CEO Governance Meetings and Key Readouts – 2026
Executive Intent
This governance rhythm is designed to empower SLT members to run their organizations, coordinate cross-functionally, and drive progress toward our North Star objectives. Each forum has a clear owner, required artifacts, and defined accountability. SLT members are responsible for content, insights, and corrective actions within their domains.

Annual Governance Calendar (Summary)
Weekly
• Weekly Staff Meeting
Monthly
• Monthly Forecast (new!)
• TA Monthly Ops
• TA Monthly M&A
• Monthly Whiskey Integration Report (new!)
• Monthly Product Report (new!)
• Monthly Kitchen Catchup
• Monthly Newsletter (The Dispatch)
• Monthly Culture & Engagement Pulse (new!)
Quarterly
• Quarterly Business Reviews (by function, most new!)
• Quarterly Town Halls
• Quarterly Board Meetings
• Quarterly Pulse Check (revised)
• Quarterly strategic pricing review (new!)
Semi-Annual
• SLT Offsite – First Half (April, Sparrow)
• SLT Offsite – Second Half (September, Montana)
• A-N-D list review (new!)
• CAPEX and Spend Review (new!)
Annual
• Enterprise planning activities (Q2-Q3)


Meeting Details and Agendas
Weekly Staff Meeting
Meeting Owner: Alex
Duration: 45 minutes
Attendees: Rob, Kevin, Glenn, Adin, Alvaro, Travis
Purpose: Facilitate weekly communication among functional leaders and monitor performance against business and financial objectives. Leaders disseminate key information and stories to their teams.
Agenda
• Stories
• People updates (hiring, ramping, performance management)
• Performance (product usage, input KPIs, bookings, rev rec)
• Round table (1 minute each): critical needs, upcoming travel, key information to share
Pre-Read Requirement (automated KPI reporting, plus anecdotes):
• Top wins from the week
• Top risks or blockers
• Key metrics vs plan (1–3 KPIs)
• Top priorities for the next week
• Cross-functional asks
Action Tracker: Travis to maintain a running action log with owner, due date, and status.
Note: Automated KPI reporting must be distributed ahead of the meeting. Leaders expected to analyze metrics while developing pre read notes. Goal is to be prepared and communicate well without the busywork.

Quarterly  Pulse Check (formerly Monthly Internal Ops)
Attendees: SLT, VP+ and key personnel at SLT discretion
Duration: 90 minutes
Purpose: Leadership enablement forum for L2 leaders to improve clarity, alignment, and execution confidence.
Agenda: To be determined
Note: Target first meeting by end of March

Monthly Forecast
Meeting Owner: Rob
Duration: 60 minutes
Attendees: Alex, Rob, Glenn, Adin, Kevin, Alvaro
Purpose: Review prior month close, mid-month performance, pipeline, and year-to-go forecast to align assumptions before TA Ops and make any necessary operational adjustments to drive to plan.
Agenda: Rob to develop

TA Monthly Ops
Meeting Owner: Amara
Duration: 60 minutes
Attendees: Alex, Rob, Adin, Glenn
Purpose: Discuss financial performance and key drivers of value creation with TA.
Note: Align on go-forward deck structure; include hiring, GTM productivity, ROS, bookings, and retention ahead of February review of January performance.

TA Monthly M&A Meeting
Meeting Owner: Amara
Duration: 30 minutes
Attendees: Alex, Rob, Travis
Purpose: Review M&A and partnerships pipeline and active deals.

Monthly Whiskey Integration Report (new!)
Report Owners: Rob / Travis
Format: Email
Distribution: Alex, Rob, Kevin, Glenn, Adin
Purpose: Track integration execution and quantify progress against the investment case.
Integration Scorecard (Required):
• Revenue synergies (target vs actual)
• Cost synergies (target vs actual)
• Product and systems integration milestones
• Customer retention and conversion progress
Note: Target first report by February 6

Monthly Product Report
Meeting Owners: Alex, Matt, Travis, Shaun
Format: Email
Distribution: SLT, customer, and sales leaders
Purpose: Inform stakeholders of product and technology priorities, progress, and performance.
Agenda
• Executive-level metrics
• Usage
• Connectivity
• Notable wins / churns
• Key tech updates and upcoming releases
• Strategic questions in progress
• Next 30 days
Note: Target first reports by February 6. Separate emails, one for Intel and another for Ballistics

Monthly Kitchen Catchup
Meeting Owners: Alex (Kelsey, Plano), Alvaro (Melanie, MTL)
Scheduling: Plano - Second Friday of each month unless holiday weekend; MTL - TBD
Duration: 60 minutes
Attendees: All local and remote individuals tied to that office
Purpose: Culture and connection
Agenda
• Welcome new people
• Success stories (rotating story collectors)
• Product and sales wins
• Rotating hosts and activities (PPC to lead - happy hour, pizza, games)

Monthly Newsletter (The Dispatch)
Meeting Owner: Marketing
Format: Email
Distribution: All employees
Purpose: Celebrate successes, recognize employees, welcome new hires, and share key announcements. Email format ensures that the entire company receive a consistent dose of culture and information.
Agenda: Marketing to develop
Note: Target February for first edition. Send on consistent day each month to build trust.

