
(Note: I may or may not be saying something profound…) 





















+  Now what? 



+
Find your sweet spot. 



+
Think: Customer Development. 
 



+ The Market 



+
The Market 

n  What are the solutions and competitors 
in that industry? 

n  How are companies solving the problem 
you’re solving today?  

n  Is this blue ocean or red ocean? 

n  Are you creating a new market space? 

 

 



+
You 





+
You 

n  Do you have particular areas of expertise? 

n  Do have you a lot of experience or interest 
in particular market segments? 

n  Do you have unique knowledge of a specific 
geographical area? 

n  Are you better at connecting with certain 
types of people? 

n  Ask: “Why is our company uniquely 
positioned to solve the problem?” 



+  Now what? 



+
GET OUT OF THE BUILDING 

n  Build & test hypotheses. 

n  Design & run experiments. 

n  Talk to your target market. 









+
Customers will be coming to you 
for help, instead of you begging 
for five minutes on the phone 
with them. 


