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Demand Karma (GTM) Curriculum - WIP still editing

Interested in coaching to help implement the Demand Karma Curriculum at

your company? Please fill out our interest form here.

Are you interested in working with Edwin Abl and team? GTM is changing fast. Al
has made execution easier, but strategy and differentiation harder. The next era of

growth will be defined by how well companies combine focus, clarity, and rhythm.

Here’s how I think about it.

In short: MY POV = Differentiation and boring fundamentals win, especially in an Al

world.

Common advice (often bad): Use AI to do more, faster, across more channels, then

follow the same playbook as everyone else.

GTM + Marketing needs to focus on:

1. Marketing that Drives Revenue - Clear messaging, positioning, 1-page plans,
and marketing that helps make sales easier.

2. Marketing that Drives Category Potential > Reframe the problem, find
strategic differentiation, create a signature asset, and define your market
position.

3. Marketing that Drives Value Creation - Install a simple marketing/GTM
operating rhythm that keeps everyone aligned and execution predictable =

value creation.

The System Flow: Revenue - Category > Rhythm - back to Revenue.
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It’s a loop, not a one-off. Each cycle compounds results, category leadership, and
operating discipline. If you’'d like to bring this system into your company, please email

ed@edwinabl.com for more information.

First-time Onboarding

Edwin Abl bio: Coach (2 min to read)

o We’re now entering the Post-playbook era (3 min to read)

o 130+ imonials for Edwin’ hin

The Value Creation OS explained
o GTM Due Diligence Process
o GTM Accelerator Program Explained (2 min to read)
o GTM Execution Insurance

Core Programs

o The Strategic Differentiation™ Sprint
o GTM Sprints

m Clarity Call - solve a GTM challenge within 90 minutes
m LeanPOV (NEW) - let’s solve your differentiation
m All GTM sprints - most common GTM Use Cases we solve

Coaching Programs
o AI Leadership Blueprint - Build clarity and confidence on how to lead
with AL
o CMO 1% Blueprint - Become a GREAT CMO.

o New Revenue Leader Blueprint - Designed for new or recently

promoted revenue leaders who want to succeed fast.

e Who is an ideal customer for Edwin Abl? (1 min to read)

Agentic Marketing GPTs

When we work together, you get free access to my GPTs below - let’s chat.
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https://www.edwinabl.com/about
https://www.edwinabl.com/post-playbooks-manifesto
https://www.linkedin.com/in/edwinabl/
https://docs.google.com/document/d/1TvOpQRV1yfB_mKmXQCTMXo7N-NGTWRj3IB3VjIbJiE0/edit?tab=t.0
https://docs.google.com/document/d/1ZEwon1ac8QJefEB_02PYRFUghBC_SBsEPSHeFMfTOwY/edit?tab=t.0#heading=h.98dndzio45vy
https://www.edwinabl.com/insurance-operating-partner
https://www.edwinabl.com/strategic-differentiation-workshop
https://www.edwinabl.com/gtm-clarity-call
https://www.leanpov.com/
https://www.edwinabl.com/gtm-sprints
https://www.edwinabl.com/the-ai-leadership-blueprint
https://www.edwinabl.com/the-cmo-1-blueprint
https://www.edwinabl.com/new-revenue-leader-blueprint
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e Outbound Karma — A co-pilot for writing outbound messages and sequences.

e Email Karma — Writes and optimises high-converting outreach and
follow-ups.

e Differentiation Karma — Clarifies your positioning and narrative so you stand
out.

e Social Karma — Grows your presence and credibility through consistent,
high-quality posts.

e Coach Karma — Acts as your leadership co-pilot to structure goals, reviews,
and feedback.

e Content Karma — Creates content that teaches, attracts, and drives demand.

e Campaign Karma — Designs and tracks campaigns that actually deliver

results.
About the Agentic GPTs

Each Agentic GPT has been trained on over 20 years of GTM experience and
judgment from Edwin Abl. They combine proven frameworks, lived operating
experience, and pattern recognition from advising 100+ scaleups to help you think,

decide, and execute like a top operator.

These GPTs don’t just generate ideas. They apply real-world judgment to your

specific situation, guiding you toward what actually works.

Core Content

Marketing

Here’s your comprehensive list, organized into categories: Sales, Leadership,
Productivity, Learning, and Personal, grouped separately at the end for easy

navigation.

Investor & CEO Lens
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e Why Every B2B SaaS CEO Should Be Doing Due Diligence (3 min)

e Three Tips on Scaling From Series A, B and Beyond (3 min)

e Why CEOs Don’t Understand B2B Marketing And How To Deal With Them (3
min)

e What Makes a Kick-Ass B2B SaaS business (3 min)

e Decoding the CEO-CMO Dynamic (3 min)

e How to Articulate Clear Marketing Value for CEQs (3 min)
e 50+ Scaleups: 15 GTM Lessons Learned (3 min)

e Investing in Digital Marketing: Key Insights (3 min)

Al & Future of Marketing
e Will AT Replace Marketing (3 min)

e How to Use Al to Craft a Strategic Narrative (without Al expertise) (3 min)

e 2025: Why Trends Will Fail You (3 min)

Brand & Positioning
e The Case For Making an Investment in Brand Building (3 min)
e Why Brand And Audience Building Is Critical For Growth (3 min)

e How Do You Build a SaaS Brand: Get From 0 To 1 As Quickly and Efficiently As

Possible (3 min)
e How to Build a Likeable Brand (3 min)
e [VIDEQ] How To Build A Likeable Brand (3 min)

e Stop Struggling With Differentiation (3 min)
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https://www.edwinabl.com/articles/why-every-b2b-saas-ceo-should-be-doing-due-diligence
https://www.edwinabl.com/articles/three-tips-on-scaling-from-series-a-b-and-beyond
https://www.edwinabl.com/articles/why-ceos-dont-understand-b2b-marketing-and-how-to-deal-with-them
https://www.edwinabl.com/articles/what-makes-a-kick-ass-b2b-saas-business
https://www.edwinabl.com/articles/decoding-the-ceo-cmo-dynamic
https://www.edwinabl.com/articles/how-to-articulate-clear-marketing-value-for-ceos
https://www.edwinabl.com/articles/50-scaleups-15-gtm-lessons-learned
https://www.edwinabl.com/articles/investing-in-digital-marketing-key-insights
https://www.edwinabl.com/articles/will-ai-replace-marketing
https://www.edwinabl.com/articles/how-to-use-ai-to-craft-a-strategic-narrative-without-ai-expertise
https://www.edwinabl.com/articles/2025-why-trends-will-fail-you
https://www.edwinabl.com/articles/the-case-for-making-an-investment-in-brand-building
https://www.edwinabl.com/articles/why-brand-and-audience-building-is-critical-for-growth
https://www.edwinabl.com/articles/how-do-you-build-a-saas-brand-and-why-is-it-important
https://www.edwinabl.com/articles/how-do-you-build-a-saas-brand-and-why-is-it-important
https://www.edwinabl.com/articles/how-to-build-a-likeable-brand
https://www.edwinabl.com/articles/how-to-build-a-likeable-brand
https://www.edwinabl.com/articles/stop-struggling-with-differentiation
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e C(Clear Messaging Wins (3 min)

e How to Refine Your Value Proposition, POV and Sales Story (3 min)

e What Is Narrative Alignment? Get Serious About Your Positioning Execution (3
min)

