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Finding Clarity Amidst
Complexity: Hiring

Challenges Within SaaS
Portfolios



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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Investors with a significant number of SaaS businesses within their portfolio often
find themselves navigating a dynamic landscape filled with both immense
opportunities and unique challenges. On one hand, SaaS companies boast scalable
revenue models, recurring revenue streams, and the potential for rapid growth,
making them highly attractive investment targets. However, managing a diverse
portfolio of SaaS ventures requires a keen understanding of the nuances inherent in
each business model, as well as the ability to adapt to shifting market trends and
customer demands.

One of the primary challenges facing investors with multiple SaaS businesses in their
portfolio is the need for effective portfolio diversification and risk management.
While SaaS companies offer the promise of high returns, they are also susceptible to
market fluctuations, competitive pressures, and evolving technological landscapes.
As such, investors must carefully balance their portfolios to mitigate risk while
maximising potential returns. This entails conducting thorough due diligence on each
prospective investment and assessing factors such as market opportunity,
competitive positioning, and revenue scalability. Additionally, investors must actively
monitor their SaaS investments post-acquisition, providing strategic guidance,
operational support, and access to resources that can help drive growth and mitigate
risks over the long term. By taking a proactive approach to portfolio management
and leveraging their expertise in the SaaS space, investors can capitalise on the
immense potential of these innovative businesses while minimising exposure to
potential pitfalls.

Challenges and Opportunities for Investors

If you think finding the right talent for your SaaS company is a never-ending uphill
battle, you're not alone. The SaaS landscape is notoriously complex, with niche skills
and a fiercely competitive talent pool. But here's the thing: the hiring process doesn't
have to be a soul-crushing endeavour.  

In this guide we’ll explore why finding the perfect fit for those highly specific roles
feels so difficult and offer some strategies for navigating the chaos. After all, your SaaS
portfolio deserves a team that can truly propel it forward.
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One of the paramount hurdles faced by SaaS
firms revolves around the imperative to curtail
operational expenditure while concurrently
boosting profitability. As the market matures and
competition intensifies, companies are under
mounting pressure to optimise their cost
structures without compromising the quality of
their products or services. Achieving this delicate
balance demands a holistic approach
encompassing streamlined internal processes,
efficient resource allocation, and strategic
investments in technologies such as automation
and AI, which can enhance operational efficiency
and drive down costs across the board.

Moreover, SaaS firms are confronted with the
perennial challenge of escalating customer
acquisition costs (CAC), which can erode profit
margins and impede sustainable growth
trajectories. In an increasingly crowded
marketplace, acquiring new customers has
become an expensive endeavour, necessitating
innovative strategies to optimise marketing
spend, refine targeting approaches, and enhance
conversion rates. The issue of churn looms large
on the horizon, as companies grapple with the
imperative to retain existing customers and
maximise lifetime value. Lengthening sales
cycles and customer journeys further compound
these challenges, as prolonged decision-making
processes and complex buying dynamics
necessitate tailored approaches to engagement
and relationship-building. To surmount these
obstacles, SaaS firms must adopt a multifaceted
approach encompassing customer-centricity,
data-driven insights, and agile methodologies,
which can empower them to adapt to evolving
market dynamics and forge enduring
relationships with their clientele.
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Current Key Challenges faced by SaaS Firms

Understanding Investor Pain
Points in Hiring and Scaling 

As SaaS companies expand,
investors often grapple with several
critical challenges that can
significantly affect scalability and
overall success. A report from
PitchGround highlights that nearly
92% of SaaS startups fail  within
three years due to reasons like poor
product-market fit and inadequate
customer retention strategies. This
statistic underscores the difficulty of
scaling in the SaaS industry and
points to the necessity of robust
strategic planning and execution.
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Rapid Scaling vs. Quality Control
Investors are frequently caught between rapid growth
and maintaining quality. Rapid hiring can dilute
company culture and decrease the overall quality of
operations, potentially leading to inefficiencies and
increased churn rates.

Management and Leadership Development
As companies scale, the need for experienced managers and leaders becomes more
critical. Investors find it challenging to ensure that their portfolio companies have
strong leadership teams capable of making strategic decisions and driving growth.
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Finding the Right Talent
Investors and founders frequently face the tough task of identifying skilled
professionals. The quest for top talent becomes even more challenging, given the fierce
competition in emerging technologies. Moreover, a significant number of organisations
—21% to be exact—recognise onboarding new hires as a crucial sales challenge3. 

