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RISE ABOVE  
THE RESUME PILE  

& LAND A 
STARTUP JOB



WHAT WE’LL COVER TONIGHT

➤ What you should know before applying 

➤ How to build your network in a genuine, non-annoying way 

➤ Steps to take when submitting an application online



WHAT MAKES A STARTUP DIFFERENT?

➤ Designed to grow at a very rapid pace 
➤ Usually 1 of 2 goals: 

➤ Get acquired - make a large profit in the buyout 

➤ IPO - open their stock to the public 

➤ Some may want to keep running the business indefinitely - not that common 
➤ Rapid growth requires: 

➤ Starting lean at beginning - small team, limited resources 

➤ Rapid & frequent structural change, workload change 

➤ Early team: responsible for figuring out what the product even is 

➤ How to position it effectively, market it effectively, build it over time 
➤ Smart ones: hellbent on efficiency



WHY WORK FOR A STARTUP?
➤ Evaluate your priorities 

➤ What work styles / environments makes you feel most fulfilled? 

➤ Lots of freedom to complete the work as you see fit / very little red tape? Or ongoing 
coaching, structure, guidance? 

➤ Lower/mid-range salary, huge opportunity for growth? Or higher salary, more reliable 
employment? 

➤ What work styles / environments make you feel most frustrated / unhappy? 

➤ Daily routine that never changes / inability to “choose your own destiny”? Or chaos & 
lack of direction 

➤ Lots of bureaucracy & red tape? Or very little coaching, management, feedback? 

➤ Rigid 8:59-5:01 schedule? Or frequent overtime, extreme accountability? 

➤ Will help you decide: 

➤ Whether you want to be part of a startup at all 

➤ If you do, what stage you should seek out



STARTUP STAGES



STARTUP STAGES, #1: PRE-MARKET FIT, EARLY MARKET FIT
➤ PROS: 

➤ Don’t know what works/doesn’t work yet: exciting for creative problem solvers, strategists 

➤ Lots of potential to provide concrete value - rewarding, great on future resume 
➤ Huge amount of freedom - no processes, rules in place 

➤ You help shape the culture 
➤ CONS: 

➤ No guidelines, structure to guide you 
➤ Your boss (probably a founder/exec) will have very little time to train & coach you 
➤ Salary - probably below market value 

➤ High level of accountability, pressure - very easy to see when you’re not doing your work 
➤ HOW TO TELL: 

➤ Hard to, honestly. Probable signs: 
➤ 1-10 employees (not always an indicator) 

➤ Completely bootstrapped or only taken seed money (not always an indicator) 
➤ Very little press coverage, blog writeups, etc -- not well known in their field yet 

➤ This is where having a network comes in handy



STARTUP STAGES, # 2: MARKET FIT ESTABLISHED, AIMING FOR HIGH GROWTH

➤ PROS: 

➤ Exciting for “improvers,” people who love creating a process - growth has been 
chaotic thus far, systems need to be put in place to make it sustainable 

➤ Slightly better salary rates 

➤ Still tons of room to provide concrete value 

➤ You’re still helping shape the culture 

➤ CONS: 

➤ Accountability & pressure still very high 

➤ Will often need to make decisions w/ incomplete information, create order from chaos 

➤ HOW TO TELL: 

➤ 11-50, or 11-100 employees (not always an indicator) 

➤ Generating $1-2M ARR 

➤ On LinkedIn, probably have several people w/ titles like “Director,” “Manager” or 
“Lead” but very few junior employees under those people



STARTUP STAGES, #3: PROCESSES OVER CHAOS

➤ PROS: 

➤ More structure, guidance available to help you measure your performance 

➤ Great for someone who wants to improve a very specific skill / skill set 

➤ CONS: 

➤ More structure = less freedom to do as you see fit 

➤ More bureaucracy / need for approval when making decisions 

➤ Culture pretty established - you fit, or you don’t 

➤ HOW TO TELL: 

➤ 100-200 employees 

➤ Not always an indicator, but if the company has achieved high growth, 
should be at or past $10M ARR



STARTUP STAGES, #4: ESTABLISHED

➤ PROS: 

➤ Plenty of structure, guidance, training available 

➤ Path of career growth is very clear 

➤ No more “wearing many hats” life 

➤ Salary closest to / at market rate 

➤ CONS: 

➤ Not really at a “startup” anymore 

➤ Approval processes set in stone 

➤ No more “wearing many hats” life 

➤ HOW TO TELL: 

➤ 200+ employees



TOOLS TO USE

➤ LinkedIn  
 
 

➤ CrunchBase



NETWORKING



BUILDING YOUR NETWORK WITHOUT BEING ANNOYING

➤ “It’s not what you know, it’s who you know” = TOO TRUE 

➤ Networking won’t automatically land you a job, but gets you: 

➤ Good references 

➤ Potential connections to interviews 

➤ There is a RIGHT and a WRONG way. Tips: 

➤ Show interest in the other person. What are they liking about their 
job right now? What’s the their biggest challenge right now? 

