
Our framework was developed by SaaS experts from Amazon Web Services (AWS), with guidance 
and best practices based on years of AWS experience, and feedback from thousands of AWS 
Partners. To access the full whitepaper with detailed guidance on delivering successful SaaS on 
AWS, read our SaaS Journey Framework whitepaper.

A movement to a SaaS model often requires a fundamental shift in strategic and operational 
âÞãÙèÚé��Äé�ÛäçØÚè�ØäâåÖãÞÚè�éä�çÚéÝÞãà�çäáÚè�ÖãÙ�çÚèåäãèÞ×ÞáÞéÞÚè��ÙÚĝãÚ�ØêáéêçÖá�ØÝÖãÜÚ��ÖãÙ�
introduce new processes that better align with the best practices of SaaS companies.

The SaaS Journey Framework breaks down the path to SaaS into four distinct phases, each of 
which represents a key stage in the move to SaaS. These phases are outlined below:

The key takeaway: Through all of the four phases in the journey to SaaS, there are some common 
éÝÚâÚè�éÝÖé�ìÞáá�áÞàÚáî�×Ú�åÖçé�äÛ�ÚÖØÝ�åÝÖèÚ��çÚÜÖçÙáÚèè�äÛ�îäêç�äçÜÖãÞïÖéÞäã�åçäĝáÚ, such as 
organizational and cultural change. At each step in this process, you are likely to be making 
decisions that require changes in how your teams are organized, how they work together, and how 
they adopt a new culture as part of moving to a SaaS delivery model. For many organizations, the 
move to SaaS is more about changing how they think and operate as a business. This is all part of 
our guidance for them to think more like a service company and less like a product company.

ÒÝÞáÚ�ìÚ�åçÚèÚãé�ÝÚçÚ�Ö�èÚæêÚãØÚÙ�Ğäì�äÛ�îäêç�ßäêçãÚî��áÚé�îäêç�ØêèéäâÚçè��×äéÝ�åçÚèÚãé�ÖãÙ� 
future, be your ultimate guide. Throughout this process, you are likely to be making decisions that 
will require changes in how your teams are organized, how they work together, and how they 
adopt new cultural tenets as part of moving to a SaaS delivery model. Leverage this framework in 
whole or in part. Take what you need. Leave the rest. We don’t mind. And let us know how we can 
help. To further explore the details highlighted here, take a look at the new 
SaaS Journey Framework whitepaper.

About AWS SaaS Factory

AWS SaaS Factory provides a wide range of resources that help accelerate the adoption or 
optimization of a SaaS delivery model. SaaS Factory includes best practices for SaaS business 
strategy, reference architectures for building SaaS solutions on AWS, exclusive training 
opportunities, and more. 

Learn more about AWS SaaS Factory >>

ÏÝÚ�ßäêçãÚî�éä�ÎÖÖÎ�Þè�ÙÞĜÚçÚãé�Ûäç�ÚÖØÝ�ØäâåÖãî��ÒÝÚçÚ�îäê�ÖçÚ�èéÖçéÞãÜ��ìÝÖé�ÙäâÖÞã�îäê�ÖçÚ� 
Þã��ìÝÖé�ØäâåÚéÞéÞëÚ�åçÚèèêçÚè�îäê�ÖçÚ�ÛÖØÞãÜ��éÝÚ�ÖãèìÚçè�éä�éÝÚèÚ�æêÚèéÞäãè�ØÖã�ÞãĞêÚãØÚ�éÝÚ� 
åÖéÝ�îäê�éÖàÚ�äã�îäêç�ÎÖÖÎ�ßäêçãÚî��ÏÝÚçÚÛäçÚ��ìÚ�ÝÖëÚ�ÞÙÚãéÞĝÚÙ�Ö�ÛÚì�äÛ�éÝÚ�Øäââäã�åçäĝáÚè� 
for companies that adopted a SaaS delivery model. Find the profile that best fits your 
organization and review the phases to understand what your SaaS journey may look like.

ÏÝÚ�ĝÜêçÚ�×Úáäì�ëÞèêÖáÞïÚè�éÝÚ�ÎÖÖÎ�ä×ßÚØéÞëÚè�äÛ�ÚÖØÝ�ØäâåÖãî�åçäĝáÚ�êåäã�éÝÚ�ÛäááäìÞãÜ�ØçÞéÚçÞÖ��

Time to Market and Business Goal. 

ÏÝÞè�åçäĝáÚ�çÚåçÚèÚãéè�Ö�áÖçÜÚ�ÖãÙ�ØäãèÚçëÖéÞëÚ�ØäâåÖãî�çêããÞãÜ�Ö�áÚÜÖØî�åçäÙêØé�éÝÖé�
is hindered by an aging technology and/or process, but has a captive, lucrative market. 

ÏÝÞè�åçäĝáÚ�çÚåçÚèÚãéè�éÝÚ�ØäâåÖãÞÚè�éÝÖé�ÝÖëÚ�Öã�ÚíÞèéÞãÜ�åçäÙêØé�×êé�ÖçÚ�èÚÚÞãÜ�
their market being eroded by competitors that have used price, agility, and/or cost 
ÚğØÞÚãØî�éä�ØÖåéêçÚ�âÞãÙèÝÖçÚ��

This one-minute whitepaper provides a quick framework overview for companies building a new software-as-a-service 
(SaaS) product, transitioning to a SaaS business model from traditional software and technology delivery models, or 
optimizing an existing SaaS solution. 

