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CHAPTER ONE

Founder-Led Sales

I

11 aphorisms



¢C
sales folks

your entire job is to not look like OR act like
sales ...

it’s to cos-play the founder

market should feel energy, passion, and trust

through you

SEPTEMBER 26, 2026



¢

founder-led sales is THE competitive
advantage for a startup in early, early days

founders you are "the product”, meaning
buying access to you/vision

this is path with the highest odds of it

working ...

JANUARY IO, 2026



¢

0-1 sales talent does not exist.

In a startup’s early days, the Founder is
the product.

MARCH 9, 2025

10



¢

when founders suggest that their product isn't ready to
sell, they think sales is about selling a product

early-stage enterprise sales is about getting them excited
about YOU (the Founder), how you see the world
differently, and, most importantly, how you can
uniquely solve their specific problem

in early, early days you are 'the product’

NOVEMBER 14, 2024

11



¢

in early-stage startup sales, the market
buys into access to the founder/vision
before they buy into access to

the product

MAY 25, 2025

12



¢

startups: early-adopters almost always
bet on people not products

this is why founder-led sales is so
critical ...

JULY 23, 2024

13



¢

early-stage startups: Founders be
prepared to be 'Head of Sales' for

min. 24-months.

DECEMBER 30, 2024

14



¢

founder involvement in enterprise sales
is the friggin' magic ...

nuance: make sure it's paired in loop
with their exec sponsor

AUGUST 25, 2026

15



¢

early-stage startup sales is so, so hard because
most early adopters start out as 'non-
consumers' who are then moved via the
founder's vision and energy into 'consumers’

only a founder has the capability to create this
cold-start momentum

FEBRUARY 17, 2025

16



¢

this is why the startup world bets on big visionaries ...

you can always bring a process to vision, BUT seldom

can you bring a vision to process
a process is always secondary to the vision

as a salesperson, I know my skillset comes a far second to

the founder's vision

JULY II, 2024

17



¢

obvious but a continual trap ...

many startups never find product/market fit
because the founder delegates sales to a non-

founder way too early

first ~$1MM is visionary-led

MARCH 24, 2024

18



The Enterprise Game

I

15 aphorisms



¢

the enterprise sales mind fck ...

the effort to close $1MM deal is almost
at parity (maybe easier) than a

$100k deal

OCTOBER 16, 2026

20



¢

enterprise sales:

call 1: 99% sales, 1%
project management
call 2—-35: 1% sales, 99%
project management

JANUARY I3, 2026

21



¢

anyone navigating enterprise sales ...

it's so, so much easier for them to NOT do

the deal
it's never about better
it's always about different

shake their thinking, different

JUNE 25, 2026

22



¢

startups — the entire enterprise game
1S expansion

the 10X value is in growing value, not

landing ...

so many folks stall out at $100K
per year

DECEMBER I3, 2025

23



¢

important reminder and nuanced for
enterprise sales:

execs are far more sensitive to your sales
process than they are to the product

the opposite is true for small business

DECEMBER IS5, 2024

24



¢

know the game ...
corporates build for the boss

startups build for the customer

MARCH 16, 2026

25



¢C
moving slowly is a sin
in startups

stepping on toes 1s a sin
in enterprise

NOVEMBER 26, 2024

26



¢

enterprise startups
tier-1 logos are the early adopters

anyone who suggests otherwise has
no clue

MARCH 14, 2026

27



¢

it blows my mind that half the market
disagrees with me on this ...

$10K - $50K/year deals are NOT

enterprise sales

MAY 25, 2026

28



¢

in enterprise sales, a long sales-

cycle (in most cases) is self-
inflicted

SEPTEMBER 9, 2026

29



¢

startups — getting executives to
become users is the ultimate enterprise
lock-in ...

DECEMBER 26, 2024

30



¢

startups

enterprise executives get 1-at-bat every few years (~3yrs)
to bring in a net-new tool

think about that for a minute
yes, it’s hard

BUT, if you deliver on value and continue to do so, it’s

50, so hard to displace you ...

this is why it’s a race to get in now and run through
walls for them

JANUARY 26, 2026

31



¢

startups: the beauty of enterprise sales
is 3 becomes 30

reference-selling/peer validation is an
insane compounding factor

NOVEMBER 28, 2024

32



¢

smb is not easier than enterprise

maybe the biggest

startup misconception

JUNE 5, 2025

33



¢

if in enterprise sales

welcome to the 3-month stretch
in the pain cave

SEPTEMBER 30, 2026

34



CHAPTER THREE

Insider Intel & Discovery

I

14 aphorisms



¢

only three things matter in enterprise sales ...

