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Simulacion

Estamos en 1948. Trabajas como responsable de marketing y ventas en una firma de
Inversion y quieres encontrar el mayor numero de pequenos inversores posible.
;. Qué harias?



Lo que paso en realidad

[l Ad 41 — s Tl
[T L T —— L W
FoeCraarit Miswsenl Mergmy. Wit Mo 'k, s 1 UL -0y

T T
About Thiz Stock And Bond Business

" How 4o Bay amd Sell Securitics
f—— "__ - —— -— T

™

PR S e
g = e pa—

Manwiil Lyscm, Panar, Fasviid & BEise

e ipied wff pareasie of P poppe il pmeae T orPar sl fom o Al hnl el peemnaae.

Louis Engel decidié publicar un articulo

de 6450 palabras en el que no vendia

nada y logré mas de 3 millones de leads

are called unlisted or off board securi-
ties; they are traded in what is popu-
larly galled the over-the-counter mar-
ket. Government and municipal bonds
are mainly traded in that market. So
are the stocks of most banks and in<
surance companies, as well as the se-
curities of many big corporations such
as Time, Inc., grmll-cp:ﬁi:r Publish-
ing Co., and the Weyerhacuser Timber
Co. By and large, however, unlisted
0 securities are those of small companies
0 that are apt to be better known locally
is than nationally.
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~They are bought and sold not only
by many brokers who are members of
the New York Stack Exchange but also

hyguho““ds of local security dealess. .

:- ppose 2 man in New York owns

o some stock in an Ohio machi com-

r- any and he wants to sell it. He doesn't

En.cw what it's worth because there

e is no regular market for that stock,

is and its price isn't published in the

t- newspaper, as the New York Stock
is  Exchange prices are in many papers.

He goes to his broker, and the broker

le  may ask for a price quotation by phone

w  dealers who trade entirely'in unlisted
in securities. He may find that the best
i, bid for the stock is $23, while the low-
es  est that anybody else is willing to sell

it for is $235. If the stock is traded very
al  frequently, the difference between bid
ot and offer prices may be less. If it is
3¢ almost unknown, the broker may have
bt & hard time Gnding a market at any
a price, ) .
- In many over-the-counter transac-
he - tions the broker or dealer will buy the
security himself, or he wall sell such a
security out of the supply of such stocks
that he owns. In such trades, the dealer
acts as-a principal instead of as am
agent, and the customer and the dealer

FEEER

ket?" he asks, A market order is one Many people want to buy valy 5 or 10 it at such time,

This isn't the complere story of
bow to buy stocks and bonds, of
course. That would take volumes.

All we have tried to do here is

‘set down answers to some of the
most common questions that are
aal;:d I.l[sﬁd we have :nclleuded
a lot o gs many people are
curious about but that bear little
relation to a program of prudent
investment for moss 'pwlplc.

For instance, there's “short sell-
ing”, which simply means revers-
ing the normal procedure — selling
a stock first in the belief that it
is overpriced, then buying it back
at what you hope is a lower price,

“WHAT’S THIS? .. . WHAT’S THAT?”

Or maybe you'd like to kaow
about buying “on margin”, which
means buying partly on credit.

In the main, these procedures are
not important to the investor. But
we'll be glad to tell you anything
more you want to know.

Other market terms such as
“:i,;hts", “ex-dividend', "stock

" splits”, “'debentures”, “noncumula-
tive preferred”, “stop orders”, and
dozens of others we've had to
omit simply for lack of space, but
an understanding of them isn't
likely to be important to most in-
westors, except in gocasional cakes.

Again, for lack of space, we

have not defined a whole host of
financial terms that you are likely
to encounter when you begin in- ~
vestigating various comzl:nm:
These terms are” defined in a
booklet, “"How to Invest”, which
we have just published. A basic
guidebook for all security owners,
this new publication ‘evelops in
greater detail the story of how this
stock and bond business works. It
reviews the basic principles of
sound investing, such as the analy-
sis of market trends, the diver-
sification of holding® and the
management of a portfolio. We
will be glad to send you a copy.

1 or wire from other brokers or security

agree on what is a fair nes price, which

Copies of this advertisement in pamphlet form are available on reques:.
No charge, no obligation. Just write or phone ...

