JASON M LEMKIN

Lenny Rachitsky



— Jason M Lemkin - Lenny's Podcast

Jason M Lemkin - YiEXER

This document provides a bilingual transcript of the key conversation segments from Lenny's Podcast
featuring Jason Lemkin, founder of SaasStr.

[00:00:00] Jason Lemkin
English:

Here's the mistake that 99% of founders and sales reps make. We're not really selling in B2B, we're
solving problems. Our job as sales reps in SaaS is to not sell a used car, okay? We are selling a Tesla Model
3 performance. It has competition, | might not need it this week, but it's pretty darn good. Let me help
you get you into that Model 3 performance today. I've even got a special discount for the end of this
month, and let me just help you. I've spent four calls answering all your questions and I've explained to
you all the things and why the supercharging network is better than the regular one that doesn't really
work at the charger near your house. I've gone on Google and I've seen there's no charging network near
your house. There's only Superchargers. | got you, don't I? That's the job of Saa$S and sales because we're
not selling commodities.
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[00:00:48] Lenny
English:

Today, my guest is Jason Lemkin. Jason created and runs Saastr, the world's largest community for SaaS
and B2B founders. He also runs two of the biggest town conferences every year, one in the Bay Area,
which attracts over 15,000 people, and one in Europe with over 3,000 SaaS executives, founders, and
entrepreneurs. Before Saastr, Jason was the CEO and co-founder of EchoSign, which he grew to over 100
million ARR and then sold to Adobe where he ended up as a vice president of their web services business.
If you follow Jason on Twitter or LinkedIn, you know how much wisdom he has to share about all aspects
of building a successful SaaS business.
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[00:01:27] Lenny
English:

In our conversation, we focus on what I find most product leaders have the least experience in, building a
sales team. We get very practical and tactical on how long you should wait to hire your first salesperson,
what your one to two first hire should look like, why you should actually hire two salespeople, not just
one initially, how to comp them, how to interview them, when it's time to hire a VP of sales, how to avoid
your salespeople flaming out and burning through all your cash. We also get into how to make the
product and sales relationship healthier, including how to push back on sales and feature requests, why
your head of product should be super involved in your sales process, how long you should make your
trials, why you should avoid annual contracts, and so much more.
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[00:06:34] Jason Lemkin
English:

If you truly build a self-serve product, you can either never have a sales team or Slack defer it or Canva
really defer it. Canva didn't really build a sales team until they were well north of 500 million in revenue
because it's epic self-serve. Slack started all self-serve, and by the time they went public, the majority of
their revenue was enterprise sales. So you can sequence things. You can have hybrid models like a third
of Asana's revenue is still from self-serve, and two-thirds are from a self-serve motion. So there's all
different hybrid things. The most important thing though I've found is however you get those first 10, 15,
20 customers, be honest, be honest, and if you've talked to them as a founder and you know that they
need a sales type motion, they need effort to deploy it, they have questions about security, they have
questions about competition, they have onboarding requirements, and you say, "Hey, | don't like sales,
so I'm going to do a PLG motion," you'll fail.
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[00:11:31] Jason Lemkin
English:

Even if you hate sales, even if you think it's icky, even if you don't like it, as a founder you've, 95 times out
of 100, you've got to find a way at least to close the first 10 customers yourself. You've got to find a way.
The hack though is that even if you don't like sales, customers love to talk to the CEO. The customers love
it. Here's the other thing, as a founder, you're really good at the product in the market, hopefully even in
the early days. So what's important is even if you don't know how to do outbound, even if you don't
know how to send a cold email, even if you don't how to do any of this stuff, and even if you don't know
how to ask for a check, even if you don't know how to open or close, almost all founders are A+ middlers.
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[00:14:26] Jason Lemkin
English:

Once you cross the 20% [of your time in sales], you need leverage or your calendar will die. So you need
to hire one rep and you've got to hire two because otherwise, there's no A-B test. You have to A-B test
humans. You have to A-B test humans. You've got to hire two as hard as it is, and there's just one cheat
code to those first two. There's one cheat code. | talked to so many founders that screwed up their first
sales hires, and they always nod when they hear it. Those first couple reps have to be people you would

buy your own product from. That's it.
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[00:17:28] Jason Lemkin
English:

We're looking for pirates and romantics in the early days. We are not looking for folks with massive sales
operations teams and enablement teams. You're looking for that quirky one that's got a few extra I1Q
points, that for reasons that make no sense has fallen in love with your little product that is so feature
poor and does nothing, but they love it, they love it, they love it. My first rep | had this back in the day, he
had gotten let go by a prior startup and he was struggling and he was living in his brother's garage at the
time. This was not your number one person at Snowflake, but of all the 30 [candidates], he came in and...
described how we would solve the problem for our customers in the early days of this category. It was
clear, whatever it took we needed him.
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