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05.

Introduction
[Section 01]

Growth has become significantly more complex. Buyers are more informed, sales cycles are longer and 
marketing, sales and operational teams are often working toward the same commercial goals in very 
different ways.

Many organisations invest heavily in demand generation, outbound activity, content, paid media, events and 
sales enablement but still struggle to create consistent pipeline momentum. Not because the activity itself is 
wrong but because the overall approach lacks alignment, coordination and focus.

At rev.space, we help organisations bring these moving parts together. Our approach combines strategic 
planning, targeted growth activity, operational execution and AI-enabled workflows to help commercial teams 
focus on the accounts, opportunities and growth priorities that matter most.

Rather than treating sales, marketing, and operations as separate functions, we help organisations create 
more connected and scalable ways of working, improving visibility, increasing efficiency and enabling more 
consistent commercial performance over time.

This guide is designed to explain how rev.space approaches strategic growth and account engagement and 
why coordinated execution across sales, marketing, operations and modern workflow automation creates 
stronger commercial outcomes.

Why modern growth needs more than campaigns

How strategic account engagement supports sustainable pipeline growth 

Why alignment between sales, marketing and operations is critical to commercial performance

How AI-enabled workflows and operational coordination help teams scale more effectively

How to prioritise accounts, opportunities and growth activity more strategically

The frameworks, delivery models and governance structures that support scalable execution

What high-performing growth programmes look like in practice

Inside this guide, we’ll cover:

This isn’t about running more campaigns. It’s about creating focused, commercially aligned growth 
activity that delivers measurable impact over time.
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Strategic growth, 
the rev.space way

[Section 02]

Strategic growth is a focused approach to building pipeline and revenue by aligning sales, marketing, 
operations and modern workflow automation around the opportunities that matter most.

Rather than relying on disconnected campaigns or siloed activity, strategic growth prioritises coordination, 
relevance and scalable execution across the entire commercial function.

What is strategic growth?

Why the rev.space approach works

Strategic growth through the rev.space 

Insight-led 
targeting: 

Understanding which 
accounts, sectors 

and opportunities are 
most likely to create 
commercial impact.

Coordinated 
engagement: 

Aligning marketing, 
sales and operational 
activity around shared 
priorities and growth 

objectives.

Value-first 
interactions: 

Delivering relevant 
engagement that 

reflects buyer priorities 
and real business 

challenges.

Scalable
execution: 

Combining 
operational discipline, 
automation and AI-
enabled workflows 

to improve efficiency 
and consistency.

commercial impact.

Strategic Planning + Execution: 
We combine commercial strategy with practical delivery to 
help organisations move from planning into measurable action.

Cross-Functional Alignment: 
We help sales, marketing and operations work more effectively together around 
shared commercial priorities.

AI-Enabled Workflows: 
Automation and AI-supported processes help teams scale engagement, 

improve responsiveness and reduce operational friction.

Shared Accountability: 
We work as an extension of your team, focusing on measurable 
outcomes and long-term commercial impact.

Repeatable Growth: 
Our approach is designed to create sustainable pipeline momentum 

rather than isolated short-term wins.

Outcome-Focused Delivery: 
We prioritise meaningful commercial results, including pipeline growth, engagement 
quality and opportunity progression.
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Strategic growth is not just about generating activity. To create consistent commercial 

impact, organisations need alignment, focus, accountability and the ability to continuously 

adapt as markets and buyer behaviours evolve.

At rev.space, we apply a shared set of principles that help commercial teams work more 

effectively together and create stronger growth outcomes over time.

Principles of strategic growth

Aligned across the revenue 
engine

Sales, marketing and operations work 
together around shared priorities, 
accounts and commercial goals.

Embedded, not siloed

Growth activity becomes part of 
day-to-day commercial execution 
rather than operating as a 
disconnected marketing initiative.

Operationally driven

Clear processes, governance, 
workflows and reporting structures 
support scalable execution and 
consistent delivery.

Insight + buyer-led

Engagement is shaped by real 
buyer challenges, market 
signals, account intelligence and 
commercial priorities.

