This Go-To-Market (GTM) Checklist is your step-by-step guide to successfully launching your
product, scaling your startup, and driving sustainable growth. Follow each section to build a
winning GTM strategy and avoid costly mistakes.

1. Define Your Target Audience

e Who is your ideal customer?

Identify the key demographics, pain points, and needs of the audience who will benefit
most from your product.

e Where do they spend their time?
Research the online platforms, forums, and communities where your target audience is
most active.

e What problems are they trying to solve?
Understand their challenges so you can position your product as the solution.

2. Craft Your Value Proposition

e What makes your product unique?

Clearly define the unique benefits your product offers and how it stands out from
competitors.

e How does your product solve customer pain points?
Focus on the outcomes your customers will experience rather than just product
features.

e Keep it concise and compelling
Your value proposition should be short, clear, and easy to understand in under 30
seconds.

3. Choose Your Marketing Channels

e What platforms will you use?
Select the best marketing channels (social media, content marketing, paid ads, etc.)



based on where your target audience spends their time.

e Optimize for your niche
Whether it’s LinkedIn for B2B SaaS or Instagram for a consumer product, ensure your
chosen platforms align with your audience’s habits.

e Budget allocation
Decide how much of your budget will go into each marketing channel and prioritize the
most effective ones.

4. Create a Sales Process

e |ead generation
Develop strategies for attracting leads, whether through content marketing, SEO, social
ads, or referrals.

e Lead nurturing
Set up an automated email funnel to nurture leads with relevant content, case studies,
and product demos.

e Sales enablement
Equip your sales team with resources like pitch decks, product demos, and customer
success stories to close deals more effectively.

5. Set Measurable KPIs

e Customer acquisition cost (CAC)
How much does it cost to acquire a new customer? Set clear targets to ensure your
marketing and sales efforts are cost-effective.

e Lifetime value (LTV)
What is the average revenue a customer will generate over their lifetime? Aim to
increase this metric over time.

e Churn rate
Keep track of the percentage of customers who stop using your product so you can
improve retention strategies.



Sales funnel performance
Track metrics at each stage of the sales funnel (awareness, interest, consideration, and
decision) to spot potential drop-off points.

6. Align Your Team and Resources

Team responsibilities
Clearly define each team member’s role in the GTM strategy—marketing, sales,
customer support, etc.

Resources and tools
Identify any tools or platforms your team will need to execute the strategy (CRM
systems, marketing automation tools, analytics software).

Training and onboarding
Ensure your team is well-equipped and trained to execute the plan, from understanding
the product’s value proposition to using sales tools effectively.

7. Launch Plan

Pre-launch marketing
Build anticipation with teaser content, email sign-ups, or early access offers.

Launch day execution
Plan the details for your official launch day—social media posts, email blasts, and press
outreach.

Post-launch support
Be prepared to handle any customer feedback or questions that come in after launch.
Have your support team ready for action.

8. Monitor, Optimize, and Scale

Track performance
Regularly check your KPIs to assess the performance of your GTM strategy.



e |terate and optimize
Based on data and feedback, tweak your messaging, sales process, or marketing
tactics to improve results.

e Scale successfully
Once your GTM strategy is working well, consider scaling by increasing your budget,
expanding to new markets, or exploring partnerships.

Final Thoughts: Execution is Key!

This GTM checklist will guide you through the most crucial steps to launch your product with a
solid strategy. With every element in place, you'll be prepared for success from day one.

Remember: A successful GTM plan is not static—it evolves as you learn more about your
customers, market trends, and internal operations.

Ready to launch? Let’s do this!
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