aye !

RevOps Automation

EXECUTIVE PLAYBOOK
FOR PREDICTABLE
REVENUE GROWTH

From Score
to System
to Scalable Growth.

A field guide for B2B SaaS revenue leaders who want
Al to actually help accelerate and predict growth.
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Chapter1

Why Your Score Matters

Most companies don't have a GTM problem. They have a model problem.

They have dashboards. Pipeline reports. Forecasts. Al tools. What they don't
have is a clear definition of how revenue is supposed to happen.

So forecasts get debated. Decisions get delayed. Al outputs aren't trusted.

KEY INSIGHT
Your GTM Efficiency Score measures something different: Do you have
a system that explains, predicts, and drives revenue?

The Three Symptoms of a Model Problem:

Data Everywhere No Shared Model Al Isn't Working
Dashboards and reports — Without a model, every Al without a structured

but no unified logic behind forecast becomes a debate, system produces outputs no
the numbers. every decision delayed. one trusts or acts on.

This playbook references the GTM Efficiency Calculator — a simple tool designed to
measure how well your revenue system actually works.

In just a few minutes, it gives you a clear score based on the same framework outlined
here — showing where your GTM system is aligned, where it's gapped, and what's likely
limiting performance.

It's a fast way to make these concepts concrete for your business


https://aye-q.com/gtm-efficiency-scorecard/

Chapter 2

Understanding Your GTM Score

Your score isn't just a number

Here's what each score range tells you about how your revenue system is
currently operating — and what it means for your next steps.

0-50 51-90

o GTM strategy is fragmented across teams © You have pieces, but they don’t connect

® Pipeline doesn't map cleanly to outcomes @ Some structure in pipeline & conversion

® Forecasts are inconsistent and debated © No unified model for the entire revenue lifecycle
® You're reacting to data, not managing a system o Decisions rely on interpretation, not logic

91-110 111-125

© A model exists with defined assumptions ® The model is trusted across the organization
® Teams are mostly aligned around it ® Decisions flow directly from the model
® Forecasting is becoming more consistent ® Al can actually be applied effectively
® The opportunity: consistency & execution ® Now you can optimize — not guess
-
3
/ “The difference
: between Reactive and

Optimized isn't more
data. It's a model that
everyone trusts.”




Chapter 3

No GTM Model

Most companies think they have a model.

What most companies actually have are sales stages, win rates, and sales

targets.

CRITICAL DISTINCTION

That's not a model. A real GTM model answers: "What has to happen, at each step,

for us to hit our number?"

What Most Companies Have vs. What a Real GTM Model Provides:

What Most Companies Have What a Real GTM Model Provides

® Pipeline stages with no conversion logic

Reports that only describe the past
Forecasts built on gut feel and opinion
Metrics without shared definitions
Tools that don't talk to each other

Resource plans based on guesswork

Conversion logic at every stage

Defined inputs required to hit the number

Predictable revenue based on models

Validated, real-time metrics

One source of truth across all GTM teams

Capacity/budgets optmized for success




Chapter 4

Six Steps to a Working GTM System

Each step depends on the one before it. Sequence matters.

Building a revenue system isn't magic — it's a sequence. Here are the six steps
that transform a fragmented GTM operation into a system that drives decisions
and enables Al.

FOUNDATION

Define the GTM System

Clarify your target segments (ICP), revenue streams (new, expansion, renewal), and sales motions. If this isn’t
clear, nothing downstream works.

DESIGN
Design the Growth Model

Define pipeline requirements, conversion rates, stage aging, sales capacity, and the role of expansion and
retention. This is where growth is designed — not predicted.

TRANSPARENCY
Make the Model Transparent

Ensure leaders can see the logic: visible assumptions, clear pipeline math, full traceability from target to inputs.
This transforms forecasting into understanding.




DECISION ENGINE

Connect Model to Decisions

Your model should answer: What does our pipeline need to look like at any given time? How many reps do we
need? How much pipeline must marketing generate? What is our required sales velocity?

Clean the Data

Here's the breakthrough most teams miss: a real model exposes broken data — missing fields, inconsistent
stages, unreliable conversion, unclear ownership. The model forces clarity, and that clarity makes everything else
possible.

AMPLIFICATION

Apply Al — Now It Works

Now—and only now—Al becomes genuinely useful. Because it has structured inputs, defined outcomes, and a
system to learn from. Al is no longer guessing. It's optimizing a known system.

KEY PRINCIPLE
Steps 1-5 are the prerequisite. Step 6 is the accelerant. Companies that skip

straight to Al are building on sand.




Chapter 5

Why This is Hard to Do Manually

Everything in the six-step framework sounds straightforward. It isn't.

To do this manually, you need to build and maintain the model as conditions
change, align every team to the same logic, continuously update assumptions as
you learn, reconcile data across multiple disconnected systems, and rebuild
forecasts every time the business shifts

THE HARD TRUTH
Most teams don't fail because they don't understand this. They fail because

they can't operationalize it.

I —— I —
Model Maintenance Cross-Team Alignment Data Reconciliation
Building a model once is hard. Sales, Marketing, and CS all have Every time you sync data across
Keeping it current as the business different data, tools, and systems manually, something
evolves is a full-time job that rarely ~ definitions. Unifying them breaks. The drift is invisible until

manually doesn't scale.

gets staffed. it's already cost you.




Chapter 6

How ayeQ Changes the Game

The operating system for revenue growth.

ayeQ is built specifically to operationalize every step in the framework — replacing

spreadsheets, disconnected dashboards, and static forecasts with a living,

designed revenue system.

A Designed Revenue Model

Not inferred from historical data — intentionally built
to reflect how your specific business grows.

Decision Outputs
Not just forecasts — specific guidance on hiring,
pipeline targets, and investment allocation.

Trained on clean data, structured logic, and defined
outcomes — optimizing a known system, not
guessing.

Full Transparency
Every assumption, every input, visible and auditable.

No black box. Leaders can question and trust the
output.

Continuous Alignment
Sales, Marketing, and CS operating from the same
model — automatically, in real time, every day.

Board-Ready Confidence

Forecasts and revenue plans leadership can stand
behind because every number traces back to an
auditable assumption.




Chapter 7

The Shift

How high-performing companies operate differently.

The difference between companies that struggle with Al and those that thrive
comes down to operating order. Most companies run their revenue process like

‘gaoa

High-performing companies flip the order:

OO,

FINAL TAKEAWAY
Al doesn't fix GTM. It ampilifies it. If your system is unclear, Al will be wrong —

and you won't trust it. If your system is structured, Al becomes one of the most
powerful levers in your business.

The Al Amplification Effect:

Unclear System + Al = Wrong outputs nobody trusts

Structured System + Al = One of the most powerful levers in your business




Chapter 8 aye

RevOps Automation

What to Do Next

You've taken the first step.
Now turn insight into action.

You've scored your GTM system. The next step is turning that
insight into a working model — one that drives real decisions
across your entire revenue team.

® See your GTM model clearly
® |dentify exactly where you're gapped

® Turn this into a system that drives decisions

aye-g.com/demo

40% 35% 28%

Better Forecast Less Deal Higher
Accuracy Slippage Marketing ROI

www.aye-Q.com | hi@aye-Q.com
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