
1st WISETRIP Workshop1st WISETRIP Workshop
“A real-time, multi-source and multi-modal 

personal trip planning service”
Brussels, 28 January 2010
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WISETRIP WISETRIP 
WiWide SScale network of

EE-systems for Multimodal Journey Planning and 
Delivery of TrTrip IIntelligent PPersonalised Data

Business Prospects
Vassilis Spitadakis, Forthnet SA
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– Vision
– Principles

– Methodology
– Business Models

– Expansion ways & considerations
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A unified journey planner system that has an

a) Easy and well documented interface to co-operate with 
other journey planners, so that a wide-scale journey 
planning capability is achieved

b) a user friendly personalisation mechanism of value for 
the international traveler

Vision
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• Assure system availability and operation after the end of 
the project

• Remain open

• Maintain competition: allow everybody to enter

• Quality Control always active

• Must be self – sustainable

• Controlling head is needed

Principles
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• Describe the business model
• Assess Barriers, Risks & Competition
• Identify Prerequisites towards commercialisation including 

o extra development
o contractual agreements

• Marketing Plan 
oHow to attract more JPs
oHow to bring more users internationally

• How to mitigate risks and  legal issues
• Costs Parameters and how they scale

Towards realistic commercialisation
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Which are the roles 
and actors ?

How they can 
co-operate ?

Find Business  Models

Are there risks and 
Limitations ?

Which are the findings
from the users ?

From demonstration &
dissemination

activities

Legal issues ?

Associate to risks

Associate to costs

Associate to 
marketing

plan
How they scale ?

What about 
competition ?

Need for extra
development

Compare Business
models

Towards realistic commercialisation
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• A Marketing Organisation
o A reference point for International Journey Planning 
o Directory of Journey Planners
o Ad-based revenues

• An eTourism Agency
o Promoting sales of transportation means as well as services at 
destinations 
o Not easy to cooperate with such wide part of the industry
o Revenues based on commissions/revenue sharing

• Customer Subscription / usage based tariffing
o B2C: Revenues based upon users subscriptions and usage (SMS 
or prepaid trip registrations)
o B2B: A tool for tourism professionals

• Combining the above  

Business Models



�
�

�
��

�
� ��

�
�

��
��

�
�	



��

�


� �

��
��

��
�

�
��




��

�
�

���
�



�

�
���



�

��
�

��
�

��
�

�
��

�
��

�
�

��
�

���
�

��
�



� �
���
��

� ���
��

���
�

�
�

�� �
��

��



�
�

���
�

�
�

�
��

	 �
 � � � 
� ��� � �� � � 
 � �� �� � � �

• Journey Planner-centric expansion versus Operator-centric
� Easier and Quicker to expand geographically
� More realistic approach
� Combining the above

� Integrating national/regional journey planners
� Integrating mode-specific Journey Planners 
� Getting the low-cost airlines data

• Openness and Easiness to integrate more JPs
� Willingness to Join
� Depending on expected benefits, business model and entry investment 
size

How to expand
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• Development Plan
� Continuous Integration of new participating Journey Planners
� B2B Version
� Billing 

• Marketing Plan
� To approach more Journey Planners
� To attract more users
� On-Line ad strategy
� Seek strategic synergies

How to expand
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• Investigate will from participating Journey Planners to continue
to support the connection

• Post-project promotion actions
� without funding

• Action plan towards expansion / inclusion of new 
� during the project
� after the end of the project

• Setting Up a Contractual Agreement Document

Continuation of operation
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Describe Operation 
Requirements

Identify Willingness 
to continue

Describe
Minimum requirements

for a new JP

Recorded Interest 
By new JPs

Promotion to new JPs
Invitations

Operation

Agreement

Identify Willingness 
to Connect

Agreement

Methodology
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Exploitation & Continuation Planning: 3 main phases

Preparation 
Phase

Preparation 
Phase Main Work and AnalysisMain Work and Analysis OutcomeOutcome

M25 M26 M27 M28 M29 M30

• roles, legal issues, findings, risks

• operation reqs, new JP reqs, recorded interest

• find bussiness models, risks, marketing, development, costs

• promote and indentify willingness

• compare and report

• formalise continuation agreement

4 weeks

4 weeks

12 weeks

12 weeks

10 weeks

6weeks

...... ......

Phase I Phase II

FebruaryFebruary 20102010 JulyJuly 20102010

Phase III

......

D7.4

Phases and Timing
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Thank you

www.wisetrip-eu.org

www.wisetrip.travel
Join us at:


