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You’ve built a great product,
but is the world listening?

How to go from 0 to STM ARR with zero marketing spend with
founder brand & guerilla tactics

Alper Yurder, June 2025



You're building something great,
now you need the world to know about it

Getting from Zero to S3M ARR in 20 actionable steps

Step 8: Use Expert Roundups to Build Credibility

Feature Industry Experts to Gain Exposure

e

Forte No-Fluff Guides

= Powered by Al & Exited-Founder experience Alper Yurder & P e

+ Promote these experts.

ional CRO | GTM Strategy &
for Seed to Series B.

© hubbie y 4 vt sl e, s ot you gt st on

Profile viewers 4157
Here's an example to get you started: ) 16 Revenue Experts Share the Tactics to

Post impressions 191,679 Enable Buyers and CL.

From Zero to One Million: Actionable
Guide for Early Stage Startups

Go to Sales Navigator

Your Product is Great, But Is the World Listening?

As a fellow Saas founder, | know the struggle of building a product that you believe is simply
great and everyone needs it to then realizing the hard part is getting others to believe in it. The
real challenge is creating demand—making people feel like they need it urgently. This playbook
takes you from zero to one million by building real traction, creating credibility, and scaling your
product.

From Eary traction o Repeatable .
Revenue: A Tactical Guide for Scaling Reactions

= recees

i 2
Your Handbook for Scaling Your Product & Creating Demand O @ Comment @ Repost 7 send

150,985 impressions View analytics

Hey, I'm Alper — GTM Partner for founders scaling from traction to repeatable revenue, exited

Zero to 1 Playbook
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https://www.linkedin.com/posts/alper-yurder_steal-my-50-page-gtm-playbook-to-scale-activity-7326169014613774337-jbWF?utm_source=share&utm_medium=member_desktop&rcm=ACoAAALts24BQe4FtEXBlmWIUiJGkY4SunbpYdU

Hi <y Allow me to introduce myself

I’m Alper. I'm a former founder & a B2B Sales expert with +15
years of experience building and scaling GTM.

Sales, GTM and 0-to-1are 0 fi Playbooks that actually
the story of my life perator first work for founders

° 1,000s of leads via founder-led

° Built, scaled, exited — from ° $50M+ in sales closed
h ° Raised, built GTM, scaled teams playbooks
S, ey ’ ° Built growth loops with brand,
e  Livedthe pivots, early chaos, first e Advised 10+ B2B startups (SaaS, Al, podcast, outbound
10 customers. . EnfCh)d for invest e  Iembed, build, and deliver — not
This isn't theory. It’s firsthand. REUOSIASISIp ISR UNESUEIT just advise
Post-IPO to Series-D, Series Aand e Nofluff. Just systems that scale

‘Going with the Flowla gains the
4 Pre-seed sales tool $1.3 milion seed Reactions
i

@o%{"@ *:Cf%;% C)
.

172,494 impressions

BAIN & COMPANY

. (
witco Mindey.m

GENERAL
ASSEMBLY

>
accenture

Witco Boosts Presence in the UK and
Germany
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How | work with startups & founders

| work with startups as a GTM Partner to get more leads and close more deals in 3 ways:

CEO / Founder mentoring

Weekly calls to think clearly and

move faster

For founders who want a sparring

partner to:

o Bounce ideas & get clarity

o Unblock GTM & product
direction

Leads, deals, strategy, founder brand

No heavy commitment — just

honest, focused convos

Best for early-stage founders or
those who need a “smart” person to
figure out strategy & execution

¢c Af o

Revenue accelerator &
Hands-on GTM execution

Weekly sprints to execute founder-led
GTM system and achieve results monthly
You get me 6 hrs/week to:
o Build & execute GTM strategy
o Shape your founder brand +
messaging
o Create inbound & outbound
growth loops
Set up CRM + sales systems
Joint sales calls, close together
o Ship content, test channels, track
results

Best for founders who want more
than advice to get more leads, close
more deals, but not full-time

simplisales n

Fractional revenue &
GTM leader

1.5-2 days/week — full execution,
leadership, and results

Il embed as part of your team to:
Co-own GTM and sales motion
end-to-end

Lead strategy, ops, and team
Drive execution across marketing,
content, outbound, and sales
Align your team and goals

Work as your interim GTM lead or
right-nand

Best if you want someone experienced
to co-own GTM with you until you figure

things out and hire full time

w
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The B2B Startup Landscape Today

Slowing graduation levels from Pre-seed to Series-A.

