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Today’s Agenda
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• Welcome,  Introductions, and Survey (30 min)

• Using Customer Use Cases to Align GTM to 
Drive Growth (30 min)

• Open discussion (30 min)



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



Advisory

Advising our portfolio 
companies with bespoke 
GTM consulting

Been-to-Market Expertise

Events

Connecting our network 
of EIRs, Exec Advisors 
and portfolio execs

The Power of Community

Content

Distilling decades of 
experience into concise 
GTM playbooks

Step by Step Guides



Introductions

1. Name 
2. Title
3. Company
4. Highlight of your summer 



Survey



Using customer uses 
cases to align GTM 
and drive growth 



About Me 



Messaging Pyramid 

Product Features & 
Functionality  

Provide clear descriptions of your 
product’s key features. Explain how 
each feature works and the specific 
benefits it delivers. Include important 
technical specifications to highlight the 
product's capabilities.
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Use Cases / Business 
Processes 

Identify the business processes your 
customers typically use the product for. 

Identify what’s frustrating about doing 
those jobs the “old way” and what the 

negative consequences are. Then contrast 
by showing specific capabilities of your 

product that addresses those pain points 
and improves outcomes.

→ Easily maps to business case/ROI 
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Strategic Narrative 

Why your company? Why now? 
Company’s POV/insight into what’s 
shifted in our customer’s world. This 
shift has created expensive problems, 
and your company was built to solve 
those problems. 

→ Drives sense of urgency
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Uncovering Customer Jobs 

1. Pull Data Sources 

● Analyze CRM data on customer 
interactions, usage patterns, and 
feedback.

● Review the details of recent 
closed-won deals to identify key 
factors that contributed to winning.

● Look into historical customer data 
to identify trends and patterns in 
customer behavior and needs.

2. Talk with Sales & CSMs

● Gather insights from sales and 
CSMs about the most common ways 
customers are using the product.

● Listen to Gong calls to understand 
customer language, pain points, and 
desired outcomes.

● Identify and prioritize customers for 
1:1 interviews based on their usage 
patterns, feedback, and potential for 
valuable insight

3. Conduct 1:1 Customer Interviews

● Define research objectives - clarify 
what you hope to learn from the 
interviews, how you plan to use the 
information, and who you need to 
talk to. 

● Develop a structured interview guide 
with key questions/themes for a 30 
min call 

● Organize your insights 
a. Customer job
b. Pains 
c. Pain relievers 
d. Value/benefit of product  

Aim is to incorporate the voice of the customer and 
messaging using the customer’s own language and 
how they describe these things.



Developing Effective Use Case Messaging 

Buyer Persona: [Insert] 

Current Way 

How they are doing that today.  

Use Case

What they are trying to do.

Capability 

How they’ll do it with your 
product. 

Problem

What’s painful about the way 
they are doing it. 

Feature

What powers this new way.

Benefit

The result of doing it your way. 

Source: Fletch PMM Value Proposition Canvas 



Real Example: Voiceflow 

Persona: Conversation Designer (Champion)

Current Way 
Work is captured in static 

flowcharts and reviewed in live 
meetings, spreadsheets, and 

emails.

Use Case
Gather design feedback from 

developer and product 
stakeholders. 

Capability 
Share design files and track 
feedback all in one place. 

Problem
Feedback is buried in multiple 

places and hard to track.

Feature
Shareable prototypes, canvas 

markup, commenting 

Benefit
Accelerate design reviews and 

approvals 2X faster.

Source: Fletch PMM Value Proposition Canvas 



Business Case for JPMorgan - Design Review Use Case 

ANALYSIS

Objective: 

• Streamline design review processes to improve effectiveness and 
collaboration.

Problem statement (customer validated):

• Average of 3 design forum meetings a week, each 90+ min long
• Approvals took up to 8 weeks (before developer handoff)

Who’s impacted? 

• Conversation designers, developers, product owners 

Levels of impact: 

• Individual - reduced workload and time spent in meetings 
• Team - increased collaboration and faster approval cycles
• Organizational - accelerated time to market and improved 

feedback quality 

BUSINESS OUTCOMES

Before

• 3 design forum meetings per week (90+ min each)
• Approval processes up to 8 weeks 

After 6 months using Voiceflow

• Approval times reduced from 8 weeks to 2 weeks 
• Team created double the amount of reviews 
• 75% less time in reviews 

Measurable change from current state to future state 

• Reduced # of meetings
• Shortened approval times 
• Increased number of reviews completed 

Applicable Scenarios:

• Design review sessions
• Prototyping and feedback loops
• Approval workflows 



Actioning Insights in Marketing



GTM Alignment Strategies 

MARKETING

Aligns integrated campaigns to shift customer behaviors 
and perceptions, focusing on key messages and 

promoting customer stories. 

PRODUCT

Map product roadmap themes with customer use cases and 
relays customer feedback to inform future development.

CLIENT SUCCESS

Optimizes onboarding, drives engagement, and fosters 
customer advocacy to ensure long-term satisfaction and 
loyalty.

SALES

Defines ICP and target accounts, develops buyer enablement 
processes, and creates compelling business cases to support 
buying process.

PRODUCT 
MARKETING



Tracking Early Signals 

Focus on “message-market fit” - some examples of early signals I track:

Paid LinkedIn Ads:

● Reach 
● Engagement (Likes, Comments, Shares) & Click-Through-Rates (Leading Metric) 
● Refine the audience based on engagement to optimize targeting.

Use Case Website Landing Page: 

● Traffic / Unique Visitors 
● Time on Page
● Conversion Rates (ie. Form submissions, demo requests) 

1st Sales Call Execution: 

● Tailored discovery based on use case
● Did the message resonate with the prospect? 
● Look for alignment on the problem and excitement for learning more.



Thank You!


