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A promising Al-driven healthcare technology startup was preparing for a new round of investment
but needed to refine its go-to-market (GTM) strategy to attract investors. The startup aimed to
reposition itself in the healthcare market, specifically in the early cancer detection segment, by
improving its product development roadmap, updating key milestones, and revising financial
projections based on new revenue assumptions. To achieve this, the company engaged Yellow
Beard Group a consulting firm specializing in assisting startups and SME grow.

Develop a Business Model Canvas - Clarify the value proposition, customer segments,
and key resources.

Q

Refine Product Development Strategy — Update development timeline with product
release dates. Consult with customers to align product features with market demands and
regulatory requirements.

Q

Update Milestones — Establish achievable short- and long-term goals for product and
market expansion that aligns with investor expectations.

Q

Create a New Financial Forecast — Adjust revenue assumptions to reflect a more realistic
scalable growth strategy.

Q

Define Business Model Canvas — Conducted research and stakeholder workshops to
redefine key business components.

<

Product Development Strategy Review — Assessed team capabilities, availability of
resources, business objectives to ensure alignment with realistic expectations.

MIA

Milestone Adjustment — Created an updated roadmap focusing on product launch, market
entry, and scaling.

MIA

Financial Forecast Update — Built a new financial model incorporating revised revenue,
human resources and product launch date assumptions.
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Case Study: Go-To-Market Strategy Repositioning for an Al Healthcare Startup

Market Validation -ldentified a customer to implement product application trials.
Identified key healthcare segments where Al-driven applications had the highest demand.

Competitive Positioning - Highlighted differentiation through niche positioning, regulatory
compliance, and clinical validation.

Revenue Model Adjustments - Shifted from a one-time licensing model to a SaaS-based
recurring revenue model.

Investment Readiness- Identified pathway to securing funding from investment bankers by
addressing financial and operational gaps

Revised Business Model Canvas — Strengthened value proposition with clearer
differentiation and partnerships.

Enhanced Product Roadmap - Prioritized customer segments most relevant to early
adopters in healthcare.

Updated Financial Forecast — Modeled revenue growth based on realistic total
addressable market (TAM), customer adoption rates, and pricing strategy.

Investor Pitch Refinement — Aligned messaging with investor expectations and market
traction evidence.

FINAL Recommendation - Position the startup as a regulatory-compliant, Al-driven
solution provider targeting niche early cancer detection segments while leveraging a
subscription-based revenue model to enhance long-term scalability.

Improved Investor Interest - Increased confidence from potential investors due to a
clearer GTM strategy and a more realistic forecast and valuation.

Stronger Market Positioning - More defined competitive advantage based on a marketing
and branding strategy leading to better product recognition.

Sustainable Growth Plan - Achievable milestones and financial targets aligned with
investor expectations.
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z=¢ Through a structured GTM strategy revision, the Al healthcare startup was able to reposition
@ itself, increase investor confidence, and set the foundation for sustainable growth. The

revised business model and financial forecast provided a clear roadmap for both internal
execution and external funding discussions.

S Future Roadmap: Initiate pilot programs for testing the application with early adopters,
Q secure regulatory approvals, and prepare for Series A funding.



