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Executive Summary

A NEW IMPERATIVE FOR A NEW ERA

Revenue is the lifeblood of the enterprise. Yet despite unprecedented
investment in technology, most organizations are not realizing the
performance they need—or the performance their technology
promised.

Our analysis across hundreds of companies reveals a clear and
compelling truth: the challenge is no longer access to technology.
The challenge is enabling technology to drive sustained, measurable
performance.

Revenue has never mattered more.

Growth, margin expansion, and shareholder value depend on
top-line performance. The boardroom agenda is clear: grow
revenue, profitably and predictably.

Technology has advanced—faster than performance.

Enterprises have invested billions in best-in-class solutions,
yet revenue performance has not kept pace with technology
advances or business expectations.

A significant performance gap persists.

Our research shows a widening gap between revenue
performance leaders and the rest—driven by how revenue
is managed, not by the technology they own.

A new management capability is required.

Revenue Intelligence & Optimization (RIO) is the discipline
that transforms data, Al, and workflows into continuous
insight and action—across the entire revenue lifecycle.
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A different approach delivers a different outcome.

Organizations that operationalize RIO through a continuously
improving revenue engine achieve higher growth, stronger
margins, and greater resilience.

Boards don't ask
technology questions.
They ask performance
questions.

The leaders who win
are those who turn
their revenue
ecosystem into a
continuously
Improving engine

of growth.

THE BOARDROOM REALITY

OOO Sustainable growth and
CQ-: margin expansion come

from performance—not
platforms.

REVELOCITY
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Revenue Has
Never Mattered More

THE BOARDROOM AGENDA IS CLEAR

In a market defined by volatility, efficiency demands, and growth
expectations, revenue performance has become the primary driver
of enterprise value. Boards and executives are laser focused on
four outcomes—growth, margin, forecasting confidence, and
productivity—and holding leadership accountable for results.

&
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GROWTH

Top-line expansion

is the mandate.

Boards expect consistent,

profitable growth that
outpaces the market
and builds long-term
shareholder value.

{

Average revenue growth
expectation over the
next 12—-24 months'

FORECAST
CONFIDENCE

Visibility drives
better decisions.

Accurate, forward-looking
insight reduces risk,
improves agility, and
increases investor

and board confidence.

Revenue performance is no longer
just a functional priority.
[t is the enterprise priority.

— Gartner”

Sustainable
Revenue Performance
Drives Enterprise Value

240
J 1 /0
Of executives say Average productivity
forecast accuracy improvement target
is their #1 priority?® over the next 12-24
months’

1. Source: Revelocity Executive Survey, 2024 | 2. Source: Gartner, The CFO Agenda 2024

© 2024 Revelocity. All rights reserved.

MARGIN

Profitability
can’t be compromised.

Margin expansion funds
investment, strengthens
resilience, and differentiates
winners from the rest.
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Average operating
margin improvement
target over the next
12—-24 months’

PRODUCTIVITY

Do more with
what you have.

Boards expect teams to
be more productive,
leveraging technology
and data to drive
operating leverage.

ONE IMPERATIVE.
FOUR OUTCOMES.
COUNTLESS DECISIONS.

The organizations that win will be
those that align every decision,
investment, and capability to
improve revenue performance.

REVELOCITY
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Organizations have invested
billions in best-in-class
technology across the
revenue lifecycle. The
capabilities exist. The

data is abundant. The
tools are connected.

Technology Advanced.

Revenue Performance
Hasn't Kept Pace.

THE REVENUE ECOSYSTEM IS MORE POWERFUL THAN EVER—
BUT IMPACT REMAINS ELUSIVE.

Yet revenue performance

hasn’t kept pace.

THE MODERN REVENUE ECOSYSTEM

UNPRECEDENTED
INVESTMENT

LIMITED

CUSTOMER PERFORMANCE IMPACT

SUCCESS
. v Retention
¢ A ) ‘
[ﬁ]\[m J L i'( ) I ) SALES & Expansion MARKETING
Execution Demand ®

spent annually on

Only 16%

of executives are

& Productivity & Engagement

L NI satisfied with their

globally’
G y revenue growth*
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of enterprises have cite poor cross-functional

deployed a modern

revenue tech stack?

increase in rev tech
tools per enmerprise
in the last S years?

