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Product Release Flowchart + Outputs
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Initiative Examples

Sales playbook highlighting key features, benefits, and objection-
handling tactics; create ‘GTM package’ which includes demo
videos, internal sales decks/one-sheets in addition to externally
facing sales enablement pieces that can be used in follow-ups.

Conduct internal training sessions for the Sales
Team to familiarize them with SmartShip.

Demo Day types of structure - cadence TBD based on product release volume;
inclusion in various sales meetings as well as slack channel announcements.

Continuous communication and feedback loops in place; ‘enablement pod’







Metrics + Reporting (Examples)
Customer Feedback: Collect feedback to gauge satisfaction
and identify areas for improvement.

Awareness:
Metrics: Website traffic, social media reach, impressions.
KPIs: social media engagement, website visitors.

Interest:
Metrics: Click-through rates (CTR) on content (newsletter,
blog).
KPIs: Content shares, conversion rates; filling out a form,
downloading additional content, or any other goal relevant

Consideration:
Metrics: Time spent on website.
KPIs: Lead gen (form submissions), demo requests.

Intent:
Metrics: trial sign-ups.
KPIs: Conversion rates, trial-to-paid conversion rates.

Purchase:
Metrics: Sales revenue, average transaction value, upgrades 
KPIs: CAC, CLV

Post-Purchase (Retention and Advocacy):
Metrics: Customer satisfaction (NPS), repeat purchase rate.
KPIs: Customer retention rate, referral rates.

Tools and Methodologies:

Google Analytics
Social Media Analytics Tools
Pardot
Salesforce
CRO Tools
Customer Feedback and Reviews Platforms (e.g., Trustpilot, G2 Crowd
Product Analysis Tools 


