THE 7M MODEL

Don't attack the fortress.
Attack what holds it up.

BEFORE
SALES SWITCHING
R&D BRAND ECOSYSTEM R e
what a challenger can never win by attacking head-on
V' reframe the question
AFTER

THE 7M MODEL

Seven moves, run in order

Where they can't afford to follow.

You won't win on their battlefield. So
changeit.

IN PRACTICE

Figma didn't outbuild Adobe. It moved design into the browser, made it
multiplayer, and opened the file to the whole team. Adobe could have
chased it, but not without breaking the desktop, file-based workflow that
made it the leader. So it didn't ship a better product. It made a $20bn offer
to buy it.

1/ 2 - the sharpest move =
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THE 7M MODEL - MOVE 6

The Fork. Every answer
costs them.

Design the move so the leader's every rational response weakens their
position. Whether they fight you or sit still, it hurts.

YOUR MOVE

A price, a model, or a motion the leader

cannot copy without breaking what makes
them the leader.

IF THEY RESPOND IF THEY SIT STILL
They cannibalise their own They concede the ground, and
revenue, break their pricing, or you compound it, unanswered.

disrupt their channel to do it.

No cheap answer. That is a fork.

Move six of seven. It turns their strength into a tax.
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