MERRILL LYNCH, PIERCE, FENNER & BEANE

Underwriters end Distributors of Investment Securities
* Brokers in Securities and Commedities

70 PINE STREET NEW YORK 5, N. Y.

Uptown Office: -
730 Frerst Ave. {(at 57th Sv)
Tel: Clrcle 70900

Telephone: WHitehall 41212

Newark:
‘744 Broap StreET
Tel: MArke: 38300 -

Stamford:
£0 West Park Pracs
Tel: 41171



L Qué es estrategia?




"Es un conjunto de decisiones que puedes tomar
hoy frente a la incertidumbre para aumentar la
probabilidad de tener éxito hoy y en el futuro”
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1. Aspiracion
ganadora

2. Campo de juego

« Ubicacion
 Clientes (ICP)
« Canales

« Ofertas

» Etapas de
produccion



CLIENTES

ZA guién estas sirviendo?

OFERTA

¢/ Qué producto o senvicio fabricara
y emfregara?

MODELO DE INGRESOS

& PRECIO

¢ Como vas a ganar dinero?
£ Como y cuanto cobrard & sus
clientes?

CANALES

; Como hara legar su oferta
a8 los clientes?

PROPUESTA DE VALOR

£ Qué necesidades de los clienfes
esta salisfaciendo? ;Cusl es la

promesa unica que ofrece su oferta?

COSTOS

¢ Cuanto cuesta crear y entregar su
oferta?

S0CI08

; Qué relaciones y sistemas
clave lo ayudaran & crear y entregar
su oferta?

EQUIPO Y RECURSOS

/ Qué habilidedes/capacidades/ recursos necesitara?




ICP

Empresa

Empresa:

Fecha:

Ingresos anuales

Tamafio de empresa

Crecimiento de plantillal

Empleados por departamento

Crecimiento de departamento

Ubicacion

Industria

Tecnologia utilizada

© Blas Martinez 2022. All rights reserved. www.blasmartinez.com

Tomador de decision R

;Quién tiene la Ultima palabra?

Usuario final

;Quién usara tu producto o servicio?

Influenciadores -

;Quién puede recomendar o influir?

Decisor econdmico

;Quién otorga el presupuesto?

2

Saboteadores

;Quién preferiria que la venta no se lograra?




Divergencia




i A quien ventde?

Ingresos Anuales

Empleados en [a empresa

Aumento te empleados

Nivel de Responsabilidad
Funcion

Uhicacion

BZB

< $1 millan USD

< $100 millones USD

1001 - 5000

Propitarios

< $5 millones USD
< $500 millones USD

2001 - 10000

Negativo

Servicios financieros

Mexico

I II

< $10 millones USD
< $1000 millones USD

> 10000

Desarrollo de Negacio

Argentina

< $20 millones USD
> $1000 millones USD

hiotecnologia

< $50 millones USD

a001-1000



Convergencia




i A quien vende?

Ingresos Anuales

> $10 millones USD

Empleados en [a empresa

Aumento te empleados

Cualguiera

Nivel de Responsabilidad Propietarios

Uhicacion Cualguiera

Nuestro mercado inicial son propietarios o CEQ's que hablen espaiiol y formen parte de
empresas B2B que esten facturando mas de $ 10 millones te dolares que tengan entre
50 y 200 empleados y que actualmente estén ampliando su plantilla.
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produccion

valor)



1. Aspiracion

ganadora
N
2. Campo de juego N
» Ubicacion \
« Clientes (ICP) 3. ¢ Como ganar? T
-+ Canales . Coste mas bajo 3
 Ofertas

« Diferenciacion
(elementos de
valor)

- Etapas de 4. Capacidades

produccion



;. Qué pasaria si el Funnel Pirata de Dave McClure
y el embudo de Steve Blank tuvieran un hijo?

Growth Map

‘ FUNNEL PIRATA: AARRR

ACQUISITION :Cémo nos encuentran?

ACTIVATION iConsiguen lo que buscan?

RETENTION ;Los usuarios vuelven?

REVENUE ¢Cémo hacemos dinero?

REFERRAL ¢Nos recomiendan?
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¢Para qué sirve el Growth Map?

Sirve para disenar, probar y ajustar nuestra estrategia comercial.

Growth Map

Nos ayuda a ganar
claridad, alinear los
equipos de ventas,
marketing y éxito,

mMinimizando el
riesgo al fracaso.

Disenar
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Piramide de Curry

. blientes Activos

Clientes inactivos

. Uporfunidades perdidas

Prospectos

SUSPEectoS



Gracias




