
Market Penetration (Growth Strategies) 

Now that you have decided to grow your business; the next question you might ask yourself is how? 

Surely there must be a method that companies use which I could adopt to grow my business? 

Fortunately for you there is or should I say there are. 

A number of standardized methods have been developed and are used across the world by small, 

medium and large businesses. Not to say these are the only and correct methods that you must 

employ; no not at all. If you have the capacity to think outside the box and develop your own growth 

strategy, by all means do so.  

Nonetheless; these are the four most commonly used growth strategies; Market Penetration, 

Market Expansion, Product Expansion and Diversification. And the two techniques used to execute 

these strategies are either Organic or Acquisition of which I shall expound on each method.  

Market Penetration 

Imagine your favourite dish which you know exactly how to prepare. You know the recipe, the 

ingredients and the exact quantity for yourself. Now imagine you invite friends over for dinner and 

you decide to prepare your favourite dish. Instead of preparing for one, now you are preparing for 

six. You would need bigger pots and you would need to increase the quantity; but the recipe remains 

the same and even more importantly, the method remains the same; all that would change is the 

quantity of food.  

That analogy is exactly what market penetration is all about. It is growing your business using the 

very same product or service you already offer by selling it to more people who you do not currently 

sale to and are in your very same market. 

Economics describes a market as the number of people who consume a particular product. And in 

that market or imaginary circle of consumers, there are companies that sale that product. Each of 

those companies has an imaginary portion of that circle commonly known as market share. To gain 

more market share a company can attempt to sale its’ product to more people in the circle and by so 

doing growing its market share. 

Market penetration is the simplest growth strategy you can use because it only requires you to do 

more of what you already know how to do. And the best thing about it is that you would be selling 

to ready users; by that I mean consumers that already need and use the product. All you have to do 

is convince them that your type is superior.  

Bear in mind that you would have to increase production and resources to accommodate the influx 

of customers just as when you invited your six friends for dinner. 
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