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Introduction

In the fast-paced and competitive world of business, having a solid Go-To-Market (GTM)
plan is crucial for the successful launch and sustained growth of any product or service.
Whether you are a startup entering the market for the first time or an established company
launching a new offering, a well-crafted GTM plan serves as your roadmap to market
success. It outlines your strategy for reaching your target audience, differentiating from
competitors, and achieving your business objectives.

This GTM plan template provides a comprehensive yet straightforward framework to help
you organize your thoughts, strategies, and actions. Designed to be a practical starting point,
this template covers all essential aspects of a GTM plan, from market analysis and value
proposition to marketing, sales strategies, and customer support. By following this template,
you can ensure that no critical elements are overlooked, and your team is aligned and
focused on the key priorities.

The template is divided into distinct sections, each addressing a specific component of the
GTM strategy:

1. Executive Summary: Provides a high-level overview of the plan’s objectives and key
metrics.

2. Market Analysis: Offers insights into the market landscape, target audience, and
competitive environment.

3. Value Proposition: Articulates the unique value your product or service brings to the
market.

4. Marketing Strategy: Details the tactics for creating demand and generating leads.
5. Sales Strategy: Outlines the sales process, channels, team structure, and tools.
6. Product Strategy: Includes the product roadmap, pricing strategy, and launch plan.
7. Customer Support: Describes the support plan, onboarding process, and feedback

loop.
8. Metrics and KPIs: Identifies the key performance indicators to measure success.
9. Budget: Provides a financial overview and detailed budget allocation.
10. Risks and Mitigation: Assesses potential risks and outlines mitigation strategies.
11. Timeline and Milestones: Presents a detailed timeline of activities and milestones.
12. Appendices: Includes supporting documents and additional data.

This template is designed to be flexible and adaptable to suit the specific needs of your
business and industry. As you work through each section, consider the unique aspects of
your product or service and tailor the content accordingly. Remember, a GTM plan is not a
static document; it should evolve as you gather market feedback and refine your strategies.

At Grant and Graham, we specialise in helping businesses like yours develop effective
Go-To-Market strategies. Our team of seasoned professionals brings extensive experience
in sales, marketing, and business development to ensure your product or service achieves
its full market potential. Whether you need support with market analysis, value proposition
development, or execution of your GTM plan, we are here to assist you every step of the
way. Learn more about our services and how we can help you succeed by visiting Grant and
Graham.
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Go-To-Market (GTM) Plan (Template)

1. Executive Summary
● Objective:

○ Brief description of the product/service.
○ The primary goal of the GTM plan (e.g., market penetration, product adoption,

revenue generation).
● Key Metrics:

○ Revenue targets.
○ Market share goals.
○ Customer acquisition and retention targets.
○ Timeline for achieving these metrics.

2. Market Analysis
● Market Overview:

○ Size of the market in terms of revenue and number of potential customers.
○ Growth trends in the market.
○ Key drivers and barriers to market growth.
○ Regulatory and economic factors influencing the market.

● Target Market:
○ Demographic profile (age, gender, income level, education, etc.).
○ Psychographic profile (lifestyle, values, attitudes, etc.).
○ Behavioural profile (buying habits, brand loyalty, product usage, etc.).
○ Geographic profile (regions, countries, urban vs. rural, etc.).

● Competitive Analysis:
○ List of key competitors.
○ Market positioning of each competitor.
○ Strengths and weaknesses of each competitor.
○ Competitors' market share.
○ Analysis of competitors' products, pricing, marketing strategies, and customer

reviews.

3. Value Proposition
● Unique Selling Points (USPs):

○ Key features and benefits of the product/service.
○ How the product/service solves customer pain points better than competitors.

● Customer Pain Points:
○ Specific problems faced by the target market.
○ How these pain points affect the customers' lives or businesses.

● Positioning Statement:
○ A clear and concise statement that explains the product’s unique value.
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○ Includes who the product is for, what it does, and why it’s better than
alternatives.

4. Marketing Strategy
● Brand Strategy:

○ Core brand elements such as brand mission, vision, and values.
○ Brand messaging and tone of voice.
○ Visual identity elements (logo, colour scheme, typography, etc.).

