
Market (Winning)
Guaranteeing Outcomes 

tƛǾƻǘ 5ƻƴΩǘ tŀǳǎŜ



Introductions

My Name

What I do 

What Ineed



Market Definition

Data Driven Strategy/Execution

Å IncreaseStrategic Focus

Å ImproveProduct Sales

ÅUncover Greater Opportunities

ÅMaximizeIntern/Team Time

ÅPredict the Future of Your Business

ÅSuccessfullyRaise Capital



Market Definition

Eliminating Guesses and Opinions

ÅWho is my customer?

ÅWhatôs their problem?

ÅWhatôs the best solution I can provide for them?

ÅWhat value propositions will resonate the most?



Market Definition

Data Driven Strategy/Execution

ÅHow to use human insights to help define a market

ÅPractical ways to test and validate ideas at every stage

ÅBest practices for sharing what you learn and getting 
alignment

ÅTactics to streamline the entire process



Market Playbook
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Workshop vs. Lecture

1+ Example



20+ Year Funding/Exit

SalesLogix- $125m

Telesoft/MSI - $85m

Hard Dollar - $64m

RIB International - $134m

MobileLogix - $4.2m

100+ Entrepreneurs/Startups



Create a 
Master Positioning Document

MPD

Powerpoint

Website

Data 
Sheets

Ads



Gold Standard Framework
In Good Company 200k+



Results
¢ƘŜ tǊƻƳƛǎŜΧ

25% + Improvement Sales

50% Reduction Rework Hours Required

25%+ Time to Market Reduction

50% Customer Satisfaction Improvement



Our Stakeholders
In It Together

ÅOur Team
ÅOur Family
ÅOur Investors / Bank
ÅYourself



Outcomes
Everyone on Same Page

1) Consistent Message/Mission

Speak the same language, better understand roles and responsibilities 

and collaborate more effectively.



Outcomes - Opinions Out!

2) Tune into the market

Stop talking about your opinion and start talking about your market. 

Identify the entire market, truly listen to it and become its messenger.

ά²ƘƛƭŜ interesting ǳƴƭŜǎǎ ȅƻǳΩǾŜ ǎǇŜƴǘ Ϸ ƻƴ ƻǳǊ
tǊƻŘǳŎǘΣ ȅƻǳǊ ƻǇƛƴƛƻƴ ŘƻŜǎ ƴƻǘ Ŏƻǳƴǘέ



Outcomes
Opportunity Identification

3) Uncover Strategic Opportunities

Use your market understanding to identify strategies that minimize risks 

and optimize results.



4) Sales. Sales. Sales.

a) Introduction òThis is Ron from EasyVoiceó

b) Establish Rapport ðAsk Questions òCongrats onê..ó

c) Positioning Statement 

òI work with sales managers in healthcare  with five to eight reps on 
their team. My customers are usually looking to increase rep 
ǇǊƻŘǳŎǘƛǾƛǘȅΦ Lǎ ǘƘŀǘ ŦŀƳƛƭƛŀǊΚά

d) Schedule a Discovery Call



Market Problem Goals

Å Identify problems in the market: interviewing customers, recent evaluations, 

and untapped potential customers. 

Å Address urgent issues first.

Document Downloads

https://drive.google.com/drive/folders/18KotwEyVUoUjdy8LHQBm0tJfqjSkEXY_?usp=sharing


Market Problems
Formulating a Hypothesis

Å Interview Matrix ςPersonas Buyers and Users

Å Market Discovery ςCall Validation Problem Assumption New Customers/Markets

Å Enhancement Request ςExisting Customer

Å Contract Request ςIdentifying a Problem to Solve

Document Downloads

https://drive.google.com/drive/folders/18KotwEyVUoUjdy8LHQBm0tJfqjSkEXY_?usp=sharing


Win Loss Analysis Goals

ÅFind out why recent evaluators bought or did not buy the 

products. 

ÅWhat steps did they follow when purchasing? Document Downloads

https://drive.google.com/drive/folders/18KotwEyVUoUjdy8LHQBm0tJfqjSkEXY_?usp=sharing


Win Loss Analysis
ÅLŘŜƴǘƛŦȅ ŀƴ άhǿƴŜǊέ
ÅStakeholders and Sales 
ÅCreate an Interview Guide
Å Identify Interviewers
ÅSelect the Best Deals (Deal Size)
ÅConduct Interviews (2-4 Weeks) / Share Information
ÅAggregate Findings / Present to Management  

Document Downloads

https://drive.google.com/drive/folders/18KotwEyVUoUjdy8LHQBm0tJfqjSkEXY_?usp=sharing


Distinctive Competencies Goals

Evaluate and conclude if the organization can deliver value to the 

market. 

Follow these steps:

ÅUse 20-30 win interviews to evaluate strengths, loss, and weaknesses.

ÅUse win on usability for buyer -centric use cases.

ÅUsed use-cases that will help you find a precise market segmentation.

Document Downloads

https://drive.google.com/drive/folders/18KotwEyVUoUjdy8LHQBm0tJfqjSkEXY_?usp=sharing


Distinctive Competencies

Á Brainstorm attributes where your organization delivers value

Á Are the attributes materially different from others? 

Á What is your proof that the attributes are valued and different? 

Document Downloads

https://drive.google.com/drive/folders/18KotwEyVUoUjdy8LHQBm0tJfqjSkEXY_?usp=sharing


Competitive Landscape Goals

Á Identify alternative offerings and competition from the 

market. 

Á Evaluate strengths and weaknesses and improvise a 

strategy to win against the competition.

Document Downloads

https://drive.google.com/drive/folders/18KotwEyVUoUjdy8LHQBm0tJfqjSkEXY_?usp=sharing


Competitive Landscape

Á Competitor List

Á Competencies

Á Weakness in Strength

Á Competitive Strategy

Document Downloads

https://drive.google.com/drive/folders/18KotwEyVUoUjdy8LHQBm0tJfqjSkEXY_?usp=sharing


Competitive Information Sources

Á Sourcing Competitive Data

Á 3X Plus Rule

Á They Know Their Weaknesses �bWorking on Them

Á They Know Their Strengths �bNot Working on Them

Document Downloads


