
The European Commission support for the production of this publication does not constitute endorsement of the 
contents which reflects the views only of the authors, and the Commission cannot be held responsible for any use 
w hich may be made of the information contained therein. 

Go to market 
 

25.05.2016 
Cortex Lab Room 2.2.04, Odense 



Agenda 
• Introduction/ Recap 

 
• Topics of the day – subjects to be discussed 

• Customers 
• What is a marked? 
• How to communicate? 
• How to sell? 

 
• Wrap up 

 
• Guest Lekture, Thomas Midtgaard-Jørgensen,  

VP Marketing, Blue Ocean Robotics,  
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Tina Kjær Holler 

Education: Lithographer 
  Cand.comm. 
  Journalism 
 
Carrier:  Printing company 
  Communication & Marketing 
  Self-employed 
  IDEA 

http://idea-sdu.dk/wordpress/wp-content/uploads/Tina-Kjaer-Holler.jpg


 
 
 
 
 
 
 
 
 
 
           

 

       Ivan Tyrsted 
  Director, IDEA 
 
Education: BSc EE 
  HD O 
  eMBA 
Carrier: 

•Employee: B&K, ESA, B&O, Carl Bro as 
•Intra/ entrepreneur/ shareholder: 

•Sam-system as 
•Master Control as 
•Vivox as 
•PRC Data as 
•Athena as 
•TEO Intl 
•Etc’ 

•  Board member > 20 companies 
•  Business Angel  
• IDEA 



What does it take to start a company? 
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Oplægsholder
Præsentationsnoter
You need a customer, what is a customer? , a customer have a pain (need ), not nice to have but need to have, what is a pain ? , something you have to do something about, a pain is always treaded somehow, what is a value proposition, a better treat, than before, the dream about tomorrow.



Pitch for your customer: 
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• Each team/ business case have 2 minutes 
 
- Who are you, and which company are you representing? 
- Who are we, your potential customer? 
- What is our problem/ pain? 
- How are you going to solve it? 

 
 

Concentrate on the subject, later you can include how to perform 
an effective speech.  

 
 



How do we do it ? 
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Guest Lekture, Thomas Midtgaard-Jørgensen,  
VP Marketing, Blue Ocean Robotics,  



Coffee Break 

25/05/2016 

European Network of Design for Resilient Entrepreneurship 

9 



What is a marked? 
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Customer Competitors 



Value Proposition Map 
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https://www.youtube.com/watch?v=aN36EcTE54Q 
 

https://www.youtube.com/watch?v=aN36EcTE54Q


Problem-Solution ‘Fit’ 
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Product-Market ‘Fit’ 
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Which Customers? 
• Consumer markets can be segmented by: 

–Demographics 
–Geography 
–Psychographics 
–Behavioral 
–Sociocultural 
–Hybrids of the above 

 
• B2B markets by: 

–Type of business (manufacturer, retailer, wholesaler, service provider) 
–Size of Business 
–Financial Strength 
–Number of Employees 
–Location 
–Structure 
–Sales Level 
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Michael Porter’s Model 
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Which Customers/Personas? 
• Description 

 

Age/sex  Name 
 

Home/address 
 

Family affairs 
 

Job-situation 
 

Lifestyle 
 

Shoppingstyle 
 

Interests 
 

Personal needs 
 

Emotionally perspective 
 

• Find or draw a picture 
 

• User situation/scenarios 
 

Why might they have interest in you or your competitors? 
 

Where are they searching information about products they want to buy? 
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Example 
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Markets 
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• All benefits 
–Lists all benefits whether they matter to customer or not 
–Requires least knowledge of customer or competitors 

• Favorable points of difference 
–Recognizes the customer has an alternative 
–Requires an intense understanding of competitive offering 
–Points of difference may deliver little value to the customer 

• Resonating focus 
–The “gold standard” 
–Firm delivers value on the criteria which matter most to target 
customers 
–Can demonstrate and document the superior value 

 



B2B Example #1 

European Network of Design for Resilient Entrepreneurship 

24 [Date] 



Value Proposition Summary 
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External Forces Shape  
The Business Model 
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Industry Forces 
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Market Forces 
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Key Trends 
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Macro-Economic Forces 
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DISCUSSION 
Marked 
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Communication 
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The most important! 
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• Common for all company-communication: 
 

• What’s in it for your customer? Your Persona! 
 

