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Startup Velocity – Measuring Growth and Success Before Generating 
Revenue 

 
For startups, speed is everything. There is always someone coming from above 
or underneath that’s eager to eat your lunch – and dinner, too. You may feel 
that you’re early to a market or that you have a technological edge, but those 
are eroded quickly as the pace of innovation accelerates.  

Well-established larger companies can afford to allow ideas to sprout in desk 
cubicles and meeting rooms before slowly trickling to the decision-makers. 
However, this relaxed pace isn't something that startups can afford.  

Every day in startup land is like a month, and I like to share with founders that 
from the moment they raise capital, it’s a ticking time bomb until your next 
round at which point you have to deliver results and justify the next capital 
raise.  

Not long ago, a seed round was $1m and that was enough to take you to $1m in 
ARR which was the standard requirement for raising round A. The paradox of 
today’s startup environment is that companies are raising more than ever to 
get off the ground but taking longer than ever to deliver ARR. It’s not uncommon 
today to see companies with $100-300k ARR raising sizable Series A rounds. 

So how do we at Ibex Investors measure startup velocity in the absence of 
revenue? How can startups ensure that they’re on the right track and able to 
convey a company’s worth to investors? There are three main pillars that we 
measure early velocity on: Hiring, Marketing, and Product. Let’s dive in. 

Hiring Velocity 

Recruiting is often considered the most challenging part of managing a startup, 
and with good reason. Nailing hiring can leverage the founders tenfold. Getting it 
wrong can mean killing your startup before it's had a chance to get off the 
ground. In other words, your company is only as good as the people in it, and in 
the early days, people are everything.  

A good sign for investors is a founding team that recruited away talent from 
their former companies and are recreating in their new environment the mesh 
that previously worked elsewhere. Another good sign is an early stage team 
that managed to attract top talent for mid-level and senior management 
positions, despite the lack of name-brand recognition or accolades usually 
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reserved for more established companies. 
 
We’ll look at how long positions stay open for. Can the startup founders tap 
their networks to hire or do they have to rely on third party help? How 
empowered do their new hires feel? How happy are they? Do they churn out 
quickly or do they dig in and form part of the core team? 

Because founders need to be salespeople – and not just for customers, but also 
for investors and for talent, early signs of them being able to hire is a positive 
indication of their ability to sell to customers and investors in the future.  

Marketing Velocity  

A second important measure of early stage startup velocity is marketing. It 
should come as no surprise that marketing is a critical activity for any aspiring 
startup. No one has heard of your product or company on day one, and people 
can't buy products they've never heard of. However, the most critical marketing 
KPIs for startups are different from those of more mature companies. So, what 
are the best ways to measure a team’s strength via their marketing strategy? 

Has the company set up an attractive webpage with content, career page, 
white papers, early customer logos, and an Intercom icon? Is the website well 
designed or does it look like a Wix template stopped midway through? Are they 
churning out content like blog posts, webinars, interviews, and ebooks to post 
on their site? Are they sharing these digital assets with content syndication 
networks? Are they setting up backlinks to drive traffic to your website? Have 
they used a PR agency to get published in industry newsletters and outlets? Is 
someone updating their social media pages 3 times a week or was their last 
post from 3 months ago?  

It takes months and years to build up an audience and for Google to rank your 
page, so the time to start working on marketing is on day 1, and that means 
making a marketing hire to manage the entire function. Many early stage 
startups have a tendency to push marketing off until the product “is ready”, but 
what happens when you bring a product to the market and no one knows about 
it? Like a child learning to crawl before you can walk, so too a startup needs to 
flex its marketing muscle before it can sell. 

Product Velocity 

After raising seed, most founding teams will get straight to work building out 
the product. With the right team at hand, you’ll be building out the backend, 
applying modern UI, and developing a roadmap with all the features you’ve ever 
imagined. 
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When measuring product velocity, investors will want to see that you’re not 
operating inside a vacuum. We’ll look for how how quickly you’re iterating, 
performing user testing, incorporating customer feedback, and implementing 
new features. 

Whether taking a B2B or B2C approach, we’ll want to see that you have a big 
enough audience that’s guiding the way. A group of 200 beta users that’s 
offering real feedback is better than 20, and 4 true design partners is better 
than 1.  
 
In Conclusion 

In the absence of ARR, you can point to velocity outside of the revenue line and 
show that you’re on the path to startup success – and to that Series A. Think 
big, and remember that the trend is your friend. You’ll start small, but we’ll want 
to see constant improvements and growth across various functions and 
categories from month to month. 
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Disclaimer  

This article is for informational purposes only and represents the opinions and 
views of the author. It is not designed to cover every aspect of the relevant 
markets and is not intended to be used as a general guide to investing or as a 
source of any specific investment recommendation. It is not intended as an offer 
or solicitation for the purchase or sale of any financial instrument, investment 
product or service. This material does not constitute investment advice, nor is it 
a substitute for such professional advice or services, nor should it be used as a 
basis for any decision or action that may affect your business. Before making any 
decision or taking any action that may affect your business, you should consult a 
qualified professional adviser. Ibex Investors LLC (“Ibex”) is not responsible for 
investment results or actions taken based on any recommendations or viewpoints 
presented in this article.  

This article contains information and data compiled from sources the author has 
deemed reliable. Ibex is not responsible for errors or omissions in this information 
and no representation or warranty, express or implied, is made by Ibex as to its 
accuracy, completeness or correctness. Additionally, this article contains 
forward-looking statements and actual results may differ materially from those 
contemplated by such forward-looking statements.  Ibex undertakes no 
obligation to update these statements as a result of new information or future 
events.   

 

 

 

 

 

 

 


