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SaaS GTM Checklist: The Ultimate Growth Blueprint

Introduction

Thank you for downloading Neekan Consulting's comprehensive Go-To-Market checklist for SaaS startups. This
actionable resource is designed to help you identify gaps in your growth strategy and implement proven tactics that
drive sustainable results.

How to Use This Checklist
1. Go through each section systematically
2. Check off completed items
3. Prioritize incomplete items based on your current growth stage
4. Create an implementation timeline for outstanding items

5. Revisit monthly to track progress

PHASE 1: MARKET VALIDATION & POSITIONING

Customer Research
e []Defined Ideal Customer Profile (ICP) with demographic and psychographic details
e []Conducted minimum 20 customer interviews to validate pain points
e []Documented buyer journey and decision-making process
e []ldentified key stakeholders and influencers in purchase decisions
e []Analyzed competitors' customer reviews for insight gaps
Product-Market Fit Assessment
e []Established clear product-market fit metrics
e []Implemented NPS or similar satisfaction measurement
e []Achieved minimum viable retention rates (>85% after 60 days)
e []Documented "aha moment" for new users
e []ldentified and measured core product value metrics
Value Proposition & Messaging
e []Crafted unique value proposition that addresses specific customer pain points
e []Developed messaging framework for different buyer personas
e []Created comparison matrices against main competitors

e []Tested messaging with actual prospects (A/B testing)
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[ ] Defined brand voice and tone guidelines

PHASE 2: ACQUISITION STRATEGY

Website Optimization

[]1Implemented conversion-focused homepage with clear value proposition
[ ] Created dedicated landing pages for each key persona/use case

[]1Set up heat mapping and session recording tools

[ 1 Optimized site load speed (under 3 seconds)

[ ] Established mobile responsiveness across all pages

[1Implemented structured data markup for SEO

Content Marketing

[ ] Created editorial calendar aligned with customer journey stages
[1Published cornerstone content for key search terms
[1Implemented lead magnets for each stage of buyer journey

[1Set up content distribution strategy across channels

[ ] Established guest posting relationships with industry publications

[ ] Created case studies showcasing customer success stories

SEO Strategy

[ 1Conducted keyword research for industry-specific terms
[ 1 Optimized meta titles and descriptions across site

[ ] Fixed technical SEO issues (crawling, indexing, structure)
[ 1 Built backlink acquisition strategy

[ 1Implemented local SEO tactics (if applicable)

[1Set up regular SEO performance monitoring

Paid Acquisition

[ ]1 Defined channel-specific CAC targets

[ ]1Set up tracking for full-funnel attribution

[ 1 Created channel-specific creative assets
[ ] Established A/B testing framework for ads
[]1Implemented retargeting campaigns

[ ] Developed lookalike audience strategy
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Social Media

[ ]1Selected primary social platforms based on ICP research
[ ] Created platform-specific content calendars

[1Set up social listening for industry mentions

[ ] Established employee advocacy program
[1Implemented social proof integration on website

[ ] Built community engagement strategy

PHASE 3: CONVERSION OPTIMIZATION

Lead Qualification

[1Implemented lead scoring system

[ ] Created segmentation based on behaviour and demographics
[ ] Established MQL to SQL conversion criteria

[1Set up lead enrichment processes

[ ] Developed lead nurturing workflows

Sales Enablement

[]1Created comprehensive sales playbook

[ ] Developed battle cards for competitor comparisons
[ ] Established demo script and process

[ ] Created objection handling framework

[1Set up sales email templates and sequences

[ 1Implemented sales enablement content (case studies, white papers)

Conversion Path Optimization

[ 1 Mapped all conversion paths on website

[ 1ldentified and fixed leaky funnel points
[]1Optimized form fields and submission process
[1Implemented exit-intent strategies

[1Set up abandoned cart/form recovery

[ ] Created compelling CTAs throughout site

© 2025 Neekan Consulting. All rights reserved.

4% neekan



4% neekan

Pricing & Packaging

[ 1 Conducted competitive pricing analysis

[ ] Tested different pricing models (per user, value-based, etc.)
[ ] Created clear pricing tiers with feature differentiation

[ 1Implemented strategic upsell paths

[]1Set up self-service and sales-assisted purchase options

[ 1 Developed discount strategy for annual commitments

PHASE 4: RETENTION & EXPANSION

Onboarding Process

[ ] Created structured onboarding sequence

[ ] Developed in-app guidance for key features

[ ] Established onboarding success metrics
[1Implemented early warning system for at-risk accounts
[]1Set up milestone celebration triggers

[ 1Created educational resources for new users

Customer Success

[ ] Established customer health scoring model

[]1Set up regular business review cadence

[ ] Created CS playbooks for different customer segments
[1Implemented customer feedback loops into product

[ ] Developed proactive outreach strategy for at-risk accounts

[ ] Built customer community program

Revenue Expansion

[ 1 Mapped cross-sell/upsell opportunities by customer segment
[ ] Created trigger-based expansion campaigns

[ 1 Developed referral and advocacy programs

[ ] Established expansion pipeline methodology

[1Set up account growth metrics and tracking

[ ] Created case studies of successful expansions
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PHASE 5: ANALYTICS & OPTIMIZATION

Performance Measurement
e []Implemented full-funnel analytics tracking
e []Setup marketing attribution model
e []Created executive dashboard with KPIs
e []Established channel-specific performance metrics
e []Developed cohort analysis framework
e []Implemented customer acquisition cost (CAC) and lifetime value (LTV) tracking
Testing Framework
e []Setup A/B testing capability for website
e []Created testing roadmap for key conversion points
e []Established statistical significance thresholds
e []Implemented multivariate testing for critical pages
e []Developed experimentation database to track results
e []Created test documentation process
Data-Driven Iteration
e []Established data review cadence (weekly, monthly, quarterly)
e []Created process for implementing insights from data
e []Setup competitive intelligence tracking
e []Developed process for customer feedback integration
e []Implemented forecasting models for growth
e []Created channel mix optimization framework
Next Steps

Now that you've identified gaps in your SaaS GTM strategy, let's discuss how Neekan Consulting can help accelerate
your growth. Our team of SaaS marketing specialists has helped companies like yours:

e Reduce customer acquisition costs
e Increase conversion rates
e Improve customer retention
Ready to fix your growth engine? Schedule a Free Strategy Call

Visit www.neekanconsulting.com or email us at contact@neekanconsulting.com
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