
make
versus stake

What’s the least expensive, most effective 
way to see if this thing really works?

How can we 
get our project 

closer to market 
and prove 

that i t works 
without bui ld ing 
anyth ing?

How can we take 
some risk (i.e. cost) 

out of trying risky but 
valuable ideas?

Can I do th is leverag ing
pre-existing tech? 

How do I partner to 
test an idea?

Accelerating services entrepreneurship 
through strategic partnering.



a familiar scenario
Meet Dave. Dave is an innovation project 
leader at Fortune500 company.

Dave has contributed 
to creating a robust 
front-end process that 
generates a number 
of high potential 
opportunities every 
year to drive growth.

This process runs separately from 
a stage gate process and treats 
innovation opportunities di�erently.

Hi !
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...with room for improvement
But when it comes to building those high potential opportunities 
Dave feels there is much room for improvement.
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Too many projects get too far 
down the road before failing, 
taking too many valuable 
resources with them, and 
sometimes the expenses of internal 
R&D scare internal funders away 
before they’ve even heard the idea.

How can Dave increase 
the odds of success at this 
stage of the game?
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what can be done?
Dave’s options for handling a high potential project (addressing a real unmet customer need, 
as revealed through customer research, prototyping, iteration, etc.):

Full Build Out

Lean build partner to complete the 
o�ering

shelve

Kill

Conventionally

Entrepreneurially
It’s not so black & white, kill or all-in... 
rather Dave can be savvy about using 
what already exists (in third party 
solutions) and combining with his 
company’s capabilities to test a unique 
value proposition, inexpensively!
How? Read on!

How to Go From

MarketGrowth
Project
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why stake?
Engaging third parties (“staking”) to complete the experience is resource 
e�cient and helps your firm place more small bets and learn at a fast pace.

For a growth project, making everything yourself is too risky at this stage, 
not to mention costly – why not share the costs with a partner?

Staking a partner organization lets you leverage capabilities that might take 
significant time to build in-house (and you can e�ectively try them on for size 
if you do ultimately want to build them).

Conventionally

Entrepreneurially
Research Develop

Test
Execute

Staking a partner to deliver a pilot test before developing anything lets 
you test the o�ering, the partner and the business model simultaneously - 
why wouldn’t you want to learn about viability sooner?
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Do your diligence as you would any other 
partnering e�ort; begin by generating a 
long list of test partner candidates

Highlight 10-12 candidates ideal for 
partnering to test your o�ering (ideal 
is often a small, post-revenue startup, 

who is nimble enough to keep up and 
adapt, just large enough to pay proper 
attention, and nowhere near big enough 
to bully the relationship)

Put paper in place with only a few 
(don’t signal the market prematurely)

Use a 3rd party to expedite the 
process (using someone else as general 
contractor keeps you out of protracted 

negotiations that veer toward M&A)

Pick the partner who:

Then, run a pilot test that delivers 
a real experience to users, faking 
as much as you can without 

compromising the believability

how to do it
1

2

3
4

5

6

is willing and able to be flexible
gives you the right technological 
head start
aligns with your growth objectives
fits with your culture
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what does this get you?
A much better looking investment curve, and stronger projects making it to commercial launch.

Research Develop ExecuteTest

Commercialize
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Happy Customers

INVESTOR MEETING
Happy Business

Now that was 
i n trap ren eurs h i p 

at i ts  bes t . . .

I ’m in .
Bri l l iant! Where do I 

s ign?

Let’s keep 
this going.
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want to learn more 
about how you could 

do this on one of your 
company’s growth 

projects?

Clay Maxwell, CEO
email: cmaxwell@peerinsight.com

mobile: +1.336.430.5403
www.peerinsight.com

Drop us a line!
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Clay Maxwell, Managing Partner


