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canva.com

How did they use product 
bumpers effectively?
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1. Motivation 

2. Ability 

Target Behavior

3. Triggers



The Four Steps To Build Habit-Forming Products
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Internal Triggers External Triggers





40-60%

https://www.intercom.com/blog/onboarding-guide/


Level of
Commitment

Time

The Tipping Point

Checks out your website

Signs up for your free trial

Experiences the first strike



Stewart Butterfield

any team that has exchanged 2,000 
messages
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Segment your 
emails by your 
Customer Jobs 











Create a 
behavior-based
email flow 



Day 0

Sign Up Email 
#1

Email 
#2

Trial 
Ended

Day 1 Day 4 Day 7









Sign Up Selected a 
template?

Edited 
template?

Added 
own 

photo?
Published 
a design?

First 
Strike

Straight-Line Onboarding

Share 
relevant 

templates

Give 
inspiration 

design

Relevant 
help 

articles

Support 
outreach

Inspiration 
from Canva 

users

Relevant 
help 

articles

Video: 
How to 
publish

Support 
outreach





1. Motivation 

2. Ability 

Target Behavior

3. Triggers

Lack of motivation?

●
●

Lack of ability?
●

●

Lack of triggers?

●



Complete Educate Your 
Users Worksheet

https://docs.google.com/document/d/1rVT9h7wPIuJTmFsIRFR_-SxKmlpmYkI2l5rdxyrLWeU/edit?usp=sharing
https://docs.google.com/document/d/1rVT9h7wPIuJTmFsIRFR_-SxKmlpmYkI2l5rdxyrLWeU/edit?usp=sharing
https://docs.google.com/document/d/1rVT9h7wPIuJTmFsIRFR_-SxKmlpmYkI2l5rdxyrLWeU/edit
https://docs.google.com/document/d/1rVT9h7wPIuJTmFsIRFR_-SxKmlpmYkI2l5rdxyrLWeU/edit
https://docs.google.com/document/d/1rVT9h7wPIuJTmFsIRFR_-SxKmlpmYkI2l5rdxyrLWeU/edit
https://docs.google.com/document/d/1rVT9h7wPIuJTmFsIRFR_-SxKmlpmYkI2l5rdxyrLWeU/edit


Fill in the details 
for each 
individual email
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https://docs.google.com/document/d/1BBpT5jHIgIVxTG9BTG2OS1GCH9bevYOOq2GTkO7iUbw/
https://docs.google.com/document/d/1BBpT5jHIgIVxTG9BTG2OS1GCH9bevYOOq2GTkO7iUbw/
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Product Bumper

Conversational Bumper

Straight-Line Onboarding



https://docs.google.com/document/d/1sA9Bfyt8X9EF3vDE6Y82DgLGJOmpQStYxKF-_KdseNg/edit




Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 Final Exam

Program 
Kickoff

Product 
Onboarding 
Certification

What’s in store for next week



Click here

https://docs.google.com/document/d/1rVT9h7wPIuJTmFsIRFR_-SxKmlpmYkI2l5rdxyrLWeU/edit
https://docs.google.com/document/d/1rVT9h7wPIuJTmFsIRFR_-SxKmlpmYkI2l5rdxyrLWeU/edit
https://docs.google.com/document/d/1plQoukcY3MeVrFDKMSuxCngwch1OSkwzLf-BSV7p7R4/edit
https://docs.google.com/document/d/1rVT9h7wPIuJTmFsIRFR_-SxKmlpmYkI2l5rdxyrLWeU/edit




CAC vs Sales Complexity









1. Motivation 

Rookie 

Mission 
Impossible 

Spoiled 

Veteran 

2. Ability 


