILY HINGES ON TRANSACTION FEES, LISTING FEES, AND ADVERTISING, RATHER THAN
SUBSCRIPTIONS. SELLERS PAY FOR LISTING ITEMS OR FOR PROMOTED LISTINGS, AND BUYERS TYPICALLY PAY PER TRANSACTION.

How DoEes EeAY GENERATE REVENUE?

® TRANSACTION FEES: A PERCENTAGE OF THE FINAL SALE PRICE
® | ISTING FEES: FEES FOR LISTING ITEMS BEYOND A CERTAIN NUMBER

® ADVERTISING REVENUE: PROMOTED LISTINGS AND SPONSORED ADS

AMAZON.coM: THe E-coMMerCE AND CLoub COMPUTING POWERHOUSE

AMAZON, FOUNDED IN 1994, OPERATES AS AN ONLINE RETAIL GIANT WITH A VAST PRODUCT SELECTION AND A DOMINANT
POSITION IN CLOUD COMPUTING VIA AMAZON WEB SERVICES (A\X/S) ITS PRIMARY REVENUE STREAMS INCLUDE PRODUCT
SALES, THIRD-PARTY SELLER COMMISSIONS, AND AWS cLoUD SERVICES. WHILE AMAZON OFFERS A SUBSCRIPTION
SERVICE—AMAZON PRIME—ITS CORE REVENUE FROM PRODUCT SALES AND AWS SURPASSES SUBSCRIPTION INCOME.

AMAZON’S REVENUE STREAMS

ProbuUCT SALES: DIRECT SALES TO CONSUMERS

THIRD-PARTY SELLER FEES: COMMISSION FROM MARKETPLACE SELLERS

AWS CLoub SERVICES: INFRASTRUCTURE AND PLATFORM SERVICES

® SUBSCRIPTION SERVICES: AMAZON PRIME, KINDLE UNLIMITED, ETC.

BookING.coM: THE LEADING ONLINE TRAVEL AGENCY

BOOKING.COM/ PART OF BOOKING HOLDINGSI SPECIALIZES IN HOTEL AND TRAVEL RESERVATIONS WORLDWIDE. TS REVENUE
MODEL IS PREDOMINANTLY BASED ON COMMISSIONS FROM BOOKINGS MADE THROUGH ITS PLATFORM. HOTELS AND
ACCOMMODATION PROVIDERS PAY A COMMISSION FEE FOR EACH RESERVATION, RATHER THAN CUSTOMERS PAYING A
SUBSCRIPTION FEE.

How BookINGg.coM MAkes MONEY

e COMMISSION FEES: A PERCENTAGE OF THE BOOKING AMOUNT FROM HOTEL PARTNERS

® ADVERTISING AND SPONSORED LISTINGS: ADDITIONAL REVENUE FROM PROMOTED PLACEMENTS



WHY THese CoMPANIES Do NoT PrRIMARILY Use A SUBSCRIPTION REVENUE
MoDEL

EBAY’s BuUsINESS MoDEL FOCUSES ON TRANSACTIONS

EBAY’S CORE REVENUE RELIES ON CHARGES ASSOCIATED WITH INDIVIDUAL TRANSACTIONS. SELLERS PAY LISTING FEES AND
COMMISSIONS, AND BUYERS DO NOT PAY ONGOING SUBSCRIPTION FEES. THIS MODEL ALLOWS EBAY TO SCALE EASILY WITH
INCREASED ACTIVITY WITHOUT REQUIRING CUSTOMERS TO COMMIT TO RECURRING PAYMENTS.

AMAZON’s DOMINANCE IN ProbucT SALES AND CLoub COMPUTING

W/HILE AMAZON OFFERS SUBSCRIPTION SERVICES LIKE PRIME, ITS MAIN REVENUE COMES FROM PRODUCT SALES AND AWS. THESE
ARE TRANSACTIONAL AND SERVICE-BASED REVENUES RATHER THAN SUBSCRIPTION-BASED. THE COMPANY’S EXPANSIVE PRODUCT
CATALOG AND AW S’S ENTERPRISE SOLUTIONS ARE DRIVEN BY ONE-TIME OR USAGE-BASED PAYMENTS.

