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Choosing a Beachhead Market 

The Big Picture:  

Choose one market to pursue.  Once you have 

selected the market, continue to segment until 

you have a well-defined and standardized 

market opportunity. 
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After a sufficient period of evaluation, choose 
one opportunity and pursue it with great focus 

It does not have to be the biggest 
opportunity or clearly the best opportunity, 
but it does have to be a beach head 
application with sufficient size, profitability 
and significance that when you win it, it will 
produce positive cash flow for the venture 
and position the company well for the 
future. 
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At this point you will deselect (at least 
temporarily) the other markets.  

 

This may involve “putting them on ice” until 

you determine if the market you have 

selected is a winner. 
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How: 

•  Analyze your top 6-12 market opportunities 

and choose one to pursue 

•  Use the 7 criteria from Market Segmentation 

to help select your beachhead market 

 

Choosing a Beachhead Market 
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Try to avoid selecting the largest or very large 

markets, even if they seem like the “best” 

segment.  Since the first market you attack will 

be a learning experience, you are better off 

learning in a smaller market where you can get 

high exposure quickly among the base of 

potential customers. 

 

Choosing a Beachhead Market 



 
 
 

    

Three Conditions that Define a Market 

1.  The customers within the market all buy similar products 

 

2.  The customers within the market have a similar sales 
cycle and expect sales products to provide value in 
similar ways 

 

3.  Customers spread “word of mouth” in the market, 
meaning they serve as compelling and high-value 
references for each other in making purchases 
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Beachhead Market Selection  
“Peeling of the Onion” 

•  What is typically the case in this process is that once you have chosen a 

beach head market to pursue, you will have to do a good deal more sub-

market segmentation to really get focus.  This is what we call “peeling of 

the onion” 

•  The market does not have to be real big ($1b+/yr) and in fact it is better 

if it is small ($100m/yr or less) where you can dominate it 

•  The beachhead market should allow you to get to be cash flow positive in 

that market 