1. is there internal pressure/incentive
2. do you have their cell number
3. have they shared insider intel/gossip

SEPTEMBER 24, 2026

36



¢

enterprise sales is:

20% -- rizz

80% -- reading in-between the lines, collecting
nuanced insider intel, co-authoring, and
improv re: storyline/frame

the biggest mistake is when folks hire
expecting rizz to be 80% of the craft

SEPTEMBER 19, 2026

37



¢

enterprise sales is game of who can
collect the most inside intel

surprisingly most don’t OR don't
know how to play this game

AUGUST IS, 2026

38



¢

insider intel wins
enterprise deals

OCTOBER IS5, 2026

39



¢

in enterprise sales ...

1. ask uncomfortable questions >> unique
insider intel

2. cut to chase >> excited to retell internally
3. co-author >> let me put my fingerprints on
it too

APRIL 22, 2026

40



¢

enterprise sales is all about inside baseball

it seldom happens without someone giving
you oft-the-record intelligence others don’t
have ...

for example, this is why if you're not on text,
that relationship isn't there

FEBRUARY I2, 2026

41



¢

in sales, the quality of their questions
tells you everything

absolutely, everything ...

DECEMBER 29, 2025

42



¢

in sales, i don't know who needs to hear this,

but you never ask the prospect ...

- do you have budget?

- are you the decision maker?
it's your job to pick-up on that

otherwise how f'kin' transactional

JUNE 23, 2026

43



¢

in sales, you get way more intel calling a cell
than zoom ...

- informal
- more vulnerable
- you now have ability to text them

if you can, ask to call them directly, it
feels different

MAY 17, 2025

44



¢

b2b startups - if you can, it's so much
more powerful for your prospect to
demo for you how they do X,
BEFORE you demo for them

MARCH 21, 2024

45



¢

You can’t Customer Discovery your way to a vision.

Customer Discovery is a process to test a startup/

founder’s vision.
First comes vision then comes the process.

Customer Discovery in absence of a vision is empty
convos— you'd be relying on market to give you/hand
you a vision

JULY 12, 2024

46



¢

the biggest misunderstanding in startups is
customer conversations

in early days, market/customer discovery is for
testing insight not for creating insight

DECEMBER 28, 2024

47



¢

Startups: If you want the real, raw truth ...

- it's in hallways, NOT meetings

- it's from strangers, NOT friends

- it's in past-tense, NOT future-tense
-it's from customers, NOT investors

JUNE 15, 2023

48



¢

in sales, when a customer educates you
on a new use case with
existing product

s0, o, hot A

DECEMBER 2, 2025

49






Story, Frame & Pitch

I

11 aphorisms



¢

in enterprise sales, the more technical/
product-oriented the pitch the faster
they delegate you down the chain of
command ...

SEPTEMBER 16, 2026

52



¢

in enterprise sales storyline and frame
is everything

best storyteller wins ...

OCTOBER 22, 2026

53



¢

enterprise sales is about understanding the existing
corporate narrative that’s being circulated

this is often “insider intel” that everyone skips over

it’s about helping them neatly fit you (frame) into the
existing storyline

it’s never, ever actually about the product

MARCH 28, 2026

S4



¢

in enterprise sales
nothing (I mean nothing)
kills opps faster than

a group demo too soon

JUNE 2, 2026

55



¢

in sales, i refuse to use one-pagers, slides, or
loom videos

three bullets OR we’re in product together
with highly contextualized storyline

anything else, too far removed from
actual buyer

yes, this is in enterprise sales

APRIL 15, 2026

56



¢

enterprise startups — sales decks are
waste of everyone’s time

plain text email memo + no-brainer,

highly project managed paid pilot

MARCH 27, 2025

S7



¢C
sales folks

re: product demo here's very under-discussed
implication...

show ONLY the 20% that drives 80% of

the value

if you show too much, there is a high risk they
consider a lot of it unusable AND thus, can't
make sense of price/value

