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Porter's Five
Forces
Analysis

StratifyPro operates in a highly competitive environment with significant challenges from new entrants,
substitutes, and powerful buyers. However, its strong product differentiation through AI and
comprehensive strategy management tools, coupled with low supplier power, positions it well to compete
effectively. To maintain and strengthen its position, StratifyPro must continue to innovate, expand its
market reach, and enhance customer loyalty through excellent service and ongoing value delivery.




Porter's Five Forces Analysis

1. Threat of New Entrants
Medium to High

Barriers to Entry
e The strategy management software market has moderate barriers to entry due to the need for significant

technological development, expertise in Al, and integration capabilities. However, cloud-based platforms and open-
source tools have lowered these barriers somewhat, making it easier for startups to enter the market.

Brand Loyalty and Recognition
e StratifyPro has established a brand that is associated with advanced Al and comprehensive strategy management.

However, newer companies like Elate, with strong VC backing, can challenge StratifyPro by offering innovative
solutions and aggressive marketing.

Economies of Scale
e Larger players or new entrants with significant funding can leverage economies of scale to lower costs and offer

competitive pricing. StratifyPro must continue to enhance its value proposition to maintain its competitive edge.

Capital Requirements
e High capital investment is required to develop and maintain an Al-driven platform like StratifyPro. While this presents

a barrier, venture-funded startups may overcome it, increasing the threat of new entrants.




Porter's Five Forces Analysis

2. Bargaining Power of Suppliers
Low

Software and Technology Suppliers
e StratifyPro primarily relies on cloud infrastructure providers, Al tools, and integration services. These suppliers
operate in a highly competitive market, reducing their bargaining power. StratifyPro can switch between suppliers
like AWS, Google Cloud, or Azure with relative ease, minimizing supplier power.

Data and Integration Partners
e The platform integrates with numerous third-party tools (e.g., Salesforce, Jira, Slack). The abundance of alternatives
for these integrations means suppliers cannot exert significant power over StratifyPro.

Specialized AI and Software Components
e While specialized AI components may have fewer suppliers, the overall impact is low as StratifyPro has the capability
to develop or switch components without significant disruption.




Porter's Five Forces Analysis

3. Bargaining Power of Buyers
Medium to High

Customer Concentration
e StratifyPro’s primary customers are mid-sized to large enterprises. These organizations have significant bargaining
power due to their size and the potential for bulk purchases or enterprise-wide deployments.

Product Differentiation
e While StratifyPro offers a comprehensive, AlI-powered platform, customers may perceive similar offerings from
competitors (e.g., Cascade, Atlassian’s Jira Align). If buyers view the platforms as interchangeable, their bargaining
power increases.

Price Sensitivity
e Many businesses are cost-conscious, especially smaller enterprises. If StratifyPro’s pricing is perceived as high,
customers may push for discounts or opt for lower-cost alternatives, giving them more power in negotiations.

Switching Costs
e StratifyPro’s integration into an organization’s strategic processes can create switching costs, reducing buyer power.
However, if a competitor offers a compelling alternative with better pricing or features, these switching costs may be
outweighed by potential benefits.




Porter's Five Forces Analysis

4. Threat of Substitute Products or Services
Medium

Alternative Tools
e Substitutes for StratifyPro include traditional tools like Excel, Google Sheets, or more basic project management
software (e.g., Trello, Monday.com) that organizations might use for strategic planning and execution. These
alternatives are often cheaper and simpler but lack the advanced features StratifyPro offers.

Consulting Services
e Some organizations might opt for strategic consulting services instead of software solutions, or use a combination of
basic tools with consulting services as a substitute for a comprehensive platform like StratifyPro.

Internal Development
e Larger organizations might develop in-house solutions tailored to their specific needs, which could substitute the
need for StratifyPro. However, this requires significant resources and expertise.

Customer Loyalty and Differentiation
e StratifyPro’s differentiation through AI-driven insights and comprehensive strategic management tools helps
mitigate the threat of substitutes, but it must continue to innovate to maintain this advantage.




Porter's Five Forces Analysis

5. Competitive Rivalry Within the Industry
High

Number of Competitors
e The strategy management software market is crowded with several well-established competitors, such as Cascade, Rhythm
Systems, Atlassian’s Jira Align, and newer entrants like Elate. This creates intense competition.

Rate of Industry Growth
e The market for strategic management tools is growing due to increased digital transformation and the need for agile, data-driven
strategic planning. However, this growth attracts more competitors, increasing rivalry.

Product Differentiation
e Differentiation is crucial in this market. While StratifyPro’s Al capabilities are a strong differentiator, competitors also offer unique
features and integrations, leading to fierce competition.

Switching Costs
e Switching costs can vary depending on how deeply integrated a platform is within an organization’s processes. StratifyPro needs
to ensure that its platform becomes indispensable to reduce customer churn in a highly competitive market.

Price Competition
® Pricing strategies are a significant factor in industry rivalry. Competitors offering lower prices or flexible subscription models can
lure customers away, making it essential for StratifyPro to balance pricing with the value offered.




Porter's Five Forces Analysis

Summary

StratifyPro operates within a highly competitive and dynamic strategy management software market. The threat of new entrants is medium
to high, with the barriers to entry being lowered by advancements in cloud computing and Al technologies, allowing new startups to enter
the market quickly. However, StratifyPro's established brand and advanced AI capabilities provide a competitive edge, though vigilance is
required to maintain this advantage.

The bargaining power of suppliers is low due to the competitive nature of the cloud services and software components market, where
StratifyPro can easily switch providers if needed. On the other hand, the bargaining power of buyers is medium to high, driven by the
availability of alternative solutions and the significant influence large enterprises have in negotiations. StratifyPro must continue to
differentiate its product and provide substantial value to maintain pricing power and customer loyalty.

The threat of substitutes is medium, with traditional tools like Excel and Google Sheets, as well as strategic consulting services, presenting
viable alternatives for some organizations. However, StratifyPro's advanced features, such as Al-driven insights and comprehensive
strategy management, help mitigate this threat, although ongoing innovation is crucial.

Finally, industry rivalry is high, characterized by numerous competitors, ranging from established players like Atlassian's Jira Align to newer
entrants like Elate. The crowded market necessitates continuous innovation and strategic differentiation to maintain a competitive position.

StratifyPro is well-positioned but must navigate a landscape with significant competitive pressures. Its success will depend on maintaining
product innovation, expanding market reach, and ensuring strong customer engagement to mitigate the forces of buyer power, substitutes,
and industry rivalry.




Ansoff Matrix Report

The Ansoff Matrix, also known as the Product/Market Expansion Grid, is a strategic
tool used to devise strategies for growth. It considers four key strategies:
Market Penetration, Market Development, Product Development, and Diversification.

Market Penetration

Current Focus

StratifyPro is already targeting businesses, particularly mid-sized to large enterprises, with its AI-powered strategy
management platform. The platform integrates strategic planning, execution, and evaluation tools, emphasizing
alignment and real-time data-driven decision-making.

Growth Strategies
e Increase Market Penetration: Focus on deepening penetration in existing markets by enhancing marketing and sales
efforts. This could include more aggressive sales tactics, improving customer retention, and upselling additional
features or services to current users.

e Customer Education & Adoption: Improve user adoption through enhanced customer success initiatives, including
workshops, webinars, and ongoing support to ensure customers are fully utilizing the platform's capabilities.

e Referral Programs: Introduce referral programs to encourage existing customers to bring in new users, leveraging
word-of-mouth and customer satisfaction.




Ansoff Matrix Report

Market Development offers significant opportunities, particularly through
international expansion and vertical specialization.

Market Development

Geographical Expansion

e International Expansion: StratifyPro can explore new geographical markets, particularly in Europe and Asia, where
digital transformation and AI adoption are on the rise. Tailoring marketing strategies to these regions' unique needs
could be a significant growth driver.

e Targeting SMEs: While StratifyPro primarily targets mid-sized to large enterprises, expanding into the small-to-
medium enterprise (SME) segment could open up a new customer base. This would require developing tailored
pricing models and potentially a simplified version of the platform to meet the needs of smaller businesses.

Industry-Specific Strategies

e Vertical Market Specialization: Develop and market industry-specific solutions for sectors like healthcare, finance,
manufacturing, and government, where strategic planning and execution are critical. This could involve creating
specialized templates, workflows, and integrations tailored to these industries.




Ansoff Matrix Report

Product Development will keep StratifyPro at the cutting edge of strategy management
tools, particularly through enhanced Al features and expanded service offerings.

Product Development

Enhanced AI Capabilities
e AI-Driven Insights & Automation: Continue to innovate by enhancing the platform’s Al capabilities, such as predictive analytics, automated
strategy recommendations, and advanced scenario planning tools. These features can make the platform indispensable for strategic decision-
making.
e Al-Powered Consulting Services: Introduce Al-powered consulting services that provide automated strategy evaluations and suggestions,
leveraging the platform's data to offer customized advice.

New Features & Integrations
e Enhanced Integration with Emerging Tools: Develop more integrations with emerging business tools and platforms, ensuring that StratifyPro
stays relevant in a rapidly evolving tech landscape.
e Advanced Reporting & Dashboard Customization: Introduce more advanced reporting and dashboard customization options to appeal to
businesses that require highly tailored views of their strategic data.

Services Expansion
e Strategic Advisory & Consulting Services: Expand consulting services, offering more tailored strategic advisory services that complement the
software. This could include workshops, ongoing consulting, and deep-dive strategic audits.
e Training & Certification Programs: Develop comprehensive training and certification programs for users, which could also be monetized, to
ensure that companies fully leverage StratifyPro’s capabilities.




Ansoff Matrix Report

Diversification strategies, while riskier, could open entirely new revenue streams,
especially in adjacent markets like project management and corporate governance.

Diversification

Adjacent Market Entry
e Project Management Tools: Develop adjacent products in the project management space, leveraging the strategic
planning capabilities of StratifyPro. This could include a simplified project management tool aimed at the SME market

or a specialized tool for complex, large-scale projects.

e Corporate Governance Tools: Explore the development of tools focused on corporate governance, risk management,
and compliance, areas that are closely related to strategic planning but are distinct markets in themselves.

New Industry Applications
e Education Sector: Develop specialized tools for educational institutions focused on strategic planning and

performance tracking, potentially tapping into the growing market for digital transformation in education.

e Public Sector/Government: Create tailored solutions for government agencies and public sector organizations, which
often require robust, transparent strategic planning and execution tools.
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Buying Committee

Champions

e VPOfIT

e Strategy Department Heads

e Project Management Office
(PMO) Leads

Users

e Strategy Analysts
¢ Project Managers
e Operational Managers
> > > > > > e Senior Project Manager (PMO)
e Team Leads &
e Department Heads

Influencers

e Chief Financial Officer (CFO)
e Chief Revenue Officer (CRO)

Blockers

e Change-Resistant Team
Members
e |Legacy System Advocates




VP of IT Director of Strategic Planning

® ®
I n Itl a to rs Strategy Department Heads Senior Project Manager (PMO)

Initiators are the individuals who first identify the need for
a solution like StratifyPro and set the purchasing process
in motion. They are typically the ones who realize the
inefficiencies or gaps in current strategic planning and
execution processes and seek out new tools to address
these issues.

Motivations:

Addressing Inefficiencies

Initiators are motivated by the desire to eliminate
inefficiencies in strategic planning and execution.
They seek a tool that will streamline processes,
enhance alignment, and improve overall outcomes.

Role in the Buying Process:

e Identifying the Need: Initiators are the first to recognize that the

current tools are inadequate and that a solution like StratifyPro They are driven by the need to ensure that the
could fill the gap. organization’s strategic objectives are clearly

e Researching Solutions: They begin the process of researching communicated and effectively executed across all
potential solutions, gathering information, and evaluating departments.
whether StratifyPro could meet the organization's needs.

e Driving Early Discussions: Initiators often bring the potential Data-Driven Decision Making
solution to the attention of key stakeholders, setting the stage Initiators recognize the value of AI-driven insights
for further evaluation and discussions within the buying and real-time data in making informed strategic
committee. decisions and seek a platform that can deliver

these capabilities.




® VP of IT Project Management
a m p I o n s Strategy Department Heads Office (PMO) Leads

Champions are typically mid-level managers responsible
for delivering strategic initiatives within the organization.
They are the primary advocates for StratifyPro, pushing for
its adoption due to the benefits it brings to their specific
responsibilities.

Motivations:

Efficiency Gains

Champions are motivated by the platform’s ability
to streamline strategic planning, execution, and
tracking, which directly impacts their ability to
deliver on key projects.

