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Storytelling through the 
product lens

Stuart Young



©2022 Cprime, Inc. All rights reserved and no copying without express written permission.

Product Disposition Canvas 

Strategic

Tactical

Visionary

A product story generator 
for every situation

What is your perspective of the 
product?

What is your product stance?

What are your personal product 
qualities? 

Implementer
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Storytelling
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The Power of Storytelling

Your goal in every communication 
is to influence your target audience 
to change their current attitudes, 
belief, knowledge and behaviour.

Story Smart, Kendall Haven, 2014
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Create visually compelling 
stories that help you make 
decisions faster in a simple to 
understand and memorable 
way. 

Visual Storytelling
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An essential tool for story 
sequencing and 
elaborating ideas before 
investing time and effort 
in process reengineering 
and product 
development.

Creative Storyboarding



©2022 Cprime, Inc. All rights reserved and no copying without express written permission.

Think mile wide 
inch deep

Visualise the whole

Scope doesn’t 
creep 

understanding 
grows

Patton, Jeff, User Story Mapping
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The Storyteller
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The Storyteller
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Not a hero but a human 
mining for truth

The Storyteller
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Product Ownership 
Model

A depth and 
breadth of 
experience

Quadrant 1

Project 
Management

Quadrant 2

Quadrant 3 Quadrant 4

Business 
Analysis

Product 
Management

Leadership

Envision the Product

Roadmaps
Market Research

Customer Feedback
Competitor Analysis 

Stakeholder Expectations

Drive Product 
Development Flow

Communication
Decision-Making

Relentless Improvement
Team Support 

Plan and Manage 
Delivery

Product Backlog
Release Plans
Milestones
Metrics
Risks

Build and Validate

User Stories
Research Spikes 
Acceptance Criteria
Definition of Done

Galen, Robert (second edition 2013), Scrum Product Ownership, Navigating the Forest and the trees 
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Step aside and let the magic happen

Bring teams closer to 
end users 
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A focus through the 
product lens

A story generator
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Product Disposition Canvas 

Strategic

Tactical

Visionary

A product story generator 
for every situation

What is your perspective of the 
product?

What is your product stance?

What are your personal product 
qualities? 

Implementer
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Your product disposition
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Why frame?

Embracing Diversity of 
Thought and Convergent 
thinking.

Encouraging spontaneity, 
freedom and creativity 
within a space that is easy to 
navigate and creates shared 
understanding.

Opportunity CanvasUsers & Customers
What types of users and customers have the challenges 

your solution addresses?Look for differences in user’s goals or uses that would 

affect their use of the product.  Separate users and 

customers into different types based on those differences 

that make a difference.  It’s a bad idea to target “everyone” 

with your product.

ProblemsWhat problems do prospective users and customers have 

today that your solution addresses? 

What needs, goals, or jobs-to-be-done done should your 

solution address? 
Solution ideas

List product, feature, or enhancement ideas that solve 

problems for your target audience. How will users use 
your solution?

If your target audience has your solution, what will they do 

differently as a consequence?  And, how will that benefit 

them? User MetricsWhat specific user behaviors can you measure that will 

indicate they try, adopt, use, and place value in your 

solution?

Solutions Today
How do users address their problems today?

List competitive products or work-around approaches your 

users have for meeting their needs.

Adoption Strategy
How will customers and users discover and adopt your 

solution?

Business Challenges
How do the customers’ and users’ and their challenges above impact your business? If you don’t solve these problems for 

your customers and users, will it hurt your business? How?

Business Benefits and Metrics

What business performance metrics will be affected by the success of this solution? These usually change as a 

consequence of users actually buying and using your solution.

Title:

Date:
Iteration:

1
2 1

3
4

6
5

7
89

Budget1. What might it cost your organization if you don’t create 

this solution? 2. What might your organization earn or save if you do? 

3. Given that, what would your organization budget to 

create this solution?

