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RevOps: Your Growth Engine's Control Center

Defining Revenue Operations (RevOps) can be tricky. Forget the misconception of RevOps as a

mere support system for sales and marketing. As a CMO, you know revenue is the lifeblood of
your organization, and RevOps is all about actively managing and growing that income stream.

Think of RevOps as the central nervous system of your revenue engine. It fosters seamless
collaboration across all departments - sales, marketing, customer success — ensuring everyone
works in unison towards a single, unified goal: predictable, sustainable growth.

Here's how RevOps empowers you as a CMO:

Harmony Replaces Silos: RevOps breaks down departmental barriers, fostering collaboration
and clear communication. Imagine marketing campaigns seamlessly aligned with sales
efforts, for a truly impactful customer journey.

Data-Driven Decisions: RevOps centralizes revenue data, empowering you to make
strategic decisions based on insights, not hunches. Optimize campaigns, identify growth
opportunities, and allocate resources with laser focus.

A Unified Revenue Machine: RevOps creates a cohesive system where every department
contributes to the revenue flow. Marketing nurtures leads, sales closes deals, and customer
success ensures long-term loyalty - all working together like a well-oiled machine.

By embracing RevOps, you unlock the potential for predictable growth, a dream for any CMO.
Let's discuss how you can implement a customized RevOps strategy to take your revenue
engine to the next level.
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The Three Pillars of RevOps

There are three critical segments within the revenue operations function: demand generation,
pipeline management, and customer success. Each plays a pivotal role in ensuring the smooth
transition of prospects through the sales funnel, from initial contact to loyal customers.

1. Demand Generation: Initiating the Conversation

Demand generation is all about attracting your ideal client profile (ICP) and initiating a
conversation. It's “getting the horse to water” - the process of making potential clients aware
of your offerings and persuading them to engage. There are four essential pillars of demand
generation:

Peer-to-Peer Channels: Utilizing word of mouth, networking, events, and referrals to
generate interest.

Owned & Earned Media: Leveraging non-paid content that drives traffic and demand
to your web properties.

Paid Advertising: Investing in media and advertising to increase visibility.

Outbound Prospecting: Engaging potential buyers through outbound email, calls,

or social media.

The effectiveness of demand generation, in a B2B context, is measured by the cost per discovery

call (booked and held) with your ideal client profile (ICP), aiming for a financially scalable
customer acquisition cost (CAC) at the end of the funnel.

2. Pipeline Management: Nurturing the Prospect

Once a discovery call is scheduled, pipeline management takes over to “get the horse to drink.”

This phase focuses on converting those initial conversations into revenue by navigating the sales
process, from conducting discovery calls and submitting proposals to closing deals. The goal is
to achieve a consistent and scalable target acquisition cost, ensuring the efficient conversion of
prospects into profitable customers.

3. Customer Success: Ensuring Continued Value

The final phase is customer success, where the focus shifts to maintaining and expanding the

relationship post-sale. Customer success ensures a smooth onboarding experience, provides
ongoing support, and creates opportunities for upselling and cross-selling, or “getting the horse
to keep drinking vigorously”. Customer success is crucial for fostering loyalty, encouraging
repeat business, and potentially turning customers into advocates for your brand.
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Revenue Operations: Aligning Sales & Marketing

Over the last decade, FullFunnel has collaborated with diverse clients, from publicly traded

corporations to nascent startups. Most sales and marketing leaders have clear strategic visions,
but their teams lack the skills or resources to execute them efficiently.

This gap can manifest in tasks as

minor as tweaking a landing page

or website, or as significant as

rolling out a new training initiative

to tackle specific challenges

in pipeline management. The

stark reality for most sales and

marketing departments is the

necessity to work within the

bounds of available resources,

often limited by recruitment

processes, internal technical know-how, and a narrow focus stemming from a lack of broader
perspective or skill sets. This confines organizations to a cycle of operational stagnation,
hindering opportunities to innovate and excel.

Effective Revenue Operations overcome these challenges by aligning sales and marketing
teams to maximize resources, skills, and output for revenue growth. So what does an effective
revenue operations function look like, and where should you begin?

Step 1: Assessing Your Current Structure

To optimize sales, marketing, and customer success, start with a comprehensive review. Map
daily activities, team structure, goals, and performance metrics. This clear picture will reveal

areas for improvement, paving the way for a successful transformation.

Step 2: Defining Function Goals and Metrics

Start by establishing the CpSAL the organization can bear financially then work on meeting

or beating it. That target is variable depending on the type of company, industry, and financial
backing. Once you know that, you can set goals for sales and customer success, including Target
Cost Per Opportunity and ultimately Target Cost per Acquisition.

Let's review an example calculator that highlights how CAC and contract value inputs help
revenue operations organizations identify financial inefficiencies throughout the pipeline:
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This calculator acts as a demand generation guidepost for financial productivity by identifying
target cost per SAL and volume goals. Demand generation needs to generate demand at a
cost-effective rate. Pipeline management needs to convert leads efficiently while keeping
acquisition costs low. Customer success then takes over to ensure long-term customer
satisfaction and value.

