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The Traditional GTM

Team Structure

A typical GTM team structure includes sales,
marketing, customer success, and product
management. Challenges arise when these
teams operate in silos, limiting their ability to
identify and pursue niche opportunities. To
overcome these challenges, it is essential to
reimagine the GTM team structure.




Embracing Cross-

Functional
Collaboration

Encourage cross-functional collaboration by creating
opportunities for teams to work together on projects and
share insights. This can be achieved through regular cross-
team meetings, joint brainstorming sessions, and
collaborative project management tools. By working
together, teams can better understand customer needs
and identify new opportunities beyond the main sales

narrative.
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Developing
Specialized Sub-
teams

Create dedicated sub-teams focused on
specific market segments, industries, or
customer profiles by identifying areas where
your organization has expertise or untapped

potential. Assign team members with relevant
skills and experience to these sub-teams, and
provide them with the resources and
autonomy needed to explore and pursue
niche opportunities.




Integrating Data-
Driven Insights

Leverage data analytics and customer
feedback by establishing processes to
collect, analyze, and share data across
the GTM team. Utilize tools like CRM
systems, customer surveys, and social
listening to gather insights. Use this
information to uncover trends, hidden
opportunities, and inform GTM team
strategies for continuous
improvement.




Encouraging a Growth
Mindset

Foster a culture of innovation, experimentation,
and continuous learning by recognizing and
rewarding risk-taking, embracing failure as a
learning opportunity, and providing resources for
ongoing skill development. Encourage GTM team
members to stay agile and adapt to evolving
market conditions and customer expectations.
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Enhancing Communication
and Transparency

Improve communication and transparency by adopting tools and
processes that facilitate open dialogue, such as regular team
meetings, shared project management platforms, and company-wide
updates. Clear communication helps ensure alignment with the
overall sales thesis and enables the discovery of new opportunities.
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\\ i : Provide ongoing training and professional
| nv.es.tl ng In development opportunities tailored to the
Traini ng a nd needs of GTM team members. Offer
: training in areas like data analysis, industry
/ DeVElOpment knowledge, and soft skills such as
> negotiation and communication. Through

upskilling, team members become better
equipped to identify and capture nuanced
opportunities.
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Measuring Success
and Adapting
Strategies

Establish clear performance
metrics to evaluate the
effectiveness of the new GTM
team structure. Track key
performance indicators (KPIs) such
as revenue growth, customer
satisfaction, and market share in
target segments. Analyze
performance data regularly and
make data-informed adjustments
to strategies as needed.




Key Takeaways for GTM
Team Success
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Can we help?

hello@eraconsulting.dk
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