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INTRODUCTION: Tyt

THE $4,200 WAKE-UP CALL

‘ //" ’r \\l‘\ “u

Last Tuesday, | sat across from Sarah, a brilliant founder. She'd built an
incredible product, raised a seed round, and had customers begging to buy.

But she was drowning.
"Eoin," she said, sliding her laptop across the table, "l need help."

On her screen: A spreadsheet with 18 different tools. Monthly cost: $4,200.
Time spent managing them: 20+ hours per week.

Her sales team used one CRM. Marketing used another tool. Customer
success? Different platform entirely. Nothing talked to each other.

The result?

O Leads falling through cracks
O No idea which marketing efforts worked
QO Team spending more time on data entry than selling

O Burning $50,000+ annually on overlapping tools

Sarah isn't alone.

In my role at HubSpot, | work with 50+ VCs and accelerators across Africa,
CEE, and the Middle East. | see this pattern everywhere:

Page 3
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Revenue growth made simple
Brilliant founders. Game-changing products. GTM strategies that are
killing their growth.

This book is about fixing that.

Who This Book Is For

If you're:

O Afounder tired of managing 15+ tools
O Spending more on software than salaries
QO Losing deals because of slow follow-up

O Ready to scale but overwhelmed by complexity

Then keep reading

What You'll Learn

The exact 3-step framework I've used to help hundreds of startups:

O Reduce tools from18to1

QO Cut software costs by 90%

O Increase conversion rates by 340%
QO Scale from $IM to $5M ARR

No theory. No fluff. Just proven strategies you can implement today.

My Promise to You

By the end of this book, you'll have:

O Aclear GTM strategy that actually works
Q Step-by-step implementation guide
O Templates and resources to get started

O Real examples from startups like yours

Let's build a GTM engine that scales.
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CHAPTER 1

WHY YOUR GTM IS

BROKEN
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2010s: The "Predictable Revenue" Era

Remember when Aaron Ross's "Predictable Revenue" was the bible of B2B
sales?

The formula was simple:

QO Hire more SDRs
O Make more calls
O Book more meetings

QO Close more deals

Revenue = Number of Sales Reps x Activity x Conversion Rate
It worked. Until it didn't.
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2020s: The Perfect Storm
This book is about fixing that. 1

Tool Explosion

O 2018: 7,040 marketing tools
O 2023:13,080 marketing tools

O Your team: Drowning in options

Funding Drought

O 2021: Peak funding year
O 2024:78% decrease in available capital

O Your runway: Shorter than ever

Buyer Sophistication

O 57% of purchase journey happens
before talking to sales

QO Buyers expect personalized, relevant
experiences

Q Generic outreach gets ignored

Al Revolution

O November 2022: ChatGPT launches

O Suddenly, everyone can create
content

O Automation is table stakes, not

competitive advantage
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THE REAL COST OF A BROKEN 6TM

Let's do the math on what tool chaos actually costs:
(7 Financial Cost
O Average startup: 15+ tools

O Average cost per tool: $200/month
O Annual tool cost: $36,000+

& Time Cost

O 30 minutes daily per tool for management
O 15tools =75 hours daily
O Annual time waste: 1,950 hours (49 work weeks!)




0

BUILDERS &
FOUNDERS

Helping control your business

Opportunity Cost

O Delayed response to leads: -35% conversion
QO Incomplete data: -50% forecast accuracy

QO Team frustration: 2x higher turnover

Total Impact: $500,000+ in lost revenue annually

THE REAL COST OF A BROKEN GTM

Here's the secret: Your ideal customers don't care about your features. They
care about three things:

O EASY - Can my team use this without a PhD?
O FAST - Will | see results this quarter?
O UNIFIED - Does everything work together?

Your current GTM fails all three tests.

THE NEW GTM REALITY

Modern GTM isn't about more tools or more people. It's about:

O Al-powered efficiency over manual effort
O Unified platforms over point solutions
QO Customer experience over activity metrics

O Profitable growth over growth at all costs

Your current GTM fails all three tests.
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Check how many apply to you:

You use 10+ different tools for sales and marketing
Your team spends 30%+ of time on data entry

You can't answer "What's our CAC?" immediately
Leads regularly slip through the cracks

Your tech stack costs more than an employee
Team complains about tool complexity weekly
You've said "if only these tools talked to each other"
Response time to leads is measured in hours/days
You have no unified view of the customer journey

Scaling feels impossible without hiring more people

OO O0OOO0OO0O0OO0OO0

Score:
O 0-3:You're ahead of the curve
QO 4-6:Time for optimization
Q 7-10: Your GTM is actively limiting growth




THE PATH FORWARD

The good news? You can fix this in 30 days.

The framework in this book has helped startups

O Reduce CAC by 67%

O Increase pipeline by 340%

O Save 20+ hours weekly

O Scale without adding headcount

Ready to join them?
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CHAPTER 2:

THE 3-STEP
FRAMEWORK
OVERVIEW
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THE PHILOSOPHY: DO MORE WITH LESS

Before we dive into tactics, let's establish the core philosophy:

Old Way: More tools = More capability

New Way: Better system = Better results

This framework is built on five principles:

Simplicity Scales

Complex systems break. Simple systems grow. Every additional tool adds:
O Integration complexity
QO Training requirements

QO Failure points

O Maintenance overhead




Speed Wins Deals

In B2B sales, the fastest responder wins 78%
of the time. Your GTM must prioritize:

QO Instant lead notification
O Automated follow-up
QO Seamless handoffs

Data Drives Decisions

You can't improve what you can't measure.
Your GTM needs:

O Single source of truth
O Real-time visibility
O Actionable insights

Experience Beats Features

Your ICP choose based on experience, not
feature lists:

O How easy is onboarding?
O How quickly do they see value?
QO How well do you understand their

journey?

Al Amplifies Everything

Al isn't replacing your team. It's giving them
superpowers:

QO Content creation in minutes
Q Lead scoring on autopilot

Q Personalization at scale

-7
THE REV SYSTEM
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THE FRAMEWORK STRUCTURE

Step 1: ATTRACT (Weeks 1-2)

O Goal: Build a revenue engine that runs itself
QO Focus: Content, lead generation, awareness
O Key Metric: Visitor » Lead conversion

Step 2: ENGAGE (Weeks 3-4)
O Goal: Convert interest into pipeline

Q Focus: Speed, personalization, nurturing
O Key Metric: Lead » Opportunity conversion
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Step 3: DELIGHT (Weeks 5-6)

O Goal: Turn customers into growth multipliers
O Focus: Onboarding, expansion, advocacy

O Key Metric: Customer lifetime value

WHY THIS ORDER MATTERS

Most startups get this backwards. They focus on:

O Closing deals (Step 2)
QO Finding leads (Step 1)
O Maybe keeping customers (Step 3)

This creates a "leaky bucket" - you're constantly filling the top because the
bottom drains out.

