THE STARTUP FOUNDER'S GUIDE TO REVENUE

THE SALES ACCELERATION
PLAYBOOK

The Repeatable System to Scale
from £0 to £10M ARR.

Practical.
Actionable.
Jargon-Free.

Free Resource from Matt Earle | Fractional Sales Leader
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How Scalable is Your Sales
Engine?

Score yourself honestly. If you answer "No" to more than 3, you're
currently relying on luck, not a system.

Strategy & Infrastructure

The Roadmap: Do you have a documented Sales Process with 6+ clearly defined stages?

The Truth: Do you have a CRM that is actually used or just a graveyard for contact info?

The Target: Do you have a clearly defined Ideal Customer Profile (ICP) and at least 3 Buyer
Personas?

Execution & Outreach

The Autopilot: Do you have any automated processes for outreach?

The Script: Do you have a repeatable "sales call" agenda that doesn't focus on features?

The Rebuttal: Can you identify 3 objections you hear and how to handle them?

The Metrics

The Forecast: Can you predict your revenue for next month with at least 80% accuracy?

The Scoring: Do you have a points system to tell a "hot" lead from a time-waster?

The Exit: Do you know exactly when to walk away?

Scoring
@ 0-3"Yes" Scores: You are the only person who can sell. If you stop, the revenue stops.

@ 4-6"Yes" Scores: You're getting traction, but you're losing revenue.

@ 7+ "Yes" Scores: Your foundation is solid. You are ready to scale.

BOOK YOUR FREE 15-MIN STRATEGY CONSULTATION



https://calendly.com/thesellingcollective/15-minute-pipeline-audit
https://calendly.com/thesellingcollective/15-minute-pipeline-audit

The CRM Stage-Gate
Framework

A pipeline isn't a list of people you've chatted with. It's a series of
hurdles. A deal only moves forward when it clears the "Exit
Criteria'.

The 6 Master Stages

Stage What's Happening? @ Add to Stage Move to Next Stage

Matches your ICP (industry,
size, problem identification
etc).

Valid contact details found for a
likely stakeholder.

1. Qualified ldentifying a high-fit
Lead company.

Meeting booked and

. Confirmed relevant business
confirmed on the

pain, budget range, and timeline.

First meaningful

2. Di
Iscovery chat to find 'pain’.

calendar.

Proving you solve Prospect agrees to a Decision-makers identified.
3. Solution Fit their specific tailored demo or deep Prospect validates that you

problem. discovery call. address the problem

Laying out the Verbal agreement on Formal quote sent and reviewed
4. Proposal : : .

commercial terms. value and solution path. with the buyer.

, All terms verbally agreed across
Handling legals, Prospect requests a yag

5. Negotiation key stakeholders. Contract out

security, and pricing. | contract or specific T&C's. . )
Y P 8 P for final signature.

6. Closed Won | D°dl isdone. Signed contract received. Review of deal, why did you win
Handover begins. and what are the key lessons.

Matts Pro Tip: Only move to the next stage when you have categorically and objectively proven that you
have met the next stage criteria. If you are too optimistic then you will fill your pipeline with deals that will

never close, distracting you from the opportunities that can close.

Red Flags to Watch For

@ Stagnation: Any deal that hasn't moved in 14 days is possibly dead.
@ Single-threading: You're only talking to one person who can't sign the cheque.
@ Silence: If they disappear after the quote, you didn't build enough value in Stage 3.
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Ruthless Qualification

You don’t have time for time wasters. Use these four criteria.

1 The Priority (Need)

Don’t ask: Do you like our product / service?

@ “What happens if this problem isn't solved by next quarter?”

Goal: Identify if they have a critical problem or a “nice to solve” frustration
Red Flag: If you are unable to get an admission of “this is critical” the deal will never close

2 The Budget (Resource)

Don’t ask: What is your budget for this?

@ “Is there a specific budget set aside for this, or do we need to build a business case to find
one?”

Goal: Understand if they have the financial readiness to invest.

Red Flag: If they are "just looking for a quote" without any internal approval, they aren't a
buyer yet.

3 The Person (Authority)

Don’t ask: Are you the decision-maker?
@ “Besides yourself, who else is impacted by this business problem and needs to be

included in the signing off process?”
Goal: Map the decision makers early. Deals without a decision-maker are 80% less
likely to close.

Red Flag: If they refuse to introduce you to their boss, you have a fan, not a
champion.

4 The Process (Timeline)

Don’t ask: When do you want to buy?
@ “What is the internal buying process? Is there a compelling event we need to hit?”

Goal: Uncover the "buying hurdles" like legal, security, or procurement. Find a hard
date that they need your solution by.

Red Flag: “We do need it at some stage” but they don’'t know who can sign-off.

Matts Pro Tip: If you can't get a clear answer to at least three of these in your initial call, then you don’t have
a deal yet. Don't waste too much time on this until you can get in front of the person who can answer them.
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Al Acceleration: Getting Your
Time Back

You no longer need a 10-person sales team to sell like one.