US Graduation Rates Declining

Graduation Rates by Months to the Next Series
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Number of startups raising seed rounds by year

ScaleWise

UK Graduation Rates: Seed to Series A

Market dynamics: Reduced VC funding, slowing graduation levels from pre-seed to Series-A

« Startups that nail their GTM and sales early are 3x more likely to attract funding and scale.
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Clear path to growth: The VC expectation

Clarity | Credibility | Repeatability: Show me how you're gonna spend my money?

O

Clear GTM strategy

Specific, actionable plan to reach customers

Founder-led sales & marketing

Proven ability to close deals yourself

Efficient customer acquisition at scale

Al-powered demand gen: do more with less

From Early traction to Repeatable
Reve!

GTM Strategy for Seed Stage Start-up

Executing Outreach: Find Message-
market fit & then scale
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You don’t need millions for the world to know youl!

You need a clear GTM strategy, signals & activities to scale TRUST

Start with outbound to test signals and traction. Not spam!

Tactical implementation:

=

Message-mkt fit! Why so hard?

Begin with LinkedIn & convos.

° Attention span .
Use audience language, not

. Look for buyer signals e  Tool overcrowd

e Whatflows fast e Without inbound fails features.
e Onceitclicks —» outbound: test,

tweak, repeat.
No Fluff Toolstack for e Max200-300 per batch.
“ . .
Start-ups 4.2 Dripify
_ @ PhantomBuster Linked m |i|||‘|'i||i|il TexAu
SALES NAVIGATOR
Executin_g Outreach: Find Message-
then scale Apo“o io ﬁ Clay h@ﬂeysales
Salesforge & Relevance Al
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Then turn social proof into a trust engine with
scalable & non-scalable tactics

/M  Jeff Kushmerek and 9 others reacted to your company's update
. -,»i
®

Case Studies

Detailed success stories from satisfied clients

The latest issue of The Current just dropped | If you're in sales
or CS and feeling the mid-Q2 grind, this one’s for you. Inside,...

Issue #17, May 2025

d{} Mark Slatin, CCXP commented on your company's update

Thanks for including The Delighted Customers Podcast and my
interview with Greg Kihlstrom !

Testimonials

Use Senja or similar for Love Walls

The latest issue of The Current just dropped " If you're
in sales or CS and feeling the mid-Q2 grind, this one’s f...

Sandy Robinson, M.Ed. commented on your company's update
Events & Awards -@

Thank you for including the latest episode of RevOps unboxed!
L 4

PR events, launches like PH launch are great

The latest issue of The Current just dropped " If you're
in sales or CS and feeling the mid-Q2 grind, this one’s f...

e Brett Hovanec i your pany ina
.
Flowla 2 thanks for including me ...
The latest issue of The Current just dropped ' If you're
in sales or CS and feeling the mid-Q2 grind, this one’s f...

Tactical implementation:

Begin with LinkedIn & convos.

Use audience language, not features.

Once it clicks - outbound: test, tweak, repeat.
Max 200-300 per batch.

ah

"Flowla provides a one-stop-shop for all pieces of our
sales process. Our customers consistently cite it as
differentiator that sets us apart from competitors."

Kelly Mcintosh, Head of Revenue Operations

tilt

ﬁ Gamma

luma' a

XGEN”

tally™

"\, RIVERSIDE
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MOFU: Middle of Funnel
A

Inbound & Outbound Together

Linkedin - Founder Brand - Content - Community

TOFU: Top of Funnel

Value posts, hooks, and attention-grabbing content to attract initial interest

Email sequences, case studies, and deeper educational content for engaged prospects

BOFU: Bottom of Funnel

» Your inbound strategy needs four pillars:

Comparisons, pricing details, and content addressing common objections

Here's an example to get you started: ) 15 Revenue

Enable Buyers and Cl...