NOVEMBER S5, 2025

58



¢

the problem with most sales folks is you feed them more slides in
the hope it aids in the deficit of their storytelling ability

storytelling is what is felt - it’s the energy, reading the room,
confidence, is the ‘vision casting” — it’s the art

it’s what Founders do the best

sales reps are not founders, but they should be able to cosplay

one at highest level

this is why knowing when to bring in the founder is so, so

critical too

NOVEMBER 30, 2025

59



¢

enterprise startups

position yourself where they are unable to
make a comparison

Procurement will push their colleagues to use
preferred vendors if you're not completely
differentiated

kill any comparison idea Day 1

MAY 3, 2025

60



¢

there's a hierarchy in selling ...

1. sell the alpha
2. sell the vision

3. sell the problem (base requirement)
sell alpha is what they get celebrated for
it's a complete step-change of edge from where they are today ...

- unlock value beyond customer's team
- access to first-party information/data
- nearly wipe-out a possible liability

- ability to cut an external reliance

NOVEMBER 6, 2025

61



¢

most of value i’m selling right now is
unrealized pain

much easier to get alignment with enterprise
when position as ‘alpha or edge > VS ‘pain’

iykyk

MAY 17, 2026

62



Pricing & Value

I

11 aphorisms



¢

in enterprise sales: if you’re sharing
pricing before you really understand
how this is getting funded and
defended internally, you’re doing it all
wrong ...

OCTOBER 18, 2026

64



¢

From my startup experience, it's harder
to sell low-cost things than high—
cost things.

DECEMBER 27, 2023

65



¢

startups — its much harder to get free
users to start paying than to acquire
paid users from the start

never do free pilots

JUNE 16, 2025

66



¢

enterprise sales rule

if the executive sponsor does NOT
need to see the solution

your price/ business value is too low
OR perceived to be too low

SEPTEMBER 10, 2026

67



¢

a few things about pricing, mostly for enterprise startups ...
1. price is the product

2. price dictates who needs to be involved in discussions (this is

actually very important)
3. lowering price seldom impacts enterprise demand

4. too high and you can overcomplicate it, lengthening sales cycle
AND increasing risk of it being killed

5. land with too low of a price and you can radically

stunt growth

DECEMBER 7, 2025

68



¢

enterprise startups ... this is often counterintuitive
the market seldom wants discounts
you're negotiating with yourself OR someone junior

if they feel the value/price is mismatched, they want
more value to close that gap

i.e. 'harderworking' solution ...

SEPTEMBER 5, 2026

69



¢

enterprise sales (account) milestones for

StQ.I'tllpS

- Land w/team: $100K - $250K
- Expand w/function: $500k-$2MM
- Establish w/multi c-suite: $3MM +

the land is so critical — price too low and
you’ve set a ceiling on revenue AND attention

JANUARY I2, 2026

70



¢

startups -- in most cases, a really high win rate

> 50% is actually NOT a good thing ...

1. price too low
2. not a healthy mix of outbound
3. asignal you're in a small market

NOVEMBER 5, 2025

71



¢

startups: free pilots are not a
strategy nor a GTM

MARCH IS5, 2025

72



¢

in enterprise sales, pilots are the very
last stage of sales/buying process — ie
bottom-of-funnel

never, ever middle of the funnel ...

MAY 9, 2026

73



¢

startup founders: length of the sales cycle
seldom has to do with pricing, and mostly has
to do with the complexity/buying maturity of
the organization

never sell a ‘cheaper’ solution in the enterprise -
negotiating with yourself

JULY 16, 2024

74



Running the Buying Process

I

9 aphorisms



¢

there are two critical functions in
sales ...

- get them into "imagine” mode
- project manage their buying process

like a psychopath

JUNE 7, 2026

76



¢

there are TWO jobs in enterprise sales ...
1. know the problem better than the customer

2. project manage the sh*t out of their
buying process

somewhere we got off track and startups put
way too much focus on demos
and competitors

DECEMBER 14, 2023

77



¢

in enterprise sales: while there might be 5 ‘sales
stages’, there’s at least 15 critical steps

skip astepand ¢

yes, corpo is that sensitive to sales process

AUGUST 9, 2026

78



¢

enterprise sales is about simplicity
simplicity means ...