AI-enabled where it matters

Automation and AI-supported 
workflows improve efficiency, 
responsiveness and scalability without 
removing the human element from 
engagement.

Principles that support effective growth programmes

Collaborative + transparent

Teams share visibility, insights, 
performance data and 
accountability across the entire 
growth programme.

Continuously optimised

Performance, engagement and 
operational insights are regularly 
reviewed to improve execution and 
commercial outcomes over time.
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Prioritising 
accounts + 
mapping growth
opportunities

[Section 03]

Not all accounts require the same level of engagement. High-performing growth programmes focus time, 
resources and commercial effort where they are most likely to create measurable impact.

Aligning investment to commercial opportunity

At rev.space, we align account engagement to 
commercial opportunity, ensuring that sales, marketing 
and operational activity scales appropriately based 
on account value, engagement signals and growth 
potential.

Our approach combines strategic account prioritisation 
with coordinated multi-channel engagement to help 
organisations build stronger pipeline visibility and more 
focused commercial execution.

Open opportunities and active sales conversations supported by coordinated 
account engagement and sales enablement. 

Super high-touch: 
Sales-led opportunity acceleration

Highly personalised engagement focused on the highest-
value accounts, strategic expansion opportunities and key 
commercial priorities.

High-touch: 
Strategic account engagement

Accounts move dynamically based on engagement, intent signals and commercial opportunity.

Strategic Opportunities

Customers

Tier 1: Strategic Growth Accounts

Scaled multi-touch engagement designed to accelerate 
pipeline growth across high-value target accounts.

Mid-touch: 
Coordinated sales and marketing engagement

Tier 2: Growth Development Accounts

Signal-driven engagement focused 
on identifying, nurturing and activating 
future growth opportunities.

Low-touch: 
Marketing-led engagement and 
automation

Tier 3: Marketing Engaged Accounts
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A strong account prioritisation process ensures commercial effort is focused where it 
is most likely to create measurable growth impact. Rather than treating every account 
the same, high-performing teams assess opportunities based on commercial value, 
engagement potential and strategic relevance.

At rev.space, account prioritisation combines sales insight, operational visibility, 
engagement signals and commercial alignment to help organisations focus resources 
more effectively across the pipeline.

How to prioritise accounts

Commercial Potential
Evaluate revenue opportunity, expansion potential, long-term 
account value and strategic importance.

Key considerations when prioritising accounts

Strategic Alignment 
Assess how closely the account aligns with your organisation’s ICP, 
growth priorities, sector focus and commercial objectives.

Engagement Signals
Review buying intent, account activity, stakeholder engagement 
and AI-supported signal detection across channels.

Stakeholder Access 
Consider the strength of existing relationships, decision-maker 
access and buying committee visibility.

Operational Readiness 
Ensure internal teams, workflows, reporting and delivery capacity 
can support the required level of engagement.
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Once accounts have been prioritised, engagement should be aligned to commercial 
opportunity, buyer intent and the level of coordination required across sales, marketing 
and operations.

Different accounts require different levels of engagement. High-performing growth 
programmes combine strategic outreach, operational coordination, content, automation 
and AI-enabled workflows to create more relevant and scalable engagement across the 
pipeline.

Coordinated engagement across the buyer journey Engagement Level Account Focus Channels + Engagement Growth Approach

Strategic 
Opportunities

Strategic Growth 
Accounts

Active 
opportunities 
and sales-led 
conversations

Highly coordinated 
sales-led engagement 
focused on opportunity 
progression and 
commercial alignment

High-touch 
engagement focused 
on relationship 
development, visibility 
and long-term growth 
potential

Tailored sales 
enablement
Executive engagement 
Account insight
Strategic content
Stakeholder alignment

Tier 1:
High-value 
target accounts 
and strategic 
expansion 
opportunities  

Personalised multi-
channel engagement
Leadership outreach
Account-based 
campaigns
Events
Strategic content

Growth 
Development 
Accounts

Scaled multi-touch 
engagement designed 
to accelerate pipeline 
and identify qualified 
opportunities

