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Look	at	internal	and	external	market	trends,	
impacts	and	historical	implications	successes,	
challenges.

Analyze	Segments,	Channels,	Product	
Acceptance,	Customer	Buyer	Behavior	&	
Resources.	(Build	Buyer	Personas)

Determine	your	bases	of	competition	and	
potential	barriers	to	entry.	Strengths,	
Limitations,	Pricing,	Positioning,	#	Users,	
#	Installs,	Marketing	Spend.

Strengths,	Limitations,	Resources,	
important	success	factors.

Developing	Your	Go-To-Market-	Strategy
Whether	 for	a	new	product	 introduction	or	value-added	product	enhancement,	 the	steps	are	 the
same	 .	 .	 .	 determine	 the	 feasibility	 of	 the	 market	 opportunity,	 identify	 your	 short-term	 and	 long-
term	 targets	 for	 marketplace	 penetration,	 dig	 for	 and	 develop	 keen	 insights	 into	 the	 decision-
making/buying	 life	 cycle	 and	 learn	 the	 buying	 behavior	 and	 characteristics	 of	 the	 decision-
makers/influencers	who'll	have	life	or	death	power	over	the	sale.
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