- targeted the right person w/influence

- contained value to a single team/function (land)

- no-brainer, highly differentiated value

- ability to test/pilot to reduce risk

- take on the cost of switching, near zero for them

- pricing structures they are used i.e. NOT variable costs

- directly call/text someone they already know throughout
entire relationship

note: this is sell-side’s complete responsibility

DECEMBER 3I, 2025

79



¢

very counterintuitive
but in enterprise sales

slowing the sale down
on their side

loaded statement, yes

MARCH I2, 2026

80

... speeds it up



¢

enterprise startups

it’s much, much better to sell to a single team/unit/owner than it

is to capture multi-team

- increase odds dramatically
- navigate dynamics one group
- co-author and make project of ONE

crossing teams decreases the land by ~ 50% ...
there’s too many forces that can kill a deal ...

stay contained AND easy to expand if you can deliver

obvious value

the expand is where 10X value lives anyway ...

81



JANUARY 31, 2026

¢

almost every single enterprise deal i've closed
required the other side to co-design the sellable

- Why change ...
- Why now ...
- Why us ...

otherwise it's missing all the context, nuance,
and relevance to make it feel high-fit

MARCH II, 2026

82



¢

enterprise startups win by
turning the buyer into a user

FEBRUARY 22, 2025

83



¢

enterprise startups: creative deal structuring
both excites the customer and accelerates sales/

buying cycle ...

co-author with them and get their exec. finger-
prints

never do it in isolation with hopes it lands -
always needs refinement from their side ...

MAY 21, 2025

84



CHAPTER SEVEN

Pipeline & Outbound

I

12 aphorisms



¢

almost all early-stage sales pipeline came from
cold outreach AND running through walls --

not from asking folks/investors for intros

the next phase of pipeline comes from
startup’s existing customers (i.e. referrals)

this is just my experience ...

MAY 9, 2025

86



¢

almost everything magical in my career

and pipeline came from sending a cold
email/DM ...

it really, really works ...

NOVEMBER 23, 2025

87



¢

in enterprise sales, outbound
almost always has the highest
contract values

JUNE 7, 2026

88



¢

write your cold emails like you would
write a text message

you’re welcome ...

MAY 30, 2026

89



¢

a sales team whose role is predicated on
being handed inbound leads is not
sales-led; it's marketing-led

DECEMBER 24, 2024

20



¢

The more professional your
email, the lower the
conversion rate.

DECEMBER 29, 2021

91



¢

here’s a ‘sales take’ that you likely haven’t seen before ...

enterprise inbound leads are great (obvious) BUT the not so
obvious implication is that they are often educated by someone
else in market

they inbound because they’re in ‘buying phase’
BUT someone has pre-shaped their point of view/expectations ...

the biggest leading indicator of someone that’s likely been
educated by a competitor, is an inbound that is mid-level

it’s the tell-tale sign that the search for a solution has been

delegated ...

startups, be mindful of this

92



SEPTEMBER 14, 2025

¢

startups — sales intros from investors

and friends are often the least qualified
leads ...

the best ones usually don’t do it ...

MAY 26, 2025

93



¢

the less time I spend on email;
the higher the response/
reply rate

SEPTEMBER 23, 2026

94



¢

startups: cold outbound really, really works if
you can incorporate relevant, industry-specific
nuance paired with right problem

personalization for personalization
seldom works

FEBRUARY 6, 2025

95



¢

maybe your sales outreach is saying too
much, you’ve left nothing to the
imagination

the secret ...

FEBRUARY I3, 2025

926



¢

a startup seldom has a
‘closing problem’,
it’s often a qualification problem

said differently, they spent time and
energy on the wrong prospects

JULY II, 2024

97






CHAPTER EIGHT

Signals & Red Flags

I

10 aphorisms



¢

startups, here's enterprise decoded ...

. 'circle back' = dead
.'get it done asap' = within 90 days
.'send me what I can share internally’ = 3 bullets

. 'this is exciting' = let me play a role in shaping this for us internally

1
2
3
4
5.'send me your paper’ = i will send you mine back
6. 'how much time is needed’ = 30min OR less

7. 'Twill bring my boss' = I expect a match in seniority

8. 'no questions from my side” = I have no idea what just happened
9. 'this price seems fair' = this falls below what I had budgeted

10. 'give me time' = stop following up

OCTOBER 20, 2026

100



¢

in enterprise sales

the more excitement they show on first
call; the more a red flag

real, real opportunities play it cool

SEPTEMBER 25, 2026

101



¢

the yucks for an enterprise exec; often leads to

ghosting ...