Monthly Culture and Engagement Pulse (new!)
Meeting Owner: HR
Format: 1-minute survey, sent the first week of each month
Distribution: All employees
Purpose: Track engagement and culture trends and inform leadership actions.
Survey Design
• Rotate questions monthly while maintaining a core constant set for trend tracking.
Accountability
• Each SLT member reviews their org results monthly.
• SLT members share key observations and actions during the next Weekly Staff Meeting.
Note: Target first survey to be sent by March 1. Example questions in Appendix.

Quarterly Business Reviews (QBRs) (new!)
Meeting Owners: Alex, Glenn, Adin, Alvaro, Travis, Kevin
Duration: Varies by function
Attendees: Alex + SLT member’s choice
Purpose: Deep dive performance, strategy, and cross-functional needs.
Common Required Sections (All QBRs):
1. Group KPI performance vs plan (historical and forecast)
2. Group Progress toward North Star objectives
3. Cross-functional dependencies and blockers
4. Talent and org review (headcount, gaps, individual performance)
5. Top priorities and resource asks for next quarter

Functional Owners:
• Sales & Marketing – Glenn
• Customer – Adin
• Operations – Alvaro
• Legal, Compliance & People – Kevin
• Product & Technology – Alex
• Strategic Initiatives – Travis
Note: All functional owners expected to develop their agenda and materials, and schedule their sessions each quarter with the appropriate audience. All initial meetings should take place before May 1.

Quarterly Town Halls
Meeting Owners: Marketing & HR
Duration: 60 minutes
Attendees: All employees
Purpose: Share performance, strategic progress, and key updates with transparency.
Agenda
• Introduction – Alex
• Stories – team members
• People and culture updates
• Performance vs North Star objectives
• Strategic initiatives
• Relevant changes
• Q&A
Note: Provide translated or subtitled video for bilingual accessibility. We will not be doing multiple sessions in French and English.

Quarterly Board Meetings
Attendees: Alex, Rob, Adin, Glenn, Alvaro, Kevin (Secretary)
Duration: 3–4 hours
Purpose: Governance, budget, strategic direction, and performance oversight.
Note: Non SLT Contributors should only work on extracted sections. They should not be given full board deck access.

Quarterly Strategic Pricing Review (new!)
Meeting Owner: Rob
Attendees: Rob, Glenn, Adin, Travis
Duration: 60-120 minutes
Purpose: Review standard, custom, and new product / market pricing
Agenda
· Custom Pricing – review deal desk activities. What deals required custom pricing? Are there themes that we need to address with permanent pricing guidance that could alleviate internal activity and turn deals faster?
· Strategic Pricing – look back at adoption of existing buyer behavior. Where do we need to adjust list  or bundles to drive desired behavior?
· New market Pricing – what new opportunities are on the horizon and how do we need to address price setting and guidance?

Semi Annual A-N-D list review (new!)
Meeting Owner: Kevin
Attendees: Alex, Rob, Adin, Glenn, Alvaro, Kevin (Secretary)
Duration: 90 minutes
Purpose: Review any geopolitical, macroeconomic, or internal changes that would alter where we will always, never, or conditionally do business. Conduct in Q2 before the enterprise planning process and in Q4 prior to budget finalization.

Semi-Annual CAPEX and Spend Review (new!)
Meeting Owner: Rob
Attendees: Alex, Rob, Alvaro
Duration: 90 minutes
Purpose: review our cost structure and planned capital outlays and encourage deliberate decision making around our spending. Conduct in late Q2 and as we finalize budget in Q4

Annual Enterprise Planning Activities (Q2 and Q3)
Owner: Rob
Attendees: Various
Duration: Various throughout Q2 and Q3
Purpose: Activities designed to evaluate and develop long range enterprise strategy and financial planning. 
Agenda	Comment by Alex Finley: @Rob Anderson Rob to flesh out the activities and coordinate the planning process.
· Where to Play, How to Win (Travis)
· Product and Technology Strategy (Alex)
· LRP Development (Rob)
· CAPEX Planning (Alvaro)
· Organizational development and planning (Kevin)
· Revenue and account planning (Glenn, Adin)

Quarterly Board Meetings
Attendees: Alex, Rob, Adin, Glenn, Alvaro, Kevin (Secretary)
Duration: 3–4 hours
Purpose: Governance, budget, strategic direction, and performance oversight.



Appendix: Culture Survey Questions
Survey should be limited to a handful of questions. Examples may include:
· Are you clear on company objectives and how we are measuring success?
· Are you clear on your objectives and how you are being measured?
· Do you understand how what you’re working on connects to company objectives?
· Do you understand how what you are working on connects to advancing cases faster?
· Have you heard a success story this month?
· How would you say you have performed this month?
· How is your team doing working together?
· How is your cross functional execution going?
· How is your leader doing to drive you and your team to succeed?
· Are you having fun?
· Are you learning?
· Are you growing?
· Is LeadsOnline a better place to work than it was this time last year?
· Would you refer your most talented friend to work here if there if there were an opening?
· Have you had a 1:1 with your manager in the past month?
· Have you had a discussion about your performance or career with your manager in the past month?
· Care to expound on any of the above?

