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Considering the development path of Airbnb, I consider the success of this company as the possibility of the founders to see an untapped niche in the market and turn it into a business model with a high level of scalability. The theory of opportunity Recognition proposes that those who create value do so by finding unmet needs, and the fact that Airbnb has decided to bridge a gap between travellers who want cheap accommodation and homeowners who have unused space is a good example (Shane and Venkataraman, 2000). At the start-up phase, there were few resources, and thus growth might be limited, but the readiness of the founders to risk and experiment with unconventional solutions played a significant role in the legitimation of the idea.
The importance of strategic scaling is brought out in the growth stage. Venture capital funding and international expansion enabled Airbnb to strengthen its platform and reach new markets. Reflectively, such decisions proved to be effective since they hastened growth as well as strengthening network effects. Nevertheless, the rapid growth also posed some weaknesses such as the dependence on regulation and acceptance by stakeholders.
In terms of maturity, Airbnb can be seen as an example of Schumpeter, who argues that innovation is a source of competitive advantage (Schumpeter, 1934). To stay ahead of the market today, it is necessary to innovate on an ongoing basis and not just to increase listings. This reflection shows that the success of an entrepreneurship is not reduced to the ability to see the opportunities but to adjust to the changes that come as a business develops and becomes more complicated.

Looking at the founders of Airbnb, I think that it was their ability to be innovative, flexible and resilient that made them successful and did not relate to the availability of major resources. In creating a scalable digital platform, Brian Chesky and Joe Gebbia showed the ability to be creative and transform unused residential space into a useful source of accommodation, and Nathan Blecharczyk brought technical skills to the table. 
According to the Effectuation Theory, entrepreneurs act on the resources they have and evolve in response to opportunities as they arise instead of having a predetermined plan. This thinking can be traced in the initial days of Airbnb when the founders tested various strategies to prove the demand and raised significant investment. Their readiness to work in uncertainty indicates major features, which are related to the Entrepreneurial Traits Theory, i.e., risk tolerance, persistence and self-confidence.
Nonetheless, as an observer, there were also certain weaknesses that could be noted. The initial founders had underestimated regulatory and reputational risks that were linked to short-term rentals. Their high emphasis on expansion posed threats that were to be dealt with later at a high cost. However, they overcame these obstacles due to their flexibility and responsiveness to fluctuating market conditions. This observation underscores the fact that to be an entrepreneur, one needs to be innovative, visionary, to be able to learn, adapt and make sound decisions in environments that are full of uncertainties (Sarasvathy, 2001).

Given a scenario where I was starting my own business, I would implement several methods that helped Airbnb to become successful. First, I would concentrate on the solution of a real customer issue as opposed to creating a product without showing any clear demand in the market. Airbnb also became successful since it fulfilled a gap in the market by offering cheap and flexible accommodation. Second, I would leverage digital technology to achieve economies of scale since platform-based models can grow quickly without large-scale investment in physical resources. Lastly, I would put customer trust and community engagement in the first place with the help of reviews and feedback systems. These methods are consistent with Lean Startup, and customer-centred innovation that focuses on a constant learning and the creation of value according to customer requirements (Ries, 2011).

With the company that I would be starting, there are a few areas that I would do differently. To start with, I would meet regulators sooner to establish closer ties and minimize chances of future limitations. The swift expansion of Airbnb frequently surpassed regulation, posing a challenge in multiple markets. Second, I would put more emphasis on risk management at the very beginning by determining possible legal, reputational and operational risks prior to expansion. Third, I would expand the sources of revenue faster as opposed to over depending on accommodation services. In the short-term, such measures can decelerate growth, but in the long-term, it might enhance sustainability, decrease its susceptibility to external shocks and enhance stakeholder confidence in various markets.
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