- sub $100K price tag

- skipping steps in sales process

- $MM price tag and no stage gates
- saying ‘yes’ to all their requests

- highly technical pitch

- sellers role not at parity with buy-side

OCTOBER 25, 2026

102



¢

in enterprise sales, a deal is only
qualified if you are texting and able to
call without calendar event ...

JUNE 10, 2026

103



¢

in enterprise market, here’s where you will waste a ton
of time ...

- asking for a case study

- brings 3+ folks to any call

- communicates beyond 1 level

- “T’ve said this for years ...”

- keeps their camera off

- next step is 2+ weeks out

- won’t give you their cell

- not comfortable sharing inside gossip

MAY I3, 2026

104



¢

in enterprise sales, anyone asking for a
case study is a distraction and

unqualified ...

MARCH 22, 2026

105



¢

startups — enterprise deals get
closed via text

JUNE 5, 2025

106



¢

how is this not more obvious?

- no one clicks the link

- no one looks at looms

- no one hits “see more”

- no one looks at case studies

- no one looks at your attachments

unless, it’s co-authored ...

MAY 16, 2026

107



¢

startups: anyone that asks for ‘sales
collateral’ as a next step

negative signal

JANUARY I6, 2026

108



¢C
"yo, check this out”

- is the language of PMF
whether B2C or Enterprise

MAY 27, 202 5

109






The Craft

I

19 aphorisms



¢

re: enterprise sales
still till this day, i say to myself

stop overthinking, shorten it, and
hit send

SEPTEMBER 18, 2026

112



¢

in sales ...

over-preparing wins

(scenario planning)

over-thinking kills (stacking ideas)

OCTOBER 23, 2026



¢C
sales is actually really, really fun
it’s a lot more creative and

entrepreneurial than anyone gives
credit to

MARCH II, 2025

114



¢C
sales folks:

- shorten your meetings
- shorten your emails
- shorten your pitch

everyone is so long-winded

AUGUST 25, 2025

115



¢

Never join a startup where the
sales team leads the
product roadmap.

DECEMBER 16, 2023



¢

in sales, speed to reply is a sign
of respect to buy-side

DECEMBER 28, 2025

117



¢

the best sales folks I know never got trained in
sales OR started their career there — just sorta
figured it out AND actively avoided following
playbook sales advice

MARCH 26, 2025



¢

folks way, way overcomplicate sales

they default to this unauthentic mode over trying to
cosplay a salesperson

over small talk, over question, over write, over pitch, etc.
it’s literally the opposite

this is why founders are so naturally good at sales,

passion is what leads

JULY 26, 2026

119



¢

enterprise sales is creativity, precision,

and friendship

it's seldom taught

JUNE 26, 2025

120



¢

sales is

>> turning a no into a yes
>> turning a non-consumer into a consumer
>> altering someone’s perspective/view

the other stuff is catching what marketing/brand
is producing

creating sales is far more entrepreneurial than we give
credit to

SEPTEMBER I3, 2025

121



¢C
the fastest way to get ahead

learn sales

NOVEMBER 6, 2024

122



¢

the more you think about the
text or email, the more sales-y it
becomes ...

APRIL 20, 2026

123



¢

non-sales talent make the best
sales talent

APRIL 25, 2026

124



¢

sales is 1:1, there's no scaling it

it's an art, a craft, something to

be admired

any sales that's scaled is mostly just slop

SEPTEMBER 28, 2025

125



¢

in enterprise sales

it really only works if you are super confident
in both product and value

you can have a much harder sparring
conversation with exec.

sometimes you just need to just say the quiet
truth out-loud

JANUARY I6, 2026

126



¢

sales folks: every course, playbook, bootcamp,
95% of my tweets, etc. is exhausted

the only thing that matters is finding the
weird, obscure way that works ... until
it doesn't

chase the unknown, obscure path ...

this is what Al can't replace ...