Tier 2:
High-value 
accounts 
showing 
engagement and 
growth potential

Coordinated SDR 
outreach
Marketing campaigns
Targeted content
Automation
LinkedIn engagement

Marketing Engaged
Accounts

Marketing-led 
engagement focused 
on awareness, 
engagement signals 
and surfacing future 
opportunities

Tier 3: Early-stage 
target accounts 
and broader ICP 
segments

Signal-driven 
campaigns 
Paid media
Content distribution
Nurture programmes
Automated outreach

Accounts move dynamically based on engagement, intent signals, commercial priority and growth opportunity.
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Effective account prioritisation is about focusing commercial effort where it is most likely to 
create measurable impact. As engagement levels, market conditions and buyer behaviour evolve, 
organisations need a clear and flexible approach to evaluating growth opportunities.

Key considerations for account prioritisation

Commercial impact

Prioritise accounts where focused 
engagement is most likely to 
influence pipeline growth, revenue 
potential and long-term account 
value.

Continuous review

Account prioritisation should be 
reviewed regularly as engagement 
signals, opportunities and 
commercial priorities evolve over 
time.

Stakeholder influence

Identify whether key contacts and 
buying groups have the visibility, 
authority and alignment required to 
progress commercial conversations.

Cross-functional alignment

Sales, marketing and operations 
should work from shared account 
visibility, priorities and engagement 
objectives.

Strategic alignment

Assess how closely the account 
aligns with your organisation’s ICP, 
growth priorities and long-term 
commercial objectives.

Signal visibility

Monitor engagement activity, buying 
intent, operational insights and AI-
supported signals to identify shifts in 
account readiness or opportunity.

Dynamic engagement

Account engagement is rarely 
linear. Teams should be prepared 
to adapt outreach, messaging 
and prioritisation as buyer activity 
changes.

Operational capacity

Ensure teams, workflows, reporting 
and delivery resources can 
support the required level of 
account engagement effectively.
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Launching strategic 
growth initiatives 
with rev.space

[Section 04]

The first phase of engagement is designed to create alignment, identify the 
highest-impact growth opportunities and establish the operational foundations 
required for scalable execution.

The timeline below outlines how rev.space typically works with organisations 

through the Growth System Sprint and ABM System Build phases.

The first 90 days of strategic growth

Weeks 1–2

S T R A T E G I C  G R O W T H  +  A C C O U N T  E N G A G E M E N T

Week Activities + deliverables

Discovery + Growth Assessment

Align leadership, sales, marketing and operational stakeholders around growth priorities 
and commercial objectives  

Assess current GTM performance, reporting visibility, workflows, systems and account 
engagement activity  

Identify growth constraints, operational inefficiencies and pipeline gaps

Review ICPs, account targeting and engagement structure

Weeks 3–4 Prioritisation + Strategic Alignment

Deliver Growth System Sprint findings and prioritised recommendations  

Align teams around shared growth priorities, account focus and operational improvements  

Define engagement structure, reporting requirements and execution priorities  

Begin implementation of high-impact operational improvements and workflow 
enhancements

Weeks 5–8 ABM System Build + Activation

Develop account engagement frameworks, playbooks and coordinated outreach structures  

Build campaign workflows, reporting visibility, automation and engagement tracking 

Launch initial account engagement activity across sales and marketing  

Introduce AI-enabled workflows, signal automation and operational efficiencies where 
appropriate

Weeks 9–12 Optimisation + Growth Execution

Review engagement activity, pipeline progression and operational performance  

Refine outreach, workflows, reporting and account prioritisation based on early insights  

Support sales and marketing alignment through coordinated execution and enablement  

Establish the roadmap for ongoing optimisation and scalable growth support

Ongoing Embedded Growth Support

Ongoing strategic, operational and GTM support  

Quarterly growth planning and optimisation  

Reporting, workflow and RevOps improvement  

Continued account engagement and pipeline acceleration support  

AI-supported workflow optimisation and scalable execution enablement
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Sustainable growth requires more than strong strategy and execution. 
High-performing organisations create operational rhythms, reporting 
visibility and shared accountability structures that keep teams aligned and 
growth activity moving consistently.