BookiNg.coM’s CoMMISSION-BASED MoDEL

BOOKING.COM EARNS MONEY THROUGH COMMISSIONS ON EACH BOOKING, NOT THROUGH SUBSCRIPTIONS. HoTELS AND
ACCOMMODATION PROVIDERS PAY A PERCENTAGE PER RESERVATION, MAKING IT A PERFORMANCE-BASED REVENUE MODEL.
CUSTOMERS TYPICALLY DO NOT PAY RECURRING FEES UNLESS THEY SUBSCRIBE TO SPECIFIC SERVICES OR MEMBERSHIPS, WHICH
ARE SECONDARY TO THE PRIMARY BOOKING COMMISSIONS.

IMPACT oF REVENUE MODELS ON BUSINESS STRATEGY AND CUSTOMER
RELATIONS

SUBSCRIPTION MODELS FOSTER LOYALTY AND RETENTION

BY OFFERING ACCESS TO CONTENT OR SERVICES OVER TIME, SUBSCRIPTION MODELS ENCOURAGE ONGOING ENGAGEMENT.
CoMPANIES LIKE NETFLIX OR SPOTIFY INVEST HEAVILY IN CONTENT AND FEATURES TO RETAIN SUBSCRIBERS.

TRANSACTIONAL MODELS ENABLE SCALABILITY AND FLEXIBILITY

PLATFORMS LIKE EBAY, AMAZON/ AND BOOKING.COM BENEFIT FROM FLEXIBLE, TRANSACTION-BASED REVENUE STREAMS THAT
CAN SCALE WITH USER ACTIVITY WITHOUT REQUIRING LONG-TERM COMMITMENTS FROM CUSTOMERS.

CusToMeR CONSIDERATIONS

® SUBSCRIPTIONS CAN CREATE A BARRIER FOR CASUAL USERS

® TRANSACTION-BASED MODELS APPEAL TO A BROADER CUSTOMER BASE WITH NO ONGOING COMMITMENTS



e HYBRID MODELS ARE INCREASINGLY COMMON, COMBINING SUBSCRIPTIONS WITH TRANSACTION FEES

CoNcLusioN:; THE DISTINCTION BETWEEN SUBSCRIPTION AND TRANSACTION-
BASeD REVENUE MODELS

W/HILE SUBSCRIPTION REVENUE MODELS ARE PREVALENT AMONG MANY DIGITAL SERVICES AND CONTENT PROVIDERS, GIANTS LIKE
EBAY/ AMAZON, AND BOOKING.COM PRIMARILY RELY ON TRANSACTION-BASED OR COMMISSION-BASED REVENUE STREAMS. THESE
MODELS ALLOW FLEXIBILITY FOR USERS, MINIMIZE BARRIERS TO ENTRY, AND ENABLE RAPID SCALING BASED ON ACTIVITY LEVELS
RATHER THAN RECURRING PAYMENTS.

(UNDERSTANDING THE DIFFERENCES BETWEEN THESE MODELS IS ESSENTIAL FOR BUSINESSES LOOKING TO OPTIMIZE THEIR REVENUE
STRATEGIES. FOR EBAY, AMAZON, AND BOOKING.COM, THEIR SUCCESS STEMS FROM LEVERAGING TRANSACTION FEES AND
COMMISSIONS RATHER THAN SUBSCRIPTIONS. AS THE DIGITAL ECONOMY CONTINUES TO EVOLVE, HYBRID MODELS MAY EMERGE,
BUT THE CORE PRINCIPLES OF TRANSACTION VERSUS SUBSCRIPTION REVENUE MODELS REMAIN FUNDAMENTAL TO SHAPING
PLATFORM STRATEGIES.

IN SUMMARY:

- ALL OF THE FoLLowING ARe UsING A SuescrIPTION REVENUE MoDEL EXCEPT: 1. EBAYSCOM 2. AMAZONCOM 3.
BookiNG.coM.

- EBAY RELIES ON TRANSACTION AND LISTING FEES.

- AMAZON’S PRIMARY REVENUE COMES FROM PRODUCT SALES AND AWS, NOT SUBSCRIPTIONS.