FEBRUARY 7, 2025

127



¢

i am never not stressed about sales pipeline

continually neurotic about every deal,
every touchpoint

nothing is guaranteed

stay crazy and obsessed

FEBRUARY 8, 2026

128



¢

sales is a beautiful, beautiful thing
people have problems and want solutions

just make sure you're selling something you
actually believe in, that's 90% of it ...

the market can truly feel it too

DECEMBER 6, 2024

129



¢C
bring the art back to sales

AUGUST 28, 2025

130
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x.com/jjen_abel/status/2032836719108648995

28 it blows my mind that half the market disagrees with me... 2026-05-25 338
x.com/jjen_abel/status/2058879535643275689

29 in enterprise sales, a long sales-cycle (in most cases)... 2026-09-09 169
x.com/jjen_abel/status/2097475949184884779

30 startups — getting executives to become users is the... 2024-12-26 101
x.com/jjen_abel/status/1872281556880105535

31 startups enterprise executives get 1-at-bat every few... 2026-01-26 91
x.com/jjen_abel/status/2015861410459263158

32 startups: the beauty of enterprise sales is 3 becomes 30... 2024-11-28 93
x.com/jjen_abel/status/1862159396425363620

33 smb is not easier than enterprise maybe the biggest... 2025-06-05 114
x.com/jjen_abel/status/1930420902262358441

34 if in enterprise sales welcome to the 3-month stretch in... 2026-09-30 372
x.com/jjen_abel/status/2105373830588088624

3. INSIDER INTEL & DISCOVERY

36 only three things matter in enterprise sales ... 1. is... 2026-09-24 939
x.com/jjen_abel/status/2103097657803555022

37 enterprise sales is: 20% -- rizz 80% -- reading... 2026-09-19 861
x.com/jjen_abel/status/2101325013500432506

38 enterprise sales is game of who can collect the most... 2026-08-15 347
x.com/jjen_abel/status/2088592768599720420

39 insider intel wins enterprise deals 2026-10-15 203
x.com/jjen_abel/status/2110787976846528770

40 in enterprise sales ... 1. ask uncomfortable questions >>... 2026-04-22 144
x.com/jjen_abel/status/2047041944023433557

41 enterprise sales is all about inside baseball it seldom... 2026-02-12 161
x.com/jjen_abel/status/2021961096081363324

42 in sales, the quality of their questions tells you... 2025-12-29 101

x.com/jjen_abel/status/2005632373841650162
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43 in sales, i don't know who needs to hear this, but you... 2026-06-23 204
x.com/jjen_abel/status/2069462755703136579

44 in sales, you get way more intel calling a cell than zoom... 2025-05-17 146
x.com/jjen_abel/status/1923712621447930149

45 b2b startups - if you can, it's so much more powerful for... 2024-03-21 203
x.com/jjen_abel/status/1770859931689721920

46 You can’t Customer Discovery your way to a vision... 2024-07-12 117
x.com/jjen_abel/status/1811834726920921465

47 the biggest misunderstanding in startups is customer... 2024-12-28 62
x.com/jjen_abel/status/1872999022589313255

48 Startups: If you want the real, raw truth ... - it's in.... 2023-06-15 63
x.com/jjen_abel/status/1669439820454678549

49 in sales, when a customer educates yOu On a NEW USE Case... 2025-12-02 130
x.com/jjen_abel/status/1995837433712452078

4. STORY, FRAME & PITCH

52 in enterprise sales, the more technical/product-oriented... 2026-09-16 719
x.com/jjen_abel/status/2100282062108275179

53 in enterprise sales storyline and frame is everything... 2026-10-22 210
x.com/jjen_abel/status/2113361710828663149

54 enterprise sales is about understanding the existing... 2026-03-28 171
x.com/jjen_abel/status/2037913759423823993

55 in enterprise sales nothing (I mean nothing) kills opps... 2026-06-02 275
x.com/jjen_abel/status/2061795008517189873

56 in sales, i refuse to use one-pagers, slides, or loom... 2026-04-15 253
x.com/jjen_abel/status/2044376915910307981

57 enterprise startups — sales decks are waste of everyone’s... 2025-03-27 216
x.com/jjen_abel/status/1905259839321755922

58 sales folks re: product demo here's very under-discussed... 2025-11-05 173
x.com/jjen_abel/status/1986220917773709814

