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Where leaders are missing the mark and how they can get back on track with

their RevOps journey

rates, and go-to-market expenses.

The High-Tech & Software industry is constantly evolving. As companies optimize for continued growth, they have
realized that siloed revenue-driving functions are inadequate and ineffective. Enter Revenue Operations (RevOps)--an
iIntegrated set of data, insights, processes, systems, and functions--that have a major impact on revenue, net retention

The Benefits of Successful RevOps Programs

BUY ONBOARD ADOPT & EXPAND SUPPORT RENEW

38% 27% 30% 15% - 20%
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More revenue generated Less time spent by Lower GTM cost across Improvement in
across the customer GTM teams on revenue acquisition, retention, CSAT scores employee satisfaction
journey generation and expansion scores

Are familiar with RevOps

but there was no consensus
about its true definition

Most Common Roadblocks to RevOps Initiatives

Key Focus Areas When Considering RevOps Programs

Most important outcomes of RevOps

9 7 % Higher profitability 62%

Increased recurring revenue growth rate 62%

I 59%
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Securing Organizational Difficulty articulating Lack of shared operational
high-quality, shift required is RevOps value across goals across departments
accessible a significant departments _ _ .
data undertaking Implementation timeline is

Lack of technical skills too long

required to implement

a RevOps function Lack of collaboration

across departments

Data & Insights

71% have identified common,
cross-functionally aligned KPlIs

C 46% have actually taken the next step of measuring those KPIs

... 77% Customer Relationship Mgmt
... /5% Enterprise Resource Planning

.... 67% Configure, Price, Quote
....... 31% Customer Success systems

Systems invested in

.......... /7% Customer Relationship Mgmt
.......... /5% Enterprise Resource Planning

.......... 67% Configure, Price, Quote
.......... 31% Customer Success systems

Organizations: Functions implemented

.......... /7% Customer Relationship Mgmt
.......... /5% Enterprise Resource Planning

.......... 67% Configure, Price, Quote
.......... 31% Customer Success systems
.......... /5% Enterprise Resource Planning

.......... 67% Configure, Price, Quote

Processes improved

Respondents’ Ability to Measure the Impact of RevOps Programs

47%
27%

Monthly Weekly

34% 13%

Daily Real-time

Lack of executive support

Operations are not viewed
as strategic

Lack of sufficient budget

Difficulty assigning
RevOps responsibility
within the organization

Many organizations have only advanced isolated A company’'s org chart also plays a
functions rather than the comprehensive set of changes role in RevOps initiatives. When
that RevOps requires surveyed, executives said RevOps

activities reside with the following:

36%

Chief Revenue Officer

31%

VP/Director. RevOps

Chief Customer Officer

(0]
.......... 7 CUBLOMEr SUCESEs SYBiemes 11% Other + 7% VVP/Director of Sales Ops

Frequency of RevOps Metrics Reporting Most Commonly Used Metrics

Net retention rate (NRR) improvement

4 7% Customer acquisition costs (CAC) reduction

gin improvement

Forecast accuracy

Sales cycle time

Lead acceptance / win rates

Higher employee engagement

What's Next: Implementing RevOps Programs

Our research and vast experience shows that a holistic approach to RevOps--rather than a series
of separate functions or actions--is the most effective and scalable. This approach requires rigor-

ous prioritization of projects based on where an organization is on its RevOps journey.
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Here's a brief breakdown of next steps for organizations, depending on their RevOps maturity level.
Where are you on your journey to RevOps maturity and what should you do?

Low Medium
d IS G D
Prioritize a Continue on Your
RevOps Transformation RevOps Transformation

Establish common definitions of key Validate consistent interpretation of

performance indicators (KPIs) and KPlIs

invest in tools to measure those met-

rics ldentify end-to-end opportunities for
improved process coordination

ldentify opportunities for quick wins among RevOps teams

and execute the required process im-

provements Build integrations between RevOps
systems that enable automated,

Evaluate the end-to-end RevOps end-to-end data flows and reduce

tech stack and develop a roadmap manual workarounds

for basic integrations

Remediate remaining systems and
Develop cross-functional governance data gaps in your end-to-end
councils to share info and integrate RevOps tech stack
RevOps workflows

High

G D

Maintain Your Successful
RevOps Transformation

Regularly revalidate metrics and add
new KPIls based on the evolution of
your business

Review new technologies and sys-
tems to continue improving your
RevOps processes and tech stack

Monitor processes through KPIls and
continue adjusting to meet front of-
fice/customer needs
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