At rev.space, governance and enablement are designed to help sales, 
marketing operations, and leadership teams work together more effectively 
while continuously improving commercial performance over time.

Governance, enablement and optimisation

Shared commercial visibility

Sales, marketing, RevOps and leadership teams work from aligned reporting, account 
visibility and commercial priorities.

Clear ownership + accountability

Defined responsibilities, workflows and decision-making structures support coordinated 
execution across teams.

Operational coordination

Campaign activity, account engagement, reporting and workflows are managed through 
structured operational processes.

Prioritised growth planning

Growth priorities, account focus, and execution activity are reviewed regularly to maintain 
alignment and momentum.

Governance + Operational Alignment

Sales + marketing enablement

Support teams with engagement frameworks, playbooks, messaging guidance, and 
coordinated execution support.

Workflow + process support
Improve operational efficiency through reporting visibility, workflow optimisation, automation 
and scalable delivery structures.

AI-enabled operational support

Introduce AI-supported workflows and signal visibility to improve responsiveness, efficiency 
and growth execution across teams.

Cross-functional collaboration

Create stronger alignment between leadership, sales, marketing and operational teams 
through shared visibility and coordinated execution.

Enablement + Support

Weekly growth check-ins

Review engagement activity, operational progress, pipeline movement and immediate 
priorities.

Monthly performance reviews

Assess account engagement, campaign performance, reporting visibility and commercial 
outcomes

Quarterly strategic planning

Align leadership, sales, marketing, and operations around evolving growth priorities and 
pipeline objectives.

Continuous optimisation
Refine workflows, reporting, engagement activity, automation and AI-enabled processes 
based on operational insights and performance data.

Cadence + Optimisation
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Strategic growth programmes are only effective when performance can be 
measured clearly across engagement, pipeline progression, operational efficiency 
and commercial impact.

At rev.space, measurement is designed to improve visibility across the revenue engine, 
helping organisations make better decisions, optimise execution and create stronger 
alignment between sales, marketing, operations and leadership teams.

Measuring growth performance Commercial Performance Metrics

Account engagement across different growth tiers and buying stages

Pipeline progression and opportunity acceleration

Growth in qualified conversations and strategic opportunities

Revenue visibility, attribution and commercial impact

Operational Insights + Optimisation

Sales and SDR feedback on engagement quality and account progression

Marketing performance insights across campaigns, outreach and 
engagement activity

Workflow, reporting, automation and AI-supported operational efficiency 
improvements

Ongoing optimisation based on performance signals, engagement data 
and commercial outcomes

Reporting Cadence

Weekly reporting

Visibility into engagement activity, pipeline movement, operational progress 
and priority actions.

Monthly reviews
Performance analysis, optimisation recommendations, reporting insights 
and commercial progress updates.

Quarterly growth reviews

Strategic reviews aligned to pipeline performance, operational priorities, 
account engagement and future growth planning.
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What high-performing 
growth programmes 
look like

[Section 05]

The most effective growth programmes are built on focus, coordination, operational consistency and 

the ability to continuously adapt as markets, buyers and commercial priorities evolve.

At rev.space, the strongest results are typically achieved when organisations create alignment across 

sales, marketing, operations and leadership teams while maintaining clear accountability for execution 

and growth performance.

Principles that support long-term growth success

Strategic Prioritisation
Focus commercial effort on the accounts, 
opportunities and growth activities most likely 
to create measurable business impact.

AI-Enabled Efficiency 
Use AI-supported workflows and automation 
to improve responsiveness, signal visibility 
and operational scalability.

Coordinated Execution 
Align sales, marketing, operations, and 
leadership around shared priorities, 
engagement activity and pipeline objectives.

Continuous Optimisation 
Regularly review performance, engagement 
signals, operational insights and reporting 
visibility to improve outcomes over time.

Relevant Account Engagement 
Deliver engagement that reflects buyer 
priorities, commercial challenges and the 
stage of the buying journey.

