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Introduction to Go to Market
Master the Essentials of Go to Market Strategy!

DEFINITION

Go to Market (GTM) refers to the strategy used to launch a product in the market. It involves planning how to reach
customers and achieve sales goals effectively.

KEY CONCEPTS

Target Market

Identifying the specific group of consumers who will buy your
product is crucial for success.

Value Proposition

This is the unique benefit your product offers that differentiates it
from competitors.

Sales Channels

These are the methods used to sell your product, such as online,
retail, or direct sales.

Marketing Strategy

A plan that outlines how to promote your product to attract and
engage customers.

Metrics for Success

These are the key performance indicators (KPIs) used to
measure the effectiveness of your GTM strategy.

EXAMPLES

→ Launching a new app targeting young
adults through social media ads.
→ Selling a fitness product via e-
commerce and local gyms.
→ Offering a subscription service with a
free trial to attract initial users.

MEMORY TIPS

★ Use the acronym 'TVSMM' to remember
Target Market, Value Proposition, Sales
Channels, Marketing Strategy, Metrics.
★ Think of a product launch like a party:
you need the right guests (target market)
and a great theme (value proposition).
★ Visualize a roadmap: each stop
represents a key concept in your GTM
strategy.

COMMON MISTAKES

✗ Neglecting to define a clear target
market.
✗ Underestimating the importance of a
strong value proposition.
✗ Failing to measure success with
appropriate metrics.

QUICK RECAP

Go to Market strategy is essential for successfully launching a product. Focus on understanding your target market, creating a
compelling value proposition, and choosing the right sales channels to maximize impact.
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