CARDANO ENTERPRISE ADOPTION STRATEGIC FRAMEWORK
(Articraft visual Summary)

1. THE COORDINATION IMPERATIVE

The Problem: Cardano faces fragmented engagement, inconsistent messaging, missing
business tools, and limited coordination—resulting in inefficient fund use and
unmaterialized growth opportunities.

The Solution: Systematic ecosystem coordination between Cardano Foundation
(enterprise adoption lead), GMC (marketing & business tools), I0G, EMURGO, Intersect, and
the broader Cardano community to execute unified vertical market strategies. This
collaborative approach ensures aligned messaging, shared resources, and coordinated
execution across all ecosystem participants.

Why Now: Infrastructure is ready, 2030 Vision provides clear direction, and proven
collaboration models (Critical Integrations Budget) demonstrate that ecosystem
coordination works.

2. CARDANO 2030 VISION & TARGETS

The Mission: Cardano becomes the most secure, reliable, censorship-resistant blockchain
for mission-critical applications powering economies of the future.

Core 2030 Targets:

Metric Current (2025) 2030 Target Growth Required
Monthly 800K 27M 34x
Transactions

Total Value $200M $3B 15x

Locked

Monthly Active 200K 1M 5x

Users

Protocol 3.5M ADA/year = 16M+ ADA/year 4.6X

Revenue

3. CARDANO’S BLOCKCHAIN SOLUTIONS ARSENAL

10 Core Solutions Ready for Market:


https://claude.ai/public/artifacts/4a6bb2a1-704f-46b5-b70a-bbc2d3b36396

Crypto-Native Solutions (Immediate deployment): 1. DeFi Ecosystem - DEXs, lending,
derivatives, yield optimization 2. Bitcoin DeFi - BTC bridge, wrapped BTC, staking
derivatives 3. Stablecoins - USDC, USDT, DJED integration, payment rails

Enterprise Solutions (High-value contracts): 4. Payments & Settlements - Cross-border,
B2B, treasury management 5. Real World Assets - Security tokens, real estate,
commodities 6. Privacy - midnight network 7. Decentralized Identity - SSI, credentials,
KYC/AML compliance 8. Digital Product Passports - Traceability, ESG, anti-counterfeiting
9. Transparency & Verification - Compliance tracking, audit trails

Emerging Solutions (Strategic positioning): 10. DePIN - Decentralized storage, compute,
wireless, energy 11. Al & Blockchain - Verifiable Al, model provenance, agent payments

4. VERTICAL MARKET SELECTION & MANAGEMENT FRAMEWORK

The Selection Process

Vertical markets are evaluated using a systematic 5-Dimension Analysis Framework, with
each dimension weighted equally at 20%:

1. Market Readiness - Regulatory clarity, buyer maturity, competitive landscape

2. Impact on 2030 Targets - Potential contribution to transactions, TVL, users,
revenue

3. Cardano Competitive Advantage - Technical fit, existing relationships,
differentiation

4. Revenue Potential - ROI expectations, contract value, sustainability

5. Execution Feasibility - Time to market, resource requirements, dependencies

Verticals scoring 8.0+ are designated Tier 1 (immediate launch), 6.0-7.9 are Tier 2
(near-term), and 4.0-5.9 are Tier 3 (long-term opportunities).

Vertical Management Structure

Each selected vertical operates under a dedicated Vertical Lead who is responsible for: -
Strategy Development: Creating detailed go-to-market plans specific to the vertical -
Stakeholder Engagement: Building relationships with industry players, partners, and
customers - Pipeline Management: Qualifying leads, managing POCs, closing enterprise
contracts - Performance Tracking: Monitoring KPIs and adjusting strategy based on
results - Cross-Vertical Coordination: Sharing learnings and resources across the
ecosystem

The Vertical Lead works in close collaboration with: - Cardano Foundation: Enterprise
relationship management and coordination - GMC Marketing: Vertical-specific campaigns,
content, and events - BD Networks: Lead generation and qualification - Technical Teams:
Solution delivery and POC support



2026 Pilot Approach

In 2026, Cardano will launch 2 pilot verticals (in addition to the ongoing DeFi focus) to
test and refine the vertical market approach. These pilots will: - Validate the 5-dimension
selection framework - Establish the vertical management structure - Develop replicable
playbooks for future verticals - Generate early enterprise contracts and revenue - Build
credibility in target markets

Based on 2026 results and learnings, the program will scale to 5+ verticals in 2027 and
beyond.

