
Stop Burning Cash on Broken 
Sales Processes
You've built a product people want. You've proven Product-Market Fit. So 
why has your growth stalled?

Swipe to discover the 4-Pillar Framework that cuts acquisition costs by 40% 
and accelerates your pipeline velocity ³



The Expertise 
Inequality Trap
B2B startups face the same complex challenges as Fortune 500 companies4
9-month sales cycles, robust CRM systems, strategic account management4
but with a fraction of the resources and experience.

You're not failing because of your product. You're failing because you lack a 
battle-tested, structured methodology to transform chaos into a repeatable 
sales engine.



3 Hidden Costs Killing 
Your Runway

Low-Quality Lead Chaos
76.4% of startups struggle with attracting customers. Poorly defined ICPs 
lead to "spray-and-pray" mentality, burning time chasing prospects who 
will never buy.

Sales/Marketing Alignment Tax
60% of B2B content goes unused because it doesn't meet buyer needs. 
Organizational silos create pipeline bottlenecks and prevent efficient lead 
nurturing.

The Full-Time Trap
$150K+ for a senior sales executive is high-risk. Fractional engagement 
saves 30-45% on sales costs while injecting senior strategic expertise 
immediately.



Introducing: The 4-
Pillar GTM Framework
A proprietary methodology that transforms reactive, founder-led chaos into 
a predictable, repeatable sales engine. This framework focuses on 
efficiency and measurable outcomes to accelerate your growth.

Each pillar addresses a critical gap in your current go-to-market strategy, 
creating a comprehensive system for sustainable revenue growth.



Pillar 1: Precision 
ICP Validation

Lead Depth Over 
Volume
Stop chasing quantity. Start prioritizing 
prospects who suffer acutely from your 
solution's pain points and have the budget 
and authority to execute high-value 
contracts.

Refined Ideal Customer Profiles

Account-Based Marketing strategies

Verified data tools for targeting

High-value buyer identification



Pillar 2: Unified 
Revenue Operations
End organizational misalignment forever. This pillar implements a clear 
operational framework that merges sales, marketing, and customer success 
into a single, cohesive Revenue team.

Marketing
Content creation aligned with buyer journey

Sales
Closing goals supported by strategic assets

Customer Success
Retention and expansion strategies

Create a single source of truth in your CRM and map content directly to 
every stage of the buyer's journey.



Pillar 3: Pipeline 
Velocity & Acceleration
1 Before

3-9 month sales cycles burning resources during nurturing phase

2 Framework Applied
Rigorous CRM discipline and value-driven follow-ups at every 
touchpoint

3 After
Under 90 days to close new clients with accelerated pipeline 
velocity



Pillar 4: Value-Based 
Financial Structuring
Shift your mindset from cost-centers to value-drivers. Frame fractional 
engagement not as an expense, but as a strategic investment that unlocks 
high ROI.

40%
Cost Savings

Compared to full-time VP of Sales 
hire

30-45%
Sales Cost Reduction

Through fractional senior expertise

$150K+
Liability Avoided

No fixed cost of full-time executive

Align your strategic investment with securing high-value contracts and 
accelerating the sales process.



The Results: 
Predictable Revenue 
Growth

Precision Targeting
High-quality leads with budget and authority, eliminating wasted 
outreach efforts

Aligned Operations
Marketing and sales working as one cohesive revenue team with 
shared goals

Accelerated Cycles
90-day closes instead of 9-month marathons, preserving cash and 
momentum

Strategic Investment
Executive-level expertise without the six-figure fixed cost commitment



Your Next Strategic 
Step
Stop guessing. Start scaling. If these four pillars are missing or misaligned 
in your organization, the time to act is now.

Book a complimentary 30-minute Sales Strategy Session. We'll use the 4-
Pillar Framework to diagnose your biggest GTM bottleneck and show you 
exactly how to achieve 40% cost savings while gaining executive-level 
strategic direction.

Claim Your Strategic Assessment

Limited engagement slots available.

jens-koester.com

https://www.jens-koester.com/book
https://www.jens-koester.com/

