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A small TAM doesn’t mean you need to
quit. Learn how to turn a micro-niche
into a profitable, defensible launchpad.

A tightly segmented market can become a
profitable, defensible niche, or the
launchpad for a larger category, if you
approach it with discipline.

Zoho built a niche business first, as a
cashcow. Then, it went on to build a
billion dollar revenue business using that
cash.

Log into Sramana Mitra’s Digital Mind Al
Mentor.

Upload your pitch deck or paste your
elevator pitch. Then ask the following
questions, one at a time:

1. “What are my strategic options if my
TAM is small?”

2. “Should I go deep into the niche or
broaden into adjacencies?”

3. “How do I determine whether this is a
viable micro-niche or a dead end?”

4. “What's the 1Mby1M framework for
bottom-up TAM expansion?”

5. “How do I reposition without losing
traction?”

6. “What does it cost to join 1Mby1M?
How much equity do you take?”

The Al Mentor will analyze your market
structure and walk you through real
options. Ask for any clarification. Our Al
Mentor is Private. Safe. Available 24 /7 in
57 languages.

Let's dig into this together.
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