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Mission: Lead and innovate the product management of the Cross-Channel Measurement offering, with a focus on growth
	Category
	Mission
	Performance Period Strategy
	Deliverables / Goals (SMART)
	Due Date
	Status

	

	Lead Product Strategy 
25%
	Drive innovation across the organization’s key offerings, focusing on growth and customer value.
	Conduct quarterly business reviews to identify opportunities for improvement and expansion. Add new strategic clients and retain a high percentage of existing customers.
	1. Achieve 15% year-over-year revenue growth.
2. Add 10 new strategic clients.
3. Maintain 90%+ client retention rate.
4. Launch two new product features based on client insights.
	1. End of Q2
2. End of Q2
3. End of Q2
4. End of Q1
	1. 
2. 
3. 
4. 

	Optimize Product Roadmap
40%
	Build and develop a high-performing team that drives product excellence and client satisfaction.
	Strengthen team through structured hiring, onboarding, and training programs.
	1. Hire 3 new team members in critical skill areas.
2. Conduct biannual skills training sessions for all team members.
3. Achieve 100% completion of onboarding within 30 days of hire.
4. Create a team competency matrix.
	1. End of Q1
2. End of Q2
3. End of Q2
4. End of Q2
	1. 
2. 
3. 
4. 
5. 

	Enhance Cross-Functional Collaboration
10%
	Improve communication and alignment between departments to optimize go-to-market execution.
	Establish optimal organizational structure and client engagement approach.
	1. Redefine and publish org structure and team roles.
2. Conduct cross-departmental workshops quarterly.
3. Measure success through 80%+ employee alignment score on internal surveys.
4. Implement standardized client engagement playbook.
	1. End of Q1
2. End of Q1
3. End of Q2
4. End of Q2
	1. 
2. 
3. 
4. 



	Accelerate Revenue Enablement
25%
	Equip sales and client-facing teams with the tools, resources, and strategies needed to meet goals.
	Review sales processes, tools, and data systems to enhance effectiveness.
	1. Develop and launch sales enablement playbook.
2. Provide training to 100% of client-facing staff.
3. Implement CRM improvements leading to a 20% reduction in sales cycle time.
4. Achieve $2M in new client pipeline growth.
	1. End of Q1
2. End of Q1
3. End of Q2
4. End of Q2
	1.
2.
3.
4.
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