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• It’s tough for founders, but it’s supposed to be, embrace it.

You are not alone; founders often think their challenges are
unique but there aren’t! They are the same but in profoundly
different ways!

• Talk about the things that you're going through. That's what
the European market needs as we go through this first and
second wave of founders who need to know that it is tough,
and this is normal.

• Some companies don’t have the success they anticipated,
there are many reasons for this; sometimes it’s the
company, but sometimes it's because they were selling into
a principle rather than a buying habit. Know and understand
your customers buying habits.

The KISS Principles:

1. Embrace the tough

2. Positive team tension

3. A tale of two stories

4. Keep it simple!
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• Your business roadmap is a positive battleground between the 

strategy, sales, client, and product/engineer teams. You need 
to have a product North Star to direct them all.

• Your team is one of the most important assets you invest in 
and build upon. Founders need to live in the positive tension of 
their team and allow those arguments to happen productively, 
because that's where you get the best out of the team.

• Additionally, as a founder, when you're building a team, you 
must empower  your  people and reduce their dependency on 
you because there is danger in always being available.

Build positive tension
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The Sales Pion r 

• 1. Investors
The industry has over-indexed on pitching, if you want to build 
a sustainable business, Series A is the time when you start 
planning all the different things you need to do and the 
audiences you need to enage. 

• During that time, you need to be a cheerleader, but you also 
need to build your product/service, your team, and your story.

• Tell your story to investors, but also don't forget to also ask for 
help when you need it, it’s not just about impressing them.

• 2. Clients
Your story must be relatable, to both your clients and their 
business needs, and you must bring them on the journey with 
you.

• You need to persuade your customers to buy into your 
business, and that entails a product that scales to their needs.

A tale of two stories 



4 Follow the KISS 
 principles to build your business.

Keep it simple!

November2021   :  www.thekissprinciples.com
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