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Madness such as this, its
- like trying to stop a fire with
the moisture from a kiss.
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INCTHIE PAIEST €3 F
WINTER,
IFOUND I THERE
WAS,

WITHIN ME,
AN INVINCIBLE
SUMMER.

-ALBERT CAMUS
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(&) metimaoar LOSE the FEAR of LOSING !!!

Train yourself to let go
of everything you fear
to lose.

- Yoda

Yoda
Jedi Master
Star Wars

STATUTORY
WARNING:

Startup Founders are
disproprtionately prone

to frequent near-fatal
PANIC ATTACKS from
the Fear of Losing !!!

Be warned, be prepared by training under Yoda, the Jedi Master; Especially so, in

the early years, when there will be 99 NOes for Every Yes.

——) HERALD Confidential, not for
)/ LoGic circulation



@)Inm"iRADAH “..and then you win” - MK Gandhi

{ -
FIRST THEY IGNORE YOU,

THEN THEY LAUGH AT YOU,
THEN THEY FIGHT YOU,

L "

THEN YOU WIN.” Sl

~a

facebook.cam/beingliberal.org Mahatma Gandhi
(Indian Philosopher, internationally esteemed for his dm!rme of nonviolent protest, 1869-1948)
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@) IntelliRADAR An Entrepreneur is ALWAYS Selling!

Whether you like it or not... Whether you know it or not....Consciously & Sub-
Consciously...

Selling to...

Your Girl/Boy Friend/Partner, your spouse, your friends & family...even before
you have taken the plunge...

Your co-founders...
Your first hires and continuing to sell to new hires as you grow & scale...

Your existing employees...helping them to keep the faith...even as you maybe
struggling thru the Valley of Death....

Your customers...in the different phases of your startup's lifecycle....
Your business partners

Your investors — Friends & Family, Angels, Mezzanine rounds, Series A,B...IPO
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() mivaoan “I have a Dream...I BELIEVE...”
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Watch here ->

Why should MLK Jr be a role model for an entrepreneur
as a salesman-par-excellence ? Dr APJ Kalam & Simon
Sinek explain why....
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"\ Dream, Dream, Dream. ‘“You have to

DREAM

= " - Dreams transﬁoqn before your

W into thoughts and’ gaeMaF%'FciﬁE!!

thoughtsMesult'in !
action.

DREAM IS NOT THAT WHICH
YOU SEE WHILE SLEEPING. IT
IS SOMETHING THAT DOES
NOT LET YOU SLEEP.
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(&%) IntelliRADAR “How great leaders inspire action”
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TED

How great

leaders inspire
action ‘

TEDaPuget Scund - 10:04 - Filmmed Sop 2009

sges @

Share this idea

OO OO 28,346,500 :

Watch - >

DIMAAG - WHAT ? & HOW ?

DIL — WHY ?2?2? DUM - “I BELIEVE...”
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Steve Jobs: How >
to live before you
die
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Takeaway

If we can gain Mastery over Selling our BELIEF &
the WHY...

Then, Excellence in selling the WHAT and the
HOW will follow as a corollary....
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@) IntelliRADAR “Crossing the Chasm” - Needs a MOVEMENT with momentum!

:_}’:—?

Innovators = Technology Enthusiasts
Early Adopters = Visionaries
a.k.a. Early Majority = Pragmatists
The Vallev Of DEATH !!! Crack 2 Late Majority = Conservatives
y e Laggards = Skeptics

The Chasm

Crack 1
- uill | N
Innovators Early Early Late Laggards

Adopters Majority  Majority

Geoffrey Moore - “Crossing the Chasm”;
summary courtesy: Henrik Berglund, Chalmers University of Technology
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@) InteliRANAR “Crossing the Chasm” - Types of Customers
- Technology adoption life cycle

Critical qualitative
differences, especially
in product needs and

buying behaviors. Pragmatists:
Stick with the herd!

Visionaries Conservatives:
Get ahead of Hold on!
the heard! /
Sceptics:
Techies: No way!
Try it!

. /

Innovators Early Early Late Laggards
Adopters Majority Majority

llustration of Gmail -> http://blog.mailchimp.com/major-email-provider-trends-in-2015-gmail-
takes;a-really-big-lead/
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@) IntelliRADAR Understanding the “Chasm” and the “Valley of Death”

Discovering that you are in the chasm

The Chasm

\

Pragmatist

Visionary markets saturates, or visionaries abandon

- Too late for revolutionary competitive advantage

- There are other cool disruptive things out there

Pragmatists see no reason to buy yet

- Too early for anything to be ”in production”

- No herd of references has yet formed
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@) InteliRADAR Strategy for Crossing the Chasm
Crossing the chasm

Beachhead segment

-
-~

The problem —mial [

- 80% of many solutions — 100% of none

- Pragmatists won’t buy 80% solutions!
Conventional solution (tends to fail)

- Committing to the most common enhancement requests
- Never completely satisfying any one customer segment’s needs

”D-day” solution (more likely to succeed)

- Focus all efforts on a single "beachhead” segment with a compelling
reason to buy, develop a whole product, become a market leader

- Then leverage product and user references to attack other segments

The consequence of being sales-driven instead

of strategy-driven in the chasm is fatal — Focus !
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@) IntelliRADAR Different Sales Persona & Approaches Needed
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Name of Book: A

Author:

Publisher:

Text Copyright :

Tllustrations Copyright:
- First Edition:
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| - Choosing the best way

~ your customers

Book

Selling the Wheel -
to sell for you, your company,

Jeff Cox and Howard Stevens

Touchstone, New York =~
Jeff Cox (2000) SELLING
David Cain (2000)
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SELLING
TRAITS &

Insights from a lifetime of learning in sales




ALWAYS
SWITCGHED







Trait 3




TOMORROW
IS ANOTHER

DAY




Behaviour |

MORE THEM,

LESS YOU




Behaviour 2




Behaviour 3

MORE
SOLUTION,

LESS
PRODUCT




Behaviour 4




REPEAT OVER &

Thank you
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