Role in the Buying Process:

e Advocates for StratifyPro: Champions drive the internal Ease of Use
discussion about StratifyPro, highlighting its benefits and They value the user-friendly interface and quick
pushing for its adoption. onboarding process, which allows their teams to
start using the platform effectively with minimal
e Gathers Support: They rally other team members and training.
departments to support the purchase, often providing demos
and use cases to demonstrate value. AI-Driven Insights

The potential to leverage Al for strategic decision-
making appeals to them, as it enhances their
department’s performance and aligns with
organizational goals.




Strategy Analysts Senior Project Manager (PMO)

U s e rs Project Managers Team Leads

Operational Managers Department Heads

Users are the individuals who will be directly interacting
with StratifyPro on a daily basis. They are responsible for
implementing the strategies, tracking progress, and
ensuring that the strategic plans align with the
organization's objectives.

Motivations:

Ease of Use

Users prioritize tools that are intuitive and
easy to use, reducing the time spent on

. . training and onboarding.

Role in the Buying Process:
Efficiency in Execution

They are motivated by features that streamline
their work, such as automated reporting, real-
time tracking, and integrated communication
tools.

e Providing Feedback: Users are often consulted during the
evaluation phase to provide feedback on how well StratifyPro
meets their day-to-day needs. Their input can significantly
influence the decision-making process.

e Testing and Adoption: During pilot phases or demos, users will
test StratifyPro to determine if it enhances their workflows. Their
experience and satisfaction are critical to successful adoption.

e Implementation and Execution: Once purchased, users are
responsible for implementing StratifyPro within their workflows,
ensuring that the platform is used effectively to meet the
organization’s strategic goals.

Visibility and Alignment

Users value the ability to see how their work
aligns with broader strategic goals, making it
easier to adjust their efforts in real-time to
stay on track.




Chief Information Officer (CIO)  Chief Strategy Officer

D e C i s i o n - M a ke rs Chief Executive Officer (CEO) (CSO) (in some cases)

Decision-makers hold the final authority to approve the
purchase of StratifyPro. They are typically top-level o o .
executives who are focused on how the platform aligns Motivations:

with broader organizational objectives. -
Strategic Alignment

Decision-makers are concerned with how
StratifyPro aligns with the company’s overall
strategy and long-term goals.

Role in the Buying Process:

Return on Investment (ROI)_

e Final Approval: Decision-makers evaluate the recommendations They seek clear evidence that the platform will
of the Champions and Influencers, weighing the strategic deliver a strong ROI through improved strategic
benefits and financial implications before giving the green light. execution, cost savings, and enhanced decision-

making.
e Budget Allocation: They ensure that the necessary budget is

allocated for the purchase and implementation of StratifyPro. Scalability and Integration
They are interested in how well StratifyPro

integrates with existing systems and whether it can
scale as the company grows.




Chief Financial Officer (CFO) Chief Revenue Officer (CRO)

Influencers e Fnancial e Revere Offce

Influencers play a critical role in shaping the decision-
making process by providing insights, advice, and opinions
that affect the purchase decision. Their input is often
based on financial and operational considerations.

Motivations:

Cost Management (CFO)

The CFO is focused on the cost implications of
implementing StratifyPro and how it will affect the
company’s financial health. They seek ways to
justify the expenditure through potential savings

Role in the Buying Process: and efficiency gains.

e Financial Justification: Influencers provide critical financial

analysis to support the purchase, helping to build a business Revenue Growth (CRO)
case that justifies the investment in StratifyPro. The CRO is concerned with how StratifyPro can
contribute to revenue generation, either through
e Operational Impact: They evaluate the potential impact on improved strategic alignment that accelerates go-
revenue and operational efficiency, influencing the decision- to-market strategies or by better tracking of sales-

makers by presenting these insights. related KPIs.




Blockers

Blockers are individuals or cultural elements within the
organization that resist change, often due to a preference
for the status quo or concerns about the disruption that
new software might bring.

Role in the Buying Process:

e Financial Justification: Influencers provide critical financial
analysis to support the purchase, helping to build a business
case that justifies the investment in StratifyPro.

e Operational Impact: They evaluate the potential impact on
revenue and operational efficiency, influencing the decision-
makers by presenting these insights.

Change-Resistant Legacy System
Team Members Advocates

Motivations:

Fear of Disruption

Blockers are often concerned about the potential
disruption that implementing StratifyPro might
cause to existing workflows and systems.

Comfort with Current Tools

They may have a strong preference for existing
tools and processes, fearing that new software
could introduce complexity or require significant
retraining.
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Name: David Parker

VP Of IT Title: Vice President of Information Technology (VP of IT)
Company Size: Mid to Large Enterprise

Age: 40-55 years old

David Parker, the VP of IT, plays a pivotal role in the

adoption of StratifyPro within his organization. As both an Education: Bachelor’s degree in Computer Science, Information Systems,
initiator and a champion, he is driven by the need to or related field; often holds an MBA or a Master’s in IT Management.
enhance IT efficiency, align technology initiatives with

business strategy, and adopt innovative tools that provide Experience: 15-20+ years in IT, with a significant portion in leadership
real-time insights and data-driven decision-making. roles. Extensive experience in managing large IT teams, overseeing
technology strategy, and implementing enterprise-level systems.

Role in the Preferred
Buying Process Features Challenges Pain Points
e Champion and Initiator ¢ Configurable Data & Technology e Legacy Systems e Complex Integration Processes
¢ Researching Solutions Integration ¢ Budget Constraints e Cultural Resistance to Change
¢ Driving Early Discussions e Configurable Dashboards ¢ Change Management ¢ Limited Visibility into Strategic
e Gathers Support ¢ Real-Time Reporting e Security Risks Impact
e Security and Compliance Features
Responsibilities Motivations Goals Decision Criteria
e Strategic IT Leadership e Efficiency Gains ¢ Enhance IT Efficiency ¢ Integration Capabilities
¢ Technology Integration e Ease of Use e Improve Strategic Alignment e Costvs. Value
¢ Budget Management e AI-Driven Insights e Adopt Innovative Technologies e User Adoption
e Team Management e Strategic Alignment ¢ Demonstrate ROI e Security Standards

Security and Compliance




VP of IT

Value Proposition Canvas

Customer Jobs

Strategic IT Alignment
Ensuring that the IT infrastructure and strategy align with
the organization’s overall business objectives.

>

>

Efficiency in IT Operations
Streamlining IT processes, improving efficiency, and
reducing costs across the IT department.

Data-Driven Decision Making
Leveraging data to make informed decisions about IT
investments, system upgrades, and resource allocation.

>

>

Technology Implementation

Overseeing the implementation of new technologies and
ensuring seamless integration with existing systems.
Risk Management M)
Identifying and mitigating risks associated with IT projects,
including data security, compliance, and system reliability.

Products & Services

Strategic IT Alignment Tools
Features that help the VP of IT ensure that all IT projects and
initiatives are aligned with the company’s strategic objectives.

Efficiency-Boosting Features
Tools that streamline IT processes, automate routine tasks, and
reduce manual effort, leading to increased efficiency.

Data-Driven Insights
Advanced analytics and reporting tools that provide real-time
insights into IT operations and project performance.

Seamless Technology Integration
Solutions that integrate easily with existing IT systems,
minimizing complexity and ensuring smooth implementation.

Risk Management Features
Tools that help identify, assess, and mitigate risks associated
with IT projects, ensuring compliance and system reliability.




VP of IT

Value Proposition Canvas

Pains

Complex IT Environments
Managing and integrating multiple systems and tools, which
can lead to inefficiencies and increased complexity.

Resource Constraints
Operating under tight budgets while needing to deliver high-
impact IT initiatives.

Change Resistance
Facing resistance from teams when implementing new
technologies or changes in IT processes.

Alignment Challenges

Ensuring that IT projects and initiatives are fully aligned with
the organization’s strategic goals, often a complex and time-
consuming task.

Data Overload
Dealing with large volumes of data that are difficult to
analyze and act upon effectively.

>

>

i lddd

>

>

Pain Relievers

Reducing Complexity
StratifyPro simplifies IT operations by integrating with existing systems
and providing a unified platform for managing IT initiatives.

Budget Efficiency

By automating routine tasks and improving process efficiency,
StratifyPro helps the VP of IT operate within budget constraints while
delivering high-impact results.

Overcoming Change Resistance

StratifyPro’s user-friendly interface and quick onboarding process
minimize resistance from IT teams, making it easier to implement new
technologies.

Aligning IT with Business Strategy

The platform provides tools that ensure IT projects are closely aligned
with the organization’s strategic goals, making alignment easier and
more effective.

Streamlining Data Management

StratifyPro offers advanced analytics that turn complex data into
actionable insights, helping the VP of IT make informed decisions
quickly.




VP of IT

Value Proposition Canvas

Gains

Enhanced IT Efficiency
Streamlined IT operations that reduce complexity and improve
productivity, leading to cost savings.

Improved Strategic Alighment

IT initiatives that are closely aligned with the company’s
strategic goals, ensuring that technology investments deliver
maximum business value.

Seamless Integration
Smooth integration of new technologies with existing systems,
minimizing disruption and ensuring continuity of operations.

Better Decision-Making
Access to real-time, actionable insights that enable the VP of
IT to make informed decisions quickly.

Risk Mitigation

Tools and processes that help identify and mitigate risks
associated with IT projects, improving system reliability and
security.

>

P>

lddd
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>

Gain Creators

Increased IT Efficiency

StratifyPro streamlines IT operations, automates tasks, and integrates
seamlessly with existing systems, leading to significant improvements
in efficiency and cost savings.

Strategic IT Alignment

The platform ensures that all IT initiatives are aligned with the
company’s strategic objectives, maximizing the business value of
technology investments.

Seamless Technology Implementation
The platform’s integration capabilities ensure that new technologies are
implemented smoothly and without disrupting existing operations.

Enhanced Decision-Making
With real-time data and advanced analytics, StratifyPro empowers the
VP of IT to make better, faster decisions that drive IT success.

Risk Mitigation

StratifyPro’s risk management features help the VP of IT identify
potential issues early and take proactive measures to mitigate them,
ensuring system reliability and compliance.




Name: Sarah Mitchell

itle: d of
St ra te gy Le a d e r -Clzgnipgi?/ S?ze?f\cl?;et%yLarge Enterprise

Age: 35-50 years old

Sarah Mitchell, as the Head of Strategy, is focused on improving

strategic efficiency and alignment within her organization. She Education: Bachelor’s degree in Business Administration, Economics, or a
values tools like StratifyPro that integrate seamlessly, offer real- related field; often holds an MBA or a Master’s in Strategic Management.
time insights, and streamline complex strategic processes. Sarah
drives the adoption of new strategic tools, advocating for Experience: 10-15+ years in strategic planning, with significant experience
innovative solutions to overcome organizational silos, and ensuring in leading cross-functional teams and managing complex strategic
data-driven, efficient strategic execution across departments. initiatives.
Role in the Preferred
Buying Process Features Challenges Pain Points

e Champion and Initiator e Seamless Integration ¢ Siloed Information ¢ Lack of Integration

e Researching Solutions e Customizable Dashboards e Complex Strategic Execution ¢ Manual Processes

¢ Driving Early Discussions ¢ Real-Time Reporting e Data Overload ¢ Inconsistent Reporting

e Gathers Support e Collaboration Tools e Change Management
Responsibilities Motivations Goals Decision Criteria

e Strategic Planning e Efficiency Gains e Enhance Strategic Efficiency e Integration Capabilities

¢ Cross-Functional Collaboration e Ease of Use e Improve Strategic Alignment e Ease of Use

¢ Performance Monitoring e AI-Driven Insights ¢ Leverage Data-Driven Insights e Data-Driven Insights

e Resource Allocation Strategic Alignment Demonstrate Strategic Impact Collaboration Features




Value Proposition Canvas

Strategy Leader

Customer Jobs Products & Services
Strategic Planning »»»»» Unified Strategic Management Platform
Developing and overseeing the execution of the organization’s A comprehensive platform that brings all aspects of strategic planning, strategy
strategic plans to ensure alignment with overall business formulation, and execution into one place, simplifying the process and ensuring
objectives. cohesion.
Aligning Teams and Goals Ceddd Alignment Tools
Ensuring that all departments and teams are aligned with the Features that facilitate the alignment of team goals and departmental objectives
organization’s strategic goals, and that everyone is working with the overall strategy, ensuring that everyone is working towards the same
towards the same objectives. outcomes.

)
Performance Tracking Real-Time Performance Dashboards
Monitoring the progress of strategic initiatives and making Tools that provide real-time tracking and reporting on the progress of strategic
adjustments as needed to ensure that goals are met. initiatives, helping the Strategy Leader stay on top of performance.
Data-Driven Decision Making e Advanced Analytics
Utilizing data and analytics to inform strategic decisions and Data analysis tools that provide actionable insights, helping the Strategy Leader
optimize outcomes. make data-driven decisions that enhance the effectiveness of the strategy.
Communicating Strategy >>»>»> Communication and Collaboration Tools
Effectively communicating the organization’s strategic vision and Features that support effective communication of strategy across the

objectives to stakeholders at all levels. organization, ensuring clarity and alignment at all levels.




