
Introduction
Market diversification is a powerful strategy for business growth. By
expanding the range of products or services you offer or entering new
markets, you can reduce risks, attract new customers and create additional
revenue streams. For women entrepreneurs, particularly in low and middle
income countries, market diversification can provide stability and
opportunities in uncertain economic climates.

This resource explores practical ways to diversify your business offerings and
enter new markets while managing risks and leveraging your strengths.

What is market diversification?
Market diversification involves expanding your business in one or more of the
following ways:

Product diversification: Introducing new products or services to your
existing customers.

1.

Market expansion: Offering your current products or services to new
customer segments or geographic areas.

2.

Combined approach: A mix of new products/services and new customer
segments or markets.

3.

The goal is to reduce reliance on a single product, service, or market, making
your business more resilient to changes and challenges. 

Diversifying your product or service range
Adding new products or services to your business can increase your value to
existing customers and attract new ones.

Start with customer feedback:
Listen to your customers’ needs and pain points.
Use surveys, reviews, or track casual conversations to identify gaps in
your offerings.

Market Diversification: Expanding Your
Range and Offering



Build on your expertise:
Consider adding products or services that complement your current
offerings.
For example, if you run a bakery, you could add cake decorating classes or
sell baking kits.

Experiment with seasonal offerings:
Test new ideas by introducing limited-time products or services for
holidays or special occasions.
Seasonal diversification can attract new customers without requiring a
long-term commitment.

Example in action:
A tailor could diversify by offering ready-to-wear clothing alongside custom-
made garments, tapping into a wider audience with different price points.

Expanding to new markets
Reaching new customer groups or entering different regions can significantly
grow your business.

Identify new customer segments:
Look for groups that might benefit from your existing products or services.
For instance, if you make skincare products, consider targeting men or
older adults with tailored options.

Adapt to local preferences:
When entering a new geographic area, research the local culture,
preferences and needs.
Small adjustments, such as offering different sizes or flavours, can make
your products more appealing.

Utilise online platforms:
Digital tools like e-commerce websites or social media can help you reach
customers far beyond your local area.
Platforms like Etsy or WEConnect International are great for 

       businesses looking to expand globally.



Example in action:
A handmade jewellery business could expand by marketing its products to
international customers via an online store and digital marketing, highlighting
cultural or artisanal uniqueness.

Balancing innovation with risk management
Diversification involves some level of risk, but careful planning can minimise
challenges and increase your chances of success.

Start small:
Test your new products or markets on a small scale before fully
committing.
Pilot programmes or pop-up events can help you gauge interest and refine
your approach.

Leverage partnerships:
Collaborate with other businesses to share resources and reach new
audiences.
For example, a fitness trainer could partner with a nutritionist to offer joint
services.

Monitor costs and resources:
Diversification shouldn’t overstretch your budget or team.
Focus on projects that align with your core skills and available resources.

Example in action:
A farmer diversifying into agritourism could start by offering weekend farm
tours before investing in larger-scale operations like guest accommodations.

Promoting your diversified offerings
Once you’ve diversified, effective marketing is key to ensuring success.



Highlight new benefits:
Clearly communicate how your new offerings add value.
Use simple, engaging messaging to show how these products or services
solve problems or improve lives.

Use multiple channels:
Promote your new offerings through social media, email marketing, local
advertisements and word of mouth.
Tailor your messaging for different platforms and audiences.

Engage your existing customers:
Your loyal customers are a great starting point for promoting new
offerings.
Offer special discounts or sneak previews to encourage them to try your
expanded range.

Example in action:
A beauty salon adding spa services could create a special “launch day”
promotion for regular clients, encouraging them to explore the new offerings.

Measuring success and adjusting
Diversification is an ongoing process. Regularly evaluating your efforts ensures
you stay on track and make necessary adjustments.

Track key metrics:
Monitor sales, customer feedback and engagement to measure the success
of your new offerings.
Analyse which products or markets are most profitable and why.

Be open to change:
Not every diversification effort will succeed, and that’s okay. Learn from
setbacks and refine your approach.
Focus on areas where you see the most potential for growth.



Celebrate Milestones:
Recognise small wins along the way, such as hitting sales goals or gaining
new customers, to maintain momentum and motivation.

Reflection questions
Use these questions to get you started on your market diversification journey:

What impact do I want to have?
What do my customers value?
Who do I want to reach, and where are they?
What resources do I have?
What would be the easiest way to diversify?
What would be the most resource-efficient way to diversify?
What challenges might I face?
How can I overcome them?
Where can I get some support or guidance?

Conclusion
Market diversification offers endless opportunities for growth and resilience.
By expanding your range or entering new markets, you can unlock new
revenue streams, attract diverse customers and safeguard your business
against risks.

Start by listening to your customers, testing ideas on a small scale, and building
on your existing strengths. With thoughtful planning and a willingness to
adapt, you can create a more dynamic and sustainable business that thrives in
any environment.


