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Today’s Agenda
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• Welcome,  introductions (20 min)

• Preparing for your annual plan and/or 
creating your 100-day plan (30 min)

• Discussion: What is the CMO’s role in 
corporate planning and what are your 
tips? (30 min)



We help our portfolio 
build and optimize 
hyper-growth GTM 
machines



What is the GTM Advisory?

Advisory

Advising over 55% of the portfolio 
with bespoke GTM consulting

Been-to-market expertise

Events

Connecting EIRs, advisors, and 
portcos at 40+ events per year

The power of community

Content

Distilling decades of experience into 
80+ practical tools and frameworks

Step-by-step guides



What All-day lounge where you can take meetings, 
network with GTM leaders, and join informal 
small group sessions (e.g., CMO Breakfast 
with Maria, Craig and Carilu)

GTM Lounge during Dreamforce (RSVP link)

Where 106 Natoma St

When 10am to 6pm on Wednesday, September 18th 
(CMO Breakfast starts at 10am)

https://events.scalevp.com/scale/rsvp/register?e=scale-venture-partners-gtm-lounge&ref=cmo


Introductions

1. Name 
2. Title
3. Company
4. How you’re engaging with other 

CMOs and what CMO events 
you’d like to see from Scale



Agenda

1. Corporate Planning
2. 100 Day Plan
3. Market Discovery Template
4. CMO Tips
5. Your Turn - Your Ideas



Corporate 
Planning

1. Mission and Vision
2. 3 Year Plan
3. 1 Year Plan
4. Metrics to support 1 Year 

Plan Success
Note: notice this isn’t a spreadsheet 
from finance



Cisco’s VSEM Methodology
Accelerate profitable growth throughout the North American sales organization

Deploy the 80/20 Business Process within my area of responsibility and focus my team’s resources on 
the best opportunities available to us

Improve 80/20 Thinking
Develop and deploy 80/20 on an 

ongoing basis

Increase 80/20 Engagement
Improve Awareness, Relevance, 

and Communication of AM’s

Execute Growth of the 80’s
Contribute to revenue growth 

by focusing on our best 
opportunities

Five part plan to deploy 80/20 Engagement activities: Growth activities:
-Design: Ensure the right process
-Performers: Knowledge, skills, and behavior
-Ownership: Identify team, expectations
-Infrastructure: Reports, hiring, rewards 
geared to 80/20
-Metrics: Regular tracking and feedback

-Have team and plan in place by 1/31
-Establish weekly meetings with notes
-Include staff from all departments
-Weekly progress letter to team on metrics, 
momentum, and milestones met

-80 to the 80’s
-Determine “sales effort allocation” to be 
devoted to each Green
-Have each AM “live the life” of a customer
-Specific plans by account to grow share of 
wallet

-# of positive mentions of 
80/20
-% of steps documented
-80/20 $ impact

-Periodic culture survey
-# of weekly meetings held
-# of milestones set

-Number of Green accounts
-Share of wallet of Greens
-Sales effort allocation %
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The VSEM Approach

• Identifies a picture of what 
success will look like without 
functional silos

• Highlights the value of a 
company, team or individual

• Team members understand 
what  each brings to the 
endeavor

https://www.bmc.com/blogs/vsem-vision-strategy-execution-metrics/
https://www.bmc.com/blogs/vsem-vision-strategy-execution-metrics/


Other frameworks

• OKRs, V2MOM, 4DX, 
EOS®, and SMART are all 
alternative methods

• Ensure objectives can be 
cross-functional and set 
at a corporate level 

• Budget should align and 
be presented by objective



Tips

• Don’t start with the budget from finance - get ahead of this now

• Plan after corporate imperatives are clear

• Consider zero-based budgeting

• Reality-based successes are celebrated above spend-based or 
team-size successes

• Creating the organization based on the goals 
• Teams have shared goals
• The CMO owns no goal individually
• Any goal not assigned is the job of the CMO



“Market”-ing 



Special thanks to 
Carilu Dietrich, Mini Peiris, 
& Sydney Sloan who all 
shared past 100 day plans 
so I could present today :) 



The 100 Day (or Annual) Plan 

Do:
• Research: start with current corporate goals (like a VSEM), 

investor deck, sales deck, and review of the market
• Interview with purpose: start with the plan in mind and speak with 

the team, analysts, customers, and partners
• Create a perspective: explain how marketing can impact that 

perspective
• Explain your approach: how you would interact cross-functionally, 

augment the marketing team, and leverage the customer base to 
create the needed outcome

Don’t: state the obvious



The ‘Market’ Process (and Template!)

https://docs.google.com/spreadsheets/d/1QMeOYrHndziJ41lt3F-__SqtRHDC4YnH16WfBtHVypI/edit?usp=sharing
https://docs.google.com/spreadsheets/d/1QMeOYrHndziJ41lt3F-__SqtRHDC4YnH16WfBtHVypI/edit?usp=sharing


CMO Tips
• Your first team is the leadership team
• Set-up for scale
• Experience versus playbook
• Structured informational interviews
• Play-to-win versus fail-fast 
• Celebrate non-visual diversity to align the team
• Close the loop and create context to bring everyone along
• Squads surround key initiatives
• Organize to outcomes
• Know where your CEO gets their info
• Don’t get stuck in small optimizations or audits 
• Use your network



Internal Informational Interviews

● Personal Expectations

● Burning Imperatives

● Where to Play

● What Matters

● How to Win

● How to Connect



Sample Interview Questions



Sample Meeting Structure



7 Reasons It Doesn’t Work*

1. Organizational: Lack of a winning strategy (or ability to 
implement that strategy)

2. Role: Expectations and resources 

3. Skills: Gap in motivation or fit

4. Relationship: Failure to build key relationships

5. Learning: Failure to gain adequate information or knowledge

6. Delivery: Failure to build a high performing team or deliver results

7. Adjustment: Failure to see or react to situation change

*From The New Leaders 100 Day Plan
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Discussion
What is the CMO’s role 
in corporate planning 
and what are your 
tips?



Selection of open roles in the portfolio

VP of Product Marketing (link)

Senior Director, Growth Marketing (link)

Customer Success Manager (link)

Director of Product Marketing (link)

Director of Growth Marketing (link)

Please send referrals to Mark (mark.gustaferro@scalevp.com)

https://socure.wd1.myworkdayjobs.com/SocureCareers/job/Remote---USA/VP--Marketing_JR269-1?utm_source=Scale+Venture+Partners+job+board&utm_medium=getro.com&gh_src=Scale+Venture+Partners+job+board
https://appomni.com/careers/open-roles/?gh_jid=5166767004
https://jobs.ashbyhq.com/bland-ai/fca4c2e2-ca5c-4ce2-a4d5-d248b9487939?utm_source=Scale+Venture+Partners+job+board&utm_medium=getro.com&gh_src=Scale+Venture+Partners+job+board
https://jobs.lever.co/observeai/9c6f583d-2b09-413f-b10f-07dfb90a8549?utm_source=Scale+Venture+Partners+job+board&utm_medium=getro.com&gh_src=Scale+Venture+Partners+job+board
https://jobs.lever.co/walkme/d93c89a1-01af-4c15-89fd-06cab29bf9e0?utm_source=Scale+Venture+Partners+job+board&utm_medium=getro.com&gh_src=Scale+Venture+Partners+job+board


Thank You!


