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“Go-To-Market Strategy Development” Project
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1.1.2 Version control

Number

Author

Date released

Main changes to the previous version

0.1

Mike Bartley

26t May 2025

First version

1.1.3 Contacts

Type Name Main contact | Position | Phone Email

Client 2777 7?77 7777 ??? ??7?

Supplier | Alpinum Mike Bartley CEO +44 7796 mike@alpinum-consulting.com
Consulting 307958

1.2 Background

Client enables M&A transactions for buy and sell sides with a range of M&A advisory services, and

supports companies through subsequent value creation, business-focused operational change, and
technology leadership. This document defines a Go-To-Market (GTM) strategy for the “Medical/Health
Tech” (MHT) market.
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1.3 Openissues/questions
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e The possible impact of Artificial Intelligence (Al) on products, services, development, delivery, etc

2 Definitions

Term Definition Example
Input(s) Any existing collateral e Existing client list, markets, etc
relevant to the project e Marketing collateral
Aim(s) The agreed objective(s) for | ¢ Grow the size of the current Client M&A advisory service
the project business in the MHT market, whilst maintaining “good”
margins (>35%)
Success What does it mean to e Ab50% increase in the current revenues from companies
achieve the agreed Aim(s) defined as being within the MHT market within the first
year of the GTM strategy
o Atleast5 new clients defined as being within the MHT
market acquired within the first year of the GTM strategy
e Average margins from the companies defined as being
within the MHT market are above 35% during the first year
of the GTM strategy
Method(s) | The techniques applied to e Strengths, Weaknesses, Opportunities, and Threats
the project (SWOT) analysis
e Boston Consulting Group (BCG) Matrix: "new productin a
new market", "cash cow", etc.
e Brainstorming
e The "4 Ps of marketing" (product, price, place, and
promotion)
o Add People to acknowledge the role of customer
service
Metric(s) | How progressis measured | e Time, tasks completed, % of Aim(s) reached, etc
Market(s) | A physical and/or virtual e Websites (such as Amazon, eBay, etc), physical retail

structure where buyers and
sellers can “meet” that
facilitates the exchange of
goods, services, or
information between
buyers and sellers

stores, conferences, etc

Vertical(s)

A vertical market focuses
on a specific industry,
geography, or profession
with specific needs.

Geographic (Scottish health sector), wearables, remote
patient monitoring, chronic disease management, etc.
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3 Details of the proposal

The project is broken down into specific phases (that could overlap in time). Each phase should only
be started when it is agreed that all inputs required are ready, and can only be defined as finished
when the client signs off on the deliverable(s)

Phase Goal Phase Details Deliverable(s)
Input(s) e Summarise the e The current split of the business | Summary of the
Input(s) for usein is Input(s)
subsequent o 75% M&RA
phases o 25 between pre- and post-
services

e The current focus is growth
o But only with good margins
(typically 35%)
o And not chasing low-margin
revenue
e The strategy for growth is
o to move from a transactional
strategy:
= Bid everything - “scatter
gun”
o Toamore strategic approachin
well-defined verticals
= More selective on bids
“focused arrows”)
e The selected, initial strategic
market
o Medical/health tech
= Client already has a lot of
experience/expertise in this
market. Including high-level
industry “veteran”
representation on board (ex-
BUPA, etc)
e Some geographic concerns (e.g.
break up of NHS England)

Aim(s) e Toagree onthe Aim(s) |e Considerarange of possible Agreed Aim(s)
of the project aims and select

Market(s) |e Identify the target e Apply selected Method(s) Agreed Market(s)

Market(s) e |dentify Total Addressable
Market (TAM)

e Identify segments (geographic,
products/services) and size

Planning |e Define the GTM plan e Planning Agreed plan

Execution |e Execute the agreed e Follow the tasks, etc, defined in
plan the plan
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Reviews and updates to the
plan (based on feedback, etc)
as required

Next
steps

Define the next steps

Review execution against the
Aim(s) and decide if any further
work is required




