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Last time we discussed the important issues, business considerations, and benefits of working with the Early Adopter/ Visionary market as described by Geoffrey Moore in his book, Crossing the Chasm.

This week we discuss the Early Majority/ Pragmatist phase where the big money is made!

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 Majority/ Pragmatist background and profile.

Background Information

· This segment represents the “high volume” market for technology products.

· Pragmatists are not willing to commit to a product or service until most of their peers have arrived at the same consensus.

· Pragmatists are concerned with completing the implementation of the previously purchased solution set and getting a return on that investment before moving on to the next.

· Pragmatists views new technology solutions as an opportunity to waste money and time.

· They want evidence of third party support in order to reduce risk of possible vendor failure.

Important Issues to Early Majority/ Pragmatists

· They want vendors who make consistent, incremental, measurable, and predictable progress in their market space.

· They look to minimize and manage risks.

· They want a long term relationship built on trust.

· Pragmatists emphasize these purchase factors:

1. The company they are buying from - will buy only from proven market leaders.

2. Quality of the product.

3. Development of a market infrastructure of supporting products and services.

4. Reliability of service.

5. Third party references.

6. Getting the best “value.”

Business Considerations

· Need to work and make alliances with already “accepted” vendors to help establish the new product/ service in the account.

· Must be patient to win the business

· Must understand the key issues to the customer’s business.

· Must be seen as a market leader – requires attendance of customer’s industry specific conferences and trade shows, be mentioned in trade magazines and articles.

· Must earn a reputation for quality and service.

Why Work with Pragmatists?  (Benefits)

· Once you win the pragmatist’s business, they are extremely loyal to you.

· The pragmatist’s enforcing of standardization in the account and in the marketplace leads to increasing sales volume and lower cost of sales.

· Pragmatists control the bulk of dollars in the marketplace.

Next time we’ll cover the final market phase that matters for high tech companies, the Late Majority/ Conservatives!

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


