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Market Players

Avoid monster player categories 
to create clarity!01

Are there player categories you 
haven’t thought of?02

Expansion into other markets03

Take it slow, this is not a 
theoretical exercise!!04

Key actions: Learn, understand, 
strike!05
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Brainstorming
Avoid monster categories!1 of 1

Do not create categories 
where the players are not 
compatible in size, target 
group and business model. 
Rather separate them into 
separate categories in order 
to keep them clear and less 
vague. And to allow you to 
understand how to 
collaborate.
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Brainstorming
What other categories are there?1 of 1

It’s sometimes smart to 
think outside of the box. 
Are there players you aren’t 
thinking of? Maybe 
substitutes or influencers 
that are affecting your 
market like suppliers or 
regulators?

Insurance 
Inc.
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Brainstorming
Expansion in other markets1 of 1

Different markets work in both 
similar and varied ways. If you do a 
Market Players in one region, you 
can use it as a template when 
onboarding your local team in a 
new region. And gathering local 
insights. 

You may also validate which 
market works best for expansion, 
before entering. Depending on 
available players. Which market is 
the most mature?
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Market Planner
Take it slow…1 of 1

Filling in the Market Planner 
might feel overwhelming. 

Remember: You don’t have to 
do everything at once.

And you don’t have to chase 
every partnership if you’re not 
ready for!

Learn, understand & strike 
when you are ready!!
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Market Planner Key Actions
Take time to learn, understand, strike!1 of 1

Very early on: Use the market player to learn and document the 
market situation. Start establishing relationships with players 
that make a difference.

When you have enough proof (many customer references, 
emerging brand) you may start selling to partners for real and 
close your first “major” deal. 

It is a balancing act to sell through a channel or directly. All 
large businesses move to secure distribution at a later 
stage.When you start, direct sales is king, if possible!

Focus on customers and understand competition. Your main 
priority should be your customers and what you offer to them!
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3 KEY ACTIONS

1 Establish first contact to learn about Hardware Incs 
purchasing needs

2 Distribute flyers at Jerry’s Local HW and start 
recommending each other in Chelsea

3 Map the market with all players and get more insight 
on market size in Stockholm