➤ Not trying to interrogate them — just get them talking. People 
LOVE talking about themselves (and, weirdly, they’ll remember you 
as more interesting). 

➤ You want to establish yourself as a) a peer, and/or b) eager to learn.



WHERE TO BUILD YOUR NETWORK

➤ “Networking” events will be full of people just like you. 

➤ If you’re targeting specific companies, figure out where their 
employees are going. Be there. 

➤ Cause-oriented events - ATLeaders 

➤ Events with a speaker / panel of speakers 

➤ General Assembly 

➤ Atlanta Tech Village 

➤ Read Hypepotamus to learn about all the ATL events 

➤ Twitter = great networking for shy people



APPLYING



DON’T JUST SUBMIT YOUR RESUME & WAIT. SELL MEEEEEEEE.

➤ Hiring you is an investment of my company’s money and my 
time. So really, it’s a big—risky—purchase for us. 

➤ Time to interview you, when we need to do a million other 
things 

➤ Money to pay your salary 

➤ Time to train you on the product 

➤ Time to train you on the job 

➤ Will probably be months before you’re fully ramped and self-
sufficient 

➤ So if I’m going to make that “purchase,” you’ve gotta prove it’s 
worth it.



APPLICATION DO’S & DON’TS - STRUCTURE

➤ DO #1: include a cover letter 

➤ DON’T #1: write in flowery, generic, or overly formal 
language 

➤ Solid format: 

➤ Where did you hear about the position? 

➤ What have you done that proves you’re the perfect fit? 

➤ Why do you want to work here vs. somewhere else? 

➤ Where can I learn more about you? 

➤ CTA (call to action)



GENERIC, FLOWERY LANGUAGE: EXAMPLES



APPLICATION DO’S & DON’TS - STRUCTURE

➤ DO #2: set your resume apart visually 

➤ Doesn’t have to be flashy if that’s not your personality 

➤ But anything besides plain black and white will set you 
slightly apart from the pile 

➤ DON’T #2: start with your education first, or include an 
“objective” section at all. More useful: 

➤ [Role-oriented] experience 

➤ [Role-oriented] skills & certifications 

➤ Awards, recognition, honors, publications 

➤ Education



YES!

NO!



APPLICATION DO’S & DON’TS - STRUCTURE

➤ DO #3: be thoughtful about your online presence 

➤ Especially important if you’re applying for a customer-facing role (marketing, 
sales, success/support, account management) 

➤ Consistent profile photo across all platforms 

➤ If spelling isn’t your forte, or you don’t want to worry about being “on brand,” 
just make your social profiles private 

➤ DON’T #3: make it hard for me to find you on the internet 

➤ Simple option: updated LinkedIn profile consistent with your resume 

➤ A step up: personal website with… 

➤ A better bio than what fits on a resume/in a cover letter 

➤ The bigger picture about you - how you move through the world 

➤ https://www.themuse.com/advice/your-stepbystep-guide-to-building-your-
personal-website-in-a-week

https://www.themuse.com/advice/your-stepbystep-guide-to-building-your-personal-website-in-a-week


APPLICATION DO’S & DON’TS: CONTENT
➤ DON’T #1: make it all about you. 

➤ “Hire me! I have X credential!” (degree, # years experience) 

➤ Mentioning that you’re just looking for any job, seriously anything 
➤ DO #1: make it all about the value you can provide. 

➤ Get specific. Think about the other side’s motivation. 

➤ They need to achieve X, Y, Z. How can you prove you’re capable of doing that for them? 

➤ Related results you’ve achieved in previous jobs 

➤ Start reading up on the industry—then publish something (LinkedIn article, video 
tutorial on a skill you’re learning, podcast, blog post on Medium, etc) 

➤ Think like a consultant 

➤ Ask about company’s current challenges (end of cover letter, in interview, etc) 
➤ What specific goals do they need the person in this role to achieve? 

➤ Do you have experience that relates? If not, are there any strategies, tools, etc 
you’ve heard of that could help them?



APPLICATION DO’S & DON’TS: CONTENT

➤ DON’T #2: list all your responsibilities / daily chores
What were the expectations?  
How did you exceed them?

Were you in charge of  
maintaining a specific inflow of  
$$ or # of client contracts?

