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Expanding Your Portfolio
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Objective

ÅTo explore the topic of expanding your portfolio of 
products and services by learning from lessons 
experienced or observed.

This is designed to be an interactive discussion



Multiple Product Line Scenarios

Complimentary 
product lines

Product lines 
addressing 
different 
markets

Overlapping 
product lines

Replacement 
product lines



Portfolio Expansion - Examples

Greater product 
footprint within 

customers

Vertical or 
horizontal add-

ons

Additional 
technology

Expanded 
service offerings 
within customers

Business process 
offerings

Custom 
development 

solutions

New products to 
reach new 
customers

New product 
from existing 

vendor

New product 
from new vendor

Product  allows 
reaching new 

market, segment 
or geography

New services to 
reach new 
customers

Services that 
take you into a 

new market 
space

Services that 
take you into a 

new market 
segment

Services that 
take you into a 

new market 
geography


