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Scaling your GTM team
in the SaaS Industry



Message from our Founder
Over the last 15 years, I have dedicated my career to assisting early-stage and scale-up tech businesses 
in realising their growth ambitions. My primary focus has centred around the critical task of identifying, 
attracting, and securing mid to senior-level Sales and Go-to-Market (GTM) talent across various markets, 
including the UK, EMEA, and the US.

In the ever-evolving realm of technology, the ability to recruit top-tier sales professionals frequently serves 
as the key differentiator between success and stagnation. Through my extensive experience, I have honed 
the skills and strategies required to precisely identify the right talent for each unique business, aligning 
their capabilities with the specific requirements of the organisation.

However, my commitment extends beyond recruitment alone. Recognising that hiring represents just one 
piece of the puzzle, I also offer invaluable advice and guidance to companies looking to optimise their 
sales hiring processes. Together, we collaborate on crafting the ideal candidate profile, ensuring that every 
potential hire aligns seamlessly with your vision and culture.

I appreciate the crucial role that effective onboarding plays in a new hire’s success. My guidance extends 
to this pivotal phase, providing insights into how to integrate new talent into your team seamlessly and set 
them on the path to achieving outstanding sales performance.

In essence, my mission is to empower tech companies with the knowledge, expertise, and talent they 
require to thrive in competitive markets. Whether you’re a burgeoning startup or a scaling enterprise, my 
experience can be a valuable asset in shaping your sales and GTM strategies.

Jon Eyers - Founder, Harvey Thomas

Jon Eyers
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Understanding the SaaS Industry Landscape

Emerging Trends in the SaaS Industry

Scaling your GTM team in the SaaS Industry

The SaaS industry has become a cornerstone of the global digital economy. The increasing adoption 
of cloud-based solutions across various sectors propels its growth. Understanding this landscape is 
crucial for any business looking to scale its GTM team effectively.

Businesses, regardless of size, are increasingly turning to SaaS for critical applications in areas like 
customer relationship management (CRM), enterprise resource planning (ERP), and human resource 
management (HRM).

		  The global SaaS market is on an impressive growth trajectory. By 2030, it’s expected to soar to a  
		  staggering $908.21 billion1. This remarkable expansion isn’t just the playground of large  
		  corporations; small and medium-sized businesses are also making significant strides, harnessing  
		  the power of SaaS for their agility and to gain a competitive edge

AI and Machine Learning Integration: The integration of Artificial Intelligence (AI) and Machine Learning (ML) in 
SaaS offerings is revolutionising how businesses operate. AI and ML are being used to optimise business processes, 
automate redundant tasks, and provide intelligent insights. This integration is transforming SaaS platforms into 
more efficient, responsive, and adaptive tools.

Vertical SaaS: Vertical SaaS focuses on providing bespoke solutions tailored to specific industries. This approach 
allows for a deeper understanding of unique sectoral challenges and offers more relevant and efficient solutions 
compared to one-size-fits-all software. Vertical SaaS is multiplying, with sectors like healthcare, finance, and 
insurance seeing significant innovation.

Are you finding it challenging to carve out a niche in the rapidly evolving Software as a Service (SaaS) 
industry? In a sector where innovation is relentless and competition fierce, the key to success isn’t 
just a groundbreaking product; it’s about having a Go-to-Market (GTM) team that can adeptly steer 
your offering from concept to market triumph. The real puzzle is piecing together a team that not only 
grasps the intricacies of the SaaS world but also propels your product to the forefront of the industry.

This is where Harvey Thomas recruitment steps in. More than just a recruitment agency, we are the 
masterminds behind assembling powerhouse GTM teams. With our deep-rooted expertise in the SaaS 
sector, we meticulously match top-tier talent with the unique needs of your business.
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The role of an 
effective GTM 
strategy in SaaS

Scaling for Enhanced 
Market Penetration

Scaling your GTM team is crucial for deepening 
market penetration. It involves strategic hiring 
and training to ensure your team understands 
the nuances of different market segments. 
Utilising market data and analytics helps identify 
potential areas for expansion and understand 
customer behaviour, leading to more targeted 
marketing efforts.

