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

Early stage and fundraising feels like building mid-air—pitching, hiring, selling, and raising all 
at once. It’s chaotic, but doable.Done documented



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



Slide 3 — Patterns I Saw
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● Across companies, certain lessons 
repeat.

● Founders make the same mistakes 
over and over.

● My role now: help founders skip those 
mistakes.



The Startup Trio
The role of the “Hustler”: Crack GTM, Sales & Growth



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


1. Understanding the 
Market and Customer 
(ICP- persona)

2. Crafting Your Value 
Proposition

3. Designing Your Sales 
Process (plg vs. slg, 
sales-assisted)

4. Setting Up Tools and 
Infrastructure

9. Building Authority, 
Trust & Social proof 
(inbound foundations)

10. Sales pitch & collaterals
11. Discovery-demo 

upskilling
12. Closing and Onboarding 

(CS handover or 
self-onboarding)

13. CRM essentials
14. Scaling demand 

generation
15. Establishing 

Partnerships
16. Sales playbook & 

onboarding

  Bi-weekly sprints: testing - iterating - improving conversion

5. Lead Generation 
Tactics

6. Outreach Sequences
7. Improving conversion
8. Testing & recording 

test results

STEP-2:  Building & 
Testing Pipeline for 
Demand Generation           

STEP 3: Closing Deals: 
Sales-mkt fit

STEP 4: Optimizing and 
Scaling: Sales Playbook 
(--> hiring)

STEP-1: Foundations & 
Strategy to reach 
Message-mkt fit

- More replies
- Before website update
- Before outreach

- More meetings
- More winnable deals
- Qualified leads

- Trust, authority
- Inbound deals
- Improved closing

- Repeatable process
- Increase volume
- Hiring

Founder-led sales stages
But a framework helps get results on a weekly coaching basis
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The B2B Startup Landscape Today
Money is scarce, competition much tougher



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

AI-Powered Demand Gen
Eicient customer acquisition at scale

Clear GTM roadmap makes fundraising easier
Clarity | Credibility | Repeatability: Show me how you’re gonna spend my money?

See next page



12

Few things you might want to consider

Product Evolution
Still iterating toward product-market fit

Fuzzy ICP
Ideal customer profile needs refinement

Half-Baked Messaging
Value proposition lacks clarity

No Sales Motion
Haven’t established repeatable process

And still—you need to raise. 



13

Forte “No-flu” 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
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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

What to do about it?
GTM roadmap - Founder-led sales - Figure your Growth loops to scale



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

Round
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Starting Point
Mid-raise with product, pitch, and GTM all "in the air"

Our Approach
• ICP and positioning workshops
• Structured outbound campaigns
• Pitch deck refinement

Results
€700K raised
Ongoing mentor relationship

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
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Forte “No-flu” 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



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 2000+ 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


1. GTM 
Roadmap

A clear GTM strategy & roadmap
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GTM Roadmap / One-Pager 
Questions

Why does it maer?

https://www.notion.so/GTM-Roadmap-one-pager-Questions-13ce18a53e1a80ffa71be5707a71a324
https://www.notion.so/GTM-Roadmap-one-pager-Questions-13ce18a53e1a80ffa71be5707a71a324


1. GTM 
Roadmap

A clear GTM strategy & roadmap
Best Practice
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Core Sections:

1. Context & Focus — What’s the goal, recent funding, next milestones.
2. ICP & Personas — Who are we selling to? Pain points, buyer vs user, 

why now.
3. GTM Motion — Sales-led, product-led, boom-up, top-down? What’s 

the approach?
4. Acquisition Channels — Scalable vs non-scalable channels. What 

happens this quarter vs later.
5. Execution Plan — Next 180 days roadmap. Owners. KPIs. Weekly 

cycles for testing & learning.

✅Do's:

● Be specific
● Prioritize
● Show how you’ll learn fast
● Keep it short (1-2 pages)



2.Founder-led 
sales

Why it Maers: 

❌Most founders delay building a sales process until they hire a team
✅Documenting your sales motion early shortens sales cycles, and prepares you to 
scale faster.

What To Do:

1. Build Your Sales Playbook: Document your end-to-end sales process:
2. Refine Weekly: Treat sales like product development. Test, learn, iterate every 
week. Optimize follow-ups, qualification, pricing, hand-os between Sales & CS.
3. Codify Everything: Create a simple internal wiki or Notion page capturing:

● Messaging, objections, scripts
● Sales processes & steps
● Playbooks for outreach, demos, closing tactics

Founder-led sales:
is not about hustling harder — it’s about learning, recording, iterating: 

to build a repeatable, structured process early.

22
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3.Demand 
generation

From early traction to sustainable demand
Inbound & outbound work together to build TRUST, AUTHORITY, 

CREDIBILITY

Challenges:

Scaling beyond your network is tough.

