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Disclosure 

UNLESS OTHERWISE INDICATED, THE VIEWS EXPRESSED IN THIS PRESENTATION ARE THOSE OF ICONIQ GROWTH ("ICONIQ" OR THE "FIRM"), ARE THE RESULT OF PROPRIETARY RESEARCH, MAY BE 
SUBJECTIVE, AND MAY NOT BE RELIED UPON IN MAKING AN INVESTMENT DECISION. INFORMATION USED IN THIS PRESENTATION WAS OBTAINED FROM NUMEROUS SOURCES. CERTAIN OF THESE 
COMPANIES ARE PORTFOLIO COMPANIES OF ICONIQ GROWTH. ICONIQ GROWTH DOES NOT MAKE ANY REPRESENTATIONS OR WARRANTIES AS TO THE ACCURACY OF THE INFORMATION OBTAINED FROM 
THESE SOURCES. 

THIS PRESENTATION IS FOR EDUCATIONAL PURPOSES ONLY AND DOES NOT CONSTITUTE INVESTMENT ADVICE OR AN OFFER TO SELL OR A SOLICITATION OF AN OFFER TO BUY ANY SECURITIES WHICH 
WILL ONLY BE MADE PURSUANT TO DEFINITIVE OFFERING DOCUMENTS AND SUBSCRIPTION AGREEMENTS, INCLUDING, WITHOUT LIMITATION, ANY INVESTMENT FUND OR INVESTMENT PRODUCT 
REFERENCED HEREIN.

ANY REPRODUCTION OR DISTRIBUTION OF THIS PRESENTATION IN WHOLE OR IN PART, OR THE DISCLOSURE OF ANY OF ITS CONTENTS, WITHOUT THEPRIOR CONSENT OF ICONIQ, IS PROHIBITED.

THIS PRESENTATION MAY CONTAIN FORWARD-LOOKING STATEMENTS BASED ON CURRENT PLANS, ESTIMATES AND PROJECTIONS. THE RECIPIENT OF THIS PRESENTATION ("YOU") ARE CAUTIONED THAT A 
NUMBER OF IMPORTANT FACTORS COULD CAUSE ACTUAL RESULTS OR OUTCOMES TO DIFFER MATERIALLY FROM THOSE EXPRESSED IN, OR IMPLIED BY, THE FORWARD-LOOKING STATEMENTS. THE 
NUMBERS, FIGURES AND CASE STUDIES INCLUDED IN THIS PRESENTATION HAVE BEEN INCLUDED FOR PURPOSES OF ILLUSTRATION ONLY, AND NO ASSURANCE CAN BE GIVEN THAT THE ACTUAL RESULTS 
OF ICONIQ OR ANY OF ITS PARTNERS AND AFFILIATES WILL CORRESPOND WITH THE RESULTS CONTEMPLATED IN THE PRESENTATION. NO INFORMATION IS CONTAINED HEREIN WITH RESPECT TO 
CONFLICTS OF INTEREST, WHICH MAY BE SIGNIFICANT. THE PORTFOLIO COMPANIES AND OTHER PARTIES MENTIONED HEREIN MAY REFLECT A SELECTIVE LIST OF THE PRIOR INVESTMENTS MADE BY 
ICONIQ.

CERTAIN OF THE ECONOMIC AND MARKET INFORMATION CONTAINED HEREIN MAY HAVE BEEN OBTAINED FROM PUBLISHED SOURCES AND/OR PREPAREDBYOTHER PARTIES. WHILE SUCH SOURCES ARE 
BELIEVED TO BE RELIABLE, NONE OF ICONIQ OR ANY OF ITS AFFILIATES AND PARTNERS, EMPLOYEES AND REPRESENTATIVES ASSUME ANY RESPONSIBILITY FOR THE ACCURACY OF SUCH INFORMATION.

