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> Moving Beyond
Founder-Led Sales

A Go-to-Market Guide for Healthcare SaaS Vendors

Every founder-led company hits the same wall. The instincts that won your first twenty customers stop
scaling somewhere around customer fifty. The breakdown shows up in small operational frictions that

feel like growing pains but are actually structural.

If any of these sound familiar, your GTM infrastructure isn’t built yet:
* Deals stall unless the founder personally steps in to close them
* Marketing is busy, but nobody can say which channels produce revenue
* Ask three people what the company's messaging is and you'll get three answers

* Pipeline correlates with who the founder knows, not what the company does

None of these mean the company is failing, but it is a sign that you don't have a GTM engine.

You have a founder doing GTM by hand.

THE FIX IS KNOWING WHAT THE BUILT VERSION LOOKS LIKE.
THESE FOUR MARKERS TELL YOU THE ENGINE IS ACTUALLY IN PLACE:

The founder's market knowledge lives somewhere other than their head.

Most founders carry a precise understanding of their buyers, competitive landscape, and
the objections that kill deals. When that knowledge exists only in their memory, it

cannoft scale. ICP definition, buyer personas, competitive positioning, and objection

handling all need to be documented in a form the whole team can use and update.

The goal: Turn founder knowledge into organizational knowledge.

Someone else can tell your story as well as the founder.

If the founder is still the best salesperson, the messaging hasn't been operationalized. A
documented messaging framework, clear proof points, and channel-specific sales enablement
give your team the story and the confidence to tell it consistently across every touchpoint.
The goal: A repeatable narrative that builds credibility before the founder enters the room.




Marketing, sales, and product are working from the same playbook.
When the view of why you win, who fo target, and what message lands is actually
written down and shared, campaigns, sales calls, and product decisions reinforce each

other instead of pulling in different directions. That cocrdination is what turns individual

effort info compounding growth.

The goal: Replace informal alignment with a GTM strategy everyone can execute against.

Your pipeline is a function of marketing, not of founder relationships.

Content that builds category credibility. A digital presence that generates awareness at
scale. Demand programs that move qualified prospects through the funnel without the
founder involved in every stage. When those are in place, pipeline becomes predictable
and fransferable.

The goal: Opportunities that come from what your company does, not who the founder knows.

WHAT THIS LOOKS LIKE IN PRACTICE
3 M + new pipeline closed in two quarters for a life sciences Saa$
vendor after zero major deals closed in the prior six months

HOW REBOUND MAKES THE TRANSITION

Most growth-stage teams know exactly what needs to happen. The challenge is time, deep sector

expertise, and the capacity to execute it all at once.

Partnering with an experienced fractional marketing team has
helped us increase market impact while creating operational
efficiencies. The fractional CMO has served as a member of my staff
while a flexible team has created new messaging and generated
leads for sales. This was the right choice for our business.”

— CEQ, Life Sciences SaaS Company
-_——————sseee——=—=——————

Rebound works exclusively with healthcare Saas vendors and companies selling into life sciences
tech, seed through Series B. We bring fractional CMO leadership backed by a ready-made team of

specialists who already know your market, so there's no ramp fime and no generalist advice to sit through.

Our work covers the full engine: a messaging framework your team can actually use, a GTM motion

shared by marketing and sales, and demand generation that creates pipeline on its own.

READY TO SEE WHERE THE GAPS ARE?

Book a 30-minute GTM diagnostic with Rebound. We'll identify your highest-leverage

rebound

gaps and what it would take to close them. Connect with Rebound —



https://reboundb2b.com/
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