Shared Accountability 
Create clear ownership, governance structures 
and cross-functional visibility across growth 
activity and commercial performance.

Scalable Operational Delivery 
Build workflows, reporting structures, 
automation and operational processes that 
support consistent execution as teams grow.

Outcome-Focused Execution 
Prioritise measurable commercial impact, 
including pipeline progression, account 
engagement, revenue visibility and long-term 
growth performance.
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High-performing growth programmes require more than isolated campaigns or disconnected operational 
improvements. Sustainable commercial growth is created through coordinated strategy, account engagement, 
operational visibility, scalable workflows and continuous optimisation across the revenue engine.

The following capabilities illustrate how rev.space supports organisations across strategic growth planning, account 
engagement, creative execution, RevOps enablement, workflow optimisation and ongoing growth support.

rev.space growth capabilities

Strategic Growth + RevOps

Growth System Assessments
Review GTM alignment, reporting visibility, 
workflows, operational structure and 
commercial performance.

Growth Opportunity Prioritisation
Identify the highest-impact opportunities, 
constraints and areas for commercial 
improvement.

Revenue Operations Enablement
Improve reporting visibility, attribution, 
forecasting confidence, workflows and 
operational coordination.

Process + Operating Model Optimisation
Strengthen alignment, accountability, 
handoffs and execution across sales, 
marketing and operational teams.

Account Engagement + Growth Execution

ICP + Account Prioritisation
Define target account strategy, 
segmentation and engagement focus 
aligned to commercial objectives.

Multi-Channel Account Engagement
Coordinate sales, SDR, marketing, content 
and outreach activity across strategic 
growth accounts.

Campaign + Outreach Frameworks
Develop scalable engagement structures, 
messaging frameworks and coordinated 
account activation programmes.

Pipeline Acceleration Support
Support opportunity progression through 
strategic engagement, account visibility and 
sales enablement activity.

Strategic Content Development
Create commercially focused content 
aligned to buyer priorities, growth objectives 
and account engagement strategies.

Campaign Creative + Messaging
Develop messaging frameworks, campaign 
concepts, outreach assets and engagement 
creative across multiple channels.

Sales Enablement Assets
Build presentation materials, account insight 
assets, strategic messaging and buyer-facing 
content to support commercial conversations.

Thought Leadership + Market Positioning
Support visibility, credibility and market 
engagement through content programmes, 
executive positioning and strategic storytelling.

Content + Creative Engagement

Workflow + Automation Optimisation
Improve operational efficiency through 
automation, scalable workflows and reporting 
coordination.

AI-Supported Signal Visibility
Use AI-enabled workflows and engagement 
signals to improve prioritisation, 
responsiveness and operational insight.

Reporting + Engagement Visibility
Create clearer visibility across account 
engagement, pipeline progression, attribution 
and commercial performance.

Ongoing Optimisation + Enablement
Continuously refine execution, workflows, 
engagement activity and operational 
processes to support scalable growth over time.

Workflow Automation + AI-Enabled Execution
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Where organisations 
typically start

[Section 06]

Different organisations face different growth challenges depending on their commercial maturity, 
operational visibility and pipeline objectives.

Our programmes are designed to help organisations improve GTM alignment, strengthen account 
engagement, optimise workflows and create more scalable growth execution over time.

29.

Understand what’s driving 
(and blocking) growth

•	 Review GTM execution, reporting, systems and workflows

•	 Identify gaps impacting visibility, prioritisation and growth

•	 Deliver a roadmap with recommendations and prioritised 
actions

Growth System Sprint

Product Offering 01. 

Build engagement across 
high-value accounts
•	 Align sales and marketing around target account 

engagement

•	 Support campaign planning, execution and account 

activation

•	 Provide strategic marketing, GTM and operational support 

ABM Enablement + 
Embedded Support

Product Offering 03. 

Improve operational efficiency 
and execution speed

•	 Identify repetitive workflows suitable for automation

•	 Improve operational visibility and execution speed

•	 Reduce manual effort across GTM activity

AI Workflow Accelerator

Product Offering 02. 

