Frameworks and Models

* Product Management Life Cycle Model

e Business Acumen Canvas
* Strategic Thinking Mental Architecture
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Product Management Life Cycle Model
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Customer & Market Insights
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Segment Markets

Define Customer Targets

Assess Customer Needs

Track Industry Trends (PRESTO)
Evaluate Competitors

Compare Competitor Products
Form Insights / Use Al resources

Formulate Product Strategy
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Assess Past and Current Data
Construct Roadmap Retrospective
Establish Strategic Baseline
Configure Product SWOT
Articulate Future Vision

Uncover Opportunities

Integrate Product Roadmap

Plan and Prioritize
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Prioritize Opportunities

Produce Opportunity Statement
Shape Value Proposition

Assert Competitive Positioning
Evaluate Prototypes

Develop Business Cases

Apply Al for scenario analysis
Derive Forecasts

Compose Product Requirements
Write User Stories

Develop Sprint Plans

Prepare Launch or Release Plans
Establish Future Metrics
Conduct Make vs. Buy Analysis

Develop | Launch | Release
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Guide Development

Manage Scope & Trade-Offs
Reassess Business Cases
Update Product Backlog
Fine-Tune Release Plans
Orchestrate Product Launch
Secure Regulatory Approvals
Synchronize Operations

Use Al to synchronize messaging
Coordinate Product Messaging
Conduct Sales Training

Prime Channels

Prepare Service Organization
Publish Marketing Materials

Post-Launch Perf. Mgmt.
Organize Post-Launch Audits
Conduct Retrospective Reviews
Track Customer Satisfaction
Leverage Cross-Functional Team
Reassess Industry Movement
Reevaluate Competitor Actions
Evaluate Metrics and KPls

Use Al to monitor and analyze data
Produce Product Dashboard
Analyze Product Profit & Loss
Refine Value-Based Pricing
Improve Promotional Programs
Gauge Channel Performance
Rationalize Portfolios
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Discontinue Products
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The Business Acumen Canvas

Market Segments Customers Competitors Sectors/Industries

Strategic Thinking Relationship Building Influencing
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Leading Teams & Using Processes to Managing Projects to Understanding
. Influencing People Get Work Done Achieve Goals Products and Markets
Mindset
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Driving Outcomes Storytelling Executive Presence
Business Model Value Proposition/Positioning Distribution Channels Global/Market Extension
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Strategic Thinking Mental Architecture

Amplifier 1: Amplifier 3:
Transforming habits Converting insight
into insight into action

Strategy
Formulation

Mindset Shifts

Strategic
Thinking in
Action

5 Habits of
Strategic Thinkers

1. I know to I'm learning 1. Beyond process to

1. Ask better questions 2. Best practice to best Problem strategic intelligence
2. Recognize patterns for the situation . ; ; € Uiaso Your
g. p Systems Solving 2. Dynamic baseline
3. Zoom in - zoom out Thinkine L 3. _Control outcomes to 1. Step O - Probl 3. State of the system
4. Learning mindset INking Lenses influence conditions ‘ ré?ggni;iorrwo em 4. Work backwards
5. Time horizons Connection lens 2. Problem solving proces 5. Al pattern omach 81 Benemisa MSgvN maTIUIE

recognition

(reframe, validate,

options, decide)
3. Dealing with

uncertainty

Feedback lens
Time lens
Assumption lens
Leverage lens
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Perceptual Amplifier 2:
sharpeners Internalizing mental
models (cognitive
recalibration)

Influence strategic
direction
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