
DIMENSION TYPICAL
IMPROVEMENT RANGE

HOW IT CREATES VALUE

Win Rate +5–15%
More deals from existing pipeline; higher bookings without
proportional cost

Sales Productivity +10–25%
More bookings per rep; defer headcount growth for same
plan

GTM Cost Efficiency 10–30%
Lower CAC / cost per pipeline dollar; reallocate/trim wasted
spend

Forecast Accuracy +10–20% Fewer surprises; better cash planning and resourcing

Time to Value Weeks vs. quarters Earlier capture of upside; reduced opportunity cost

Top line: higher win rates, faster cycle times, right-sized pipeline and goals. 

Bottom line: reduced GTM cost-to-revenue through productivity and spend optimization. 

Reputation & culture: aligned teams, transparent metrics, and stronger board confidence. 

Risk: materially faster time-to-value vs. internal builds with lower execution risk.

ROI OF REVOPS AUTOMATION: 
THE AYEQ BUSINESS CASE

 RevOps Automation stands up a fully operational RevOps engine in weeks, not quarters, so B2B software companies
can model their growth plan, align goals across GTM teams, and execute with measurable predictability and
intelligence-backed guidance. Typical returns come from:

A practical framework to quantify top-line growth, bottom-line
efficiency, and cultural impact, using benchmarks from industry analysts.

These ranges reflect improvement benchmarks from leading industry analysts and common outcomes from adopting
a RevOps discipline. These should be calibrated to a company’s stage and historical performance.

EXECUTIVE SUMMARY

KEY ASSUMPTIONS & BENCHMARKS



LEVERS WHERE SAVINGS APPEAR

Capacity Planning Right-sized headcount; time hiring with forecasted pipeline

Program Optimization Shift budget from low-ROI channels to proven producers

Process & Data Hygiene Less rework, fewer hand-offs, higher conversion fidelity

Tool Consolidation Lower stack redundancy, admin, and integration overhead

A single source of truth and visible goals foster trust and engagement across Sales, Marketing, Customer Success,
Finance, and the Board. Leaders gain confidence from validated models and consistent reporting; teams stay focused
on the same metrics.

3. Impact on Reputation & Culture

2. Impact on Bottom Line (Efficiency & Cost Savings)

Automation replaces manual spreadsheets and fractured reporting with aligned, reusable models and dashboards.
Savings show up as lower GTM unit costs, tighter program spend, and headcount leverage from higher productivity.

Approach to quantify uplift:

1.  Establish baseline: last-year bookings, current win rate, average deal size, cycle length. 
2.  Apply conservative win-rate lift (e.g., +5%) and/or cycle-time improvement to current funnel. 
3.  Compute incremental bookings and multi-year compounding from better throughput.

OUTCOME DESCRIPTION

Aligned & Engaged Teams Shared KPIs and dashboards reduce friction and accelerate decision-making

Board Confidence Validated targets and better forecast discipline raise credibility

Talent Attraction/Retention Modern, data-driven operations energize high-performers

Governance & Accountability Clear ownership, KPIs, and review cadences

ayeQ’s planning models (e.g., the Annual Plan Builder) translate historical performance into validated targets: required
pipeline size, stage-to-stage conversions, and role-based goals. Lift typically comes from win-rate improvement,
cycle-time reduction, and eliminating stuck stages.

1. Impact on Top Line (Revenue Growth)



DIMENSION INTERNAL BUILD WITH AYEQ

Timeline 6–18 months to implement; 9–24 months to value ~15 days to implement, value within 90 days

Capital Intensity High: consultants, data engineering, custom analytics
Low: packaged models, integrations, pre-
built analytics

Execution Risk Scope creep, misalignment, technical rewrites
Pre-built patterns reduce risk; faster
feedback

Opportunity Cost Delayed capture of growth upside Earlier capture; shorter payback
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Get in touch to customize a business case using RevOps Automation built around your
goals - visit calendly.com/ayeq. 

5. One-Glance Summary

4. Risk Mitigation & Time to Value

IMPACT AREA KEY LEVERS EXPECTED GAINS TIMEFRAME

Top Line Win rate lift, faster cycles 5-15% revenue Year 1+

Bottom Line Productivity, optimized spend 10-30% GTM Cost Reduction Months

Forecast & Risk Accuracy, predictability 10-20% accuracy Months

Culture & Reputation Alignment, transparency Higher engagement & retention Ongoing

Overall ROI Faster time-to-value <1 year payback; 3-5 multi-year 6-9 months
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ayeQ™ is the leading RevOps Automation platform. It helps B2B companies automate and optimize the planning, execution and
performance management across the entire go-to-market engine. By aligning on and executing against shared goals, ayeQ helps

eliminate inefficiencies, improve forecasting, accelerate revenue growth and provide much-needed operational transparency. ayeQ
customers consistently outpace their competitors in gaining market share while operating in a constrained-resource environment.

About ayeQ

https://calendly.com/ayeq

