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Product Concept

Technically Viable

Demonstrable Prototype or 
Proof of Concept

Assess the Market

Does this have business 
potential?  How to 
improve chances of 

market success.

Idea

Experiments

WE ARE HERE



Why do an assessment?   Why not just try to 
launch it?

ÅSize the total opportunity

ÅDetermine if and how much effort (resources) 
to apply to what areas of the business

ÅCreate your customer personas (who are you 
solving for), identify Marquee customers, and 
achieve product/market fit sooner

ÅAvoid wasted time and money no matter what 
size, and shorten time to profitability

ÅSecure venture funding

ÅSecure partnerships

ÅFrame your exit strategies (if you want to exit)



wƻƻƪƛŜ aƛǎǘŀƪŜΥ ά¢ƻǘŀƭ !ǾŀƛƭŀōƭŜ aŀǊƪŜǘέ

TAM ґAssessment
TOP DOWN = PROBLEM:
άп҈ ƻŦ ŀ Ϸр. aŀǊƪŜǘΤ
$200M/yrhǇǇƻǊǘǳƴƛǘȅέ

This is an uninformed assumption or guess 
about market penetration.

The market does not define your 
opportunity. It defines the past and what 
already is (in terms of money being spent)



TAM is IMPORTANT, but NOT SUFFICIENT

TAM = CONTEXT
IDEAL CUSTOMER

X
ANNUAL CONTRACT 

VALUE

5600 ICP X $100K = $5,600,000,000

EG $5.6B TAM



.ƻǘǘƻƳΩǎ ǳǇ !ǎǎŜǎǎƳŜƴǘ ƛǎ ƳƻǊŜ ǊŜŀƭƛǎǘƛŎκǇǊƻōŀōƭŜ Χ ŀƴŘ ƳƻǊŜ ōŜƭƛŜǾŀōƭŜΗ  
LǘΩǎ ƛƳǇƻǊǘŀƴǘ ǘƻ ŀǎǎŜǎǎ ǘƘŜ ǊƛƎƘǘ ǘƘƛƴƎǎΦ 
!ŦǘŜǊ олҌ ȅŜŀǊǎ ƻŦ ƭŀǳƴŎƘŜǎΣ LΩǾŜ ƛŘŜƴǘƛŦƛŜŘ ǘƘƻǎŜ ŜƭŜƳŜƴǘǎ ǘƘŀǘ ƳŀŘŜ ǘƘŜ ōƛƎƎŜǎǘ ŘƛŦŦŜǊŜƴŎŜΦ

Real Data + 
Assumptions 

------------------------

Factored for Risk

ASSESSMENT = REALITY



Part 1: Know who you are selling to and 
their pain (Personas)

IDEAL CUSTOMERS / IDEAL USERS
What buyers, what influencers, in what 

markets segments, solving what 
problems for what end-users?

¸ƻǳ ŎŀƴΩǘ ŀǎǎŜǎǎ ŀ ƳŀǊƪŜǘ ȅƻǳ ƘŀǾŜƴΩǘ ŘŜŦƛƴŜŘ



Part 1: 
Know who you 
are selling to 
(Personas)
Demographics, Psychographics, 
Needs/Goals,
Economic Power, etc.

Resources
------------------
ÅYour personal network 

(real people)
Å Industry data (free/paid)
ÅMarquee customers and 

CRM contacts
ÅTrade association 

membership profiles
ÅTrends/research 

(free/paid)
ÅConduct surveys
ÅLook at competitor 
ŎǳǎǘƻƳŜǊǎ κ άƭƛƪŜ 
ŀǳŘƛŜƴŎŜǎέ

Factors
-----------------
ÅFunction
Å Interests
ÅExample titles
ÅProfile
ÅAccountability
ÅKey problems
ÅUrgency/importance
ÅWhat drives them
ÅCompetencies
ÅBudget
ÅCompelled to act/ 

compliance

Customers AND Users




