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A business plan refers to a plan designed by a firm outlining how to create, deliver and create value for its stakeholders. Ideally, business plans ensure the business's success, especially in achieving both short term and long-term strategic plans. Business organizations can either standard business models or disruptive models. Standard business model refers to the first category of a business model that depicts existing plans indicating how business organizations intend to create, deliver and capture value for their stakeholders. Standard business models include advertising business model, auction business model, subscription business model, among others. Under the standard business model, the subscription model is a good example. The subscription model is based on the idea that it requires customers to pay a recurring payment on a specified cycle. Netflix, for example, requires their customers to pay for the services either annually or on a monthly basis (Barringer & Harrison, 2000). This model is also common with other online streaming services such as Hulu and Disney +. 
It is imperative to understand that this business model enables these companies to capitalize on the compounding value of customer relationships. Because of the continued value for the customers, with this model, the companies are able to keep their customers. In this view, companies using the model can capture recurring and predictable income from customers because the customers are likely to stay as long the company continues to provide value. 
On the other hand, a disruptive business model refers to a business model that operates on the low end and the high end. The business model focuses on the low end to develop new products that, besides being affordable, offer the best value to the consumers. This disrupts the normal functioning of the market because customers are usually attracted to the new products and services. The resulting impact is usually enough to disrupt the way business is conducted in an industry. 
Examples of disruptive business models include; Direct-to-Consumer Computer Sales, Online Text Ads on Search Engines, Software as a Service (SaaS), Cloud-based Service (Barringer & Harrison, 2000). Dell computer company represents a successful that has applied the disruptive model in the market. The company initiated two disruptive models to achieve success in the market, first through the built-to-order, which meant that the production and manufacturing process only began after a customer had made an order and direct sales to clients without an intermediary (kmcgourty, 2021).  Arguably, direct sales significantly enhanced the customer relations with the order since customers felt valued by the company through personal services. This strategy also reduced the amount of costs involved in making sales. 
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