Download Calculator

Step 3: Implementing Integrated Technology Platforms

Achieving a successful revenue operations framework relies heavily on seamlessly blending
financial and operational data. This integration is essential to precisely tracking financial and
operational efficiency.

Investing in the right tech stack for your business is a critical step in RevOps. If navigating this
area feels overwhelming, consider seeking help from a revenue operations company.

Step 4: Aligning and Training Teams

RevOps requires a cultural shift. Teams must unite under a common vision and develop new
skills to bridge departmental gaps. Training and open communication are key to fostering
collaboration and innovation.
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Step 5: Establishing a Continuous Feedback Loop

Shifting from separate sales and marketing functions to a combined RevOps model can be
challenging at first. To ease the transition, open communication is key. Regularly share updates
and actively seek feedback from your team. This not only helps identify and fix problems quickly,
but also fosters a collaborative spirit, which is vital for RevOps success.

Step 6: Measuring Success and Scaling

Like Sales and Marketing, measure RevOps success using key performance indicators.

Cost per SAL (Sales Accepted Lead) per source
Blended Cost per SAL (Core metric)

Sales Accepted Lead to Sales Qualified Lead (SAL to SQL) conversion rate (%)
SQL to Opportunity conversion rate (%)

Opportunity Close Rate (%)

Deal Cycle Duration (in days)

Average Lifetime Value ($)
Average Lifetime Duration (in months)
NPS (Net Promoter Score) or Client Satisfaction Score

RevOps breaks down the traditional sales and marketing silos, creating a revenue-generating

machine. This integrated approach streamlines the entire sales process, fosters accountability
and transparency across teams, and optimizes every step for growth. RevOps not only boosts
revenue but also reduces costs, positively impacting your bottom line. By following the above
steps, you can empower a strategic shift that unlocks new levels of efficiency and profitability for

your business.
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The FullFunnel RevOps Approach

FullFunnel's mission is to help organizations address the capacity and capability challenges
present in their sales and marketing programs. Our unique Revenue Operations Platform
Services enable organizations to respond more rapidly, minimize wasted time, and achieve the
results they desire within a shorter timeframe.

FullFunnel’'s Revenue Operations Services fall into four categories:

Technology Stack Management:

CRM Implementation &
Optimization

Sales Enablement Tool
Implementation & Optimization
Dashboard & Reporting
Management

Outbound Prospecting Program
Management:

Targeting & Data Operations

Channel Management & Messaging

Team Coaching & Training

Rep Reporting & Performance Management

Inbound Demand Generation Management:

Paid media management (Search, social, display & placement)
Organic earned & owned media management (content strategy, SEO, social media, email
marketing)

Design and Development:

Websites and landing pages
Sales enablement collateral
Marketing imagery

FullFunnel takes a unique approach to delivering Revenue Operation services. Firstly, we assign
a Managing Director of Revenue Operations, akin to a Chief Revenue Officer, who has both

technocratic and strategic capabilities. This director works closely with our client partners to
ensure that all programs, whether focused on demand generation, pipeline management, or
customer success, are executed with the right mix of operational diligence and strategic insight.
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Our managing directors collaborate directly with our clients to achieve the desired outcomes.

FullFunnel operations are driven by sprint-based workflows, similar to those used by
engineering teams. This methodology ensures high levels of accountability, transparency, and
communication, setting the standard for our operational processes.

Partnering with FullFunnel for Revenue Operations Services gives you unrestricted access to a

broad range of subject matter experts across the entire spectrum of sales and marketing. This
allows you to transcend the limited skill sets of your internal team and avoid the complexities of
managing external vendors who might only offer a narrow range of services.

FullFunnel caters to businesses at all RevOps stages. Whether you're just starting your RevOps
journey or an established company needing to combat resource and skill gaps, FullFunnel has a
tailored solution.

Plan

For companies just starting

out, FullFunnel takes time to
understand your business in
detail. As your strategic partner,
we build a customized, step-by-
step plan to guide your RevOps
implementation.

Build

For companies already on their

journey, but unsure on next steps; FullFunnel’'s RevOps as a Service steps in. We provide the
resources you need to chart the perfect course forward. Plus, we'll help you optimize to get the
most out of what you've already built.

Scale

RevOps running smoothly, but your team stretched thin? FullFunnel's got your back. We offer
support across various areas like CRM management, forecasting and analysis, and even go-to-

market planning. Let us handle the heavy lifting so your team can focus on strategic initiatives.

FullFunnel's RevOps services engagements are always offered in a rolling 60-day contract term
to give our clients the maximum flexibility needed for their ever-changing and dynamic needs.
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Getting Started with FullFunnel RevOps

Interested in partnering with FullFunnel to catalyze your RevOps success?

At FullFunnel, we are highly confident in our ability to offer a superior quality of service.
FullFunnel provides a unique opportunity for a one-time, risk-free test drive of our Revenue
Operation services. This allows prospective clients to experience the FullFunnel difference
firsthand before committing to ongoing engagements. FullFunnel Test Drive aims to address
your most critical revenue operations priorities through 20 to 30 hours of dedicated service that
lays the foundation for long-term success.

Schedule a free consultation to discuss your RevOps needs and how FullFunnel can help you

achieve growth, scale, and financial productivity.
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