Marketing Strategy & Playbooks
e Marketing Strategy for SaaS Companies, Simplified (3 min)

e How Building A SaaS Marketing Engine Takes 5 Years (Not What Most
CEQs/VCs Think) (3 min)

e The Ultimate Guide to Building a Marketing Playbook (3 min)
e How Do You Build a Marketing Playbook For 2023 (3 min)

e Why the B2B Marketing Playbook is broken (and how you can fix it) (3 min)

e Kev Questions You Need To Ask When Planning Your Sales & Marketing GTM
Strategy (3 min)

e 3 Questions You Must Ask to Build a Strong Marketing Strategy (3 min)
e The “Just Get Started” GTM Plan (3 min)
e 5 Marketing Strategies To Drive Growth in 2023 (3 min)

e Strategy and Marketing KPIs: 3 Steps to Building The Playbook and Measuring
Performance (3 min)

° k Achieve Your Big Marketin 1 E ing on What Matter
(3 min)

e How to Optimise Your Marketing Strategy (3 min)

e Everything an Open-Minded CEO Needs to Know about GTM in 2023 (3 min)
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https://www.edwinabl.com/articles/clear-messaging-wins
https://www.edwinabl.com/articles/how-to-refine-your-value-proposition-pov-and-sales-story
https://www.edwinabl.com/articles/what-is-narrative-alignment-get-serious-about-your-positioning-execution
https://www.edwinabl.com/articles/marketing-strategy-for-saas-companies-simplified
https://www.edwinabl.com/articles/how-building-a-saas-marketing-engine-takes-5-years-not-what-most-ceos-vcs-think
https://www.edwinabl.com/articles/how-building-a-saas-marketing-engine-takes-5-years-not-what-most-ceos-vcs-think
https://www.edwinabl.com/articles/how-do-you-design-a-marketing-playbook
https://www.edwinabl.com/articles/how-do-you-effectively-organise-a-marketing-team
https://www.edwinabl.com/articles/why-the-b2b-marketing-playbook-is-broken-and-how-you-can-fix-it
https://www.edwinabl.com/articles/key-questions-you-need-to-ask-when-planning-your-sales-marketing-gtm-strategy
https://www.edwinabl.com/articles/key-questions-you-need-to-ask-when-planning-your-sales-marketing-gtm-strategy
https://www.edwinabl.com/articles/3-questions-you-must-ask-to-build-a-strong-marketing-strategy
https://www.edwinabl.com/articles/the-just-get-started-gtm-plan
https://www.edwinabl.com/articles/5-marketing-strategies-to-drive-growth-in-2023
https://www.edwinabl.com/articles/3-steps-to-building-strategy-and-measuring-performance
https://www.edwinabl.com/articles/3-steps-to-building-strategy-and-measuring-performance
https://www.edwinabl.com/articles/5-buckets-to-achieve-your-big-marketing-goals-by-focusing-on-what-matters
https://www.edwinabl.com/articles/how-to-optimise-your-marketing-strategy
https://www.edwinabl.com/articles/everything-an-open-minded-ceo-needs-to-know-about-gtm-for-2023
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Content & Demand Gen
e How Do You Build Out a Content Strategy (Reminder: CONTENT IS KING!) (3
min)

Ten Ways to Build a Scalable Content Strategy (3 min)

How to Build Content That Helps Deal Velocity and Brand Awareness at the
Same Time (3 min)

How To Create A Super Simple Content Strategy For Your Business (3 min)
Nobody Knows You Exist. Now What? (get 100 true followers) (3 min)

What is Demand Generation and Where are We Today? (3 min)

Metrics, Data & Measurement

Stop Wondering About Which Marketing Metrics Should be Reported (3 min)

What are the Key Metrics You Need to Measure for GTM (3 min)

The 3 Groups of Metrics and KPIs All SaaS Companies Should Track (3 min)
Why MOLs Are Irrelevant (And How To Make Them Relevant) (3 min)

Bored with MQLs and Adding Value? 5 Ways to Stay a Relevant CMO and
Marketer (3 min)

B2B Attribution: 8 Alternatives to Help You Worry Less and Close More (3 min)

How To Become More “Data-Driven” As A Revenue Leader (3 min)

How To Unpick The Black Box of Performance Marketing ROI (3 min)
Data is Hard (when scaling) (3 min)

Execution & Systems
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https://www.edwinabl.com/articles/how-do-you-build-out-a-content-strategy-content-is-king
https://www.edwinabl.com/articles/ten-ways-to-build-a-scalable-content-strategy
https://www.edwinabl.com/articles/how-to-build-content-that-helps-deal-velocity-and-brand-awareness
https://www.edwinabl.com/articles/how-to-build-content-that-helps-deal-velocity-and-brand-awareness
https://www.edwinabl.com/articles/how-to-create-a-super-simple-content-strategy-for-your-business
https://www.edwinabl.com/articles/nobody-knows-you-exist-now-what-get-100-true-followers
https://www.edwinabl.com/articles/what-is-demand-generation-and-where-are-we-today
https://www.edwinabl.com/articles/stop-wondering-about-which-marketing-metrics-should-be-reported
https://www.edwinabl.com/articles/what-are-the-key-metrics-you-need-to-measure-for-gtm
https://www.edwinabl.com/articles/the-3-groups-of-metrics-and-kpis-all-saas-companies-should-track
https://www.edwinabl.com/articles/why-mqls-are-irrelevant-and-how-to-make-them-relevant
https://www.edwinabl.com/articles/bored-with-mqls-and-adding-value-5-ways-to-stay-a-relevant-cmo-and-marketer
https://www.edwinabl.com/articles/bored-with-mqls-and-adding-value-5-ways-to-stay-a-relevant-cmo-and-marketer
https://www.edwinabl.com/articles/b2b-attribution-8-alternatives-to-help-you-worry-less-and-close-more
https://www.edwinabl.com/articles/how-to-become-more-data-driven-as-a-revenue-leader
https://www.edwinabl.com/articles/how-to-unpick-the-black-box-of-performance-marketing-roi
https://www.edwinabl.com/articles/data-is-hard-when-scaling

edwin

simplicity engineer

e How Successful Marketing Teams Operate (1 min)

e Three Things Marketing Need to Do Better (2 min)
e How To Start Building a Less Complex Marketing Machine (3 min)

e How To Solve The Problem of Marketing Team Execution (3 min)

e Fix Your Funnel: Rethink, Don’t Add (3 min)

e How to Fix Your Revenue Funnel (3 min)

e H Fix Sales Funnel I I (3 min)

e How to Improve Pipeline Conversion (3 starting steps) (3 min)

e Do You Miss 50% of The Marketing Magic Formula? (3 min)

e Do You Have Bad Pipeline Conversion Rates? (Here’s How You Know) (3 min)

Sales & Marketing Alignment

e How To Improve Sales And Marketing Alignment (3 min)
e How to Achieve Better Sales and Marketing Alignment (3 min)
e [Podcast] The Fallacy of Sales & Marketing Alignment (3 min)

e Should SDRs Sit in Marketing or Sales? (3 min)

Pipeline, Outbound & Growth

e H Y ial Pr ing To Dri rand Awaren nd In n
Leads (3 min)

e How To Build a Value Proposition In Less Than 24 Hours (3 min)
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https://www.edwinabl.com/articles/how-successful-marketing-teams-operate
https://www.edwinabl.com/articles/three-things-marketing-need-to-do-better
https://www.edwinabl.com/articles/how-to-start-building-a-less-complex-marketing-machine
https://www.edwinabl.com/articles/how-to-solve-the-problem-of-marketing-team-execution-or-any-team-for-that-matter
https://www.edwinabl.com/articles/fix-your-funnel-rethink-dont-add
https://www.edwinabl.com/articles/how-to-fix-your-revenue-funnel
https://www.edwinabl.com/articles/how-to-fix-sales-funnel-issues-a-process
https://www.edwinabl.com/articles/how-to-improve-pipeline-conversion-3-starting-steps
https://www.edwinabl.com/articles/do-you-miss-50-of-the-marketing-magic-formula
https://www.edwinabl.com/articles/how-do-you-know-whether-you-have-bad-sales-funnel-conversion-rates
https://www.edwinabl.com/articles/how-to-improve-sales-and-marketing-alignment
https://www.edwinabl.com/articles/how-to-achieve-better-sales-and-marketing-alignment
https://www.edwinabl.com/articles/podcast-the-fallacy-of-sales-marketing-alignment
https://www.edwinabl.com/articles/should-sdrs-sit-in-marketing-or-sales
https://www.edwinabl.com/articles/how-do-you-use-social-prospecting-to-drive-brand-awareness-and-inbound-leads
https://www.edwinabl.com/articles/how-do-you-use-social-prospecting-to-drive-brand-awareness-and-inbound-leads
https://www.edwinabl.com/articles/how-to-build-a-value-proposition
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e Things I Don’t Believe About Outbound Marketing (3 min)

e How to Scale Outbound Marketing — Your Practical Guide for Success (3 min)

e 7 Reasons Why You’ll Fail To Hit Sales Quota (3 min)

