Winning SaaSs in the GenAl Era:
Breaking GTM and Tech Silos.

Software stocks have dropped over 20% in 2026, erasing $1 trillion in market value (Forbes).
Meanwhile, capital is moving into the Al backbone: semiconductors, cloud infrastructure,
and Al platforms, while enterprise software faces growing disruption (Alnvest). Yet for SaaS
companies, the real challenge isn'’t Al itself. According to the 2024 SaaS Benchmarks Report
by High Alpha, 64% of B2B leaders say Go-To-Market (GTM) strategy not Al is their biggest
hurdle. Al is important, but GTM determines who can turn innovation into revenue.
(High Alpha)

The GenAl shift is inevitable. Companies that align product and GTM strategies, breaking
silos between what'’s built and how it’s sold, will thrive. Success isn't about adding random Al
features—it's about designing product and GTM together.

A fintech engineering team builds a sophisticated Al Before development starts, the tech leader
risk scoring engine with dozens of variables and works with GTM to identify technically

highly configurable models. When go to market feasible outcomes that actually close deals
efforts begin, a clear signal emerges. Marketing with banks and lenders. Learning that buyers
sees more engagement around faster loan care about faster loan approvals and simpler
approvals and regulatory transparency, while BDRs compliance audits, engineering focuses on
and sales hear that banks care less about model dashboards that highlight approval

complexity and more about approval speed,

. . . bottlenecks and enable targeted fixes. The
compliance, and audit ready reporting.

hiring and development is targeted from the
very start.

The gap becomes obvious. The issue is not
technical capability but market priorities. The
product now needs dashboards, compliance
reporting, and transparency features, but the team
was built around a senior data scientist focused on
perfecting the model. The required skills are
different now, and the result is chaos, misaligned narrative and starts generating revenue

priorities, and disengaged teams. faster.

This leads to automated credit decision
summaries, regulator friendly reports, and
integrations with loan origination systems. The
product launches aligned with the sales

Businesses often delay hiring senior executives until they have a validated product, as these
leaders are reluctant to leave their current positions for unproven opportunities. Specialized
fractional leadership from CRO2go and Mindchords can change this by providing structured
go-to-market (GTM) strategies and execution models, like GTMRev. Mindchords Al's phased
product development approach helps avoid costly mistakes and translates insights from
various teams into product priorities. This allows companies to access senior expertise at a
fraction of the cost of a full-time executive, which typically ranges from €200k to €350k+.
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https://www.forbes.com/sites/petercohan/2026/02/06/saaspocalypse-now-ai-is-disrupting-saas---but-not-all-software-is-doomed/
https://www.ainvest.com/news/software-ai-disruption-sector-bear-market-2602/

This market brief touches upon some major shifts that we have noticed with their work in
the industry and how GenAl shifts the traditional viewpoints and processes.

This requires a holistic rethink of the end-to-end revenue architecture, including:

Direct ROI
and KPlIs

Gartner says 30% of GenAl
projects will be abandoned due
to unclear business value,
insufficient risk controls, or poor
data foundations, demonstrating
the need for GTM models that
clearly define, communicate, and
deliver value. [gartner.com]

Impact on Roadmaps

Time-to-value and clarity are now more
important than the number of features.
Key visible features like security,
explainability, reliability, and controls
directly impact buyer trust and
conversion.

Impact on Roadmaps

Aligning roadmaps and messaging is
crucial for trust and brand clarity.
Launching Al features without a clear
narrative can damage this trust.
Consistent storytelling aids clients in
understanding your position and
expectations, improving their
subscription experience.

Narrative
alignment

SaaS companies without credible

Al narratives and modernized
GTM structures exhibit
structurally lower valuation
multiples, indicating that GTM
strategy, monetization, and story
design must evolve in parallel
with product capabilities and
KPls. [battery.com]

Even though a go-to-market (GTM) strategy encompasses more than just product unique
selling propositions (USPs) and pricing, under the current circumstances, these elements

are the most crucial.

Narrowing
Product
Differentiation
GenAl capabilities will become
standard features in nearly all
software products within 36
months, reducing product-level
differentiation and shifting the
competitive focus to data moats
and GTM models (positioning,
pricing, packaging, retention,
partner strategy).
[notebookcheck.net]
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Impact on Roadmaps

Competitive advantage shifts to
workflows, data moats, demonstrable
reliability, and integration depth.
Roadmaps need fewer flashy features
and more durable advantage.

Impact on Roadmaps

Products should track usage, value, and
outcome metrics for new pricing models.
GenAl costs fluctuate based on usage
and quality, necessitating operational
cost visibility in product and go-to-
market strategies to ensure profitability.
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Pricing power
under pressure

When features converge, buyers
focus on ROl and TCO rather
than feature count. Leading with
ROI early helps SaaS teams avoid
price and feature battles. As
markets mature, pricing,
packaging, and monetization
become core GTM levers, not just
tweaks.
[highalpha.com][easyvc.ai]
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https://www.highalpha.com/saas-benchmarks/2024
https://easyvc.ai/blog/openview-saas-webinar-the-latest-insights-benchmarks-takeaways/

The Big Structural Shift

Many SaaS companies are responding with tactical fixes such as better SEO, funnel
tweaks, or light Al features. These address symptoms, not the structural change. GenAl is
reshaping both products and how they are sold.

The implication is clear.

The winners will be those who take a Step Back to Speed Up: pausing to redesign their
narrative, differentiation, GTM, and revenue architecture end-to-end—then executing
with tech with more focused speed.

What changes inside companies
e GTM shapes what gets built.
e Roadmaps focus on business outcomes
e Reliability and trust become revenue drivers
e Positioning and packaging influence product design

Now is the time to collapse the wall between how companies sell and what they build.

About the authors:
MindChords helps US based serial entrepreneurs and midsized companies build holistic Al
solutions by aligning business needs, GTM strategy, and engineering execution.
www.mindchords.qi

CRO2go is the go-to Boutique for GTM Expertise and fractional Chief Revenue Officer
(CRO). They operate in DACH, Nordics, Singapore and UAE help growth state companies
to own the Go-to-Market with proven frameworks.

www.croZ2go.ch
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