Generic descriptions of  
ANY client-facing role

“Maximum” compared to what? Did you  
make more sales than the average rep?  
How much more? How consistently?

How much $$ worth of new business?  
Or, how many new customers?



APPLICATION DO’S & DON’TS: CONTENT

➤ DO #2: tell me about the value you created / results you achieved 

➤ Good rule of thumb: relate an idea, or responsibility, or job 
description to a hard number that benefited the company in 
some way 

➤ $$ earned / saved 

➤ # customers brought on, maintained, prevented from leaving 

➤ Example: “Managed client relationships” —> “Maintained 
steady inflow of $200,000 annually from existing clients” 

➤ If your past work hasn’t been numbers-focused, think about 
the end goal of your projects. Is there some way to show / give 
examples of what a great job you did?



APPLICATION DO’S & DON’TS: CONTENT

➤ DON’T #3: send your materials to just a generic email or 
application page 

➤ Or at least, don’t stop there and assume someone is 
reading your stuff 

➤ DO #3: find the right person, and address everything to them 

➤ “To whom it may concern” / “dear hiring manager” = NO. 

➤ Early-stage startups are not that big. Find the company on 
LinkedIn, skim through their employees, address your 
material to the person whose title is most closely related 

➤ Email them directly—a short, polite note is all it takes



APPLICATION DO’S & DON’TS: CONTENT

➤ DON’T #4: bash your old company, coworkers or job 

➤ It’s okay to be frustrated with your current/previous situation—
but don’t dwell on this 

➤ If you keep talking negatively about your last company, boss, 
etc., what’s going to stop you from doing that here? 

➤ DO #4: tell me what initiatives you took to improve negative 
situations 

➤ Anyone can point out problems. How did you try to solve them? 

➤ Pretend you’re the CEO, manager, etc. of your last company. 
What would you have done differently to improve the situation? 

➤ If that situation occurs here, how will you handle it?



BRINGING IT ALL 
TOGETHER



TL;DR

➤ Know your priorities of work style, schedule, salary, etc. to determine 
where you’ll fit best & feel most fulfilled. 

➤ Build a genuine network. Aim to learn about other people & help them. 

➤ Avoid out the same generic resume & cover letter to every open 
position. 

➤ Don’t just say you’re passionate, driven, ambitious, etc. Prove it with 
examples. 

➤ Prove you understand the company’s needs—or at least, that you want 
to understand them—and that you have what it takes to meet them. 

➤ Think & speak in terms of results, not day-to-day responsibilities. 

➤ Be thoughtful in 1) your online presence, 2) who you send your 
application to, 3) how you talk about previous job situations



FREE TOOLS TO START USING TODAY

➤ LinkedIn - figure out company size, who’s who,  
publish articles 

➤ Emailhunter 
 
  

➤ Rapportive 

➤ Streak

http://linkedin.com
http://emailhunter.co
http://rapportive.com
http://streak.com


FREE TOOLS TO START USING TODAY (CONTINUED)
➤ Grammarly - spellcheck for your grammar 

➤ Hemingway  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

➤ Strikingly or about.me - personal website 

➤ Medium - easy, professional-looking blogging platform

http://grammarly.com
http://hemingwayapp.com
http://strikingly.com
http://about.me
http://medium.com


FURTHER READING
➤ Startups (especially software startups) in general: 

➤ SaaStr 

➤ Hiten’s SaaS Weekly 

➤ David Cummings on Startups 

➤ Inside Intercom 

➤ Marketing / Growth 

➤ Traction: a startup guide to getting customers 

➤ Copy Hackers 

➤ Andrew Chen 

➤ Hubspot - Marketing 

➤ Unbounce 

➤ Sales 

➤ Predictable Revenue 

➤ Hubspot - Sales 

➤ A Sales Guy 

➤ Customer Success 

➤ Help Scout 

➤ Amity 

➤ Groove Support

https://www.saastr.com/
http://hiten.com/
https://davidcummings.org/
https://blog.intercom.io/
https://www.amazon.com/Traction-Startup-Guide-Getting-Customers/dp/0976339609
https://copyhackers.com/
http://andrewchen.co/
http://blog.hubspot.com/marketing
http://unbounce.com/blog/
http://predictablerevenue.com/
http://blog.hubspot.com/sales
http://asalesguy.com/
https://www.helpscout.net/blog/#support
http://customer-success.getamity.com/h/c/217107-amity-blog
https://www.groovehq.com/support


NEXT STEPS

➤ Download these slides: freegoods.strikingly.com 

➤ Let’s connect! clairesuellentrop.strikingly.com

http://freegoods.strikingly.com
http://clairesuellentrop.strikingly.com

