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How successful GTM leaders approach their board interactions
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Before the board meeting

Leadership Team Collaboration

Definition

Aligning with GTM leadership peers and
CEO on what to communicate to the
board

Interaction with Board Members

4i

Definition

Developing relationships with board
members outside the board room

Board Presentation Structure

4i

Definition

Developing presentation slide headlines
and content using implicit and explicit
storytelling techniques and timing

Board presentation is developed in
isolation by each GTM leader.
Planning discussions center on
individual leaders getting their part
done, rather than coordinating the
collective story. Marketing and
sales leader’s data tells a different
story.

Conversations with board members
happen primarily during board
meetings.

Board presentation slides are dense
with data and information. Slide
headlines are basic or descriptive of
presentation sections. Board
members struggle to efficiently
understand the core message each
slide is delivering.

Board presentation discussions and
collaboration begin a few weeks
before each board meeting.
Leaders agree on the data
interpretation and story to share
with the board.

GTM leaders have occasional
mentoring interactions or
individual conversations with board
members whose background is
closest to their functional role.
Board member interaction is often
facilitated by the CEO.

Level 3

Board presentation is organized
around an honest presentation of
the facts and the leader's
interpretation of them. Slides are
purposefully designed with less
information and more insight. Data
and metrics are presented with
business context, and they are tied
back to revenue, cost, and risk.

GTM leaders support each other
through a culture of coaching. Data
is transparently shared between
GTM teams. GTM leaders share and
discuss their presentations with
each other in advance to avoid
surprises and align their stories.

4i

GTM leaders take initiative to reach
out directly and collaborate with
board members on functional
strategies or specific programs that
leverage board member experience
and expertise.

4i

Presentation uses a storytelling
construct to deliver a concise
narrative. Appendix is readily
accessible with more in-depth data
to bring forward as needed.
Presentation is organized to
accommodate time constraints and
deliver the storyin 5, 15, and 30-
minute versions if necessary.

Before the board meeting

During the board meeting

After the board meeting
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Before the board meeting

Definition Preparation for Q&A discussion
happens as a function of thinking
Being prepared for questions and through what each slide is

discussion with the board attempting to communicate.

Preparation is derived from the
review of internal data,
conversations with GTM leadership
peers and CEO, and reflections
from past board meeting. Leader is
prepared to address near-term
business and market trends
impacting strategy and execution.

Preparation includes review of
external market data and pre-
meeting conversations with board
members. Leader is prepared to
address short- and long-term
business and market trends
impacting strategy and execution.
They are also prepared to respond
to topics indirectly related to the
current meeting agenda. Role-plays
are used to practice question
responses.

Before the board meeting

During the board meeting

After the board meeting
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During the board meeting

Business Orientation

Definition

Ability of GTM leader to focus on strategy
and higher-level business outcomes
throughout their board presentation

Board Engagement

Definition

Inviting productive interactions and
feedback from board members

Functional jargon is woven
throughout GTM leader's talk track.
Message delivered skews towards
explaining the details of how things
are done vs the business rationale.

GTM leader interacts directly with
board members who ask a
question. When they don't have an
answer to a question, they attempt
to make something up in the
moment, as opposed to re-
directing or respond after the
session has concluded.

Message delivered highlights the
business rationale and impact of
decisions. GTM leader logically
connects concrete actions and next
steps to the business objectives
and growth strategy.

GTM leader solicits input from
board members at key points
during presentation. They
reference their knowledge of board
member experience in framing
questions to different board
members. If a question arises
where the leader does not have an
answer, they either re-direct or
acknowledge not having an answer
and follow up with the board
member to respond and the
meeting has concluded.

GTM leader directly communicates
the business significance and
relevance of the information being
shared. Trends and opportunities
are highlighted in relation to how
programs and investments can
further impact the business
strategy and growth goals.

GTM leader invites their colleagues
to offer depth and dimension to
their presentation and surface key
points for discussion with the
board. They proactively direct
board discussion toward any
variations in the data before
questions are asked. When
challenging questions arise, they
turnitinto a collaborative problem-
solving activity that demonstrates
their command of the situation.

Before the board meeting

During the board meeting

After the board meeting
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After the board meeting

Post-Mortem Process Rigor m

GTM leader has a consistent

Definition GTM leader asks CEO for feedback

Following up after the meeting with self-
assessment of performance and coaching
from peers for future interactions.

Definition

Incorporating learning and input to
improve future board presentations.

after meeting.

Improving the board presentation
happens when it's time to prepare
for the next meeting. The GTM
leader reflects on one or two areas
that didn’t go well and how they
might execute differently this next
time.

Before the board meeting

process to gather input from and
collaborate with peers and CEO to
improve board presentation and
meeting outcomes.

GTM leader documents in writing
their own thoughts as well as input
from the board, CEO, and GTM
peers. They identify questions,
comments, and ideas they perceive
as useful to refining their board
presentation. They use information
captured as a starting point when
preparing for their next board
presentation.

GTM leader blocks time shortly
after every board presentation to
reflect on what went well and
where they see areas to improve.
They actively seek to uncover
opportunities that others, including
board members, see for
improvement.

GTM leader updates the
presentation they just gave to
reflect what would have made it
better. They outline their next
board presentation within days of
the last board meeting. They
identify and sets goals related to
areas identified for improvement,
continuously looking for ways to
improve storytelling and
boardroom presentation skills.

*SBI

During the board meeting

After the board meeting

6

Includes content supplied by Sales Benchmark Index; Copyright © Sales Benchmark Index, 2023



	Board Reporting Maturity Model
	How successful GTM leaders approach their board interactions
	Before the board meeting
	Before the board meeting
	During the board meeting
	After the board meeting

