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Entrepreneurs are masters at creating and building businesses around their areas of 
expertise. They are visionaries, risk-takers, and problem-solvers who excel at innovation, 
product development, and operations. However, when it comes to sales and marketing, 
many entrepreneurs struggle to gain traction and achieve growth.

Sales and marketing are about more than just having a good product or service. They’re 
about attracting the right clients, building trust, and creating long-term relationships that 
lead to revenue growth.

Often visionaries and integrators are tasked with managing sales and marketing; sales 
because they know how to sell and marketing because someone has to do it. A common 
problem is that visionaries and integrators don’t have the right structure, knowledge, or 
time to execute a successful sales and marketing strategy.

The sales and marketing team can often be a thorn in the side of many entrepreneurs who 
may feel frustrated by their lack of progress and need clarification on how to drive growth. 
With a clear roadmap for success in hand and the right resources in place, entrepreneurs 
can equip themselves to scale their businesses and increase revenue.

In the following pages, we’ll explore five steps entrepreneurs can take to overcome the 
challenges of limited time, experience, and resources and build a solid and scalable sales 
and marketing function. Whether you are a startup or an established enterprise, the insights 
shared in this eBook can be applied to your specific industry and tailored to your unique 
needs.

In this eBook, you’ll learn how to:

1 Identify Your Ideal Clients

2 Focus Your Message

3 Develop and Document Marketing and Sales Processes 

4 Align Your Tech

5 Deliver, Validate, and Expand

Following these steps, you can set your business up for success, attract the right clients, 
and achieve sustainable growth.
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STEP 1: Identify Your Ideal Clients

To scale your sales and grow your revenue, it’s essential to know who your ideal clients are. 
By identifying your ideal clients, you can focus targeting your sales and marketing efforts on 
the people most likely to buy from you, which can help you generate more revenue more 
efficiently.

An Ideal Client Profile (ICP) is a detailed description of the type of business that is a 
good fit for your services and solutions. It includes key data points such as company size, 
geographic location, and industry-specific traits that are important to you. The ICP also 
includes primary personas representing the desired outcomes the business seeks to 
achieve. These personas are a subset of the ICP and are essential to understanding how to 
engage and serve ideal clients. By identifying and understanding the Ideal Client Profile, 
you can focus your efforts on targeting and serving businesses that align with your values 
and expertise, ultimately providing the best possible outcomes for your clients.
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A primary persona is a fictional representation of your ideal clients based on market 
research and real data about your existing clients. At the very least it should include:  
information such as demographics, motivations, role goals, pain points, and preferred 
communication channels. The more specific and detailed your buyer persona is, the better 
you’ll be able to understand your target audience and tailor your marketing and sales 
approach to meet their needs. 

Here are the steps you can take to identify your ideal clients:

01	 Make internal assumptions. When developing an Ideal Client Profile (ICP), first 
make internal assumptions based on available data and past experiences. For 
instance, you may assume that companies within a particular industry or geographic 
location have similar needs and challenges based on your expertise and knowledge 
of the market. It’s important to recognize that these assumptions are not set in stone 
and may need to be adjusted over time. Developing an ICP is an ongoing process 
that requires constant evaluation and refinement to ensure you’re serving your 
clients in the best way possible.

02	 Analyze your existing clients. Look at your current client base to identify patterns 
and characteristics that your ideal clients share. Looking back at your existing client 
base can help refine your target audience and tailor your messaging to resonate 
better with the people most likely to buy from you.

03	 Conduct market research. Research to understand better your ideal clients and 
Primary Personas. While this can be done internally, it is often most effective and 
credible when outsourced to a third-party provider. A firm of your choice can gather 
this information through surveys, interviews, and focus groups. This information will 
help you create a more accurate profile of your ideal client and identify where they 
spend their time and how they like to be approached.

By identifying your ideal clients, you can better target your sales and marketing efforts and 
generate more revenue for your business. The next section will explore the second step to 
scaling your sales and growing your revenue: focusing your messaging.
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STEP 2: Focus Your Message

Once you’ve identified your ideal clients, the next step is to develop clear, consistent 
messaging that will resonate with them. The messaging should speak to your ideal clients 
and the outcomes they want.  

In addition, getting your sales and marketing teams on the same page is important to 
ensure that everyone is working toward the same goals and using consistent messaging. 
Here are some steps to help you achieve this:

01	 Develop a clear value proposition. Your value proposition is a statement that 
clearly communicates the outcomes you deliver to your ideal clients. This statement 
should be clear, concise, easy to understand, and known by all in your business.