● Demand Generation:
○ Content marketing strategy (blogs, whitepapers, videos, infographics, etc.).
○ Social media marketing strategy (platforms, types of content, posting

frequency, etc.).
○ Event marketing strategy (trade shows, webinars, conferences, etc.).
○ Public relations strategy (press releases, media relations, influencer

partnerships, etc.).
● Lead Generation:

○ Email marketing campaigns (newsletters, drip campaigns, promotional
emails, etc.).

○ Search engine marketing (SEO, PPC campaigns, etc.).
○ Landing pages and lead capture forms.
○ Lead nurturing tactics (automated email sequences, personalised follow-ups,

etc.).

5. Sales Strategy
● Sales Process:

○ Detailed steps from lead generation to closing a sale (lead qualification,
product demonstrations, proposal generation, negotiation, closing).

● Sales Channels:
○ Direct sales (in-house sales team).
○ Online sales (e-commerce platform, website).
○ Indirect sales (distributors, resellers, partners).
○ Retail sales (brick-and-mortar stores, pop-up shops).

● Sales Team Structure:
○ Roles and responsibilities of sales team members (sales managers, account

executives, sales representatives, etc.).
○ Team size and territories.

● Sales Tools and Training:
○ CRM systems.
○ Sales enablement tools (pitch decks, demo videos, case studies, etc.).
○ Training programs (product training, sales techniques, industry knowledge,

etc.).
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6. Product Strategy
● Product Roadmap:

○ High-level timeline of product development.
○ Key milestones and deliverables (beta testing, product iterations, feature

releases, etc.).
● Pricing Strategy:

○ Pricing model (one-time purchase, subscription, freemium, etc.).
○ Rationale behind pricing decisions (cost-plus, value-based, competitive

pricing, etc.).
○ Discounts and promotions.

● Product Launch:
○ Pre-launch activities (market testing, beta programs, pre-orders, etc.).
○ Launch activities (launch event, press releases, social media

announcements, etc.).
○ Post-launch activities (customer feedback collection, product updates,

support).

7. Customer Support
● Support Plan:

○ Description of customer support channels (email, phone, chat, social media,
self-service portal).

○ Support hours and response times.
○ Tiered support levels (basic, premium, enterprise).

● Customer Onboarding:
○ Process for ensuring new customers are successfully onboarded.
○ Onboarding materials (welcome emails, tutorials, user guides, webinars).
○ Dedicated onboarding specialists.

● Customer Feedback Loop:
○ Methods for collecting customer feedback (surveys, feedback forms, user

interviews).
○ Process for analysing feedback and implementing improvements.

8. Metrics and KPIs
● Key Performance Indicators (KPIs):

○ Specific metrics to track the success of the GTM plan (customer acquisition
cost, lifetime value, churn rate, conversion rates, market share).

● Reporting Plan:
○ Frequency and format of reporting on KPIs (weekly, monthly, quarterly

reports).
○ Tools and dashboards used for tracking and reporting.
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9. Budget
● Budget Overview:

○ High-level summary of the budget allocated to the GTM plan.
● Detailed Budget:

○ Breakdown of the budget by category (marketing, sales, product
development, customer support).

○ Specific allocations for each activity (advertising, events, software tools,
personnel).

10. Risks and Mitigation
● Risk Assessment:

○ Identification of potential risks that could impact the GTM plan (market risks,
operational risks, financial risks, etc.).

● Mitigation Strategies:
○ Plans for mitigating identified risks (contingency plans, risk management

processes, insurance).

11. Timeline and Milestones
● Timeline:

○ Detailed timeline of all key activities and milestones.
○ Gantt chart or similar visualisation.

● Milestones:
○ Specific, measurable milestones that indicate progress (product development

stages, marketing campaign launches, sales targets).

12. Appendices
● Supporting Documents:

○ Additional documents or data that support the GTM plan (market research
reports, customer personas, competitive analysis, detailed budgets, and
timelines).

For more information or support please contact us at www.grant-graham.co.uk
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