Leadership & Teams

e What Type of Marketer Do You Need for Each Growth Stage (3 min)

The Most Common Reasons B2B Marketing Teams Fail (3 min)

What Are The Two-Three Highest Impact Areas For a New CMO

Post-Investment (3 min)

5 Ways to Become a More Credible Marketing Leader (3 min)

3 Killer Skills Aspiring Marketing Leaders Need For Success (3 min)

How to Become a Better Leader (3 min)

e How To Build A ‘High Performing’ Team Aligned To Well-Being (3 min)

How Do You Effectively Organise A Marketing Team? (3 min)

VP of Marketing Interview Questions (3 min)

Key Questions to Assess the Competence of a Marketing Leader (3 min)

What Does a Good CMO Look Like? (3 min)

Tools, Tech & ABM

e DolNeed To Invest in MarTech? (3 min)

e Are Analyst Firms Worth The Investment And Do They Drive Pipeline (3 min)
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https://www.edwinabl.com/articles/things-i-dont-believe-about-outbound-marketing
https://www.edwinabl.com/articles/how-to-scale-outbound-marketing-your-practical-guide-for-success
https://www.edwinabl.com/articles/7-reasons-why-youll-fail-to-hit-sales-quota
https://www.edwinabl.com/articles/what-type-of-marketer-do-you-need-for-each-growth-stage
https://www.edwinabl.com/articles/the-most-common-reasons-b2b-marketing-teams-fail
https://www.edwinabl.com/articles/what-are-the-two-three-highest-impact-areas-for-a-new-cmo-post-investment
https://www.edwinabl.com/articles/what-are-the-two-three-highest-impact-areas-for-a-new-cmo-post-investment
https://www.edwinabl.com/articles/5-ways-to-become-a-more-credible-marketing-leader
https://www.edwinabl.com/articles/3-killer-skills-aspiring-marketing-leaders-need-for-success
https://www.edwinabl.com/articles/how-to-become-a-better-leader
https://www.edwinabl.com/articles/how-to-build-a-high-performing-team-aligned-to-well-being
https://www.edwinabl.com/articles/how-do-you-effectively-organise-a-marketing-team
https://www.edwinabl.com/articles/vp-of-marketing-interview-questions
https://www.edwinabl.com/articles/expert-level-insight-key-questions-to-assess-the-competence-of-a-marketing-leader
https://www.edwinabl.com/articles/what-does-a-good-cmo-look-like
https://www.edwinabl.com/articles/do-i-need-to-invest-in-martech
https://www.edwinabl.com/articles/are-analyst-firms-worth-the-investment-and-do-they-drive-pipeline
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Here Are The Options For Your ABM Tech Stack (3 min)

ABM “LITE” Part #1: ABM “Lite” Readiness (3 min)

ABM “LITE” Part #2: MarTech and Metrics (3 min)

ABM “LITE” Part #3: ABM Launch and Always-On (3 min)

How to Create a Marketing GTM “Offer Stack” (3 min)

AI & Future of Marketing

Will AT Replace Marketing (3 min)
How to Use Al to Craft a Strategic Narrative (without Al expertise) (3 min)

2025: Why Trends Will Fail You (3 min)

Frameworks, POVs & Other

The Power of Ideal Audience Profiles (3 min)

Efficient Marketing Meeting Template (3 min)
What is Anti-Scaling? How Doing Less Leads to More (3 min)
Support is a lie (3 min)

The Luxury of Doing Less (3 min)

Why Marketing is the Master of Business (3 min)

Sales

How Long Should I Spend Writing A Cold Email? (3 min)
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https://www.edwinabl.com/articles/here-are-the-options-for-your-abm-tech-stack
https://www.edwinabl.com/articles/abm-lite-playbook-abm-readiness
https://www.edwinabl.com/articles/abm-lite-playbook-abm-martech-abm-metrics
https://www.edwinabl.com/articles/abm-lite-playbook-abm-launch
https://www.edwinabl.com/articles/how-to-create-a-marketing-gtm-offer-stack
https://www.edwinabl.com/articles/will-ai-replace-marketing
https://www.edwinabl.com/articles/how-to-use-ai-to-craft-a-strategic-narrative-without-ai-expertise
https://www.edwinabl.com/articles/2025-why-trends-will-fail-you
https://www.edwinabl.com/articles/the-power-of-ideal-audience-profiles
https://www.edwinabl.com/articles/efficient-marketing-meeting-template
https://www.edwinabl.com/articles/what-is-anti-scaling-how-doing-less-leads-to-more-2
https://www.edwinabl.com/articles/support-is-a-lie
https://www.edwinabl.com/articles/the-luxury-of-doing-less
https://www.edwinabl.com/articles/why-marketing-is-the-master-of-business
https://www.edwinabl.com/articles/how-long-should-i-spend-writing-a-cold-email
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e Is Hubspot Or Salesforce Better? (3 min)

e How To Prep Effectively For A Sales Meeting (3 min)
e How To Follow Up A Sales Meeting Effectively - Here Is A Checklist (3 min)
e Tips For How To Improve Upsell And Cross-sell (3 min)

e End Of Quarter Is Approaching Fast! Why Do My Sales Reps Fail To Hit Quota

(3 min)
e How To Revamp Your Sales Deck - Best Structure To Follow (3 min)
e 5 Go-To-Market Issues To Avoid (3 min)
e How To Hire The Right CRO (3 min)

e ChatGPT for Cold Email Prospecting: Does It Work? (3 min)

e The Science of Selling: Understanding the 6 Whys Behind Every Buying
Decision (3 min)

e A Strategy For Outbound Marketing In 2023 (3 min)

e Why Sales-Led Growth Doesn’t Work and What To Do About It (3 min)

Leadership

e What Is The Impact Of Overwhelm On Your Team (3 min)

e What Are The Best Interview Questions To Ask Candidates As A Hiring
Manager (3 min)

e What Are Good Questions For A Quarterly Review? (3 min)
e How To Avoid Being Micromanaged (3 min)

