Technology Adoption Life Cycle
	
	Innovators
	Visionaries
	Pragmatics
	Conservatives
	Laggards

	Needs Stage
	If an innovator believe in a product they will push for it, but you always should tell them the truth, no tricks at all. When they have a technical problem they need access to the most technically person to answer it. They want state of the art technology but they want it cheap.
	They took significant business risk with what at the time was unproven technology in order to achieve breakthrough improvements in productivity and customer care service. 
They are looking for improvement in business not in technology.
They are willing to serve as reference.

As a buying group they are easy to sell but very hard to please because they are buying a dream (that is why you should celebrate the tangible milestones). 
They are the least price sensitive of any segment.
	Expect to get a jump from the competition, whether from their lower product costs, faster time to market, more complete customer service or some other comparable business advantage.
Since they want to set their leadership in that way, they are expecting they same strategy from their technological partners.

They want to be owned in order to simplify their buying decisions.


	They want to wait until something has become a technological standard and have the possibility to buy from well established companies that assures a large support and lower prices 
	They only buy technology when the product is buried inside another product that they need

	Drivers
	To be first
	To go farther
	To set the trends
	To follow the trends
	Not to loose

	Product
	High Tech, not well finished, in beta version
	Good enough to fulfill my needs
	Market standard

Few bugs
	Standard
Bugs free
	Inside another product

	Price
	Low
	High
	Good Price performance
	Low
	Almost free

	Communication Media
	Computer bulletin boards, retail storefronts that cater specifically to the technology expert, technical publications, technology conferences, 

Direct response advertising.
Demos

Trials

Technology press coverage

Guru endorsement
	Technical press and related media
	Professional associations and professional publications. 
Lawyers talk to lawyers
	Vertical press coverage Industry analyst endorsement
	None

	Communication Message
	New technology

State of the art architecture
Unique functionality


	Fastest
Easy to use

Elegant architecture


	Largest installed base
Most third party supporters

Market standard

Cost of ownership

Quality of support
	Standard certification
Category leadership

Easy to buy
Rebates prices
	None

	Distribution
	Direct with the help of the Technology team
	Direct with the help of the Management team 
	Direct with the help of a Sales consultant at the beginning and later on with the help of VAR’s in the middle and retail at the end
	Retail
	Inside another product


