Validate

your
Value
Proposition




D

SY31dOoav Adva
ALR—MOIVIN ATHV3

SYIHOYVISIY / SHOLVAONNI

ALIIOIVIN 31v1
SAQIVYHOHVYT

Fig. 3/ The bell curve demonstrates what it
takes to reach mass market acceptance: early
adopters must recommend the product to a
member of the early majority (less adventur-
ous people in the same market). TDN has
found that customer validation of the value
proposition is essential to this process.

The least complex products that deliver the
greatest benefit(s) are often most successful
in tapping into word-of-mouth.

If you're willing to listen to your market,
you can simplify your product and make it
easier to adopt.

Customers not only appreciate the respon-
siveness, but reward companies with 2x
return-on-assets and 3x operating income
(Booz Allen Hamilton).
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Turner DeVaughn Network

The User Adoption
Lifecycle illustrates
how important early
adopters are in the
process of going to
market.



