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Strategy Steps Canvas

NEXT:

What products, features, or services will you offer at this step?

Which target customer will adopt your offering at this step?

What are you saying no to in this strategy, or deferring at least for this step?

What do you need to learn about the market, technology, & organization?

How will each step create more and more impact towards your purpose?

How will each step prepare you economically for the next?

NEXT: DVD Subscriptions

What products, features, or services will you offer at this step?

Subscr\p%—'lor\ service ow“?er'mg o \arge_ selection of
D\Ds sent by mail with no late fees. Get a new DVD
when you return e old one.

Which target customer will adopt your offering at this step?
U.S. bosed movie renters who are fired of lote fees
ond limired avmlab\lvry o+ Hheir local Blockbuster.

What are you saying no to in this strategy, or deferring at least for this step?

Online S'\’ream'lr\ﬁ—'\'\ne NET n Ne+£lix meons 'm+err\e+,
but it aleo means “Not Yet” for strateqy step It

What do you need to learn about the market, technology, & organization?
Ts the no—fee pan relief and larger selection enough
fo overcome the “sgur of +he moment” availability of
local video rental stores?

How will each step create more and more impact towards your purpose?

THEN:

NETFLIX

TH E N: S+ream'lng Subscr\P{—'\or\s

Stream movies and TV on demand Hnroug\n o browser
or app, personalized by subseriber’s viewing habits,

Broodbond users, fre?er e convenience of s+re_am'm3
+o DVD by M&'\\‘

0r'|g'mal content ?roduc+'lon

Can we stream commercially available £ilm and TV at a
sufficient gualihy to make the experience rival that of
watelhing a DVD?

FINALLY:

FINALLY: Tn—house Production

Netflix 1e +he new stoandard for £ilm * TV, Produce
ond streom or'lg'ma\ movies, series and s?ec'lals globally
Hnroua\n o Net+£lix—bronded experience,

Anywhere in +he world 1 you've gqot the nternet
you’ve_ ﬂo{* Net£lix on your device.

User genero.+ed content

Con we ?roduce ond license content ot o cost Hhat
mokes o vioble : 'Hr\r'w'ma SUbSC("lP“"lOY\ based business?

Even at step one, movie watchers get more convenience and choice in Hheir at—home viewing. At each successive step, consumers get more variety, more personalized fo

heir ?refr‘ efences, ot o marg'mal , ?red'lc%—able cost.

How will each step prepare you economically for the next?

Each step attracts more subseribers, providing the financial capital +o increase selection, reduce delwery costs, and learn how to personalize recommendations more
effectively, which attracts more subseribers while costs come down through economies of scale and a better understanding of viewer preferences.
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NEXT: Creative Cloud for Tndwviduals

What products, features, or services will you offer at this step?

Creative Cloud subscr'lﬁ'\or\ with eross—device access
‘o oll former Creative Suite a?Pl'ch—'lor\s, outomoatic
updates, cloud s*\'oraﬁe, cross—?la{'{’orm,

Which target customer will adopt your offering at this step?

Tndwidual Professional Creatives (designers,
P\(\O'\'Oﬂr&?\(\QrS? artists filmmokers llustrators, ete)
ot hove used Creative Suite products and competing
fools.

What are you saying no to in this strategy, or deferring at least for this step?
Eﬂ+er?r'\se subscr't?—\—\or\s with user |M0u(\o.ae,W\QM'7 “I'hve

collob” tools, mobile or web opps, oddtional assets like
fonte stock and +em?la+es,

What do you need to learn about the market, technology, & organization?

Will a large er\oug\n percentage of creative pros adopt a
subscr\?hor\ l\cense model +o su??or+ +he switeh and
eliminate ?e_r?ei’ual o?+'|on3?

How will each step create more and more impact towards your purpose?

THEN:

Adobe

Ent QFPF\‘SQ Subscr\ﬁ']or\s

Enterprises can manage subseriptions Por Hheir ereative
teams through user management tools) SSO ntegration,
ond o site license model Hhot 1€ more cost effective
Faon indwvidual ?r'lc'ma.

Enterpise Customers with lo.rge creative feoms (des'lﬁr\,
marketing, advertising, R+D. ete)

Collaborative +ools, web based awl'lcod—'tor\s, pro ject
mar\agemer\i—

Whot ca?ab'd'd—\es do enterprise customers need n order
fo enable our corporate soles feom +o convert Hhem from
?er9e+ual +o subscm?{—'lor\?

FINALLY: FComm + Marke{—'mg I_M'earahor\

Web > Mobile native awhcahor\s for creatives,
cross—department 'm-\—earoA—\or\ of assets and
coordination for enterprises,

Mo.rke{—'mg departments, EComm departments, Large
Eni—er?r'lses with muH—\Ple departments needing
integration of ossets and pro ject coordination.

Con we provide web and mobile notive QP?\'|QQ+'|ons with
sufficient functionality to protect against new
competitors? Can we displace other asset monoagement
ond Pro\',ec%— coordination tools for enterprise customers?

At eoch s+e?, more ?QOP\Q +o,? into their ab\lﬂ'y +o express Fheur ereatvity, with more and more outlets and audiences, and inereasing aceess +o everyHn'ma
they need o ereate and monetize their work all included n o reau\ar, cost—effective monthly subseription Fhat easily pays for reelf.

How will each step prepare you economically for the next?

A subseription model smooths out individual customer LTV by converting version sk\ﬂima Per?e{'ual customers +o ARR Fach step expands Fhe subseriber
customer base nto larger markets for digital ereativity,

NEXT:

What products, features, or services will you offer at this step?

Online bookstore

Online bookstore with vicrually unlimited seleetion,
occessible from OLY\Y\*)\(\Q(‘Q, with fost del'wery.

Which target customer will adopt your offering at this step?

Book shoppers who want +o be able fo buy any book and
lhowve W+ delivered Yo Hher home.

What are you saying no to in this strategy, or deferring at least for this step?

Physical stores, broader product categories, faster
Fhon industry standard delivery.

What do you need to learn about the market, technology, & organization?

Wl Peoele frust online commerce for ?\z\ys'\eal aoods?

How will each step create more and more impact towards your purpose?

THEN:

aMmaZzon
N’

The E-Commerce |eader

Ex?m\ded ca*\'eaor\es with standordized ?roduc{’s, larae
coA—oJ%s7 ond s+ror\a ex'ts{—'mg demond like music movies,
lhouse hold Produc+s7 e_le_c{’rmr\'lcs7 ond toys,

Online s\r\o??ers Hhot would normally s\r\o? ot o Tar3e+ or
Walmart for household products,

More com?l'tco.+ed online sales categories lke cloH«\'mg,
grocer'\eS,

Can we scole fulfillment and maintoin a
customer—centric experience ond comgei"d—'lve_ Qr'nc'ma?

FINALLY: Everything Store

Everything Store—anything you can buy in o store, you
can buy on Amazon cheaper and have '+ delivered quickly,
same day of overr\'lﬂ\r\*\’ for common products,

/-\r\yor\e with online occess S\(\o??'ma Por ar\yH\'mﬂ,

Con we sus+a'|r\ably Manoge dominance across muH—\?le
sectors without los'ma customer +rust?

Eoch s+e9 Nerenses access o Produd—s ot lower cost and \r\'lﬂ\ner convenience, es?ec'lo,uy Lor underserved aeoara?\r\'\es ond needs.

How will each step prepare you economically for the next?

At eoch step, more customers attract more sellers, which mproves selection and drives prices dewn—creating o better experience Fhot drows even more

customers ond accelerates Hhe whole system.
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