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How to quickly gain market 
share with innovative 3D 
printing solutions, if 
customers don‘t know yet, 
they have a problem?
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What is the market potential 
for light drones?



4

How to sell telephone systems to 
customers that already have one?



Typical Solution:
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Develop it Sell itDesign Product

⚡ Very high costs
⚡ Feedback from market far too late
⚡ Very low probability of success





Step 1: Validate your idea(s)
a.k.a. win your first 100 paying customers

a.k.a. achieve the problem-solution fit
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* Fußnote



What do I need to start?
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CUSTOMER PROFILE(S)

TIP: Steal from competitors!



Problem-solution fit
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There are (sufficient) customers for the product

The customers have a problem to be solved

The solution resolves the customers problem (from their point of 
view)

The customers are willing to pay for the solution 



Lead Potential Analysis
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* Fußnote

„For every segment 
or microsegment 
determine how 
many addressable 
leads there are.“

DO USE:
• Various Directories 

(Compass.com, Yellow 
Pages, …)

• Trade Fair Exhibition Lists
• LinkedIn/XING
• Competitor Websites
• …

DONT USE:
• Statista
• Market studies from 

strategy consultancies
• …



Easy B2B sales process
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Reach out Pitch/DemoTarget Close



Targeting
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Reach out Pitch/DemoTarget Close



Good intro messages
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From: nic.westerhoff@futuresales.com

To: m.martini@hospitalbb.com

Subject: Alternative to Captivo

Dear Mr. Martini, 

I saw that the International Hospital Berlin-Brandenburg 
uses LMS Captivo. 

We are intensively dealing with LMS Systems and have 
developed a new solution that you can use anytime: on the 
go, from at home and even via your smartphone or tablet. 
Personnel managers from other hospitals report that the 
tool saves both, the user and coordinators, like yourself, at 
least 2-3 hours per week.

Maybe the offering is also interesting for you. Just take a 
look on how it works::

http://demo.smartlearn.com/nutzung-von-ueberall/

Best regards to Berlin

Nic Westerhoff

Signal/demand trigger

Name, title, age, gender

Company name
Signal/demand trigger

Value proposition

Personal sales motives

City

Job title, industry

Your name

Link to MVP

Reach out Pitch/DemoTarget Close

mailto:nic.westerhoff@futuresales.com
mailto:m.martini@hospilatbb.com
http://demo.smartlearn.com/nutzung-von-ueberall/


Good MVPs
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• As simple as possible
• Demonstrate the value 

proposition
• Show a price
• Often a simple landingpage 

is enough

* Fußnote

Reach out Pitch/DemoTarget Close



Pitching

16

• Get them on the phone – you gotta try hard
• Get past the assistant
• Do hot lead calls – not cold ones
• Deal with objections and pretexts (Einwand- und 

Vorwandbehandlung)
• Deal with Nos

Reach out Pitch/DemoTarget Close



Excercise
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1. Check, if you‘ve got all information you need 
(„Customer Profiles“)

• Company characteristics

• Value Proposition

• Decision maker characteristics

• Personal buying motives

• Triggers

• Awareness level

• Buying center

• Purchasing process

2. Target 10 potential customers and find out as much as 
possible about them

3. Try to reach them and fill your gaps