- BOOKING.COM EARNS MAINLY THROUGH COMMISSION FEES ON BOOKINGS.

- THESE PLATFORMS EXEMPLIFY HOW DIVERSE REVENUE MODELS ADAPT TO DIFFERENT BUSINESS AND CUSTOMER NEEDS IN THE
DIGITAL MARKETPLACE.

BY RECOGNIZING THE DISTINCTIONS AMONG REVENUE MODELS, COMPANIES CAN BETTER TAILOR THEIR STRATEGIES TO MAXIMIZE
GROWTH AND CUSTOMER SATISFACTION IN AN INCREASINGLY COMPETITIVE ONLINE ENVIRONMENT.

FREQUENTLY ASkeD QUESTIONS

\W/HICH OF THE FOLLOWING COMPANIES DOES NOT PRIMARILY USE A SUBSCRIPTION
REVENUE MODEL: EBAY, AMAZON, OR BOOKING.COM?

EBAY PRIMARILY USES A MARKETPLACE MODEL WITH TRANSACTION FEES, WHEREAS AMAZON AND BOOKING.COM UTILIZE
SUBSCRIPTION OR RECURRING REVENUE MODELS IN CERTAIN SEGMENTS.

Is AMAZON.COM USING A SUBSCRIPTION REVENUE MODEL FOR ITS PRIME SERVICE?

YES, AMAZON.COM GENERATES SIGNIFICANT SUBSCRIPTION REVENUE THROUGH ITS PRIME MEMBERSHIP PROGRAM.

DoEes BOOKING.COM GENERATE REVENUE THROUGH SUBSCRIPTION SERVICES?

NO, BOOKING.COM PRIMARILY EARNS REVENUE THROUGH COMMISSIONS AND SERVICE FEES, NOT SUBSCRIPTIONS.



\WHICH PLATFORM AMONG EBAY ' AMAZON , AND BOOKING.COM IS LEAST LIKELY TO BE
CLASSIFIED AS USING A SUBSCRIPTION REVENUE MODEL?

EBAY IS LEAST LIKELY, AS IT MAINLY EARNS REVENUE FROM TRANSACTION AND LISTING FEES RATHER THAN SUBSCRIPTIONS.

CAN AMAZON.coM’s KINDLE UNLIMITED BE CONSIDERED A SUBSCRIPTION REVENUE
MODEL?P

YES/ KINDLE UNLIMITED IS A SUBSCRIPTION SERVICE THAT GENERATES RECURRING REVENUE FOR AMAZON.

Does BOOKING.COM OFFER SUBSCRIPTION-BASED SERVICES TO ITS USERS?

TYPICALLY, NO. BOOKING.COM OPERATES MAINLY ON A COMMISSION-BASED MODEL WITHOUT RECURRING SUBSCRIPTION
CHARGES FOR TRAVELERS.

\/HICH OF THESE COMPANIES IS KNOWN FOR USING A SUBSCRIPTION REVENUE MODEL:
EBAY, AMAZON, OrR BOOKING.CcOM?

AMAZON IS KNOWN FOR ITS SUBSCRIPTION REVENUE MODEL, ESPECIALLY THROUGH AMAZON PRIME AND OTHER SUBSCRIPTION
SERVICES.

\WHY IS EBAY CONSIDERED DIFFERENT FROM AMAZON AND BOOKING.COM IN TERMS OF
REVENUE MODELS?

BECAUSE EBAY PRIMARILY EARNS REVENUE THROUGH TRANSACTION AND LISTING FEES RATHER THAN SUBSCRIPTION-BASED
SERVICES.

ARE ALL THREE COMPANIES—EBAY, AMAZON, AND BOOKING.COM—USING A
SUBSCRIPTION REVENUE MODEL?

NO, ONLY AMAZON (\/IA PRIME AND OTHER SERVICES) MAINLY USES A SUBSCRIPTION REVENUE MODEL, EBAY AND BOOKING.COM
RELY MORE ON TRANSACTION AND COMMISSION-BASED REVENUES.

