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Last week we introduced Geoffrey Moore’s Technology Adoption Lifecycle model.  This week we continue by focusing on the Early Adopter/ Visionary phase.

Quick Review.  One of the key insights this model provides is the realization that each market segment requires a different sales and marketing approach.


Why?  Because each market segment characteristically exhibits different needs, concerns and issues.

Understanding this model can help you in sales by recognizing:

· The predominant personality type you’ll face




· What key messages you need to deliver to this person for maximum impact and results.

Here is a quick summary of an Early Adopter/ Visionary background and profile.

Background Information

· Unlike the innovators, early adopters do not love technology for its own sake.  They are interested in the technology only to see if it can give the company a “breakthrough” competitive advantage vs. its competitors.

· Early adopters/ visionaries are highly motivated and driven by a “dream” to fundamentally change how business is conducted in their industry or by their customers.

· The core of their dream is focused on business, not technology goals.

· They can see the potential of a new technology and be satisfied with 80% functionality, provided they are convinced you can “develop/ deliver” the remaining requirements.

· They will take risks to achieve this business goal.

· Early adopters/ Visionaries are usually recent entrants to the executive ranks.

· They are influential enough to commit company resources to fund missing features/ functionality.

Important Issues to Early Adopters/ Visionaries

· Develop a pilot project and stick to project milestones.

· Execute quickly before the “window of opportunity” closes.

· Expects frequent and close communications between companies.

· Looks for high recognition and reward as a result of risks taken.

Business Considerations

· Least price sensitive of any technology adoption segment

· Easy to sell, very hard to please (the dream is always incomplete).

· Requires careful account management

· Extremely resource intensive, including the executive level.

· Managing their expectations is critical.

· High potential for Lose/Lose situation.  Must establish:

· a clear understanding of the distinct project phases

· reasonable delivery schedule

· the vendor’s ability to productize each phase deliverable

· a concrete ROI for the customer that results in a major step forward.

Why Work With Early Adopters/ Visionaries?

· Effective at alerting the business community to important technological advances.
· Serve as highly visible references
· Source of venture capital funding
· Typically provides the vendor with the first “big break”.
Next week – the Early Majority/ Pragmatist phase where the big money is made!
Want to see your name in lights? Shoot me an email or voicemail with your Sales QuickTip!
Have an insight, idea, question, or comment? Go to our sales discussion and collaboration web site: http://soapbox.netmanage.com and let your voice be heard.
Good Selling,
Mark Ouyang
Sr. Manager, Sales Enablement
Phone: 408-342-7116


 

