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Business Launches

86% 14%

Revenue Impact

Profit Impact
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CLASSICAL ORCHESTRA INDUSTRY
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TRADITIONAL ORCHESTRAS

Price Star Fancy Codeof  Orchestra Numberof  Venue  Familiar
Conductor Theatre  Conduct Size Concerts  Capacity ~ Music



ANDRE RIEU

TRADITIONAL ORCHESTRAS

Price Star Fancy Codeof  Orchestra  Number of  Venue  Familiar Audience  Fun, Family
Conductor Theatre  Conduct Size Concerts  Capacity ~ Music Participation Atmosphere



COST

Value
Innovation

BUYER VALUE




FUND RAISING CHARITY INDUSTRY




VALUE FOR
DONORS

COSTS FOR
CHARITIES




TRADITIONAL
FUNDRAISING CHARITIES

Charity Advocacy  Pitiful ~ Expensive  Regular ~ Corporate  Fundsto ~ Donor
Shops & Grants Campaigns  Galas Programs  Sponsors Cause  Recognition



COMIC from Traditional
RELIEF Fundraising Charities
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Do Something
Funny for Money




COMIC RELIEF

TRADITIONAL
FUNDRAISING CHARITIES

Charity Advocacy  Pitiful  Expensive ~ Regular ~ Corporate  Fundsto  Donor Public Fun&  Celebrity Symbol of

Shops  &Grants Campaigns  Galas Programs ~ Sponsors Cause  Recognition Interaction Mayhem Driven Belonging
Glamour
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Eliminate EINE

Which factors that the industry has long Which factors should be raised well above the
competed on should be eliminated ? industry’s standard?

Reduce Create

Which factors should be reduced well below Which factors should be created that the
the industry’s standard? industry has never offered?




BUYER UTILITY MAP

1. 2. 3. 4. 5. 6.
Purchase | Delivery Use Supplements Maintenance | Disposal
Customer
Productivity
Simplicity

Convenience

Risk

(2]
=y
(2]
=
(%]
w—d
o
=
-

Fun and Image

Environmental
friendliness




MEN'S RAZOR INDUSTRY

DIFFERENTIATION

LEADERSHIP

A Red Ocean Ruled by Giants



PURCHASE
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Over delivered
& expensive

MAINTENANCE

SUPPLEMENTS

Under delivered
& risky

DISPOSAL
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Blade Cuts



PURCHASE

DELIVERY

Stock Quts
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"Mavis, I've run out of razor blade
can I borrow your tongue?"

DISPOSAL




Gillette & Schick

Price Brick & Razor/Blade Celebrity Based  Razor Ordering
Mortar Sales  Biz Model Marketing Tech Convenience



DOLLAR SHAVE CLUB

Gillette & Schick

Price Brick &  Razor/Blade Celebrity Based  Razor Ordering  Doorstep Club
Mortar Sales  Biz Model Marketing Tech Convenience  Delivery  Membership



YOUR SOON-TO-BE REFUSING UNEXPLORED

MARKET NONCUSTOMERS ~ NONCUSTOMERS = NONCUSTOMERS




BUSINESSES
ACCEPTING

CREDIT CARD
PAYMENTS

SOON-TO-BE
NONCUSTOMERS

Small & midsize
merchants that
reluctantly accept
credit cards

REFUSING

NONCUSTOMERS
New business,

microbusinesses,
and self employed
individuals who do
not accept credit or
debit cards

UNEXPLORED
NONCUSTOMERS

Individuals needing
to make payments to
other individuals
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EXPANDED EDITION OF THE
INTERNATIONAL BESTSELLER
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How to Create Uncontested Market Space
and Make the Competition Irrelevant
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SHIFT

BEYOND COMPETING

PROVEN STEPS TO INSPIRE CONFIDENCE
AND SEIZE NEW GROWTH
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