ADDITIONAL RESOURCES

ALL OF THE FoLLOWING ARE USING A SUBSCRIPTION REVENUE MODEL EXCEPT: EBAY.COM, AMAZON.COM, BOOKING.COM

IN THE RAPIDLY EVOLVING LANDSCAPE OF DIGITAL COMMERCE AND SERVICE PLATFORMS, UNDERSTANDING DIFFERENT REVENUE
MODELS IS CRUCIAL FOR ANALYZING HOW THESE COMPANIES GENERATE INCOME AND SUSTAIN THEIR OPERATIONS. AMONG THE
PREVALENT MODELS, THE SUBSCRIPTION REVENUE MODEL HAS GAINED SIGNIFICANT PROMINENCE, ESPECIALLY WITH THE RISE OF
DIGITAL SERVICES, SAAS PLATFORMS, AND MEMBERSHIP-BASED ECOSYSTEMS. THIS ARTICLE EXPLORES THE SUBSCRIPTION
REVENUE MODELS OF EBAY.COM, AMAZON.COM, AND BOOKING.COM/ HIGHLIGHTING THEIR STRATEGIES, ADVANTAGES, AND
LIMITATIONS, AND ULTIMATELY CLARIFIES WHICH AMONG THEM DOES NOT PRIMARILY RELY ON SUBSCRIPTIONS.

UNDERSTANDING THE SUBSCRIPTION REVENUE MODEL

BEFORE DELVING INTO THE SPECIFICS OF EACH PLATFORM, IT’S IMPORTANT TO UNDERSTAND WHAT A SUBSCRIPTION REVENUE
MODEL ENTAILS. ESSENTIALLY, THIS MODEL INVOLVES CUSTOMERS PAYING A RECURRING FEET—MONTHLY, QUARTERLY, OR



ANNUALLY—TO ACCESS A PRODUCT OR SERVICE. |T PROVIDES A PREDICTABLE REVENUE STREAM FOR COMPANIES AND OFTEN
FOSTERS CUSTOMER LOYALTY. SUBSCRIPTION MODELS ARE COMMON IN SOFT\W ARE (SAAS)/ MEDIA STREAMING, MEMBERSHIP
CLUBS, AND CERTAIN E-COMMERCE SECTORS.

HO\X/EVER/ NOT ALL COMPANIES THAT OPERATE ONLINE OR DIGITALLY UTILIZE THIS MODEL EXCLUSIVELY. SOME RELY
PREDOMINANTLY ON TRANSACTION FEES, ADVERTISING, ONE-TIME PURCHASES, OR OTHER REVENUE STREAMS. THE FOLLOWING
ANALYSIS CLARIFIES WHICH COMPANIES AMONG EBAY, AMAZON, AND BOOKING.COM PRIMARILY USE SUBSCRIPTIONS AND WHICH
DO NOT.

EBAY.COM: PRIMARILY A TRANSACTION-BASED PLATFORM

EBAY, ESTABLISHED IN 1995, IS ONE OF THE PIONEERS OF ONLINE AUCTION AND SHOPPING WEBSITES. |TS CORE BUSINESS
REVOLVES AROUND CONNECTING BUYERS AND SELLERS IN A MARKETPLACE THAT FACILITATES THE SALE OF GOODS RANGING FROM
COLLECTIBLES TO ELECTRONICS.

ReveNUE MoDEL oF EBAY

EBAY’S REVENUE PRIMARILY STEMS FROM TRANSACTION FEES RATHER THAN SUBSCRIPTIONS. SELLERS PAY LISTING FEES AND
FINAL VALUE FEES BASED ON THE SALE PRICE OF ITEMS. BUYERS TYPICALLY PAY ONLY FOR THE ITEMS THEY PURCHASE, WITH NO
MANDATORY SUBSCRIPTION FEES TO ACCESS THE PLATFORM.

Key FEATURES oF EBAY’Ss REVENUE MODEL:

- LISTING FEES: SELLERS CAN PAY TO LIST ITEMS; SOME LISTINGS ARE FREE UP TO A QUOTA.

- FINAL V ALUE FEES: EBAY TAKES A PERCENTAGE OF THE FINAL SALE PRICE.