ALL OF THE INFORMATION IN THE PRESENTATION IS PRESENTED AS OF THE DATE MADE AVAILABLE TO YOU (EXCEPT AS OTHERWISE SPECIFIED),AND IS SUBJECT TO CHANGE WITHOUT NOTICE, AND MAY 
NOT BE CURRENT OR MAY HAVE CHANGED (POSSIBLY MATERIALLY) BETWEEN THE DATE MADE AVAILABLE TO YOU AND THE DATE ACTUALLYRECEIVED OR REVIEWED BY YOU. ICONIQ ASSUMES NO 
OBLIGATION TO UPDATE OR OTHERWISE REVISE ANY INFORMATION, PROJECTIONS, FORECASTS OR ESTIMATES CONTAINED IN THE PRESENTATION, INCLUDING ANY REVISIONS TO REFLECT CHANGES IN 
ECONOMIC OR MARKET CONDITIONS OR OTHER CIRCUMSTANCES ARISING AFTER THE DATE THE ITEMS WERE MADE AVAILABLE TO YOU OR TO REFLECT THE OCCURRENCE OF UNANTICIPATED EVENTS.

FOR AVOIDANCE OF DOUBT, ICONIQ IS NOT ACTING AS AN ADVISER OR FIDUCIARY IN ANY RESPECT IN CONNECTION WITH PROVIDING THIS PRESENTATION AND NO RELATIONSHIP SHALL ARISE 
BETWEEN YOU AND ICONIQ AS A RESULT OF THIS PRESENTATION BEING MADE AVAILABLE TO YOU.

ICONIQ IS A DIVERSIFIED FINANCIAL SERVICES FIRM AND HAS DIRECT CLIENT RELATIONSHIPS WITH PERSONS THAT MAY BECOME LIMITED PARTNERS OF ICONIQ FUNDS. NOTWITHSTANDING THAT A PERSON 
MAY BE REFERRED TO HEREIN AS A "CLIENT" OF THE FIRM, NO LIMITED PARTNER OF ANY FUND WILL, IN ITS CAPACITY AS SUCH, BE A CLIENT OF ICONIQ. THERE CAN BE NO ASSURANCE THAT THE 
INVESTMENTS MADE BY ANY ICONIQ FUND WILL BE PROFITABLE OR WILL EQUAL THE PERFORMANCE OF PRIOR INVESTMENTS MADE BY PERSONS DESCRIBED IN THIS PRESENTATION. 

THESE MATERIALS ARE PROVIDED FOR GENERAL INFORMATION AND DISCUSSION PURPOSES ONLY AND MAY NOT BE RELIED UPON.

THIS MATERIAL MAY BE DISTRIBUTED TO, OR DIRECTED AT, ONLY THE FOLLOWING PERSONS: (I) PERSONS WHO HAVE PROFESSIONAL EXPERIENCE IN MATTERS RELATING TO INVESTMENTS FALLING WITHIN 
ARTICLE 19(5) OF THE FINANCIAL SERVICES AND MARKETS ACT 2000 (FINANCIAL PROMOTION) ORDER 2005 (THE “FP ORDER”), (II) HIGH-NET-WORTH ENTITIES FALLING WITHIN ARTICLE 49(2) OF THE FP 
ORDER, AND (III) ANY OTHER PERSONS TO WHOM IT MAY OTHERWISE LAWFULLY BE COMMUNICATED (ALL SUCH PERSONS TOGETHER BEING REFERRED TO AS “FPO RELEVANT PERSONS”). PERSONS WHO 
ARE NOT FPO RELEVANT PERSONS MUST NOT ACT ON OR RELY ON THIS MATERIAL OR ANY OF ITS CONTENTS. ANY INVESTMENT OR INVESTMENT ACTIVITY TO WHICH THIS MATERIAL RELATES IS AVAILABLE 
ONLY TO FPO RELEVANT PERSONS AND WILL BE ENGAGED IN ONLY WITH FPO RELEVANT PERSONS. RECIPIENTS MUST NOT DISTRIBUTE, PUBLISH, REPRODUCE, OR DISCLOSE THIS MATERIAL, IN WHOLE OR IN 
PART, TO ANY OTHER PERSON.
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Executive hiring is the final frontier within the modern organization that is yet to 
benefit from the proliferation of data. Despite having data to guide nearly every 
other business decision – and despite the criticality of executive hiring 
decisions – CEOs and Founders have heretofore been forced to rely on 
anecdotal guidance.

