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Building a Growth Strategy for an Uncertain Market
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2



3

Includes content supplied by Sales Benchmark Index; Copyright © Sales Benchmark Index, 2025

2025 
Spring 
Regional 
Summit

As commercial efficiency declines, return on go-to-market becomes 
critical to understand

Return on Go-to-Market

RoGTM

TTM Bookings*
TTM GTM Cost**

*Includes new logo, expansion, renewal bookings

**GTM Cost components (S&M base salaries, bonuses, 
commissions, channel commissions, T&E, benefits, etc.) 
vary by organization based on model and objectives

0.54

FY22

FY23

FY24

FY21

$0.54

$0.41

$1.12

Median Growth Yield on Sales and Marketing Expense

Year-over-year growth $ / sales and marketing spend $

N=300 publicly-traded companies in communication services, financial services, healthcare technology and information services, industrials, and technology sectors with headquarters in US and CA, 

$100M-$5B in annual revenue in FY21-FY24, and a fiscal year ending Dec 31 
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The Value Creation Compass
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CEO value creation strategies center on growth, with a trend toward 
increasing investment

45%
42%

5%
8%

32%

48%

6%

13%

Accelerating Rate of Growth 
While Slowing Investment

Accelerating Rate of 
Growth and Investment

Maintaining/ Decelerating 
Rate of Growth While 

Accelerating Investment

Maintaining/ Decelerating 
Rate of Growth While 
Slowing Investment

CEO Planned Value Creation Strategies

Q1 2024 N = 87; Q1 2025 N = 127

Question: Which of the following quadrants best describes your organization’s approach to value creation?

Source: SBI Q1 2024 CEO Survey; SBI Q1 2025 CEO Survey

1 2 3 4

SBI’s Value Creation Compass

Q1 2024

Q1 2025

1 2

34
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CEOs must manage the four critical growth dependencies in harmony to 
achieve sustained, profitable growth

Determining the right 
markets, geos, positioning, 
routes, segments and growth 
levers

Allocating commercial 
capacity and initiatives 
relative to market 
opportunity

Generating business 
insights and productivity 
lift from digital capabilities

Maximizing talent 
performance across 
all revenue functions
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Optimizing the precise set of growth levers across the four 
dependencies is extremely difficult

Analytics & Reporting

RevTech Optimization

RevTech Stack Design

Data Management

Data Structure

Pricing

Org Structure

Coverage & 
Territory

CX Journey

Market Definition

Value Prop

Revenue Model

Partner Ecosystem

Routes-to-Market

Playbooks

Talent Lifecycle

Enablement

Training & 
Development

Role Design

Demand Gen & 
Marketing Channels

Hiring & Sourcing
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Operating in isolation exacerbates the growth challenge

Revenue 
Enablement

Revenue 
Operations

Commercial 
Leadership

GTM 
Strategy
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Few have confidence in their data and digital capabilities

CEO Ratings of Criticality and Current Performance of Growth Dependencies

N = 120

Source: SBI Q4 2024 CEO Survey

Right 
Product 

Market Fit

Right 
Customer 
Expansion 
Strategy

Right New 
Logo 

Strategy

Right Digital 
Capabilities

Right Data 
and Insights

Right People 
in Our GTM 

Org

Right Skills 
in our GTM 

Org

Right Roles Right 
Organizational 

Model

Right Market 
Coverage

Right 
Operating 

Model

77%

65%

76%

63%

74%

50%

Right GTM 
Strategy

39%

51%

43%

69%

47%

77%

46%

82%

46%

59%

42%

69%

54%

66%

50%

74%

60%

49%

Critical to Overall Success

Currently Have it Right

Growth Strategy Tech, Data & Insights Go-to-Market Talent Go-to-Market Operating Model
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AI is not a point solution – it bridges the gaps

The AI-Driven 
Growth 

Opportunity
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AI enables powerful GTM analytics which can bridge gaps in the 
growth system

Predictive Growth &
Value Creation 

Modeling
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AI enables powerful GTM analytics which can bridge gaps in the 
growth system

AI-Driven 
Segmentation

Predictive Growth &
Value Creation 

Modeling
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AI enables powerful GTM analytics which can bridge gaps in the 
growth system

AI-Driven 
Segmentation

Predictive Growth &
Value Creation 

Modeling

Hiring Profiles & 
Individual Development 

Journey
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