Authority - Trust

1

2. Use founder story, problem/solution posts, customer quotes, SEO pages.
3.  Exercise: List 10 trust-building ideas.
4

B Flowla

Expert round-up

Year in Review:

2024 Sales
and CS Trends

A

Selling in 2023: Key Challenges and Trends Shaping the

Future | Flowla
Images may be sube

Check Ahrefs + LinkedIn comments for signals. Inbound and Outbound Work Bt Togther

A growth loop works when inbound and outbound strategies

ctto copyright. Learn More

Experts Share the Tactics to

Step 9: Combine Inbound and Outbound for Growth Loops

complement each other.
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Build your founder brand first

1,000+

Leads generated

From founder-only content strategy

3X

Engagement rate

Compared to company content

92

Weekly posts

Consistent sharing builds audience

® Your unfair advantage: Founder-Brand

e  People buy you before your product.
A founder’s personal brand builds trust faster than company posts.
Share wins, failures, and behind-the-scenes weekly to stay human
and relatable.

Want a full system? Grab our LinkedIn Flywheel Guide for a
step-by-step brand-building framework.

. Sales Therapy by Flowla
owla
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Sustainable scalable systems: ){ Paid ads

News v Competitions 2025 Startups v VPNs v Top10s v TechRoun(

Witco Boosts Presence in the UK and
Germany

ENTERTAINMENT

Alyoull
love

seeing
work

Building trust at scale [74 For “FREE”

2 unLeasH

LATEST v RESOURCES v WEBINARS  EVE

Share

“After al, if any team or department is disengaged, they need the help of IR to get back on
track.

Equally, if HR believes a tool can solve a
prevalent employee problem, having the
CFO back the investment will make the
initial discussions smoother.

Alper Yurder, managing director of UKI at
Witco, explains: “Disengaged workers

have 37% higher absenteeism, they make
49% more accidents and 60% more errors.

“This is a problem that affects everybody,
but that can only be resolved with HR
intervention. Leaders have much to gain
from working with HR teams to
experiment with better policies made for
the modern workplace — in consultation
with employees — that will improve the
of work.”

Google

Wriovs
Alper Yurder, Expert Aut

@0
Alpor Yurdor - Co-Foun.

fouta aper yurder

hora...  Aper Y

+ - Peychology Unleashes.

Founder-Led
Journal

Alper Yurder

-
Sales Therapy | Podcast by Flowa

Alper Yurder - Fora | Linkedin

Brove Breon @
How o Sell on Linkedin: Srategies and .. Alper Yurder - Co-Founder at Flowla Alper Yurder - Fore | Linkedin

e Aper Vs
J R oM sournl

STARTUPS a
with © months
FREE workspace & up to £22k in business support
8
TECH STARTUPS
REDEFINE THE
OFFICE
EXPERIENCE IN
THE HYBRID ERA
= t% News Topics Insights ~ Summit London 2026 Q o 2

Going with the Flowla gains the
sales tool $1.3 million seed
funding

The UK-based start-up will let its sales software solution flow info
European markets as it looks to take on more falent
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Doing marketing with limited sources

Podcasts, webinars, event series, influencer marketing, guerilla marketing
All at the cost of yourself and your brand!

™M views

. Share the Tactics to
Oninfluencer almanac Enable Buyers and How to Enable
. . _ Close More Deals in Buyers & Close

From guerilla marketing - 52 influencers share for free 2025 More Deals

nnnnnnnnnnnnn ko

= #1 Product of the Month Mind the Gap:

Aligning Sales Practices and Buyer Expectations

Compound over ayear in b|Og views PRODUCT HUNT July1815PMCET /11 AMET

#1 Product of the Week
fv¢ ',
PRODUCT HUNT
5K downloads ks

Expert roundups & Lead magnets
Weekly visits to the website

Alper Yurder, June 2025




Alper Yurder @

GTM Strategy & Execution | |
build founder brands, scalable...
London, England

B rorte
Profile viewers 4,394
Post impressions 14,497

Go to Sales Navigator

Founder brand & LinkedIn

Cringe at first, not so much when inbound leads come in. We generated first $500K ARR
with zero paid ads, just founder brand, non-scalable tactics, a mix of outbound & virility.

Here's a comprehensive list of growth channels and tactics you can use for your startup.
LET'S DIVE INTO IT:

You know the famous saying “Do things that don't scale”. That's the beauty of early stage
statup life

where you can get creative and try a Product Hunt Launch, a PR stunt, an annual Aimanac

that can literally drive you millions of views or 100s of leads with one bang.

CASE: At Flowla we launched a yearly Influencer Aimanac rounding up linkedin posts from the top
sales and CS voices on linkedin who have thousands of followers.

« This not not only meant we have a great lead magnet we can use for sales

* We also built trust and credibility by association ourselves with trusted partners

@ Alper Yurder B oo @) g »‘»‘?‘)

Follow for more GTM tips!

