Become a Data-Driven GTM Team with an Insights Engine

Click here to see the full Framework.
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Get Visibility and Insights into GTM

See how, when, where, and why every dollar you invest in GTM converts to leads, pipeline, customers, renewals and expansion.

Measure your GTM Efficiency to identify where to invest more, where to cut back, and where to optimize the process for better results.

Profitability Metrics
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Financial Metrics
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Pipeline Generation Metrics
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Unblending the Funnel

The Blended Funnel is a common trap. Across GTM, data is blended together, hiding what's really happening. Different
types of leads, opportunities, renewals, etc. will convert differently, sometimes dramatically so.

To get real insights from data, we have to unblend the funnel. Here's an example from marketing leads.

Blended Funnel

2500 MQLs 5000 MQLs Without visibility into your funnel, forecasting
l l é is too ambiguous to be accurate.
Will doubling our MQL quota simply double
$1.5M ARR é__— ARR?

Unblended Funnel

With an unblended funnel, we can see that the

500 Demos 2000 Webinars 600 Demos 4400 Webinars &— majority of revenue comes from demos.
However, live demos are not as scalable as
webinars.

$1.25M ARR $250K ARR $1.5M ARR S550K ARR We've hit our MQL target by mostly scaling

webinars, which leaves us $1M ARR short of
our revenue target.

\$1.5M ARR '/ \' /

Recurring Data Inspection - Reports to Review

You don't get Insights by building reports and walking away. To get real insights - and even accurate data - you have to
block dedicated time to review reports regularly, drive the right behaviors, and conduct deep analysis.

Processes Required for Accurate Metrics

. All metrics, from GTM Efficiency to Financial Metrics, Pipeline Generation Metrics, Pipeline
-
< IERE BRSO ions Management Metrics, and CS Metrics (NRR) are affected by ICP/Personas
(2] Lead Scoring Inbound Lead and Pipeline Generation Metrics, Inbound Pipeline Management Metrics, CAC,
L & Routin LTV:CAC, GTM Efficiency Ratio, GTM Efficiency Margin, Bookings, Growth Rate
7)) g
(2]
O
(@] e - . e All Pipeline Generation Metrics, All Pipeline Management Metrics, CAC, LTV:CAC, GTM
E (I RO 2T S Efficiency Ratio, GTM Efficiency Margin, Bookings, Growth Rate
o
E Lead Management Inbound Pipeline Generation Metrics, Close Rate, Sales Cycle, Pipeline Velocity, CAC,
E 9 LTV:CAC, GTM Efficiency Ratio, GTM Efficiency Margin, Bookings, Growth Rate, Magic Number
b4
(2 4
< Funnel Seamentation All Inbound Pipeline Generation Metrics, Pipeline Management Metrics, CAC, LTV:CAC, Magic
= 9 Number
Pipeline Review Process All Pipeline Management Metrics, CAC, LTV:CAC, Magic Number, GTM Efficiency Ratio &
- Margin, Growth Rate
Outbound Prospecting Outbound Pipeline Generation Metrics, Pipeline Management Metrics, CAC, LTV:CAC, Magic
Process Number, GTM Efficiency Ratio & Margin, Growth Rate
(2]
5‘, Cabacity & Territorv Plannin Outbound Pipeline Generation Metrics, Pipeline Management Metrics, CAC, CAC Ratio,
(7)) P y y 9 LTV:CAC, GTM Efficiency Ratio & Margin
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(o Sales Process All Pipeline Management Metrics, CAC, LTV:CAC, Magic Number, GTM Efficiency Ratio &
o & Sales Methodology Margin, Growth Rate
(2]
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-l Targets, Quotas All Pipeline Generation Metrics, All Pipeline Management Metrics, CAC, LTV:CAC, Magic
e 9 . ' Number, GTM Efficiency Ratio & Margin, Growth Rate, Bookings, Gross Margin, Opex Profile,
() & Commissions
Rule of 40
All Pipeline Generation Metrics, All Pipeline Management Metrics, CAC, LTV:CAC, Magic
Sales Coaching Cadences Number, GTM Efficiency Ratio & Margin, Growth Rate, Bookings, Gross Margin, Opex Profile,
Rule of 40
Renewals Process Gross Retention, NRR, CSAT/NPS, GTM Efficiency Ratio & Margin, Growth Rate
Customer Success Process Gross Retention, NRR, CSAT/NPS, GTM Efficiency Ratio & Margin, Growth Rate
(2]
Ll
A Expansion &
{’IJ, Upsell Process Expansion ARR, Close Rate, Sales Cycle, ASP, GTM Efficiency Ratio & Margin, Growth Rate
O
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Q. Onboarding Process Gross Retention, NRR, CSAT/NPS, GTM Efficiency Ratio & Margin, Growth Rate
7]
o
:T)T)Ii:igz‘:ttsi‘on Gross Retention, NRR, CSAT/NPS, GTM Efficiency Ratio & Margin, Growth Rate
Account Health Monitoring Gross Retention, NRR, CSAT/NPS, GTM Efficiency Ratio & Margin, Growth Rate

Report Fields and Filters
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Closed Won
Opportunities

All Open Opportunities
in Pipeline

Name, Amount, Close
Date, Owner

Name, Amount, Close
Date, Owner

Sorted From Largest
Deal to Smallest

Sorted by Channel
Source

Next Steps and Mutual
Evaluation Plan

All Open Expansion
Opportunities in Pipeline

Name, Amount, Close
Date, Owner

Sorted From Largest
Deal to Smallest

Next Steps and Mutual
Evaluation Plan

All Recurring
Accounts

Name, Amount,
Renewal Date, AM

Sorted by
Renewal Date

Account Health, Red
Flags, Next Steps
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Weekly Review/1:1's Quarterly Review

Yearly Review

Annual Planning

Unfortunately, if you start Annual Planning without the foundation laid out here, you're
already behind the curve, setting targets on hopes and prayers instead of real data.

Building an Insights Engine dramatically improves annual planning but it must be done
multiple quarters in advance.
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Track, Adjust, and Keep Iterating
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GTM Efficiency

Until Numbers Line Up with Targets


https://bit.ly/3OTwv1R