02	 Map out your client journey. The client journey, also known as a proven process 
defines the steps an ideal client goes through from engaging with you to becoming 
a client from their perspective. Start by mapping out the different stages of your 
client journey, from initial awareness to post-purchase follow-up. This roadmap will 
help you identify where your target audience is in the buying process and tailor 
messaging and tactics to each stage.

03	 Develop a messaging framework. A messaging framework is a set of guidelines 
that speak to your ideal clients to include defining your brand voice, messaging, and 
tone. This framework should be used by your sales and marketing team to ensure 
that everyone is using consistent messaging and speaking to your target audience 
in the same way.

04	 Develop a content plan. Content marketing is a great way to communicate your 
messaging to your target audience. This type of marketing can include blogs, 
marketing emails, social media, and newsletters. Creating valuable, informative 
content that connects with your ideal client’s outcomes, needs, and pain points can 
establish your brand as a thought leader and build trust.
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By developing clear and focused messaging and getting your sales and marketing team on 
the same page, you can create a more effective sales and marketing strategy to help scale 
your business and generate more revenue. In the next section, we’ll explore the third step 
to scaling your sales and growing your revenue: Develop and Document  marketing and 
sales processes.

STEP 3: Develop and Document Marketing and 
Sales Processes

Developing sales and marketing processes that deliver a great client journey from initial 
engagement to becoming a client is crucial. In the previous step, you defined the client 
journey, or proven process for companies that run on EOS®. Your sales and marketing 
teams must work together to ensure this process is implemented successfully. 

Here are the steps you can take to align your marketing and sales teams:

01	 Develop sales and marketing processes. Once you have a clear understanding of 
your client journey, develop an aligned sales process and marketing processes that 
outline the steps your sales and marketing teams should take to move a lead through 
the funnel. These processes should be based on driving the right metrics with proven 
tactics that are consistently followed by your sales and marketing teams.

02	 Align your marketing and sales efforts. Your marketing and sales teams should 
work together to create a seamless experience for your target audience. This means 
that your marketing efforts should be tailored to the different stages of the client 
journey and should work hand-in-hand with your sales process to move leads 
through the sales funnel.

By developing sales and marketing processes and aligning your marketing and sales efforts, you can 

create a more effective sales and marketing strategy to help you scale your business and generate 

more revenue. In the next section, we’ll explore the fourth step to scaling your sales and growing 

your revenue: aligning your tech.
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STEP 4: Align Your Tech

Aligning your technology around your Proven Process/Ideal Client Journey and associated 
sales and marketing processes drives tremendous efficiencies. In addition to Customer 
Relationship Management (CRM) software, countless marketing tools and data platforms 
are available to help you. 
 
Making decisions on the right mix of technology can be challenging. The good news is 
that CRMs have evolved so that many technologies traditionally found in other marketing 
platforms are now bundled into the CRM. So, a CRM is the first and most crucial decision 
related to your sales and marketing tech stack.

This step looks very different for businesses that already have a CRM and those that do 
not. Regardless, you have a decision to make at this point in the process to scale for 
growth effectively:

	y If you have a CRM, the decision at this step is: Does the current CRM provide me with 
the flexibility and functionality I need?

	y If you don’t have one, you must decide which CRM is best for your business.

Regardless of your situation, defining the ideal state is the place to start; then, you need 
to weigh the trade-offs to determine what is right for your business. With so many options 
available, it is helpful to position CRMs on a spectrum of very customized (vertical) to very 
flexible (horizontal).

	y Vertical CRMs are designed to address specific industries’ unique needs and 
challenges, providing more targeted solutions to businesses operating in those 
sectors. An advantage to these CRMs is that they are typically ready to roll right out 
of the box. A trade-off is that these are not as flexible and functional as a horizontal 
CRM. This means that you likely need to acquire other technologies that are not as 
integrated to effectively get the job done.

	y Horizontal CRMs are designed to work in many different industries. The advantage 
to these CRMs is that they are more functional and flexible. The downside is that they 
take more work to customize out-of-the-box.
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The ideal state for your sales and marketing tech stack:

	y Visibility: All client-facing team members have a single source of truth: Sales, 
Marketing, and Client Success have visibility to all prospect and client engagement 
across their entire journey with your business. Horizontal CRMs are more likely to offer 
visibility, while vertical CRMs might require some work to integrate and optimize.

	y Contact Data: To use your data effectively, it is essential to ensure that your contact 
data for your ideal clients and ideal prospects is accurate and up-to-date. This includes 
data such as job titles, contact information, and purchasing authority. Inaccurate or 
incomplete data can lead to wasted time, resources, and missed opportunities.

	y Automation: Your technology allows for automation where possible for your sales 
and marketing processes.

	y Reporting: You can easily track all of the data across your Ideal Client Journey as 
well as your sales and marketing processes.  By analyzing your data, you can identify 
trends and patterns to help you make better business decisions. For example, you 
might use your data to determine which marketing channels are most effective at 
driving leads or which sales tactics are most effective at closing deals.

