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Engineering 
Company.

data signals systems 



the GTM studio →

T  H  E  P  R  O  B  L  E  M

Traditional GTM is 
broken. engineered 

0  1  ·  D  A  T  A

Fragmented data

0  2  ·  O  U  T  R  E  A  C  H

Noisy outreach

0  3  ·  T  O  O  L  I  N  G

Disconnected tools

0  4  ·  P  E  O  P  L  E

Hero-seller dependency

More tools haven't created better GTM - they've created more complexity. What's missing isn't 

another tool. It's the engineering to make them work together.
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T  H  E  R  E  A  L  C  O  S  T

The cost isn't slow growth - it's wasted effort .

0  1 Pipeline quality declines 0  2 Spend rises, ROI falls

0  3 Growth takes years 0  4 Signals missed

The problem isn't effort. It's orchestration.
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T  H  E   D  I  S  C  I  P  L  I  N  E

What is GTM Engineering?

GTM Engineering is the discipline of designing revenue systems where clean data, real-time signals and human 

creativity converge - to reach the right buyers with the right message at the right time.

Sitting at the intersection of Sales, Marketing, and RevOps - unified into one growth engine.

→ Structured workflows

→ Repeatable GTM motions

→ Signal-driven prioritisation

→ Engineered, scalable systems
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T  H  E    F  R  A  M  E  W  O  R  K

Core Components of GTM Engineering.

D  A  T  A
Market Intelligence 5 - 10 ×

W  O  R  K  F  L  O  W  S
Workflow Automation $ $ $

C  O  N  T  E  N  T
Personalised Messaging 2 - 3 ×

E  N  G  A  G  E  M  E  N  T
Campaign Execution multi - channel

I  N  S  I  G  H  T  S
Campaign Optimisation Live
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T  H  E    F  U  L  L     J  O  U  R  N  E  Y

From targeting to close.

0  1

Define target accounts 

and contacts

0  2

Engaging outreach to 

new contacts

0  3

Enriched responses to 

inbound interest

0  4

Improve lead to 

opportunity conversion

0  5

Use data for high-

impact first meetings

0  6

Signals for regular 

contact with prospects

Applies to New Business, Upsell / Cross-sell and Channel Sales - one engine, every motion.
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O  U  R    A  P  P  R  O  A  C  H

From chaos to engineered growth.

Fewer people. Better systems. More pipeline.

Traditional Sales Structure
Fragmented teams, manual processes, siloed tools

SDRs

Researching, Prospecting, Engaging

RevOps

Process Management

Growth

MQLs & Demand Gen

Sales / AEs

Winning Business

GTM Studio Approach
Unified system, automated workflows, signal-driven

GTM Engineers 2 - 3 people

↓

G T M  E N G I N E

Signals →
AI Agent

Automation → Sequences

Clay  ·  AI Agents  ·  CRM Integration

↓

Sales /AEs

High Value Conversions

vs
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P  I  P  E  L  I  N  E  C  O  M  P  A  R  I  S  O  N

Same quarter, same ICP, very different pipeline .

Lower volume, generic messaging

1,000

5,000

25–40%

1.5–3%

~15–30

G  T  M    E  N  G  I  N  E  E  R  I  N  G

High volume, precise targeting

5,000

25,000

50–60%

8–12%

~500

Same inputs. Sharper signals. 10× the pipeline.

GTM Engineering at the top of the funnel, not people. Better accuracy. Better scale. Pipeline at the size of your real TAM, not your headcount.
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T  H  E   I  M  P  A  C  T

Business benefits of GTM Engineering.

0  1  ·  A  C  C  E  L  E  R  A  T  E  P  I  P  E  L  I  N  E

3 - 5 × 
Faster pipeline creation

0  2  ·  C  R  O  S  S  -  S  E  L  L  /  U  P  S  E  L  L

15 - 25 % 
Timely engagement across the base

0  3  ·  E  F  F  I  C  I  E  N  C  Y

Fewer 
Automate day-to-day engagement

0  4  ·  W  I  N  R  A  T  E

+ 20 % 
Faster deals, improved conversion
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O  U  R   S  O  L  U  T  I  O  N   S  T  A  C  K

The tools behind engineered growth.