e How to Build Highly-Connected Teams Through Empathetic Leadership (3
min)
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https://www.edwinabl.com/articles/is-hubspot-or-salesforce-better
https://www.edwinabl.com/articles/how-to-prep-effectively-for-a-sales-meeting
https://www.edwinabl.com/articles/how-to-follow-up-a-sales-meeting-effectively-here-is-a-checklist
https://www.edwinabl.com/articles/tips-for-how-to-improve-up-sell-and-cross-sell
https://www.edwinabl.com/articles/7-reasons-why-youll-fail-to-hit-sales-quota
https://www.edwinabl.com/articles/how-to-revamp-your-sales-deck-best-structure-to-follow
https://www.edwinabl.com/articles/5-go-to-market-issues-to-avoid
https://www.edwinabl.com/articles/how-to-hire-the-right-cro-and-why-its-crucial-for-the-gtm-engine
https://www.edwinabl.com/articles/chat-gpt-for-cold-email-prospecting-does-it-work
https://www.edwinabl.com/articles/the-science-of-selling-understanding-the-6-whys-behind-every-buying-decision
https://www.edwinabl.com/articles/the-science-of-selling-understanding-the-6-whys-behind-every-buying-decision
https://www.edwinabl.com/articles/a-strategy-for-outbound-marketing-in-2023
https://www.edwinabl.com/articles/why-sales-led-growth-doesnt-work-and-what-to-do-about-it
https://www.edwinabl.com/articles/what-is-the-impact-of-overwhelm-on-your-team
https://www.edwinabl.com/articles/what-are-the-best-interview-questions-to-ask-candidates-as-a-hiring-manager
https://www.edwinabl.com/articles/what-are-the-best-interview-questions-to-ask-candidates-as-a-hiring-manager
https://www.edwinabl.com/articles/what-are-good-questions-for-a-quarterly-review
https://www.edwinabl.com/articles/how-to-avoid-being-micromanaged
https://www.edwinabl.com/articles/how-to-build-highly-connected-teams-through-empathetic-leadership
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e Three Practical Ways to Be a More Successful Leader and Manager (3 min)

e Culture Vs Purpose: Which Works Better? (3 min)
e 3 Steps to Consistently Get The Most Qut Of Your Team (3 min)

e 5 Reasons your business will not create change (3 min)

e How To Drive Morale With Constant and Iterative Feedback (3 min)

Productivity

e Here’s How To Be More Pr ive Next Week (3 min)

e A ‘Productivity’ Strategy Anyone Can Use for Improved (and Better)

Performance (3 min)

e Personal Development Myths... and Advice To Move You Forward (3 min)

o Why Tracking Habits With Google Sheets Drives Consistent Behaviour (3 min)

Learning

e Key Books That Influenced My Career (3 min)
e How To Build Trust With Your Manager (3 min)
e 10 Ways To Build Daily Learning Habits Into Your Life (3 min)

e Why personal responsibility is key to self-development (3 min)

Personal

e What’s an Easy Way to Reduce Stress (3 min)
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https://www.edwinabl.com/articles/three-practical-ways-to-be-a-more-successful-leader-and-manager
https://www.edwinabl.com/articles/culture-vs-purpose-which-works-better
https://www.edwinabl.com/articles/3-steps-to-consistently-get-the-most-out-of-your-team-not-performance-reviews
https://www.edwinabl.com/articles/5-reasons-your-business-will-not-create-change
https://www.edwinabl.com/articles/how-to-drive-morale-with-constant-and-iterative-feedback
https://www.edwinabl.com/articles/heres-how-to-be-more-productive-next-week
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Weekly Briefing No. 145 (5 min)

Weekly Briefing No. 144 (5 min)
Weekly Briefing No. 143 (5 min)
Weekly Briefing No. 142 (5 min)
Weekly Briefing No. 141 (5 min)
Weekly Briefing No. 140 (5 min)
Weekly Briefing No. 139 (5 min)
Weekly Briefing No. 138 (5 min)
Weekly Briefing No. 137 (5 min)
Weekly Briefing No. 136 (5 min)
Weekly Briefing No. 135 (5 min)
Weekly Briefing No. 134 (5 min)
Weekly Briefing No. 133 (5 min)
Weekly Briefing No. 132 (5 min)
Weekly Briefing No. 131 (5 min)
Weekly Briefing No. 130 (5 min)
Weekly Briefing No. 129 (5 min)
Weekly Briefing No. 128 (5 min)
Weekly Briefing No. 127 (5 min)
Weekly Briefing No. 126 (5 min)
Weekly Briefing No. 125 (5 min)
Weekly Briefing No. 124 (5 min)
Weekly Briefing No. 123 (5 min)
Weekly Briefing No. 122 (5 min)
Weekly Briefing No. 121 (5 min)
Weekly Briefing No. 120 (5 min)
Weekly Briefing No. 119 (5 min)
Weekly Briefing No. 118 (5 min)
Weekly Briefing No. 117 (5 min)
Weekly Briefing No. 116 (5 min)
Weekly Briefing No. 115 (5 min)
Weekly Briefing No. 114 (5 min)
Weekly Briefing No. 113 (5 min)
Weekly Briefing No. 112 (5 min)
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https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=b98b99eadf
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=15fb43b10d
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=59a054b69c
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=4285f910ea
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=1fe728ad3c
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=1b7edcff8e
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=59d1da7bee
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=dd11c6ac4c
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=18dd6774c9
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=5273d05b42
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=1129f1ac44
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=7cab093e1a
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=f2e9b2c941
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=6f244e4448
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=eaa97e8c30
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=83a03b3aee
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=b7f6aca07c
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=f863ad8023
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=20a71c930d
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=e3a3b06c36
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=95451154f2
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=7675c72d16
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=eb0908437d
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=63d2b17fa8
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=c9b866a1e3
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=ec80fccce0
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=259ab261f7
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=7e135f18a6
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=3a381f43d9
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=e5abae6e23
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=34d46c3db9
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=b3da878e6f
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=c1ed80fca5
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=6bece4b98a
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Weekly Briefing No. 111 (5 min)

Weekly Briefing No. 110 (5 min)
Weekly Briefing No. 101 (5 min)
Weekly Briefing No. 100 (5 min)
Weekly Briefing No, 99 (5 min)
Weekly Briefing No. 98 (5 min)
Weekly Briefing No. 97 (5 min)
Weekly Briefing No. 96 (5 min)
Weekly Briefing No. 95 (5 min)
Weekly Briefing No. 94 (5 min)
Weekly Briefing No. 93 (5 min)
Weekly Briefing No. 92 (5 min)
Weekly Briefing No. 91 (5 min)
Weekly Briefing No. 90 (5 min)
Weekly Briefing No. 89 (5 min)
Weekly Briefing No. 88 (5 min)
Weekly Briefing No. 87 (5 min)
Weekly Briefing No. 85 (5 min)
Weekly Briefing No. 84 (5 min)
Weekly Briefing No. 83 (5 min)
Weekly Briefing No. 82.5 (5 min)
Weekly Briefing No. 82 (5 min)
Weekly Briefing No. 81 (5 min)
Weekly Briefing No. 80 (5 min)
Weekly Briefing No. 79 (5 min)
Weekly Briefing No. 78 (5 min)
Weekly Briefing No. 77 (5 min)
Weekly Briefing No. 76 (5 min)
Weekly Briefing No. 75 (5 min)
Weekly Briefing No. 74 (5 min)
Weekly Briefing No. 73 (5 min)
Weekly Briefing No. 72 (5 min)
Weekly Briefing No. 71 (5 min)
Weekly Briefing No. 70 (5 min)
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https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=7030d9c608
https://mailchi.mp/edwinabl/weekly-briefing-no-3948014?e=[UNIQID]
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=6549639f78
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=1d311a6133
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=25ac9067a0
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=23aa70251c
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=3c407a2cdb
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=aa976e549d
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=2865e410c6
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=0f921cc417
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=d26faf7684
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=a76cde4253
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=af102c172c
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=95dd153054
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=f31f03f9db
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=074fffeef7
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=e7a55f893c
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=d2a7c23082
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=0c91515abd
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=6651d4d811
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=00c9012376
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=6d9fdc196e
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=1fb44c45e1
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=2cf47c3468
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=3494f351f8
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=e5e0b71ce2
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=7cd61a204e
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=b9ed054676
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=9462883da2
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=cf03767baf
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=bcb7a65d8c
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=387d725a1b
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=e4c38a6634
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=52517cc473

Weekly Briefing No. 69 (5 min)

