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10 Pitfalls to Avoid




NG

o)

e

o) (

10




‘1

Not
continuously
refining your
ICP

.




ICP .. ICP .. ICP



‘1

Not
continuously

refining your
ICP

~

RN

e

o) (

10




[2 )

Not
becoming an
expert and
pretending to
be one

N\ J




Know how to empathize
with your customers or
find a co-founder who can.




‘1

Not
continuously

refining your
ICP

~

(2 )

Not
becoming an
expert and
pretending to

be one
g J
(. ’ )

AN

o) (

10




4 )
3

Not
developing
professional
sales skills

- J




/

Best Reads.

/{ ow to talk to custemers and lesm
iLyour business is @ goad ides
when everyone /s lying to you
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Momentum in GTM and product is key.
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Make yourself seem
bigger than you
actually are.
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Prioritise and track one metric.
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They become your biggest champions.
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You can't hit $10M if you sold your first $1M only to people
you know.
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If you trust your gut and fail, it’s a great lesson.
If you don't trust your gut and you fail, you'll regret it.

Regret kills morale.
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Create a support group
that you can depend on.