The next step is to weigh your tech stack’s need-to-have and nice-to-have options. In 
addition to weighing the integration, contact data, automation, and reporting, there are a 
few other factors to consider:    

	y Your business vision/goals: The long-term vision for the company is critical. Your 
CRM choice will affect the sellable value of your business. Will your CRM be a 
seamless transition for an acquiring company or will the CRM devalue the business?
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	y The rest of your tech stack: What other technologies might the CRM need to 
interface with? Would you like to leverage data from your ERP in your CRM? What is 
involved in integrating?

	y Execution: Will you use the platform internally or outsource some aspects of it? This 
specifically applies to marketing. Deciding on a known, horizontal platform makes it 
easier to hire experienced marketing professionals and gives you a lot of flexibility 
should you decide to outsource portions of your strategy

	y The vendor: Is the software provider a new player or an established provider with a 
long-term track record of success? This is a critical decision and not worth taking a 
chance on a CRM that may not be here in 5 years.

Making the right decision on your sales and marketing technology affects the productivity 
of your team and the value of your business. The next section will explore the fifth and final 
step to scaling your sales and growing your revenue: deliver, validate and expand.

STEP 5: Deliver, Validate, and Expand

Setting clear expectations is crucial to maintaining a positive relationship with your clients. 
One way to do this is by establishing a communication cadence that aligns with the client’s 
needs at each stage of the client’s journey. For instance, during the onboarding stage, 
clients may require more hand-holding and frequent communication, while in later stages, 
less frequent check-ins may be more appropriate. Setting up a clear communication plan 
ensures that your clients feel supported and informed throughout their journey.

Another important aspect of maintaining strong client relationships is implementing a 
periodic business review process. This process is a vehicle for:

	y Understanding what is going on in the client’s business.

	y Addressing issues before they are a major problem.

	y Reinforcing the value you are delivering.

	y Providing opportunities for upselling or cross-selling (thereby increasing the value 
delivered to the client while also increasing revenue).

	y Getting and giving referrals.
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In Summary

To scale sales and grow revenue, businesses should identify who their ideal clients are and 
the best way to reach them.

Once this is done, you can create clear, consistent messaging to target your ideal clients 
and ensure everyone in your sales and marketing teams is working towards the same goals. 
Developing an Ideal Client Profile and personas can help tailor the messaging to resonate 
better with the target audience.

The next step is to align the marketing and sales teams. This process should outline the 
client journey and be based on proven tactics that move a lead through the sales funnel.

Sales and marketing efforts should work hand-in-hand, and properly leveraging technology 
streamlines the process.

By following the steps outlined in each section, businesses can create a more effective sales 
and marketing strategy to scale and generate more revenue.
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What’s the Next Step?

Thank you for taking the time to read through our review of 5 Steps for Scaling Sales 
and Growing Revenue. We understand that growing revenue and scaling sales can be 
challenging, but we believe that by following these five key steps, you can develop a plan to 
guide your team in the direction of improved sales and revenue for your business.

We hope that the information presented in this guide was not only informative but also 
actionable. Our goal is to provide you with practical advice that you can implement in your 
business to see real results.

We encourage you to share this review with your team and stakeholders. By working 
together and implementing these steps, you can build a strong sales foundation and drive 
revenue growth for your company.

Now that you know what steps to take to scale sales and grow revenue for your business, 
it’s time to review your Sales Scorecard to help you determine if we can help you. If you 
are the Visionary or Integrator at your company, we invite you to schedule a call with our 
team for a Sales Scorecard Review. During this 30-minute call, we’ll discuss how you use 
your scorecard, the specific metrics on your scorecard, and how those metrics support your 
business goals. 

To learn more about the Sales Scorecard Review, visit our website. We look forward to 
collaborating with you in the future to achieve your growth and revenue goals.

LEARN MORE ABOUT OUR SALES SCORECARD REVIEW 

mailto:info%40convergo.co?subject=
http://convergo.co
https://www.convergo.co/scorecard-review/
https://www.convergo.co/scorecard-review/
https://www.convergo.co/scorecard-review/