Strategy Leader

Value Proposition Canvas

Pains

Disjointed Planning Processes MO
Managing multiple, disconnected tools and processes that make
it difficult to create a cohesive strategic plan.

Lack of Alignment >
Challenges in ensuring that all teams and departments are
aligned with the overall strategy, leading to inefficiencies and
missed targets.
)

Visibility Gaps
Difficulty in tracking the real-time progress of strategic initiatives,
leading to delayed adjustments and missed opportunities.

Complex Data Analysis )
Overwhelmed by large amounts of data, making it difficult to

extract actionable insights for strategic decisions.

Inefficient Communication MO

Struggles with effectively communicating strategy across the
organization, resulting in misunderstandings and misalignment.

Pain Relievers

Simplifying Strategic Planning
StratifyPro unifies the strategic planning process, eliminating the need for
multiple tools and providing a clear, cohesive platform for strategy development.

Ensuring Alignment

StratifyPro’s alignment tools make it easier for the Strategy Leader to ensure that
all teams and departments are working towards the same strategic goals,
reducing inefficiencies and improving outcomes.

Enhancing Visibility

The platform’s real-time dashboards give the Strategy Leader full visibility into
the progress of strategic initiatives, allowing for quick adjustments and better
performance management.

Simplifying Data Analysis

StratifyPro’s advanced analytics tools simplify the process of analyzing large
amounts of data, providing clear, actionable insights that support strategic
decision-making.

Improving Communication
StratifyPro enhances communication across the organization, ensuring that the
strategic vision and objectives are clearly understood by all stakeholders.




Strategy Leader

Value Proposition Canvas

Gains

Streamlined Planning MO >
A unified platform that simplifies the strategic planning process,

making it easier to develop and execute cohesive strategies.

Enhanced Alignment 5555)

Tools that ensure all teams and departments are aligned with the
organization’s strategic goals, leading to more efficient execution and
better outcomes.

Real-Time Tracking M)
Visibility into the progress of strategic initiatives in real-time, enabling

the Strategy Leader to make timely adjustments and optimize
performance.

Data-Driven Insights e
Advanced analytics that turn complex data into clear, actionable

insights, empowering the Strategy Leader to make informed decisions.

Effective Communication OO
Improved tools for communicating strategy across the organization,
ensuring that everyone is on the same page and working towards the
same goals.

Gain Creators

Improved Strategic Execution

By streamlining the planning process and ensuring alignment,
StratifyPro helps the Strategy Leader achieve better execution of
strategic initiatives, leading to improved outcomes.

Informed Decision Making

The platform’s data-driven insights empower the Strategy Leader to
make well-informed decisions that optimize the effectiveness of each
strategy.

Real-Time Adjustments

With real-time tracking, the Strategy Leader can make timely
adjustments to initiatives, ensuring that the strategic plan remains on
track and goals are met.

Enhanced Organizational Alignment
StratifyPro ensures that all teams and departments are aligned with the
overall strategy, leading to more efficient execution and better results.

Effective Strategy Communication

The platform’s communication tools ensure that the strategic vision is
clearly communicated across the organization, fostering alignment and
understanding among all stakeholders.




Chief Information Officer (CIO)

Mark Davis, the CIO, is key to driving IT strategy within his
organization. Focused on aligning IT initiatives with business
objectives, Mark seeks solutions like StratifyPro that offer
strong ROI, seamless integration, scalability, and robust
security features. He plays a central role in evaluating and
approving new tools, ensuring they meet both the technical and
strategic needs of the company.

Role in the Preferred

Buying Process Features

¢ Decision-Maker e Scalability

e Budget Allocation ¢ Integration Capabilities

¢ Evaluator of Strategic Fit e Security Features

¢ Influencer ¢ Configurable Dashboards
¢ Advanced Analytics

Responsibilities Motivations

e Strategic IT Leadership e Strategic Alignment

¢ Digital Transformation ¢ Return on Investment (ROI)
e Cybersecurity and Compliance Scalability and Integration
¢ Budget and Resource Management Security and Compliance

e Stakeholder Engagement

Name: Mark Davis
Title: Chief Information Officer (CIO)
Company Size: Large Enterprise

Age: 45-60 years old

Education: Bachelor’s degree in Computer Science, Information Systems,
or related field; often holds an MBA or Master’s in Information Technology
Management

Experience: 20+ years in IT, with significant leadership experience in
enterprise-level strategies, team management, and digital transformation

Challenges Pain Points

¢ Aligning IT with Business Strategy e Complex Integration Requirements

¢ Managing IT Complexity e Security Concerns

e Justifying IT Investments ¢ Pressure to Deliver ROI

¢ Driving Digital Transformation ¢ Balancing Innovation with Stability
Goals Decision Criteria

e Align IT with Business Strategy e Strategic Fit

¢ Drive Digital Transformation e ROI Potential

¢ Ensure Security and Compliance ¢ Integration and Scalability

Deliver Strong ROI Security and Compliance




Value Proposition Canvas

Chief Information Officer (CIO)

Customer Jobs
Aligning IT with Business Strategy: MW >
Ensuring that the IT infrastructure and initiatives are aligned with
the company’s strategic goals and support overall business
objectives.
D

Optimizing IT Operations
Streamlining IT processes and improving efficiency to reduce costs
and increase productivity.

Implementing New Technologies
Overseeing the adoption and integration of new technologies that
drive innovation and maintain competitive advantage.

>

Data Management and Security
Ensuring data integrity, security, and compliance with industry
regulations while enabling data-driven decision-making.

>

Risk Management

Identifying and mitigating risks associated with IT projects,
including cybersecurity threats, system failures, and compliance
issues.

>

Products & Services

Strategic IT Alignment Tools
Features that ensure all IT projects and initiatives are aligned with
the company’s overall strategic objectives.

Efficiency-Boosting Tools
Solutions that streamline IT operations, automate routine tasks, and
reduce the complexity of managing IT environments.

Seamless Technology Integration
Tools that facilitate the integration of new technologies with existing
systems, ensuring minimal disruption and smooth implementation.

Advanced Data Analytics

Analytics and reporting tools that provide actionable insights,
helping the CIO make informed decisions and manage data
effectively.

Risk Management Solutions
Features that help identify, assess, and mitigate risks associated
with IT projects, enhancing system reliability and security.




Value Proposition Canvas
Chief Information Officer (CIO) g

Pains Pain Relievers

Complex Integration Challenges »>y»  Simplifying IT Complexity

Difficulty in integrating new technologies with existing systems, StratifyPro reduces the complexity of managing IT environments by

leading to inefficiencies and potential disruptions. providing a unified platform for overseeing all IT initiatives, ensuring
smoother operations.

Resource Constraints 5555

Managing tight budgets while needing to deliver high-impact IT Enhancing Budget Efficiency

solutions that support business growth. By automating tasks and optimizing processes, StratifyPro helps the CIO

operate within budget constraints while delivering impactful IT solutions.
Ensuring Strategic Alignment
The challenge of ensuring that all IT initiatives are fully aligned ~ »»»»)»  Ensuring Strategic Alignment

with the company’s strategic goals, which is critical for StratifyPro’s alignment tools ensure that all IT initiatives are in sync with
maximizing ROI. the company’s strategic goals, maximizing the return on IT investments.
Managing IT Complexity 5% Seamless Integration

Overseeing a complex IT environment with multiple systems, The platform facilitates the integration of new technologies with existing
tools, and processes, which can lead to inefficiencies and systems, reducing the risk of disruptions and ensuring a smooth transition.

increased risk.

Improving Data Management
Data Overload 2222 4 StratifyPro provides advanced analytics tools that simplify the
Handling large volumes of data that are difficult to analyze and management and analysis of large volumes of data, enabling better
use effectively for strategic decision-making. decision-making.




Value Proposition Canvas

Chief Information Officer (CIO)

Gains

Streamlined IT Operations
Simplified and optimized IT processes that reduce complexity,
lower costs, and increase efficiency.

Seamless Integration
Smooth integration of new technologies with existing systems,
minimizing disruption and ensuring continuity of operations.

Strategic IT Alignment
IT initiatives that are closely aligned with business strategy,
ensuring that technology investments deliver maximum value.

Enhanced Data Management
Effective tools for managing and securing data, enabling better
decision-making and compliance with regulations.

Proactive Risk Management

Improved risk management capabilities that help the CIO
identify potential issues early and take proactive measures to
mitigate them.

>

>

>

>

>

Gain Creators

Increased IT Efficiency
StratifyPro streamlines IT operations, reducing costs and improving
productivity through automation and optimized processes.

Smooth Technology Integration
The platform’s integration capabilities ensure that new technologies are
implemented seamlessly, maintaining continuity and minimizing disruption.

Strategic IT Alignment
The platform ensures that all IT initiatives are aligned with business
objectives, helping the CIO maximize the impact of technology investments.

Better Decision-Making

With real-time data and advanced analytics, StratifyPro empowers the CIO
to make informed decisions that drive IT success and support business
growth.

Proactive Risk Management

StratifyPro’s risk management features help the CIO identify potential
issues early, enabling proactive measures that enhance system reliability
and security.




Name: Lisa Reynolds

ChiEf FinanCiaI OfﬁCEI" (CFO) Title: Chief Financial Officer (CFO)

Company Size: Large Enterprise

Age: 45-60 years old
Lisa Reynolds, the CFO, is a central figure in evaluating the

financial viability of StratifyPro. With a focus on cost management, Education: Bachelor’s in Finance, Accounting, or Economics; often holds an
ROI, and financial efficiency, Lisa ensures that any new MBA or CPA certification

investments—Ilike StratifyPro—align with the company’s strategic

financial goals, deliver measurable benefits, and meet compliance Experience: 20+ years in finance, specializing in financial planning,
standards. Her influence in the decision-making process is critical analysis, and corporate strategy

for budget allocation and financial justification.

Role in the Preferred
Buying Process Features Challenges Pain Points
¢ Influencer and Decision-Maker e ROI Analysis Tools ¢ Budget Constraints e Cost Justification
¢ Financial Justification ¢ Integration with Financial Systems ¢ Demonstrating ROI e Complex Financial Systems
¢ Budget Allocation ¢ Real-Time Financial Reporting e Complex Financial Reporting e Data Accuracy
¢ Risk Assessment ¢ Cost Management Features ¢ Balancing Cost Management with e Pressure to Deliver Results
Strategic Growth
Responsibilities Motivations Goals Decision Criteria
¢ Financial Planning and Analysis e Cost Management and Efficiency e Improve Financial Efficiency e Costvs. Value
¢ Cost Management e Return on Investment (ROI) ¢ Maximize ROI e Integration Capabilities
¢ Risk Management ¢ Financial Visibility ¢ Enhance Financial Visibility ¢ Financial Control and Compliance

Stakeholder Communication ¢ Risk Mitigation Mitigate Financial Risks e Impact on Financial Efficiency

Capital Allocation




Value Proposition Canvas

Chief Financial Officer (CFO)

Customer Jobs
Aligning IT with Business Strategy: MO )
Ensuring that the IT infrastructure and initiatives are aligned with
the company’s strategic goals and support overall business
objectives.
D

Optimizing IT Operations
Streamlining IT processes and improving efficiency to reduce costs
and increase productivity.

Implementing New Technologies
Overseeing the adoption and integration of new technologies that
drive innovation and maintain competitive advantage.

>

Data Management and Security
Ensuring data integrity, security, and compliance with industry
regulations while enabling data-driven decision-making.

>

Risk Management

Identifying and mitigating risks associated with IT projects,
including cybersecurity threats, system failures, and compliance
issues.

>

Products & Services

Strategic IT Alignment Tools
Features that ensure all IT projects and initiatives are aligned with
the company’s overall strategic objectives.

Efficiency-Boosting Tools
Solutions that streamline IT operations, automate routine tasks, and
reduce the complexity of managing IT environments.

Seamless Technology Integration
Tools that facilitate the integration of new technologies with existing
systems, ensuring minimal disruption and smooth implementation.

Advanced Data Analytics

Analytics and reporting tools that provide actionable insights,
helping the CIO make informed decisions and manage data
effectively.

Risk Management Solutions
Features that help identify, assess, and mitigate risks associated
with IT projects, enhancing system reliability and security.




Value Proposition Canvas
Chief Financial Officer (CFO) g

Pains Pain Relievers

Manual Effort in Strategic Planning

Traditional strategic planning processes are labor-intensive, requiring
manual effort across multiple systems, which is time-consuming and
prone to errors.

>

Misalignment of Strategy and Budgeting

Difficulty in ensuring that strategic planning aligns with the company’s
financial planning and budgeting processes, leading to potential
inefficiencies.

