
Go-to-Market Strategy & Channel Assessment

1. Executive Summary

This document outlines the Go-to-Market (GTM) strategy and assesses potential channels for the upcoming
product launch. The goal is to optimize market entry and accelerate customer acquisition by leveraging the
most effective sales and marketing channels.

2. Target Market Overview

Customer Segments: Small and medium-sized businesses in North America
Industry Focus: Retail, eCommerce, and Hospitality
Key Pain Points: Inefficient inventory management, lack of real-time analytics

3. Value Proposition

Streamlined inventory control platform with real-time data
Intuitive dashboard for actionable business insights
Scalable solutions customizable for each client segment

4. Go-to-Market Strategy

1. Positioning: Affordable, cloud-based inventory platform built for small businesses.
2. Pricing: Tiered subscription model with 14-day free trial.
3. Product Launch Timeline:

Pilot release: Q2
General availability: Q3

4. Key Messages:
“Take control of your inventory, anywhere, anytime.”
“Grow your business, not your workload.”

5. Channel Assessment

Direct Sales:
In-house sales team targeting medium-sized accounts
Consultative approach, lead nurturing

Channel Partners:
Partnerships with POS vendors and solution integrators
Reseller agreements with value-added incentives

Online/Digital:
SEO & targeted advertising campaigns
Content marketing & webinars
Self-service onboarding via website

Marketplace Platforms:
Listing on SaaS marketplaces (e.g., Shopify App Store)

6. Metrics for Success



Monthly active users
Customer acquisition cost (CAC)
Channel partner conversion rate
Churn rate

Important Notes

This document should be reviewed and updated regularly as market conditions evolve.
Accurate channel assessment requires ongoing data collection and partner feedback.
Align GTM efforts with overall business objectives and customer needs.
Continually monitor metrics to identify and address bottlenecks.


	Go-to-Market Strategy & Channel Assessment
	1. Executive Summary
	2. Target Market Overview
	3. Value Proposition
	4. Go-to-Market Strategy
	5. Channel Assessment
	6. Metrics for Success
	Important Notes