ICONIQ Growth set out to change that. 
 
Determined to help de-risk hiring decisions by empowering CEOs and 
Founders with data, we are studying every leadership hire between Founding 
and IPO at dozens of high-caliber SaaS companies. We segment each hiring 
decision by growth stage in order to deliver hyper-relevant insights. To date, we 
have collected over 36,000 datapoints on over 1,000 leaders. 

The result is a series of first-of-their-kind playbooks that help guide decision-
making across the entire private company lifecycle – whether you are making 
your first leadership hire or evaluating the skillsets needed to adeptly enter the 
public markets. 

We hope this analysis, which examines the backgrounds of Sales executives at 
companies from $0M to $50M ARR, serves as a north star as you build and scale 
your go-to-market organization. 

Introduction
ICONIQ Growth 
Leadership Analytics 
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We studied every Head of Sales hired at these 69 B2B SaaS companies from the day they 
were founded to the day they went public, capturing the entire private company lifecycle: 

The Dataset

We defined “Head of Sales” as the senior-most 
executive responsible for the revenue number3 
(aside from the CEO), agnostic of title. This 
includes President, President of Field 
Operations, COO, Chief Revenue Officer, 
(E)(S)VP Sales and others, depending on 
organizational structure and revenue responsibility 
at each company. Throughout this analysis, we use 
“Head of Sales” as a catchall term.

Trademarks are the property of their respective owners. None of the companies 
illustrated have endorsed or recommended the services of ICONIQ

ICONIQ Growth 
Portfolio Companies1,2 Other Companies2

Company Inclusion Criteria:
• SaaS business model
• Went public after 2015 via IPO or Direct Listing
• Raised venture capital prior to going public

(1) Includes fully realized investments. (2) Includes companies that have been de-listed. Please see full 
list of ICONIQ Growth Portfolio companies at the end of the presentation. (3) At some companies, 
Sales rolled up to a COO or President who did not have a Sales background. In these cases, we 
excluded this individual and instead included their senior-most direct report with a Sales background.
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STARR (Scale To ARR) Multiple: 
Operator’s largest prior personal 

revenue number (scale)Executive Summary

Note: Analysis excludes executives with non-Sales backgrounds and executives who were not externally hired (e.g., co-founders).

Companies typically hire 2-3 Heads of Sales between Founding and IPO. Frequent turnover during the same growth stage, or exceeding 3 Heads 
of Sales before IPO, may result in delayed go-to-market maturation and predictability, CEO time dilution caused by absorbing direct reports, 
increased equity burn, loss of time and productivity (e.g., running multiple searches, onboarding time, etc.), and more. Hence, our 
recommendation is to hire leaders who can scale with the organization across multiple growth stages. 

11
Why do some Heads of Sales stay for only 5 months (necessitating more hires), while others stay for 10+ years? No two variables had a bigger 
impact on executive outcomes than prior scale and prior Head of Sales experience. While companies may not be able to hire someone with both 
attributes – and Early Stage companies often cannot attain either – optimizing for at least one of these two traits drives longevity. 22

55 Historically, an executive’s prior sales motion has been less relevant. Their sector background has also proven to be less relevant, with no 
meaningful differences in tenure outcomes for those with significant prior experience in the company’s sector versus little or no prior experience. 