>

Lack of Resources for Strategic Planning

Concern that the company may lack the resources, systems, and
commitment needed to implement and maintain an effective strategic
planning process.

>

Skepticism from Stakeholders

Board members and other stakeholders may be skeptical of the value of
formal strategic planning, especially in smaller companies where the
focus is often on immediate operational metrics.

>

Difficulty Justifying Investment

The challenge of justifying the investment in a strategic planning tool or
system, especially if the company does not regularly engage in formal
strategic planning.

>

Reducing Manual Effort

StratifyPro reduces the manual effort involved in strategic planning by
automating many of the processes and integrating with existing financial
systems.

Aligning Strategy and Budgeting

The platform ensures that strategic initiatives are fully aligned with financial
planning and budgeting, helping to optimize resource allocation and maximize
ROL.

Simplifying Implementation

StratifyPro is designed to be implemented with minimal resources, addressing
the CFQ’s concerns about the time, effort, and cost required to adopt a new
system.

Building Stakeholder Confidence

The platform’s robust tracking and reporting capabilities provide transparency
and accountability, building confidence among the board and other
stakeholders.

Demonstrating ROI

StratifyPro offers access to real-world case studies and testimonials that
demonstrate the value of the tool, making it easier for the CFO to justify the
investment to stakeholders.




Chief Financial Officer (CFO)

Value Proposition Canvas

Gains

Streamlined Strategic Planning

A tool that simplifies the strategic planning process, reducing manual
effort and the need for multiple systems, and making it easier to align
with financial planning.

Better Alignment of Strategy and Budgeting

Ensuring that strategic plans are fully integrated with the company’s
financial plans and budgets, leading to more efficient resource
allocation.

Resource-Efficient Implementation

A strategic planning solution that requires minimal resources to
implement and maintain, making it accessible to companies with limited
resources.

Stakeholder Confidence

Tools that provide clear tracking and reporting of strategic initiatives,
building confidence among the board and other stakeholders in the
strategic planning process.

Justifiable Investment

Demonstrating the ROI of the strategic planning tool through case
studies, testimonials, and examples of companies that have successfully
transitioned to it.

>

>

>

>

>

Gain Creators

Efficient Strategic Planning

By automating and simplifying strategic planning, StratifyPro enables
the CFO to focus on higher-level financial strategy and decision-
making.

Better Financial Alignment

The platform ensures that strategic plans are fully integrated with the
company’s financial planning, leading to more efficient and effective
resource allocation.

Ease of Adoption

StratifyPro’s user-friendly design and minimal resource requirements
make it easy for companies of all sizes to adopt and maintain the
system.

Increased Stakeholder Trust

The platform’s tracking and reporting tools provide transparency and
accountability, helping to build trust and confidence among the board
and other stakeholders.

Justified Investment

StratifyPro provides the CFO with the tools and evidence needed to
demonstrate the ROI of the strategic planning system, making it easier
to secure buy-in from the executive team and board.




Name: Jennifer Morgan

Chi&f Revenue Ofﬁcer (CRO) Title: Chief Revenue Officer (CRO)

Company Size: Large Enterprise

Age: 40-55 years old
Jennifer Morgan, as the CRO, is focused on driving revenue

growth, aligning sales and marketing teams, and improving Education: Bachelor’s in Business Administration, Marketing, or a related
customer success. Her decision-making is rooted in ensuring that field; often holds an MBA or Master’s in Marketing or Sales Management
any investment—Ilike StratifyPro—helps achieve these goals. She

enable better collaboration between teams, and optimize revenue- experience in sales, marketing, and business development

generating activities.

Role in the Preferred
Buying Process Features Challenges Pain Points
¢ Influencer and Decision-Maker ¢ Revenue Forecasting and Analytics e Achieving Revenue Targets e Revenue Pressure
¢ Revenue Justification ¢ Sales and Marketing Alignment ¢ Aligning Sales and Marketing ¢ Sales and Marketing Misalignment
e Operational Impact e Customer Success Integration e Customer Retention e Data Silos
¢ Alignment with Strategic Goals ¢ Real-Time Data and Insights ¢ Resource Allocation e Customer Churn
Responsibilities Motivations Goals Decision Criteria
¢ Revenue Growth e Revenue Growth ¢ Drive Revenue Growth ¢ Revenue Impact
¢ Go-to-Market Strategy e Data-Driven Decision Making ¢ Enhance Sales/Marketing Alignment ¢ Sales and Marketing Alignment
¢ Sales and Marketing Alignment e Sales and Marketing Efficiency ¢ Maximize Customer Lifetime Value e Customer Success Integration
e Customer Acquisition and Retention e Strategic Alignment ¢ Leverage Data for Strategic Decisions ¢ Data and Analytics Capabilities

¢ Revenue Forecasting and Analysis




Value Proposition Canvas

Chief Revenue Officer (CRO)

Customer Jobs

Revenue Growth

>

Driving the company’s revenue growth by aligning sales, marketing,

and customer success efforts with business objectives.

Sales Strategy Execution
Developing and executing effective sales strategies to achieve
revenue targets and market share growth.

Optimizing Sales and Marketing Alignment
Ensuring that sales and marketing teams are aligned in their
strategies, messaging, and execution to maximize impact.

Performance Tracking
Monitoring the performance of revenue-generating teams and
initiatives to ensure targets are met or exceeded.

Customer Retention and Expansion

Focusing on retaining existing customers while identifying
opportunities for upselling and cross-selling to drive additional
revenue.

>

>

>

>

Products & Services

Optimized Sales Processes
Tools that streamline the sales process, reducing inefficiencies and
helping the CRO achieve faster, more predictable revenue growth.

Real-Time Revenue Analytics, Centralized SSoT DIFF!
Advanced analytics and reporting tools that provide real-time insights into
the performance of sales, marketing, and customer success initiatives.

Sales and Marketing Alignment Tools
Features that facilitate seamless collaboration between sales and
marketing teams, ensuring consistent messaging and strategy execution.

Integrated Data Platform
A unified platform that consolidates data from across the organization,
giving the CRO a complete view of revenue performance.

Customer Retention and Expansion Tools
Solutions that help identify and act on upsell and cross-sell opportunities
while improving customer satisfaction and retention.




Value Proposition Canvas
Chief Revenue Officer (CRO) g

Pains Pain Relievers
Misalignment between Sales and Marketing »»>»» Aligning Sales and Marketing:
Challenges in ensuring that sales and marketing efforts are fully StratifyPro ensures that sales and marketing teams are fully aligned in
aligned, leading to missed opportunities and inconsistent their strategies and execution, reducing miscommunication and improving
messaging. campaign effectiveness.
Inefficient Sales Processes >»»»)  Streamlining Sales Processes
Inefficiencies in the sales process that slow down the sales cycle, StratifyPro provides tools that optimize the sales process, making it easier
reduce conversion rates, and impact revenue growth. to convert leads into customers and accelerate revenue growth.
Lack of Visibility into Performance »»»>> Improving Performance Visibility
Difficulty in tracking and analyzing the performance of sales and The platform offers real-time dashboards and analytics, giving the CRO full
marketing initiatives in real-time, leading to delayed responses to visibility into the performance of all revenue-generating activities.
underperformance.

Reducing Customer Churn
Customer Churn s StratifyPro helps the CRO identify at-risk customers and create targeted
Struggles with retaining customers and identifying opportunities retention strategies, reducing churn and increasing customer lifetime
for growth within the existing customer base. value.
Data Silos >»>»> Eliminating Data Silos
Dealing with fragmented data across sales, marketing, and StratifyPro integrates data from sales, marketing, and customer success
customer success teams, making it difficult to get a teams, providing a comprehensive view of revenue performance and

comprehensive view of revenue performance. enabling more informed decision-making.




Chief Revenue Officer (CRO)

Value Proposition Canvas

Gains
M)

Improved Sales and Marketing Alignment

Tools and processes that ensure seamless alignment between sales
and marketing, leading to more effective campaigns and higher
conversion rates.

Streamlined Sales Processes >>>>>
Enhanced sales processes that reduce friction, shorten the sales cycle,

and increase conversion rates, driving faster revenue growth.

Real-Time Performance Insights

Access to real-time data and analytics that provide clear visibility into
the performance of revenue-generating activities, enabling quicker
decision-making.

>

Enhanced Customer Retention

Improved tools for tracking customer satisfaction and identifying
upsell/cross-sell opportunities, leading to higher customer retention
and increased revenue.

i iddd

>

Integrated Data Management

A unified platform that consolidates data from sales, marketing, and
customer success, providing a comprehensive view of revenue
performance.

Gain Creators

Increased Revenue Growth
By aligning sales and marketing and optimizing sales processes, StratifyPro
helps the CRO drive faster and more sustainable revenue growth.

Scalable Revenue Operations
StratifyPro provides the tools and insights needed to scale revenue operations
effectively, ensuring that the company can sustain growth as it expands.

Effective Decision-Making

With real-time insights and analytics, the CRO can make more informed
decisions, quickly address underperforming areas, and capitalize on
opportunities.

Improved Customer Retention and Expansion

StratifyPro’s tools for managing customer relationships and identifying growth
opportunities help the CRO increase customer retention and drive additional
revenue.

Data-Driven Strategy

The platform’s integrated data capabilities enable the CRO to develop and
execute data-driven strategies that are more likely to succeed and deliver
measurable results.




Chief Executive Officer (CEO)

Name: Michael Roberts
Title: Chief Executive Officer (CEO)
Company Size: Large Enterprise

Michael Roberts, as the CEO, focuses on strategic alignment,
sustainable growth, and risk management makes him the ultimate
decision-maker in the process. Michael is highly motivated by tools that
support long-term growth, enhance decision-making through data, and
ensure that all departments are aligned with the company’s strategic
goals. His decisions are also driven by how well the platform can scale
with the company and contribute to its competitive advantage.

Role in the
Buying Process

¢ Final Decision-Maker
e Strategic Evaluation

e Budget Approval

¢ Leadership and Culture

Responsibilities

e Company Vision and Strategy
e Growth and Profitability
Leadership and Culture
Stakeholder Communication
¢ Decision-Making

Age: 50-65 years old

Preferred

Features Challenges

¢ Strategic Planning and Execution ¢ Maintaining Strategic Focus

e Data-Driven Insights ¢ Balancing Short and Long-Term Goals
e Scalability ¢ Managing Growth

¢ Risk Management e Stakeholder Expectations
Motivations Goals

e Strategic Alignment

e Long-Term Growth

¢ Innovation and Competitive
Advantage

¢ Risk Management

Drive Long-Term Growth
Ensure Strategic Alignment
Enhance Decision-Making
Manage Risks

Education: Bachelor’s degree in Business Administration, Economics, or a
related field; often holds an MBA or Master’s in Leadership or Strategy

Experience: 20+ years in executive leadership roles, with extensive
experience in driving company strategy and managing growth

Pain Points

¢ Strategic Misalignment
e Growth Management
¢ Risk and Uncertainty
e Stakeholder Pressure

Decision Criteria

e Strategic Fit

¢ ROI and Financial Impact
e Scalability and Integration
¢ Risk Mitigation




Value Proposition Canvas

Chief Executive Officer (CEO)

Customer Jobs

Strategic Vision and Leadership MW
Defining and driving the company’s strategic vision, ensuring

that all initiatives align with long-term goals and mission.

Business Growth 5555)
Leading the organization towards sustained growth, increasing

market share, and expanding into new markets or segments.

Operational Efficiency

Ensuring that all departments operate efficiently, maximizing M >

productivity while minimizing costs.

Risk Management
Identifying and mitigating risks that could impact the company’s Y55
strategic objectives or operational stability.

Stakeholder Communication

Maintaining clear and effective communication with
stakeholders, including investors, board members, employees,
and customers.

>

Products & Services

Strategic Alignment Tools
Features that ensure all departments and teams are aligned with the
company’s strategic vision, improving overall execution and efficiency.

Real-Time Data and Analytics
Tools that provide the CEO with real-time insights into the performance of
strategic initiatives, enabling faster and more informed decision-making.

Consistency in Execution
Solutions that standardize the execution of strategic initiatives across the
organization, ensuring consistent performance and outcomes.

Organizational Management
Tools that simplify the management of complex organizations, helping the
CEO maintain a unified strategic direction across all departments.

Risk Management Features
Capabilities that help the CEO identify, assess, and mitigate risks before
they impact the company’s strategic goals or operational efficiency.