SaaS Journey Framework 
One-Minute Whitepaper
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Business Planning: Find a model that enables the company to explore SaaS 
without impacting the growth and performance of the current business

Phase 1

Product Strategy & Roadmap Dev: Have a solid product strategy to avoid 
under-investing in a more complete product strategy and/or treating your plan as 
more of an experiment

Phase 2

Minimum Viable Service: Be hyper-focused on building a complete product 
strategy that drives value to your customers 

Phase 3

Launch/GTM: Align GTM plan with customer expectations and priorities of 
ÞãëÚèéäçè��ÇÚëÚçÖÜÚ�ÎÖÖÎ�éä�çÚÖØÝ�ãÚì�×êîÚç�åçäĝáÚè��Ú�Ü��ÚÖçáî�ÖÙäåéÚçè��ìÞéÝÞã��
existing and new customers

Phase 4

Business Planning: Focus on determining whether there is a way to accelerate and 
fund the development path

Phase 1

Product Strategy & Roadmap Dev: Build a strategy that goes beyond just having a 
ÎÖÖÎ�äĜÚçÞãÜ�Þã�äçÙÚç�éä�ØäâåÚéÚ�ÖÜÖÞãèé�ØêççÚãé�ÖãÙ�ÚâÚçÜÞãÜ�äĜÚçÞãÜè�Þã�éÝÚ�âÖçàÚé

Phase 2

Minimum Viable Service: Map out a more complete product strategy path that is 
less reactive and more strategic to enable you to retain and grab market

Phase 3

Launch/GTM: Align internally to establish new sales motions and�×ÖØà�äğØÚ�åçäØÚèèÚè��
Land and expand sales model in tandem with agile design and frequent product releases

Phase 4
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ÏÝÞè�åçäĝáÚ�çÚåçÚèÚãéè�éÝÚ�ÜçÚÚãĝÚáÙ�ÎÖÖÎ�ØäâåÖãÞÚè�éÝÖé�ÖçÚ�×êÞáÙÞãÜ�éÝÚÞç�èäáêéÞäã�
from scratch and setting out on the path to SaaS without the baggage of an existing 
legacy environment. 

Business Planning:�½êÞáÙ�äêé�éÝÚ�ÛêãÙÖâÚãéÖá�åçäßÚØéÞäãè�Ûäç�èéÖğãÜ�éÝÚ�ØäâåÖãî��
identify target markets, and develop a monetization scheme

Phase 1

Product Strategy & Roadmap Dev: Avoid short-circuiting the product strategy 
process, as it may undermine the company success when growth curve kicks in

Phase 2

Minimum Viable Service: Align the product with this target experience through a 
clear product strategy that can maximize growth

Phase 3

Launch/GTM: Focus on in-product communication and knowledge management 
tools to reduce the need for high-touch human support, allowing a successful 
product adoption by new customers, at scale

Phase 4

UnicornExpress.com

ÏÝÞè�åçäĝáÚ�çÚåçÚèÚãéè�ØäâåÖãÞÚè�Ûäç�ìÝÞØÝ�éÝÚ�âäëÚ�éä�ÎÖÖÎ�Þè�âäçÚ�Ö×äêé�ÞÙÚãéÞÛîÞãÜ�
ÖãÙ�ÚíåáäçÞãÜ�èäâÚ�ãÚì�âÖçàÚé�èÚÜâÚãé�éÝÖé�Þè�ãäé�ÖÙÙçÚèèÚÙ�×î�éÝÚÞç�ÚíÞèéÞãÜ�äĜÚçÞãÜ�

Business Planning: Identify a new segment or product that will enable the company 
éä�×ÚÜÞã�äĜÚçÞãÜ�Ö�ÎÖÖÎ�åçäÙêØé��¼èèÚèè�ÞãØçÚâÚãéÖá�Øäèéè�ÖãÙ�èéçÖéÚÜî�ÞâåáÞØÖéÞäãè

Phase 1

Product Strategy & Roadmap Dev: Look at your product strategy as if creating 
new line of business. Consider forming new teams that can operate separately 
from the rest of the company

Phase 2

Minimum Viable Service:�½êÞáÙ�Ö�åçäÙêØé�èéçÖéÚÜî�Ûäç�éÝÚ�ãÚì�ÎÖÖÎ�äĜÚçÞãÜ�éÝÖé�
is independent of the other products in the company portfolio 

Phase 3

Launch/GTM: Work backwards from the prospective customer prospective to 
understand your new audience and build a successful GTM plan. Consider leveraging 
channel partners for incremental reach

Phase 4

New Horizons Software

https://amer.resources.awscloud.com/building-saas-on-aws/saas-journey-framework-building-a-new-saas-solution-on-aws?utm_source=Social&utm_medium=post&utm_campaign=migration
https://aws.amazon.com/partners/saas-factory?utm_source=social&utm_medium=post&utm_campaign=sf



