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Incumbents lose because they cannot focus on winning
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Incumbents use early phases to “game the customer”

Challengers bond with the customer
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“Small, agile and eager beats
Big, constrained and worried”
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almost every time
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« Timidity 6 A ¥

» Misdirection 6 $ "

= Narrowness 6 s 5

» Costly 6

* Inconsistency 6 ( 5 "

» Ghosts 6 ¥ 5
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In proposals, like in football, the offense scores the points
The defense only scores if the offense goofs
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