Our framework builds a sustainable engine:

O First, create consistent lead flow
O Then, optimize conversion

QO Finally, maximize customer value

Each step builds on the previous, creating compounding returns.
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vienue growth made simple

THE TOOLS QUESTION

"What tools do | need?"
Here's the radical answer: Just one.
A unified platform (like HubSpot Starter) includes:

CRM

Email marketing

Forms and landing pages
Analytics and reporting

Al-powered features

000000

Automation workflows

Cost: Less than what you're paying for just Calendly.

EXPECTED RESULTS TIMELINE

Week 1: Foundation laid, tools consolidated

Week 2: First Al-generated content published

Week 3: Automated sequences launching

Week 4: Pipeline visibility achieved

Week 6: First referrals coming in

Week 8: 2-3x improvement in key metrics

OO0 OO0 O0OO0

Week 12: Scalable, profitable growth engine
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BEFORE WE BEGIN: THE MINDSET
SHIFT

Success with this framework requires three mindset shifts:

From Perfectionism to Progress

Your V1 doesn't need to be perfect. It needs to be live. You'll iterate based
on real data, not assumptions.

From Activity to Outcomes
Stop measuring calls made or emails sent. Start measuring:

O Pipeline generated
Q Conversion rates

Q Customer success

From Tools to Strategy
Tools are just enablers. Strategy drives results. Get clear on:

O Who you serve (your ICP)
O What problems you solve

QO How you deliver value

Ready to build your revenue engine? Let's start with ATTRACT.
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CHAPTER 3:

STEP 1- ATTRACT
(BUILD YOUR
REVENUE ENGINE)
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THE ATTRACTION PROBLEM

Most startups approach lead generation like fishing with a spear:

O Random acts of marketing
O Hoping something works
O Burning cash on ads

O No systematic approach

What you need is a net - a system that consistently brings qualified leads
while you sleep.
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WEEK 1: FOUNDATION BUILDING

Day 1-2: The Great Consolidation

Step 1: Audit Your Current Stack List every tool touching prospects:

O Website/CMS O Analytics
O Forms O CRM
O Email O Chat
O Social media QO Calendar

(% step 2: Calculate True Cost

O Monthly subscription: $____
QO Timeto manage (hours/week): ____
O Integration headaches: Yes/No

(7 step 3: Data Migration Export from all tools:

QO Contact lists
O Email templates

O Form submissions
QO Historical data
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Day 3-4: Set Up Your Hub
Core Setup Checklist:

Import all contacts

Set up custom properties
Create lifecycle stages
Configure lead scoring
Connect website tracking
Set up team users

Enable Al features

OO OO0 O0O0

Lead Scoring Framework:

O Demographics (Job title, company size): 0-30 points

O Behavior (Page views, email opens): 0-40 points

O Engagement (Form fills, content downloads): 0-30 points
QO Hot Lead Threshold: 70+ points

Day 5-7: Build Your Content Machine

Step 1: Audit Your Current Stack List every tool touching prospects:

Instead of spending weeks creating content, use Al to generate 30 days
worth in 30 minutes:

O Define Your Content Pillars
€ Problem awareness (customer pain points)

€ Solution education (how to solve them)

€ Product differentiation (why choose you)
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Revenue growth made simple

Q Create Your Al Brief

Company: [Your startup]
Target Persona: [details]

Pain Points: [Top 3]
Our Solution: [Brief description]

Tone: Professional but approachable

QO Generate Content Calendar

€ Week 1. Problem awareness posts
€ Week 2: Educational content

€ Week 3: Success stories

€& Week 4: Product benefits

QO Content Distribution

€ LinkedIn: 3x/week
€ Blog: Ix/week

€ Email newsletter: 1x/week

& Social proof: Ongoing
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Revenue growth made simple

WEEK 2: ACTIVATION

Day 8-10: Lead Magnet Creation

0 The Perfect Lead Magnet Formula:

O Solves one specific problem
O Deliversvalue in <5 minutes
QO Showcases your expertise

Q Leaves them wanting more

(% High-Converting Examples:

O ROI Calculator
Industry Benchmark Report
Template/Framework

Mini-Course

0000

Diagnostic Tool

a Creation Process:

Identify top customer question
Create comprehensive answer
Package professionally

Gate behind form

00000

Build landing page
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vienue growth made simple

B

Day 11-12: Landing Page Optimization

High-Converting Landing Page Elements:
@ Above the Fold:

O Headline: Clear value proposition (less then 20 words)
O Subheadline: Specific benefit (Pain point)

QO Hero image: Visualise the outcome

QO CTA button: Action-oriented

(% Body Copy:

Problem agitation

Solution presentation

Social proof (logos, testimonials)
Benefit bullets

FAQ section

00000

¢ Form Optimization:

O 3fields maximum (name, email, company)
O Progressive profiling for return visitors

QO Clear privacy policy

QO Strong submit button copy
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Day 13-14: Launch and Optimize

& Pre-Launch Checklist:

O Thank you page configured

O Email autoresponder set

O Lead routing rules active

O Tracking pixels installed

O A/B tests configured

Launch Sequence:

Soft launch to team
Share with beta users
Promote on social

Email to list

00000

Paid promotion (optional)

MEASUREMENT & OPTIMIZATION

Key Metrics to Track

& Traffic Metrics:

O Unique visitors
QO Traffic sources
QO Page views per session

QO Bouncerate
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& Conversion Metrics:

O Visitor » Lead: Target 2-3%

QO Lead-» MQL: Target 30-40%

QO Content engagement rate: Target 3-5%
QO Lead magnet conversion: Target 20-30%

Weekly Optimization Routine

& Monday: Review previous week's metrics
& Tuesday: A/B test analysis

& Wednesday: Content performance review
& Thursday: Lead quality assessment

(7 Friday: Plan next week's improvements

COMMON MISTAKES TO AVOID

& Mistake 1: Over-Customisation

Q O

Wrong: Spending weeks Right: Launch fast, iterate
perfecting design based on data

& Mistake 2: Weak CTAs

Q o

Wrong: "Submit" or Right: "Get My Free Calculator"
"Download" or "Show Me The Framework"
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Mistake 3: Ignoring Mobile

Q O

Wrong: Desktop-only Right: Mobile-first approach
design (60%+ traffic is mobile)

Mistake 4: No Follow-Up

X, o

Wrong: One-and-done Right: Nurture sequence ready
after download to go

THE COMPOUND EFFECT

Here's what happens when ATTRACT runs properly:

O Month 1: 100 visitors » 3 leads » 1 opportunity
O Month 3: 500 visitors » 15 leads » 5 opportunities
O Month 6: 2,000 visitors » 60 leads » 20 opportunities

All from the same effort. That's the power of a system.
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CHECKLIST: IS ATTRACT WORKING?

