Accelerate GTM from Founder Conviction to Four Packages to Achieve GTM Fit
Repeatable Revenue.

Key Outcomes What You Get

We help startup founders build GTM with product roadmap Position & Pitch: Buyer-led positioning and messaging:

q . . Convert
rigor - so you can stop guessing and start scaling. Cut Through Urgency: ICP, triggers, buyer & champion research;
Strategic Narrative Differentiation: Unique value & competitive edge; Enablement:

Sales/marketing cheat sheet, pitch deck

Accelerate @ Validate & build pipeline: Buyer research and messaging,

Most founders think they have a sales or lead gen problem. They don't. They have a GTM fit problem. Early Find Traction in 90 days urgency signals, ICP account list, rapid sprints with GTM
wins are usually opportunistic: founder network, heroic effort. The wins are real, but the GTM motion isn't. Prove your GTM engineering, data to iterate/pivot, proven repeatable playbook
q Launch Plan, align & execute: Buyer & competitive research,
_— Heroic sales effort N_° re'pea.table tr'actl.on Product Launch positioning & messaging, ICP, launch plan & channel strategy,
Pipeline stalls Every win needs founder Pipeline is chaotic with Ship it with Speed collateral: product web page, product datasheet, pitch deck
Prospects nod, . effort scattered across
. involvement, sales push,
but deals slip and heavy liftin segments, use cases,
Y 9 and painpoints Grow GTM fixer: Executive embedded in your team, fractional (~10
GTM Fixer (Ongoing) hrs/week), continuous optimization, content strategy, sales
Optimize for Repeatable Revenue tools and execution capacity
Our Approach
You wouldn't build a product without user research, use case prioritization, and roadmap sprints. We bring Are we the partner for you?
that same rigor to GTM. For early-stage tech founders who:

We research and prioritize: Buyer urgency, ICP signals, differentiation, market entry traction, and pipeline

. . ) . g Have product conviction but not a
repeatability. Then we ship, test, stop what doesn't convert and iterate to find traction.

differentiated pitch that drives
buyer urgency

Complete your thinking
We don't replace your conviction

Y
N2

Your GTM Roadmap I\ Need to prove repeatable traction Ship fast, test with real buyers, iterate
Each signal builds on the last. Fix upstream \I¥ before their next raise Not endless strategy decks
before optimizing downstream.

FOUNDATION TRACTION
Positioning Hit Competitive Rapid Sprints Buyer Repeatable AN Wan.t to systemfze GTM before Track real signals, not vanity metrics
Clarity Urgency Edge (GTM engineering) Pull Playbook \ scaling marketing spend We stop what doesn't convert
E a a a E a Our founders built GTM engines from $0 to $400M+ in ARR, driving GTM and product marketing at early-
What do you Who has Do you sound Repeatable Can you get a Enablement & stage unicorns and F1000 companies, including Veeva, SAP, SpotOn, and Treasure Data.
replace or solve? urgency? Signals? different? meetings? champion fast? consistency?
@) The goal isn't "better positioning & messaging." It's a revenue system you can debug and scale. ] Ready to turn conviction into traction?

Book a GTM Signals Session.



