
​TAM 小並弗意味着儂需要放棄。學會哪​
​能將一個微型利基市場變成一個盈利且有​
​防禦壁壘嘅啟動平台。​

​一個緊密細分嘅市場可以成為一個盈利、​
​有防禦壁壘嘅利基市場，或者如果儂有紀​
​律地去對待伊，伊可以成為走向更大類別​
​嘅啟動平台。​

​Zoho 最早構建了一個利基業務，作為現​
​金牛。然後，伊利用箇些現金去構建了一​
​個十億美元收入規模嘅企業。​

​登錄 Sramana Mitra 嘅 Digital Mind AI 導​
​師系統​​。​

​上傳儂嘅商業計劃書，或者貼上儂嘅電梯​
​演講。然後逐個提問下底嘅問題：​

​1.​ ​“如果我嘅 TAM 很小，我有哪些戰​
​略選擇？”​

​2.​ ​“我是應該深耕這個利基市場，還​
​是擴展到相鄰領域？”​

​3.​ ​“我該哪能判斷這是一個可行嘅微​
​型利基市場還是死胡同？”​

​4.​ ​“1Mby1M 關於自下而上擴展 TAM​
​嘅框架是什麼？”​

​5.​ ​“我該哪能在弗失去市場牽引力嘅​
​情況下重新定位？”​

​6.​ ​“加入 1Mby1M 費用是多少？儂拉​
​收多少股權？”​

​AI 導師會分析儂嘅市場結構並引導儂了​
​解真實嘅選擇。有啥弗懂嘅可以隨時要求​
​解釋。我拉嘅 AI 導師是私密、安全嘅。​
​全天候 24/7 提供，支持 57 種語言。​

​我拉一淘來深入研究箇個問題。​

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

​Let’s dig into this together.​
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