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Project Intro 

This project is a group project from the elective Designing Intelligence in Interaction (DBM130). Inspired by 
Phillipe Remy (2016) and Yoni Levine's (2018) projects, we explored the implementation of Artificial 
Intelligence (AI) technology into determining which cocktail recipe tends to be welcomed by users. We used 
Naive Bayes Theorem (Fiedman, Geiger & Goldzmidt, 1997) to discriminate cocktails by considering all the 
ingredients together as a combination. 

The concept - Boozy Brain aimed at providing opportunities for humans and AI to cooperate and conduct 
creative activities, in our case, to create new cocktail recipes with a high possibility of receiving positive 
feedback. Meanwhile, Boozy Brain assists bartenders to create new recipes that are highly appreciated by 
people with the least amount of effort, also with a cocktail making machine supporting the bartender in 
preparing the drinks. In this way,  it creates an exciting collaboration between the customer, bartender and 
intelligent system. Moreover, creative customization provides a special personal experience to the 
customers in the bar, and it is possible to remember personal preferences and get preferred drinks all 
around the world.  

More information about this project can be found on this website: https://www.haoyudong.me/boozybrain 

Table 1. Business Model Canvas I (Product innovation business) 

Key Partnership 

 

 

Key activities 

Algorithm development, 
database maintain 

Platform management 

Workshops 

Value Proposition 

Innovation: Huma-AI work 
together for creative activities to 
create new cocktail recipes; 
enabling collaboration between 
bartenders, customers, and 
intelligent system 

Performance: with least amount of 
effort to generate highly 
appreciated drinks; decrease the 
trial and error cost of developing 
new cocktails 

Customization: record more 
customers’ preferences and 
provide personalized drinks 

Customer 
Relationships 

co-creation 

Customer 
Segments 

Innovative and 
young generation 
bartenders, 
cocktail-lovers 

high-end bar and 
drink brand 

Special events 
with some 
interesting 
activities 

Key Resources 

Creative Talents: designer, 
software developer,  

Intellectual: algorithm and 
database 

Channels 

Web sale 

Cost structure (value-driven) Revenue Stream 

Monthly fee of renting the cocktail maker 

Subscription fee of the algorithm and dataset, and the service 

Get-Keep-Grow 
Customer segments include three sections, 1) the young generation bartenders and cocktail-lovers, who is 
willing to incorporate other factors for the innovation of cocktail industry; 2) the high-end bars who is 
famous for providing unique and personalized services and experience to exclusive customers; and 3) the 
event organizers, who are looking for innovative and eye-catching activities to upgrade their events and 
attract more attendees. We aim at building long-term relationships with all the customer segments, with 
community, co-creation and a small part of personal assistance.   

GET As this project is offering innovation-driven services. Therefore, in the early market, the goal is to 
leverage the word-of-mouth strategy to achieve market leadership. 

https://www.haoyudong.me/boozybrain


In order to do so, we will reach out to early adopters, as mentioned by MaRS (2020a), ”the technology 
enthusiasts” and “visionaries”. The so-called key opinion leaders, such as bloggers, influencers, could 
influence the public opinion in the technology-driven market (MaRS, 2020c, ). They are keen either about 
the technology itself, or the exclusiveness and breathtaking potentials. (MaRS, 2020c).  

At this stage, the channel to reach out to them will focus on the partner indirect way, such as high-tech 
websites, PR activities, and trade fairs, in order to radiate to larger markets with lower margins and raise 
awareness of the product. It needs to emphasize the use of physical channels is essential since this is more 
about letting people experience the magic of cutting-edge technology.  

The relevant information for gaining the customers will mainly focus on the newness of AI technology and 
the premium value to fulfill human esteem needs (Wikipedia, 2020). 

KEEP In order to maintain the relationships with the customers, ideally to long-term relationships, we will 
leverage the big data that can be collected through the Boozy Brain interface, to constantly seek feedback 
from the early adaptors, take their suggestions and improve the products and service quickly. 

As we highly value the feedback from the initial customers, and the data collected through their usage also 
improve the development of the algorithm, the co-creation among the stakeholders provides the feeling 
that the improving algorithm also has their contribution. This strategy would help maintain the initial 
customers. 

A small portion of personal assistance is of necessity to build trust and special bonds between the company 
and its initial customers as well, through asking for feedbacks in person.  

GROW In order to grow the customer size, we will further develop the customer relationships through 
building an online community to facilitate the connections among the potential mass market, the initial 
customer and the prospect. The community could be based on the owned website and social media, also 
through off-line meetups and workshops to provide the opportunity for the bars, customers and algorithm 
engineers to envision the future together.  