Value Proposition Canvas
Chief Executive Officer (CEO) g

Pains Pain Relievers

Misalignment of Strategic Goals »»>»» Aligning Strategic Goals

Challenges in ensuring that all departments and teams are aligned StratifyPro ensures that all departments and teams are fully aligned with the
with the company’s strategic vision, leading to inefficiencies and company’s strategic objectives, reducing inefficiencies and improving execution.

missed opportunities.
YHHH) Speeding Up Decision-Making
Slow Decision-Making The platform provides real-time data and analytics, enabling the CEO to make
Difficulty in accessing real-time data and insights needed to make quick, informed decisions that drive growth.
informed strategic decisions quickly, potentially slowing down growth.
Ensuring Consistent Execution

Inconsistent Execution >»)») StratifyPro standardizes the execution of strategic initiatives, ensuring that all
Struggles with ensuring that strategic initiatives are executed parts of the organization are working towards the same goals with consistent
consistently across the organization, leading to uneven performance. performance.

Managing Complexity 55 % Simplifying Organizational Management

Overseeing a complex organization with multiple departments, each StratifyPro helps the CEO manage the complexity of the organization by

with its own challenges, making it difficult to maintain a unified providing tools that ensure all departments are aligned and moving in the same
strategic direction. direction.

Uncertain Risk Landscape >>»>» Mitigating Risks

Difficulty in anticipating and mitigating risks that could derail the StratifyPro’s risk management features help the CEO proactively identify and
company'’s strategic objectives or operational efficiency. mitigate risks, ensuring that strategic initiatives remain on track and that the

company’s operations are stable.




Chief Executive Officer (CEO)

Value Proposition Canvas

Gains

Strategic Alignment

Ensuring that all departments and teams are aligned with the
company’s strategic goals, leading to more efficient execution and
better overall performance.

>

>

Faster Decision-Making
Access to real-time data and actionable insights that enable the CEO
to make informed decisions quickly, driving faster growth.

Consistent Execution M >
Tools that ensure strategic initiatives are executed consistently across

the organization, leading to more predictable outcomes and success.

Simplified Management

Solutions that help manage the complexity of the organization, M)
ensuring that all departments are moving in the same strategic

direction.

Proactive Risk Management P>

Enhanced capabilities for identifying and mitigating risks before they
become critical issues, ensuring operational stability and strategic
success.

Gain Creators

Enhanced Strategic Alignment

By aligning all departments and teams with the company’s strategic goals,
StratifyPro helps the CEO achieve better overall performance and
efficiency.

Accelerated Growth
With real-time insights and faster decision-making capabilities, StratifyPro
enables the CEO to drive faster and more sustained business growth.

Predictable Outcomes
StratifyPro’s consistency in execution across the organization ensures
more predictable and successful outcomes for strategic initiatives.

Unified Strategic Direction
The platform simplifies the management of complex organizations,
helping the CEO maintain a clear and unified strategic direction.

Proactive Risk Management

StratifyPro’s advanced risk management features provide the CEO with
the tools needed to proactively address potential risks, ensuring
operational stability and long-term success.




Name: Sarah Thompson

0perati0na| Manager Title: Operational Manager

Company Size: Mid to Large Enterprise

Age: 35-50 years old
Sarah Thompson, the Operational Manager, is a key user and

influencer in the buying process for StratifyPro. Her focus on Education: Bachelor’s degree in Business Administration, Operations
optimizing operational efficiency, making data-driven decisions, Management, or a related field; often holds additional certifications such as
and ensuring that operations align with broader strategic goals Lean Six Sigma

makes her integral to the successful adoption of new tools.

Sarah seeks solutions that improve resource management, Experience: 10-15+ years in operational roles, with expertise in process
streamline workflows, and provide real-time insights, all while improvement, resource management, and leadership

being easy to implement and use within her team.

Role in the Preferred
Buying Process Features Challenges Pain Points
e User and Influencer ¢ Real-Time Performance Tracking ¢ Operational Silos ¢ Operational Silos
e Operational Justification ¢ Process Automation e Data Overload e Data Overload
¢ Testing and Adoption ¢ Resource Management ¢ Change Management ¢ Change Management
¢ Implementation ¢ Integration with Existing Systems ¢ Limited Visibility ¢ Limited Visibility
Responsibilities Motivations Goals Decision Criteria
® Process Optimization e Operational Efficiency e Optimize Operational Efficiency ¢ Operational Impact
e Resource Management e Data-Driven Decision Making ¢ Enhance Data-Driven Decision Making e Ease of Use and Implementation
¢ Performance Monitoring ¢ Alignment with Strategic Goals ¢ Align & Integrate Strategies and Operations e Integration Capabilities

e Team Leadership Ease of Use Foster a Culture of Continuous Cost vs. Benefit

e Strategic Execution Improvement




Operational Manager

Value Proposition Canvas

Customer Jobs

Process Optimization
Streamlining workflows and improving productivity across the
organization.

>

Resource Management
Allocating manpower, equipment, and materials effectively to
meet operational goals.

>

Performance Monitoring
Tracking KPIs to identify areas for improvement and ensure
operational efficiency.

>

Team Leadership
Leading and motivating a team to achieve high performance
and continuous improvement.

>

Strategic Execution
Ensuring that operations align with the company’s strategic
goals.

>

Products & Services

Process Automation
Features that automate routine tasks and reduce
manual effort.

Resource Management
Tools for effective scheduling, inventory management,
and capacity planning.

Real-Time Performance Tracking
Tools that offer real-time monitoring of operational
KPIs.

Strategic Alignment
Platforms that bridge the gap between strategy and
operations, ensuring alignment.

Data Integration
Seamless integration with existing operational tools and
systems.




Operational Manager

Value Proposition Canvas

Pains

Operational Silos
Lack of coordination between different departments or teams,
leading to inefficiencies.

Data Overload
Difficulty in managing and making sense of large volumes of
operational data.

Change Management
Resistance from team members when implementing new tools
Or processes.

Limited Visibility
Inadequate real-time insights into operational performance,
hindering decision-making.

Resource Constraints
Operating within tight budgets and limited resources, requiring
efficient management.

>

>

>

i lddd

>

Pain Relievers

Breaking Down Silos
StratifyPro facilitates cross-functional collaboration, ensuring that different
departments are aligned and working efficiently together.

Simplifying Data Management
StratifyPro provides clear, actionable insights from large volumes of data,
helping operational managers make informed decisions quickly.

Ease of Adoption
StratifyPro is designed to be user-friendly and easy to implement, minimizing
resistance from team members and ensuring smooth onboarding.

Enhanced Visibility
StratifyPro offers real-time visibility into all aspects of operations, enabling
managers to monitor performance and address issues proactively.

Optimizing Resources
The platform helps operational managers manage resources more
effectively, ensuring that operations run smoothly within budget constraints.




Operational Manager

Value Proposition Canvas

Gains

Process Optimization
Streamlining workflows and improving productivity across the
organization.

Resource Management
Allocating manpower, equipment, and materials effectively to
meet operational goals.

Performance Monitoring
Tracking KPIs to identify areas for improvement and ensure
operational efficiency.

Team Leadership
Leading and motivating a team to achieve high performance
and continuous improvement.

Strategic Execution
Ensuring that operations align with the company’s strategic
goals.

>

>

>

>

>

Gain Creators

Process Automation
Features that automate routine tasks and reduce
manual effort.

Resource Management
Tools for effective scheduling, inventory management,
and capacity planning.

Real-Time Performance Tracking
Tools that offer real-time monitoring of operational
KPIs.

Strategic Alighment
Platforms that bridge the gap between strategy and
operations, ensuring alignment.

Data Integration
Seamless integration with existing operational tools and
systems.
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Competitor
Overview




Competitive
Landscape »»»)

Strengths

Innovation
As a new player, Elate is nimble and can quickly
adapt to market needs.

Funding
With strong VC backing, Elate has the resources to
scale rapidly and invest in product development.

Market Momentum
Gaining ground quickly, particularly among tech-
savvy and high-growth companies.

Elate

Elate is a venture capital (VC)-funded startup gaining significant
traction in the strategy management space. Their focus is on providing
innovative tools for strategic planning, execution, and alignment,
appealing particularly to high-growth companies and startups.

Weakness

Limited Market Presence
Being new, Elate lacks the brand recognition and
customer base of more established players.

Product Maturity
As a newer product, it may lack the depth of features
and stability of more mature platforms.




Battle Card
Elate »»)»

Talk Track

"While Elate is a fresh face in the strategy management
market, StratifyPro brings maturity and depth, built on
years of experience in strategic execution. Our platform
is not just about being new; it's about being proven and
trusted by organizations that need reliable, AI-powered
tools to drive their strategy from vision to outcomes."

Value Proposition

"StratifyPro offers a comprehensive, battle-tested platform with
advanced Al capabilities that have been refined over time,
ensuring your strategy execution is not just innovative, but
effective and scalable. Our depth of features and integrations
ensure you have everything you need to align, execute, and
measure your strategy across the entire organization."

Attack Lines & Questions

"Elate is gaining ground quickly, but how confident
are you that their platform can scale with your
growing needs? StratifyPro has a proven track
record of supporting organizations through every
stage of growth."

"What happens when a new feature is needed or an
issue arises? StratifyPro's maturity means fewer
growing pains and a more stable, reliable
experience for your team."

"How does Elate’s focus on innovation translate
into actual business outcomes for your company?
StratifyPro not only innovates but delivers concrete
results with our AI-powered strategy
management.”




Competitive
Landscape »»»)

Strengths

Execution Focus
Strong emphasis on translating strategy into
actionable tasks and goals.

User-Friendly
Known for its ease of use and intuitive interface,
making it accessible to a broad user base.

Customer Support
High marks for customer service and support, which
aids in adoption and retention.

Achievelt

Achievelt is a strategy execution platform that emphasizes operational
alignment and goal tracking. It’s designed to ensure that organizations
can execute their strategic plans effectively.

Weakness

Niche Focus

Primarily focused on execution, which may limit its
appeal to organizations seeking a more
comprehensive strategy management solution.

Limited Integrations

May not offer as many integrations as competitors,
potentially leading to challenges in data
synchronization across platforms.




Battle Card
Achievelt >

Talk Track

"Achievelt focuses heavily on execution, but StratifyPro
offers a full-cycle strategy management solution. We
not only help you execute but also plan, align, and
evaluate, ensuring that every step of your strategic
journey is optimized for success."

Value Proposition

"StratifyPro provides an end-to-end platform that covers the
entire strategic lifecycle—from planning to execution to
evaluation. Our AI-driven insights ensure that your strategy is
always aligned with your evolving business goals, delivering
more than just execution but continuous strategic refinement."

Attack Lines & Questions

"Execution is critical, but how do you ensure that
your execution aligns with your long-term
strategy? StratifyPro ensures seamless alignment
from planning through execution to evaluation, so
you stay on course."

"Is Achievelt helping you to adapt your strategy in
real-time based on the latest data? With
StratifyPro, real-time insights and dynamic
adjustments are built into the platform."

"Achievelt may be easy to use, but does it offer the
depth of features you need to manage complex
strategies across your organization? StratifyPro
combines ease of use with comprehensive
capabilities."




Competitive
Landscape »»»)

Strengths

Service Integration

Rhythm offers consulting services alongside its
platform, providing a comprehensive solution that
includes both technology and expert guidance.

Operational Focus

Strong focus on ensuring operational alignment with
strategic goals, appealing to companies undergoing
significant change or growth.

Customer Success
Emphasis on customer success through ongoing
support and strategic advisory services.

Rhythm Systems

Rhythm Systems provides a strategy execution platform with additional
consulting services, helping companies align their strategic goals with
daily operations.

Weakness

Price Point

The addition of consulting services can make
Rhythm more expensive than pure software
solutions, potentially limiting its appeal to smaller
organizations.

Complexity

The combined service and software approach may
be more complex to implement and manage
compared to software-only solutions.




Battle Card »»»
Rhythm Systems

Talk Track

"Rhythm Systems offers a strong combination of
software and consulting services, but StratifyPro
delivers these capabilities with a more advanced
technology platform. We integrate expert guidance with
AI-driven tools to ensure that your strategic execution
is not only supported but optimized for continuous
improvement."

Value Proposition

"StratifyPro offers a powerful combination of AI-driven
technology and expert advisory services, ensuring that your
strategy is always aligned with your goals and optimized for
success. Our platform provides real-time insights and dynamic
adjustments, making us the ideal partner for long-term strategic
growth."

Attack Lines & Questions

"Rhythm Systems offers consulting services, but
how integrated are those with the technology
platform? StratifyPro provides a seamless blend of
advanced Al technology and expert guidance, all
within one platform."

"How does Rhythm Systems ensure continuous
improvement in your strategy execution? With
StratifyPro, our AI-driven insights provide ongoing
optimization, ensuring you’re always on the path to
success."

"Is Rhythm Systems’ platform as advanced and
adaptable as you need it to be? StratifyPro offers
more advanced technology, ensuring your strategy
remains agile and effective."




