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PR Introduction

On February 20th, 
JumpCrew’s CEO, 

Robert Henderson, 
reintroduces Jarron 

to a publicist 
JumpCrew had 

worked with before

Competition Research

JumpCrew has 
always existed in a 

competitive, 
commoditized 

market with little 
differentiation 

between vendors

Reposition

Instead of 
conceptualizing a 
way to stand out, 

what if we instead 
asked our ICP to tell 

us what makes sense 
and resonates?

Can we then 
reposition our 

business to stand out 
without sacrificing 

our core service 
offering?

Backstory



Competitive Landscape



Competitive Landscape



The “Before”



The “Before”



Finding a Solution

I wasn’t actively looking for a 

solution when I heard Chris 

Walker mention Wynter on a 

podcast.  I first emailed myself a 

link to Wynter’s website on 

December 6th, 2022



The Process

Phase 1

Phase 2

Phase 3

Survey our ICP to validate hypothesis and source ideas

Frame survey results as positioning and test

Create a website to articulate and test again



Survey our ICP to validate hypothesis and source ideas

Objective:  Identify common themes around:

● The experience of integrating sales/marketing
● The vendor/software buying experience of senior sales/marketing leaders
● How senior sales/marketing leaders might define the combination of sales, marketing, and 

revenue ops as a singular function 

Here's the criteria of respondents:

● Persona: Marketing VPs, CMOs, Sales Leadership, CEOs, General VP/SVP/C-Level
● Industry:  SaaS/Software
● Company Size:  50 - 5,000

Link to results.

https://app.wynter.io/share/test/660dc9cc8b46f8002c4b6fc0/results


Q4: If a team was created to be collectively responsible for sales, 
marketing, and revenue operations, what would you call that team?

Survey our ICP to validate hypothesis and source ideas



Q6: If sales, marketing, and revenue operations were bundled together as 
one product/service, which term below would make sense to you as a way 
to describe that?

Survey our ICP to validate hypothesis and source ideas
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Frame survey results as positioning and test

http://www.youtube.com/watch?v=WGuVEVvB52c
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The Takeaways

What is the service?

How does it work?

What’s the value prop?

Why this vs. alternative?

Types of companies?

Seems like an agency?

Is it people or software?



The Result

www.jumpcrew.com

http://www.jumpcrew.com


Discussion



Thank you.


