AI Analysis

Drive Predictable Revenue With
a Process-First Approach

Joshua Rodriguez
CRO, Inselligence

Juan DeAngulo
Founder, Inselligence

Iggy Perez
Chief Revenue Officer, Escala24x7 - Stefanini Group

Jamie Elgie
Head of Marketing, General Manager, CoDev

VOXO



https://www.google.com/url?q=http://www.voxoevent.ai/&sa=D&source=editors&ust=1756995902953612&usg=AOvVaw1KjZx8qeY7ZiDx1qN--THN

Drive Predictable Revenue With a Process-First Approach
Wednesday, September 3, 2025

Summary

The session discussed driving predictable revenue through a process-first approach, emphasizing the importance
of structuring processes that align with real-world business activities. One core message was the necessity of
mapping out sales processes accurately before configuring CRM systems to reflect those processes. The speakers
highlighted that predefined CRM stages often fail fo match the actual sales journey, leading to inefficiencies.
Instead, a tailored approach ensures that data collected is relevant and actionable, thereby enabling better
visibility info sales activities and outcomes. This foundational step is crucial for identifying bottlenecks and
fostering a holistic view of the pipeline, which is essential for driving predictable revenue.

Another key point was the importance of maintaining a steady flow of leads and deals throughout the sales
pipeline. The speakers used a dice simulation fo illustrate how dependency and variability influence sales
outcomes. They emphasized that synchronizing lead generation with pipeline capacity can significantly improve
predictability and reduce bottlenecks. By strategically allocating resources to critical stages in the sales cycle,
businesses can mitigate the effects of variability and dependency, ensuring that leads are processed efficiently
and consistently. This approach not only helps in achieving quotas but also in maintaining a balanced and
effective pipeline.

Finally, the speakers underscored the value of segmenting pipelines based on deal size and other relevant factors.
By doing so, businesses can better understand and manage different types of deals, thereby improving overall
efficiency. They shared real-world examples where segmentation led to increased projected revenue and improved
sales cycle times. Additionally, they highlighted the importance of tracking detailed KPIs, including conversion
rates, deal sizes, and step utilization percentages, to identify and address inefficiencies. This comprehensive
approach enables sales leaders to make informed decisions and optimize their strategies for maximum revenue
generation.
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Takeaways

Process-First Approach

Mapping out sales processes before configuring CRM systems is crucial for driving predictable revenue. This
ensures that collected data is relevant and actionable, providing better visibility into sales activities. A
tailored approach helps identify bottlenecks and fosters a holistic view of the pipeline.

Steady Flow of Leads and Deals

Maintaining a consistent flow of leads and deals throughout the sales pipeline is essential for achieving
quotas and reducing bottlenecks. Synchronizing lead generation with pipeline capacity mitigates the effects
of dependency and variability, ensuring efficient lead processing and predictable outcomes.

Pipeline Segmentation

Segmenting pipelines based on deal size and other relevant factors improves overall efficiency and revenue
generation. Tracking detailed KPIs, such as conversion rates and step ufilization percentages, helps identify
inefficiencies. This comprehensive approach enables informed decision-making and optimized sales
strategies.
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