Micro-SaaS: Micro-SaaS are smaller, more focused SaaS 
applications developed by small teams or individuals. They 
often address specific needs not met by larger platforms, 
offering unique functionalities. Micro-SaaS companies can 
launch quickly and with minimal resources, providing agile 
and targeted solutions. They are particularly effective in 
plugging gaps in larger SaaS ecosystems and responding 
swiftly to market changes and customer needs.

Increased Focus on Security: With rising concerns over data 
breaches, SaaS providers are enhancing their security features. 
This trend reflects the growing need for robust security 
measures to protect sensitive business data. SaaS platforms 
are increasingly incorporating advanced security protocols and 
compliance measures to ensure data integrity and privacy.

Remote Work Solutions: The shift to remote work has 
accelerated the demand for SaaS solutions that support 
collaboration and productivity in distributed teams. This trend 
has led to the development of various collaboration tools 
and platforms that facilitate remote working. SaaS products 
like Notion, Slack, and others have become essential for 
businesses adapting to remote work, offering features that 
enable seamless communication, project management, and 
team collaboration.

Consumption Based Pricing: Instead of fixed fees, users pay 
according to their actual usage, providing cost flexibility and 
scalability. This model aligns costs with value, encouraging 
efficient utilisation of resources and benefiting both providers 
and customers in the ever-evolving world of cloud-based 
software.

Product Led Growth (PLG): Focuses on user experience 
and product effectiveness to drive customer acquisition 
and retention. Companies offer free or freemium versions of 
their software, allowing users to experience value firsthand, 
leading to organic growth through word-of-mouth referrals 
and viral adoption. PLG emphasises customer-centricity and 
self-service, enabling SaaS companies to scale rapidly and 
sustainably.
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Securing a Competitive Edge
Employing innovative marketing tactics, such as leveraging emerging digital platforms or adopting 
cutting-edge technology, can set your SaaS product apart from competitors. Clearly defining and 
communicating your product’s unique selling propositions (USPs) helps differentiate it in the 
market. This could be anything from unique features and superior customer service to competitive 
pricing.

Broadening Reach in Target Markets
Identifying and segmenting target markets allows for tailored marketing strategies. This 
involves understanding the specific needs and preferences of different customer groups within 
the market. For UK-based SaaS companies, localising strategy to fit the unique aspects of 
regional markets is key. This includes adapting messaging and sales tactics to align with local 
cultures and business practices.

Streamlining Customer Acquisition
Utilising a mix of digital and traditional marketing channels ensures a wider reach. This includes 
online advertising, content marketing, social media, and even offline events and networking. 
Continuously optimising landing pages, sales funnels, and customer touchpoints to improve 
conversion rates is essential in a GTM strategy.

Fostering Strong Customer Relationships
Regular engagement through email marketing, social media, and personalised content helps in building 
stronger relationships with customers. Implementing effective feedback mechanisms, such as surveys 
and user forums, allows for continuous dialogue with customers, fostering a sense of community and 
loyalty.

5

Scaling your GTM team in the SaaS Industry  |   www.harvey-thomas.com



Utilising Diverse Sales and Marketing Channels
Establishing an omnichannel presence ensures that potential customers can find and engage 
with your SaaS product across various platforms. Regularly assessing the performance of 
different sales and marketing channels and reallocating resources provides maximum ROI.

Enhancing Product Development through 
Customer Feedback
Integrating customer feedback into the product development process ensures that new features 
and updates align with user needs and market demands. Adopting an agile approach to product 
development allows for quick iterations and adjustments based on customer feedback, keeping 
the product relevant and competitive.

Driving Product Innovation with Customer Insights
Analysing customer usage data and feedback to identify trends and areas for improvement is crucial 
for ongoing product innovation. Encouraging collaboration between the product development 
team and customers can lead to more innovative solutions and stronger customer buy-in.

Aligning Product Offerings with Market Demands
Aligning your SaaS product offerings with market demands is essential for success. This requires 
a deep understanding of your target market’s needs and preferences. Regular market research, 
customer feedback, and competitive analysis are crucial to ensuring your product meets and 
anticipates market demands. 

