
The World is Your 

Oyster
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MARKET SIZING

Which  market  t ype  bes t  descr ibes  your  bus iness ,  and  why?

You have been digging up a lot of customer and market research. Now, you know more 
about your audience, the problems they experience, and what solutions they've looked 
to in the past. Now we need to zoom out to place ourselves. We do this by capturing 
our Overall Market (aka “Total Addressable Market”) & Available Market (aka 
“Serviceable Available Market”).

Market Type

Put  Sources  &  Re levant  S tat i s t i cs  Here

a.k.a. what is the big
industry name?

a.k.a. how big is this universe in terms of 
units, people & dollars?

Overall Market

Market Size

Clone Market

New Market

Re-segmented Market

Exis,ng Market
This is an established, well-defined market where 
customers know the name of your compe,tors. You’re 
offering something beQer.

There are successful businesses with this model abroad 
or in a totally different industry/market, and you’re 
adap,ng it to your customers.

There are no established players and it’s an ill-defined 
market. You’re trying to create something new.

There are customers within the exis,ng market that have 
specific needs the main compe,tors do not address. 
You’re offering something for this smaller segment.
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GET MORE SPECIFIC
There’s a smaller market within the big universe that makes up the 
people you can actually reach. For example, if I want to make 
recommenda?ons on pitch decks my Total Market is all new 
businesses, whereas my available market is all product and technology 
startups.

Is there an exis5ng name or do you 
need to create a name?

a.k.a. how many people can you reach &
what’s the dollar amount of that market?

Available Market

Market Size

OVERALL MARKET

AVAILABLE MARKETAVAILABLE MARKET

TARGET MARKETTARGET MARKET

TARGET MARKET
We’re going to get even smaller than 
the available market. ODen, 
entrepreneurs get scared to narrow 
down to a small niche because we 
want to be everything to everyone 
(E2E). But being E2E means you’ll be 
pulled in too many direc?ons, which 
is a costly situation. On the following 
pages, we’ll do some more work to 
get to our exact Target Market.

Put  Sources  &  Re levant  S tat i s t i cs  Here



Now Find the Pearl Now Find the Pearl
Type something
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YOUR TARGET

Using Facebook Audience Insights, fill out the details of your audience using what you 

know of your early-vangelists. Con?nue to refine un?l the poten?al audience size is 2.5 

- 3 million ac?ve users. Capture the details (demographics, page likes, interests) below:

Activity

Look at your Industry & Customer Insights, as well as your Compe??ve Analysis to 
identify the Opportunities. Based on these, which customers segments seem to have 

unmet needs? Get specific and give your reasons why!

a.k.a. how big is this market in terms of
people & dollars?

Target Market

Market Size

a.k.a. give this target market
a name.

Put  Sources  &  Re levant  S tat i s t i cs  Here

CLICK HERE FOR 
FACEBOOK AUDIENCE 

INSIGHTS

LIST THE KEY CUSTOMER SEGMENTS THAT ARE GOING UNSERVED:

h8ps://www.facebook.com/
iq/tools-resources/audience-

insights

https://www.facebook.com/iq/tools-resources/audience-insights
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The Early-Vangelist
Do you have that one friend that’s always the last to download a social media app or is 

s7ll holding out on crea7ng a Facebook profile? That friend of yours is usually not an 

early adopter.  

You want to find the customers that will take a leap of faith, trust your company, and 

use your product/service early on. AND, they must be willing and able to naturally sing 

your praises. 

HAS A PROBLEM

IS AWARE OF THAT PROBLEM

IS ACTIVELY LOOKING FOR A SOLUTION

PUT TOGETHER THEIR OWN SOLUTION

HAS MONEY TO PAY YOU FOR YOUR SOLUTION

Sometimes, the person you really want to be your customer isn’t also willing or able to be 
your early-vangelist. Your first product cannot be designed for a mainstream customer. 

Remember, E2E is very expensive.

Do your customer profiles meet the requirements?
If not, it’s 7me to go back and iterate. Review your cast of characters and consider 
which ones meet the early-vangelist requirements. We’ll define the cast again in a 
few pages.
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YOUR EARLY-VANGELIST

Let’s think about people that like to make their own beer at home. Nowadays, products 
for homebrewers are very common and the market has expanded tremendously as the 
hobby grows popular. But, in the early days, where do you think these product 
manufacturers started? They started by looking to the hobbyist homebrewers that were 
figuring out a DIY soluEon to make beer in their garage. They used those DIY soluEons 
as inspiraEon for their first prototypes. They also made sure their product was at least 
as good, if not significantly beFer, than the DIY soluEons their early-vangelists created.

Example

Using Facebook Audience Insights, fill out the details of your audience using what you 
know of your early-vangelists. ConEnue to refine unEl the potenEal audience size is 
500,000 - 1,000,000. Pro-Ep: If you think your product is for high-tech early adopters, 
you can select that as a way to narrow your audience. Capture the details below:

Activity

As a startup, defining the early-vangelist is important because they will help you with 
iniEal tracEon (aka “sales”) AND they will likely give you lots of feedback. 

CLICK HERE FOR 
FACEBOOK AUDIENCE 

INSIGHTS

Hopefully you are very specific on your early-vangelists that you can start to exclude 
some of the family & friends that you’ve been receiving advice from on your journey. 
Now, when you are reviewing your contacts in your address book or on LinkedIn, see if 
anyone in your extended network looks like a potenEal early-vangelist. List them here:

DO YOU PERSONALLY KNOW PEOPLE LIKE THIS?

h"ps://www.facebook.com/
iq/tools-resources/audience-

insights

https://www.facebook.com/iq/tools-resources/audience-insights



