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MIMARKET INTELLIGENCE
} bridges the gap between information

Headquartered in Boulder, Colorado

Leading Edge Technology Expertise

3D Visualization, Image Processing, Electronic Billing & Payment,
Wireless Messaging, E-Commerce, Interactive Services

Emerging Market Analysis
- Segmentation Models - Target Profiling
- Opportunity Sizing - Niche Penetration Strategy

Solution Effectiveness
Positioning

Technology Evolution
Competitive Environment

Products & Services: Newsletter, Reports, Consulting
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Accelerating Solutions Development
Through Strategic Relationships

Market Development Model

Where is Biometrics Today?
Market Penetration Plan

Whole Product Solutions
Industry Market Map

Strategic Relationships
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Market Development Model

Transitions are Not Smooth

Main Street
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Revenues

Chasm Crisis
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State of The Market

~ Solutions NOT Technology
" Innovation From The Private Sector

~ Multiple Small Scale Successes
Builds Credibility and Momentum

~ Partnerships Are Key
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Market Penetration Plan

~ Internal Resource Evaluation

- Market Segmentation Matrix

- Opportunity Analysis

- Identify Niches

" Prioritize Targets

‘Develop Whole Product Solutions
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Biometrics Segmentation Matrix

Urgency of Solution
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Granulate: Travel & Transportation
Segments

Urgency of Solution

®\/ery High
High
Medium

®Low

Physical Access

employee, crew, suppliers

Logical Access

Secure Data
personal, corporate, public

Financial Transactions
purchase tickets

Identity Confirmation

passport, trusted traveler

Time & Attendance

Surveillance

public, private
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Granulate: Air Travel &

Urgency of Solution

®\/ery High
High
Medium

®Low

Physical Access
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Logical Access
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Surveillance
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Size: Target Segment Sizing

Airport Secure Access Example
U.S. DOT Data

Large hub 31 1000 31,000 $46,500,000
Medium Hub 35 500 17,500 $26,250,000
Small Hub 71 100 7,100 $10,650,000
Non Hub 282 50 14,100 $21,150,000
TOTAL 419 69,700 $104,550,000
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Niche Market Penetration

Existing Application New Application

Existing Segment

New Segment OK
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Economies of Knowledgeo

Costs
(per unit
output)

\4 Offering #1
< Offering #2

Economies of Scale

R

Economies of Kno
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Market Output
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Bowling Alley Strategy

App 1

Whole
Product

Customer
References

App 1
Beachhead

©Chasm Group
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Towards Whole Product Solutions

We do not have, nor are we willing to adopt, any discipline
that would ever require us to stop pursuing any sale at any

time for any reason l

Create a marketplace where your product is the only
reasonable buying proposition

A GAP exists between the marketing promise made
to customers — VALUE PROPOSITION - and the
ability of the shipped product to fulfill that promise.
To overcome this GAP, products must be
augmented by services and ancillary products to
become a WHOLE PRODUCTS!!!I
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Strategic Relationships

Create WHOLE PRODUCT SOLUTIONS
by leveraging Strategic Relationships

All Other Industry Players
Should BE Considered
Allies Until PROVEN
OTHERWISE!!!!
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Industry Market Map

End User
Government Contractors

System Integrators

VARs & OEMs

BASPs

Middleware
Devices
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Components of GOOD Relationships

Alignment of Purpose

Alignment of Priorities
Clear Agreements
Accountability

Trust

Communication
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Types of Relationships

©Acuity Market Intelligence

Co-Marketing

ISV

Sales Channel
VAR

OEM

System Integrator

Joint Venture
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Conclusions

" Biometrics is in The Chasm

" Market Analysis is NOT A LUXURY
~ Strategic Application of Resources
" Where are you on The Map?

"~ Whole Product Solutions

~ Partner Strategically for Success
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MARKET INTELLIGENCE

C. maxine most
principal
929 maxwell avenue boulder, co 80304

phone 303.449.1897 fax 208.730.8924
cmaxmost@acuity-mi.com

These Slides will be Available online at
www.acuity-mi.com

And you can download the inaugural edition of our monthly market report FREE
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