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Imagine you are an explorer, forging a path through an inhospitable jungle in search of an 
undiscovered city that has been lost to time. An Indian Jones in search of valuable treasures.
 
As an explorer, you use tools – GPS receivers, satellite maps, elevation charts, and of course, your trusty compass. 
Without these tools, you would surely be lost, not knowing which way to go and when to make changes to your 
path. The tools enable you navigate the confusion and chart a course forward. 

You would not begin an expedition without these tools. They are what give your journey the greatest chance of 
success.

Product managers are asked to forge a path to success as well. Your end goal is not a lost city but a set of 
products that customers:

• love,
• use,
• buy again, and 
• recommend to their friends

But you’re not the only adventurer in the jungle. Your competition is out to achieve the same goal. 
You’re not just trying to create great products, you’re also out to beat the competition.  
That is the big picture – beating the competition by providing the most valuable products to your customers and 
creating value for your organization. Not only is this how you stand out as a product manager, it is also your 
path to becoming a leader in your organization.
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BEAT THE COMPETITION – YOUR ROADMAP FOR SUCCESS
Like any good explorer, you need a plan – a system of preparation that lays the groundwork for ultimate success. 
Indiana Jones didn’t make it up as he went along. He had a plan. He prepared, researched, and studied to 
navigate the jungle and have a clear idea of what to expect. We’ve created a system as well to help you navigate 
your role in product management.

We call it the Product Mastery Roadmap, and it prepares you to BEAT the competition.

With it, you will gain the knowledge and influence necessary to become a Product Master who consistently 
BEATs the competition. 

The roadmap contains 4 levels to BEAT the competition:
1. Build your base – know what to focus on at any moment.
2. Earn professional certification – gain confidence and knowledge to impact strategy.
3. Apply deep dives – make the transition to leadership with hard and soft skills.
4. Transform the organization – go from building better products to building a better organization.
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THE IDEA FRAMEWORK – THE TOOLS YOU TAKE WITH YOU
In the first level, Build Your Base, we equip you with the tools you’ll need in the jungle of product management. 
These tools are represented by the IDEA Framework.
 
If you are like most product managers needing to build your base of knowledge, you feel overwhelmed at times, 
asking the question, “What do I need to focus on now?” 

Product managers are pulled in many directions, drowning in internal tasks while needing more time to work 
with external customers.
 
The good news is that it is possible to gain control over your responsibilities and know where to focus at any 
given time.   

The tools available in the IDEA Framework help you go from being a capable product manager to truly 
comprehending your work in product management.

And by applying the IDEA Framework you can double your success.
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With the IDEA Framework, you will be equipped to create more successful products, which means you will be 
more successful, too.
 
Your peers will respect your work, your manager will seek your opinion more often, your influence in the 
organization will increase, and that promotion you want will be yours to have.

Just like Indy had his jacket, hat, gun, and whip, your tool set includes four elements as well. 
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OVERVIEW

WHY THIS IS IMPORTANT TO YOUR SUCCESS

The tools of your trade can be encompassed in the four elements of the IDEA Framework:
1. Ideate is the managed front end of product creation where ideas are generated.

2. Develop is a structured product development process. 

3. Evolve is managing the product life cycle at and after launch. 

4. Accelerate are practices that improve the other three elements of your base. 

Recognizing where you are on a project – what is important to do now and what should wait – makes you 
proactive. It puts you in control.
 
You’ll respond to requests people make of your time in a more definitive and authoritative way. 

Your vision for a product will be clear. You’ll know what next steps to take.
  
More control, less being pulled in different directions.

The IDEA Framework enables you to be proactive and know what to do now instead of reacting to every 
request and issue.
 
Product managers are pulled in many directions, often by well-intentioned people that don’t 
understand product management or what is important to do at any given moment developing and selling a 
product. 

Your mission is clear – create valuable products for customers and deliver value for your organization in the 
process. 

The four elements of the IDEA Framework are your tools to make that happen. 
Next are the details of each.
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IDEATE
Ideate is where ideas are generated that create business opportunities for the organization and solve business 
problems. This is the managed front end of product development and management.
 
The essential activities include:
• Aligning your innovation strategy to your organization strategy
• Creating an innovation culture that is product driven
• Selecting the optimal ideation framework for your organization's culture and experience
• Applying ideation tools and techniques to increase effectiveness and efficiency
• Creating a minimum viable business case to communicate and justify product concepts

DEVELOP
Develop is where ideas are transformed into tangible products or services. Taking everything learned about the 
product idea from Ideate, a structured product development process is used to lower risk and manage progress. 

