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desenbes the rationale of how
an cl’saniiwl:icn creates, delivers,
and captures value
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Business Model Canvas Explained
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Linkedin — World’s Largest Professional Network

Key Partners Key Activities Value Propositions Relationships Customer Segments
Same-side
Platform Network Effects
Development
Manage Professional _
I dentity and Build Cross-side
Professional Network Network Effects Internet Users
Equinix ,
(for data center Id;':'gga: td.l.:z?_lfh Recrulters
facilities) Key Resources Channels ecrute
: _ LinkedIn Website,
Content Providers LinkedIn Platform Mobile Apps
Access to LinkedIn Field Sales
Database Content via
APls and Widgets Developers
Cost Structure Revenue Streams
Web Hosting Marketing and Product Free Offerings 5 _
costs Sales Development and Premium Hiring Solutions
Subscriptions
General and
Administrative
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The Business Model Canvas
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Problem Solution

Top 3 problems | Top 3 features

Key Metrics

Key activities you
measure

Unique, Value
Proposition

n
Single, Clear,
compelling
message that
states wﬁy you
are differ.bnt and
worth buying

u

Unfair

Advantage

Can’t be easily
copied or bought

Customer
Segments

Target customers

Channels

Path to

customers

Cost Structure

Customer Acquisition Costs
Distribution Costs

Hosting

People, etc.

[Revenue Model
Life Time Value
|Revenue
yGross Margin

Revenue Streams

PRODUCT

MARKET

Lean Canvas is adapted from The Business Model Canvas (bttp://www businessmodelgeneration.com) and is licensed under the
Creative Commons Attribution-Share Alike 3.0 Un-ported License.
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