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• Sales is a balance of art and science. The goal is to

reduce risk in business to grow and generate revenue.
Every business is nuanced but there is a process and
pattern to sales. If we put systems and sequences in
place we reduce risk, make the capital work harder and
build the business.

• At a certain growth point, you will need salespeople in
your business. You must empower them because they
are increasing your value and building your business.

• To make more money, you need to take on more risk.
Sales is a high-risk role in start-ups, you need to pay well
to attract the best talent to be a successful business.

• A good sales function will create a feedback loop for
your R&D, which will help improve your product/service
and ultimately your revenue.

The KISS Principles:

1. Lean into sales

2. Get the maths right

3. Hire a sales pioneer

4. Keep it simple!
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• Once a start-up achieves a certain scale and growth rate,

they’ve hit what’s known as escape velocity. They have hit
ambitious goals and milestones quickly for both investors and
to grow fast.

• Introducing a sales team is an increase in cost and therefore a
risk to the business. It’s important to weigh up these costs so
you don’t burn through your cash, consider a staggered sales
team growth programme.

• Get the maths right when working out your quotas, sales goals
and creating salary/compensation packages.

- goals and targets must be realistic for sales team
for them to perform well and stay motivated.

• The key is to keep  things  simple, don’t have complex bonus/
commission structures or uneven salary/compensation
packages for the same roles.

Get The Maths Right
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 The Sales Pioneer

• Your first sales hire is very important, it sets the tone and 
culture for the future. A poor hire can set you back months 
in revenue and growth.

• You need a ‘sales pioneer’ who has a blend of skills
– a high-performing sales rep but who can still act as an SDR 
(sales development rep) – experienced but able to create 
and support a pipeline.

• With some SME founders, sales narrative is often based on the 
founder’s story but as your business grows and you bring in 
new salespeople, they must be allowed to find their own story 
to sell your business.

• Your sales pioneer is a proxy to the customer and can provide 
valuable feedback about your product-market fit.



4 Follow the KISS 
 principles to build your business.

Keep it simple!
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