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"People don't want to buy a
quarter-inch drill. They want a
quarter-inch hole!™
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If you go deeper - they actually
want to hang a picture on the wall
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*Theodore Levitt

[MARKET]



Cat de mare este Piata Potentiala

. oo . >
si Cine este Clientul: TAM
Total market for your
product.
Valoare? v =
Pret? -\— g Percentage of SAM you can
’ realistically capture.

B Pret = Valoare? —

SOM

Portion of the market you can
acquire based on your

business model (your

targets).



Modelul TAM SAM SOM ajuta la intelegerea
dimensiunii pietei si la calcularea procentului
din piata pe care il va captura/acapara produsul.

Analiza necesara mai ales in atragerea unui
investitor.

. Definitii si sfaturi despre:
- Ceeste TAM SAM SOM
- Cum se completeaza TAM SAM SOM Canvas

- Cum sa eviti cele mai intalnite erori




SAM =
otal Addressable Marke Serviceable Available

[Piata Totala Adresabila]: Market
Cat de mare este [Piata Disponibila
cea mai mare piata? Adresabila]:
[care este valoarea Care este bucata din

tuturor clientilor piata care se
din acea piata] potriveste cel mai
' bine produsului?



Market Size AirBnB 5

1.9 Billion+

TRIPS BOOKED (WORDLWIDE) BUDGET & ONLINE TRIPS TRIPS W/AB&B
Total Available Market Serviceable Available Market Market Share



Crossing the Chasm

The Chosm . .

Innovators Early Adopters Early Majority Late Majority Laggards
2.5% 13.5% 34% 34% 16%

€ > € >

People who want newest things People who want complete solutions and convenience




Crossing the Chasm - “Traversarea

Prapastiei”
Provocarea: trecerea de la Early adopters la Early majority

Inovatorii si Early adopters accepta produse incomplete
Early majority se asteapta la solutii complete, integrate.
Pentru a face “trecerea” (cross the chasm):
. — Feedback rapid
— Scalabilitate imbunatatita
_ Bariere de adoptie indepartate




TAM SAM SOM Model




TAM SAM SOM

» Total Addressable Market

How big is the largest market?

» Servicable Available Market
What kind of portion of the market fits you?

» Servicable Obtainable Market

What portion of the market are you able to reach?

» Earlyvangelists

What are your most potential customers?




Cine sunt Earlyvangelists?

v/ Au o problema reala si masurabila

v Inteleg ci au o problema

v/ Sunt activi in cautarea unei solutii

v' Problema este destul de mare, astfel incat au
incropit o solutie, chiar DYI

v/ Au resurse/buget ca sa rezolve problema

v/ Sunt “Cei mai probabili clienti”

v’ Vor spune altora despre solutia ta!




TAM SAM SOM+ Fast Food Restaurants

Total Available Market
Serviceable Available Market
€2 bln, Serviceable Obtainable Market
Earlyvangelists
World wide fast food restaurant Fast food restaurants in Fast food restaurants Foodies within ~200
markt 2 cities without competitors meters
TAM SAM SOM +

Y Gustde



Beachhead Strategy

?

Point of Attack



Strategia Beachhead [Cap de Pod]

Concentreaza resursele pe cucerirea unui
segment de piata mai mic (beachhead).
Odata asigurata si cucerita aceasta piata,
urmeaza extinerea spre zone mai largi.

Beachhead prin achizitie: cumpararea de

companii in noi locatii sau piete de interes. [




Nisa / Bresa / Capul de Pod

Segment mic, bine definit, dintr-o piata mai larga, cu nevoi

specifice si nesatisfacute pe deplin, o oportunitate pentru

afaceri sa se specializeze, sa aiba concurenta redusa si sa vizeze

un grup restrans de clienti cu cerinte clare.

o Segmentare - public restrans, cu interese si nevoi comune.

o Specializare - produse/servicii specifice, care nu sunt
acoperite de piata de masa.

.. Concurenta - redusa - mai putini concurenti puternici decat

in piata generala.

o Profitabilitate - ridicata, clientii sunt dispusi sa plateasca
mai mult pentru solutii personalizate.




TAM SAM SOM Canvas | [Company] | [Date]

1. Earlyvangelists

2. Serviceable Obtainable Market

TAM

4, Total Addressable Marketing

aty




Top-down Approach
Se porneste de la cele

mai mari date statistice
disponibile » se reduce
apoi cu filtre
economice, geografice

Expert evaluation of your TAM from
open sources

Remove markets in Estimation of your .
which you cannot SAM Sau demogl"aﬁce
B . [Ex. clientii din Europa/
Estimation of Romania, cu venituri
Reduce SAM for the EHEEL peste 6000 lei/luna,

estimated sales of
your competitors.

intre 18 si 35 de ani,
studii superioare, din

nuvhand



Bottom-up Approach
Se incepe cu date

statistice: (#clienti x

pbdng i VMC [venit
competitors Basic mEdiU/CIient] x %
data about conversie).

your business
Add markets in which

you can't directly
provide your service or

Folositoare cand avem
un pilot sau date

goods. Estimation of your
SAM interne.
Dezavantaj:
presupunerile pot fi
Estimation of your TAM 'in;elétoare la scara

antoarmnatinnala






Curs 12: Cine sunt potentialii

clienti?

Chestionar de evaluare —
(activ in intervalul 19:30 - 20:00)!
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