59 the problem with most sales folks is you feed them more... 2025-11-30 151
x.com/jjen_abel/status/1995121993591427526

60 enterprise startups position yourself where they are... 2025-05-03 195
x.com/jjen_abel/status/1918641215051902986

61 there's a hierarchy in selling ... 1. sell the alpha 2... 2025-11-06 53
x.com/jjen_abel/status/1986414396260729105

62 most of value i’'m selling right now is unrealized pain... 2026-05-17 79

x.com/jjen_abel/status/2056041187153264779

5. PRICING & VALUE
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64 in enterprise sales: if you’re sharing pricing before you... 2026-10-18 385
x.com/jjen_abel/status/2111925924379983939

65 From my startup experience, it's harder to sell low-cost... 2023-12-27 389
x.com/jjen_abel/status/1740074375590613158

66 startups — its much harder to get free users to start... 2025-06-16 375
x.com/jjen_abel/status/1934578039301509623

67 enterprise sales rule if the executive sponsor does NOT... 2026-09-10 242
x.com/jjen_abel/status/2098048598332019075

68 a few things about pricing, mostly for enterprise... 2025-12-07 127
x.com/jjen_abel/status/1997698755412254913

69 enterprise startups ... this is often counterintuitive... 2026-09-05 166
x.com/jjen_abel/status/2096225680983736405

70 enterprise sales (account) milestones for startups... 2026-01-12 130
x.com/jjen_abel/status/2010505851363029120

71 startups -- in most cases, a really high win rate > 50%... 2025-11-05 110
x.com/jjen_abel/status/1985866106087592164

72 startups: free pilots are not a strategy nora GTM 2025-03-15 175
x.com/jjen_abel/status/1900970484545589270

73 in enterprise sales, pilots are the very last stage of... 2026-05-09 157
x.com/jjen_abel/status/2053123034148405451

74 startup founders: length of the sales cycle seldom has to... 2024-07-16 80
x.com/jjen_abel/status/1813014328792007126

6. RUNNING THE BUYING PROCESS

76 there are two critical functions in sales ... - get them... 2026-06-07 667
x.com/jjen_abel/status/2063410680552649042

77 there are TWO jobs in enterprise sales ... 1. know the... 2023-12-14 425
x.com/jjen_abel/status/1735433429204783123

78 in enterprise sales: while there might be S ‘sales... 2026-08-09 273
x.com/jjen_abel/status/2086485510529130786

79 enterprise sales is about simplicity simplicity means... 2025-12-31 247
x.com/jjen_abel/status/2006351269569397034

80 very counterintuitive but in enterprise sales slowing the... 2026-03-12 156
x.com/jjen_abel/status/2032244376856822113

81 enterprise startups it’s much, much better to sell to a... 2026-01-31 112
x.com/jjen_abel/status/2017614496424948127

82 almost every single enterprise deal i've closed required... 2026-03-11 88
x.com/jjen_abel/status/2031773098274394420

83 enterprise startups win by turning the buyer into a user 2025-02-22 92

x.com/jjen_abel/status/1893278704261829012
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84 enterprise startups: creative deal structuring both... 2025-05-21 56
x.com/jjen_abel/status/1925167022163345847

7. PIPELINE & OUTBOUND

86 almost all early-stage sales pipeline came from cold... 2025-05-09 289
x.com/jjen_abel/status/1920925942261645569

87 almost everything magical in my career and pipeline came... 2025-11-23 274
x.com/jjen_abel/status/1992664021703733586

88 in enterprise sales, outbound almost always has the... 2026-06-07 193
x.com/jjen_abel/status/2063725889355931914

89 write your cold emails like you would write a text... 2026-05-30 198
x.com/jjen_abel/status/2060754168395010247

920 a sales team whose role is predicated on being handed... 2024-12-24 153
x.com/jjen_abel/status/1871623736291627415

91 The more professional your email, the lower the... 2021-12-29 71
x.com/jjen_abel/status/1476227589014441999

92 here’s a ‘sales take’ that you likely haven’t seen before... 2025-09-14 165
x.com/jjen_abel/status/1967352975405482381

93 startups — sales intros from investors and friends are... 2025-05-26 87
x.com/jjen_abel/status/1927069281272938813

94 the less time I spend on email; the higher the... 2026-09-23 143
x.com/jjen_abel/status/2102797487803387918

