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and♥DevOps
Culture



Google, Amazon, Microsoft, etc...
built their own automation & 
deployment tools to support this



but it was “secret sauce”
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everyone else was here

... inexperienced & poorly 
equipped for the world they must 
now operate in.
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Cloud Infrastructure Automation



20,000+ Users
1,000+ Contributors

Thousands of Companies
reaching over a billion people
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“Stage Appropriate”



“Stage Appropriate” advice, 
where Stage == Early 

&& Market == B2B



#0
Not appreciating how 
nice HB is while you 

have it.



#1
You think B2D != B2B



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



You Become 
What You Disrupt



#2
Confusing early “customers” for 

future customers.



http://en.wikipedia.org/wiki/Technology_adoption_lifecycle
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Read “Crossing the 
Chasm” or GTFO!!!



http://en.wikipedia.org/wiki/Technology_adoption_lifecycle
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#3
You think Developer Adoption 

will magically turn into $$$



“Our customer is 
($person_with_creditcard) 

at BigCo... we don’t have to deal 
with procurement.”

#4



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

#5



That’s true... if ACV is under 
$100 per month or $500 per year  

and/or if your product is non-
strategic.  So...





Fun Fact: 
You can get a Masters Degree in 

Procurement.



Eventually you have do deal 
with this...



misaligned 
incentives



















misaligned 
incentives



You must be building:
1.Sales 
2.Customer Support
3.Community
4.Professional services / solutions
5.Marketing
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#6
Hiring the wrong people for 

Sales, Support, Services, 
Community, Marketing



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



#7
“Community will now be led by our 

new VP of (Sales|Marketing)”



#8
...blah blah GO TO MARKET 

blah blah PARTNERS blah blah
REVENUE...













Partnerships are “Validation” and 
“Social Proof”.

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 customers.
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
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#9
Marketing/PR will be “securing 

speaking engagements”



NO THEY WON’T!
THAT IS NOT HOW IT WORKS!!!



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

want to hear & repeat to others.
2.You YOURSELF 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.
5.Repeat.
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One hour of prep per minute of 
speaking.



#10
Not being ready for 

next fundraising.
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