Al-Powered GTM Cheat Sheet

GTM

Al-Powered Solution

Common GTM Challenges & Al Solutions

Ideal Pustomer Positioning & GTM Marketing Sales Customer
Profile Messaging Strategy Channels Process Success

Challenge Al-Powered Solution

Al identifies differentiation opportunities via competitive

Market Saturation | o
analysis & customer insights.

Positioning & Messaging Resource

Constraints

Factors to Analyse for
Better ICP Segmentation

Al automation optimizes lead generation, market research,
and customer support.

Market Research Internal Positioning

& Analysis Discove Development . _ . o
Customer Success & Data Overload Al-driven data processing extracts actionable insights

Pattern from vast datasets.

Messaging Testing Implementation
Pain Points & . : Architecture & Validation & Iterations
P Firmographics

Use Cases I C SHER

Rapid Market
Changes

Al continuously analyzes trends, helping businesses stay
agile and adaptive.

Positioning Statement Formula

[Product Name] is a [Category] that helps [Target Audience]
to [Key Benefit] by [Unique Approach] unlike [Alternative],
we [Key Differentiator]

Buying Process & Marketing
Stakeholder Dynamics

GTM Strategy Al Metrics & Benchmarks for GTM

Strategy Characteristics Key Components

Metric Benchmark Al's Role

* High ACV ($100K+)
e Complex sales cycles
(6+ months)
* Multiple stakeholders
* Heavy customization needs
* High-touch implementation

Enterprise sales team structure .
Enterprise AEs Lead Conversion
Solutions Engineers Rate

Professional Services

Customer Success

Al-driven lead scoring

_ 0
10-20% (B2B 5aas) improves targeting.

Enterprise

Customer
Acquisition
Cost (CAQ)

Industry-dependent
(Optimize <20% of LTV)

Al identifies cost-effective

e Medium ACV ($25K-100K) acquisition channels.

* Moderate sales cycle (2-4

Mid-Market months)

 Standardized solution
e Mix of high-touch and tech-touch

Enterprise sales team structure
Enterprise AEs

Solutions Engineers
Professional Services

Customer Success Al automates tasks, personalizes

outreach, and predicts deal
closure probability.

Sales Cycle Length Sales Cycle Length

e Lower initial ACV Product analytics

Product-Led

Growth

Partner-Led

* Self-service capabilities
* Rapid time-to-value

* Expansion potential

« Virality features

* Leveraged sales motion
» Geographic expansion
* Industry specialization
e Shared economics

Growth engineering
Sales assist team
Usage-based pricing
In-product education

Partner programs
Channel sales team
Partner enablement
Co-marketing programs
Deal registration

Churn Rate

Pipeline Velocity

Customer Lifetime
Value (CLV)

<5% (Enterprise Saas)

15-30% faster with Al

3-5x CAC

Al predicts at-risk customers
and personalizes retention
strategies.

Al-driven forecasting and
automation streamline deal
progression.

Al enhances upsell/cross-sell
opportunities and customer
engagement.

* Segmented teams

* Multi-modal operations
* Flexible pricing

* Diverse marketing

- e Multiple GTM motions
Hybrld o Segment-specific approaches
 Flexible deployment
» Diverse revenue streams

Strategy

Outpace competition with Al-driven GTM strategies—turn market complexity into
actionable insights and unlock growth potential.