33
Early Stage companies ($0M-$20M ARR) found the greatest success when hiring for a STARR Multiple (defined above) of ~25X+ or prior scale 
>$250M (this refers to an executive’s prior personal revenue accountability or quota). Optimizing for prior Head of Sales experience instead of 
scale resulted in a 3X higher early departure rate. Scale can compensate for a lack of prior leadership experience, and failure to scale up proves to 
be a bigger risk than failure to scale down. Heads of Sales with neither trait fared the worst. 

44
Early Growth Stage companies ($20M-$50M ARR) found the greatest success when hiring for a STARR Multiple of ~14X+ or prior scale >$500M. 
Individuals without this scale are >2.5X more likely to leave before reaching $100M ARR, relative to their peers who had been a Head of Sales but 
had not seen this scale. Prior leadership experience once again proved to be the second-best option, while executives with neither scale nor 
leadership fared the worst. 

Company ARR at time of hire

Early Stage: $0M-$20M ARR
Early Growth Stage: $20M-$50M ARR
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Number of Heads of Sales

CEOs can expect to hire 2-3 Heads of Sales between Founding and IPO, though more recently founded companies are trending towards 2.

Number of Heads of Sales from Founding to IPO
n = 69 companies

13%

42%

30%

14%

0% 5% 10% 15% 20% 25% 30% 35% 40% 45%

1

2

3

4+

More than half of the companies with 3 Heads of Sales had at least 1 “early leaver” (tenure <18 months) or extenuating circumstance 
(e.g., Head of Sales promoted to CEO), suggesting that ~60% of companies would have otherwise had 2 Heads of Sales.

Note: While not shown here, trends are consistent across Product Led Growth and Sales Led Growth companies.

2.1
Youngest Third of 
Companies (n = 23)

Average Number of 
Heads of Sales

2.5
All Companies (n = 69)

Avg Years to IPO

9

11

11

13
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36% 23%

10%

12%

19%

12%

14%

17%

57%

Early Stage
($0M-$20M ARR)

Early Growth Stage
($20M-$50M ARR)

Early Stage Hires

36% of hires made during the Early Stage leave during this same stage. Companies that bypass this hiring “sand trap” by selecting a leader 
who can scale across multiple stages may avoid hiring up to 5 Heads of Sales and will experience longer leadership durations on average. 

n = 21

Early Stage Hires: Departure Stages

ICONIQ SaaS Growth Stages:
Early Stage: $0M-$20M ARR

Early Growth Stage: $20M-$50M ARR
Growth Stage: $50M-$100M ARR

Late Growth Stage: $100M ARR - IPO

Early Early Growth Growth Late Growth Post-IPO

Note: some companies made multiple hires during the same stage, and thus are counted more than once. 

n = 66

Total # of Heads of Sales at Co. (Range)

Avg. Tenure (Years)
2-5

2.2
2-5

2.4
2-3

3.6
2-3

4.4
1-2

7.4

4 4 3 2

Early Stage Hires 
($0M-$20M ARR)

• Some Early Stage companies adeptly recover from an intra-stage departure and make a successful second hire that scales with the company to 
IPO. However, many companies that have an intra-stage departure find themselves making up to 3-4 additional Sales leadership hires. 

 

• The costs of an intra-stage departure – and multiple subsequent re-hires – may include search firm fees, increased equity burn, loss of time 
and productivity, CEO time dilution caused by multiple new direct reports, and more.

 

• Companies can avoid these costs by hiring someone who has the potential to scale across multiple growth stages.
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36% 23%

10%

12%

19%

12%

14%

17%

57%

Early Stage
($0M-$20M ARR)

Early Growth Stage
($20M-$50M ARR)

Early Growth Stage Hires

By Early Growth Stage, 57% of companies successfully hire the leader who will scale with their company to IPO. Selecting a leader who 
cannot scale to at least $100M+ may require multiple reattempts, suggesting the presence of another hiring “sand trap.” 

n = 21

Early

Early Growth Growth Late Growth Post-IPO

Early Growth Growth Late Growth Post-IPO

Note: some companies made multiple hires during the same stage, and thus are counted more than once. 

