
Long Bets

Matt
Du Pont



sss2024@matthewfdupont.com | progressperhour.com 

Long Bets

What should you do differently if you9re going to be an IC 
seller for 5 additional years or more?
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Pursuing a specific specialization

Fighting against monotony

Mastering cross-company tools

Entering and exiting companies well

Curating relationships
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"I fear not the man who has practiced 

10,000 kicks once, but I fear the man 

who has practiced one kick 10,000 

times= -Bruce Lee
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Not specific (2017): <I will be great at sales=
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Not specific (2017): <I will be great at sales=

Getting there (2019): <I'm not in the 0.1% of 'salespeople selling technical 

products to smart people' yet, but I will be someday. That's been my 

consistent goal since 2019.= 
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Highly specific (2023): <I will become one of the best 0.1% first five IC sales 
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Highly specific (2023): <I will become one of the 0.1% best first five IC sales

hires for companies selling to engineering, product, and data teams=

ï Autonomy / control over time

ï 5+ years needed to be top tier leader
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Highly specific (2023): <I will become one of the 0.1% best first five IC sales 

hires for companies selling to engineering, product, and data teams=

ï Who I9ve been

ï Who I like

ï Will these people have budget and influence for my entire career?
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Highly specific (2023): <I will become one of the 0.1% best first five IC sales 

hires for companies selling to engineering, product, and data teams=

ï Wide territory (frequent relocation, network)

ï Process influence
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Pursuing a specific specialization

Fighting against monotony

Mastering cross-company tools

Entering and exiting companies well

Curating relationships
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https://github.com/mattdp/lisztomania

https://github.com/mattdp/lisztomania
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Pursuing a specific specialization

Fighting against monotony

Mastering cross-company tools

Entering and exiting companies well

Curating relationships
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Tools you control Tools set by your company

To do list Call recording software

Personal playbooks Wiki/Notion/SharePoint

Text expansion Sequencing platform

Personal CRM Company CRM

Commission tracking

Generative AI prompts
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Hi, Matt from GrowthBook here. Pleasure meeting 

you today and discussing experimentation! As 

promised, here9s more information on our Google 

Analytics integration, and a link to join our Slack 

community. 

Best,

Matt

https://docs.growthbook.io/guide/GA4-google-analytics
https://slack.growthbook.io/?ref=mdp


sss2024@matthewfdupont.com | progressperhour.com 

Hi, Matt from GrowthBook here. Pleasure meeting 

you today and discussing experimentation! As 

promised, here9s more information on our Google 

Analytics integration, and a link to join our Slack 

community. 

Best,

Matt

zgb

zple

zx

zga4

zslack

zbv

https://docs.growthbook.io/guide/GA4-google-analytics
https://slack.growthbook.io/?ref=mdp


sss2024@matthewfdupont.com | progressperhour.com 



sss2024@matthewfdupont.com | progressperhour.com 



sss2024@matthewfdupont.com | progressperhour.com 

Pursuing a specific specialization

Fighting against monotony

Mastering cross-company tools

Entering and exiting companies well

Curating relationships



sss2024@matthewfdupont.com | progressperhour.com 



sss2024@matthewfdupont.com | progressperhour.com 

[key reasons I9m a good candidate]

Because things are so good right now, I'm only considering opportunities where I feel 
there's:
- Exceptional product market fit
- Engineering/PM/data as a key buyer
- 75% chance of earning >= $425k pretax cash in my first year (earnings, not 
necessarily OTE)

If you'd like to proceed, please send me:
- Company name
- Job description
- Compensation range, including cash + equity
- How would I come to believe I could make $425k+ in the first 12 months?
- What questions would you have before making a company intro? Since initial 
recruiter screens are generally quite similar, happy to send written async answers 
since that's way faster for me over time than having similar calls repeatedly

I understand you may be in a commissioned role, and will take my next steps by 
working with you if there might be a possible fit with the company.

1
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progressperhour.com/interviews

http://progressperhour.com/interviews
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