As we highly value the feedback from the initial customers, therefore, they will see the company 
developing as their baby growing up. This feeling could make use of word-of-mouth marketing and let them 
bring new ones when they display the project to their friends and community.   

Moreover, pragmatists need to be considered when developing into the mainstream market, since they are 
different from the early adopters, they are market-oriented. The strategy of introducing the Boozy Brain 
needs to evolve as well, which means “the next big thing evolving to a relevant alternative”. (Geoffrey, 
1999; Wiefels, 2002). At that moment, we will leverage the market data collected to show clear evidence of 
how this could support the performance improvements when humans and machines work together and 
make more revenue for the relevant customers. 

Alternative revenue streams 

The revenue streams could be divided into two parts: 1) the recurring revenue of the subscription fee of 
the algorithm, dataset and software; 2) the projected revenue and one-time service revenue earned 
through projects and workshops with existing or new customers. 

The first revenue stream would be the main source of income. The second stream could be used mainly at 
the beginning of entering the market for promotions.  

In order to estimate the revenue, we will determine the price of the service first. There are different 
methods for determining the price of high-tech products, in my case, we will be setting the price based on 
how the customer values the product and their ability to purchase (MaRS, 2020b).  

Initially, the recurring revenue also includes the monthly renting fee of the cocktail machine. However, 
based on the market research, there are quite a few companies already developed and commercialized 



cocktail machines, and we do not see the physical machine’s add value to the main value proposition. 
Therefore, the subscription fee only means the usage of the algorithm, database, and software.  

The bar and nightclub industry revenue has been growing in recent years, reaching around $26.6 billion in 
2019. The industry will keep growing in the five years due to the increase of disposable income allowing 
people to enjoy their free time (IBISWorld, 2020). Based on the online research, the normal bars could have 
$330,000 annual revenue and $39,600 net profit (SCOTT, 2019). The average monthly bar expenses are 
$24,200. However, Boozy Brain targeted at the high-end bars and clubs that are attempting to respond to 
the changing preference and needs of their customers, who would be more willing to pay for an exclusive 
and special experience. According to Malntyre (2015), the revenue of the top 100 exclusive bars and clubs 
in the US could all reach more than 5 million per year (Bar & Restaurant, 2015). For example, the ranking 
number one clue, XS could charge $10,000 for a cocktail in its venue. In 2014, XS brought in up to $105 
million in its revenue.  

Taking the average of the most counted revenue -15 million and the net profit margin 15% as a reference 
(Mccutchen, 2020), the estimated cost of the bars is 11 million annually, almost 1 million per month. We 
were not able to find data about how much the bars spend on developing and testing new cocktails, but 
with the huge amount of cost, the bars have a large margin to invest in conducting creative activities. 

Meanwhile, considering the salary of the key resource - the talents (36,000 * 3 persons/per year), we will 
be able to serve 3 customers per month in the beginning, the price of Boozy Brain service will be around 
3000 euro per month. The recurring revenue stream will be 108,000 euros per year. 

For the one-time transactional revenue through projects and service, the charging could be lower, around 
300 euros per time, to attract more prospects and cooperation, in order to raise awareness in bigger 
markets. Assume that we will be able to arrange 4 activities per month, the annual revenue will be 14,400 
euro.  

New Business Model Canvas 

In the next five years, my vision would be to create the awareness and initial community where bartenders, 
engineers, artists, cocktail lovers and customers could co-create cocktail recipes together with artificial 
intelligence algorithms, which inject new blood to the cocktail and beverage industry.  

In the market, there are quite a few leading players of manufacturing robotics cocktail makers, from home 
bar use (e.g. Drinkworks) to luxury level (e.g. Makr Shakr). They already aim to improve business efficiency 
and surprise the customers with the fancy robotics-looking machine. However, as Emanuele Rossettwe 
stated, the chief executive officer of Makr Shakr, “Makr Shakr has no chance to invent any recipe. Makr 
Shakr is stupid. He doesn’t have the capacity to understand the taste.” and Makr Shakr has no intention to 
replace bartenders either (Wagner, 2019). While the implementation of collaboration between humans and 
AI to create things are not new either, there is a lack of attempts to bring it to the market, yet mainly 
focusing on research and development exploring.  

Therefore, we think in the first five years, the revenue stream from renting a cocktail maker could be 
temporarily eliminated, since the human-AI corporate to create a cocktail is the killer feature, and human 
bartenders could finish making cocktails as well. Nevertheless, the cocktail robotics manufacturers could 
still be seen as a key partner via strategic alliance, since it is possible and promising to give the “stupid” 
robotics an amazing Boozy Brain, to achieve the next level of combination of creativity and efficiency. 

