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Penetration
Easiest to sell existing products to 

existing clients. Make sure they 
know what you can offer!

(Least risk)

Product 
Development

 Easier to sell new products to 
existing clients than existing 

products to new clients

(Medium risk)
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Market 
Development

  Harder to sell existing products to 
new clients than new products to 

existing clients

(Higher risk)

Market / Product 
Diversification

 Hardest, but if you can't add more 
products or more clients, it's time 

to do something else

(Highest risk)

Look at your existing clients and existing products first (least 
risk), then add new products to sell to existing clients (medium 

risk), then add more clients and sell them your existing products 
(higher risk), and only diversify as a last resort (highest risk)

My take on the Ansoff Matrix

It's easiest being in the GREEN zone!