The key actions in Develop are:
• Verifying your understanding of what customers want and value before beginning more expensive 
 product development.
• Planning for successful product development - while a plan is important, planning is essential
• Executing the project plan with excellence to focus on what matters most - a product customers value
• Testing the product before full launch to identify critical issues and gain marketing insights
• Beginning preparations for the next development cycle to fend off competitors

EVOLVE
Evolve is where the reality of the marketplace and competitive intelligence intersects with your product plan.  
This is life cycle management, the plan-do-check-act work that is needed to launch the product and then 
maximize product success during its life in the market, ultimately taking steps to retire the product.

Essential elements are:
• Preparing for product launch
• Managing to key performance indicators (KPIs) and objectives and key resources (OKRs) to grow product   
 success quickly
• Taking actions to defend market share as the product matures
• Navigating the inevitable decline of the product, including from necessary cannibalization
• Preparing for and managing the retirement of the product from the marketplace

ACCELERATE
Accelerate are practices that enhance the performance of the rest of your work - Ideate, Develop, and Evolve. 
They make everything else more effective and efficient, further increasing your product success while decreasing 
time-to-market and helping you to not feel overwhelmed. 

The Accelerate practices include:
• Portfolio management to strategically balance product projects
• Team management to increase the effectiveness of product teams
• Project management to reduce risk and increase the likelihood of a successful project
• Lean, Agile, and Design Thinking to quickly discover and test customers’ unmet needs
• Meaningful metrics to manage and predict success
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Product managers often face numerous interruptions each day. You get pulled in multiple directions. Knowing 
when to do what is essential to your future success. You also need to know why to take action. 
Consider the following scenarios for applying the framework to see how it will help you.

Product is not selling as expected. Several issues may exist. Work backwards from the current product position in 
Evolve. Customers may not be discovering the product (distribution and promotion problem in Evolve), the cost is 
perceived as too high or low for the value provided (price strategy in Develop based on insights from Ideation), 
the product does not provide the correct problem-solution fit (check the validation work done during the 
beginning of Develop).

Marketing wants more distribution channels. Distribution is how customers get the product. More distribution is 
appropriate when the product is in the Growth phase of Evolve to grow fast. It doesn’t help other places. 
Distribution can’t fix problems with problem-solution fit or pricing. Understand the problem and then find where 
the right correction can be made.

Senior leadership doesn’t understand your product idea. Ideation is where product concepts are formulated to 
solve a customer problem in alignment with the mission, vision, and strategy of the organization. For leadership 
to understand the product idea, it must be presented in alignment with these elements and clearly support 
current strategy. You may have a great idea, but it might not be the right idea for the organization. If it supports 
the organization’s strategy, then position it as the right idea.

No time for field testing. Field or beta testing verifies the product provides the expected value to customers 
before launching it. Some people in the organization will want to skip this testing while others will see it as 
important. Who is right? It depends. If you have clear customer validation of the concept at the beginning of 
Develop and the solution truthfully reflects what customers previously told you, not testing can be reasonable if 
other factors are involved. These would be fear of a competitor releasing a similar product first, fear of the 
product being leaked to competitors during the test, or the cost of testing exceeds the consequences of a failed 
product. If other factors are not involved, no one has ever regretted testing. You’ll be better able to defend your 
test/no-test decision if you can point to moments in Ideate and Develop that confirm the customer’s need and 
acceptance.
 
The CEO wants the product developed now – forget about customer validation. Yes, this happens. As the top 
leader of the organization, the CEO does get what she wants. However, a wise product manager will be clear 
about the potential consequences of not validating the product design with customers. Only customers know 
what they value and a product that is created without validation (end of Ideate and beginning of Develop) is 
unlikely to be as successful as one that was properly validated and tested with customers. Again, your ability to 
defend you position all comes down to how well you’ve executed in Ideate and Develop, not in some ad lib 
fashion, but with clear preparation and study. 

WANT MORE?
Use the IDEA Framework to logically understand the when, what, and why aspects of your work.
To dive into all the details, click here to learn about how the IDEA Framework course is right for you. 

HOW TO APPLY THE FRAMEWORK TO OPTIMIZE YOUR TIME

http://productinnovationeducators.com/idea/

