Redefining Revenue:
From Activity to
Ecosystem

An Executive Briefing on the Principles of
Sales Engagement & Lifecycle RevOps.

Based on the seminal frameworks from Sales Engagement
by Manny Medina, Max Altschuler, and Mark Kosoglow.
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‘The Paradigm Shift: Activity vs. Engagement

s

Sales Activity (The Old Way)

Sales Engagement (The New Way)

Core Approach

Transactional, product-centric,
Isolated touchpoints.

-

Relationship-driven, value-centric,
orchestrated sequences.

The Cold Call

A standalone, generic intrusion
with diminishing returns.

P

within a broader cadence.

| Communication

Single-channel reliance (dialing
down a static list).

Multi-channel cadence (Email,
Phone, Social, Video, Malil).

Role of the Rep

Data entry clerk burdened with
manual grunt work.

LA single, data-informed touchpoint
=

Strategic communicator
empowered to build relationships.
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The Cadence is the New Baseline

The Old Way
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The Death of the Cold Call
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Without prior context or subsequent follow-
up across other channels, standalone calls
are ignored. Prospect attention is fleeting.
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The New Way

[ Day 1: LinkedIn Primer [}

Day 2: Value-Add Email 224

[Day 4: Informed Call + Video | | II]
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Orchestrated Priming
Modern engagement demands

sequences that prime the prospect,|

provide upfront value, and offer
multiple avenues for interaction.
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The Orchestration Engine

SEPs are not just automation tools; they are the central

nervous system for modern revenue teams.
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Single Source of Truth @ |

Integrates natively with CRMSs to avoid
redundant touches and data silos.
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N - The Sales / . — |
Engagement - Prospect
( Platform (SEP) \ > :
Marketing \ N\ : ﬁ e
Automation , /
i >
~ )
Execution at Scale «¢* |
m " ) Orchestrates multi-channel
Rep Empowerment W outreach while maintaining
Filtered Grunt Work Automates the administrative L message consistency. )
Scheduling, Tracking, burden, freeing humans to focus P pr—————
Reminding entirely on closing deals.
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Parity Across the Lifecycle: Building Customer Engagement

— Pre-Sale Strategy b — Post-Sale CX & CS —

b

Anticipating Customer Challenges
(Usage data, support tickets)

e

Structured Onboarding j

e

Value Reinforcement Cadences
(EBRs, product updates, proactive outreach)

Just as sales engagement drives acquisition, customer engagement is critical for retention and expansion.
A disconnected post-sale approach leads to customer fatigue and early churn.
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Personalization at Scale: Moving from Reactive to Proactive

Customer Health Score

Trigger: Drop in feature Trigger: Approaching
usage. 90-day renewal.

-» Action: Automated —0 = Action: Executive
best-practice guide sent. Business Review

sequence initiated.

/.

Reactive Service (Waiting for a ticket)

. Proactive Engagement

Trigger: High growth stage
indicated.

= Action: Strategic human
outreach for upsell.

Core Principle: True personalization goes
beyond demographics to understand
specific use cases and growth stages.
Technology executes at scale, while
strategic human interaction is reserved for

high-value or high-risk accounts.
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The Great Unifier: Revenue Operations

Siloed departments optimizing for individual KPls destroy the customer experience.
RevOps designs and optimizes seamless hand-offs.

[l 1.

Break down
functional silos.

/ Net New Revenue, EE 2

Customer Retention, N mmm Establish a
Lifetime Value /// A 360-degree view to
prevent conflicting

messaging.

Sales % 3.
(Acquisition) Ensure the initial
R el sales promise
translates into

sustained
customer value.

RevOps: The Common Technology & Data Stack
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The Data Imperative: Beyond Gut Feelings

End-to-End Attribution

By tracking interactions across the
entire lifecycle, RevOps identifies
exactly which channels, messages,
and touchpoints contributed to a
sale or successful renewal.

Target:
Churn Risk

L

Target:
— Expansion —
Opportunity
k..l_ | JJ

Predictive Analytics

Leveraging multi-department data

builds predictive models to intervene

proactively before a customer
cancels, or to target accounts
showing high upsell potential.

Fostering a culture of continuous experimentation, measurement, and optimization.
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The Ecosystem Implementation Blueprint

1 Map Touchpoints

Audit existing customer communications.
|dentify key lifecycle stages including
onboarding, feature adoption, renewal, and
advocacy.

3 [l implement A/B Testing

Systematically test subject lines, messaging
styles, and channels across both sales
outreach and customer lifecycle emails.
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2 5}%} Automate Sequences

Design multi-channel engagement cadences
for each stage using SEPs and CS software to
ensure timely relevance without manual
workload.

o)
4 &5 unify Metrics

Dissolve siloed departmental KPIs. Establish
unified RevOps reporting focused on
engagement rates, feature adoption, and LTV.



"Sales Engagement transcends a narrow focus on sales tactics. It is a strategic
blueprint for how modern businesses must interact with their market.”

1. Multi-channel - 2. Data-driven ~ 3. Functional alignment

orchestration over 11} optimization over | [1 (RevOps) over |
Isolated activity. - anecdotal gut feelings. = departmental silos. i
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SUSTAINED GROWTH DEMANDS A CONNECTED ECOSYSTEM.