Weekly Briefing No. 68 (5 min)
Weekly Briefing No. 67 (5 min)
Weekly Briefing No. 66 (5 min)
Weekly Briefing No. 64 (5 min)
Weekly Briefing No. 63 (5 min)
Weekly Briefing No. 62 (5 min)
Weekly Briefing No. 61 (5 min)
Weekly Briefing No. 60 (5 min)
Weekly Briefing No. 58 (5 min)
Weekly Briefing No. 57 (5 min)
Weekly Briefing No. 56 (5 min)
Weekly Briefing No. 55 (5 min)
Weekly Briefing No. 54 (5 min)
Weekly Briefing No. 53 (5 min)
Weekly Briefing No. 52 (5 min)
Weekly Briefing No. 51 (5 min)
Weekly Briefing No. 50 (5 min)
Weekly Briefing No. 49 (5 min)
Weekly Briefing No. 48 (5 min)
Weekly Briefing No. 47 (5 min)

Weekly Briefing No. 46 (5 min)
Weekly Briefing No. 45 (5 min)

Weekly Briefing No. 44 (5 min)
Weekly Briefing No. 43 (5 min)
Weekly Briefing No. 42 (5 min)
Weekly Briefing No. 41 (5 min)
Weekly Briefing No. 40 (5 min)
Weekly Briefing No. 39 (5 min)
Weekly Briefing No. 38 (5 min)
Weekly Briefing No. 37 (5 min)
Weekly Briefing No. 36 (5 min)
Weekly Briefing No. 35 (5 min)
Weekly Briefing No. 34 (5 min)
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https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=ed07197005
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=28fa2b64b3
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=a22a1fccac
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=f516b21134
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=5a688456fa
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=9baa467dc5
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=d5321dae89
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=b73ba7b265
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=919db3f488
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=775522b3cb
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=7fca75824a
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=26bc98ded4
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=4743a70cf9
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=d3ca48ff89
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=363fac4de1
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=b44899152c
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=9073fa47f9
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=157b281daa
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=3dd22960d4
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=e23ff857bb
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=e23ff857bb
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=a7ca9e76f4
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=99423f860a
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=81a210c8ff
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=cb7d5dea42
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=e6eab30baa
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=acc7bac539
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=4fca358a4f
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=38841d82e3
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=de5b6419e2
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=bba485ad4a
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=915381c520
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=9f43d14261
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=1b62e5cfc3

Weekly Briefing No. 33 (5 min)

Weekly Briefing No. 32 (5 min)
Weekly Briefing No. 31 (5 min)
Weekly Briefing No. 30 (5 min)
Weekly Briefing No. 29 (5 min)
Weekly Briefing No. 28 (5 min)
Weekly Briefing No. 25 (5 min)
Weekly Briefing No. 24 (5 min)
Weekly Briefing No. 23 (5 min)
Weekly Briefing No. 22 (5 min)
Weekly Briefing No. 21 (5 min)
Weekly Briefing No. 20 (5 min)
Weekly Briefing No. 19 (5 min)
Weekly Briefing No. 18 (5 min)
Weekly Briefing No. 17 (5 min)
Weekly Briefing No. 16 (5 min)
Weekly Briefing No. 15 (5 min)
Weekly Briefing No. 14 (5 min)
Weekly Briefing No. 13 (5 min)
Weekly Briefing No. 12 (5 min)
Weekly Briefing No. 11 (5 min)

Weekly Briefing No. 10 (5 min)
Weekly Briefing No. 9 (5 min)

Weekly Briefing No. 7 (5 min)
Weekly Briefing No. 6 (5 min)
Weekly Briefing No. 5 (5 min)
Weekly Briefing No. 4 (5 min)
Weekly Briefing No. 3 (5 min)
Weekly Briefing No. 2 (5 min)
Weekly Briefing No.1 (5 min)
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https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=338cac0e11
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=338cac0e11
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=a3e15be06c
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=ff6e1033ff
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=af7adcaed6
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=c683ab5833
https://medium.com/thrive-global/life-doesnt-reward-you-for-what-you-know-but-for-what-you-do-f05b80e9c710
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=5113652831
https://mailchi.mp/edwinabl/demand-karma-1339245?e=[UNIQID]
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=81b37b81fc
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=59451bbc5d
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=db55e96027
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=ab3aa848d1
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=4626172ff0
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=2cdb93f156
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=9eef219bce
https://us5.campaign-archive.com/?u=8b60920c39f7083af98c3871f&id=04b1e08eae
https://mailchi.mp/edwinabl/demand-karma-14
https://mailchi.mp/edwinabl/b2bmarketingisbroken-1320837
https://mailchi.mp/edwinabl/b2bmarketingisbroken-1317961
https://mailchi.mp/edwinabl/b2bmarketingisbroken-1317169
https://mailchi.mp/edwinabl/b2bmarketingisbroken-1312137
https://mailchi.mp/edwinabl/b2bmarketingisbroken-1312137
https://mailchi.mp/edwinabl/b2bmarketingisbroken-1310325
https://mailchi.mp/edwinabl/b2bmarketingisbroken-1308566
https://mailchi.mp/edwinabl/b2bmarketingisbroken-1306581
https://mailchi.mp/edwinabl/b2bmarketingisbroken
https://mailchi.mp/edwinabl/news3
https://mailchi.mp/edwinabl/test-1302169
https://mailchi.mp/edwinabl/test-1300233
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Marketing / Sales Assets:

Marketing

e Strategy in 3 Pillars with KPIs (Framework)
e 1-Slide ICP Canvas (Template)
e LEAN POV Canvas (Template)

e The Simplest GTM Strategy (Template)
e Lean LinkedIn “CONTENT” Blueprint (Process)

e 1-Page Marketing Plan (Template)

e GTM Execution Model (Process)

e Messaging Framework vl (Framework)

e Marketing Strategy Deck (Template)

e 1-Page Annual Marketing Plan (Template)

e Messaging Slide Examples (Template)

e Campaign Powersweep Calendar (Sheet)

e FLETCH PMM - Messaging Examples (Framework)

e Marketing Budgets (Template)
e Value Creation Plan (Framework)

e Marketing Al Use Cases (Checklist)
o 1P TM Plan (Framework)

e Value Proposition Canvas (Slides)
e Vision Canvas (Template)

e Content Map (Framework)

e Allan Dib - Simple Marketing Plan (Framework)
e The Four Layers of GTM Problems (Slides)

e How to Build a Marketing Machine (Slides)

e Messaging House (Slides)

e Metrics Dashboard & Marketing KPIs (Slides)

e (Simple) GTM Strategy Deck (Slides)

e 3-Slide Marketing Strategy Deck (Slides)

e Lead Nurture Workflows (Slides)

e 1-Page Case Study (Template)

e Campaign Performance Checklist (Template)