Competitive
Landscape »»»>

Strengths

Balanced Scorecard Expertise

ClearPoint is well-regarded for its balanced
scorecard framework, making it a strong choice for
organizations using this method.

Reporting Capabilities
Known for its robust reporting tools, which are
highly customizable and user-friendly.

Customer Loyalty

Strong customer satisfaction and loyalty,
particularly among organizations focused on
structured strategic planning.

ClearPoint Strategy

ClearPoint Strategy is a balanced scorecard software designed to help
organizations manage their strategic plans, track performance, and
generate reports.

Weakness

Niche Market
Focus on balanced scorecards may limit its appeal to
organizations using other strategic frameworks.

Scalability
May not scale as effectively for very large
enterprises or complex, multifaceted strategies.




Battle Card »»»
ClearPoint Strategy

Talk Track

"ClearPoint Strategy is well-known for its balanced
scorecards, but StratifyPro goes beyond just
scorecards. We offer a fully integrated platform that ties
strategic planning directly to execution and
performance tracking, ensuring that your strategy isn’t
just measured but actively managed and optimized."

Value Proposition

"StratifyPro provides a robust, all-encompassing strategy
management solution that not only supports balanced
scorecards but also offers advanced AI-driven insights, dynamic
alignment tools, and real-time reporting—all in one platform."

Attack Lines & Questions

"ClearPoint excels in scorecards, but how well does
it integrate those metrics into your daily
operations? StratifyPro ensures that every metric
is tied directly to actionable outcomes."

"Are you looking for a solution that does more than
just track performance? StratifyPro turns
performance metrics into actionable insights that
drive real business results."

"How does ClearPoint help you adapt your strategy
as your business evolves? StratifyPro’s dynamic
planning tools ensure your strategy stays relevant
and effective."




Competitive
Landscape »»»)

Strengths

Comprehensive Solution

Cascade offers a full suite of tools for strategic
planning, execution, and tracking, making it a one-
stop shop for many organizations.

Subscription Model:

The monthly subscription model is attractive to
businesses of all sizes, offering flexibility and
affordability.

User Experience
High customer satisfaction for user experience,
particularly in ease of setup and use.

Cascade

Cascade is often considered one of the best strategy execution
platforms on the market, offering a comprehensive solution with a focus
on goal setting, performance tracking, and strategic alignment.

Weakness

Competitive Pressure

As a leading platform, Cascade faces intense
competition from both new entrants and established
players.

Cost

While the subscription model is flexible, it can
become costly as organizations scale and require
more features or user seats.




Battle Card
Cascade »»»

Talk Track

"Cascade is a strong competitor with its comprehensive
platform, but StratifyPro offers more flexibility and
advanced Al features that make strategic planning and
execution more intelligent and adaptive. We provide the
same comprehensive capabilities, but with a stronger
focus on Al-driven insights and real-time strategy
adjustments."

Value Proposition

"StratifyPro combines the best of what Cascade offers with
cutting-edge AI, providing not just a platform for strategy
execution, but a partner in strategic thinking that evolves with
your business. Our flexible, user-friendly platform ensures that

you can scale and adapt your strategy effortlessly."

Attack Lines & Questions

"Cascade is a solid choice, but how does it help
you leverage AI to make smarter, faster decisions?
StratifyPro’s AI-driven platform takes strategic
management to the next level."

"Is Cascade flexible enough to meet the specific
needs of your organization as it grows? StratifyPro
offers more customization and adaptability,
ensuring your strategy evolves with your
business."

"How does Cascade ensure your strategy stays on
track in a rapidly changing environment? With
StratifyPro, real-time data and AI-driven insights
keep you agile and responsive."




Competitive
Landscape »»»)

Strengths

Al Integration
Heavy use of Al provides cutting-edge features for
strategy formulation and execution.

Visionary Leadership

Chris Vox’s expertise and innovative approach are
significant assets, positioning StratNav as a potential
disruptor in the market.

Foundational Strength

The platform is built on strong, advanced Al
foundations, which could lead to rapid innovation
and differentiation.

StratNav

StratNav is a highly innovative platform developed by Chris Vox, focusing
on AI-driven strategic planning and management. It serves a broad range
of industries, offering free and paid tiers to cater to both small and large
organizations and is noted for its advanced Al recommendations.

Weakness

Limited Focus on Large Enterprise

While flexible, lacks some of the enterprise-grade
features that StratifyPro provides, such as
scalability, deeper integration with existing
enterprise systems, and extensive KPI tracking (not
just scorecard), which are critical for larger
organizations.

Market Presence

Limited market presence and customer base may
hinder growth without significant investment in
marketing and sales.




Battle Card
StratNav »»)»

Talk Track

"StratNav is innovative with its heavy Al focus, but
StratifyPro not only matches this innovation but also
brings a proven, revenue-generating platform with a
broad customer base. We combine advanced Al with
practical, scalable solutions that deliver real business
outcomes."

Value Proposition

"StratifyPro offers the best of both worlds: cutting-edge Al
capabilities combined with a proven, market-leading platform
that delivers measurable results. Our platform is designed to
grow with your business, providing the tools and insights you
need to stay ahead of the competition."

Attack Lines & Questions

"StratNav’s Al is impressive, but how well is it
translating into real business results? StratifyPro
not only innovates but also delivers consistent,
proven outcomes."

"With zero revenue, how sustainable is StratNav’s
approach? StratifyPro has a track record of

success and a broad customer base, ensuring our
platform is here to support you for the long haul."

"Is StratNav’s platform robust and mature enough
to handle your strategic needs? StratifyPro offers a
stable, scalable solution that’s trusted by
organizations worldwide."




Competitive
Landscape »»»>

Strengths

Enterprise-Grade Solution

Jira Align is designed for large enterprises, offering
robust features for complex strategy and product
management needs.

Integration with Jira

Strong integration with Jira, making it a natural
choice for organizations already using Atlassian’s
suite of tools.

Scalability
Highly scalable, capable of supporting very large
organizations with complex needs.

Atlassian (Jira Align)

Atlassian’s Jira Align is a strategic product management tool that
integrates operational work with strategic planning, catering primarily
to large enterprises.

Weakness

Complexity

The platform’s complexity can be a barrier to
adoption, particularly for smaller organizations or
those without dedicated technical resources.

Cost

As an enterprise-grade solution, Jira Align can be
expensive, potentially pricing out smaller
organizations or those with limited budgets.




Battle Card »»»
Atlassian(Jira Align)

Talk Track

"Atlassian’s Jira Align is a powerful tool for enterprises,
but StratifyPro offers a more specialized focus on
strategy management that doesn’t require the
complexity of Jira’s ecosystem. We provide a more
intuitive and agile solution that directly connects
strategic planning with execution, without the steep
learning curve."

Value Proposition

"StratifyPro delivers enterprise-grade strategy management
with the simplicity and ease of use that modern organizations
demand. Our platform is designed to streamline your strategic
processes, ensuring that your teams are aligned and your
strategy is executed with precision."

Attack Lines & Questions

"Jira Align is powerful, but is it too complex for
your needs? StratifyPro offers a more streamlined,
user-friendly alternative that delivers results
without the complexity."

"How easily can your team adapt to Jira Align’s
extensive feature set? StratifyPro provides a more
intuitive platform that ensures faster adoption and
greater ease of use."

"Is Jira Align too focused on product management
rather than holistic strategy execution? StratifyPro
offers a more balanced approach that integrates
strategy planning with operational execution
seamlessly."




Competitive
Landscape »»»>

Emphasize AI Capabilities

Given the heavy Al focus of competitors like StratNav,
StratifyPro should continue to develop and highlight its AI-
driven features, ensuring that they provide clear, tangible
benefits in strategic planning and execution.

Service Integration

Following Rhythm Systems' model, consider expanding
StratifyPro’s service offerings, such as consulting or strategic
advisory services, to provide a more comprehensive solution
that not only offers software but also expert guidance.

Expand Market Presence

Increase marketing and sales efforts to build brand recognition,
particularly against newer competitors like Elate and
established giants like Atlassian.

Strategic
Recommendations

Flexible Pricing Models

To compete with Cascade’s monthly subscription model, StratifyPro
should offer flexible pricing that accommodates different company
sizes and needs, potentially including tiered options that scale as
companies grow.

Focus on Integration and Usability

Strengthen StratifyPro’s integration capabilities, ensuring seamless
compatibility with other tools like Jira, Slack, and Salesforce.
Additionally, continue to prioritize user experience and ease of use
to reduce adoption barriers.

Target Specific Verticals

Consider tailoring marketing efforts and product features to
specific industry verticals, where strategy alignment and execution
are critical. This could differentiate StratifyPro in a crowded market
and provide a clearer value proposition.
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Content Marketing
Funnel Stages ¥, Funnel Strategy

Attract, engage, and convert building managers, property owners, and facility

) managers by guiding them through a structured content marketing funnel.
Awareness . | - - .

This strategy will focus on driving awareness, generating interest, fostering

consideration, and encouraging loyalty to ensure long-term growth.

\\,_ () [ ]
& Awareness Interest Consideration
Educational Content Detailed Guides & E-books Case Studies
Social Media Campaigns Webinars & Online Workshops Client Testimonials
. d . SEO Strategies Newsletter Sign-Up Personalized Consultation Offers
CO nsiae ratl on GMB Setup Lead Magnets Product Demos (latest tech?)
Public Relations Email Marketing Downloadable Resources - Trusted
Content Partnerships advisor position. cmpl checklist etc
Conversion Loyalty & Advocacy
Exclusive Offers Client-Exclusive Resources
Onboarding Content Referral Programs
@ Follow-Up Content Loyalty Programs
Loy a Ity & Advoca Cy Sales Engagement Training Programs

Urgency Tactics & Campaigns Customer Success Initiatives
Upsell Check-ins




A4 Awareness Stage

v Attract potential clients by raising awareness about StratifyPro’s innovative approach
to strategic planning and the pain points it addresses.

Funnel Stages

¢ Awareness

Educational Content Digital Advertising

e Topics: “The Future of Strategic Planning with e Channels: LinkedIn Ads, Google Display Network,
Al “Why Strategic Plans Fail and How to Fix Twitter Ads
Them,” “How to Achieve Strategic Alignment in e Content: Promote engaging ads that highlight the
Your Organization.” pain points StratifyPro addresses, such as

* Purpose: Address common challenges in inefficient strategic planning and poor alignment,
strategic planning and introduce StratifyPro as a with a focus on AI-driven solutions.

forward-thinking solution.
Distribution: Publish blog posts, infographics, and
explainer videos on the StratifyPro website,

Targeting: Use detailed targeting to reach VPs of
IT, Strategy Leaders, CIOs, and CFOs in mid-to-
large enterprises.

@ Consideration

LinkedIn, and other relevant industry forums.

SEO Strategies

e Keyword Focus: Optimize content around terms
like “AI-driven strategic planning for IT,”
“strategic alignment tools for enterprises,” and
“corporate strategy management for CIOs.”

e Content Structure: Implement on-page SEO best
practices, including meta descriptions, alt texts,
and internal linking, to improve visibility in search
engines.

Social Media Campaigns
e Platforms: Focus on LinkedIn, Twitter, and
industry-specific social networks.
e Content: Share insights, industry trends, and
educational content to build brand visibility.
e Engagement: Use polls, discussion prompts, and
hashtags to encourage interaction.

Loyalty & Advocacy




Funnel Stages

EF@E Awareness Public Relations

e Activities: Issue press releases announcing
product updates, AI advancements, and
customer success stories. Pitch thought
leadership articles to industry publications.

e Purpose: Establish StratifyPro as an industry
leader in AI-driven strategic planning tools.

e Target Media: Publications like CIO Magazine,
Forbes, and industry-specific journals.

@ Consideration

Loyalty & Advocacy

A4 Awareness Stage

v Attract potential clients by raising awareness about StratifyPro’s innovative approach
to strategic planning and the pain points it addresses.

Content Partnerships
e Collaborations: Partner with industry influencers
and thought leaders to co-create content (e.g.,
guest blogs, webinars).
e Distribution: Leverage the partner's audience to
expand reach and credibility.



A4 Awareness Stage

v Once awareness is built, the next step is to engage the audience by providing more detailed
information about StratifyPro’s services and how they solve the unique pains of their clients.

Funnel Stages

Awareness Detailed Guides and E-books Webinars and Online Workshops
o Titles: “The Strategic Planner’s Guide to AI- e Topics: “Transforming Strategic Planning with AL
Driven Success,” “Achieving Seamless Strategic Insights for IT Leaders,” “How CFOs Can Drive
Alignment with StratifyPro.” Strategic Success with StratifyPro.”
T * Purpose: Offer in-depth insights into how e Purpose: Provide actionable insights tailored to
nte rESt StratifyPro addresses the specific needs of VPs of each persona, demonstrating StratifyPro’s
IT, CIOs, Strategy Leaders, and CFOs, relevance and value to their specific challenges.
showcasing its capabilities and success stories. e CTA: Register for webinars to gather contact
e CTA: Encourage downloads in exchange for email details and start building relationships.
Consideration addresses to capture leads. e Distribution: Email invitations, social media, and
¢ Distribution: Promote through social media, collaboration with strategic partners.

targeted ads, and partnerships with industry
influencers.