21% of organisations
recognise onboarding
new hires as a crucial

sales challenge. 

Adapting to Market Needs
As the market evolves, SaaS companies must continuously adapt their products
to meet customer demands. This often requires hiring individuals with new or
different skill sets, adding another layer of complexity to the hiring process.

Sustaining Innovation
With growth, maintaining an innovative edge becomes difficult. Scaling companies
must attract and retain talent who are not only operationally efficient but also forward-
thinking to keep the product or service at the cutting edge.
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Strategic Solutions to Mitigate Pain Points
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Enhanced Recruitment Processes: Implementing more rigorous recruitment processes that
focus on both technical skills and cultural fit can help in acquiring the right talent.
Leadership Development Programs: Developing internal talent for leadership roles through
comprehensive training programs can prepare employees to take on more significant
challenges as the company grows.
Fostering Innovation: Encouraging a culture of innovation within the company not only
attracts top talent but also ensures that the company continues to evolve in line with
market demands.
Customer-Centric Product Development: By staying aligned with customer feedback and
evolving market needs, companies can better tailor their hiring strategies to meet specific
product development goals.

Investors play a pivotal role in guiding these strategies. They leverage their
experience and networks to provide SaaS companies with the resources they
need to overcome these hurdles effectively. Ensuring a focus on strategic
hiring and scaling can significantly enhance a company's ability to grow
sustainably and successfully.

To address these challenges, investors and SaaS companies can employ several
strategies:



Access to Top Talent: 
The 10% Advantage 
This misdirection not only prolongs the hiring
process but also impacts the quality of hires, which
is crucial in a sector driven by rapid technological
advances and intense market competition.
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About 90% of SaaS
companies are looking for
salespeople in the wrong
places, underscoring the

need for more strategic and
effective recruitment

methods.

Here’s where Harvey Thomas's 10% Advantage
Strategy comes in
We focus on sourcing talent that ranks within the top 10% of their field. This approach
involves a rigorous selection process that assesses candidates based on their
professional skills and experiences and their potential to drive innovation and
adaptability within fast-evolving sectors like SaaS. 

By concentrating on this elite group, we ensure that our clients have access to
individuals who are not just fit for the job but are likely to exceed performance
expectations and bring transformative impacts to the teams they join.

Accelerating Time to Profitability
The "10% advantage" directly contributes to accelerating time to profitability for our
clients. By filling critical roles with top-tier talent, companies can significantly shorten
the ramp-up time for new projects and initiatives. 

These high-performing individuals are capable of quickly understanding complex market
dynamics and efficiently implementing effective strategies, which enhances productivity
and leads to faster achievement of financial goals. The strategic input and execution
capabilities of top-tier talent directly translate into better business outcomes, making a
substantial difference in competitive markets where rapid growth and scalability are
essential.
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Ring-Fencing Talent: Building Robust
Talent Pools 

Early Stage Startups
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Harvey Thomas specialises in providing a dedicated search service tailored to investors'
portfolios of SaaS businesses, offering exclusive access to a coveted pool of high-caliber
candidates. By partnering with us, investors can ensure that their portfolio companies have the
competitive edge of securing first dibs on top-tier hires.

Harvey Thomas recognises that investors in the SaaS and software sectors have varied needs
based on the maturity and market positioning of their portfolios. To address these diverse
requirements, we offer customised recruitment solutions:

Managing Portfolios: Customised Solutions for Investors

Growth Stage Firms

Established Entities

These tailored approaches ensure that each investor can maximise the potential of
their portfolio companies by having the right talent in place, aligned with their
specific growth phases and business goals.
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Focusing on flexibility and scalability, we help nascent companies build their
foundational teams with versatile talent capable of wearing multiple hats.

For companies looking to scale, they provide candidates who specialise in
scaling operations efficiently, driving customer acquisition, and managing larger
teams.

At this stage, we source seasoned executives with experience in sustaining
growth, managing complex investor relationships, and navigating through
market saturation.



