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Masterclass 
Creating a Go-to-Market Strategy
Task:
From First Customer to Repeat Revenue
Define who you sell to first, how you reach them, how you make money, and how you keep them.

Exercise Overview
Complete one single table that answers four essential GTM questions:
1. Who do we start with?
2. How do we reach them?
3. How do we make money?
4. How do we keep them?

Note: focus on you first realistic market, not the biggest possible one.
“This is about your first 50–100 customers, not the whole world.






Go-to-Market Plan – Simple & Practical
	Area
	Key Decisions
	Notes / Rationale

	Target customer
	Who is your first customer? (industry, size, profile)
	Why them first? What problem hurts most for them?

	Launch approach
	How will you reach them initially? (direct sales, partnerships, online, referrals, pilots)
	Why is this channel realistic for you now?

	Pricing & revenue
	How do you charge? (one-off, monthly, package, tiered)
	Why will customers pay this price?

	Customer acquisition
	How do customers discover you?
	What is your main acquisition channel?

	Retention & growth
	Why do customers stay or buy again?
	What makes switching or leaving unlikely?



Example 1: Product 
Context: Online bookkeeping service for freelancers
	Area
	Key Decisions
	Notes

	Target customer
	Freelancers earning €30k–€80k/year
	They struggle with admin and taxes

	Launch approach
	Partnerships with coworking spaces
	Direct access to target customers

	Pricing & revenue
	Monthly subscription with 3 plans
	Predictable revenue

	Customer acquisition
	Referrals + content
	Trust is critical

	Retention & growth
	Annual tax support + reminders
	Switching costs are high




Example 2: Service
Context: Corporate wellbeing workshops
	Area
	Key Decisions
	Notes

	Target customer
	HR managers in mid-size companies
	Clear buyer and budget owner

	Launch approach
	Pilot workshops
	Low risk for companies

	Pricing & revenue
	Price per workshop + packages
	Easy to understand

	Customer acquisition
	LinkedIn outreach + referrals
	Decision-makers are reachable

	Retention & growth
	Annual wellbeing programmes
	Repeat revenue
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