Market Backgrounder For Chanimal Product
[This document helps your reseller and any sales person get up to speed on your market, customer, sales cycle, etc.]
Market

Explain who buys your product and the general market for this kind of product. Include the size of the market, the size and type of organization any unique dynamics.

Market Segments

Is your market split into segments?  If so, which do you address and which should you stay away from? For example, the CRM market has consumer (contact managers), enterprise and also desktop and SaaS models. Some are vertical (Leadmaster for marketing leads, 

Main Competitors

List the main competitors and how they compete, market share, etc. and refer to the competitive matrix for details.

Alternatives

What are the alternatives to your product--often it is manual or a spreadsheet (if software).

Decision Makers

List the most common points of entry, the process for a deal to be signed, who are the influencers, who is the final decision maker and what percentage veto power does each constituent have.

Major Problem Solved

What are the main problems you solve.

Unique Positioning

Provide 3-5 reasons someone would be a FOOL not to consider your product.

Average Deal Size
What is the average size of your typical deals, or deals by segment. 

Average Time to Close

How long does it usually take for each stage of the selling cycle and to finally close.

