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Even the smartest teams run into frustrating walls when trying to scale. The quotes below come
from real founders and GTM leaders facing the same frustrations you might be feeling now.

Strong products. Smart teams. But still stuck.

Have a look at the challenges below and see which ones feel uncomfortably familiar—they’re often
the first signs of deeper GTM misalignment.

1. Hard Work Isn’t Translating Into Results

“We’re constantly “We know we need focus, “Marketing is busy, but
launching campaigns, but but we’re too busy sales still has to create
pipeline doesn’t grow.” executing to figure out their own leads.”
— VP of Growth, B2B SaaS where to aim.” — Head of Sales, vertical
platform in the HRTech space — CMO, Series A SaaS SaaS company serving
company targeting SMBs in financial services firms

eCommerce

2. Deals Keep Stalling—and We Don’t Know Why

“Our sales cycles are long “We’re getting meetings, “A lot of prospects like
and unpredictable—we get but they’re not turning what we do, but timing is
ghosted after good calls.” into customers.” always ‘next quarter.’”
— Founder/CEO, SaaS — Sales Director, compliance- — Founder, vertical SaaS

platform for legal services focused SaasS for enterprise company serving real estate

automation operators EE
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When sales performance varies wildly between reps—or depends on you stepping in—it’s a sign
that success isn’t driven by a system. Without a repeatable motion, growth becomes unpredictable
and hard to scale.

“We’ve had reps who “] still step into big deals “We’ve hired a few
crushed it—and others because | can’t count on sellers... it never quite
who completely missed. the team to close them.” works. We chalk it up to
» H »

Same product. _ Founder, workFlow bad hires.
— CRO, Saa$S company automation SaaS company — CEQ, Series A SaaS
focused on infrastructure serving logistics industry platform in the energy
automation (DevOps industry

vertical)

4. We’ve Tried Everything... But Still Feel Stuck

You’ve tried rewriting the copy, testing new channels, even shifting your positioning—but nothing
seems to stick. When every move feels like a guess, it’s usually because the strategy lacks a clear,

buyer-driven foundation.

“We keep tweaking the “We’ve got a solid “We’re constantly
copy, switching channels, product, but we haven’t iterating, but not
trying new offers—but it’s found the message that improving.”

all guesswork.” resonates.” _ CEO, productivity Saas
— Marketing Lead, B2B SaaS — Co-founder, early-stage app targeting small teams
startup in the fintech space Saa$S company for and freelancers

healthcare compliance

If these challenges sound familiar, you’re not alone—and they don’t fix themselves with more effort.

What’s needed isn’t more hustle, but a structured, buyer-alighed go-to-market system. This approach
uses Voice-of-Customer insights, repeatable discovery, and clear sales and marketing processes to
turn scattered effort into scalable growth.

Want to see how

Whether the issue is founder-led sales, misfiring campaigns, or stalled
the system works?

deals, the right system brings clarity, consistency, and traction.
Download the
full playbook to
Supercharging
your GTM Engine

to discuss your GTM challenges and see
what a buyer-aligned system could look
like for you.
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