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GTM AND SALES ACCELERATION READINESS  ·  DELIVER  ·  TABLE 13 (EXPANDED)
Go-to-Market Plan and Routes to Market
 
Plan how each managed service reaches its target segments: routes to market, messaging, marketing, sales capacity, and launch milestones.
How to use
1. Complete the plan summary for each service.
1. Choose routes to market per segment and answer the key considerations.
1. Set launch milestones and review with your Extreme partner team.
Shaded cells are yours to complete. Gray italic rows show an example.
GTM plan summary
	Item
	Your entry

	Service(s) launching
	

	Target segments and personas
	

	Value proposition and key messages
From your UVP.
	

	Routes to market
Self-service / digital, inside or outside sales, channels and agents.
	

	Pricing and offers
	

	Marketing plan
Campaigns, events, content, and Extreme co-marketing.
	

	Sales plan
Capacity, quotas, enablement.
	

	Launch milestones
	

	Success measures
Pipeline, bookings, customers, MRR.
	


Route-to-market considerations
	Route to market
	Key considerations

	Self-service / digital
	What drives awareness and online demand? What self-service collateral is required? Are there try-to-buy options? Can existing ordering portals be used? Any ordering or customization requirements? What is the order-support plan? How will you understand the order experience?

	Inside / outside sales
	What sales capacity is required per team? What training and enablement are needed? What demo capabilities exist and how do demos fit the sales process? Are objectives and KPIs set and aligned to the business plan? Are quotas, compensation, and incentives in place?

	Channels, agents, and business partners
	What channel sales capacity is required? What channel enablement is needed? Are channel incentives tied to the new services? Are special deal registrations required?


Supports Action Plan DV32, DL1, DL10  ·  AMP UP! support: AMP UP! GTM Plan Workshop
Guidance and related templates: playbook.extrememsp.com/gtm#gtm-plan
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