FVG’s 3—-Minute Briefing on:
The Technology Adoption Life Cycle

Every company must adopt its marketing program and its performance measures to
reflect where its products are in the technology adoption life cycle. The personality of
potential buyers is more important to the adoption of any new technology than on any
other factor.
Five types of potential buyers (“technology adapters”) have been identified:

e Innovators,

e Early Adaptors,

e Early Majority,

e Late Majority, and

e Laggards.
Understanding each of these groups is extremely important to be able to identify the best
performance measures. The leading indicators — those predicating the future rather than
just recounting history — differ depending on the position of the company’s products in

the technology life cycle.

The following graphic illustrates the technology adoption life cycle:
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RE: The Technology Adoption Life Cycle

We know several things about the high technology life cycle and its usefulness:

e The time frame for the life cycle is getting shorter. New technology goes through
the curve much faster today than it did even ten years ago.

e Management can not analyze company risk unless they understand their products
place in the adoption curve and the differences between the adoption stages.

Management should be familiar with both of Geoffrey Moore’s books Crossing the
Chasm and Inside the Tornado. Without reading these books or similar books,
management will not have a good understanding of the technology adoption life cycle
and its implications for there company.

A portion of a summary of the key concepts of Crossing the Chasm, prepared by Max
Eveleth, Managing Partner of The Metanoic Group, is included below:

The five types of adaptors are described as:

Innovator

a)
b)
<)
d)

Pursues new technology aggressively, often for its own sake.
Technologists or technology enthusiasts.

Will overlook all kinds of short falls in the deliverable.

Easiest buying population to satisfy: want the truth, access to top technical
support, first to get hands on new stuff, and want low cost (cheap).

Early Adapter (Visionary)

a)
a)
b)
9]
d)
e)
f)
2)

h)

)

Y

Not technologists but appreciate the benefits of new technology. However,
need more help than Innovator.

In pursuit of major benefits early-on...these are visionaries, if you will, as
they can see the strategic opportunity represented by new technology.

In search of procedural and benefit break-through which will achieve order-
of-magnitude ROL.

The least price sensitive of any user category.

Easy to sell and very hard to please.

Want to see “productized” technology.

Always in a rush but contract closure is next to impossible.

Management of expectations becomes crucial as visionaries will attempt to
alter a vendor's priorities.

Each additional visionary has a unique dream and makes unique demands
for customization which in turn overtaxes an already burdened development
group.

Optimum solution is to identify a single compelling application and focus
entirely on that solution.

This is the sector where a competitor first materializes and you better be
across the chasm by then.
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RE: The Technology Adoption Life Cycle

Early Majority (Mainstream Market Population)

a) Similar to Early Adapters but far more practical and pragmatic. Aversion to

risk, wants a proven solution.
b) Insist on seeing well-established references of other Early Majority users. (a

real Catch-22)
¢) Not intimidated by technology, but will not pursue technology for
technology’s sake.

Late Majority

a) Similar to Early Majority
b) BUT they are not confident in their ability to handle a technology product.

Laggard

a) Want nothing to do with technology and not worth the trouble to try to

convert.
b) Tend to “fight the use of new technology.”
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