Consistent content published weekly

Lead magnet generating downloads daily

Lead scoring automatically qualifying prospects

Website conversion rate above 2%

Clear visibility into traffic sources

Al saving 10+ hours per week

OO0 OO0 O0O0

Leads flowing without manual effort

Score:

O core 6-7: You're ready for Step 2
QO Score 3-5: Keep optimizing for another week

QO Score 0-2: Review foundation elements
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CHAPTER 4.

STEP 2 - ENGAGE
(CONVERT INTEREST

T0 PIPELINE)
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THE ENGAGEMENT CHALLENGE

You've built the engine. Leads are flowing. Now comes the critical moment:
How fast can you respond?
Statistics that should terrify you:

O 78% of B2B deals go to the first responder
O Conversion rates drop 400% after 5 minutes

O Average B2B response time: 42 hours

Your competition isn't your product features. It's the clock.
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WEEK 3: SPEED INFRASTRUCTURE

Day 15-16: Lead Routing Intelligence

Build Your Lead Scoring Matrix:

& Tier 1: Hot Leads (70+ points)

Decision maker title
Company fits ICP perfectly
Multiple page views

Downloaded content

00000

Action: Instant notification to sales

Q Tier 2: Warm Leads (40-69 points)

O Influencer/user role
Good company fit

(o
O Some engagement
o

Action: Fast-track nurture sequence

& Tier 3: Cool Leads (<40 points)

O Early research phase

O Unknown company fit
O Minimal engagement
O

Action: Educational sequence
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Day 17-18: Speed-to-Lead System
The 5-Minute Response Framework: v‘

Minute 0-1: Lead Submits Form

O Form submission triggers workflow
QO Lead score calculated instantly

O Routing rules activated

Minute 1-2: Internal Alert

O Slack/email notification to owner
O Mobile push notification
QO Lead details populated in CRM

Minute 2-3: Auto-Response

O Early research phase
€ Thank you message
€ Valuable resource
€ What happens next
& Calendar link (if qualified)

Minute 3-5: Human Touch

O Sales rep reviews lead
QO Sends personalized video/message

O Books meeting or starts conversation

T Y

g |
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Implementation Checklist:

O Instant notification system configured
O Mobile apps installed for team

O Auto-response templates created

O Calendar integration active

O Video tool ready (Loom, Vidyard)

Day 19-21: Engagement Sequences

Sequence 1: Hot Lead Fast Track (Tier 1)

Email 1 (Minute 5): Personal Introduction

O Reference their specific interest
QO Share relevant case study
QO Offer calendar link

Email 2 (Day 1): Value Add

O Industry-specific insights
O ROI calculator or tool
QO Soft call-to-action

Email 3 (Day 3): Social Proof

O Similar company success story
Q Specific metrics achieved

O Meeting request




(7 Email 4 (Day 5): Break-Up

O '"Should | close your file?"
QO Final value prop
O Last chance to connect

Sequence 2: Warm Lead Nurture (Tier 2)

(7 Week 1: Problem Education

O Email 1: Problem overview
O Email 2: Cost of inaction

O Email 3: Solution framework

(7 Week 2: Solution Exploration

O Email 4 How others solve it
O Email 5: Comparison guide

O Email 6: Implementation roadmap

& Week 3: Decision Support

O Email 4: How others solve it
O Email 5: Comparison guide

QO Email 6: Implementation roadmap

Sequence 3: Long-Term Education (Tier 3)

& Month 1-3: Weekly Value

O Industry reports
QO Best practices
O Tool recommendations

O Community invitations

-1
THE REV SYSTEM
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WEEK 4: OPTIMIZATION & SCALE

Day 22-23: Message Personalization

Al-Powered Personalization Framework:

(7 Level 1: Basic Personalization

O First name
O Company name
O Industry

(7 Level 2: Behavioral Personalizatio

O Pages visited
QO Content downloaded

QO Time spent on site

€7 Level 3: Predictive Personalization

QO Similar customer successes
QO Industry-specific pain points
O Probable objections

(7 Level 3: Predictive Personalization

Hi {firstname},
Noticed you checked out our {page visited} page.

Companies like {company} typically struggle with
{common pain point}.

Here's how {similar company} solved it: {case study link}

Worth a quick chat?




Day 24-25: Multi-Channel Orchestration

& The Modern B2B Buyer Journey:

00000

Email: Primary communication
LinkedIn: Research and validation
Phone: High-intent conversations
Chat: Quick questions

Video: Personal connection

Q Channel Integration Strategy:

o

Email + LinkedIn:
€ Send connection request after email 1
€ Share valuable content

& Engage with their posts

Email + Phone:

& Call after email opens but no response
€ Leave voicemail referencing email

& Follow up with SMS (if permitted)

All Channels + Video:
& Record personal videos for Tier 1
€ Use in break-up emails

& Stand out from competition

Day 26-28: Pipeline Visibility

Build Your Revenue Dashboard:

(7 Leading Indicators:

QO Leads generated by source
QO Lead score distribution

O Sequence engagement rates

O Meeting acceptance rate

-1
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(7 pipeline Metrics:

O Opportunities by stage
O Average deal size

QO Salescycle length

O Win rate by source

(/ conversion Analytics:

O Lead > MQL: Target 30-40%

O MQL - SQL: Target 50-60%

O SQL » Opportunity: Target 40-50%

O Opportunity » Customer: Target 20-30%

ADVANGED ENGAGEMENT TACTICS

The "Wow" Moment Strategy

Create unexpected delight in your engagement:

& For Hot Leads:

O Send industry report before they ask
Q Offer exclusive beta access

QO Introduce to similar customer

& For Warm Leads:

QO Personalized ROI calculation
QO Custom demo environment

Q Free strategy session




(% For Cool Leads:

O Invite to exclusive webinar
QO Early access to new content

O Community membership

The Anti-Pitch Approach

Instead of selling, help them buy:

X

Wrong: "Our product has
these 15 features..."

X

Wrong: "When can we
schedule a demo?"

-1
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Right: "Based on what you told
me, here's what would happen
in month 1..."

Right: "What would need to be
true for this to work for you?"

MEASURING ENGAGEMENT SUCCESS

& Daily Metrics

Response time to new leads
Emails sent vs opened
Meetings booked

0000

Pipeline created
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Weekly Metrics

O Sequence performance
O Channel effectiveness
QO Lead quality trends

O Conversion rates

Monthly Metrics

O Pipeline velocity
O CAC by channel
O Salescycle trends
O Win rate analysis

Failure 1: The Generic Follow-Up

Symptom: 2% response rates Fix: Reference specific behavior/interest

Failure 2: The Aggressive Pursuer

Symptom: High unsubscribe rates Fix: Value-first approach

Failure 3: The One-Channel Wonder

Symptom: Missing 60% of opportunities Fix: Multi-channel orchestration

Failure 4: The Slow Responder

Symptom: Low conversion rates Fix: Automated speed-to-lead
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nue growth moade simple

ADVANCED ENGAGEMENT TACTICS

When ENGAGE works properly:

O 5-minute response = 9x more likely to convert
O Multi-channel approach = 3x higher engagement
QO Personalized messaging = 2x response rates

O Combined effect = 54x improvement

CHECKLIST: IS ENGAGE WORKING?