Tailoring your product features, pricing, and user experience to align with these insights can 
significantly enhance market relevance and customer satisfaction.
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Challenges in Scaling Your Go-to-Market 
Team in the SaaS Industry

•	 Identifying and Attracting Top SaaS Talent: Finding the right talent with the necessary skills 
and experience in SaaS can be challenging. It involves not only identifying individuals with the 
right technical skills but also those who align with your company’s culture and vision.

•	 Overcoming Skills Shortages in the Industry: The SaaS industry is rapidly evolving, leading 
to a shortage of skilled professionals in certain areas. Companies need to invest in training and 
development programs to bridge this gap and consider alternative sourcing strategies, such as 
remote hiring and partnerships with educational institutions.

•	 Implementing and Optimising SaaS Tools: As your GTM team scales, integrating and optimising 
the right SaaS tools becomes crucial. This involves selecting tools that enhance efficiency, improve 
data analysis, and support your sales and marketing efforts.

•	 Ensuring Seamless Communication and Collaboration: With a growing team, maintaining 
seamless communication and collaboration is vital. Implementing collaborative tools and platforms 
that facilitate easy sharing of information and coordination across different teams and departments 
is essential.
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•	 Navigating Regulatory Changes: The SaaS industry is subject to various regulatory changes, 
especially concerning data privacy and security. Staying abreast of these changes and ensuring 
compliance can be challenging but is critical for maintaining customer trust and avoiding legal 
pitfalls.

•	 Addressing Fluctuations in Customer Demand: Customer needs and market trends can 
change rapidly. Adapting to these fluctuations requires a flexible and responsive approach. This 
involves being agile in your marketing and sales strategies and being ready to pivot your product 
development in response to changing customer preferences.

•	 Retention of Talent: The fast-paced nature of the sector means employees are often 
tempted by rival firms or entrepreneurial ventures. Additionally, evolving technologies 
demand continuous upskilling, making talent retention a constant effort. Companies must 
offer competitive compensation, growth opportunities, and a compelling workplace culture to 
combat attrition and nurture long-term talent stability.
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Strategies for Successfully Scaling Your 
Go-to-Market Team

Strategic Talent Acquisition
The success of a GTM team heavily relies on having the right talent. Identifying key roles and skill sets is the 
first step in building a team that can navigate the complexities of the SaaS market. In today’s competitive 
landscape, finding individuals with expertise in digital marketing, data analytics, and customer relationship 
management is crucial. 

Partnering with recruitment specialists like Harvey Thomas is a strategic move. We can help with providing 
an effective GTM hiring strategy, as well as acquisition, including assistance with role identification and 
need-analysis. 

Effective Technology Integration
Integrating the latest SaaS tools is essential for enhancing team efficiency. The focus should be on selecting tools 
that streamline workflows and improve data analysis capabilities. However, the introduction of new tools must be 
complemented with adequate training and upskilling of the team. Ensuring that your team is proficient in these 
technologies is vital for maximising their potential and keeping your operations at the cutting edge.

Building a Collaborative Culture
A collaborative team culture is fundamental in today’s SaaS industry. Encouraging open communication and 
teamwork ensures the alignment of goals and strategies across various departments. This can be achieved 
through regular team meetings and the use of collaborative tools, fostering a unified and efficient approach 
to market challenges.

Customer-Centric Approach
Adopting a customer-centric approach is more important than ever. Regularly collecting and acting on 
customer feedback allows for the refinement of product offerings and marketing strategies. In an industry 
that is increasingly focusing on customer experience, understanding and responding to customer needs is 
essential for maintaining a competitive edge.

Data-Driven Decision Making
In the current market, making informed decisions based on data analytics is key to a successful GTM strategy. 
Utilising data to understand market trends and customer behaviour enables you to tailor your strategies 
effectively. This approach allows for more precise targeting and optimisation of sales and marketing efforts, 
which is crucial in a market where customer preferences and trends are constantly evolving.
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Adapting to Market Dynamics
The SaaS industry is characterised by its rapid pace of change. An agile and adaptable approach 
is necessary to respond effectively to new technologies, market trends, or shifts in customer 
preferences. This agility allows your business to quickly pivot strategies, maintaining relevance 
and competitiveness in a dynamic market.