Vertical Lead compensation and team support - Enterprise outreach and relationship
building - POC support and technical resources - Vertical-specific partnerships and
compliance

Vertical Pilot KPIs (2026)
o [ 2 pilotverticals launched by Q2 2026
e [ 10+ enterprise POCs initiated across verticals
e [ 30+ qualified leads generated per vertical
e [ 5+ strategic partnerships established
e [ 2+ enterprise contracts closed per vertical by year-end
e [ Documented playbook and learnings for vertical scale-up

5. BUSINESS TOOLS FOR GO-TO-MARKET

Category 1: Ecosystem Map & Onboarding Funnel
Purpose: Guide new leads from discovery to engagement through systematic onboarding.

Components: - Ecosystem Directory: Searchable catalog of all Cardano projects, solutions,
and service providers - Enterprise Appstore: Curated marketplace of enterprise-ready
solutions with vendor vetting - Guided Onboarding: Decision trees and pathways for
enterprises to find relevant solutions - Resource Library: Case studies, whitepapers, ROI
calculators, integration guides - Lead Capture Portal: Enterprise inquiry forms with
automated routing to appropriate teams

2026 KPIs: - [1 1,000+ ecosystem entities mapped - [] 100+ enterprise solutions in
Appstore - [ 1 10,000+ monthly unique visitors - [] 500+ onboarding pathways completed -
[ 200+ qualified leads captured through portal

Category 2: BD Networks, Hubs & Lead Generation

Purpose: Professional enterprise business development infrastructure for lead generation
and conversion.

Components:



BD Networks (1M ADA): - 10-15 professional BD team members (regional + vertical
specialists) - CRM and sales enablement tools - Performance-based compensation model -
Quarterly reviews and optimization

Regional Business Hubs (300K ADA): - Physical presence in 2-3 key markets (Singapore,
Dubai, London priority) - Meeting and event space for enterprise engagement - Co-working
space for ecosystem builders - Local market expertise and support

Lead Generation & Nurture (200K ADA): - Marketing automation and lead scoring
system - Drip campaigns by vertical and use case - Webinar series and executive briefings -
POC support and technical workshops

2026 KPIs: - L] 10-15 BD professionals active by Q3 - [J 2-3 regional hubs operational - []
300+ qualified enterprise leads generated - [1 40+ POCs initiated - [] 15+ enterprise
contracts closed - [] $30M+ contract pipeline value - [] Average lead response time <24
hours

6. MARKETING & EVENTS STRATEGY
Total 2026 Investment

Program 1: Conferences & Events
e 10+ Tier 1 conferences (Consensus, SIBOS, Money 20/20, ProMat, Smart City Expo)
e 20+ Tier 2 vertical-specific events
. Strategic booth presence, speaking slots, VIP dinners
e  Event-specific campaigns and activations

Program 2: Content Creator Network
e 10+ Tier 1 creators (100K+ followers)
e 25+ Tier 2 creators (10K-100K)
e  Vertical-focused content and thought leadership
e  Monthly content strategy and coordination

Program 3: Omnichannel Campaigns
e  Vertical launch campaigns (2 pilots)
e Product/solution launch support
e  Performance marketing and lead generation
e  LinkedIn, Twitter, trade publications, webinars

Program 4: KOL Program
e  Executive KOLs (former CEOs, CTOs, regulators)
e  Technical KOLs (blockchain architects, developers)
e  Media KOLs (journalists, podcasters)
e Academic partnerships



Program 5: Community Amplification
e  Ambassador program (50+ regional ambassadors)
e  Community event grants (200+ events)
e  Content toolkit and amplification rewards
e  (Grassroots marketing initiatives

2026 Marketing KPIs: - [ 1 10+ Tier 1 conferences attended with major presence - [] 20+
Tier 2 events with targeted participation - [] 10+ Tier 1 content creators producing
monthly - [1 25+ Tier 2 creators active - [ 500+ content pieces created - L1 200M+ total
impressions across channels - [1 50+ media placements in Tier 1/2 publications - [] 10+
KOL partnerships established - [] 50+ ambassadors active globally - [] 500+
marketing-qualified leads generated - [ ] Measurable brand awareness improvement
(surveys)

7.2026 EXECUTION ROADMAP

Foundation & Funding

Objectives: - Finalize strategic framework and detailed execution plans - Secure budget
allocation through Intersect governance - Establish governance and coordination
mechanisms

Key Activities: - Submit budget proposals through Intersect process - Conduct vertical
analysis and select 2 pilot verticals - Define organizational structure and responsibilities -
Establish shared KPI dashboard and reporting framework

Q1 Milestones: - [ 1 Budget approved and allocated - [] 2 pilot verticals selected and
announced - [] Vertical Leads identified and onboarded - L] Cross-entity coordination
meetings scheduled - [ Shared infrastructure (tools, CRM, reporting) specified

