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IS IT A SALES STRATEGY?

What can we expect from GTM?

Is GTM faster than REGULAR
MARKETING?

What are the benefits of GTM?

What are the risks?

What you need to know

GTM
Explained



Is it a Sales
Strategy?
YES. Customers, not markets, buy your
products, so it’s critical that you provide the
right offers at the right price and time through
the most effective channels. 



what can
we expect
from GTM?

Xray of the competitor landscap.
Your stage
Commercial models
Target markets and personas







Brand

A science unto itself. Dont
underestimate its power.

Are you a Coke o Pepsi; Apple or Dell

What about the world is chanching
that makes us neccesary?

Start how
you mean to
end



Positioning

Occupy a distintic place:
In a potential customers mind
unique white space in the market
For: target customers
Who are dissatisfied with (currente
market alternative)

Competition 

Not just technology



Is GTM faster than
REGULAR MARKETING??

Bringing science to sales and are harnessing data in ways that deliver
double-digit gains in return-on-investment (ROI). These organizations
start with centralizing commercial operations and generating insights

from internal and external data sources, including web and email
scrapes, information from virtual calls and pitches, and other analyses.
These improved insights allow sales organizations to be more agile in

aligning their resources and adapting their operating model. To hardwire
these capabilities, smarter automated processes are built into a new

operating models. Performance metrics and coaching are then tailored
to the needs of the company and the requirements of the individual

salesperson. The result is a domino effect: one event triggers the next,
and the impact grows cumulatively







INCREASED
PRODUCTIVITY

SUPPORTED
GROWTH

FUTURE
OF WORK

Businesses can move large
amounts of data without worrying
about network issues that can
potentially affect the business.

Businesses won't have to worry
about adding more connected
devices that move essential data
to their network.

Superior connectivity can further
open up businesses to the
advantages of remote workers
or dispersed teams.

GTM can change how businesses work and flourish

Benefits Businesses



Key
Questions

How empowered is your
commercial hub, and can it
deliver critical sales insights?
What technology investments
should you prioritize? 
How quickly can you align
resources against attractive
customer opportunities?
What will the seller profile of the
future look like?



Concerns about the risks of GTM

What are the risks?



Pricing



Segmentation



Examples



Examples



Send it ! We hope you learned something new.
carolina@parquetec.org
carolina.arango@orchestra.global

Do you have
any questions?



McKinsey

Jumpstar

Youtube

Resources 

https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/the-domino-effect-how-sales-leaders-are-reinventing-go-to-market-in-the-next-normal
https://www.jumpstartinc.org/wp-content/uploads/2016/09/Go-To-Market-Tool-9616.pdf
https://www.youtube.com/watch?v=Xc_vR2VQQ40