- OPTIONAL STORE SUBSCRIPTIONS: SELLERS CAN OPT FOR STORE SUBSCRIPTIONS, PAYING A MONTHLY FEE FOR ADDITIONAL
LISTING ALLOWANCES AND REDUCED FEES.

- ADVERTISING AND PROMOTIONAL FEES: SELLERS PAY FOR PROMOTED LISTINGS AND ADS.

Is eEBAY UsING A SUBSCRIPTION REVENUE MODEL?

\WHILE EBAY OFFERS OPTIONAL STORE SUBSCRIPTIONS TO SELLERS , THESE ARE NOT
MANDATORY FOR UTILIZING THE PLATFORM. THE CORE TRANSACTION-BASED MODEL
REMAINS DOMINANT, WITH MOST REVENUES GENERATED FROM FEES TIED DIRECTLY TO
SALES.

Pros oF eEBAY’s MoODEL:

- LoW BARRIER TO ENTRY FOR CASUAL SELLERS.

- FLEXIBILITY FOR SELLERS TO CHOOSE BETWEEN FREE LISTINGS AND SUBSCRIPTION
STORES.

- REVENUE ALIGNS WITH ACTUAL SALES VOLUME.



Cons:

- LIMITED RELIANCE ON SUBSCRIPTION FEES, REVENUE IS HIGHLY VARIABLE BASED ON
TRANSACTION VOLUME.

- OPTIONAL SUBSCRIPTIONS MAY NOT GENERATE CONSISTENT RECURRING INCOME.

- TRANSACTION FEES MAY DISCOURAGE SOME SELLERS OR BUYERS.

CONCLUSION:

EBAY PRIMARILY RELIES ON TRANSACTION FEES WITH OPTIONAL SUBSCRIPTIONS, BUT IT
DOES NOT DEPEND MAINLY ON A SUBSCRIPTION REVENUE MODEL. THE CORE REVENUE
STREAM IS TRANSACTIONAL, MAKING IT AN EXCEPTION AMONG THE THREE.

AMAZON.coM: A HyerID MoDEL WITH FOCUs oN TRANSACTION AND
SUBSCRIPTION REVENUE

AMAZON, FOUNDED IN 1994, IS THE WORLD'S LARGEST ONLINE RETAILER, OFFERING A
VAST ARRAY OF PRODUCTS AND SERVICES. ITS REVENUE STREAMS ARE DIVERSE,
INCLUDING PRODUCT SALES, THIRD-PARTY SELLER FEES, ADVERTISING, AND
SUBSCRIPTION SERVICES.

AMAZON’S SUBSCRIPTION REVENUE STREAMS

AMAZON HAS DEVELOPED SEVERAL SUBSCRIPTION-BASED OFFERINGS , NOTABLY:

- AMAZON PRIME: A FLAGSHIP MEMBERSHIP PROGRAM OFFERING FREE SHIPPING,
STREAMING, EXCLUSIVE DEALS, AND MORE.

- AMAZON Music UNLIMITED

- KiINoLE UNLIMITED

- AWS (AMAzZON WEB SERVICES): WHILE PRIMARILY A CLOUD INFRASTRUCTURE
SERVICE, AW/'S OPERATES ON A SUBSCRIPTION AND USAGE-BASED MODEL.

AMAZON PRIME IS PARTICULARLY SIGNIFICANT , WITH MILLIONS OF MEMBERS WORLDWIDE
PAYING AN ANNUAL OR MONTHLY FEE. THIS SUBSCRIPTION MODEL HAS BECOME A CORE



COMPONENT OF AMAZON’S REVENUE STRATEGY.
FEATURES OF AMAZON’S SUBSCRIPTION MODEL:

- RECURRING REVENUE: AMAZON PRIME GENERATES PREDICTABLE, RECURRING INCOME.

- CUSTOMER LOYALTY: SUBSCRIPTIONS INCENTIVIZE CUSTOMERS TO SHOP MORE
FREQUENTLY.

- BUNDLED SERVICES: PRIME INCLUDES VARIOUS BENEFITS, INCREASING PERCEIVED VALUE.

OTHER REVENUE STREAMS:

- TRANSACTION FEES FROM THIRD-PARTY SELLERS.
- PRODUCT SALES.
- ADVERTISING REVENUE.

