
The Future of GTM in the

(Age of AI - Sales)

Betts Prediction
Immediate Changes (2025) Long-term Vision (2026+)

Leaner teams with AI-augmented capabilities AI agents handling initial customer interactions

Technical sales engineers as key roles Human sellers focused on strategic accounts

Full automation of routine processes Revenue growth with 50% fewer headcount

AI-powered lead qualification Self-service buying experiences

Evolution Timeline

Profile
Late 2000s to Early 2010s

Volume Sales

Early 2000s

Relationship-Based Sales

Mid-2010s to Late 2010s

Analytical Seller

2020–2022 (Pre-AI Surge)

Digitally Native

2023-2025 

Solutions Sales

Structure
Late 2000s to Early 2010s

Segmented & Inbound-Heavy

Early 2000s

Relationship-Based Sales

Mid-2010s to Late 2010s

Hyper-Specialized Teams

2020–2022 (Pre-AI Surge)

Full-Funnel Integration

2023-2025 

Small Teams

Motion
Late 2000s to Early 2010s

Heavy Phone/Email Outbound

Early 2000s

White-Glove Consultative Selling

Mid-2010s to Late 2010s

Product-Led Growth & ABM

2020–2022 (Pre-AI Surge)

Self-Service & Insight-Led

2023-2025 

Short Sales Cycle

Tools
Early 2000s Late 2000s to Early 2010s Mid-2010s to Late 2010s 2020–2022 (Pre-AI Surge)

Minimal Automation

2023-2025 

Fully Automated

Organizational Structure Evolution

Pre-AI

1 Sales Ops

 1 Sales Enablement

7 ENT 21 SMB 14 MM reps

21 SMB Reps

4 Managers

2 Directors

VP

of Sales

Post-AI

VP Sales Engineer

12 Associates

6 ENT 6 Sales Engineers

GTM Engineer

Agent

Agent

Agent

Agent

Agent

Agent

Agent

Agent

Agent
Agent

Agent

Agent

Agent

Agent

The Future of Compensation

T o d a y

$1M - 10M

$200k - $500k

$150k - $175k

$130k - $150k

$0

T o m o r r o w

Sales Ops

VP Sales

VP Sales Engineering

Channel / Partner Sales Enterprise AESales Eng

Technical Enterprise AE Solutions Architect Sales Eng Technical Channel Sales

Solutions Architect

GTM Engineer

Patrick 
Kellenberger

At Betts we have been working with top technology companies for the last 15 years and have seen Go-to-
market roles progress dramatically over that time. But there has never been a bigger shift then is happening 
right now. This shift in GTM is going to be the biggest in my lifetime and its going to be the swiftest.


