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Outline
� Sustainability

� Identifying opportunities

� Solve Problems

Work with Trends� Work with Trends

� Evaluating opportunities

� Right for You?

� Right for Your Customers?

� Right for Your Market?
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Identify Opportunities

� Solve problems

� Work with trends

3/8/2011 3



Sustainability is a fundamental 

transformation of society

Similar in scope to earlier fundamental transitions.

See: John Ikerd, University of Missouri 
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• Hunter/Gatherer

• Agriculture

• Industry

• Sustainability



The Industrial Economy served us well 

for generations.
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Problem: The Industrial economy assumed the 

earth had infinite capacity.
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Basic Fact: Earth not growing.
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How to continue to grow the Economy 

on a finite Earth?

• Develop a Sustainable Economy.

• A Sustainable Economy meets both present and • A Sustainable Economy meets both present and 
future needs.

• A Sustainable Economy is the only economy that 
can continue to grow forever.
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Sustainable Economy 

Must meet both present and future needs. 
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Trends to work with.

• Restoring your base: Organic Farming, Local 
Movement

• Increasing efficiency: lighting, insulation, smart • Increasing efficiency: lighting, insulation, smart 
grid, engines, vehicles, electrical appliances.

• Renewable energy: growing 20-50%/yr.

• Social media: Enormous growth in cultural 
interaction, largely outside of the economy.
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Recap:  

Solve problems, work with trends.

� People pay to have their problem solved.

It’s better to begin by focusing on the problem you’re � It’s better to begin by focusing on the problem you’re 
solving.

� Then identify trends you can work with.

3/8/2011 11



Sustainable Business Model

Must maintain your base. 
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Customers buy benefits, not features

Features: Benefits:

� Size

� Weight

� Easy to store

� Weight

� Speed

� Efficiency

� Cost

� Capacity

� Easy to carry

� Gets the job done quickly

� Easy to use

� Affordable

� A good fit
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Customer profile
If you don’t know who your customer is your business will fail.

� John or Jane or both? ______

� Age: ___________

� Three biggest frustrations:

_______________________

� The event that probably got her/him  
interested in my product or service was:

� ___________________________________ 
___________________________________

� _______________________

� _______________________

� _______________________

� Wakes up  worrying about: 

� _______________________

� _______________________

� Top three wishes are:

� _______________________

� _______________________

� _______________________

___________________________________

� He/she will research solutions and 
purchases using:

� _______________________________

� _______________________________

� _______________________________

� For she/he to buy from me they need to 
believe: 

� _________________________________

� _________________________________

� _________________________________
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What are you selling?

� Price

� Quality

� Service� Service

� Selection

� Convenience

� Reputation/Quality

� Comfort/Enjoyment
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Map out your market

� How big is it? ($/year, units/year)

� Where is it located? (Region, Online, Rural, Urban, 
etc.)etc.)

� How fast is it growing?  (%/year)
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Free Real Time Market Research
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What are your competitive strengths in 

this market?

� New products?

� New features?  (Which deliver new benefits)

� New benefits from existing features?

� New technology?

� Changing the rules of the game? (Social media)

� Changing customer taste?
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Find the right niche:
This will make or break your business

� Which market segment are you in?

� Who is your competition in this niche?� Who is your competition in this niche?

� Who are your customers in this niche?

� Is it small enough?

� Is it big enough?
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Initial Niche:  Conversion of Biomass to Hydrogen

Recycle of 

Carbon Dioxide

For Biomass Growth Product

Virent Energy Systems
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Changes affecting Virent’s

business.

� Technology

� Fuel cell vehicles -> Hybrids� Fuel cell vehicles -> Hybrids

� Fuel cell cost and performance

� Political Popularity:  Hydrogen -> Biofuels
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Virent’s Niche: 
Fuel and Chemicals from biomass
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Superconductivity,  
Inc.

� Market:  Power Quality

23

� Product: Industrial UPS



Superconductivity,  Inc. ->

� Shifted product line to power 
electronics.

� Products:  Wind Farm Power 
Electronics, Grid Stability Power 
Electronics
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Electronics



Revisit Key Questions

� Who is your market?  

� Who do you help? Your Niche?

� What is their main problem?  

� How do you help solve their problem?� How do you help solve their problem?

� What benefits do you provide to your 
customers?
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None of this is about you or your product. 
It is all about your customers. 