‘ou ani others comments - 9 reposts
€O Y d 648 oth 2,291 9rep
@ v © Like ® Comment 2 Repost « Send
Import prospects who have reacted or commented

Reactions

}Eo&@ &)tfg{é@ so

# demo-books
HubSpot APP May 20th, 2024 at 12:36 PM

Yay! Someone just booked a demo ":

Email: lewis@avion.io

Number of Employees: 1-10

Heard about us on...: Alper
Information provided on demo book:

# demo-books
HubSpot APP Mar 6th, 2024 at 8:52 PM
Yay! Someone just booked a demo *,
Email: info@mikehamberg.io
Number of Employees: 1-10
Heard about us on...: Alper!
Information provided on demo book: | need to get acces

9: @
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We did it for Atria team

On the flight during fundraising towards pre-seed

Atria Al secures £720,000 backing to
revolutionise legal workflows with lawyer-
grade Al

AtriaAl

Delivery

[ Final

B Google Docs Atria G2M draft - with Alper ideas
Draft sales plan

3 Simple sales plan

[3 G2M Strategy One-pager Example

[5 G2M Strategy One-pager

E 20.11.24 - Post workshop summary

a 20.11.24 - Post workshop summary (1)

@ 20.11.24 - Workshop G2M Alper Answers
20.11.24 - Workshop G2M Alper Answers (1)
a Workshop prep: Questions to reflect on

a 20.11.24 - Workshop prep. Questions to reflect on (1)
@ 12.11.24- AtriaAl - Pre Kick-off - Original

@ 12.11.24- AtriaAl - Pre Kick-off - Original (1)
ﬂ 31.10-7.11-AtriaAl - Discovery notes

Atria Al, a pioneering provider of generative Al solutions tailored for the legal industry, has successfully

completed its pre-seed funding round (£720,000) led by Fuel Ventures and a network of esteemed angel

investors. This investment marks a pivotal step in Atria Al's mission to revolutionise legal workflows with
cutting-edge artificial intelligence.

(F\ Alper Yurder, June 2025



Co-founder as a service for fintech startup Wealt

From nobody knows to signalsin < 3 months, and a systemin 6 months

Zeynel Abidin Ozbay 3 - 1«

© Manage pros
Featured | managed millions for private cients.

But bt Wealt fo a new kind ofinvestor, .o
Link Link Post 1
- # Been wanting to share this for

Wocst
a while now...

Refloctingon 2024 and Koy Tronds or 2025

One platform,

- -
iy oh Yy
S 4l 150 0D G322

i

all about wealth

From 2K to 6K &5

2025 Private Markets Outlook: Wealt - One platform, all about

Fo I | OWe rs Reflecting on 2024 and Key... wealth
wealt.co wealt.co
From Al-driven deals to ESG The Platform for the Next
becoming mainstream, private Generation of Smart Capital
markets in 2024 showed Designed for ambitious investors

remarkable resilience—despite building long-term wealth in

macro headwinds and global private markets.
uncertainty.... Gain access to innovative... €&0 177 - 23 comments

Opportunities in one month B ol smedies

@ Messages  {J Addcanvas R Pins & Files + . ment - 3 repos Y

@ A new meeting has been scheduled:

]
Meeting: Wealt Club Introduction Calendly Notification Bot APP 8:47 AM
Name: Esiri Agbeyi @ll) A new meeting has been scheduled:
Email: esiri.agbeyi@pwc.com Meeting: Wealt Club Introduction

LinkedIn address: Name: DH Kim
Date: 2025-06-09T13:00:00.000000Z Email: dh0107 kim@gmail.com
| Nn mo nt h 3 How did they heard about us: Linkedin LinkedIn address:
What type of investor: None of Above Date: 2025-06-03T09:00:00.000000Z
Source: ilyas How did they heard about us: LinkedIn
Medium: linkedin What type of investor: Institutional Investor
@ @

@ 1reply 2 daysago
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Forte No-Fluff Guides

+100K from LinkedIn in 3 mts.

Powered by Al & Exited-Founder experience

-

How to: Turning your Linkedin into a

Revenue Machine

What's in this Forte Guide?

What's in this F e?

Turn Your Profile Into a Lead & Revenue Machine — Without Spamming Anyof

INTRO: Why This Playbook £

House keeping & before we start
Now let’s F GO

If you bought in to the idea - let's get real and help you step-by

Step 6 — Turn Posts into DMs

Your ICP starts reaching
outtoyou

“Saw your post, want to work
together” kindled new project
discussions.