O Average response time under 5 minutes

Three distinct nurture sequences live

Multi-channel approach active

Pipeline visibility dashboard built

MQL » SQL conversion above 50%

Sales team loves the lead quality

Sequences running automatically

OO0 0O0OO0O0

Score:

QO Score 6-7: Ready for Step 3
QO Score 3-5: Optimize for another week

QO Score 0-2: Review speed-to-lead setup
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CHAPTER 5:

STEP 3 - DELIGHT
(TURN CUSTOMERS
INTO MULTIPLIERS)
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Here's what most startups miss:

O New Customer Acquisition Cost: $5,000-$50,000
O Existing Customer Expansion Cost: $500-$5,000
O Revenue Multiple: 10x

Yet 90% of startups focus 90% of effort on new customers.

Time to flip that equation.




-I'l
THE REV SYSTEM

WEEK 5: ONBOARDING EXGELLENGE

Day 29-30: The First 48 Hours

@ The Psychology of Success:
Your customer just made a big decision. They're experiencing:

O Excitement (new possibilities)
O Anxiety (did | make the right choice?) .
O Urgency (need results fast)

Your first 48 hours determine everything. B

€7 Hour 0-1: Instant Gratification
O Welcome email with video from founder
O Login credentials delivered

O Quick win tutorial

O Success manager introduction

¢/ Hour 2-24: Momentum Building
Personalized onboarding plan
First success metric identified

Calendar invite for kickoff call

O0O0O0O

Resource library access




(7 Hour 24-48: Confidence Reinforcement
O Customer success story shared
O Community invitation sent
O First milestone celebrated

O Second quick win unlocked

Day 31-32: The 14-Day Journey

Map Your Success Path:

(/ Day 1: Foundation

O Account setup
QO Team invitations

QO Basic configuration

(7 Day 3:First Value

QO Core feature activation
QO Initial result achieved

O Success metric tracked

(/ Day 7: Expansion

O Advanced feature introduction
QO Integration setup
O Workflow optimization

Q Day 14: Validation

O Results review
O Success celebration

O Next phase planning

-1
THE REV SYSTEM
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Automation Framework:

IF customer completes [action]
THEN trigger [next step]
ELSE send [help resource]

Day 33-35: Success Metrics & Tracking

Define "Activated" Customer:

Your activation metric should be:

O Measurable
O Achievable within 14 days

Q Correlated with retention

Examples:

O SaaS: 3team members active
Q Service: First deliverable received

QO Platform: 10 actions completed

Build Your Health Score;

Usage Metrics (40%):

O Login frequency
Q Feature adoption

QO Team expansion

Value Metrics (40%):

O Business outcome achieved
O ROl demonstrated

O Success milestones hit
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& Relationship Metrics (20%):

O Support satisfaction
O Meeting attendance

O Community engagement

& Score Interpretation:

O 80-100: Expansion candidate
Q 60-79: Stable, needs attention
QO 40-59: At risk

QO 0-39: Urgent intervention

WEEK 6: REVENUE EXPANSION

Day 36-37: The Expansion Playbook

Natural Expansion Triggers:

& Usage-Based Triggers:

O Hitting plan limits

Q Feature requests

QO Team growth
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Revenue growth made simple

(7 Success-Based Triggers:

O ROl achieved
O Milestone reached
QO Positive feedback

& Time-Based Triggers:

O Quarterly business review
O Annual renewal

Q Feature launches

& The Expansion Conversation Framework:

QO Step 1: Celebrate Success "You've achieved [specific result]..."

Q Step 2: Vision Expansion "Imagine if you could also..."

O Step3: Natural Next Step "Other customers in your situation
typically..."

QO Step 4: Risk Mitigation "We can guarantee results because.."
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Day 38-40: Referral Engine

The Psychology of Referrals:

People refer when:

O They look good (social capital)
Q It'seasy (low friction)
QO There's benefit (incentive)

Q Perfect timing (success moment)

Build Your NPS System:

Survey Timing:

O 30 days post-purchase
O After major success
O Quarterly check-ins

The Magic Question: "How likely are you to recommend us to a colleague?"

Response Workflows:

O 9-10 (Promoters): Referral request

O 7-8 (Passives): Improvement feedback

O 0-6 (Detractors): Urgent intervention
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Referral Request Template:

Hi [Name],
ThrQuickilled you're seeing [specific success]!

question: Who in your network is facing

[similar challenge] that might benefit from

similar results?

If you introduce us, they get [incentive] and
you receive [reward].

Just reply with their name, and I'll handle
the rest.

Day 41-42: Customer Marketing

Turn Customers into Heroes:

Case Study Framework:

O Challenge (relatable problem)
Q Solution (your role)
O Results (specific metrics)

O Quote (emotional validation)

Content Collaboration:

Co-create blog posts
Host webinars together

Feature in newsletters

0000

Speaking opportunities
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& Community Building:

QO Private Slack/Discord
O Monthly virtual meetups
O Annual user conference

QO Peer mentorship program

r
N > »
-
\ ! /
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ADVANGED DELIGHT STRATEGIES

The Surprise & Delight Calendar

.

& Monthly Touches:

O Week 1: Value-add content
O Week 2: Success check-in
O Week 3: Community highlight

O Week 4: Exclusive preview

& Quarterly Moments:

O Business review
O Executive connection
Q Strategy session
Q Celebration package
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& Annual Investments:

O Renewal conversation
O Roadmap preview

O VIP experience

O Loyalty rewards

The Anti-Churn System

& Early Warning Signals:

O Login frequency declining
O Support tickets increasing
QO Feature usage dropping

O Engagement disappearing

Intervention Playbook:

(7 Day 1: Soft Touch

O Helpful resource email
O Community success story

O New feature announcement

¢/ Day 3: Direct Outreach

QO Personal check-in call
O Success manager meeting

QO Executive attention

@ Day 7: Hail Mary

O Founder phone call
O Service credits

QO Success plan rebuild
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MEASURING DELIGHT SUCGESS

Customer Success Metrics

O Time to first value: <7 days
O Activation rate: >80%

QO Health score average: >75
O Monthly active users: >90%

Revenue Metrics

O Net Revenue Retention: >110%
O Expansion revenue: >20% of new
QO Customer lifetime value: >3x CAC
O Referral contribution: >30%

Relationship Metrics

O NPS score: >50

O Support satisfaction: >90%

O Community engagement: >40%
O Advocacy participation: >20%
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Revenue growth made simple

THE DELIGHT COMPOUND EFFECT

& Year 1 Impact:

QO 100 customers x $1,000 MRR = $100,000
O 20% expansion = $20,000

O 30% referrals = 30 new customers

QO Total impact: $150,000 MRR

Q Year 3 Reality:

O Same acquisition rate
QO Compounding expansion
O Referral engine humming

QO 5xrevenue, same CAC

COMMON DELIGHT FAILURES

(7 Failure 1: Set It and Forget It
Symptom: 40% churn rate Fix: Proactive success management

Failure 2: One-Size-Fits-All
Symptom: Low engagement rates Fix: Segmented success paths

Failure 3: Reactive Support
Symptom: Escalating issues Fix: Predictive intervention

Failure 4: No Expansion Plan
Symptom: Flat revenue per customer Fix: Clear growth pathway

@ Q@ Q
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CHECKLIST: IS DELIGHT WORKING?

