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Objectives

1. Gain a comprehensive understanding of the key 
elements of a go-to-market strategy.

2. Learn how to conduct market research and 
analyze competition.

3. Develop skills in product positioning, pricing, 
distribution, marketing, and sales strategies.

4. Apply the knowledge gained through interactive 
activities and real-world examples.

5. Leave with a solid action plan to implement their 
own go-to-market strategies.



On Wednesday 
we will have: 



What is a Go-to-
Market Strategy?

A plan of action that outlines 
how a product or service will 
be launched and brought to 
market successfully.



Why create a 
GTM Strategy?

• It helps founders identify their target 
audience, understand market trends, and 
differentiate their offerings from competitors.

• A well-defined strategy reduces risks and 
uncertainties by outlining clear goals, tactics, 
and metrics for success.

• It ensures that resources and efforts are 
allocated efficiently, leading to optimized time 
and cost management.

• A go-to-market strategy empowers founders 
to effectively communicate the value of their 
products to potential customers, investors, 
and partners.



Let’s hear about 
your products! 



Key Elements of a Go-to-Market 
Strategy

Market 
Research

Product 
Positioning

Pricing and 
Revenue Models

Distribution 
Channels

Marketing and 
Promotion

Sales Strategy



Market research 

– Customer Surveys and 
Interviews

– Competitor Analysis

– Market Trends and Analysis

– Persona Development (pain 
points)



Let’s hear about 
your customer 
persona!



Product 
Positioning
– the process of defining how 

your product is distinct 
from competitors and how 
it meets the needs of your 
target audience.



Let’s work!

Unique Selling Proposition (USP)

- The USP should answer the 
question: "Why should 
customers choose our product 
over others?"

- Identify the unique features, 
benefits, or qualities that set 
your product apart from 
competitors.







Let’s hear your 
USP! 



Let’s work!

– Positioning statement

– The positioning statement 
should convey the unique 
benefits, target audience, and the 
product's competitive advantage.

– The positioning statement 
should be memorable, impactful, 
and aligned with the overall 
brand image.











Let’s hear your 
positioning 
statement!



Pricing and 
Revenue Models
Objectives 

• Maximize profitability

• Increase market share

• Enhance perceived value

• Penetrate new market 
segments



Pricing Strategy

Value-Based Pricing

Cost-Based Pricing

Competitive Pricing

Promotional Pricing



Pricing 
Communication
• Crafting clear and compelling 

pricing messages.

• Communicating the value and 
benefits of the 
product/service in relation to 
the price

• Addressing price objections 
and demonstrating the 
affordability of the offering



Let’s work!

– What’s your price and pricing 
strategy and why? 



Distribution Channels

• Distribution channels determine how a product reaches the 
target market and customers.

• Choosing the right distribution channels ensures efficient 
and effective delivery of the product.

• Founders should carefully consider their target audience 
and product characteristics when selecting distribution 
channels.





Let’s work!

– What’s your 
distribution strategy? 



Marketing and 
Promotion

• Marketing and promotion activities 
create awareness, generate interest, 
and drive demand for a product.

• Effective marketing strategies help 
students reach their target audience 
and differentiate their product from 
competitors.





Let’s work!

– Promotional strategy

– Define the key messages, 
promotional channels, and 
any creative ideas to engage 
customers.

–



Pitch deck Slide 1: Introduction and team

Slide 2: Costumers persona 

Slide 3: Problem statement

Slide 4: Solution and value proposition

Slide 5: Competitive advantage

Slide 6: Communication strategy

Slide 7: Revenue model



Thank you!