• Why should he read it? Why should he care? 
 

• Forget yourself 
• YOU are NOT important! 

 
• It is only important, what you can do for your customer. 

What can your ‘product’ do for him? What does he get? 
 

• Happiness? Time? Prestige? Or? You name it! 



And always remember … 
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… to build 
relations  



How to get free exposure … 
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• Social Media 
 

• Help your customer  
to look great or 
interesting 
 

– or make some fun 
 

- then he will probably  
  share 



How to get free exposure … 
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• Newsletters 
 

• It is free, but of course you need some recipients/subscribers 
 

• Sign up on your website 
 

• Tell about it everywhere (card, social media, people you 
meet …) 

 
 
 
 
 

 



How to get free exposure … 
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• Newsletters 
 

• It is free, but of course you need some recipients/subscribers 
 

• Sign up on your website 
 

• Tell about everywhere (card, social media, people you 
meet …) 

 
 

• Newspapers 
 

• An article is more reliable than advertisements 
 

• Journalists need something to write about 
 

• BUT it has to be interesting for the readers 



Find your story … 
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• What is your message? What do you want to tell? 
 

• What is new, exceptional, different or interesting? 
 

• What do you want the story to do? 
 

• Who will you address/write to? 
 

• Write a few lines about your story … 
 

• Give it a headline that will sell your story to a 
journalist … 

 
 



The communication process … 
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Not so very free – but effective … 
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• Google Adwords 
 

• Payed advertisements in Google – looks almost like an 
ordinary seek-result. 
 

• You pay per click or per showing. 
 

• The price depends on the popularity of the keywords you 
choose. 
 

• It takes pretty much time to do the research, to create the 
ads and follow ups. 
 

• You’ll come up as the first in Google on your keyword … BUT 
not always because of the competition from others with the 
same keyword. 
 

 



Branding – what is important? 
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Strategy 

Company 
Name 

Logo 

Customer 
Service 

Product 
Benefits 

Price 

Value 
Proposition 

Expression/Impression 



 
 

DISCUSSION 
Communication 
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Sales 
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Ivan Tyrsted 



Selling is a process 
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Awareness: 
- How do we raise awareness for our offering 
Evaluation: 
- Help potential customers to get correct evaluation of 

our value proposition 
Purchase: 
- The proper purchasing process ? 
Delivery: 
- Delivery of the complete expected package 
After sales: 
- Post support 



Selling is a process 
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Awareness: 
- How do we raise awareness for our offering 

 
 

- Channels  pls list your main channels? 



Selling is a process 
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Evaluation: 
- Help potential customers to get correct evaluation of 

our value proposition 
 

- List your support / methods   



Selling is a process 
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Purchase: 
- The proper purchasing process ? 

 
- Offering, is it clear? 
- Pricing, how ? 
- Negotiation's 

 
- How are you looked upon ?  
- What kind of uncertainty is envolved? 



Selling is a process 
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Delivery: 
- Delivery of the complete expected package 
After sales: 
- Post support 

List your support / methods   



”Everybody is afraid of something” 
Carly Fiorina 
 
 
 
 
 
 
 
 
 

http://www.youtube.com/watch?v=w3IbKbDhfKw 
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The dream about TOMORROW 



 
 

DISCUSSION 
Sales 
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Wrap up 
• No one operates in a vacuum 
• What do we know 
• What do we know we don’t know 
• What is available / uncovered 
• Quick wins 
• How can we manage 
• How does it help or damage? 
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[Date] 

Oplægsholder
Præsentationsnoter
Penflip
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