© 2022 Edwin Abl


https://docs.google.com/presentation/d/1keiFPxMlG1KnyaGOclUg0dNQHD9oh4cJxvqElSEfgpA/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/1e7KcOYplDn7iFKiHXE1-o7j_Uhn5UJwSxQ4QrWH733c/edit?slide=id.g19a458466ca_0_0#slide=id.g19a458466ca_0_0
https://docs.google.com/presentation/d/13tNPze2OXKqwwjov9hbM0ifZrfcvCMXk64Xie2xikl8/edit?slide=id.g3233d5c9493_0_2#slide=id.g3233d5c9493_0_2
https://docs.google.com/presentation/d/1vgIxL1oIFU3jNr_dRawHq-XfIak0B5p9nWboSVpUhwE/edit?slide=id.p#slide=id.p
https://docs.google.com/document/d/1uX1ZmULVqT3MrXAk8IvaMxv2OVrUxJA6BNZz7I28Wv0/edit?tab=t.0
https://docs.google.com/presentation/d/1Op2Ztmu9gCv34EDYNn5_iZOYfYWMuuzgzhFmqmcwSH0/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/1C-PTDOeHOGgHsYDrx5C-wo30jN3_jM_E9WFRW8eOU0c/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/1Vo8vkvm626JFyGo51g1wQMkGCW4SH_SYvrcv1LOXna8/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/16nGK-Eg3bJArKQP-YF4fb_JrlgZObgH3zCBuBTJClI4/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/12R2sMMrW7wuKoFZeXVg1KHfbGKM40WmGW6kDAZJhT_o/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/1dd2Jut_1vUcxaqJpw33Bt_9kEILdfSkxX4ylHkhks7c/edit?slide=id.p#slide=id.p
https://docs.google.com/spreadsheets/d/1Xop85KabcRjUAwGiBSWCqjMtE5eDj3gkkkjL4iSdA6Y/edit?gid=1949198837#gid=1949198837
https://www.fletchpmm.com/
https://docs.google.com/presentation/d/1JXh_OixZIqZE8P36JGhT1JNFsZTFPsOLAe78SGwlS_g/edit?slide=id.g3896a76a14e_0_626#slide=id.g3896a76a14e_0_626
https://docs.google.com/presentation/d/1ABzUUzZtBdejHKPxf933ETIbGcUkMisKyuOkvtnqitY/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/1jO5_pOZOkDjt7na-D5Pmi-kjrJmDclTc-1asS6hnChw/edit?slide=id.p#slide=id.p
https://docs.google.com/spreadsheets/d/1bPLYCGWo-_XAhpmHsif67AiRN0P9QZADO6340ShY6qQ/edit?gid=853138720#gid=853138720
https://docs.google.com/presentation/d/1Gl80vWExTtDEushd_sToIVaf7Hg0InwcTQaCm0y9Sws/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/1HsFa5hIF9lk95s9q3oeNRctFxkHAd58Veitr2ZWhU98/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/1LJBwjLbuLisosRDXEu4be4HUyb0g0SDEvUzOMVnQO3o/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/1-LylrkdR1yJh6I_8JKOguRW2fTlmKIeWic0wvsXfZHo/edit?slide=id.g37d982daf69_0_0#slide=id.g37d982daf69_0_0
https://docs.google.com/presentation/d/1tC_IkBdvFmFDilY6tf28NWLLYnu6paOkbiw4fMJb5vY/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/1R8d-B83Mn4cn4V3e0GNoQktkNNJpUGNTys7AjIJmgEw/edit?slide=id.g389699b296f_0_40#slide=id.g389699b296f_0_40
https://docs.google.com/presentation/d/1CjgJWmO6_GaUnJMkHTQHYwn6Vh1YrQSunMdR220iIZE/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/18YVrnNKAfKr7xu97YXMPjHjcssaJ2-2wFQ88POVhSBk/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/1Iz0vJB4gWuvAvzoTDX_BehVGlbCZdMEYznsbbeZQu5A/edit?slide=id.g38969323feb_0_156#slide=id.g38969323feb_0_156
https://docs.google.com/presentation/d/1QxIzrXz6rIM22nGJYXi91XnTwxOCpLEmgYtpbLAhbII/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/1fgL-P38wfPOMlwOaMyjyRgIg8gPA7BK7_PP5kea2x9A/edit?slide=id.g38969b55757_0_70#slide=id.g38969b55757_0_70
https://docs.google.com/presentation/d/1WUNaHWGkJ-Un8pS10rRKl8HswjAd9dpqvTz50IkMzno/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/1j-KY9Ntpc-Rm4frN1gwE_uIy0YtBjsqYI8ZlOd2800o/edit?slide=id.p#slide=id.p
https://docs.google.com/spreadsheets/d/1JujSAFWWZPEY85pcD9wFEjFcnY3MgbPV2AkO6y_ODKI/edit?gid=1625726924#gid=1625726924
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e Pricing Page Examples (Slides)

e Customer Journey Mapping (Slides)

e Onboarding Roadmap from Marketing (Slides)

e Event Marketing Proposal (Template)

e Event Budget and ROI Modelling (Google Sheets)

e Campaign Planner for Marketing (Template)

e Use When Writing Headlines (Template)

e Use When Writing Landing Pages (Template)

e How to Craft a Story (Template)

e Inbound Email Sequence (Email Sequence)

e Framework #8 - BONUS: 27-Day Outreach Process (Email Sequence)]
e ABM -> One Scorecard ABM Model (Google Sheets)
e Example MarTech Stack (Google Slides)

e Marketing Organisation and KPIs (Framework)

e Marketing Sprint Tracker (Tool)

e Case Studies Checklist (Tool)

e Marketing Demand Gen Playbook (System)

e Marketing Machine Steps (Checklists)
e GTM Funnel Design (Framework)

Playbook: ABM (Lite) Formula

- ABM — where do we start? Access a practical guide on how to build a successful

ABM strategy to scale revenue growth.

The biggest buzzword in SaaS over the last few years. The big challenge for revenue
leaders, CEO, and marketers is understanding "how to execute” an effective strategy.
ABM is often designed with a singular campaign focus, not always integrated across
marketing channels, and not fully aligned with sales. It usually adds more complexity
to the GTM strategy. The only way to reduce the potential risks of virtually any

strategy is to develop a comprehensive game plan.
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https://docs.google.com/presentation/d/10RoVdeRjAcjD90-oXcGDXs5izNz9Fj9aO8UfdJbIvoI/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/1-1NslMyhwsugbgTAhDOfNFKQGYnb7T-uw1a2WXqAWDg/edit?slide=id.p#slide=id.p
https://docs.google.com/presentation/d/1yhO39Yd1dYZf1Sxc6BzSh5JdDdoNh-WcM9u_HinPQY4/edit?slide=id.g38969f0afca_0_0#slide=id.g38969f0afca_0_0
https://docs.google.com/document/d/1NH9GSQBcbLzAAkJyYpV88VZHf-saMd8J_Xmja1NmbCM/edit
https://docs.google.com/spreadsheets/d/1M7XnEFaa86IzimAQ67h-_58g8LJCoHQpRuycDoDrdcg/edit#gid=0
https://docs.google.com/document/d/1kTgbkAVhqNoT0lUUJY6zevepfqouqs8Zyot6pK_2i5E/edit
https://docs.google.com/document/d/17P1SuBbM8dAWxfQV90K4irHKC1UVljago5ZNkObE5TM/edit
https://docs.google.com/document/d/10RZo-LTta5tIb1tFZ5ma92fe14CPtr6DSrZ4fY1JjSo/edit
https://docs.google.com/document/d/1MRAvaufR0E1ZM2yKmsb4To-I2t1h8gd8yL-ZESxDSA0/edit
https://docs.google.com/document/d/1NXqdb0jljMnGcLYsdePTOUUuofHXQARZjzrm9lYjTiE/edit
https://docs.google.com/spreadsheets/d/19hty-2mpPIPmhP_rlMCTAYciYPQXf8h7kmliPLPamt4/edit#gid=1120054332
https://docs.google.com/spreadsheets/d/1b99Mtd7A4nWUJym4D0MxqQfPHRrJZDlm9Bf7ku9_DxA/edit#gid=0
https://docs.google.com/presentation/d/16UUJPs7_3sVzG4lyCFeLTYNAxCHwgEcOC3q892OAPaE/edit#slide=id.gbda71641e4_0_0
https://docs.google.com/document/d/1OZn3kwKbQ3wG6nexAlbqydxJnhH-AKqBiavDV4eH9cM/edit?tab=t.0
https://docs.google.com/spreadsheets/d/101JxiYo1Q0jbTd_VoujYk-sv8NZ71dolM5H3C1MTS8s/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/12GZydtK9VOCpDM6OzSlRVCzAX6ndQasZvY2PlEDWwns/edit?gid=1011544298#gid=1011544298
https://docs.google.com/presentation/d/1ovrvvWLZLDlZied-AEpK7e0-7stE2H8zjRNQq4dwVSI/edit?slide=id.g257f45f7a9a_0_772#slide=id.g257f45f7a9a_0_772
https://docs.google.com/presentation/d/1TT4CkHb7HqTa2C_OD15ufz-EYzFypHiJtyciZzj6OWU/edit?slide=id.g22207e2c5e6_0_84#slide=id.g22207e2c5e6_0_84
https://docs.google.com/presentation/d/1UiopvbYOvV-m3WHhCZXWjmBcfv2rQ681UzaQf8_gPmk/edit?slide=id.g1b66b1cde6d_0_1500#slide=id.g1b66b1cde6d_0_1500
https://drive.google.com/file/d/1mcqBBc88crwBW7Wt7zOF-iPpbnh9WHFY/view?usp=drive_link
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ABM “LITE” FORMULA is a proven, step-by-step process showing you exactly how to
launch an Account-Based Marketing strategy in detail. It shows you exactly what to
do every step of the way, right down to how to build ICP profiles, campaign

architecture, and what MarTech is needed to execute.