CRM

Pipeline
& Relationships

ANALYTICS
Insights

Al / AUTOMATIO

Intelligence
& Efficiency

=

DATA PLATFORM

Integration

alignment and data

silos as a top barrier$

l.essthan 1 in 4

organizations are effective
at turning insights into

action consistently®

& Visibility ERP / FINANCE & Governance

Financial Management
& Performance

T THE OPPORTUNITY IS CLEAR

Technology is no longer the constraint. Ve N | ,

Perforins 5 9N )\ '\ The organizations that will win are not
riormance Is. L/L\l/ \) | those that have the most technology.

| he missing link is how we manage \_ _/ Theyare those that orchestrate it into

revenue—not more technology. SiCoptinUONSYIMPIOVITG System

of revenue performance.

1. Source: Statista, 2024 2. Source: Gartner, Magic Quadrant for Sales Force Automation, 2024
()4 3. Source: G2, RevTech Landscape Report, 2024 4. Source: McKinsey, The State of Organizations 2023

REVELOCITY

5. Source: Deloitte, 2024 CMO Survey 6. Source: Forrester, Revenue Operations Study, 2024
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I l le Re‘ 7enue The gap isn't caused by a lack
of technology. It's caused by

siloed data, disconnected
Performance Ga
p insights, and a reactive
approach to managing

BILLIONS IN TECHNOLOGY INVESTMENT. revenue. In short, a system

Our research across hundreds of enterprises consistently reveals Bridging this gap is where
a widening gap between the performance organizations expect the next advantage—and
and the performance they achieve. the next era—begins.

CURRENT REVENUE PERFORMANCE POTENTIAL REVENUE PERFORMANCE
THE GAP

Inconsistent Growth \ 7 () 8 () (y Consistent, Profitable Growth
= O :

Volatile results, missed targets, Above-market growth delivered

and unrealized potential. - e efficiently and predictably.
’ of organizations are not =

achieving their full revenue

Forecast Inaccuracy performance potential.” W Predictable Forecasts

Disconnected data and limited High-confidence insights that

visibility create uncertainty. drive smarter decisions.

Low Productivity

Siloed teams, manual work,

and misaligned priorities. \ ; operating at peak performance.
{ I

High Revenue Productivity

Teams equipped, enabled, and

Margin Pressure N . Margin Expansion

Inefficiencies, churn, and p F 3 Operational efficiency and effective
costs erode profitability. = leverage drive expanding margins.

of executives believe their

‘ ‘ The revenue performance gap

1SNt ¢ > oV >
isn't a technology problem. Tt ar

Il S d \\\1L‘l]1\ p]"()l‘)]k‘lﬂ. .‘ Signiﬂcantly better results
And systems can be reengineered. with their existing technology.”

— Revelocity Research Institute

() 5 1. Source: Revelocity Executive Survey, 2024 R E V E L O C I T Y

2. Source: McKinsey, The State of Al in 2024



REVELOCITY EXECUTIVE PERSPECTIVES | VOLUME 01

Revenue Intelligence
& Optimization

A NEW MANAGEMENT DISCIPLINE
FOR A NEW ERA

Revenue Intelligence & Optimization (RIO) is the discipline
that transforms how organizations manage revenue.

It unifies data, insight, and action across the entire
revenue lifecycle—continuously.

RIO turns information into intelligence.

Intelligence into action. And action into results.

06

UNIFIED INTELLIGENCE

Break down data silos and create
a single source of truth across
the revenue ecosystem.

ACTIONABLE INSIGHTS
Turn data into clear, prioritized
insights that reveal what to do,
why it matters, and what to

do next.

CROSS-FUNCTIONAL
ALIGNMENT

Align teams, goals, and
incentives around the
customer and growth.