Then, in order to democratize the complex technology, a user-friendly platform interface should be 
developed, which can be used to easily input base ingredients and clearly show the generated recipes and 
the possibility of being positive.  

The main activities would be developing the algorithm, to increase its accuracy, as well as additional 
potential variables, based on the data collected. Accordingly, database maintenance and platform 
management. In order to get enough data to develop the algorithm, one of the key partners is our 



customers, as mentioned before, one of the customer relationships is based on co-creation. In this case, 
the key resources are creative talents (e.g. designer, software developer, algorithm engineer) and 
intellectual resources (e.g. algorithm and database).  

Though we already have the initial prototype dataset, it is necessary to mature the dataset and keep 
developing the prototype. Therefore, it is necessary to have enough funding at the beginning to put 
everything in the run and fulfill the financial feasibility of creating the subscription. We will start with the 
small donors, such as family and friends, or student project subsidies. Then, we will participate in 
crowdfunding campaigns and business plan competitions. As we are targeting at exclusive bars and clubs, 
we would turn some of the enthusiastic customers into investors. As this project maximizes the capability 
of newly developed AI projects, we would also take advantage of the research and development subsidies, 
such as the MIT - haalbaarheids subsidy.  

Table 2. Business Model Canvas II  

Key Partnership 

Strategic alliance: 
Cocktail machine 
manufacturers, such as 
Mixologiq 
(https://www.mixologiq
.com/en/), Makr Shakr 
(https://www.makrshak
r.com/) 

High-end bar and 
exclusive club, co-
creation 

 

Key activities 

Algorithm development, 
database maintain 

Platform management 

Value Proposition 

Newness: AI-Human work 
together for creative 
activities of limited edition 
product for the brand 

Performance: decrease the 
trial and error cost of 
developing new cocktails 

Customization: record more 
customers’ preferences and 
provide personalized drinks, 
to help the bar to attract 
more customers 

 

Customer 
Relationships 

Co-creation 

Community 

Personal 
assistance 

Customer 
Segments 

Innovative and 
high-end bar, 
exclusive 
entertainment 
venue bar 
(cruise), luxury 
venue 

Key Resources 

Creative Talents: designer, 
software developer,  

Intellectual: algorithm and 
database 

Channels 

Website 

Off-line meetups 
within the 
community 

Cost structure (value-driven) 

Salary for creative talents (minimum standard): 36,000€/year 

Ongoing research 

 Revenue Stream 

Recurring revenue: subscription fee of renting the algorithm,  
dataset and software; 

Project revenue and one-time service revenue: projects and 
workshops with existing or new customers 

Trails for validation of the product-market fit 

Are the early adopters interested in the concept? How attractive is the concept?  

Since this is a new market business, therefore, it is necessary to test the market size and if people are 
interested in the concept or not. The early market entry focuses on the key opinion leaders in the luxury 
industry and cocktail innovators, whose opinion will influence the public opinions. It is valuable and feasible 
to constrain this specific target group. The minimum viable product (MVP) will be a short video or a website 
to demonstrate the concept of the Boozy Brain and reach out to the potential early adopters through email, 
social media, and website. The rate of reply could indicate the capacity of this concept being accepted. 

Are people interested in the Human-AI co-created cocktail? Would they like to pay (more) to experience 
this feature? 

Furthermore, we will be using the method of opening up pop-up stores in high traffic areas in relatively rich 
areas, such as high-end malls and high clubs. In this way, we will open up to a bigger target group market, 

https://www.rvo.nl/subsidie-en-financieringswijzer/mit-regeling/aanvragen/haalbaarheidsprojecten
https://www.mixologiq.com/en/
https://www.mixologiq.com/en/
https://www.makrshakr.com/
https://www.makrshakr.com/


which could potentially influence the key-opinion leaders already. The result could show the market size 
and how much the people are willing to pay for the new feature, which will indicate if having the Boozy 
Brain will help the bars to grow their business. 

Are the bartenders willing to cooperate with the AI system? Would the bars be willing to pay? 

If the result of the first two trials shows the potential of being welcomed and accepted by the high 
consumption groups, we will continue this trial, with a  focus on the intention of the actual buyer of Boozy 
Brain - the bar and club owners and bartenders. Based on the web sale channel, we will conduct a smoke 
test, to ask if they would like to purchase this service through a “legally non-binding letter of intent” 
(Eisenmann, Ries & Dillard, 2011). If the rate of intent is higher than the threshold for a viable business 
model, which means the number of potential customers should satisfy the minimum amount of 3 for each 
month in the next five years, then the business model hypothesis is proved. 
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