Yoy |

CO nve rSion Lead Magnets
e Resources: Offer in-depth whitepapers, e-books, and guides (e.g., “The AI Revolution in Strategic Planning”).

e Purpose: Capture leads by providing valuable content that addresses specific challenges faced by VPs of IT
and CIOs.

e CTA: Download the resource in exchange for contact information.

Loyalty & Advocacy ¢ Distribution: Promote through digital ads, content marketing, and partnerships.




A4 Awareness Stage

v Once awareness is built, the next step is to engage the audience by providing more detailed
information about StratifyPro’s services and how they solve the unique pains of their clients.

Funnel Stages

Awareness Newsletter Sign-Up Email Marketing

e Content: Regular updates on strategic planning e Sequences: Develop drip campaigns tailored to
tips, success stories, and industry news, tailored different personas, providing a mix of educational
to the interests of each persona. content, case studies, and product information.

* Purpose: Keep potential leads engaged and e Purpose: Nurture leads by guiding them through
Inte re5t nurture them over time with content that speaks the decision-making process with personalized

directly to their needs. content.

e CTA: Sign up for exclusive insights delivered to e CTA: Encourage webinar sign-ups, whitepaper
your inbox. downloads, or demo requests.

@ Consideration

Yoy |

Conversion

Loyalty & Advocacy
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Funnel Stages

Case Studies and Client Testimonials
e Titles: “How [Client Name] Transformed Their

Awareness

Improving Strategic Alignment at [Company
Name].”
Inte rESt e Purpose: Provide proof of value and effectiveness
through real-world examples.
e CTA: Download the full case study or request a
consultation.
e Distribution: Include in email nurturing
sequences, social media posts, and website.

Comparison Content
e Titles: “StratifyPro vs. Traditional Strategic
Planning Tools,” “Why StratifyPro Outperforms
the Competition.” “This vs That.”
e Purpose: Directly compare StratifyPro to
competitors, highlighting unique advantages.
e CTA: Encourage readers to book a demo or start
Loyalty & Advocacy a trial.
e Distribution: Publish on the blog and use in email
campaigns.

Strategic Planning with StratifyPro,” “Case Study:

A4 Consideration Stage

v At this stage, potential clients are evaluating their options. Content should help them
understand why StratifyPro is the best choice against the competition.

Product Demos and Free Trials

e Content: Offer personalized product demos and
limited-time free trials to give prospects hands-
on experience with StratifyPro.

e Purpose: Demonstrate the platform’s value and
ease of use, tailored to the specific needs of the
organization.

e CTA: Schedule a demo or start a free trial.

e Distribution: Promote through email nurturing
campaigns, retargeting ads, and direct outreach.

Personalized Consultation Offers

e Content: Offer personalized strategic planning
assessments to prospects.

e Purpose: Provide tailored insights that
demonstrate the specific benefits of StratifyPro
for each organization.

e CTA: Schedule a free consultation.

e Distribution: Targeted email campaigns and
website CTAs.
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A4 Conversion Stage

v Content at this stage should be aimed at persuading the prospect to become a client.

Funnel Stages

Awa reness Exclusive Offers Onboarding Content
e Content: Offer special discounts, extended free e Content: Develop a series of guides and videos
_ trials, or onboarding sessions for new customers. explaining what new clients can expect during the
e Purpose: Create urgency and incentivize onboarding process.
conversion. e Purpose: Set clear expectations and reduce
Inte rESt e CTA: Sign up for an exclusive offer or start a friction during the transition to StratifyPro.
subscription. e CTA: Access onboarding resources immediately
_ ¢ Distribution: Direct email campaigns, retargeting after signup.
ads, and personalized follow-ups. e Distribution: Email series post-conversion and

@ COﬂSideration dedicated landing pages.

Follow-Up Content Sales Engagement
Py . e Content: Email sequences that address common e Tactics: Use a mix of personalized emails, phone
&@/ CO nversion objections, provide additional value, and calls, and follow-up meetings to address any
reinforce the decision to choose StratifyPro. remaining objections and push for the close.
e Purpose: Keep the prospect engaged and e Purpose: Ensure prospects understand the ROI
confident in their decision. and ease of implementation.
e CTA: Complete your purchase or finalize your e CTA: Close the deal with special offers or
Loyalty & Advocacy subscription. customized onboarding packages.
e Distribution: Automated email workflows and e Distribution: Direct sales efforts, supported by

personalized outreach. automated follow-ups.
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§ Loyalty & Advocacy Stage

v After conversion, focus shifts to retaining clients and encouraging them to become
advocates for StratifyPro.

Funnel Stages

Client-Exclusive Resources

Awareness

Interest

@ Consideration

Loyalty & Advocacy

e Content: Provide advanced strategy insights,
exclusive reports, and access to industry events.

e Purpose: Add ongoing value for existing
customers and reinforce their loyalty.

e CTA: Access exclusive content through the client
portal.

¢ Distribution: Email campaigns, client newsletters,
and in-platform notifications.

Onboarding and Training Programs

e Content: Provide comprehensive onboarding and
training sessions tailored to each client’s needs.

e Purpose: Ensure clients are fully equipped to use
StratifyPro effectively, leading to higher
satisfaction and retention.

e CTA: Participate in the training and utilize all
features of the platform.

e Distribution: Dedicated onboarding teams and
automated onboarding workflows.

Referral Programs

e Content: Offer incentives for clients who refer
new customers, such as discounts on services or
premium features.

e Purpose: Encourage satisfied clients to act as
brand advocates.

e CTA: Refer a colleague and earn rewards.

e Distribution: Direct email campaigns and in-app
messages.

Customer Success Initiatives

e Tactics: Regular check-ins, performance reviews,
and strategy sessions to ensure ongoing success
with StratifyPro.

e Purpose: Maintain strong relationships and help
clients achieve their strategic goals.

e CTA: Schedule regular success meetings.

e Distribution: Customer success teams and
automated reminders.
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GTM
Strategy

Our comprehensive Go-To-Market (GTM) strategy is designed to
rapidly increase market penetration, drive lead generation, and
establish StratifyPro as a leader in AI-driven strategic planning.
Over the course of six months, this plan will position StratifyPro

to scale its customer base, deepen engagement with key 2 2 > > > > > >

decision-makers, and generate significant revenue growth
through tailored campaigns and customer-focused initiatives.




GTM Strategy

Key Objectives

Market Expansion:
e Establish a strong market presence and secure 10 referenceable customers, we will focus on penetrating key geographic regions and
industry verticals, targeting enterprise-level decision-makers such as CIOs, CFOs, and Strategy Leaders in sectors like finance, healthcare,

and technology

Lead Generation and Conversion
e Build and execute high-impact awareness campaigns through digital ads, webinars, SEO optimization, and content marketing. Nurture

leads through personalized outreach, ABM strategies, and tailored demos.

Customer Retention and Loyalty
e Strengthen relationships with existing customers by introducing loyalty programs, success audits, and advanced customer engagement

strategies aimed at reducing churn and increasing customer lifetime value.

Thought Leadership and Brand Authority
e Establish StratifyPro as a thought leader in AI-driven strategic planning through thought leadership articles, industry awards, and hosting

exclusive webinars and panels.

Sales Enablement
e Equip the sales team with enhanced sales toolkits, vertical-specific materials, and customized proposals to drive conversions, particularly

in high-value enterprise accounts.

ABM Scaling
e Scale Account-Based Marketing (ABM) efforts to target larger enterprise accounts and deepen engagement with key executives through

personalized outreach, direct mail campaigns, and highly tailored marketing strategies.




GTM Strategy

Strategic Phases

Month 1
e Build awareness and generate leads through optimized messaging, digital campaigns, and targeted content such as webinars and
whitepapers. Launch an ABM campaign to engage high-potential accounts, focusing on CIOs, CFOs, and Strategy Leaders.

Month 2
e Engage leads through personalized drip email campaigns, product demos, and free trials. Strengthen sales efforts by providing tailored
consultations and exclusive offers to drive prospects further down the funnel.

Month 3
e Focus on conversion by offering limited-time promotions, personalized sales outreach, and onboarding new customers with step-by-step
guides. Initiate customer success check-ins to ensure early satisfaction and reduce churn.

Month 4-5:
e Expand market reach into new industries and geographic regions, deepen customer loyalty through success audits and tailored
workshops, and scale ABM efforts with larger enterprise accounts. Develop thought leadership initiatives to drive credibility.

Month 6:
e Achieve market dominance through strategic partnerships, large enterprise deal closures, and significant industry recognition. Finalize
customer success programs, optimize retention, and leverage expanded sales toolkits for further growth.




GTM Strategy

Expected Outcomes
By the end of the six-month period, StratifyPro is likely to achieve:

Increased Revenue:
e Rapid lead generation and conversion through tailored campaigns and sales efforts, resulting in significant new revenue streams.

Stronger Market Presence:
e Enhanced brand awareness and thought leadership in strategic planning through industry recognition and expanded market penetration.

Deeper Customer Engagement:
e Higher customer retention and lifetime value through advanced customer success programs, loyalty initiatives, and continuous strategic

alignment.

Scalable Sales Operations:
e An optimized, well-equipped sales team driving larger deal sizes, faster deal cycles, and high-value conversions, especially within

enterprise-level accounts.




Go To Market
Month 1-3

Website,
Messaging, Product Customer
and Lead Demonstrations Advocacy
Positioning Generation and Free Trial Strategic Conversion and
Optimization Initiatives Promo Partnerships Campaigns Referrals
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Awareness Lead Case Studies Webinar Onboarding Performance
Campaigns Nurturing and Series and Review and
Campaigns Testimonials Customer Optimization
Success

This 6-month Go-To-Market (GTM) strategy builds on the initial 3-month plan with a structured
approach to awareness, lead generation, engagement, conversion, and customer success. The

aim is to create a strong foundation, build momentum, and drive sustainable growth for
StratifyPro.

>



Go To Market
Month 4-6

Enhanced
Targeted New Interactive Customer Customer Expand
ABM Partnerships and Product Success and Success Case Study
Expansion Collaborations Demos Onboarding Focus Library

T T T
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Content Customer Aggressive Begin Advocate Led Long-Term
Syndication Success Conversion Building Referrals Marketing
Case Study Tactics Customer Initiatives
Development Advocacy
Network

This 6-month GTM strategy ensures a balance between short-term wins and long-term growth
for StratifyPro by optimizing awareness, engagement, conversion, and retention. Each month
builds on the previous, driving strategic momentum, accelerating sales, and ensuring a robust
pipeline of leads while focusing on customer success and advocacy to ensure continued growth.

>



Go To Market K&
Month 1

Awareness and Lead
Generation

The focus of Month 1 is to build brand awareness, optimize the
website and messaging, and generate initial leads. The strategy
revolves around positioning StratifyPro as the go-to solution
for strategic planning powered by Al, targeting key personas
like CIOs, Strategy Leaders, and CFOs.

Expected Outcomes

Website Optimization

Improved messaging and user experience with | L
increased conversion rates on demo requests, webinar ISERRTIY IOy
sign-ups, and content downloads.

1"1
o

Increase Brand Awareness

Increased brand visibility through digital advertising,
SEO, and thought leadership activities. Expect g
increased impressions and 500+ new visitors. ;

Lead Generation

Generate new leads from webinars, content
downloads, and targeted ABM efforts. These leads will
be segmented and nurtured in Month 2.

; % R -'551
Industry Positioning
Establish StratifyPro as a thought leader in Al-driven

strategic planning with articles published in relevant
media and active participation in key industry groups.

—_——— = ———
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Go To Market - Month 1

Awareness and Lead Generation

Website, Messaging, and Positioning Optimization

Core Value Proposition:
e Refine key messages based on Ideal Customer
Profiles (ICPs) like CIOs, Strategy Leaders, and
CFOs.

Key Messages:
¢ Highlight Al-driven strategic planning,
addressing common pain points in the strategic
process.

Conversion Rate Optimization (CRO):
e Implement A/B testing and enhance UX/UI for
clear call-to-actions (CTAs).

User Journey:
e Streamline the customer journey on the
website, focusing on lowering bounce rates and
improving click-through paths.

Awareness Campaigns

Digital Advertising:
e Launch LinkedIn and Google Ads targeting
CIOs, Strategy Leaders, and VPs of IT.
e Use strategic, industry-focused messaging.

