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How to reach customers?

We distinguish between direct and indirect channels and online and offline channels.

Offline Channels
Online Channels
Direct Channels Indirect Channels
The whole
customer
journey is to
Sales Online Sales Shops of Wholesaler Online Partner be
Department (Website, App,...) partners Sales :
considered!
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This approach empowers businesses to make informed
decisions, mitigate risks, and optimize resource
allocation, ultimately increasing the likelihood of
succesful market entry
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What values are customers willing to pay
for?
What are they paying for now?

Sale of Usage License Membersh Advertisi
goods Fee Fee ip Fee ng

The common Sale of

source of The source of Customers are continuous Fees for
revenue revenue is granted the access 0 a promoting
generated generated by right to use a service. a particular

from the sales the use of a protected product,

of products. particular intellectual service or
service. property for a brand
license fee.
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Analyze and optimize the path your customers are taking!
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website

Initial telephone Written Sales
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Which KPIs can be taken to track and measure success?
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Some typical KPIs are...

KPls depend very
much on the phase Iin

which a start-up finds
itself...
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OKRs: Objectives and Key Results

... OKRs (Objectives and Key Results) are a goal-setting framework that helps

organizations define and track their objectives and measure progress towards
achieving them.

Ambitious, qualitative, and o
inspirational statements that describe Measurable and specific milestones
that indicate progress towards

achieving the objectives.

what an organization, team, or

individual aims to achieve within a
specific timeframe.
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Feedback from
customers
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Thank you!
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