1. Prospect Identification & Enrichment
Perplexity Apollo.io Clay

Find companies that match your ICP and / or best customers.
Monitor “buying signals” like new job changes or funding rounds so you reach out at the right time.
Instantly find verified email addresses and LinkedIn profiles without manual searching.

Prompt: Find 10 UK-based startups in the [Industry] sector with 10-50 employees
that recently raised a Series A. List their likely sales bottlenecks.

2. Personalised Outreach at Scale
ChatGPT Claude Gemini
e Write outreach messages based on data backed best practice.

» Analyse a prospect’s profile and inject a personalised and relevant “insight” to drive credibility.
e Build a “smart” follow up cadence to maximise your chances of engagement with a cold lead.

Prompt: Rewrite this email to be under 100 words. No corporate jargon. Tone:
Helpful peer. Focus on the pain of [Specific Challenge].

3. Meeting Prep & Rapid Follow-Up
ChatGPT Otter

» Research and summarise a company's latest news before you jump on a call.

» Record and analyse your calls. It frees you to listen, while Al extracts the "Actions" and "Pain Points".

e Quickly draft a personalised follow-up email immediately after a call, referencing specific details
discussed.

Prompt: Summarise [Company Name]'s core value proposition and list 3 strategic
goals they likely have for 2026.

Matts Pro Tip: Al is best at the 'First Draft.' Never hit send on an Al-generated email without a 30-second
human 'sniff test.' If it sounds like a robot wrote it, your prospect will know.

BOOK YOUR FREE 15-MIN STRATEGY CONSULTATION
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Quick-Start Templates

Use these "Founder-to-Founder" templates to start filling your

pipeline

The "Problem-First" Cold Sequence

Email 1 (The Observation)

Hi [Name], saw you're growing the [Team].
Usually, that means [Pain Point] is starting to
become a bit of a headache. We recently helped
[Competitor/Similar Co] solve exactly that. Worth a
quick chat?

Email 2 (The Value)

Me again. Thought you'd find this interesting—it's
a short breakdown of how [Similar Co] cut [Metric]
by 20% using a simple [Solution] framework. No
pressure, just thought it might be relevant.

Email 3 (The Insight)

Hi [Name], With the recent changes in the
[Industry] we're seeing businesses like [Company]
pivot to [Approach] which has seen an [Increase /
Decrease] in a [Relevant Metric]. | thought this
would be of interest.

Email 4 (The Break-up)

| haven't heard back, so I'll assume [Goal] isn't a
focus right now. I'll take you off my list so I'm not
cluttering your inbox. Feel free to reach out if
things change.

The 20-Minute Discovery Agenda

1 The Goal (2 mins)

Today is just to see if we're a fit. I'll ask a few
questions about your business, if thats ok, and
you can ask me on how we work at any stage.

2 The Why (5 mins)

What was it that prompted you to take a call with
me today?

3 The Gap (10 mins)

Where are you now with [Process], and where do
you realistically need to be in 6 months?

4 Who Else? (5 mins)

Who else is impacted by this problem and how do
you think it manifests itself to them? Could you
connect me to them to discuss this with them?

5 Next Steps (10 mins)

Based on [Problem], here's how I'd suggest we
proceed. Does [Date/Time] work for our next call?

6 The Follow Up (2 mins)

Email summarising key pain points and the impact

Matts Pro Tip: Consistency is the key to your success. Sending 5 high-quality, personalised messages every
single day is better than sending 500 automated ones once a month.
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30 Day Sales Engine Roadmap

The playbook is the blueprint and now it's time to build

1 Week 1: Infrastructure & Audit

Action: Audit your current pipeline of leads and deals, and move them into the 6 stages
defined on Page 3.

Goal: Have a single source of truth (CRM) where you can actually see your pipeline.

Week 2: Messaging

Action: Customise the templates from Page 6 for your specific audience.

Goal: Launch your first messaging sequence.

Action: Use the four qualification criteria on page 4 on every single discovery call.

Goal: Stop chasing the bottom 30% of your leads that will never close.

Week 4: Al, Automation & Scale Up

Action: Install some of the Al tools from Page 5 to handle your research and follow-ups.

3 Week 3: Ruthless Qualification

Goal: Get 5+ hours of your week back to focus on high-level strategy

Why Hire a Fractional Sales Leader?
Building a sales engine while running a company is like trying to fix a

plane while you're flying it. A Fractional Sales Leader (like me) builds
the engine for you, so you can focus on being the pilot.

e Cost: Fraction of a full-time VP Sales.
e Speed: Implementation in 30 days, not 6 months.
e Results: A repeatable, predictable revenue machine.

READY TO STOP THE HUSTLE AND START THE SYSTEM?
BOOK YOUR 15-MINUTE PIPELINE AUDIT TODAY AND LET'S GET YOUR

ENGINE STARTED.

www.thesellingcollective.com www.linkedin.com/in/earlematthew
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