With ABM LITE, you get a 20+ page manual that takes you through all the steps of
creating and sequencing your ABM campaign. That means you also get my swipe
files... including ICP templates, messaging architecture, lead scoring models, and ROI

analysis explainers.

In short, this ABM Lite Formula is a method, a system, and a proven PLAYBOOK... that

companies I advise have applied successfully.

- Download My ABM (Lite) Playbook

Value Propositions
e Customer Insight Questions (Template)
e ICP Canvas (Framework)

e Create Ideal Audience Profiles (Template)

e How Positioning Evolves (Framework)
e Commercial Insight Brainstorming (Template)

e ICP Profile 1-Pager (Template)
e Customer Questions to Ask (Template)

e Brand Proposition Framework (Google Slides Template)

e Lean Canvas Messaging (Template)

e Point of Differentiation Map (Template)

e Use When Segmenting a Solution (Template)
e StoryBrand Framework (Template)

e Template - Brand Proposition (Framework)
e Product Launch Checklist (Framework)

e FletchPMM - Positioning Canvas (Template)
e (Category Battle Strategies (Framework)
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https://drive.google.com/file/d/1mcqBBc88crwBW7Wt7zOF-iPpbnh9WHFY/view?usp=drive_link
https://docs.google.com/document/d/176L_P2ZQKYirhtTcHY2SrUq0J7z_-BAaCRwKW3XHqXo/edit
https://docs.google.com/document/d/1IZwhlE5j0l2Fkrs7-MlHDvfHxlsJWpZP-4NI4-4DLMw/edit?tab=t.0
https://docs.google.com/document/d/1WHuDyYxlxphHu3EE-Z0zxF66AIvkQZGRzVl0mkOvklE/edit?tab=t.0
https://docs.google.com/presentation/d/1Ln52E3D815YoumRCu68epQNnGttFtzh3aeUmJrVPP8w/edit?slide=id.g1aebad5d0d5_0_0#slide=id.g1aebad5d0d5_0_0
https://docs.google.com/document/d/171k0H1gfrlrKJEhZwbGRSUTK-qP4o4Pa4VLBqcm7wJ4/edit
https://docs.google.com/document/d/1U474sPBVADGNK2vQNU3TJjxETWhwGv85-ieuC-ssiWY/edit
https://docs.google.com/document/d/1ZJiS-GJx0FX5GaGwX-vlyFPsMGpeUxRMawb8svdfEFo/edit
https://docs.google.com/presentation/d/16w8tG5Na99JyhS7NPJxC7htkYxyyVTovEaChAPxXqxY/edit#slide=id.gc649b014b5_0_186
https://docs.google.com/document/d/1RLe56g_1t7m7j7hjPZoja1F2IBiUmWzN_YQBojEbV5E/edit
https://docs.google.com/document/d/1KeTtw4mMju6uNMxTfBm1ogl_iIDBWQpHZ-EmGhCnW1I/edit
https://docs.google.com/document/d/1NF1A8HwraOTcr7MRzM0JgksojnAV86cpP162gWgvkq0/edit
https://docs.google.com/document/d/1hzq4zIbk_FVFSR7NA3AeWtpO-WSAEQMwQ3GtuDwx14E/edit
https://docs.google.com/presentation/d/16w8tG5Na99JyhS7NPJxC7htkYxyyVTovEaChAPxXqxY/edit?slide=id.gc811fbf3d1_0_76#slide=id.gc811fbf3d1_0_76
https://docs.google.com/spreadsheets/d/1USNiIFMVtLZV3PTBz54GMGdoOGpXG4FeXZT7IwtoUYw/edit?gid=885053127#gid=885053127
https://docs.google.com/presentation/d/1iaBSQd2sp7vJirGamLalI-zQd8BfgFZdou_1b0GCGOs/edit?slide=id.g25803c50bcb_0_0#slide=id.g25803c50bcb_0_0
https://docs.google.com/presentation/d/19rzp-z9VXyfrrkbjg1D97IbfIZc7qkIFUgf8vHhLwgA/edit?slide=id.g257af5adb90_0_731#slide=id.g257af5adb90_0_731
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New SaaS Orgs (2025) (Slides)
SaaS Sales 101 (Playbook)

Predictive Churn Indicators (Google Sheets)
The Seven Levels of Scale (Slides)

Sales Strategy Cheatsheet (Template)

Checklist For a Great Discovery Call (Process)

Mutual Action Plan (Google Sheets)

Sales Call Structure for Qualifying a General Lead (Template)
Sales Meeting - Structure a Meeting / Presentation (Template)
Sales Success Competency Audit (Template)

Sales Follow-Up Email (Email Template)

Emails - 8 Sends Nurturing (Emails)

SDR Onboarding Roadmap (Sheet)
Emails - Inbound Email Series (Templates)

Emails - Outbound Email Series (Templates)
Emails - Outbound ALL Emails (Templates)

Emails - LinkedIn Sell by chat (Templates)
RAG Status for Reps Checklist (Process)

Sales Rep Audit (Checklist)
AE Skills Matrix (Framework)

Sales Process Emails (Templates)
SDR Revenue Waterfall (Sheet)

Sales Questions Cheatsheet (Framework)

Specifically, for Investors

Value Creation Blueprint (Sheets)
Value Creation OS (WIP)

Example GTM Due Diligence v1 (Slides)

Example GTM Due Diligence v2 (Slides)
Value Creation Existential Checklist (Sheets)