Avg. Tenure (Years) 2.2 2.4 3.6 4.4 7.4

ICONIQ SaaS Growth Stages:
Early Stage: $0M-$20M ARR

Early Growth Stage: $20M-$50M ARR
Growth Stage: $50M-$100M ARR

Late Growth Stage: $100M ARR - IPO

Total # of Heads of Sales at Co. (Range)

Avg. Tenure (Years)
3-5

1.1
3-5

1.5
2-5

3.5
2-4

5.0

Early Growth Stage Hires: Departure Stages

Early Growth Stage Hires 
($20M-$50M ARR)
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Hiring for Success

Why do some Heads of Sales stay for only 5 months, while others endure for 10 years? We analyzed the major traits in Sales executive 
backgrounds and found that no two variables had a bigger impact on executive tenure than scale and leadership. 

=  
STARR 

Multiple1

Operator’s largest prior 
personal revenue number

Company ARR at time of hire

Introducing the Scale To ARR (STARR) Multiple:1 .  SCALE:  1 .  SCALE:  

2.  LEADERSHIP:  2 .  LEADERSHIP:  

Key Drivers of Executive Tenure: 

We found that Early Stage leaders (pages 10-12) with $250M+ scale – or a ~25X+ STARR Multiple2 – saw meaningful tenure differences relative to their peers. 
We found that Early Growth Stage leaders (pages 13-14) with $500M+ scale – or a ~14X+ STARR Multiple3 – saw meaningful tenure differences relative to their peers. 

(1) STARR Multiple contemplates an executive’s personal quota or revenue accountability (not the full company number – 
unless they were the Head of Sales). This figure can come from any prior role, as long as it represents their largest prior 
personal revenue responsibility. 
(2) 25X STARR Multiple is calculated by taking $250M prior operating scale divided by the midpoint of Early Stage ($10M).
(3) 14X STARR Multiple is calculated by taking $500M divided by the midpoint of Early Growth Stage ($35M). 
Note: Prior company ARR data estimated using proxy metrics  (e.g., per headcount, PIC) if actual figures unavailable.

Refers to a prior Head of Sales role (at any stage/scale)

Most companies must make tradeoffs between these operational backgrounds (with just 8% of Early Stage companies and 29% of Early Growth Stage companies 
hiring for both traits). 

 
Continue reading to dive into the data around how companies have prioritized these backgrounds, and which operational backgrounds may 
deliver a more predictable path to successful hiring  → 

Note: Companies using the STARR Multiple to evaluate candidates should consider both relative scale and absolute scale. 
While an operator with $25M prior scale would result in a 25X STARR Multiple for a $1M ARR company, this would not 
provide significant operating runway. Companies <$50M ARR should consider using NTM ARR.
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Early Stage | Operational Backgrounds

For companies between $0-$20M ARR, hiring for prior scale experience of $250M+ or STARR Multiple of ~25X, especially when 
combined with prior leadership experience as a Head of Sales, helps mitigate against early departures. 

36% 23% 12% 12% 17%1All Early Stage 
Hires

Stage of Departure by Operational Background
Early Stage Hires | n = 66

n = 66

Early Early Growth Growth Late Growth Post-IPO

Early Stage

Early Growth Stage

Worse outcome Better outcome

48% 21% 10% 10% 12%1Hires with Neither 
Scale Nor Leadership n = 42

31% 31% 8% 15% 15%1Hires with 
Leadership (Only) n = 13

17% 33% 33% 17%1Hires with 
Scale (Only) n = 6

20% 20% 0% 60%1Hires with Both Scale 
And Leadership n = 5

Note: data includes only external hires (co-founders, internal promotes, etc. excluded) and those with Sales backgrounds.
Note: Prior company ARR data estimated using proxy metrics  (e.g., per headcount, PIC) if actual figures unavailable.



