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How to win the first 100
customers for your
product?

Chemovator Bootcamp |l, 25th May 2019



How to quickly gain market
share with innovative 3D
printing solutions, if
customers don’t know yet,
they have a problem?




What is the market potential
for light drones?




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




Typical Solution:

4 Very high costs
% Feedback from market far too late
4 Very low probability of success
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Step 1: Validate your idea(s)

a.k.a. win your first 100 paying customers

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



What do I need to start?

CUSTOMER PROFILE

[Name of the Microsegment]
Customer Profile Document
Company

Characteristics|

1

istics of the in the For ple, this includ

Name the externally visible
things such as:

e Company size

e Number of employees
e Geography

¢ Revenue / Profit

e Type of company

¢ Period in the market

Only name the characteristics which make a difference. If revenue is irrelevant, do not include it in the
list.

TIP: When determining what the relevant criteria are, you should think in terms of the specific industry.
This approach will help you find new criteria. Hospitals, for example, can be put in terms of the number
of beds.

TIP: Steal from competitors!

Name concrete examples of companies which you think are particularly suitable; include the company
name, website and characteristics.

Explain in bullet points, if necessary, why the companies fit particularly well or why they may only
partially not fit.
Value proposition
Highlight the value proposition(s) for the company.
Criteria for a well-formulated value proposition:
e Concrete

e As short as possible
o In the customer’s language

Good: “14% Increase in the rate of return with the real estate in one year”
Bad: “Intelligent. Simple. Practical.”

TIP: Avoid falling into “advertising text mode”. Here you have to describe what benefits it entails for
the customer - not develop slogans.

the customer - not develop slogans.

the customer - not develop slogans.
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Problem-solution fit

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

.FOr every segment

Oor 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
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Easy B2B sales process




Pitch/Demo

Targeting

liste krankenh&user Q

L r
Deutsches Krankenhaus Verzeichnis @ DEUTSCHES :?‘ $ o

Leipzig, 29.04.2016 Der Geschéftsfiihrer der Deutschen Krankenhaus TrustCenter und L, N
Informationsverarbeitung GmbH (DKTIG), Herr Rene Schubert, erklart: ,,Mit dem aktuellen Update Suche - Hilfe zur Suche ~  Informationen = Kontakt ~  Dienste ~  Zur DKTIG Webseite DKV als App -
der Krankenhausdaten im DKV steht nunmehr ein aktualisiertes und tbersichtliches Such- und T — P —————————

Informationsportal zu den Leistungsangeboten der deutschen Krankenh&auser zur Verfligung. 8. 10178 oder Berin Suchen

o https://www.deutsches-krankenhaus-verzeichnis.de

QB

Suche nach
Krankheitsbild
Regionale Suche und Behandlung
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Suche nach Struktur- Haufig behandelte Informationen in
und Leistungsdaten Krankheiten englischer Sprache

Sie kénnen auch den Einstieg tiber nachfolgende héufige Erkrankungen wéhlen:
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& Angestellt, Personalreferentin, St. Joseph Krankenhaus Berlin Tempelhof GmbH = B PR = O T T
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Wir konnten leider keinen Kontaktpfad zu Claudia Wiezer ermitteln. & PROBUSINESS e T e e e = e T s .
T —— . o = — TS

Tipp: Je mehr XING Kontakte Sie haben, desto mehr Kontaktpfade

N Mit ProBusiness sehen Sie nicht nur den Kontaktpfad zu Claudia Wiezer,
ergeben sich. Neue XING Kontakte finden

sondern z. B. auch gemeinsame Gruppen und Event-Teilnahmen. Nutzen
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Good intro messages

From: nic.westerhoff@futuresales.com

>.< To: m.martini@hospitalbb.com
Signal/demand trigger

Subject: Alternative to Captivo e

Dear Mr. Martini, ® Name, title, age, gender

| saw that the International Hospital Berlin-Brandenburg e—— Company name
uses LMS Captivo. e Signal/demand trigger

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 e=— Job title, industry
least 2-3 hours per week. ® Personal sales motives

e— Value proposition

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

http://demo.smartlearn.com/nutzung-von-ueberall/ e=—— Link to MVP

Best regards to Berlin ® City

Nic Westerhoff @ Your name


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

Reach out Pitch/Demo

Good MVPs

~ Newkundenaktion bs 31.10
(o) teambay

MISSION CONTROL

As simple as possible
Demonstrate the value

s— proposition
Show a price
Often a simple landingpage

IS enough

Wissen, was die Mitarbeiter
wirklich denken

In nur 30 Sekunden pro Woche die Produktivitat, das Engagement
und die Zufriedenheit Ihrer Mitarbeiter am Arbeitsplatz verbessern
- mit teambay, der Feedback-Plattform

24/7 VERFUGBAR SCHNELL & PREISWERT TRANSPARENT

Wie konnen wir lhnen helfen?

Ob Flugbuchung, Unterkinfte, Mietwagen, spontane Umbuchungen, Probleme mit dem Gepack oder ein
Ticket fur die Oper: Wir erleichtern Ihr Leben und machen Ihre Reise so komfortabel wie méglich.

Ich muss morgen nach New York und
'habe dort einen Termin in Manhattan.

Fliegen? Aber nur so wie Sie es mégen!

Dankel Das ist perfekt, Ich nehme
+ Steuern Sie Ihre MaBnahmen ein Taxl.

& Schatzen Sie Mitarbeitermeinungen

2 3 b S e Ich brauche heute ein Hotel
. mit Meerblick in Barcelona,

Individuell recherchierte Unterk(nfte beziehen

Hoéren Sie auf den Herzsc

Ich machte Gber Weihnachten
lhres Unternehmens von Disseidorfn die Alpen, wie
Flughafentransfer! Aber wie? omme kh ds am Besten hin?
Hilfelich bin gerade in Abu Dhabl
gelandet, aber mein Gepick ist
nicht da, Was soll lch tur?
‘ . ‘ Und wenn doch mal was schief geht..




Pitching

- 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
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Excercise

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

wW
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