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Is it right for you?  Preparation

How do you do it - Execution

Stories from the field

Final Thoughts

Outline



Is it right for you?  Preparation

Do you REALLY want 
this – motivation.

What is your Value 
Proposition – is it 
Americanized

What is your business 
model

What is the Market 
Size

Who are the 
customers –why will 
they buy from you

Who are your 
competitors



Motivation

Is the grass greener Will you pay the price There is no free lunch 

Licensing deal where they do 
all the work



Products have 
features

Customers buy 
benefits

What are 3 benefits of your 
product

What is your UNIQUE selling 
benefit

Value Proposition



Customers Build Products



Market Size

Are there enough REAL customers 
to make a profit?



What is your 
business model?



Who will actually PAY MONEY to 
use your product?

Who are the 
customers?



A cat and a shot gun are 
competition for killing mice.

Who are the 
competitors?



How do you do it?

Understand the 
Industry

Make Friends The Five A’s

Finding the US 
Innovators (first 
buyers) quickly 

and inexpensively

How to overcome 
your perceived 

Risk Profile in the 
US



Understand the 
Industry



Make Friends

How to create allies and avoid your 
enemies.

– Join associations

– Find Mavens and 
Connectors

– Don’t talk about the 
competitors  



The Five A’s

Awareness Acceptance Adoption Application Affirmation

Product Existence
Product Interested

(EOI)
Getting PO Actual Usage

Innovation Diffusion 
(Word of Mouth)

Promotion
(Ad/ Social Media)

Credible Source 
Provision

Feature Benefit 
Materials

Checking Satisfaction 
level

Facilitating 
Communication

Marketing Sales

Sales Rep 
Appointment



Finding the Innovators- 
Inexpensively



Attributes of Innovators you care about

Inner directed Information seekers NOT price sensitive

Cosmopolitan – 
have relationships 

across social 
systems

Expect product 
failures and have 

Financial resources 
to sustain it

Interested in 
participating in 

developing 
products

Are known to the 
society – watched 

by the opinion 
leaders







How to overcome perceived risk

Product 
risk

Technical 
risk



Stories from the field

Innowaste

Growth Student



Innowaste



Growth Student



Other

Fulfillment and Manufacturing Administration

Communication

• Phone number

• Email  

• Website

Banking

Taxes and Accounting

Visas



Nothing beats…..

Being at the right place at the right time.
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