CONTINUOUS OPTIMIZATION
Test, learn, and adapt in real time
to improve results month over
month, quarter over quarter.

RIO is the bridge between yol

Y

Ir te

THE POWER OF RIO

RIO

REVENUE INTELLIGENCE
& OPTIMIZATION

Continuous Intelligence.
Continuous Improvement.
Compounding Results.

RIO is the management
system that turns your
revenue ecosystem

into a performance

multiplying engine.

chnolo gy eCOsSYysS em

and the performance your business was built to achieve.

b &

RIO is not a project.

[t's a capability.
Not a tool.
A transformation.

Not a destination.

A continuous journey.

29

IMPROVED DECISIONS

Equip leaders with timely,

accurate intelligence to make

confident, high-impact decisions.

OPERATIONAL EXCELLENCE

Standardize what works. Eliminate

what doesn't. Drive consistent

execution at scale.

MEASURABLE IMPACT

Track what matters. Prove what

drives results. Demonstrate

the ROI of change.

COMPOUNDING RESULTS

A virtuous cycle of insight,

action, and improvement

that accelerates performance.

THE OUTCOME:
A CONTINUOUSLY IMPROVING

REVENUE ENGINE

Organizations that operationalize RIO
outperform their peers—achieving
higher growth, stronger margins, and
greater resilience in any market.

REVELOC

HE REVENUE

PERFOR

aNICE
MANCE

COMPANY
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The Conti |
| Ing R Engi o
p g g The best-performing
FROM INSIGHT TO IMPACT. CONTINUOUSLY. organizations don't just
RIO operationalizes a continuous cycle of intelligence, decision- execute better planS'
making, and execution that drives measurable improvement They have better systems
across the entire revenue lifecycle. for getting better—every day.
It's not a one-time initiative. It's a new operating system ’ ’

for revenue performance.

THE RIO FLYWHEEL
A CONTINUQUS CYCLE OF IMPROVEMENT

()l CAPTURE & INTEGRATE *® ()2 ANALYZE & PRIORITIZE

?
- L
Unify data from across the /} Apply advanced analytics
4 s o revenue ecosystem to create [] r‘eg\ and Al to uncover what
a single source of truth. L matters most and prioritize

the right actions.

CONTINUOUS INSIGHT.
CONTINUOUS ACTION.
COMPOUNDING RESULTS.

03 DECIDE & ALIGN
Translate insights into clear

()5 MEASURE & LEARN —o.‘

Measure what matters.

Capture learnings and decisions. Align teams,

refine continuously to resources, and incentives

improve outcomes over time. around the highest-impact

opportunities.

()4 EXECUTE & OPTIMIZE

Execute with precision. Monitor performance in
real time and optimize actions to drive impact.

THIS IS HOW PERFORMANCE COMPOUNDS. Z—SX 2()_3()% 10_20%

Each cycle generates more accurate insights, smarter
decisions, and stronger execution—creating a compounding Faster time Improvement in Increase in operating
effect that drives sustainable growth and margin expansion. to insight forecast accuracy’ margin over time?

()7 ‘ 1. Source: Gartner, Improve Revenue Forecast Accuracy, 2023 R E V E L O C ' T Y

2. Source: Boston Consulting Group, The Performance Advantage, 2022

THE REVENUE PERFORMANCE COMPANY
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A New Management 5
Paradigm for Revenue The future belongs to\
Perf()rmance organizations that can

connect strategy to

PEOPLE. PROCESS. DATA. TECHNOLOGY.

ALIGNED. INTEGRATED. CONTINUOUS. execution—seamlessly,

intelligently, and
Sustainable revenue performance is not the result of any single
initiative. It is the outcome of a connected operating paradigm—
one that aligns people, processes, data, technology, and
intelligence into a continuously improving revenue engine.

continuously.

29

THE REVENUE PERFORMANCE OPERATING PARADIGM
Four pillars. One paradigm. Continuous improvement.