Is AMAZON UsING A SUBSCRIPTION REVENUE MODEL?

YES , AMAZON HEAVILY RELIES ON SUBSCRIPTION REVENUE THROUGH AMAZON PRIME AND
OTHER SUBSCRIPTION SERVICES. PRIME MEMBERSHIP ALONE ACCOUNTS FOR A
SIGNIFICANT PORTION OF AMAZON’S RECURRING REVENUE.

Pros:

- STABLE, PREDICTABLE INCOME FROM MEMBERSHIPS.
- INCREASED CUSTOMER RETENTION AND LIFETIME VALUE.
- CROSS-SELLING OPPORTUNITIES THROUGH BUNDLED BENEFITS.

Cons:

- HIGH CUSTOMER ACQUISITION COSTS.
- DEPENDENCE ON CONTINUOUS VALUE DELIVERY TO RETAIN MEMBERS.
- POTENTIAL MARKET SATURATION.

CoNcLUSION:

AMAZON’S SUBSCRIPTION SERVICES, ESPECIALLY PRIME, ARE CENTRAL TO ITS REVENUE
MODEL, MAKING IT A PROMINENT EXAMPLE OF A COMPANY LEVERAGING SUBSCRIPTIONS
EFFECTIVELY. HOWEVER, AMAZON ALSO MAINTAINS SUBSTANTIAL TRANSACTIONAL AND
ADVERTISING REVENUES, INDICATING A HYBRID APPROACH.



BoOOKING.COM: PRIMARILY A TRANSACTION AND COMMISSION-BASED
PLATFORM

FOUNDED IN 1996, BOOKING.COM IS ONE OF THE WORLD’S LEADING ONLINE TRAVEL
AGENCIES, SPECIALIZING IN HOTEL AND ACCOMMODATION BOOKINGS.

ReveNUE MoDEL oF BOOKING.COM

BOOKING.COM’S PRIMARY REVENUE COMES FROM COMMISSIONS PAID BY HOTEL PARTNERS.
\W/HEN A CUSTOMER BOOKS A HOTEL THROUGH THE PLATFORM , BOOKING.COM EARNS A
PERCENTAGE OF THE BOOKING AMOUNT.

FEATURES OF BoOKING.cOM’S ReVENUE MODEL:

- COMMISSION-BASED: HOTELS PAY A COMMISSION, TYPICALLY RANGING FROM 10%
To 25%, FOR EACH BOOKING MADE.

- No MANDATORY SUBSCRIPTION FEES FOR USERS: CUSTOMERS DO NOT PAY TO USE
THE PLATFORM; THE SERVICE IS FREE FOR TRAVELERS.

- OPTIONAL ADVERTISING AND PROMOTIONAL FEES: HOTELS CAN PAY FOR BETTER
PLACEMENT OR FEATURED LISTINGS.

Is BookING.coM USING A SUBSCRIPTION REVENUE MODEL?

No , BOOKING.COM DOES NOT PRIMARILY RELY ON SUBSCRIPTIONS. |TS CORE REVENUE IS
BASED ON COMMISSIONS FROM HOTEL BOOKINGS, WHICH ARE TRANSACTION-BASED.
HOTELS MAY PAY FOR ADVERTISING OR PROMOTIONAL PLACEMENTS , WHICH ARE
OPTIONAL AND NOT A SUBSCRIPTION FEE PER SE.

Pros:

- REVENUE ALIGNS DIRECTLY WITH BOOKINGS, INCENTIVIZING PLATFORM PERFORMANCE.
- NO BARRIER FOR TRAVELERS TO USE THE SERVICE.



- FLEXIBILITY FOR HOTELS TO PAY FOR ADDITIONAL EXPOSURE.
Cons:

- REVENUE VARIABILITY BASED ON TRAVEL DEMAND.
- LIMITED RELIANCE ON RECURRING SUBSCRIPTION INCOME.
- HOTELS MAY PREFER DIRECT BOOKINGS TO AVOID COMMISSION FEES.

