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STAY ON TARGET.
GENERATE GROWTH THROUGH 
STRATEGIC PLANNING AND STRONG 
BRAND POSITIONING.

Launching a new product, service or business re-
quires a detailed business strategy that identifi es 
market gaps where demand is greater than supply, 
correct product or service position pricing is em-
ployed and a marketing model that is scalable and 
repeatable.

Through the Value Forward® copyrighted methodology of 
how to launch a new product or service, we use a step-
by-step detailed process where we build a framework of 
success to help senior executive teams implement new 
offerings that meet or exceed their corporate revenue ob-
jectives.

Through three sequential steps, we help management 
identify business drivers that make prospects buy, dis-
cover market gaps that exist and provide best practice 
recommendations on how to package, market and sell 
their offering based on their corporate objectives.

Through this program, we take you through structured, 
sequential steps of how to identify market gaps correctly, 
analyze your objectives and profi tability success param-
eters, and test your hypothesis for your new product or 
service launch.

UNDERSTAND WHY DO PROSPECTS BUY

Through this discovery session, we analyze your target 
market’s crucial business demand questions needed to 
maximize business launch success and that identify what 
buyer drivers you need to implement in your marketing, 
branding, product or service design and sales process.  

IMPLEMENT A MARKET GAP ANALYSIS

Identifying where demand is greater than supply takes a pre-
meditated process where business research and market op-
portunities are explored from a competitor, buyer-demand 
and buyer-need position to minimize risks and maximize of-
fering profi tability. Market gaps only appear when true, non-
emotional analysis is executed and where the gap research 
points you to an underserviced market that can be exploited 
profi tably.

Generating growth for clients in the fastest and most cost effective manner 
requires strategic planning and strong brand positioning.

STRATEGY  +  PLANNING  +  MANAGEMENT



 

Buyer driver knowledge is a key business operational 
tool required to build products and services that induce 
customers’ to buy.  Using this information, we help craft 
messaging, branding positions, sales value propositions, 
offering descriptions, marketing campaigns and sales 
process models to increase revenue capture success.

EXECUTE A SUCCESSFUL NEW PRODUCT OR 
SERVICE LAUNCH

Once market gaps have been identifi ed and corporate 
profi tability objectives has been determined, launching 
the right sales and marketing programs to support your 
opportunity are a differentiator between success and fail-
ure.

Naming your offering, pricing your offering and packag-
ing it correctly to induce buyer demand requires a precise 
operating model based on proven methods and strate-
gies that also complement your corporate objectives. Us-
ing our systematic approach, we help you build sales and 
marketing models that will accelerate you launch.

ABOUT VALUE FORWARD NETWORK

The Value Forward Network is a management consulting 
fi rm providing advisement to small to medium sized 
(SMB) businesses with annual revenues from $1 million 
to $200 million. Our licensed management consultant 
team consists of senior executives which include 
former CEOs, VPs of Sales, VPs of Marketing, and 
other management executives who bring strategic and 
tactical business success to clients. They focus on 
helping CEOs, company founders and senior executive 
team members maximize revenue, increase marketing 
success, reduce operating expenses and build a 
replicable and scalable revenue capture process that 
gives them a competitive edge using a revenue capture 
scorecard approach.

Success is the result of a pre-
meditated plan.

For more information about Value Forward 
programs and services, please contact:

MARKETING + BRANDING

MARKET GAP ANALYSIS = SUCCESS

Gerhard Vierthaler
Value Strategy Group
(907) 222-2703
Email: gerhardv@valuestrategygroup.com
Web: www.valuestrategygroup.com
Twitter: www.twitter.com/akb2btuneup
LinkedIn: www.linkedin.com/in/gerhardvierthaler
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