Leadership & Planning

Objectives: - Appoint leaders for each strategic pillar - Develop detailed operational plans -
Begin infrastructure buildout and team recruitment

Vertical Markets: - Appoint Vertical Leads for 2 pilot verticals - Develop detailed GTM
plans for each vertical - Identify initial target accounts and partnerships - Q2 KPlIs: 2
Vertical Leads onboarded, GTM plans completed, 5+ target accounts per vertical

Business Tools: - Begin Ecosystem Map & Appstore development - Recruit initial BD team
members (5+) - Establish first regional hub (Singapore or Dubai) - Q2 KPIs: Appstore alpha
launched, 5+ BD professionals hired, 1 hub operational



Marketing & Events: - Finalize 2026 event calendar - Recruit initial content creators (5+) -
Launch vertical awareness campaigns - Q2 KPIs: Calendar finalized, 5+ creators active, 2
vertical campaigns launched

Execution & Momentum

Objectives: - Full operational launch across all pillars - Generate first enterprise leads and
POCs - Build market presence and credibility

Vertical Markets: - Execute enterprise outreach and lead generation - Initiate first POCs in
both pilot verticals - Attend vertical-specific conferences - Q3 KPIs: 15+ qualified leads per
vertical, 5+ POCs initiated, 2+ partnerships signed

Business Tools: - Launch public-facing Ecosystem Map & Appstore - Expand BD team to
10+ professionals - Open 2nd regional hub - Q3 KPIs: 500+ ecosystem entities mapped,
10+ BD team active, 2 hubs operational, 100+ leads generated

Marketing & Events: - Attend first Tier 1 conferences - Scale content creator network to
25+ - Launch omnichannel campaigns - Q3 KPIs: 5+ Tier 1 events attended, 25+ creators
active, 200+ content pieces, 80M+ impressions

Results & 2027 Planning

Objectives: - Close first enterprise contracts - Demonstrate pilot vertical traction - Plan
scale-up for 2027

Vertical Markets: - Close first enterprise contracts (2+ per vertical) - Document learnings
and refine playbooks - Select additional verticals for 2027 launch - Q4 KPIs: 2+ contracts
closed per vertical, playbooks documented, 2+ verticals selected for 2027

Business Tools: - Optimize BD processes based on Q3 learnings - Achieve lead generation
targets - Plan 2027 hub expansion - Q4 KPIs: 300+ total leads generated, 15+ contracts
closed, 2027 expansion plan approved

Marketing & Events: - Execute year-end campaigns - Measure brand awareness
improvement - Plan 2027 marketing scale-up - Q4 KPIs: 200+ MQLs generated, brand
survey completed, 2027 plan finalized

2026 Year-End Success Criteria
By December 31, 2026, Cardano must achieve:

Vertical Markets: - v/ 2 pilot verticals launched with dedicated leads - v 30+ qualified
leads per vertical (60+ total) - v 10+ POCs initiated across verticals - v 4+ enterprise



contracts signed - v/ 5+ strategic partnerships established - v Documented playbooks for
vertical scale-up

Business Tools: - v Ecosystem Map operational with 1,000+ entities - v' Enterprise
Appstore launched with 100+ solutions - v 10-15 BD professionals active - v' 2-3 regional
hubs operational - v' 300+ qualified enterprise leads generated - v' 15+ enterprise
contracts closed - v/ $30M+ contract pipeline value

Marketing & Events: - v/ 10+ Tier 1 conferences attended - v' 20+ Tier 2 events with
participation - v' 10+ Tier 1 content creators producing - v' 25+ Tier 2 creators active - v/
500+ content pieces created - v' 200M+ total impressions - v' 50+ media placements - v/
10+ KOL partnerships established - v' 50+ ambassadors active - v 500+
marketing-qualified leads - v Measurable brand awareness improvement

Overall Ecosystem: - v' 1.5M monthly transactions (2x current baseline) - v' $360M TVL
(1.8x current) - v' 210K MAU (1.05x current) - v/ Clear path to 2027 targets and vertical
expansion

THE STRATEGIC COMMITMENT

This framework represents a coordinated, systematic approach to enterprise adoption that
leverages Cardano’s unique strengths while addressing current market gaps. Success
requires:

e Unified Ecosystem Coordination: All entities working in alignment

e Dedicated Resources: Appropriate budget and team allocation

e Disciplined Execution: Following the framework systematically

e Performance Accountability: Transparent KPI tracking and reporting
e Community Engagement: Broad ecosystem participation and support

Execute this framework to achieve 2030 targets through coordinated, measurable
action.
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