95 startups: cold outbound really, really works if you can... 2025-02-06 76
x.com/jjen_abel/status/1887552169496232316

9 maybe your sales outreach is saying too much, you’ve left... 2025-02-13 71
x.com/jjen_abel/status/1889836778309427571

97 astartup seldom has a ‘closing problem’, it’s often a... 2024-07-11 75
x.com/jjen_abel/status/1811201687459348710

8. SIGNALS & RED FLAGS

100 startups, here's enterprise decoded ... 1. ‘circle back'... 2026-10-20 544
x.com/jjen_abel/status/2112597637908079000

101 in enterprise sales the more excitement they show on... 2026-09-25 525
x.com/jjen_abel/status/2103517800941687274

102 the yucks for an enterprise exec; often leads to ghosting... 2026-10-25 265
x.com/jjen_abel/status/2114323612429955446

103 in enterprise sales, a deal is only qualified if you are... 2026-06-10 217
x.com/jjen_abel/status/2064858801778360788

104 in enterprise market, here’s where you will waste a ton... 2026-05-13 166

x.com/jjen_abel/status/2054682107616665616
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105 in enterprise sales, anyone asking for a case study is a... 2026-03-22 239
x.com/jjen_abel/status/2035723363394416785

106 startups — enterprise deals get closed via text 2025-06-05 226
x.com/jjen_abel/status/1930571403398463872

107 how is this not more obvious? - no one clicks the link... 2026-05-16 136
x.com/jjen_abel/status/2055725537658630306

108 startups: anyone that asks for ‘sales collateral’ as a... 2026-01-16 150
x.com/jjen_abel/status/2011973183096627672

109 "yo, check this out” - is the language of PMF whether B2C... 2025-05-27 126
x.com/jjen_abel/status/1927311462504005848

9. THE CRAFT

112 re: enterprise sales still till this day, i say to myself... 2026-09-18 481
x.com/jjen_abel/status/2101014588271845536

113 in sales ... over-preparing wins (scenario planning)... 2026-10-23 294
x.com/jjen_abel/status/2113634488815374678

114 sales is actually really, really fun it’s a lot more... 2025-03-11 354
x.com/jjen_abel/status/1899601135108853965

115 sales folks: - shorten your meetings - shorten your... 2025-08-25 317
x.com/jjen_abel/status/1960111949032595913

116 Never join a startup where the sales team leads the... 2023-12-16 434
x.com/jjen_abel/status/1735839740174156092

117 in sales, speed to reply is a sign of respect to buy-side 2025-12-28 242
x.com/jjen_abel/status/2005367061028143355

118 the best sales folks I know never got trained in sales OR.... 2025-03-26 216
x.com/jjen_abel/status/1904686917607698545

119 folks way, way overcomplicate sales they default to this... 2026-07-26 216
x.com/jjen_abel/status/2081386840364298672

120 enterprise sales is creativity, precision, and friendship... 2025-06-26 174
x.com/jjen_abel/status/1938182911037227397

121 sales is >> turning a no into a yes >> turning a... 2025-09-13 147
x.com/jjen_abel/status/1966845695413117053

122 the fastest way to get ahead learn sales 2024-11-06 140
x.com/jjen_abel/status/1854264082808885320

123 the more you think about the text or email, the more... 2026-04-20 135
x.com/jjen_abel/status/2046343944829628859

124 non-sales talent make the best sales talent 2026-04-25 121
x.com/jjen_abel/status/2048143419516596591

125 sales is 1:1, there's no scaling it it's an art, a craft... 2025-09-28 107

x.com/jjen_abel/status/1972312223277273259
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126 in enterprise sales it really only works if you are super... 2026-01-16 136
x.com/jjen_abel/status/2012139791245267234

127 sales folks: every course, playbook, bootcamp, 95% of my... 2025-02-07 29
x.com/jjen_abel/status/1887968270495465888

128 iam never not stressed about sales pipeline continually... 2026-02-08 102
x.com/jjen_abel/status/2020537886521676003

129 sales is a beautiful, beautiful thing people have... 2024-12-06 65
x.com/jjen_abel/status/1865048857794457978

130 bring the art back to sales 2025-08-28 63

x.com/jjen_abel/status/1961028407996621075
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