Onboarding automated and measured

Health scores tracked weekly

NPS surveys running quarterly

Referral program generating leads

Expansion revenue growing monthly

Churn rate below industry average

Customers becoming advocates

OO OO0 O0O0

Score 6-7: Full framework implemented!
Score 3-5: Focus on automation

Score 0-2: Start with onboarding
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CHAPTER 6:

YOUR 30-DAY
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BEFORE YOU BEGIN: THE SUCCESS
FACTORS

Factor 1: Executive Commitment

This isn't a marketing project. It's a company transformation. You
need:

CEO buy-in
Weekly check-ins

Resource allocation

0000

Change management
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Factor 2: Dedicated Owner

(7 someone must own this. Period.

O 50% minimum time allocation
O Direct report to founder/CEO
O Authority to make changes

O Budget to execute

Factor 3: Team Alignment

& Everyone must understand:

O Why change is necessary
O What success looks like
QO Their role in transformation

QO Timeline and milestones
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DAYS 1-7: FOUNDATION WEEK

Day 1: The Great Audit

& Morning: Tool Inventory

QO List every customer-touching tool
QO Document monthly costs
O Calculate time spent managing

O Identify integration nightmares

Q Afternoon: Data Extraction

O Export all contacts
O Save email templates
O Document workflows

O Backup everything

Day 2: Platform Setup

(7 Essential Configuration:

O User accounts created
Basic customization complete
Domain verification done

Tracking codes installed

O0O0O0O

Import templates ready
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Day 3: Data Migration

Import Priority Order:

QO Active customers
Q Hot opportunities
QO Recent leads

Q Historical contacts

QO Suppression lists

Data Hygiene Rules:

O Merge duplicates
Q Standardize formats
Q Update properties
Q Verify key accounts

Day 4: Team Training

Session 1: Why We're Changing

O Show current state pain
Q Paint future state vision
QO Address concerns directly

Q GCet public commitments

Session 2: Platform Basics

O Navigation overview
Q Core features demo
QO Quick wins tutorial

Q Practice exercises




-7
THE REV SYSTEM

Day 5: Lead Scoring Design

Build Your Model:

O Define ICP criteria
O Assign point values
QO Set threshold scores

QO Create routing rules

Day 6-7: Content Foundation

Al Content Sprint:

O Create 30-day calendar

QO GCenerate first week's content
O Schedule publication

QO Set up monitoring
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DAYS 8-14: ATTRACT WEEK

Day 8-9: Lead Magnet Creation

(7 The 48-Hour Sprint:

O Choose proven format

QO Create valuable content
O Design professional layout
O Write compelling copy

Day 10-11: Landing Page Launch

& Rapid Deployment:

O Build mobile-first page
Q Craftirresistible headline
O Add social proof

O Install tracking
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Day 12: Distribution Strategy

¢/ Activation Channels:

O Email signature links
QO Social media posts
O Partner newsletters
QO Team LinkedIn shares

Day 13-14: Optimization

@ Early Tweaks:

O A/Btest headlines
O Adjust form fields
O Improve load speed

QO Fix mobile issues
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venue growth modk

DAYS 15-21: ENGAGE WEEK

Day 15-16: Speed Systems

& Response Acceleration:

O Configure instant alerts
QO Create auto-responses
QO Set up routing rules

Q Test extensively

Day 17-18: Sequence Building

(/ The Trifecta:

O Hot lead fast-track
O Warm lead nurture
QO Cold lead education




Day 19-20: Multi-Channel Setup

(7 Integration Points:

O Email + LinkedIn
O Phone + Email

O Chat + CRM

QO Video + Sequences

Day 21: Pipeline Dashboard

(7 Visibility Creation:

O Define stage criteria
QO Build conversion reports
QO Create team dashboards

QO Schedule weekly reviews

-1
THE REV SYSTEM
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DAYS 22-30: DELIGHT WEEK

Day 22-23: Onboarding Automation

Customer Success Path:

O Map 14-day journey
QO Build trigger emails
QO Create resource library

QO Design quick wins

Day 24-25: Health Monitoring

Early Warning System:

QO Define health metrics
O Build scoring model
Q Create alertrules

O Assign owners

Day 26-27: Expansion Planning

Revenue Growth Setup:

O Identify triggers
Q Createtalk tracks
O Build upsell sequences

QO Train success team
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Revenue growth moade simple

Day 28-29: Referral Activation

& Advocacy Engine:

Design NPS surveys
Create referral program

Build request templates

0000

Set incentive structure

Day 30: Launch & Celebrate

(7 Go-Live Checklist:
All systems tested

Team fully trained

Backups created

O
O
(O Metrics baselined
O
O

Success defined
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THE DAILY EXECUTION RHYTHM

Morning (30 minutes)

Check overnight leads
Review pipeline changes

Respond to hot prospects

0000

Plan daily priorities

Midday (15 minutes)

O Monitor system health

O Check conversion rates
O Address urgent issues

O Quick team sync

Evening (15 minutes)

O Review daily metrics

O Schedule tomorrow's content
O Update pipeline notes

QO Celebrate wins
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COMMON IMPLEMENTATION PITFALLS

@ Pitfall 1: Trying to Perfect Everything

Reality: Launch at 80%, improve forever Fix: Set "good enough"
standards

(7 Pitfall 2: Skipping Team Buy-In
Reality: Resistance kills momentum Fix: Over-communicate benefits

(7 Pitfall 3: Ignoring Data Quality
Reality: Bad data = bad outcomes Fix: Invest in cleanup upfront

(7 Pitfall 4: Feature Creep
Reality: Complexity Kills adoption Fix: Master basics first

YOUR SUCCESS SCORECARD

0 Week 1 Targets P
O All tools audited

O Platform configured

O Data migrated

O Team trained

0 Week 2 Targets
Lead magnet live

Content publishing

Forms converting

O0O0O0O

Leads flowing




& Week 3 Targets

O <5 minute response

O Seguences running

O Pipeline visible

O Meetings booked

& Week 4 Targets
O Onboarding automated
O Health scores tracked

O Referrals requested

O Revenue expanding

YOUR SUCCESS SCORECARD

Month 1: Foundation built, leads flowing
Month 2: Optimization, conversion improving

Month 3: Scale, predictable growth

& Expected Results:

O 70% reduction in tools

QO 300% increase in pipeline
QO 50% faster sales cycle

O 90% cost savings

Ready to transform your GTM? Let's look at real examples.