11

Averages shown only for groups with n>1

20%

20%

0%

60%

1

17%

33%

33%

17%

1

31%

31%

8%

15%

15%

1

Early Stage | Operational Backgrounds

Executives with leadership experience but without scale >$250M or a ~25X+ STARR Multiple have a 3X+ higher departure rate during 
the same stage or stage immediately following, relative to their peers who have seen this scale. 

Early

Early Growth

Growth

Late Growth

Post-IPO

Stage of Departure by Operational Background

2.0

2.4

3.4

5.0

7.3

Avg.  Tenure 
(Years) 

ICONIQ SaaS Growth Stages:
Early Stage: $0M-$20M ARR

Early Growth Stage: $20M-$50M ARR
Growth Stage: $50M-$100M ARR

Late Growth Stage: $100M ARR - IPO

Avg.  Tenure 
(Years) 

*

2.4

4.7

*

Avg.  Tenure 
(Years) 

6.9

*

*

Note: 25X STARR Multiple is calculated by taking $250M prior 
operating scale divided by the midpoint of Early Stage ($10M). 

*

Those who do not have scale >$250M (or a STARR 
Multiple of ~25X+) fare worse than their peers who 

have seen this scale. This suggests that scale can 
compensate for a lack of prior Head of Sales 

experience. Owning a smaller piece of a larger 
company proves to be preferable to owning an end-

to-end revenue number at a smaller company. 

While CEOs often worry that a large company 
background won’t be applicable for an early-stage 
startup, the data suggests that failure to scale up is 

a bigger risk than failure to scale down.

Those with a STARR Multiple>25X and prior Head 
of Sales experience fare the best, with 60% of hires 

staying until after the IPO. 

~1 in 3 chance of same-
stage departure

Hires with Scale 
(Only)

Hires with Scale + 
Leadership

Hires with 
Leadership (Only)

n = 6 n = 5n = 13

Early Stage

Early Growth Stage

Note: Prior company ARR data estimated using proxy metrics  (e.g., per headcount, PIC) if actual figures unavailable.
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Hires with Neither 
Scale Nor Leadership

Hires with 
Leadership (Only) 13% 38% 0% 50%1

17% 33% 50%1

10% 19% 14% 57%1

Early Growth Stage | Operational Backgrounds

As with their Early Stage peers, Early Growth Stage hires should also optimize for scale as those with a ~14X STARR Multiple 
(~$500M prior revenue accountability) fare better than their peers with lower prior revenue ownership. 

Stage of Departure by Operational Background
Early Growth Stage Hires | n = 21

n = 21

Early Growth Growth Late Growth Post-IPO

n = 8

n = 6

Worse outcome Better outcome

n = 250% 0%0% 50%1

All Early Growth 
Stage Hires

Hires with Both Scale 
And Leadership

20% 80%1 n = 5Hires with 
Scale (Only)

Early Stage

Early Growth Stage

Note: data includes only external hires (co-founders, internal promotes, etc. excluded) and those with Sales backgrounds.
Note: Prior company ARR data estimated using proxy metrics  (e.g., per headcount, PIC) if actual figures unavailable.
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Early Growth Stage | Operational Backgrounds

At Early Growth Stage companies, those without scale >$500M or a ~14X+ STARR Multiple are >2.5X more likely to leave before 
reaching $100M ARR.

Stage of Departure by Operational Background

Early Growth

Growth

Late Growth

Post-IPO

n = 6n = 8 n = 5

ICONIQ SaaS Growth Stages:
Early Stage: $0M-$20M ARR

Early Growth Stage: $20M-$50M ARR
Growth Stage: $50M-$100M ARR

Late Growth Stage: $100M ARR - IPO

As with Early Stage companies, Early 
Growth Stage companies can reduce the 

likelihood of a hire leaving within the 
same stage or stage immediately 
following by optimizing for scale. 