Outbound channels are saturated, and inbound 
credibility is a must.

Sales cycles stretch past 6 months without pre-call 
education.

Building an inbound engine is resource-heavy, with 
costly scalable channels and tough guerilla 
marketing.

❌Lack of expertise and experience means making 
errors, losing time, friction in team!

What does a founder need to do?

✅Build authority through thought leadership and 
community engagement.

✅Amplify a clear message, build social proof, and 
create trust and FOMO.

✅Bring more leads to awareness stage and push 
them through to conversion.

✅Cultivate true fans.

✅Test scalable and non-scalable growth channels 
at the same time. Test-iterate-improve!

✅Prepare the way for scalability and hiring/ 
onboarding
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Bringing it all together (1/ 4)
Scaling from Unknown to $3M ARR

Steps 1-6 — Build The Foundation
1.Audit & Self-Review Your GTM
→ Use my 1-pager template to align co-founders, define 90/180/360 day plans.
2.Validate Problem & Message-Market Fit
→ Talk to customers early, get real feedback, use their language.
3.Define Your ICP & Personas
→ Focus on your best-fit customers. Avoid selling to everyone.
4.Build 100 True Fans
→ Find early believers who love your product and tell others.
5.Outbound to Test Messaging
→ Use outbound for feedback loops — test positioning, iterate fast.
6.Map the Buyer Journey & Moments of Trust
→ Understand your customers’ decision path. Create content for each touchpoint.

Takeaways:
● Start with clear positioning & messaging.
● Focus on the customer’s world, not your product.
● Build trust at every interaction point.



Steps 7-14 — Build Your Growth Engine

7.Build Inbound Engine
→ Create content that ranks, educates, and converts.
8.Expert Roundups for Credibility
→ Feature others — gain authority and backlinks.
9.Inbound + Outbound Loops
→ Make outbound touchpoints drive inbound traic.
10.Founder-led Sales & Playbook
→ Turn your process into a system — repeat what works.
11.Scalable & Non-scalable Channels
→ Mix long-term bets (SEO, paid) with scrappy hacks.
12.Founder Brand & Content Leverage
→ People buy from people — show up on LinkedIn.
13.Non-scalable Experiments
→ Test fast: events, partnerships, communities.
14.Growth Tactics Deep-Dive 
→ Run scrappy growth plays to unlock channels 

Bringing it all together (2/ 4)
Scaling from Unknown to $3M ARR



Step 14 — Growth plays you can test each quarter
Balance scalable & non-scalable growth tactics 

Bringing it all together (3/ 4)
Scaling from Unknown to $3M ARR



Steps 15-20 — Scale What Works
15.SEO & Organic Traic
→ Win long-term with evergreen content & backlinks.
16.Paid Ads (Post-PMF)
→ Scale acquisition when you know it converts.
17.Scalable Sales Process
→ Create a machine for lead → customer conversion.
18.Quarterly Review & Iterate
→ Review experiments, cut what’s not working.
19.Document Playbooks & SOPs
→ Capture processes for faster hiring & scaling.
20.Build Growth Loops Across Teams
→ Align sales, marketing, and product for compounding growth.
Takeaways:

● Double down on what’s working.
● Build systems, not random tactics.
● Growth loops create compounding momentum.

Bringing it all together (4/ 4)
Scaling from Unknown to $3M ARR



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 2000+ 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


  Bi-weekly sprints: testing - iterating - improving conversion

One size fits noone
But here’s a framework on how to make it happen in 20 steps:
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Phase Key Message Steps

1. Strategy & 
Foundation

Strategy before Tactics. 
Validate, Focus, Align.

- Audit & Self-Review GTM (align co-founders, 90/180/360 day plans)
- Validate Problem & Message-Market Fit (talk to customers, use their language)
- Define ICP & Personas (focus on best-fit customers)
- Map Buyer Journey & Moments of Trust (create content for each touchpoint)

2. Early Traction & 
Demand Creation

Early traction is about 
focus, learning, iteration.

- Build a Tribe of 100 True Fans (over-deliver for early adopters)
- Test Outbound for Message Validation (small, focused campaigns)
- Build an Inbound Engine (content, SEO, social proof)
- Run Expert Roundups & Collaborations (leverage others' authority)

3. Execution 
Systems

Systems > Hustle. 
Process beats luck.

- Build a Simple, Lean Toolstack (start scrappy)
- Create a Founder-led Sales Process (document, refine weekly)
- Combine Inbound & Outbound into Growth Loops (outbound creates leads, 
inbound builds trust)

4. Scale Growth 
Channels

Balance Scalable & 
Non-Scalable Tactics.