Global Perspectives on Scaling GTM Teams
Scaling GTM teams in different regions requires a nuanced approach. In the UK and Europe, there’s 
a focus on aligning with diverse market regulations3 and customer preferences. In regions like the 
UAE, understanding local business practices and cultural nuances is key. For the ROW, companies 
must adapt to a wide range of market dynamics and customer behaviours.

Continuous Learning and Development
The evolving nature of the SaaS industry demands a commitment to continuous learning and 
development. Keeping the team updated with the latest industry trends and best practices is crucial for 
staying ahead in the market. Investing in ongoing training and development programs ensures that your 
team remains skilled and knowledgeable, ready to tackle new challenges.

Measuring and Optimising GTM Performance 
in SaaS
In 2023, measuring and optimising GTM performance in the SaaS industry involves tracking a range 
of key performance indicators (KPIs)2. These metrics provide insights into customer interactions, 
patterns, and preferences, enabling SaaS companies to fine-tune their strategies for better market 
penetration and customer retention. Essential GTM metrics include:

•	 New User Growth Rate: Indicates the rate at which the customer base is expanding.

•	 Customer Acquisition Cost (CAC): Reflects the total expense of acquiring a new customer.

•	 Customer Churn Rate: Measures the percentage of customers discontinuing their subscriptions.

•	 Customer Lifetime Value (LTV): Represents the total revenue expected from a customer over their relationship 
with the company.

•	 Monthly and Annual Recurring Revenue (MRR/ARR): Shows consistent and predictable revenue streams.

•	 Net Promoter Score (NPS): Gauges customer satisfaction and loyalty.

•	 Net Revenue Retention (NRR): Measures the revenue growth from existing customers, accounting for churn, 
expansions, and upgrades, indicating overall customer health.
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Harvey Thomas helps companies in global hiring and team growth by leveraging market expertise, local talent networks, 
and streamlined recruitment processes. We navigate legal compliance, promote diversity and inclusion, and facilitate 
international relocations. We simplify the complexities of hiring across regions, enabling businesses to build diverse, 
talented teams worldwide efficiently.

Adapting to Cultural Nuances in Marketing and Sales

Understanding and adapting to cultural nuances is crucial for successful marketing and sales strategies. This involves 
tailoring communication styles, marketing materials, and sales tactics to resonate with local audiences. It’s about 
respecting cultural differences and leveraging them to build stronger customer relationships.

In our approach to talent acquisition, we break away from conventional industry practices. Unlike relying heavily on 
internet advertising or CV search engines, we prioritise targeting a more passive talent market. Through referrals and 
direct headhunting within our established networks, we access a pool of untapped potential.

Our expertise goes beyond recruitment; we serve as advisors, drawing from our 15 years of experience in supporting 
the software industry. We consult on various aspects, including compensation, organisational structure, recruitment 
processes, candidate attraction, and engagement, all while possessing a deep understanding of competitors and industry 
trends. This experience grants us a high level of credibility among both candidates and clients.

Our unique approach enables us to attract high-calibre candidates that may pose challenges for our competitors to engage. 
We assess and qualify prospective candidates rigorously, guided by our industry knowledge and an acute understanding 
of what constitutes excellence. With a seasoned team, we have built mutual respect with senior-level executives from our 
client organisations.

As recruitment experts, we excel in identifying top-tier candidates through extensive market mapping, extending our 
search capabilities across the UK, US, and EMEA regions. Moreover, our reputation extends globally, with European & US 
clients preferring our services over local alternatives. Our commitment to excellence and deep industry insights set us 
apart in the ever-evolving world of talent acquisition.

Harvey Thomas can help with regional hiring 
on a global basis, from first in-region hire to 
scaling teams.

The Harvey Thomas Advantage in SaaS 
Recruitment
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What our clients say
	 I had an exceptional experience working with Harvey Thomas, a specialist recruitment agency for the SaaS 
industry. Their in-depth understanding of the sector and extensive network of top talent made the hiring process quick 
and efficient. They took the time to truly understand our company’s culture and needs, delivering exceptional candidates 
who were a perfect fit for our organisation. Harvey Thomas exceeded our expectations and I highly recommend their 
services.

