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Go to market
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Value Proposition Map
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Problem-Solution ‘Fit’
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Product-Market ‘Fit’
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Intermediated Business ‘Double-fit’
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Which Customers?
• Consumer markets can be segmented by:

–Demographics
–Geography
–Psychographics
–Behavioral
–Sociocultural
–Hybrids of the above

• B2B markets by:
–Type of business (manufacturer, retailer, wholesaler, service provider)
–SIC / NAICS Code
–Size of Business
–Financial Strength
–Number of Employees
–Location
–Structure
–Sales Level
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Michael Porter’s Model
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Example
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Customer Segmentation Examples
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(Source: Understanding Michael Porter: The Essential Guide to Competition and Strategy
by Joan Magretta, 2011, Harvard Business Review)



Customer Needs Examples
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(Source: Understanding Michael Porter: The Essential Guide to Competition and Strategy
by Joan Magretta, 2011, Harvard Business Review)
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Relative Price Examples
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(Source: Understanding Michael Porter: The Essential Guide to Competition and Strategy
by Joan Magretta, 2011, Harvard Business Review)



Great Brands, Great VPs, Customer, 
Needs, or Price?
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In B2B Markets
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• All benefits
–Lists all benefits whether they matter to customer or not
–Requires least knowledge of customer or competitors

• Favorable points of difference
–Recognizes the customer has an alternative
–Requires an intense understanding of competitive offering
–Points of difference may deliver little value to the customer

• Resonating focus
–The “gold standard”
–Firm delivers value on the criteria which matter most to target
customers
–Can demonstrate and document the superior value



B2B Example #1
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B2B Example #2
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Value Proposition Summary
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External Forces Shape 
The Business Model
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Industry Forces
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Market Forces
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Key Trends
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Macro-Economic Forces
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DISCUSSION
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