When it comes to boosting your company’s bottom line, the
recruitment of individuals who can directly impact revenue
is crucial. At Harvey Thomas, our approach is both strategic
and data-driven, focusing on identifying candidates who are
not just skilled but also have a proven track record of
generating revenue in past roles. This involves:

Performance Metrics Analysis: Evaluate candidates
based on specific performance metrics that correlate
with revenue generation, such as sales conversion rates,
deal size, and customer retention rates.

Role-Specific Case Studies: During the interview
process, candidates may be asked to solve case studies
or simulate scenarios that they are likely to encounter
in their roles, providing tangible evidence of their
ability to drive revenue.

We leverage advanced analytics and data analysis tools to
scrutinise candidates' past performance and predict their
potential success in new roles. This not only streamlines
the hiring process but also increases the accuracy in
selecting candidates who are most likely to enhance
revenue generation capabilities.
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Maximising ROI: Identifying Revenue-
Generating Individuals 

Retention is just as critical as recruitment in maintaining business growth and stability. We
employ several techniques to ensure high retention rates:

Cultural Fit Evaluation: Recognising that a good cultural fit between the employee and the
company is crucial, we carefully assess candidates' values, work style, and long-term career
goals to match them with the right company culture.

Career Development Opportunities: By prioritising candidates who seek not just a job but a
career path, we help companies invest in individuals who are looking for growth and
learning opportunities, significantly boosting retention.

High employee turnover can be a major drain on resources, leading to increased recruitment
costs and lost productivity. Effective retention strategies lead to enhanced team cohesion and a
more profound accumulation of company-specific knowledge, both of which are critical for
sustained business performance and growth.

High Retention Rates: 
Ensuring Long-Term Success
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Expertise in Recruiting for Investors
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Investors require a recruitment partner who understands the unique challenges and
opportunities within the SaaS sector. We offer bespoke recruitment solutions tailored
to the needs of investors, focusing on:

Rapid Scaling Needs: Whether it's staffing up for a new venture or scaling an
existing one, we provide rapid yet precise recruitment services.

Portfolio Company Support: We understand that each investment might have
different needs based on its stage of development. Therefore, it offers flexible
recruitment strategies that can be adapted as the company grows.

Benefits of a Specialised Approach in the SaaS Sector
A specialised approach allows for a deeper understanding of the industry-specific skills
and qualities that top performers must have. This expertise enables us to not only fill
positions but also to identify and attract candidates who can drive innovation, adapt to
rapidly changing market conditions, and ultimately contribute to a portfolio’s success.

Strategies for Finding Clarity Amidst Complexity 
Hiring the right talent is both critical and complex. Companies must navigate a rapidly
changing technological landscape, diverse customer needs, and intense competition.
Effective strategies for managing these complexities are essential for securing the
right talent and ensuring organisational success.
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Prioritising Cultural Fit Alongside Skill Set
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A key strategy in SaaS hiring is to prioritise cultural fit as much as a technical skill set.
Aligning a candidate’s values with the company’s culture enhances job satisfaction,
boosts retention, and improves overall productivity. Recent studies underscore the
importance of cultural alignment in minimising turnover and its associated costs.
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Agile Approaches to Scaling
Agility in scaling is crucial. This involves adopting flexible hiring practices that can
rapidly adjust to market changes and business needs. By using scalable recruitment
processes, companies can efficiently manage resource allocation, adapting quickly to
the need for increased capacity or specialisation without compromising on quality.

Effective Onboarding Processes
Implementing effective onboarding processes ensures that new hires integrate
smoothly into their roles and the company culture. Structured onboarding, with clear
milestones and support systems, is essential for long-term success in SaaS
environments.

Recent research
highlights that

organisations with
strong onboarding

processes can improve
new hire retention by

over 82% and
productivity by over

70%.

Continuous Evaluation and
Adaptation Through
Iterative Hiring Practices
Iterative hiring practices, where hiring
strategies are continuously evaluated and
adapted, help companies stay aligned with
industry trends and internal goals. This
includes revisiting job descriptions,
selection criteria, and recruitment channels
regularly to ensure they meet the
organisation's current needs and market
conditions. Such practices allow for
refinement in hiring processes, providing the
company remains competitive and can
effectively attract top talent.
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What our clients say
 

 

 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.

 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 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 ser vices.
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Harvey Thomas has shown a great performance in a very short time for us. We hope to
maintain the same through this year too.



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
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Harvey Thomas’ Proactive Approach to
Industry Changes
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