-1
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THE REV SYSTEM

e

CASE STUDY 1: SAAS STARTUP

From 18 Tools to 1 Platform
Industry: Project Management SaaS Team: 25 people

The Situation
SCEO came to me drowning in complexity:
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Tool Chaos:

CRM: Pipedrive

Email: Mailchimp

Forms: Typeform
Analytics: Google Analytics
Chat: Intercom
Scheduling: Calendly
Webinars: Zoom Webinar
Proposals: PandaDoc

Support: Zendesk

0000000000

Plus 9 more...

Monthly Cost: $4,200 Time Managing: 25+ hours/week Data Silos: 18

The Problem

"We had a lead score 98/100 on our website analyzer," "Downloaded our
guide, attended our webinar, visited pricing page 5 times. But because our
tools didn't talk, sales never knew. They found out 3 weeks later. The deal
went to a competitor who responded in 5 minutes."

Key Issues:

O 48-hour average response time
QO 67% of leads never contacted
O No visibility into customer journey

O Team spending 40% of time on data entry

The Implementation

Week 1: Foundation

O Migrated 12,000 contacts to HubSpot
QO Trained 25 team members

QO Set up lead scoring

O Connected all touchpoints




¢/ Week 2: Attract

QO Launched Al content calendar
Q Created ROI calculator

Q Built new landing pages

Q Activated lead capture

(7 Week 3: Engage

O 5-minute response system
O 3 nurture sequences

QO Multi-channel outreach
QO Pipeline dashboard

(7 Week 4: Delight

O Automated onboarding
Q Health score tracking
O NPSsurveys

QO Referral program

The Results (90 Days)

Before:

00000

Tools: 18

Cost: $4,200/month
Response time: 48 hours
Lead » Customer: 2.3%
MRR Growth: 5%
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Tools: 1

Cost: $149/month
Response time: 5 minutes
Lead » Customer: 8.7%
MRR Growth: 23%

ROI: 378% increase in pipeline, 96% cost reduction

Key Lessons

01. Simplicity wins: Less tools = better results
02. Simplicity wins: Less tools = better results
03. Unified data: Finally saw the full customer journey

04. Team happiness: 25 hours/week back for real work

-1
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CASE STUDY 2: EDTECH STARTUP

Manual to Automated in 30 Days
Industry: Online Education Team: 8 people

The Situation
Classic "founder-led sales":

(7 Daily Grind:

O 100 cold emails manually
Q LinkedIn outreach 1-by-1
Q Excel for "CRM"

O No follow-up system

QO Everything manual

The Bottleneck: Ahmed couldn't scale beyond 20 calls/week

The Problem

"l was the entire sales team, I'd spend mornings sending emails, afternoons
on calls, evenings updating spreadsheets. Leads would go cold because |
couldn't follow up fast enough. | was working 80-hour weeks but revenue
plateaued."

€7 Pain Points:

Founder dependency
No systematic approach
Leads falling through cracks

0000

Can't scale without hiring
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The Implementation

Different Approach: Focus on automation first

Week 1:

O Set up basic CRM structure
O Import 3,000 contacts
O Create email templates

QO Build automation rules

Week 2:

O Al-powered content creation
O Automated social posting
O Lead capture forms

O Scoring system active

Week 3:

O Automated sequences live
O 5-minute response active
Q Calendar automation

O Pipeline stages defined

Week 4:

O Customer success automation
O Upsell triggers set

O Referral system built

QO Dashboards configured
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Manual Era:

O Emails/day: 100 (manual)
QO Response rate: 2%

QO Meetings/week: 5

QO Close rate: 20%

O Revenue/month: $50K

Automated Era:

O Emails/day: 500 (automated)
QO Response rate: 8%

O Meetings/week: 25

QO Close rate: 35%

O Revenue/month: $175K

Impact: 250% revenue increase, 50% less work

Key Lessons

o1 Automation > Hiring: Scaled 3x without adding headcount
02 Consistency wins: Daily systematic outreach beats sporadic effort
03 Founder freedom: Ahmed focuses on strategy, not tasks

04 Compound effect: Each improvement multiplied results
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CASE STUDY 3: FINTECH

From Invisible to Inevitable
Industry: B2B Payments Team: 5 people

The Situation
This CMO, had a different problem:

(/ The Invisible Startup:

No brand awareness

No inbound leads
100% outbound effort
High CAC ($15,000)

Long sales cycle (6 months)

00000

The Problem

"We had an amazing product but nobody knew we existed, Every deal
required 20+ touches over 6 months. We were burning cash on manual
outreach with terrible ROI. At this rate, we'd run out of runway before
reaching product-market fit."

(7 Challenges:

Zero brand recognition
Complex enterprise sales

Limited runway

0000

No marketing engine
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Strategy: Build authority-driven
inbound engine

Week 1:
O Competitive analysis
QO ICP definition
QO Content strategy
QO Techsetup

Week 2:
O Thought leadership content
QO LinkedIn optimization
O SEO foundation
O Lead magnets

Week 3:
Webinar series launch
Partner integrations

Community building

0000

PR outreach

Week 4:
O ABM campaigns
O Intent data integration
QO Salesenablement
O Attribution tracking
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Revenue growth made simple

The Results (120 Days)
0 Outbound Only:

O Leads/month: 20

O Source: 100% outbound
O CAC: $15000

Q Salescycle: 6 months
QO Close rate: 5%

(7 Inbound Engine:

QO Leads/month: 200
QO Source: 65% inbound
O CAC: $3,000

QO Sales cycle: 3 months
O Close rate: 22%

Transformation: 80% CAC reduction, 10x lead volume

Key Lessons

01 Content compounds: Each piece builds authority
02 Inbound scales: Attract > Chase

03 Community matters: Buyers trust peers

04 Full-funnel view: Track everything
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CASE STUDY 4: MARKETPLAGE

The Power of Timing
Industry: B2B Marketplace Team: 12 people

The Situation
The Head of Growth, had a timing problem:

(7 The Challenge:

QO Seasonal business
Q Irregular cash flow
QO Vendor churn

QO Buyer retention issues

The Implementation
Focus: Predictive engagement based on signals

0 Intelligence Layer:

O Behavioral tracking
Q Predictive scoring
QO Trigger automation

QO Proactive outreach

The Results
& Key Metric Improvements:

O Vendor retention: 45% » 78%

O Buyer lifetime value: 3x increase

QO Seasonal dips: 50% reduction

O Revenue predictability: 85% accurate
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COMMON SUCCESS PATTERNS

(7 Pattern 1: Speed Wins
Every successful implementation prioritized response time

Pattern 2: Simple Scales
Fewer tools always outperformed complex stacks

Pattern 3: Data Drives Decisions
Unified view enabled breakthrough insights

Pattern 4: Automation Amplifies
What used to take hours nhow takes minutes

Q & & Q

Pattern 5: Experience Exceeds Expectations
Customer delight drove exponential growth

YOUR SUCCESS BLUEPRINT

o1 Start where it hurts most

02 Fix foundation first

03 Automate everything possible
04 Measure what matters

05 Iterate based on data

The pattern is clear: Less complexity, more growth.
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MISTAKE 1: THE "PERFECT
LAUNCH™ TRAP

U

0 The Symptoms

O 3 months planning, 0 days executing
Q 47-tab spreadsheet with every scenario
O Waiting for "just one more feature"

O Analysis paralysis

The Reality

Spent 6 months evaluating 15 different CRM options. Her competitor spent 1
week implementing and 6 months optimizing. Guess who won?
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The FiX Revenue growth madse simple

Y

O Launch at 80% ready
Q Iterate based on real data
O Progress > Perfection

QO 30-day maximum planning

Remember: Your first version will be wrong. That's why you need it live
quickly - to learn what right looks like.

