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This week, we conclude our discussion of Geoffrey Moore’s Technology Adoption Lifecycle by covering the fourth and final market segment for high technology companies, the Late Majority / Conservatives.
Why bother with this segment?  Because according to Moore, smart technology companies still can make a lot of money in this segment provided they know what to say and do.

More important, as Alf Goebel’s stated in his GSM Alliances presentation, when you position OnWeb as “complementary” to a customer’s application server investment (typically IBM WebSphere or BEA WebLogic), you will be interfacing with application server customers.  They reside in this segment.  Knowing how to market to these customers may help you fit in.

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 a Late Majority / Conservative background and profile.

Background Information

· Represents approximately 1/3 of the total available customers in the Technology Adoption Cycle, yet are typically ignored and undeveloped by high tech companies.
· Conservatives are against discontinuous innovations.
· Primary motivation for buying and using high tech products is to keep up with the rest of the world.
· Typically buys when products are extremely mature, market-share competition drives prices very low, and products can be treated as commodities.
Issues Important to Conservatives:

· Wants high tech products to operate automatically.  They don’t want to think about it.
· Likes to buy bundled packages (everything included) at a heavily discounted price.
· Values simplicity over complexity
· Expects high reliability
· Extremely service oriented (built into the product).
Business Considerations:

· Vendors need to thoroughly think through the “whole solution” for a particular end user’s needs and provide for every element of that solution within the package.

· No profit margin is available to support an after-purchase support system.

· Must line up a low overhead distribution channel to deliver this package to the target market effectively.

Why Work with Conservatives?

· Greatly extends the market for high tech components that are no longer state of the art.
· Conservatives present the opportunity to take low-cost, trailing edge technology components and re-package them into single function systems for specific needs.
· Provides businesses with an additional market to amortize radically growing R&D costs.
· Reduces high tech companies reliance on future “hit” products to keep up revenue and profit stream.
Want to see your name in lights? Shoot me an email or voicemail with your Sales QuickTip!
Good Selling,
Mark Ouyang
Sr. Manager, Sales Enablement
Phone: 408-342-7116


 