CONCLUSION:

BOOKING.COM’S MAIN REVENUE MODEL IS TRANSACTIONAL, EARNING COMMISSIONS ON
EACH BOOKING. WHILE HOTELS CAN PAY FOR PROMOTIONAL PLACEMENTS, THESE ARE
SUPPLEMENTARY AND OPTIONAL, MAKING BOOKING.COM AN EXCEPTION AMONG THE
THREE IN NOT USING A SUBSCRIPTION REVENUE MODEL PRIMARILY.

SuMMARY AND CLARIFICATION: WHICH CoMPANY Does NoT Use A
SUBSCRIPTION REVENUE MODEL MAINLY?

- EBAY.COM: USES OPTIONAL STORE SUBSCRIPTIONS , BUT ITS MAIN REVENUE DERIVES
FROM TRANSACTION FEES. THE CORE MODEL IS TRANSACTIONAL , NOT SUBSCRIPTION-
BASED.

- AMAZON.COM: HEAVILY RELIES ON SUBSCRIPTION REVENUE VIA AMAZON PRIME AND
OTHER SERVICES, MAKING THIS A SIGNIFICANT PART OF ITS INCOME.

- BOOKING.COM: PRIMARILY EARNS THROUGH COMMISSIONS ON BOOKINGS, NO CORE
SUBSCRIPTION FEE FOR USERS OR HOTELS, RELYING MAINLY ON TRANSACTION-BASED
REVENUE.

THEREFORE , THE CORRECT ANSWER TO THE QUESTION—”ALL OF THE FOLLOWING ARE
USING A SUBSCRIPTION REVENUE MODEL EXCEPT" —IS: EBAY.COM.

\WHILE EBAY OFFERS OPTIONAL SUBSCRIPTION PLANS , ITS MAIN REVENUE DOES NOT
COME FROM RECURRING SUBSCRIPTIONS BUT FROM TRANSACTION FEES, MAKING IT THE
EXCEPTION AMONG THE THREE.



FINAL THOUGHTS

UNDERSTANDING THE NUANCES OF REVENUE MODELS IN DIGITAL PLATFORMS REVEALS
HOW DIVERSE STRATEGIES CAN BE EMPLOYED FOR SUSTAINABILITY AND GROWTH.
AMAZON’S SUCCESS WITH ITS PRIME SUBSCRIPTIONS EXEMPLIFIES HOW A WELL-
EXECUTED SUBSCRIPTION MODEL CAN GENERATE PREDICTABLE REVENUE AND FOSTER
CUSTOMER LOYALTY. BOOKING.COM DEMONSTRATES THAT A TRANSACTION AND
COMMISSION-BASED APPROACH CAN BE HIGHLY EFFECTIVE IN THE TRAVEL INDUSTRY.
EBAY’s MODEL ;, WITH OPTIONAL STORE SUBSCRIPTIONS, HIGHLIGHTS HOW COMPANIES
CAN BLEND DIFFERENT REVENUE STREAMS BUT MAY NOT RELY PRIMARILY ON
SUBSCRIPTIONS.

FOR INVESTORS , ENTREPRENEURS, AND CONSUMERS ALIKE, RECOGNIZING THESE
DISTINCTIONS IS VITAL FOR EVALUATING A PLATFORM’S BUSINESS HEALTH , GROWTH
POTENTIAL, AND REVENUE STABILITY.

IN CONCLUSION , AMONG THE COMPANIES DISCUSSED—EBAY.COM , AMAZON.COM , AND
BOOKING.COM—THE PLATFORM THAT DOES NOT PREDOMINANTLY USE A SUBSCRIPTION
REVENUE MODEL IS EBAY.COM. | TS RELIANCE ON TRANSACTION FEES AND OPTIONAL
STORE SUBSCRIPTIONS SETS IT APART FROM AMAZON’S SUBSCRIPTION-HEAVY
APPROACH AND BOOKING.COM’S COMMISSION-BASED MODEL.

ALL OF THE FoLLOWING ARE UsING A SUBSCRIPTION REVENUE MoODEL EXCEPT 1
EBAYSCcOM 2 AMAZONCOM 3 BookING CoM

ALL OF THE FoLLowING ARE UsING A SuBSCRIPTION REVENUE MoDEL EXCEPT 1
EBayscoM 2 AMazoncoM 3 Booking CoM
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