- Refine Acquisition Channels (Paid Ads, SEO, Partnerships, Ailiates, Events)
- Build a Founder Brand (be visible, share lessons)
- Test Non-Scalable Growth Tactics Quarterly (guerrilla marketing, product 
launches, community events)



  Bi-weekly sprints: testing - iterating - improving conversion

One size fits noone
But here’s a framework on how to make it happen in 20 steps:
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5. Scale Execution & 
Teams

Codify What Works, Build 
a Growth Culture.

- Document Your Playbook (messaging, ICP, processes)
- Create Internal Growth Loops (marketing → sales → product → community)
- Prepare to Hire & Scale (build SOPs, hire for growth roles)

6. Optimize & Iterate Test, Analyze, Scale 
Smart.

- Measure KPIs quarterly (conversion, CAC, LTV)
- Optimize best-performing channels
- Test 1 new growth experiment per quarter

7. Capture & 
Systematize

Build Your Growth 
Playbook.

- Document messaging, ICP, processes, content
- Build SOPs for onboarding & scaling
- Create Notion/Google Docs Wiki

8. Build Growth 
Loops

Create Compounding 
Growth Across Teams.

- Align Marketing → Sales → Product
- Weekly content & growth syncs
- Turn customers into content & advocacy
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1. Understanding the 
Market and Customer 
(ICP- persona)

2. Crafting Your Value 
Proposition

3. Designing Your Sales 
Process (plg vs. slg, 
sales-assisted)

4. Setting Up Tools and 
Infrastructure

9. Building Authority, 
Trust & Social proof 
(inbound foundations)

10. Sales pitch & collaterals
11. Discovery-demo 

upskilling
12. Closing and Onboarding 

(CS handover or 
self-onboarding)

13. CRM essentials
14. Scaling demand 

generation
15. Establishing 

Partnerships
16. Sales playbook & 

onboarding

  Bi-weekly sprints: testing - iterating - improving conversion

5. Lead Generation 
Tactics

6. Outreach Sequences
7. Improving conversion
8. Testing & recording 

test results

STEP-2:  Building & 
Testing Pipeline for 
Demand Generation           

STEP 3: Closing Deals: 
Sales-mkt fit

STEP 4: Optimizing and 
Scaling: Sales Playbook 
(--> hiring)

STEP-1: Foundations & 
Strategy to reach 
Message-mkt fit

- More replies
- Before website update
- Before outreach

- More meetings
- More winnable deals
- Qualified leads

- Trust, authority
- Inbound deals
- Improved closing

- Repeatable process
- Increase volume
- Hiring

One size fits noone
But here’s a framework on how you can build this for yourself
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Proven methodology, flexible approach
One size fits no one - working with Forte
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Dierent founders - Dierent needs
Does any of that resonate?

From 0 to 1

- Need to build traction
- Need to raise funding
- What’s a GTM strategy, how can I 

create one?
- So many priorities, where do I 

focus?
- Aligning timelines of 

product-sales-marketing
- Division of labor btw. co-founders

Scaling Sales from Seed 2 Series-A

- We got so far but revenue stalled 
- or we’re growing but not in a 

sustainable way
- How do I build a Founder Brand to 

help our growth?
- Need to improve onboarding, 

activation, customer support
- Is my playbook right? Why are 

people not implementing it?
- Hiring/ Firing problems

1 2 3
Learning to sell before I hire

- We have a working product
- We raised some money and 

building MRR
- BUT
- Why are my reply rates so low?
- Why am I ghosted after a demo? 
- Why does it take so long to close 

a deal?
- How can I generate more 

demand?
- Why am I losing to competition?

“Raising pre-seed, going beyond first 
traction”

“Maybe 10K MRR, raised $1-2M, cracking 
founder-led sales”

“I thought we figured all this before, 
but some things keep coming back”



The B2B Startup Landscape Today
Add to that: buyers overwhelmed, and less eager to try new products than ever

77% of buyers thought their last 
purchase was too complex or diicult.

82%  reported doing their own 
research before purchasing.

More choice, more scrutiny, longer sales 
cycles, less enthusiasm to try new products 



Hi, allow me to introduce myself

1 2 3

Gtm Advisor

I’m Alper. I’m a former founder & a B2B Sales expert with +10 years of experience building 
and scaling GTM — and today I work with early stage founders as a GTM Partner in 3 ways:

- Working side-by-side with you like an 
operator.

- GTM engine from ICP to funnel
- Content & outbound loops
- Founder-led sales into repeatable 

process
- Own early sales & weekly iterations
- Co-founder as Service

Sales & marketing 
consultant

- Tackle a specific problem for a defined 
period & deliverables

- Consult on projects — building 
playbooks, audits, and strategies for 
your team to run.

Fractional Revenue 
Leader

- Build GTM Strategy & Roadmap
- Help you iterate product & GTM
- Support fundraising
- Enhance your marketing eort