Download at: http://jpattonassociates.com/opportunity-canvas/

The Business Model Canvas

desig
ned by:  S

trategyzer AG

The makers of Business Model Generation and Strategyzer
This work is licensed under the Creative Commons Attribution-Share Alike 3.0 Unported License. To view a copy of this license, visit:

http://creativecommons.org/licenses/by-sa/3.0/ or send a letter to Creative Commons, 171 Second Street, Suite 300, San Francisco, California, 94105, USA.

strategyzer.com

Revenue Streams

Customer Segments

Value Propositions

Key Activities

Key Partners

Cost Structure

Customer Relationships

Designed by:

Date:

Version:

Designed for:

Channels

Key Resources
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BACK OF THE BOAT…FRONT OF THE BOAT TEMPLATE

learn@cprime.com

CHALLENGE TEMPLATE

lea
rn@

cp
rim
e.c
om

JOURNEY TEMPLATE

learn@
cprime

.com

Embrace Divergent and 
Convergent Thinking

Get everyone on the same
page when problem is yet 
to be defined

SAILBOAT TEMPLATE

learn@cprime.com
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From Strategy to 
Tactics

What stories 
need telling? 



©2022 Cprime, Inc. All rights reserved and no copying without express written permission.

The Product Strategy Cycle 

Product Strategy

Product Roadmap

Product Backlog
Product Vision

Metrics, progress & 
Learning

Product Delivery 

Not linear but cyclical

Rom Pichler
Pichler, Roman (second edition 2022), Strategize, Product Strategy and Product Roadmap Practices for the Digital Age
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From Strategy to Tactics

Strategic 
Position

The action plan 
that takes you 
where you want 
to go

Create a 
validated  
Product 
Strategy

Craft a 
Product 
Vision

Framing

Develop an 
actionable 
outcome 

based 
Roadmap

Develop a 
future state 
Product Goal

Visualise the 
whole with a 

Story Map
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From Strategy to Tactics

Define value 
and outcome

based 
metrics

Market 
Research

Discovery
and 

Validation

Tactical Position

The individual 
steps and 
actions that will 
get you there

Sprint Goal Story writing Product 
Release
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Stay in the 
sustain mode

Discovery and Validation

Discovery-Understanding 
the problem
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Stay in the 
sustain mode

Discovery and Validation

Validation-building the 
thing right
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From Visionary to 
Implementer

Your storytelling flavour
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Cooperation versus 
collaboration
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Where is your blind spot?

Arena Blind Spot

Facade Unknown
No

t k
no

wn
 

to
 o

th
er

s
kn

ow
n 

to
 

ot
he

rs

Known to self Not known to self

The Johari Window Model

It’s a team sport
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What is your unique stance?

Visionary

Big picture thinker
Contagious vision
Anything is possible
Lots of ideas
Relationship person
Visual and exciting
Creative Problem Solver
Grower and a builder

Implementer

Great execution
Knows the details
Creates consistency and prioritisation
Harmoniously integrates the team
Finds and analyses the risks
Cautious of big shifts
Provides cadence
Results oriented
Executes the plan
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What’s you stance?

Strategic 
implementer

Tactical 
implementer

Tactical 
Visionary

Strategic 
Visionary

Big Picture 
Thinker- what is 

the art of the 
possible?

Idea Validator-
What is our 

riskiest 
assumption?

Mission
Advancer-What

is the MVE?

Data Driver- Are 
we we delivering 

the right 
outcomes?
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Personas-Product Coach

User Story 
Writing  

CJM

Story MappingMarket/ user 
Research

Backlog 
Prioritisation

Business Goals-
OKRs

Product Canvas

Product Roadmap
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Personas-Product Manager

User Story 
Writing  

Empathy Mapping

Story Mapping
Market/ user 

ResearchStrategic 
Themes

Personas

Journey Mapping

Service 
Blueprint

Vision 
Statement

Design Storms

Opportunity Solution 
Trees

Product Roadmap Backlog 
Prioritisation

Experimentation
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Personas-Outcome Delivery Coach

Canary 
Launch

CJM

Value Stream 
Mapping

Business Model 
Canvas

Frame the 
problem

Hypothesis 

Options Array

Wizard of Oz  

Value chain 
analysis 

Fake door Beta Launch

Data intelligence
Feature 
Toggles 

Dark Launch 

Impact 
trackers

Strategy Maps

Motivation maps

Shadow 
Users 

Options Funnel



Q U E S T I O N S ?

WWW.CPRIME.COM   |   877.800.5221

T h a n k  Y o u

WWW.CPRIME.COM   |   877.800.5221
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