MISTAKE 2: THE "TOOL-FIRST"
MINDSET

& The Symptoms

O "What CRM should we use?"
O "Which email tool is best?"
O 'Should we get [latest trending tool]?"

O Shopping for features, not outcomes

The Reality

Tools don't fix broken processes. They amplify them. If your GTM strategy is
unclear, the best tool in the world won't help.

0 The Fix

O Define your GTM strategy
O Map your customer journey
O Document your processes
O THEN choose tools

The Test: Can you explain your GTM strategy without mentioning a single
tool name?
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MISTAKE 3: THE "SET IT AND
FORGET IT" DELUSION

0 The Symptoms

O Launch sequences, never check performance
Q Create lead scoring, never adjust
O Build dashboards, never review

O Automation running blind

The Reality

Thought automation meant "hands-off forever." Six months later, his
sequences were sending outdated offers to the wrong segments. Revenue
tanked 40%.

& The Fix

O Weekly optimization sprints
O Monthly strategy reviews

O Quarterly deep dives

O Annual complete audits

& Schedule It:

O Monday: Metrics review (30 min)
O Wednesday: A/B test check (15 min)
QO Friday: Next week planning (45 min)
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MISTAKE 4: THE "MORE IS
MORE™ FALLACY

Q’ The Symptoms

O 15-field forms ("we need all this data!")
O 20-email nurture sequences

QO 50+ lead scoring criteria

QO Dashboard with 100 metrics

The Reality

Every additional field reduces form conversion by 10%. Every extra email
reduces engagement. Every metric dilutes focus.

Forms: 3 fields maximum (name, email, company)

Sequences: 5-7 emails optimal

Metrics: 5-7 KPIs maximum

The Rule: If you can't explain why it matters in one
sentence, remove it.

V]
V]
0’ Scoring: 5-10 key criteria
V]
V]
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MISTAKE 5: THE "INSIDE-QUT"
PERSPECTIVE

The Symptoms

O Feature-focused messaging
O Product-centric content

O Company-first communications

O Jargon-heavy copy

The Reality

Your customers don't care about your features. They care about their
problems. Every successful company in our case studies learned this lesson.

The Fix

Before: "Our Al-powered platform leverages machine learning..."

After: "Stop losing deals to slow follow-up. Respond in 5 minutes,
not 5 hours."

The Test: Show your messaging to someone outside your industry. If
they don't instantly get it, rewrite.
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MISTAKE 6: THE "ONE-SIZE-
FITS-ALL" APPROACH

& The Symptoms

O Same message to all leads
O Single nurture sequence
O Nosegmentation

QO GCeneric follow-ups

The Reality

4x conversion improvement simply by creating three segments: Enterprise,
Mid-Market, and SMB. Different messages, different results.
The Fix

& Minimum Segmentation:

O Bycompany size
QO Byindustry

QO By behavior

O Bystage

& Implementation:

O Hot/Warm/Cold lead routing
O Role-based messaging
O Industry-specific examples

QO Stage-appropriate content
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MISTAKE 7: THE "TECHNOLOGY
WILL SAVE US"™ HOPE

The Symptoms

O Buying tools before defining strategy
O Expecting Al to work magic
O Automation without optimization

QO Technology over methodology
The Reality
Al and automation amplify what exists. Bad process + Al = Faster bad

pprocess.

The Fix

01. Define ideal customer journey
02. Document current process
03. Identify friction points

04. THEN apply technology

Remember: A clear strategy with basic tools beats confused strategy with
advanced tools every time.
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Revenue growth made simple

MISTAKE 8: THE "LAUNCH
AND PRAY" METHOD

& The Symptoms

O No clear success metrics
O Vague goals ("more leads")
O No tracking setup

QO Hope-based planning

The Reality

Eoin in 2018 “We launched our first campaign with no tracking. Spent
$10,000. No idea what worked. Criminal negligence."

The Fix
@' Before Launch:

O Define success metrics
O Set up tracking
QO Create baseline

O Document hypotheses

& Success Metrics Framework:

O Input metrics (activities)
O Output metrics (results)
O Leading indicators
QO Lagging indicators
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MISTAKE 9: THE "SOLO
HERO" SYNDROM

& The Symptoms

O One person owns everything
O No documentation

O Knowledge hoarding

QO Busfactor=1

The Reality

What if you got sick? Would all automation stopped. Leads went cold.
Revenue dropped 30%. One person dependency nearly killed growth.

0 The Fix

O Document everything
QO Cross-train team

QO Shared ownership

O Regular handoffs

The Test: Can your GTM run for a week without you?
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Revenue growth made simple

MISTAKE 10: THE "SHINY
OBJECT" DISEASE

0 The Symptoms

O New tool every month

QO Constant platform switching
QO Feature FOMO

Q Strategy whiplash

The Reality

That new tool promising 10x results? It won't deliver if you don't stick with
one approach long enough to optimize it.

0 The Fix

O 90-day minimum commitment
Q Feature freeze periods
O Innovation windows

Q Strategic patience

The Rule: No new tools until current tools are at 80% utilization.




THE MISTAKE MATRIX
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Revenue growth made simple

Perfect Launch High Very High Easy
Tool-First High High Medium
Set & Forget Critical High Easy
More is More Medium Very High Easy
Inside-Out High Very High Medium
One-Size High High Medium
Tech Savior Critical Medium Hard
Launch & Pray High High Easy
Solo Hero Critical Medium Medium
Shiny Object Medium High Easy




YOUR MISTAKE PREVENTION
CHECKLIST

@ Before Launch

OO0O00OO

Strategy documented (no tool names)
Success metrics defined

Tracking configured

Team trained

Documentation complete

(7 During Implementation

OO0O0OO

Launch fast (80% rule)
Keep it simple

Focus on customer
Segment from start

Track everything

-1
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After Launch
O Weekly optimizations
O Monthly reviews

O Quarterly audits

O Continuous education

O Patient iteration

Remember: Every startup makes mistakes. The successful ones learn faster.
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CONCLUSION: YOUR NEXT
STEPS

Who This Book Is For

Congratulations. You now have the exact blueprint used by hundreds of
successful startups to transform their go-to-market engine.

