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Key = User Motivation
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Consumers who have Pirate/Counterfeit Adobe Software fall into 3 groups:
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“Pirate-Inclined”

• Limited Motivation or Capacity to 

buy genuine

• Will not purchase legitimate under 

their current beliefs of Value-

Prop/Cost

• Know or assume they have pirate

Consumers who have Pirate/Counterfeit Adobe Software fall into 3 groups:
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“Opportunistic”

• Price Sensitive

• Looking for a Discount

• Try to avoid “Too Good to be True”

• Believe they have genuine product
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“Legally-Inclined”
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• Typically pay full retail
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Customers that Did Pay / Will Pay
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Pirate-User Demographics, as % per market

Legally Inclined Opportunistic Pirate Inclined

Source:  Research performed by Microsoft in 2010,

Adjusted from MS 5-tier ranking to Adobe 3-tier.

Revalidated by former MS project leader in September, 2014.

Sources:  Research performed by Adobe in 2014,

Research performed by Microsoft in 2006-2010,

Actual conversion based on MS Window Genuine Advantage program,
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Know they have pirate.
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Focus Here



A Shift in Orientation

Company as Victim

• Prove to us that you are compliant

• Licensing is the priority

• You are a thief



A Shift in Orientation

Company as Victim

• Prove to us that you are compliant

• Licensing is the priority

• You are a thief

Customer/User as Victim

• We are here to help you

• Business & Security as a priority

• Assume you are well-intentioned

Help the Customer
Protect them
Inform them
Convert them

Focus on those who want to pay us



Piracy Conversion Strategy Elements

SHIFT in core principles
Piracy is a BUSINESS PROBLEM: Requires business shift, not traditional Anti-Piracy

CUSTOMER (not company) is Victim: Many well-intentioned, focus on those inclined to pay or did pay

CAPTURE more of the demand we generate by making better business decisions
Business Intelligence: Data on what Non-Genuine Users are doing and thinking

Investigations: Eliminate exploits of our Business Decisions & Processes

GoCart Data on Installed Base Actual installed base, Genuine & Non-Genuine

PROTECT our customers from being victimized
Online Enhancement  (OLE):  Eliminate Bad Guys Online to capture ALL the sales intended for us

Partner Accountability:  Prosecution of Cheating Partners & Non-Partners 

Product Key Management:  ID compromised Volume & Retail Product Keys

CONVERT non-genuine users to genuine products
GoCart Customer Conversion: Direct messaging of users on non-genuine products 

GoCart Customer Referrals: Data on key customer installed based shared to Sales/Account Teams

Enterprise & SMB Cust Compliance: Customer engagement on under-licensing, directly as Adobe or Associations

Association Partnerships: Special Deals in conjunction with Sales for their Members

DRIVE an improved environment for business and partnering
Advocacy & Legislation:  Directly and through industry associations

Industry Leadership:  Expand the strategies and partnering across industry



Our Online Sales Channel was mostly Counterfeiters (as of July 15th, 2013)

A Google Search for Adobe Acrobat 11 Full Version



Our Online Sales Channel was mostly Counterfeiters (as of Dec 15th, 2013)

A Google Search for Adobe Acrobat 11 Full Version

From this… 

…to this



Q&A

Hand UP
Get Mic

Name + Company
Question