SEO Optimization:
e Keywords like “Al-driven strategic planning”
and “corporate strategy tools.”
e Publish high-quality blog posts and articles
around strategic planning challenges.

PR and Thought Leadership:
e Publish thought leadership articles in industry
publications.
e Promote in LinkedIn groups, highlighting
leadership in AI-driven strategic tools.

Lead Generation Initiatives

Webinar:
e Topic: “Transforming Strategic Planning with
AlL”
e Drive sign-ups through LinkedIn and email
marketing.

Content Marketing:
o Whitepapers like “The Strategic Planner’s Guide
to AI-Driven Success.”
e Dedicated landing pages for download.

Account-Based Marketing (ABM):
¢ Identify high-potential target accounts.
e Develop personalized marketing for decision-
makers like CIOs and CFOs.

el




Go To Market K&
Month 2

Engagement and Nurturing

In Month 2, the strategy shifts from awareness and initial lead generation to
nurturing those leads and engaging them deeper into the funnel. The goal is
to move prospects from interest to consideration by offering personalized
content, product demonstrations, free trials, and nurturing campaigns
tailored to different personas.

By the end of Month 2, the focus on engagement and nurturing will have
moved a significant number of leads through the funnel, with personalized
demos and free trials offering tangible proof of StratifyPro’s value. These
efforts will also set the stage for an aggressive conversion push in Month 3.

Expected Outcomes

Lead Nurturing

Increased engagement through targeted drip email |
campaigns, resulting in more leads moving into the e
consideration stage.

|
-

Product Demos and Trials

At least 5 personalized product demos delivered, with |
10-30 leads engaging in free trials. Expecting a 15- < ety
20% conversion rate from demos to trials. :

New case studies and client testimonials providing proof |
of ROI and success in the market. These assets will be
crucial for building trust with high-value prospects.
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Partnership Development

At least one partnership formed with an industry
influencer or association, co-hosting a webinar or
publishing a joint whitepaper to broaden credibility.
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Go To Market - Month 2

Engagement and Nurturing

Lead Nurturing Campaigns

Email Drip Campaigns:
e Tailor messages for CIOs, CFOs, Strategy
Leaders.
e Focus on showcasing specific use cases and
StratifyPro features.

Personalized Outreach:
e Follow up with leads who engaged in webinars
or downloaded content.
e Offer personalized consultations.

Strategic Partnerships

Partnership Development
e Collaborate with industry influencers for joint
webinars or co-branded content.
e Expand reach and credibility through trusted
industry associations.

Product Demonstrations and Free Trials

Demo Campaign:
e Promote personalized product demos for high-
engagement prospects.

Free Trial Campaign:

o Offer extended trials to leads who attended
webinars, calls, nurturing them through guided
onboarding, etc. Any additional hurdle for buy-
in.

Webinar Series

e Plan webinars focused on industry pain points,
such as “Overcoming Strategic Alignment
Challenges.”

e Promote via LinkedIn Ads, email marketing, and

partnerships with associations.

Case Studies and Testimonials

e Develop case studies from early adopters
showcasing tangible ROL.

e Use in email campaigns, on the website, and in
product demonstrations.
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Expected Outcomes

Increased Conversions

Convert a significant percentage of high-intent leads |
into paying customers through exclusive offers,

personalized outreach, and free trial promos.

—
M O nth 3 Early Customer Success

Onboard new customers effectively, ensuring that 70% |
of them achieve a significant milestone within the first |
30 days. Build momentum and reduce early churn risk. |

Conversion and Acceleration

In Month 3, the primary focus shifts toward converting engaged leads
into paying customers. The groundwork laid in Months 1 and 2—nbuilding
awareness, generating leads, and nurturing prospects—uwill now be Referral Growth
leveraged to push leads toward final purchasing decisions. The strategy Launch the referral program and generate new leads
will involve offering compelling incentives, providing strong ROI through existing customers, leveraging early successes
justifications, and ensuring that early adopters see immediate value and customer satisfaction.

through customer success and onboarding initiatives.

By the end of Month 3, StratifyPro should see a substantial increase in Solid Foundation for Advocacy
paying customers, strong onboarding success, and a pipeline of new

referrals and opportunities from satisfied early adopters. This momentum
will serve as a solid base for continued growth in Months 4-6.

Build a foundation of early success stories and
customer advocacy that will drive further referrals and
act as social proof for late-stage prospects.
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Go To Market - Month 3

Conversion and Acceleration

Conversion Campaigns

Exclusive Offers:
e Limited-time discounts or premium onboarding

support.

Sales Push:
e Direct sales outreach for high-intent leads,
focusing on deal closure.

Proposal Customization:
e Tailored proposals with ROI projections and
specific implementation plans.

Performance Review and Optimization

e Track KPIs like conversion rates and Customer
Acquisition Cost (CAC).

e Adjust messaging and sales strategies based on
feedback from the sales team and customers.

Onboarding and Customer Success

Onboarding Content:
e Step-by-step onboarding guides and videos.
e Regular customer success check-ins to ensure
early satisfaction.

Quick Wins Program:
e Focus on helping new customers achieve early
milestones to build momentum.

Customer Advocacy and Referrals

e Launch a referral program offering discounts or
service credits for customer referrals.

e Promote success stories from early adopters,
highlighting measurable ROL.




Go To Market K&

Month 4

Expansion, Retention, and
Advanced Lead Nurturing

In Month 4, the focus shifts to expanding the customer base, retaining
existing customers, and deepening the engagement with potential leads
who are still in the decision-making process. Building on the momentum
from Months 1-3, this phase will also prioritize advanced nurturing, cross-
sell opportunities, and preparing for scaling efforts. Additionally,
establishing strong customer relationships and developing advocacy
programs will further drive growth.

Month 4 will build upon the foundations laid in the previous months,
ensuring continued growth through improved lead nurturing, sales
enablement, and customer retention. These efforts will prepare the
company for scaling in the latter half of the GTM strategy.

Expected Outcomes

Increased Lead Conversion

By continuing advanced lead nurturing, personalized | |
outreach, and utilizing refined case studies and e
testimonials, expect an increase in lead conv. rates.
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Expanded Retention

Scaling the customer onboarding process and |
strengthening customer success programs will improve | ..
customer satisfaction and reduce churn rates. | e AR

New Leads from Partnerships

By leveraging partnerships and co-marketing
opportunities, expand reach into new audience
segments, generating additional leads.
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Enhanced Sales Effectiveness

Refined messaging, sales playbooks, and proposal
customization will accelerate deal closures and
improve sales team performance.
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Go To Market - Month 4

Expansion, Retention, and Advanced Lead Nurturing

Targeted ABM Expansion Content Syndication New Partnerships and Collaborations
e Expand the target account list based on e Syndicate top-performing content (eBooks, e Partner with complementary technology
successful campaigns in the first 3 months. whitepapers) on industry-specific platforms to providers to co-host webinars or events.
expand reach.
e Deepen personalization for key accounts, e Explore joint marketing campaigns with these
focusing on larger enterprise opportunities. ¢ Drive traffic to landing pages optimized for lead partners to leverage combined reach.
capture.
Customer Success Case Study Development Interactive Product Demos Expansion of Lead Nurturing Campaigns
e Develop detailed case studies on early success e Offer interactive online demos or 1:1 sessions e Continue to engage prospects who have shown
stories to bolster credibility. for leads who have engaged with past content interest but haven't converted, moving them
but not converted. further down the funnel.
e Leverage customer quotes and success metrics
in sales and marketing materials. e Follow up with trial offers or personalized e Prioritize leads based on engagement levels and
consultations based on demo insights. likelihood to convert, allowing the sales team to

focus on the highest-value prospects.




Go To Market KB

Month 5

Scaling, Expansion into New
Markets, and Long-Term
Customer Engagement

In Month 5, the focus shifts to scaling efforts that expand StratifyPro's
market presence, further improving customer engagement, and
deepening penetration into new industries or geographic regions.
Additionally, it’s essential to continue building strong, long-term
relationships with existing customers while solidifying the company’s
competitive positioning through thought leadership and industry
recognition.

Month 5 will be a pivotal period for scaling, with a focus on expanding into
new markets, deepening customer engagement, and positioning
StratifyPro as a market leader through strategic thought leadership and
enhanced sales efforts.

Expected Outcomes

Expanded Market Reach

StratifyPro’s penetration into new geographic regions | t
and industry verticals will generate a significant e
increase in leads and revenue opportunities.

1‘5
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Enhanced Thought Leadership
Industry awards, events, and thought leadership =
initiatives will solidify StratifyPro’s position as a leader | . = B g
in Al-driven strategic planning. i T

content, the sales team will be better equipped to close
more deals, particularly in enterprise accounts.
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Successful ABM Expansion

Scaling ABM efforts will generate additional high-value
leads from targeted accounts, leading to larger deal
sizes and higher conversion rates.

| 1 Y g [
1 TR = . B



Go To Market - Month 5

Scaling, Expansion into New Markets, and Long-Term Customer Engagement

Market Expansion and New Industry Penetration

Geographic Expansion Campaigns:
e Target new regions with tailored messaging,
localized digital ads, regional events, and
partnerships to build awareness and generate

leads.

Industry Vertical Targeting:
e Focus on new industries with vertical-specific
content, playbooks, and dedicated campaigns
to increase penetration and revenue from

targeted sectors.

Scaling ABM (Account-Based Marketing) Campaigns

Expanding ABM Target Accounts:

Advanced Customer Retention and Engagement
Initiatives

Customer Loyalty Programs:
e Strengthen retention with loyalty incentives,
tiered membership programs, and enhanced
referral bonuses.

Advanced Customer Success Engagement:

e Deepen relationships with success audits,
custom workshops, and new customer success
stories to improve retention and cross-sell
opportunities.

e Broaden the ABM focus to larger enterprises, using personalized ads and outreach to generate high-

quality leads.

Executive Outreach and Direct Mail Campaigns:

e Engage C-level executives through personalized emails and direct mail, offering exclusive demos and

high-value resources to close enterprise deals.

Expansion of Sales Enablement Tools and
Resources

Expanding Sales Toolkits:
e Provide the sales team with industry-specific
toolkits, competitive comparison sheets, and
training to improve conversion rates.

Tailored Proposal Creation:
e Develop customizable proposal templates with
detailed ROI projections and implementation
plans to increase deal closure rates.
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Go To Market K&

Month 6

Full Market Penetration,
Customer Advocacy, and
Revenue Growth

In Month 6, the focus is on fully penetrating the target markets, optimizing revenue
growth, solidifying customer relationships through advocacy programs, and driving
long-term scalability and sustained success. This month’s activities will ensure
StratifyPro solidifies its position as a key player in AI-driven strategic planning tools,
boosts customer advocacy, and maximizes revenue.

By the end of Month 6, StratifyPro will have achieved significant market penetration
across key industries and niche markets. A robust customer advocacy program will
be driving referrals and positive word-of-mouth, contributing to revenue growth
through optimized pricing, cross-selling, and enterprise-level deals. StratifyPro will
be widely recognized as an industry thought leader, with enhanced visibility
through media partnerships and influencer collaborations. The platform will be fully
prepared for long-term scalability, with optimized infrastructure, support, and
automation systems in place to support sustained growth.

Expected Outcomes

Maximized Market Presence

StratifyPro will have achieved significant market
penetration in core industries, with a well-established
reputation as a leader in AI-driven strategic planning.

—

Customer Advocacy & Referrals

A fully functional customer advocacy program will be driving :
new leads, generating positive word-of-mouth marketing, Sy W
and strengthening relationships with existing customers.

il l

Increased Revenue

Optimized pricing models, cross-selling initiatives, and |
enterprise-level deals will contribute to significant revenue
growth, with a solidified long-term growth trajectory.

-
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Scalability and Infrastructure

The GTM platform will be fully prepared for long-term
scalability, with infrastructure, support, and
automation systems optimized for future growth.
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Go To Market - Month 6

Full Market Penetration, Customer Advocacy, and Revenue Growth

Customer Success Focus
e Strengthen relationships with existing
customers by scheduling quarterly business

reviews (QBRs).

e Focus on ensuring customers see continued
value, with tailored success plans.

Expand Case Study Library

e Continue developing customer success stories
with a focus on specific industries.

e Leverage these stories in outbound sales and
content marketing campaigns.

Advocate-Led Referrals

e Activate a formalized referral program

leveraging customer advocates built in Month 5.

e Use incentives like free months of service for
successful referrals.

Long-Term Marketing Initiatives

e Start laying the groundwork for long-term
content strategies like in-depth guides, industry
reports, and leadership-driven thought pieces.

e Focus on evergreen content to sustain lead
generation beyond Month 6.

Industry-Specific Webinars and Thought Leadership

e Host webinars focused on challenges specific to
verticals like healthcare, technology, and finance.

e Position StratifyPro as an industry leader in these
sectors.




