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VenAdvisory Go-To-Market (GTM) Framework 
Innovators have talked about lean canvas, 
design thinking, customer validation, agile 
and business models for some time now.  
But how does this all connect?  

Overview 

Welcome to the VenAdvisory go-to-market 
process. It draws from MIT’s Disciplined 
Entrepreneurship used by over 1,800 
companies and Steve Blank’s The Startup 
Owner Manual used by over 100,000 
entrepreneurs. It starts with three spaces: 

• Pre-launch: Where you want to size and 
screen your opportunity?  

• Customer validation: Where you need  
to prove, disprove or qualify go-to-
market assumptions?  

• Growth: How you plan to realize  
value faster?  

Your very GTM and funding success depends 
on how well you execute in each space.  

Red Loop 1:  

In the red loop, you size the opportunity, 
understand the market problem, uncover 
unmet needs, discover which customer 
segments to target and identify customer 
pain points. What are your markets, where 
are you going to play and where will you 
anchor? The healthcare lean canvas is a 

terrific tool you can download from our 
venture studio to complete this stage. 

Grey Outer Loop 2: 

Now that you have defined your solutions, 
customer market and business model,  
you are ready to test your go-to-market 
assumptions for product-market fit in the 
grey outer loop. You’ll need to develop an 
interview guide to ask your customers key 
questions, such as—Why they are likely to 
use your solution? For this stage, you will 
also need to validate your funds’ flow and 
customer business case. 

Blue Inner Loop 3: 

Within the grey loop is the blue inner loop. 
This is the stage where you uncover 
surprising insights across the entire customer 
journey for your solution. This blue oval is 
where you ask potential customers questions 
about your visual stimuli, proof of concept or 
MVP. You can ask your interviewees: 

• How much will they benefit from your 
solution? 

• How much are they willing to pay? 

• Who would they recommend your 
solution? 

Take the time to recruit and interview the 
right people. Many fail to make this 
investment. Expect to go through three 

iterations of five qualitative 
interviews to address your unknowns, 
hypotheses, and questions. You’ll get great 
feedback. Best of all, you will save money, 
shorten time-to- market, pivot or fail fast. 

Green Loop 4: 

The green loop positions you to estimate, 
design, and develop your solution before 
launch. If you are still refining your 
prototype, use your sprints to get a deeper 
dive into your customer use cases. Lower 
your cost of customer acquisition by 
identifying contacts, channels, building out 
your web site proof points, white papers, 
and evidence for customer outcomes. As you 
go to market, use your insights to equip your 
sales team to neutralize objections. Help 
your sales team convert leads to customers 
faster. As you scale over time, mature your 
sales and operational execution. 

Conclusion 

This is the process that leads to a virtuous 
cycle of further funding, engaged customers 
and personal satisfaction for you and your 
team. How can you tell whether you have 
product-market fit or GTM success? We want 
to be your guide and help you realize value 
faster, and most importantly, we want you to 
enjoy the ride. 
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