Alper Yurder
Follow for more GTM tips!

Potential Investors
Engage

Founders expressed interest in
investing triggered by timely posts

i e
" in publicly raded co
get exposed to many eary stage start
nature of my ole

1)

Feelfree to add me 1 your piatform
how can help.
My email acdress s

m company/growforte
in/alper-yurder

Old Leads Reactivate

Previously unresponsive contacts
re-engaged after seeing fresh
content.

Continue reading
onthe next page!

>  »>

With the right methodology & tactics

Step 4 — Engage with comments

Create a network

For your posts to circulate, you need a tribe of people who follow and like

you first. Before you go “viral”!

Comments get more impressions than posts

Find relevant posts and comment smartly to get people to view your profile.

helps rationalize the landscape. It cuts duplicate costs, strengthens prici
power, and improves logistics density — all key levers to make unit
economics viable and sustainable over the long term.

For DoorDash, acquiring Deliveroo isn't iust about geographic reach — it
about embedding resilience into \ 1. If regulators don't stand in tt

way, this could b
fragmented, los

Like - @ 2 | Repl

a Agam Garg
T A

Alper Yurder
Follow for more GTI

2

PREMIUM

Who's viewed your profile ©

Past 365 days v Interesting viewers @ ~ Company v

Allfilters ) Reset

928
Profile viewers

v 3% previous week

80 =
Apr 17, 2026 - Apr 24, 2025
40 A /. Viewers 44 a 22% previous week
0
Jun6 Aug1 Sep 26 Nov 21 Jan 16 Mar 13 May 8
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A few key takeaways for later in your journey

GTM is more than sending 1000 emails hoping for 1 meeting

Outbound only works with inbound

Trust is the basis of sales

Authority & credibility are the bases of product marketing
Treat your go-to-market like your product.Test. Iterate. Improve.

“I sent this to 200 people and nobody replied..”

Is it the product?

Oris it your messaging?
Your positioning?

Your targeting?

“Nobody likes my product”is aimost never true.

You don’t need to hire 10 people and wait 6 months for results any more - Al is here

Product-market fit isn’ta moment — it’s a moving target.

It evolves. It sharpens. It gets clearer over time.

And the same is true for GTM, sales, and marketing.

You need to iterate on them just like you do on product & tech.

Treat go-to-market like a product problem — not just a sales problem.

Signal-based Al automations and outreach: Honeysales, Clay, Salesforge
SDR agents, content and commenting tools: Texau, Taplio, Engage Al
Napkin, Gamma creating presentations in a second

Replit building websites, landing pages; Trojan horse in minutes

8 Tenity Google for Startups

iz
May 22 | 18:00 - 22:00
Google, Tottenham Court Road, \
London
-\
A==

GTM Expert A
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How | work with startups & founders

| work with startups as a GTM Partner to get more leads and close more deals in 3 ways:

CEO / Founder mentoring

Weekly calls to think clearly and

move faster

For founders who want a sparring

partner to:

o Bounce ideas & get clarity

o Unblock GTM & product
direction

Leads, deals, strategy, founder brand

No heavy commitment — just

honest, focused convos

Best for early-stage founders or
those who need a “smart” person to
figure out strategy & execution

¢c Af o

Revenue accelerator &
Hands-on GTM execution

Weekly sprints to execute founder-led
GTM system and achieve results monthly
You get me 6 hrs/week to:
o Build & execute GTM strategy
o Shape your founder brand +
messaging
o Create inbound & outbound
growth loops
Set up CRM + sales systems
Joint sales calls, close together
o Ship content, test channels, track
results

Best for founders who want more
than advice to get more leads, close
more deals, but not full-time

simplisales n

Fractional revenue &
GTM leader

1.5-2 days/week — full execution,
leadership, and results

Il embed as part of your team to:
Co-own GTM and sales motion
end-to-end

Lead strategy, ops, and team
Drive execution across marketing,
content, outbound, and sales
Align your team and goals

Work as your interim GTM lead or
right-nand

Best if you want someone experienced
to co-own GTM with you until you figure

things out and hire full time

w
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FORTE

From zero to GTM engine with
founder-led sales & Al

How to go from 0 to STM ARR with zero marketing spend with
founder brand & guerilla tactics
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