A GTM Framework

Although GTM plans vary widely by industry and offering type, this framework captures essential considerations
that apply for any plan. It's organized by three phases (vision, readiness, and launch) and four focus areas.

Define your offering and strategy
and build alignment with your

team and leadership.

DEFINITION

Detail the offering, write
problem and outcome
statements, outline the
business model, and draft
the journey map

Define business
processes needed to
deliver offering

Develop leadership talking
points and an internal
change management plan

Set cost and revenue
targets

Set sales forecast, model
revenue and costs, and
target key milestone dates

Make market evaluation,
outline pricing and
revenue models

FINANCE

Prepare your organization by
engaging stakeholders and
partners and making functional
changes and preparation.

_—

4

Prepare to take your new
offering to the market, and
ensure engagement with your
customers.

POSITIONING

Define value propositions
both internal and external,
find your position on the
competitive landscape,
and identify market

Develop offering name
and branding; define sales
strategy

Develop message map,
marketing plan, and
market communications
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Complete process
integration and training,
validate quality, outline
product roadmap
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Set deployment strategy
including teams, resources,
systems, and processes

Set delivery strategy

including sourcing, market
regions, and channels

DELIVERY

If you want to learn how ThoughtForm can accelerate your GTM plan, get in touch at

www.thoughtform.com or 412.488.8600.
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