But knowledge without action is worthless.

The Choice

Right now, you face a critical decision:

& Option 1: Stay the Course

O Keep managing 15+ tools
QO Continue burning cash
O Watch competitors win deals

QO Hope things improve

& Option 2: Transform Your GTM

O Consolidate to one platform
O Cut costs by 90%

O 3xyour pipeline

QO Build predictable growth

The choice seems obvious. Yet 90% of founders will close this book and
change nothing.

Don't be the 90%.
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Your First 24 Hours

Hour 1-2: The Audit
Open a spreadsheet. List every tool. Calculate true cost. Face reality.

Hour 3-4: The Decision
Make the commitment. Book time in your calendar. Tell your team.

Hour 5-8: The Setup
Start your free trial. Import first contacts. Send first campaign.

Hour 9-24: The Learning
Read documentation. Watch tutorials. Join community. Ask
guestions.

By tomorrow, you'll be further ahead than 90% of your competitors.

The 30-Day Transformation

Follow the roadmap. Don't deviate. Don't optimize prematurely. Trust the
process.

0 Week 2: Attract

a Week 1: Foundation
g Week 4: Delight

0 Week 3: Engage

In 30 days, you'll have:

Unified platform running
Leads flowing automatically
Pipeline visibility

Team alignment

00000

Predictable growth
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The 90-Day Reality

Three months from now, you could be:

O Saving $3,000+ monthly

O Responding to leads in 5 minutes
Q Converting 3x more opportunities
QO Expanding existing accounts

O Actually enjoying work again

Or you could still be reading about solutions. Your story is waiting to be
written.

My Personal Promise

I've helped hundreds of startups transform their GTM. I've seen every
mistake, every challenge, every breakthrough.

This framework works. Not because it's perfect, but because it's proven.

Your success is inevitable if you:

0l.  Start today

02. Follow the framework
03. Stay consistent

04. Measure results

05. Keep optimizing

Page 100
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Five years from now, you'll be one of two founders:

Founder A: Built a scalable GTM engine early. Focused on customers,
not tools. Grew efficiently. Achieved dreams.

Founder B: Still managing tool chaos. Still burning cash. Still losing
deals. Still reading about solutions.

Which founder will you be?
The answer starts with what you do in the next 24 hours.

01. Close this book

02. Open your calendar

03. Block 4 hours tomorrow

04. Title it: "GTM Transformation Day 1"
05. Start your journey

Transform your go-to-market. Transform your startup. Transform your life.
The time is now.

Let's build something amazing together.

-Eoin
P.S. - Seriously, stop reading and start doing. Your future self will thank you.
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4UNUS: TEMPLATES &
RESOURCES

@ Tool Audit Spreadsheet
Template

| $__ | Time:__ hours/week___

"W‘ l
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Lead Scoring Framework

Demographic Scoring (0-30 points)
O JobTitle: C-Level (10), VP (7), Manager (5), Other (0)

QO Company Size: Enterprise (10), Mid-Market (7), SMB
(5), Startup (3)

QO Industry Fit: Perfect (10), Good (5), Poor (0)

Behavioral Scoring (0-40 points)

O \Website Visits: 5+ pages (10), 3-4 pages (5), 1-2
pages (2)

Email Engagement: Opens + Clicks (10), Opens
only (5), None (0O)

o
QO Content Downloads: 3+ (10), 2 (7),1(5), O (O)
o

Webinar Attendance: Attended (10), Registered (5),
None (0)

Engagement Scoring (0-30 points)
QO Demo Request: Yes (15), No (0)
Q Pricing Page Visit: Yes (10), No (0)

QO Contact Form: Submitted (5), Started (2), None (0)

Hot Lead: 70+ points Warm Lead: 40-69 points Cool Lead: <40 points
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Revenue growth made simple

Email Sequence Templates

Hot Lead Sequence (4 emails over 5 days)

Y

Y

Email 1: Immediate Response (5 minutes) Subject:

Got your request, [First Name] Hi [First Name], Thanks for
[specific action taken]. | see you're interested in [specific
interest].

Companies like [similar company] typically see [specific
result] within [timeframe].

Are you free for a quick 15-minute call this week? Here's my

calendar: [link]
Best, [Your name]

Email 2-4: [Provided in full framework]

@ Customer Health Score
Calculator

Usage Frequency

20%

Feature Adoption

20%

Support Tickets

15%

Payment History

15%

Team Growth

15%

NPS Score

15%

Total Health Score

100%
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@ 30-Day Checklist

¢/ Week 1: Foundation
Complete tool audit
Calculate current costs
Set up new platform
Migrate core data

Train team basics

OO0O00O0OO0O

Configure tracking
@ Week 2: Attract

O Create lead magnet
Build landing page
Set up forms

Activate lead scoring

O
O
O Launch content calendar
O
O

Start measuring

V'

, ,,_“”
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oy ~
A
{
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0 Week 3: Engage

O
O
O
O
O
O

eek 4: Delight

& w

OO0O00O0OO0O

Build hot lead sequence
Create nurture campaigns
Set up speed alerts
Configure routing

Test everything

Launch multi-channel

Map customer journey
Build onboarding flow
Create health scoring
Design referral program
Set up NPS

Activate expansion plays
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Revenue growth made simple
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ROI Calculator

Current State:

Number of tools:.__

Monthly tool cost: $___

Hours managing tools/week:___
Lead response time: ___ hours

Lead to customer rate: _ %

000000

Monthly revenue: $___
Future State (Projected):

Number of tools: 1

Monthly tool cost: $149

Hours managing tools/week: 2
Lead response time: 5 minutes

Lead to customer rate: ___ %

000000

Monthly revenue: $___

ROI Calculation:

O Monthly Savings: $___
QO Time Saved: ___ hours
O RevenueIncrease: %
QO Payback Period: ___days

-
-

-

e=mmwl

\

\n
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O

BUILDERS &
FOUNDERS

Helping control your busines

RESQURCES & LINKS

& Essential Reading

QO GCTM Strategy Guide
QO Al Automation Playbook

Q Customer Success Framework

& Community Access

O Whatsapp Community:
https://chatwhatsapp.com/BSIINePOgiD8MmplOsEAVX

Remember: These templates are starting points. Customize them for your
specific business, industry, and customers. The best template is one that
gets used.

Now stop reading and start implementing. Your transformation begins
today.
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https://blog.hubspot.com/sales/gtm-strategy
https://blog.hubspot.com/sales/gtm-strategy
https://chat.whatsapp.com/BSI1NePOqiD8Mmp10sEAvX
https://offers.hubspot.com/ai-marketing-automation
https://www.hubspot.com/resources/customer-success

