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“One of the key things that Geoffrey brought to the table was to identify this was not a one-size-fits-all [situation].  You have to use different marketing techniques when your product is on a different part of the cycle.”

                - Dominic Orr, former CEO, Alteon Systems, (now Nortel Networks)

You’ve seen or heard about Geoffrey Moore’s Technology Adoption Cycle model in your years of high tech selling.  It was used recently in the Global Sales Meeting.

How can an understanding of this model help you in sales? 

Primarily by helping you identify and recognize:

· The key needs, concerns, and issues you will encounter in each market segment.

· The predominant personality type you’ll face.

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

Below is a graphic showing the five major market phases that a technology product can go through.  For high technology companies, the first four markets are what matter.


Here is a quick summary of an Innovator/ Technology Enthusiast’s background and profile.

Background Information

· Very technical.  These are people who appreciate the technology for its own sake.

· First to appreciate the architecture of your product and why it has a competitive advantage over existing products established in the marketplace.

· Willing to spend hours getting products to work, forgive poor documentation, slow performance, omissions in functionality.

· Plays the role of gatekeepers/ early evaluators of any new technology for their company.

Important Issues to Technology Enthusiasts

· They want the truth.  Without any tricks.

· When encountering technical problems – want access to the most technically knowledgeable to answer it.

· Want to be first to get new stuff.

· Want things cheap or free.

· Have little use for value added arguments.

· If you have implemented their suggestions, let them know.
Business Considerations

· Relatively small segment of buyers.

· Typically not powerful enough by themselves to dictate the buying decision of others, but can greatly influence those decisions positively or negatively.

· Need to work under non-disclosure on forthcoming technology.

· Work with innovators/technology enthusiasts who are near, and have access, to the big boss.
Why work with Innovators? (Benefits)

· Get great feedback early in the design cycle.  Innovators make good critics because they truly care about moving the technology forward.

· Build an early supporter for your product in the company.

· Will help you seed your product in the marketplace.
Next time we’ll cover the Early Adopters/ Visionaries personality profile, where we believe potential OnWeb sales prospects reside.   Let’s see if this matches your experience.

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

	


