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MAIN IDEA

Today's most exciting companies create
categories. They sell us different — not just better.
They solve a problem we didn't even know we had.
This is the real genius of Amazon, Salesforce,
Uber, IKEA and others. They are category kings.
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1. Why category isthenewstrategy . . . . . . . . . . . . ... ... o Pages2-3

Category kings create new categories of business based on entirely new ways of doing
things. They don't try to sell better — they sell different. They introduce the world to a new
‘_/le category of product or service and thereby make what came before seem outdated,

clunky, inefficient or painful. Legendary companies create new categories which
generate a gravitational pull on the market.

Category

2. The playbook for becoming a category king . . . . . . . . .. .. ... ... ........ Pages 4 -6
These companies excel not by trying to be better To really excel in business today, you have to invent a whole new game to win by defining
than everyone else but by creating and then a new market category, developing it and then dominating it over time. Category design is
dominating their own market categories. Uber, for a new discipline which has these seven steps:

example, carved a new digital transportation
category out of the huge analog marketplace for
personal transportation made up of taxis, limos,
rental cars, public transportation and driving
yourself in your own car.

What is missing in Founder's
the marketplace? insight
What is a descriptive Category
name for this? name
Who else should we Blueprint

be working with? ecosystem
How do we frame our Point of
unique solution? I
How do we own the Mobilize
key control points? people
How do we change Lightning
how people think? strike
How do we build The
momentum? flywheel

You can't build a legendary new company without
first building a substantial new category in the
marketplace. To play bigger, you have to position
yourself as the leader in that category — because
you're different — and then convince everyone that
category is going to be a very big deal. You have to:

= Develop a point of view — which explains why
you exist and what you will do for the world.

= Condition the market — help consumers
understand which problem you solve for them.

= Design an ecosystem —a community of
supporters, partners, colleagues, evangelists.

= Fire up a lightning strike — do something to
shock the market and get attention.

= Establish yourself and then keep expanding
your category — build on your position and
move outward and upward.

"Category kings start out as pirates, dreamers, and

innovators. The truly legendary kings leave the 3. How category kings become businesslegends. . . . . . . .. ... ... ... ... ... Pages 7 -8
scene as heroes. Category is the new strategy." The Holy Grail for business is to build a company which is a continuous category creation
— Al Ramadan, Dave Peterson, machine. If you can discover a category, work up a powerful POV, develop a blueprint,
Christopher Lochhead and Kevin Maney build an ecosystem, set up a lightning strike and get a flywheel spinning, the sky is the

limit.
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