© 2022 Edwin Abl


https://docs.google.com/presentation/d/1_4xY1aBfDcvu8AzWO3mYHzorou78jcCQwi0gszkled4/edit?slide=id.p#slide=id.p
https://drive.google.com/drive/folders/1L_Wzm3kRRvd2ivsrKCjuNMjX6JENHO-Q
https://docs.google.com/spreadsheets/d/17JFvL-6oM9U72dAJ_ReRMOeuvtOskBqU4Sa_e6dczds/edit#gid=0
https://docs.google.com/presentation/d/1HG3CGAXZ_f6QFUnv_vEexp3NmhvSNMuHlOwELfTjWmw/edit?slide=id.g3896a72a078_0_44#slide=id.g3896a72a078_0_44
https://docs.google.com/document/d/17LgF0qkbDo1WW4TRk74xBtrfpsiBAi2ahiu6ditAb14/edit
https://docs.google.com/presentation/d/1S8FiooPK6rlMoPDiunMfWSP0nMGIAUlT1TN_Qd9x-JU/edit?slide=id.p#slide=id.p
https://docs.google.com/spreadsheets/d/13zI4pbmpKa8tfNtNmH7dEJ4xT-qAs5Z1_7b4IWVJWfY/edit#gid=977470834
https://docs.google.com/document/d/1KIIQSJF56X-09-4W75JHb5SNX4uYg0EsScDVXRSaf0M/edit
https://docs.google.com/document/d/10jEHjS_rlwgcMtItpjMbDmwqHk7EGukItv-nQAddv-I/edit
https://docs.google.com/document/d/19xiWS04EmKZWWTt-SThpch_ztv0cBX8ABhwErXnGJOo/edit
https://docs.google.com/document/d/1IXZiBh3TZjvgeCFgSupkXVM_Vi0kUGIFV8no0He3WkU/edit
https://docs.google.com/document/d/1POotTwUUgmFpqMsVxu4ga5H96BEewBpTskppfgFogOg/edit?tab=t.0
https://docs.google.com/spreadsheets/d/1LRDeXsga--LaaXSSrlOiVwsksucYxSHR2HCt9TNShrU/edit?gid=0#gid=0
https://docs.google.com/document/d/1NXqdb0jljMnGcLYsdePTOUUuofHXQARZjzrm9lYjTiE/edit?tab=t.0
https://docs.google.com/document/d/117SMv8vMvQVyw-ctjNIvuZZZBAEUkaomi4q3XUkgy_M/edit?tab=t.0
https://docs.google.com/document/d/1KLbxzGWIR-w9LUxhnmZHZ-NV1neEoBZ9OF41oAW9lpM/edit?tab=t.0
https://docs.google.com/document/d/1h8jai0mcreifnto3Vt3iZs09kgzTOQ0vDxkQnWDn0hg/edit?tab=t.0
https://docs.google.com/spreadsheets/d/18ZgO1Rthsg7o9ES7h0ZMr8Rt8Xo6Ge05JqjsnJno9GM/edit?gid=733527070#gid=733527070
https://docs.google.com/spreadsheets/d/1kYtmTMASxKvKj2HlXYOnJgdnurb6PTKXP5rOiTYb0b4/edit?gid=0#gid=0
https://docs.google.com/spreadsheets/d/1wUUrZFyB_MuRYGdw1nWVY354rWv8b7rCC-UgzrvGvKM/edit?gid=568128418#gid=568128418
https://docs.google.com/document/d/1y0lnu7lGFwuMxQZFvyi923uaAkM1RaZgqqUijeIc4cQ/edit?tab=t.0
https://docs.google.com/spreadsheets/d/1yppGy5HrgvE-RkSKtkIbbJlh_NsFbeK7/edit?gid=714212433#gid=714212433
https://docs.google.com/document/d/14kDfm8MBJhYtx01L3W8amhAJWufnmwqDIp0E3yNC3Cs/edit?tab=t.0
https://docs.google.com/spreadsheets/d/1ONrndSnVhgyhahKFvlacg4nKhhwrwjwBooGovQSH1hI/edit?gid=1470595897#gid=1470595897
https://docs.google.com/presentation/d/1J_hKn30XyJt7wacH8C_Fc3VnayAjw5-GsNlVehY54Zc/edit?slide=id.g32d43c6911a_0_0#slide=id.g32d43c6911a_0_0
https://docs.google.com/presentation/d/1xAK4NCCGwrRSu45-wbgLkJ8h-XuvMs5DwnMDtjoy_8Q/edit?slide=id.g37ec1b98c39_0_593#slide=id.g37ec1b98c39_0_593
https://docs.google.com/presentation/d/1szkpF2PKPtBm1IE763zd_9beDO8JPT9X7lJX6dS2Xc4/edit?slide=id.g37d99a62630_0_409#slide=id.g37d99a62630_0_409
https://docs.google.com/spreadsheets/d/1Z49hTAxp-GOcVYj4aA3vCjMHBwhd9RZVtilIOXJ3enU/edit?gid=35357895#gid=35357895
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Personal
e Book Summary of ‘The Coach’s Casebook’ (I love this book. You can use it if

you are an aspiring coach or to self-coach yourself.)

e Decision-Making Matrix (Google Sheets)
e Yearly Goal Setting (Template)
e High Performance Scorecard Model (Template)

e Rethinking Leadership 101 (Playbook)
e Now / Next / Later (Framework)

e Fishbone Exercise (Framework)

About Edwin Abl & Demand Karma

- About Edwin: I bring the vantage point of an Operating Partner, not a consultant.
On the investor side, you care about whether a company can hit its plan, not about
endless activities. I've worked with more than 50+ scaleups and know what works,
what doesn’t, and why. My approach is simple: focus on the fundamentals, remove
distractions, and fix the system so execution gets easier. I operate with the mindset of

an investor, not a consultant.

Whether you’re pre-deal validating GTM readiness, post-deal addressing execution
concerns, or mid-cycle fixing a messy GTM, I help investors, CEOs, and leadership
teams improve performance and hit plan. I help you change, peace of mind, and focus
follow.

- 100+ Recommendations on LinkedIn: Drop me a note, and let's connect.

- Join my weekly newsletter here: We have over 200+ editions covering marketing,

mindset, and motivation.

Whenever you're ready, I can help you:
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https://docs.google.com/document/d/1nObGo6wietzqFtPWHF6R_ncL_tBAS_pgGUFgEXAxiAE/edit#
https://docs.google.com/spreadsheets/d/1ceo6gjVWgtbUSg-Cd7KdrA5h7xjcnadVuEnJOQdwhWQ/edit#gid=0
https://docs.google.com/document/d/1C2tbYpbjmDtBB-wDfxRkfzzBUzaUUrDkULpEiCVeang/edit
https://docs.google.com/presentation/d/1VjuVpB_UPoabBnvnm1nQzYew59l3MLRU-4NLoFDFM9A/edit?slide=id.g2d87fadf7c5_0_311#slide=id.g2d87fadf7c5_0_311
https://drive.google.com/file/d/148-GDj2QrsalKOZ1tDD2RJTj9PlunOzY/view?usp=sharing
https://docs.google.com/presentation/d/1AyIocUZMb0lvJ5j-LAOe4snlCN2quj6juiaEd4TmOLo/edit?slide=id.g296a8cb4643_0_0#slide=id.g296a8cb4643_0_0
https://docs.google.com/presentation/d/1kHhenX-_y5bfzqV0KB-1Hz9YLE1FQjXEavr6Tkjp5xQ/edit?slide=id.g1be17fb4fb1_0_206#slide=id.g1be17fb4fb1_0_206
https://www.edwinabl.com/about
https://www.linkedin.com/in/edwinabl/
https://www.edwinabl.com/newsletter
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e The Value Creation OS explained

o GTM Due Diligence Process

o GTM Accelerator Program Explained (2 min to read)
o GTM Execution Insurance

e Core Programs
o The Strategic Differentiation™ Sprint
o GTM Sprints
m Clarity Call - solve a GTM challenge within 90 minutes
m LeanPOV (NEW) - let’s solve your differentiation
m All GTM sprints - most common GTM Use Cases we solve
e Coaching Programs
o Al Leadership Blueprint - Build clarity and confidence on how to lead
with AL

o CMO 1% Blueprint - Become a GREAT CMO.
o New Revenue Leader Blueprint - Designed for new or recently

promoted revenue leaders who want to succeed fast.

edwinabl
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https://docs.google.com/document/d/1TvOpQRV1yfB_mKmXQCTMXo7N-NGTWRj3IB3VjIbJiE0/edit?tab=t.0
https://docs.google.com/document/d/1ZEwon1ac8QJefEB_02PYRFUghBC_SBsEPSHeFMfTOwY/edit?tab=t.0#heading=h.98dndzio45vy
https://www.edwinabl.com/insurance-operating-partner
https://www.edwinabl.com/strategic-differentiation-workshop
https://www.edwinabl.com/gtm-clarity-call
https://www.leanpov.com/
https://www.edwinabl.com/gtm-sprints
https://www.edwinabl.com/the-ai-leadership-blueprint
https://www.edwinabl.com/the-cmo-1-blueprint
https://www.edwinabl.com/new-revenue-leader-blueprint
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