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The GTM Change Inventory

Mark every area that is changing next year, name the owner, and write what it

changes for one seller. The line under each area is the question to ask whoever FISCAL YEAR
runs planning. COMPLETED BY

CHANGE AREA AND THE QUESTION WHAT CHANGES FOR

TO ASK THE SELLER

Revenue targets, baseline and stretch

What is the growth year over year, and what are
the two or three initiatives we think make this
number achievable?

Segmentation and ICP

Are we changing who we sell to, and which
segment moves?

Territory design

Which accounts move, and how many sellers get a
new book?

Quota methodology

Is quota being built differently this year, and who
sees the change first?

Compensation and incentives

What behavior is the new plan paying for that the
old one did not?

Headcount plan and ramp assumptions

How many hires by role and quarter, and what
ramp are we assuming?

Manager span of control

How many reps per manager next year, and how
many of those managers are new?

Role definitions and responsibilities

Whose job description is changing, and who writes
the new one?

Leadership changes

Which leaders are new or moving, and what will
they want to change first?
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The GTM Change Inventory continued

CHANGE AREA AND THE QUESTION WHAT CHANGES FOR

TO ASK THE SELLER

Pricing and packaging
Is anything changing about price, packaging, or
discounting authority?

Product launches and sunsets

What is shipping, what is going away, and when
does it have to be sold?

Messaging and positioning
Is the story changing, and who has to tell
it differently?

GTM motion and sales process
Are we changing how we sell, not just what we sell?

Rules of engagement between teams

What is changing about handoffs, and who owns
the seam?

Partner motion
Are partners carrying more of the number, and
does the field sell with them?

Tools and tech stack

What tools arrive, leave, or change, and what does
that add to a seller's week?

Metrics and system of record

Which metrics or stage definitions change, and
what has to be logged differently?

The enablement operating model

What are we expected to deliver next year, and
what are we stopping?
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