Among the 11 Early Growth Stage hires 
with a ~14X+ STARR Multiple, just one 

left before the company reached $100M.

Note: 14X STARR Multiple is calculated by taking $500M prior 
operating scale divided by the midpoint of Early Growth Stage ($35M). 

13%

38%

0%

50%

1

20%

80%

1

17%

33%

50%

1Hires with Both Scale 
And Leadership

Hires with 
Leadership (Only)

Hires with 
Scale (Only)

Avg.  Tenure 
(Years) 

*

1.6

4.3

Avg.  Tenure 
(Years) 

Avg.  Tenure 
(Years) 

*

5.7

*

2.9

4.9

Early Stage

Early Growth Stage

Note: Prior company ARR data estimated using proxy metrics  (e.g., per headcount, PIC) if actual figures unavailable.
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97%

76%

3%

24%

SLG Companies

PLG Companies

Only 1 executive hired 
into a SLG company had 
a PLG background. This 
executive had a bottom 

5% tenure outcome.

Sales Motion

Aside from scale and leadership experience, questions often arise around go-to-market affinity. Sales Led Growth and Product Led Growth 
companies predominantly hire Heads of Sales with SLG expertise.

Sales Leader’s GTM Background vs. Company’s GTM Motion 

SLG Sales Leaders PLG Sales Leaders

100%

87%

0%

13%

SLG Companies

PLG Companies

SLG Companies

PLG Companies

SLG Companies

PLG Companies

Early Growth Stage 
($20M-$50M ARR)

n = 21

Early Stage 
($0M-$20M ARR)

n = 66

CEOs should consider the nuances within each sales motion when selecting a Head of Sales. Sales velocity, ASPs, and customer segment can vary 
dramatically between two companies that are both under the SLG umbrella – and a Head of Sales who excelled at one SLG company may not excel at 

another if the go-to-market specifics are dramatically different. Please reach out to the ICONIQ Growth team if we can help you assess GTM alignment.



15

Sector

Most Heads of Sales hired <$50M ARR are entering a new sector for the first time. Not only is sector affinity less prevalent, it is also not 
associated with greater longevity. 

(1) “All Application Companies” includes 1 Education company that is not broken out separately above.

Sector Example Company Dominant in 
Sector

Some Exposure in 
Sector New to Sector N-Size1

Go-to-Market Stack 62% 0% 38% 13

Security 50% 25% 25% 12

Collaboration & Workflow 33% 22% 44% 9

Data & Analytics 31% 8% 62% 13

Cloud Infrastructure 27% 18% 55% 11

Back Office & Operations 23% 23% 54% 13

Vertical SaaS 20% 0% 80% 10

Dev Ops 0% 20% 80% 5

All Application Companies 37% 10% 53% 49

All Infrastructure Companies 29% 18% 53% 38

Trademarks are the property of their respective owners. None of the companies 
illustrated have endorsed or recommended the services of ICONIQ.

Heads of Sales by Prior Sector Exposure
Early + Early Growth Companies | n = 87 hires

Less sector 
affinity

More sector 
affinity

3.6
3.3

Average Tenure by 
Sector Affinity 

Background (Years)

3.8

Dominant in sector

Some exposure in sector

New to sector
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Titling

Ready to make a Head of Sales hire? VP Sales is the most common title for leaders at companies <$20M ARR and/or companies hiring their 
first Head of Sales. Companies hiring a Head of Sales between $20M-$50M ARR use SVP/EVP and CRO titles equally. 

Titles by Stage and Leadership Order
External hires only

(1) Includes only first Heads of Sales hired before $50M ARR and first Heads of Sales that were externally hired.
Note: similar titles grouped together, e.g., “SVP Sales” includes SVP Sales, SVP Field Operations, etc. 

