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Headquartered in Boulder, ColoradoHeadquartered in Boulder, Colorado
Leading Edge Technology ExpertiseLeading Edge Technology Expertise

3D Visualization, Image Processing, Electronic Billing & Payment3D Visualization, Image Processing, Electronic Billing & Payment,    ,    
Wireless Messaging, EWireless Messaging, E--Commerce, Interactive ServicesCommerce, Interactive Services

Emerging Market AnalysisEmerging Market Analysis
-- Segmentation ModelsSegmentation Models -- Target ProfilingTarget Profiling
- Opportunity Sizing Opportunity Sizing -- Niche Penetration StrategyNiche Penetration Strategy
- Technology EvolutionTechnology Evolution -- Solution EffectivenessSolution Effectiveness
-- Competitive EnvironmentCompetitive Environment -- PositioningPositioning

Products & ServicesProducts & Services: : Newsletter, Reports, ConsultingNewsletter, Reports, Consulting

bridges the gap between information bridges the gap between information 
and actionable insightand actionable insight
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Accelerating Solutions DevelopmentAccelerating Solutions Development
Through Strategic RelationshipsThrough Strategic Relationships

Where is Biometrics Today?
Market Development Model

Whole Product Solutions
Industry Market Map
Strategic Relationships

Market Penetration Plan
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Market Development ModelMarket Development Model

Techies Visionaries Pragmatists Conservatives Skeptics

Early Markets

Main Street

Total 
Assimilation

Transitions are Not Smooth

The Chasm
Bowling 
Alley

Tornado

©Chasm Group
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RevenuesRevenues

Early MarketEarly Market ChasmChasm Mainstream MarketMainstream Market

Typical Typical 
Actual Actual 
ResultsResults

Typical Typical 
Commitment   Commitment   
to Investorsto Investors Chasm Chasm 

CrisisCrisis

Typical Typical 
Success Success 
ResultsResults

©The Chasm Group

Chasm CrisisChasm Crisis
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State of The MarketState 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 PlanMarket Penetration Plan

Internal Resource Evaluation
Market Segmentation Matrix
Opportunity Analysis
Identify Niches
Prioritize Targets

Develop Whole Product Solutions
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Biometrics Segmentation MatrixBiometrics Segmentation Matrix
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nVery High    
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Urgency of Solution

Granulate: Travel & Transportation Granulate: Travel & Transportation 
SegmentsSegments

Physical Access
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Secure Data
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Size: Target Segment SizingSize: Target Segment Sizing

Airport Secure Access Example
U.S. DOT Data

©acuity market intelligence

Airpor t 

Type

Num b e r  

of  

Airpor ts

Es tim ate d  

Ave . # 

Secured  

Acce s s  

Total # of  

Secured  

Acce s s  

Points

Gros s  Biometr ic  

Re v e n u e  @  

$1500 p e r  

Secured  Access  

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

TOTA L 419 69,700 $104,550,000
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Industry Opportunity GridIndustry Opportunity Grid
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Niche Market PenetrationNiche Market Penetration

Existing Application New Application

Existing Segment

New Segment

X
O K

O K
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Offering #1

Offer ing #2

Economies of Scale

Economies of Knowledge

Market Output           

Costs 
(per unit         

output)

A

C
B

©acuity market intel l igence

Economies of KnowledgeEconomies of Knowledge©
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Seg 2

App 2

Seg 3

App 1

Seg 1

App 3

Seg 2

App 1

Seg 1

App 2

Bowling Alley StrategyBowling Alley Strategy

Seg 1

App 1

Beachhead
©Chasm Group

Whole 
Product 

Customer 
References 
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Towards Whole Product SolutionsTowards Whole Product Solutions

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!!!!

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

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

All Other Industry Players 
Should BE Considered 

Allies Until PROVEN 
OTHERWISE!!!!

Create WHOLE PRODUCT SOLUTIONS 
by leveraging Strategic Relationships
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Industry Market MapIndustry Market Map
   

Sensors 

End User   

  

Government Contractors 
  

System Integrators  

  
VARs & OEMs 

 BASPs   

Algorithms   

                                   Devices 
  

  

Middleware    
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Components of GOOD RelationshipsComponents of GOOD Relationships

Alignment of Purpose

Alignment of Priorities

Clear Agreements

Accountability 

Trust

Com m unication
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Types of RelationshipsTypes of Relationships

Co-Marketing

ISV

Sales Channel

VAR

OEM

System Integrator

Joint Venture
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ConclusionsConclusions

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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c. m a x ine m o stc. m a x ine m o st

pr inc ipalpr inc ipal
9 2 9  m a x w e ll a v e n u e  bou lder ,  c o    8 0 3 0 4
p h o n e  3 0 3 . 4 4 9 . 1 8 9 7   f a x  20 8 . 7 3 0 . 8 9 2 4
c m a x m o s t @ a c uity- mi .co m

T h e s e Sl ides will  be  Ava i lable onl ine  atT h e s e Sl ides will  be  Ava i lable onl ine  at

w w w . a c uityw w w . a c uity--mi .co mmi .co m

A n d you  can  do w nload  the  inaugura l edit ion of  our  m o n t hly marke tA n d  you  can  do w nload  the  inaugura l edit ion of  our  m o n t hly marke t repor t  FR E Erepor t  FR E E