C  R  M

Your CRM
I  C  P  D  A  T  A

Sources
D  A  T  A

Orchestration
S  I  G  N  A  L   L  I  S  T  E  N  I  N  G

Intent inputs

E  N  R  I  C  H  M  E  N  T

Data hygiene
I  N  T  E  N  T  D  A  T  A

Buying signals
S  O  C  I  A  L

Social inputs
O  U  T  R  E  A  C  H

Sending infra

C  O  N  T  E  N  T

AI & writing
E  N  G  A  G  E

Channels
I  N  F  R  A

Foundation
C  O  R  E

Clay
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C  O  M  M  E  R  C  I  A  L  M  O  D  E  L  S

A model for every stage of your journey.
Y  O  U    R  U  N    I  T

Self-Serve

W  E    B  U  I  L  D     I  T

Starter

W  E    S  C  A  L  E  I  T

Enterprise

B  E  S  T   F  O  R

Not sure which fits? Every engagement starts with a 1-to-1 workshop - not a contract.
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W  H  E  R  E  T  H  I  S  A  P  P  L  I  E  S

Use cases and workflows.

Think of workflows as your GTM playbooks - 

prebuilt, data-powered, and ready to deploy.

• A repeatable, end-to-end GTM motion

• Combines data, tools, CRM, automation

• Sole intent: drive revenue outcome

D A T A ICP Data CRM Hygiene Enrichment Signals

I N B O U N D MQL Inbound Enquiry

O U T B O U N D Lead Gen Events Partners
Direct 

Marketing/Ads

N U R T U R E
Discovery 
Follow-up

QBR Preparation

E N G A G E Reply Email/LinkedIn Left Company Out of Office

Cross-Sell/Upsell

Referrals Website Visitors

News and Signal 
Sharing
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D  A  T  A  F  O  U  N  D  A  T  I  O  N

Prospect insight blocks.
Curated, enriched datasets that turn market 
data into outreach-ready intelligence.

Built for high-quality, outreach-ready targeting across 
campaigns:

○ Map accounts and relevant stakeholders

○ Size your market with confidence

○ Feed campaign planning and activation

○ Power hyper-personalised outreach at scale

360°
view of every account & contact in your TAM

F I R M O G R A P H I C

Who they are

Industry  ·  Headcount  ·  Funding rounds  ·  Revenue 
band  ·  Geography  ·  Subsidiaries

T E C H N O G R A P H I C

What they use

Tech stack  ·  Current vendors  ·  Recent migrations  ·  
Integrations  ·  Website infra

I N T E N T  &  S I G N A L S

Why now

Hiring signals  ·  News & PR  ·  Job changes  ·  
Strategic priorities  ·  Recent incidents  ·  Expansion 
markets

P E R S O N A L  &  E N G A G E M E N T

How to reach them

Role & seniority  ·  Tenure  ·  LinkedIn activity  ·  Posts 
& comments  ·  Group membership  ·  Shared 
connections  ·  Languages  ·  Time-zone
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E  N  G  A  G  E  M  E  N  T   T  I  M  E  L  I  N  E

Campaign tasks and timeline.

Engagement starts with a workshop, not a contract - and scales as your pipeline does.

1

P H A S E  1  ·  W E E K S  0 – 2

Scope & Sign

○ Scoping workshop

○ Commercial alignment

○ SoW agreement

2

P H A S E  2  ·  M O N T H S  1 – 2

Build the Engine

○ RevOps & data workshop

○ Marketing & sales workshops

○ TAM/SAM/SOM aggregation

○ Domain & mailbox setup

○ Workflow configuration

3

P H A S E  3  ·  M O N T H S  3 – 7

Run & Optimise

○ Daily messaging sequences

○ Monthly TAM refresh

○ Performance reporting

○ Strategic GTM advisory

○ Lead handover to sales

4

P H A S E  4  ·  P O S T

Transfer & Renew

○ Data transfer

○ Team training

○ Best practices

○ SoW renewal
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C  O  M  P  A  N  Y   P  R  O  F  I  L  E

Who we are, at a glance.

0  1  ·  L  E  G  A  L   E  N  T  I  T  Y

The GTM Studio Pte Ltd
Established 2025

0  2  ·  T  E  A  M   S  I  Z  E

5 + 10
Lean by design

0  3  ·  L  O  C  A  T  I  O  N  S

Singapore
One headquarters

0  4  ·  C  R  E  D  E  N  T  I  A  L  S

Singapore EDB + Clay
Accredited partner network



T  H  A  N  K  Y  O  U

The GTM 
Engineering 
Company.
Steve Dawson
C  O  -  F  O  U  N  D  E  R

A 105 Cecil Street, #18-18, Singapore

E steve.dawson@thegtmstudio.io

T +65 9371 8000

→

Charles Tidswell
C  O  -  F  O  U  N  D  E  R

W www.thegtmstudio.io
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