	 From the very first interaction, Harvey Thomas demonstrated a deep understanding of our specific needs and 
requirements. Tony took the time to thoroughly comprehend our company culture, goals, and the qualifications necessary 
for the positions we needed to fill.

	 Harvey Thomas has become our go-to recruitment agency for all our SaaS sales hiring needs.  The team is highly 
professional, knowledgeable and responsive. We’ve had a great success with the candidates they’ve brought to us.

	 I recently engaged Harvey Thomas to assist us with a Senior sales role we were looking to fill and have been 
extremely impressed with the service we received.  Jon worked closely with me on agreeing the ideal candidate profile 
and provided valuable insight and advice throughout the process. I would highly recommend Jon to any company looking 
to secure key senior hires.

 

	 Harvey Thomas has shown a great performance in a very short time for us. We hope to maintain the same through 
this year too.
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Looking Ahead: Future Trends in 
Scaling GTM Teams

Harvey Thomas’ Proactive Approach to 
Industry Changes

As we look towards the future of scaling GTM teams in the SaaS industry, several key trends are anticipated to shape the 
landscape in 2024 and beyond:

•	 Evolution of the SaaS Sales Motion: Traditional sales roles in SaaS are evolving. Companies are moving away from a 
one-size-fits-all approach to sales hiring, focusing instead on specific skill sets tailored to their unique market challenges.

•	 Increasing Use of AI and Machine Learning: AI and ML tools are becoming more integrated into the recruitment and 
operational processes of GTM teams. These technologies are streamlining workflows and playing a significant role in the 
interview and onboarding processes.

•	 Data-Driven Candidate Sourcing: With a shift towards more focused recruiting, data is playing a crucial role in finding 
suitable candidates. Platforms that provide insights into key performance indicators are gaining popularity for their ability 
to identify ideal candidates quickly.

•	 Emphasis on Soft Skills: Emotional intelligence and interpersonal skills are becoming increasingly important, especially in 
customer-facing roles like sales and customer success.

•	 Flexibility for Remote Hiring: The trend towards remote and hybrid work options is expected to continue, with companies 
needing to be flexible in their hiring practices to ensure coverage in all their markets.

•	 Internal Mobility: Shifting existing employees across roles or departments to optimise talent and adapt to market changes

Harvey Thomas is well-positioned to adapt to these emerging trends. Our deep understanding of the SaaS market allows us 
to anticipate changes and adjust our recruitment strategies accordingly. By staying ahead of industry developments, we can 
continue to provide top talent that meets the evolving needs of SaaS companies.

For SaaS companies looking to scale their GTM teams, staying ahead means being adaptable to these trends. It involves 
embracing new technologies, valuing soft skills as much as technical expertise, and being open to flexible work arrangements. 
Companies that can quickly adapt to these changes will be better positioned to attract top talent and succeed in the competitive 
SaaS marketplace.

As the SaaS world continues to evolve at a breakneck pace, the key to success lies in building a GTM team that’s not just skilled 
but also adaptable to the ever-changing landscape. The rise of AI, a focus on niche skills, and the growing importance of soft 
skills mark this journey. 

Harvey Thomas emerges as a beacon in this dynamic, offering deep insight and tailored solutions in SaaS talent acquisition. Our 
dedication to staying ahead of industry trends makes us an invaluable ally for businesses scaling their GTM teams. 

Ready to take your SaaS venture to new heights? Get in touch with our Founder directly at 
jon.eyers@harvey-thomas.com

Sources:

1.	 https://www.fortunebusinessinsights.com/software-as-a-service-saas-market-102222#:~:text=KEY%20MARKET%20INSIGHTS&text=The%20global%20Software%20as%20
a,18.7%25%20during%20the%20forecast%20period.2. https://phrase.com/blog/posts/saas-localization-your-ultimate-checklist-for-success/

2.	 https://userpilot.com/blog/key-performance-indicators-saas/#:~:text=What%20are%20key%20performance%20indicators?%20A%20key,are%20three%20KPIs%20most%20SaaS%20
businesses%20use.

3.	 https://www.britishcouncil.org/about-us/our-values/equality-diversity-inclusion

13

Scaling your GTM team in the SaaS Industry  |   www.harvey-thomas.com



The Global Software Industry Recruitment Specialists
 www.harvey-thomas.com


