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No-Fluff GTM Workshops loved by 
many
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💙 Forte 
Love Wall



You're building something great—but 
is the world listening?

Early stage GTM feels like building mid-air—pitching, hiring, selling, and raising all at once. It’s 
chaotic, but doable.Done documented. Grab my viral playbook here
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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, allow me to introduce myself

Sales, GTM and 0-to-1                
are the Story of My Life

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

Operator First: $50M Closed in 
Sales, Exited Founder,                       
10+ Startups Advised

Playbooks That                    
Actually Work
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-Built, sold, and scaled from 
scratch — from building scale ups 
to founding and exiting my own.
-Lived the messy early days, the 
pivot moments, the first 10 
customers.
-This isn’t theory — it’s lived 
experience.

– Closed over $50M in sales deals
– Raised funding, built GTM engines, 
scaled sales teams
– Advised 10+ startups across B2B 
Saas, fintech, edtech, AI, hrtech
– Investor, mentor, and ex-founder — 
I’ve sat on both sides of the table

– Playbooks generated 1,000s of  leads 
with founder-led growth
– Built systems using founder brand, 
podcast, Spotify, outbound
– I don’t just advise — I get hands dirty, 
embed, and deliver
– No flu. Just proven frameworks, 
repeatable systems, and results



The B2B Startup Landscape Today
Slowing graduation levels from Pre-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 aract funding and scale.
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Clear GTM Strategy
Specific, actionable plan to reach customers

Founder-Led Sales
Proven ability to close deals yourself

Eicient customer acquisition at scale
AI-powered demand gen: do more with less

Clear path to Growth: The VC expectation
Clarity | Credibility | Repeatability: Show me how you’re gonna spend my money?

See next page
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Founder-led 
sales

Crack how to sell 
before you pour 
resources into it

GTM 
roadmap 

Clarity of focus, 
refining product & 

acquisition

Your growth 
loops

Build trust & scale 
credibility fast with AI 
to generate demand

Clarity over GTM strategy 
& roadmap:

-clarity over execution
-ensures more term sheets
-keeps you on track

crack founder-led sales before hiring:

-noone can sell before you can
-helps you build the right product
-keeps you from wasting resources

build authority, become familiar & 
trustable

-build your first 100 TRUE FANS
-become the obvious choice
-then turn inbound to outbound
-do all that with the right AI and 
workflows in weeks not months

The antidote: 
GTM roadmap - Founder-led sales - Figure your Growth loops to scale
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1.Small Team, Big Results with AI
You don’t need a large sta for GTM success

The right tech stack = powerful marketing & sales engine

ChatGPT

Quickly prototype ideas 

without extensive 

development resources.

Napkin /  Gamma Honeysales

Generate messaging, 

copy, and emails to 

accelerate your 

communication e orts.

Create engaging 

LinkedIn content to 

build your professional 

presence.

Set up automated, 

trigger-based 

outreach to potential 

customers.

Manus/ Replit

Even solo founders can build and scale faster with AI

GTM 
roadmap 
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2. Audit Your GTM Foundation

ICPs & Personas
Clearly defined ideal customer profiles and detailed buyer personas.

Messaging & Positioning
Compelling value proposition and market positioning strategy.

Sales Assets
Website, presentation decks, and other materials to support sales.

Sales Motion
Defined sales approach, supporting tools, and team structure.

💡Tactical Tip: 
Record calls with Fathom, extract key insights, and share in Slack to 
align product, tech, marketing, and sales.

Exercise: Rate yourself 1–5 on each element above. 

GTM 
roadmap 
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3. Build your 1-year GTM Roadmap

Strategic Focus 
Meet your audience 

where they are

Scalable Channels 
2 channels per half year

-Direct outreach, 
-SEO, Virality, 

Non-Scalable Bets 
2-3 experiments per 

quarter: content, events, 
partnerships, etc.

Every startup needs 2 scalable channels + quarterly tests (events, ailiates). Find your mix 
in our Channel Playbook & 50 Tactics Cheatsheet.

GTM 
roadmap 
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4.Choosing Acquisition Channels
How will you acquire new leads?

1.Scalable Channels

• Direct Sales
• Referral Programs

sults as you scale

2.Non-Scalable Bets

• Industry Events
• Personal Introductions
• Ailiate Marketing

✅Can provide valuable growth 
opportunities.

- For tactical implementation:
 Connect with 2000 ICPs on LinkedIn, 

- Send 10-20 personalized DMs daily using Dripify, 
- Run small weekly campaigns, and document learnings to refine your approach. 
- Build a GTM Campaign database to track results.

Founder-led 
sales
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5. Define Your Sales Motion based on your buyer

B -Top Tips:

✅Understanding who you’re 
selling to is crucial for defining 
your sales motion. 

✅Dierent buyer types require 
dierent approaches. 

✅Consider which growth motion 
best matches your target 
audience:

Growth Motions: SLG vs. PLG, Top-down vs. boom-up
● Sales-led for complex, high-touch products; 
● Product-led for self-service oerings; 
● Content-led for education-driven purchases. 
● Test dierent pricing and positioning strategies, and use tools like Flowla to track interactions with your 

sales collateral.

