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Google Business Model
Relationships Customer Segments

Key Partners Key Activities Value Propositions

Ré&D — Build Mew Automation (where
Products, Improve LT mﬁm"' possible) intemet Lisers

Existing products

_ Dedicated Sales for
Manage Massive IT Targetad ME:E'“Q large accounts ::Uﬁﬁlﬂﬂrﬂ,
Distribution Infrastructura Adwaords (CPC) Agencles

Fartners .
Extend Ad campaigns Google Network
using Adsense Members
Key Resources Channels
Display Advertising
mt Servicas Global Sales and
Multi-product Sales
IFs, Brand -
Enterprises
Cost Structure Revenue Streams
Traffic Acquisition R&D Costs {mainly Ad Revenues — Ad Revenues —
Costs personnel) Google wabsites Google nfw wabsites
Data center Enterprise Product
operations S8M. G3A Sales Free

www. businessmodelgeneration.com
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5. H|ZYU A A2 2dl &84} 3: ¥ o] A28 (Facebook)

Facebook — World’s leading Social Networking Site (SNS)

Key Partners Key Activities Value Propositions Relationships Customer Segments
Platform Same-side
Devel t
evelopmen T Network Effects
friends,
Data! el Discover & Learn,
Operations Mgmt Express yourself Internet Users
Content Partners
(TV Shows,
Movies, Music, Key Resources Channels
ML) Facebook Website,
Platform Personalized and Mobile Apps
Social Experiences, Developers
Technology Social Distribution,
Infrastructure Payments
Developer Tools
and APls
Cost Structure Revenue Streams
Data center Marketing and Research and E Payment
costs Sales Development ree Revenues
General and
Administrative

www.businessmodelgeneration.com
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