Typically delivered in 4–6 weeks

Typically delivered in 4–8 weeks

Typically delivered as a project or ongoing engagement

Not sure where to start?
We help organisations identify the right starting point based on growth priorities, 

operational challenges and commercial objectives.

Book a strategic growth discussion with rev.space.

http://rev.space
http://rev.space
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Glossary of terms
[Section 07]

ABM (Account-Based Marketing)
A strategic growth approach that aligns sales and marketing around high-value target accounts 
through coordinated engagement and personalised outreach.

GTM (Go-to-Market)
The strategy, processes, teams and channels used to bring products or services to market and drive 
revenue growth.

ICP (Ideal Customer Profile)
A description of the type of organisation most likely to create long-term commercial value and align 
closely with your solution.

TAM (Total Addressable Market)
The total revenue opportunity available within a market or target customer segment if an organisation 
achieved full market penetration.

RevOps (Revenue Operations)
The alignment of sales, marketing, customer success, reporting, systems and operational processes to 
improve efficiency and revenue visibility.

Core Concepts + Acronyms:

SAL (Sales Accepted Lead)
A lead that meets agreed qualification criteria and is ready for sales engagement.

SQL (Sales Qualified Lead)
A lead with active engagement, identified need and strong commercial fit.

Open Deal / Opportunity
An account actively progressing through the sales pipeline.

Closed Won
A successfully converted commercial opportunity.

Closed Lost
An opportunity that did not progress, although future engagement may continue.

MEA (Marketing Engaged Account)
An account showing engagement signals through campaigns, content or outreach activity before 
active sales engagement begins.

Account + Sales Stages:

MEDDPICC
A framework used to qualify commercial opportunities. It stands for Metrics, Economic Buyer, Decision 
Criteria, Decision Process, Paper Process, Identified Pain, Champion and Competition.

Growth System Sprint
A focused engagement designed to identify growth constraints, improve alignment, prioritise 
opportunities and establish a roadmap for scalable growth execution.

ABM System Build
A structured engagement focused on building coordinated account engagement frameworks, 
workflows, reporting visibility and scalable ABM execution.

Coordinated Engagement
The alignment of sales, marketing, operational workflows and account activity to create more effective 
and scalable growth execution.

Frameworks & Methodologies:

Tier 1: Strategic Growth Accounts
Highly personalised engagement focused on the highest-value accounts and strategic commercial 
priorities.

Tier 2: Growth Development Accounts
Scaled multi-touch engagement designed to accelerate pipeline growth across high-value accounts.

Tier 3: Marketing Engaged Accounts
Signal-driven engagement focused on identifying, nurturing and activating future opportunities.

Aircover
Supporting marketing activity such as content, paid media, events and social engagement that 
increases visibility and credibility alongside direct outreach.

Playbooks
Structured engagement frameworks, messaging guidance and outreach processes used to support 
coordinated execution across sales and marketing teams.

Programme Structure + Practical Marketing Tactics:
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HubSpot
A marketing, sales and CRM platform used to deploy campaigns, manage leads, automate workflows 
and track engagement activity.

Sales Intelligence + Outreach Platforms
Tools used to support account research, contact discovery, sales engagement, workflow automation 
and SDR outreach activity.

Battlecards
Quick-reference sales guides containing talking points, objection handling, competitive positioning and 
account insights.

Reporting + Attribution Visibility
The ability to track engagement, pipeline activity, campaign performance and commercial impact 
across the revenue engine.

Tools + Deliverables:

Paid Media
Targeted advertising used to build awareness, retarget engaged accounts and support account 
engagement across strategic audiences.

Outreach Sequences
Pre-planned, multi-step engagement across email, LinkedIn, calls and other channels used to engage 
accounts consistently and at scale.

Landing Pages
Dedicated web pages created for a specific campaign, account or engagement initiative to deliver 
tailored messaging and encourage conversion activity.

Thought Leadership Content
Strategic content such as insight articles, executive perspectives, reports and campaign assets 
designed to build credibility, support engagement and strengthen market positioning.

Practical Marketing Tactics:



group