End User

The person who will 
actually use your 

product day-to-day

Decision Maker

The person with 
authority to approve the 

purchase

Economic Buyer

The person who controls 
the budget and signs o on 

spending

A- The Buyer Panel:

Founder-led 
sales
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6. Outbound - Find Message-Market Fit

Why Outbound Works
• Feedback
• Clarity
• Predictability

Why so hard?

Tool Stack
• LinkedIn + Sales Navigator, prospecting tools
• Signal based & smart: Clay, Relevance AI, Honeysales 
• Salesforge for warm-up and automation

💡 Tactical Implementation:
● Start small with linkedin, networking, what resonates
● Use how your audience describes, not feature heavy
● Once resonates, than outbound: Test-iterate-improve
● Always iterate, never do  more than 2-300 at a time

• Aention span
• Tool overcrowd
• Without inbound fails

Founder-led 
sales
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7. Scale Trust & Credibility

Case Studies
Detailed success stories from satisfied clients

Testimonials
Use Senja or similar for Love Walls

Events & Awards
PR events, launches like PH launch are great

💡 Tactical Implementation:
● Once you land 5–10 clients, scaling = trust.
● This month, focus on: 70% Authority, 20% Credibility, 10% Relatability.
● Use tools like Easygen/XGenerate for content, Fathom for call-based 

testimonials, and Riverside + Luma to launch founder podcasts or webinars.

Your growth 
loops
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8. Inbound to Outbound

TOFU: Top of Funnel
Value posts, hooks, and aention-grabbing content to aract initial 
interest

MOFU: Middle of Funnel
Email sequences, case studies, and deeper educational content for 
engaged prospects

BOFU: Boom of Funnel
Comparisons, pricing details, and content addressing common 
objections

💡Your inbound strategy needs four pillars: 

- Authority, Expertise, Credibility & Relatability →
- Founder Story (personal connection), Problem/Solution Posts (credibility), 

Customer Quotes (social proof), and SEO Pages (search capture)
- Exercise: Brainstorm 10 trust-building content ideas. Use Ahrefs for keywords 

and LinkedIn comments to spot what resonates.

Your growth 
loops



9.Build Your Founder Brand First

1,000+
Leads Generated

From founder-only content strategy

3X
Engagement Rate
Compared to companycontent

52
Weekly Posts
Consistent sharing builds audience

💡Your unfair advantage: Founder-Brand

- 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.



10. Your AI Growth Stack

For personalized recommendations on GTM automation workflows or templates that might benefit your 
specific situation, feel free to reach out directly.

Your growth 
loops
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Forte “No-fluff” How to Guides:
I’ve built multiple go-to-market playbooks 
— from 0 to $1M and $1M to $3M — breaking 
growth down into 20 actionable steps.

These cover everything from:

● Building a GTM strategy that gets 
funded

● Founder-led sales
● Early traction to first 100 customers
● Positioning & Message-Market Fit
● Scaling trust & credibility
● Building inbound & outbound
● Scalable & non-scalable growth 

channels
● KPI tracking & growth loops
● And scaling what works into 

repeatable systems



We did it for Atria team - on the flight - 
towards their pre-seed Round
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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.

Product-market fit isn’t a 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.

1

2

3

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

● Signal-based AI automations and outreach: honeysales, clay, salesforge
● SDR agents, content and commenting tools: texau, taplio, engage AI
● Napkin, Gamma creating presentations in a second
● Replit building websites, landing pages, Trojan horse in minutes



Ready to Build Your GTM Engine?

1 2 3

If you found this useful

✅Share it with a founder who’s 
figuring out their go-to-market

✅Let me know your feedback or 
biggest takeaway on LinkedIn

How can I help you to grow your startup from 0 to 1 or from 1 to 10?

Subscribe to my 
newsleer

Want help applying this to your 
business?

I work with early-stage founders as:
 → Fractional GTM Partner
 → Sales & Growth Advisor
 → Hands-on consultant to build your playbook 
& drive traction

✅Book a free strategy call → fortegrowth.co

✅Or check out my one-pager on how I work

If you’re in London — join our monthly Founder Therapy drinks 🍷

See you around — and good luck building something people can’t ignore.

📥Want more GTM tips like this?

Join 10000+ readers → Subscribe 
here

https://www.linkedin.com/in/alper-yurder/
https://www.fortegrowth.co/free-consultation
https://www.notion.so/Working-with-Forte-in-One-Page-175e18a53e1a80d9a672f3a8693c45f7?pvs=21
https://fortegrowth.substack.com/subscribe
https://fortegrowth.substack.com/subscribe


How I work with Startups & Founders

1 2 3CEO / Founder Mentoring

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

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

- I 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-hand

👉 Best if you want someone 
experienced to co-own GTM with 
you until you figure things out and 
hire full time

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:
- Build & execute GTM strategy
- Shape your founder brand + messaging
- Create inbound & outbound growth loops
- Set up CRM + sales systems
- Joint sales calls, close together
- 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

Fractional Revenue/ GTM 
Leader

- Weekly calls to think clearly and move 
faster

- For founders who want a sparring 
partner to:

- Bounce ideas & get clarity
- 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
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Schedule a call 
to discuss

https://www.fortegrowth.co/free-consultation
https://www.fortegrowth.co/free-consultation
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