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Google, Amazon, Microsofit, etc...
built their own automation &
eployment tools to support this
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but it was ‘““secret sauce”’



everyone else was here
 EEEN

... iInexperienced & poorly
equipped for the world they must
now operate in.
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Cloud Infrastructure Automation
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‘“Stage Appropriate”



“Stage Appropriate” advice,
where dtage == Early
&& Market == B2B




H

Not appreciating how
nice HB is while you
have it.




H

You think B2D != B2B



B2C == B2B ==
You make a product and people
at a company use & pay for it.




You Become
What You Disrupt




H

Confusing early “customers” for
future customers.



Early Early Late

innovators Adopters Majority Majority

Laggards

Area under the curve
represents
number of customers

"The Chasm" |
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|
|
|
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|
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Technology Adoption Lifecycle

http://en.wikipedia.org/wiki/ Technolo
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GEOFFREY A. MOORE

A BusinessWeern Bestseller

Read “Crossing the
Chasm” or GTFO!!!

MARKETING AND SELLING DISRUPTIVE
PRODUCTS TO MAINSTREAM CUSTOMERS
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H

You think Developer Adoption
will magically turn into $$%




H

“Our customer is
($person_with_creditcard)
at BigCo... we don’t have to deal
with procurement.”




H

“We don’t need salespeople,
we’re self-serve.”’




That’s true...1f ACV is under
$100 per month or $500 per year
and/or if your product is non-
strategic. do...




YOU DON'T NEED
SALESPEOPLE?

' PLEASE, 'I'Ell ME MIIIIE IBIIIT HOW
YOUR PRODUCT IS DIFFERENT THAN
EVERYTHING ELSE BIG COMPANIES BUY.

weiig. L Om




Fun Fact:
You can get a [Mlasters Degree in
Procurement.




Eventually you have do deal
with this...




misaligned
incentives

L .S




BLOCKS REDDITTO
IMPII(W! PRODUGTIVITY
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QUKCKMeme.com




EROVED MONGODB IS "WEB

ON HIS LAPTOP
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JUST.KEEPING OUT DANGER
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misaligned
incentives
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You must be building:
1.5ales

2.Customer Support
3.Community

4.Professional services / solutions
9.Marketing




H

Hiring the wrong people for
Sales, Support, Services,
Community, IVlarketing




Don’t Over Hire.
(generally, no Cs or VPs)




H

“Community will now be led by our
new VP of (Sales | Marketing)”




H

...blah blah GO TO MMARKET
blah blah PARTNERS blah blah
REVENUE...



B GlGAOm Fvents @ Research2 Jobs2 paidContent 2
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Cloud Startup Nlmbula Opens
Doors to Partners

Anything is possible.

Derrick Harris

W f [ +7 o=
I ] l bluebeams
Aa NO LIMITS™
Hot private-cloud startup Nimbula is getting in on the ecosystem .
act, announcing this morning a partner program currently comprised of Related stories
Opscode, Puppet Labs, Scalr, enStratus and Cloud Cruiser. It’'s more proof Second-quarter IT spending: analysis
that it’s very difficult to go it alone in the cloud computing software space. and outlook
P_
W tweet this

We're close to the second half of 2013, and
the news (besides the stock market) has |
been...

-' Hot private-cloud startup Nimbula is . .
| ) Netflix open sources its Hadoop
etting in on the ecosystem act,
,,@ ‘ ’i" (‘ g 9 y manager for AWS
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. As SDN providers jockey for
position, PLUMgrid hopes

partnerships will make it stand

Permalink to As SDN provider Jkyfor

ap ar1 sution, PLUMg d hopes partnerships will

While many network vendors sit —
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Partnerships are **Validation™ and
*Social Proot”.

It doesn’t count until you have
joint paying customers, and will
get more because you offer

integrated service.




Partnerships that work:
1.Joint paying customezrs.
2.Don’t plan for new revenue

(unless you have a major player w/ existing channel)

3.Must have Salespeople w/ Quotas
4.You will do ALL of the work




H

Marketing/PR will be “securing
speaking engagements”




THAT IS NOT HOW IT WORKN!!!



How it works:
1.You have a story to share that people will

want to hear & repeat to othezrs.

2.You YOURSELTF propose that story to a
conference chair

3.You follow up with that conference chair &
get others to say you will be awesome.

4.Be awesome.

9.Repeat.




One hour of prep per minute of
speaking.




H

Not being ready for
next fundraising.
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