SaaS Launch Checklist:
Your Go-to-Market Guide

Step 1: Lay the Foundation

Assumptions and Hypotheses:

» Clearly define your core assumptions about the market, your target
audience, the problem you're solving, and the viability of your solution.
» Document these assumptions and revisit them regularly to ensure they

remain valid as you gather more data.

Market Analysis:

» Conduct thorough market research to understand the size, trends, and
dynamics of your target market.
 ldentify key market segments, potential opportunities, and challenges

you may encounter.

Competitor Analysis:

 Identify your main competitors and analyze their strengths, weaknesses,
pricing strategies, and positioning.
« Use competitive intelligence to differentiate your product and identify

gaps in the market.

Step 2: Define Your Target Audience

Ideal Customer Profile (ICP): Develop a detailed profile of your ideal

customer, including:

» Demographics (age, location, gender, income, education)
« Company characteristics (industry, size, revenue)

* Needs and pain points

» Technographics (current technologies used)

« Psychographics (values, attitudes, interests)

* Buying behavior



Market Research:

» Conduct customer research (surveys, interviews, focus groups) to
gather real-world insights into your target audience's needs and
preferences.

* Analyze customer data to understand their behavior and identify areas

for improvement.

Step 3: Craft Your Value Proposition

Unique Selling Propositions (USPs): Clearly articulate what makes your
product unique and desirable. Focus on the specific benefits your product

offers that competitors don't.

Compelling Messaging: Translate your product's features into tangible

benefits for your customers.

Use messaging frameworks (PAS, FAB, BAB) to structure your communication

effectively.

Value Proposition Canvas: Use this tool to visualize and refine your value
proposition by mapping out your product's features, customer benefits,

and customer pain points.

Step 4: Create a Plan

Growth Strategy: Choose a growth strategy that aligns with your product

and target market:

* Product-Led Growth (PLG)
e Sales-Led Growth (SLG)
* Hybrid Approach

Sales Strategy: Define your sales approach (inside sales, field sales,
channel partnerships, self-service) based on your target market and

product complexity.



Select and integrate a payment processing solution (e.g., PayPro Global)

Marketing Strategy: Develop a comprehensive marketing plan that

encompasses various channels and tactics:

« Content marketing

* Email marketing

» Social media marketing

* Paid advertising

» Search engine optimization (SEO)
* Public relations (PR)

Channel Strategy: Select the most effective channels for reaching your
target audience (organic, paid, social, PR, etc.).

Define funnel metrics for each channel to track performance.

Develop a Launch Plan:

» Set SMART goals for your product launch
* Outline pre-launch, launch day, and post-launch activities

» Create a Gantt chart to visualize your launch timeline

Step 5: Build Your Team

Hire the right talent. Define roles and responsibilities and prioritize

experience and cultural fit

Provide ongoing training and development: product training, sales

training, and marketing training. Invest in customer success training

OKRs and KPIs: Set clear objectives and key results (OKRs) for your GTM
team. Establish key performance indicators (KPIs) to measure progress

and identify areas for improvement.

Step 6: Launch Your Product

Execute your pre-launch activities: Beta testing, early access programs,

content creation



Launch day activities: Webinars, product demos, social media campaigns,

press releases

Be ready for post-launch activities: Customer onboarding, ongoing

engagement, product iteration

Monitoring, Analyzing, and Optimizing

Track key performance indicators (KPIs) such as CAC, CLTV, churn rate,

MRR, website traffic, conversion rates, and customer satisfaction.
Create a dashboard to visualize your KPIs and track progress over time.

A successful GTM strategy is an ongoing process that requires continuous

monitoring, analysis, and adaptation. Regularly:

* Review, analyze, and optimize your GTM strategy based on data and
feedback.

» Conduct A/B tests to optimize your marketing campaigns, landing pages,
and pricing.

» Gather and utilize customer feedback to improve your product and GTM

strategy.

By following this framework and remaining flexible, you can increase your
chances of achieving a successful product launch and driving sustainable

growth for your SaaS business.



