
Achieving Product/Market Fit For Your Small Business
Startup

 

What is the most important piece of advice for a new small business startup?  Consider 
this… your business will only succeed if it adds real value for the user. 

 

For any startup to succeed, achieving “product/market fit” is among the most vital of 
goals. But verifying that your product meets a strong market need and can stand up to 
competitors is not an exact science, nor does it typically happen in one grand a-ha 
moment. Likewise, building momentum in a market requires patience and comes with 
no guarantees as customers’ needs, regulatory landscapes, and competitive pressures 
change over time.

 

In this case ‘value’ means that potential customers will understand they need or want 
your service or product enough to pay you a price that will give you profit and success.

 

Achieving product/market fit asks a very basic question: Why should your ideal 
prospects buy from you rather than any of your competitors? I suggest that there are 
three critical building blocks that, combined, will define your business “niche”:

 Target market. No market is homogeneous or one-dimensional. It’s a 
combination of many sub-segments, like pieces of a pie. Clearly define your target
customers by demographics, geography, customer benefits, distribution channel, 
etc., so that you know where to focus sales and marketing efforts.
 

 Competitive set. You don’t compete with everyone; you compete with those 
companies appealing to the same customer segments you are. 

 Competitive advantage. This is the “promise” that you make to your customers. 
One of the truisms of competitive advantage is that customers don’t buy product 
features or attributes; they buy benefits. So what do YOU promise current and 
prospective customers that your company does best? Is it best quality? Best 
customer service? Whatever customer benefit you say you stand for, it’s got to be 
an obsession in your company. It’s what you build your company around. 

 



Despite the uncertainty and risk you face when starting a business, there are some 
actions you can take to increase your success in accomplishing product/market fit:

 

Do your homework to understand your customers’ current needs and anticipate 
what they’ll need in the future. Research your target demographic by spending time 
with prospective customers, read industry blogs and print publications, attend industry 
tradeshows and webinars, and seek out a professional in your industry who might serve 
as a mentor to you as you develop your products and services. 

 

Focus on one primary and critical value proposition. It’s impossible to be all things 
to all customers. By homing in on what’s most important to your target customers, 
analyzing significant trends in your industry, and identifying where competitors are 
falling short in solving customers’ problems, you can deliver value out of the gate. If 
you’re solving a pain point for your customers from the start, they will be more patient 
in waiting for you to add other features and options.

 

Listen. Learn. Adapt.

Have a business plan but be open to change as you listen to feedback and ideas from 
your early customers. Learn from what they’re telling you can improve your products or 
services. And be prepared to adapt your systems and processes to make your business 
more viable and sustainable.  
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