
















PERCEIVED
Value =

What others 
think it’s 

worth

REAL
Value =

What it 
actually 
costs






























“Explain our invention”



“Create interest”



“Schedule a follow-up 
meeting for next week”


































Turn your raw materials into a value-signaling 
Message









In 1798, an English cleric by the name of 
Thomas Malthus argued that, since 
population multiplies geometrically and 
food production grows arithmetically, the 
population will eventually outstrip the 
food supply, returning humankind to 
subsistence level.  Yet, here we are, over 
200 years later, with a world population 
more than seven times larger, and we’ve 
still avoided the Malthusian Curse.  Or 
have we?  Did Malthus get it wrong, or are 
his predictions merely postponed?
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