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That company that I chose is Squatty Potty. 

Value Proposition: Squatty Potty was revolutionary product because it was never thought of before. Squatty Potty is a bathroom toilet stool that is affordable, accessible, convenient, doctor recommended and clinically proven to improve one’s colon health. 
Customer Segments: Squatty Potty is a product that is mass marketed to everyone that wants to try out the product. Squatty Potty was originally meant for a niche market of people who needed help with constipation, bloating and hemorrhoids but after a viral video of the product, it became a favorite household product to have. 
Channels: Squatty Potty have direct and indirect channel types that have great awareness. Squatty Potty is available everywhere in the United States, Canada, as well as globally in countries like Spain, Germany, France, United Kingdom, and Japan. Squatty Potty also has over twenty thousand customer reviews on Amazon with 80% being 5-star reviews. 