President
COO
CRO

SVP/EVP Sales
VP Sales

Head of Sales
(Sr.) Director of Sales

Key

9% 6%

7% 6%
5%

55%
47%

19%

20%

26%

33%

5% 11%

33%

2% 3%2% 2%
10%

0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

100%

1st HOF Early Early GrowthFirst Heads of Sales 
($0M-$50M ARR)

Early Stage Hires 
($0M-$20M ARR)

n = 66

Early Growth Stage Hires
 ($20M-$50M ARR)

n = 21n = 56 1
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• Quantitative analysis of the most prevalent – and most successful – operational backgrounds and qualifications 

for Heads of Marketing at private SaaS companies, segmented by Growth Stage

• Data source: Proprietary dataset of >150 marketing leaders at 49 SaaS companies

• Examination of the advantages and challenges of having a COO and/or President role

• Data source: Proprietary dataset of every past and current COO/President at 61 SaaS companies

• Quantitative analysis of the most prevalent – and most successful – operational backgrounds and qualifications 

for Heads of People at private SaaS companies, segmented by Growth Stage

• Data source: Proprietary datasets of >100 people leaders at 59 companies; 2021 Cloud 100 People leaders

Other Reports from ICONIQ Growth

• Overview of our core motions and ways that we can support your organization

Chief Revenue 

Officer Study 

(Two-Part Series)

President & Chief 

Operating Officer 

Study

Chief People 

Officer Study

Chief Marketing 

Officer Study

Leadership 

Advisory Overview

• Quantitative analysis of the most prevalent – and most successful – operational backgrounds and 

qualifications for Heads of Finance at private SaaS companies, segmented by Growth Stage

• Data source: Proprietary dataset of >170 finance leaders at 72 companies

Chief Financial 

Officer Study

• Quantitative analysis of the most prevalent – and most successful – operational backgrounds and qualifications 

for Heads of Sales/CROs at private SaaS companies, segmented by Growth Stage

• Data source: Proprietary dataset of >180 sales leaders at 72 companies
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ICONIQ: Uncommon Care

Supporting founders through pivotal milestones and 
various stages of growth
Executive 
Hiring

Guidance to attract and unlock the 
power of talent through advisory, 
connections and research

Talent and Leadership Advisory

“ICONIQ delivered the best 
reference check I’ve ever seen, 
overnight.”

Mati Staniszewski
Co-founder and CEO

Product and 
Go-to-Market Strategy

Strategic advisory from industry 
leaders with hands-on experience 
in technology, digital innovation, 
go-to-market, and more

Technical Advisory and Go-to-Market Boards

“It has been so valuable to lean into 
ICONIQ’s expertise, network, and 
advice. What you do is a total game 
changer.”

Eléonore Crespo
Co-founder and CEO

“The customer introductions have 
been incredibly valuable. ICONIQ's 
relationships are truly deeper.”

Bret Taylor
Co-founder and CEO

“Working with ICONIQ has been a 
dream partnership, they’ve gone 
above and beyond at every step.”

May Habib
Co-founder and CEO

Revenue 
Acceleration

Strategic and commercial 
connections across industries to 
support global expansion goals

Portfolio Operations

Digital and Growth Advisory Boards

Category Leadership + 
Operational Optimization

Data-driven insights to support 
decision making across business 
operations and strategy

Analytics and Insights
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These companies represent the full list of companies that ICONIQ Growth has invested in since inception through ICONIQ Strategic Partners funds as of the date these materials 
were published (except those subject to confidentiality obligations). Trademarks are the property of their respective owners. None of the companies illustrated have endorsed or 
recommended the services of ICONIQ. 

A Portfolio of Category Leaders
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SAN FRANCISCO | PALO ALTO | NEW YORK | LONDON | SINGAPORE

website Icon 3237546

https://www.linkedin.com/showcase/iconiq-growth
https://twitter.com/ICONIQGrowth
https://www.iconiqcapital.com/growth
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