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Describe your sales funnel:

How will you reach out to the right potential customers = qualified leads?

What will you do to keep them interested in “staying with you” and learn more about what they potentially could   
buy from you?

How do you innovate in Sales?

Sales = Plain and simple; how you convert people or companies into buying what you offer to the world.

Remember: You need to reach out to many, many more potential customers than those who will show interest, than who will buy from you. A 
potential customer is not a customer until him/her has paid.

6. SALES
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6 THINGS TO KEEP IN MIND RE SALES

The end goal of selling is customers. And the only people who are customers are people 
who pay you.

Sales takes time and money. 

More people - like, lots more people, will say “No” than “Yes”.  Don’t take it 
personally - move on to the next sale!3

2
1

Sales is a process - not a one time event where you meet, ask for sale, get paid. 
Sales are about relationships.4
More people - like, lots more people, will say “No” than “Yes”.  Don’t take it 
personally - move on to the next sale!5
You will end up enjoying sales if you really kill your customers’ pain and see their 
delight!6
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LEAVE THE BUILDING! . . . and report what you learn

Sales was probably not the reason for why you decided to launch your company. That is understandable. Sales is not 
often talked about when developing a business. That is strange since Sales has everything to do with business – or 
at least successful ones.

We like to say there are 3 ways to revenue: Sales, sales, and sales!

Only through Sales will you get Customers. If you don’t do your best with Sales, you will not have enough Custom-
ers. If you don’t have enough Customers, your business will be short lived and painful. Doing Sales costs both time 
and money! Therefore, it is important to define, estimate, and keep track of all the numbers connected to Sales.
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PROVE TO US YOU CAN FILL THE FUNNEL AND CONVERT.

SHOW US THE NUMBERS

Show us you have the right Sales 
strategy - one that will be appreciated 
by your potential Customers and will 
convert enough of them into actual 
Customers. 

Your funnel’s conversion rate (customers/qualified leads)
How long is the sales cycle (from when a qualified lead learns about you until she/he has decided to buy)?
How much is the Cost of Customer Acquisition (COCA)? 
How much is COCA/paying customer?
Show us at least 4 sales funnels for the coming year (e.g., one per quarter) with three “tiers”:
How many qualified leads for a specified period?
How many you will communicate with (answer questions, discuss price, etc.)?
End up buying from you?
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Describe why your strategy will be appreciated by your potential Customers and will convert enough of them into Customers. 

Describe the beauty of your sales strategy in 140 characters or less.140 characters or less.

PROVE TO US YOUR STRATEGY IS THE RIGHT ONE 
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Describe your Business Model:

How will you charge (one-time, commission, subscription, license, etc.)?

Do you use cost- or value-based pricing? Why?

What are your revenue streams?

How do you innovate in your business model?

Business Model is plain and simple, Happy Customers – Costs = Profit or loss

Remember two things: 1.) Every investor is looking for a sustainable business model that can grow – you should too. 2.) 
There is a lot of opportunities in innovating in your business model, e.g., how you charge, the price, what costs you have.

7. BUSINESS MODEL
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6 THINGS TO KEEP IN MIND WHEN DEVELOPING 
A SCALABLE BIZ MODEL 

A scalable business model starts with having delighted customers.

You will not have all the numbers now, that is ok!

You have to collect numbers, find numbers, guesstimate numbers, and question 
numbers!

Your business model is where you tell the story of your business in numbers.4
3
2
1

Delight could come from innovating in your numbers, your business model.5
Constantly work with the numbers.6
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LEAVE THE BUILDING! . . . and report back

There has to be money in it. 

If you can’t get custoemrs to pay enough to cover your costs and earn a profit, then you don’t have a Business Opportunity. The price 
tag you attached to your Painkiller could be based on either the perceived value you bring to your Customers (Value-based priced 
pricing), or based on all the costs you have plus a margin you add to the price tag (Cost-based pricing). If you have a strong Delight, 
strive for value-based pricing. 

When people ask you, “What is your business model?” they are interested in understanding how you will get paid by customers, how 
much you will earn, how much profit you will have after paaying all of the costs.



12

DATA FROM OTHER SOURCES DATA FROM YOUR EXPERIENCES
(THIS MATTERS MORE!)

Quantitative data: numbers!numbers! These can 
include competitors’ numbers, survey 
results, averages you observe, percentag-
es, etc. 

Sources may include: research reports, 
surveys, news articles, economic data.   

Qualitative data:

Sources: observations, conversations with 
customers/end users, comments in online 
forums, images, etc.

PROVE TO US YOU ARE DELIGHTING YOUR CUSTOMERS
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How might you invert some of your zeros to innovate your business model? Here’s an example: IKEA inverts the cost of building and 
storing furniture and sells futniture customers (happily) pay to build at home! 

PROVE TO US YOUR BUSINESS MODEL 
WILL LEAD TO EXTRAORDINARY GROWTH

Describe the Delight in 140 characters140 characters or less. Describe the innovation in your business model in 140 characters or less. Share it 
on any of your social media site and bring back what comments you got.
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Save your work and upload it to the DaVinci Lauchpads Portal and we’ll send a few ideas and feedback.

And, congrats on taking those first few steps.

DaVinci
Ventures

UPLOAD 