PEOPLE PROCESS DATA TECHNOLOGY

Empowered teams Standardized, scalable Trusted, unified data Integrated technology
aligned to the right processes that drive that delivers clarity, that enables intelligent
priorities and consistency and context, and execution and
incentives. operational excellence. predictive insight. real-time action.
« Right roles and skills + End-to-end process design « Single source of truth « Connected ecosystem
« Clear ownership » Best practices at scale « Data quality and governance « Intelligent automation
« Performance culture « Automation and efficiency « Analytics and Al/ML « Scalable architecture
« Continuous enablement « Continuous refinement  Predictive visibility « Continuous innovation

: THE REVELOCITY PRINCIPLES
When these four pillars

/\/I ) WOI‘k in harm ony, th e re SLllt Align everything to the outcomes that matter.
DDD” isia Systen] that learns ; Integrate systems to enable intelligent flow.

adapts, and compounds

@ Optimize continuously to compound results.
performance—continuously.

Measure what matters and act in real time.

O 8 I The best-performing organizations don’t have better technology. R E V E LO C l T Y

They have a better operating paradigm. THE REVENUE PERFORMANCE COMPANY
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Real Impact. e .
Real Results. R

HOW LEADERS ARE TRANSFORMING N

REVENUE PERFORMANCE WITH RIO. ' b~

Organizations across industries are operationalizing Revenue DIFFERENT INDUSTRIES. ’ Y
Intelligence & Optimization to break through barriers, unlock COMMON CHALLENGES. .
growth, and build a sustainable performance advantage. MEASURABLE IMPACT. . .

RIO IN ACTION

CASE STUDY 01 CASE STUDY 02 CASE STUDY 03

III/ Global Technology /ﬂ\,‘\ Industrial @ Healthcare

Company Manufacturer , __/ Provider

THE CHALLENGE THE CHALLENGE THE CHALLENGE

Siloed data and inconsistent processes Disconnected systems and manual Fragmented data and unclear performance
led to missed opportunities and reporting slowed decision-making drivers made it difficult to execute
unpredictable revenue. and performance. strategy effectively.

THE APPROACH THE APPROACH THE APPROACH

Implemented RIO to unify data, standardize Deployed RIO to integrate systems, Built a RIO-powered operating system

workflows, and operationalize insights. automate reporting, and align teams to connect data, surfacing insights
around outcomes. that drive action.

THE IMPACT THE IMPACT THE IMPACT
/ /J ) 8 o/ increasein ()0 growth in operating o o, increase in patient
\ []U 4« /0 revenue growth _,() /0 margin nqy ] 8 /O revenue

improvement in faster time to 7R = - ;
: P 7_%\ s ( {?\ 2j 0/ improvement in KPI
orecast accuracy &« <J A insight \ u / «/ /0 performance

increase in sales Improved cross-functional alignment . Stronger financial and operational
S ' |
productivity and accountability outcomes

THE BOTTOM LINE /O':]\ READY TO TAKE THE NEXT STEP?
RIO delivers a competitive advantage that compounds over time— ‘n., £ ,.' Let's start a conversation about how
creating stronger performance, greater agility, and sustained growth. S / Revenue Intelligence & Optimization
can help your organization achieve
ONE SYSTEM. ENDLESS POSSIBILITIES. continuous, measurable impact.

BUILT FOR TODAY. DESIGNED FOR WHAT’S NEXT. ,
’ CONNECT WITH REVELOCITY >

() 9 Organizations that operatoralize RIO outperform their peers—achieving R E V E L O C I T Y
Y o3 THE REVENUE PERFORMANCE COMPANY

higher growth, stronger margins, and greater resilience in any market.
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CONCLUSION

The Future of gt
Revenue is Continuous

PERFORMANCE ISN'T A DESTINATION.
IT'S A CONTINUOUS JOURNEY.

In a world of constant change, the organizations that thrive are ‘ ‘
those that connect strategy to execution, insight to action, and

technology to outcomes—continuously. The future of revenue
belongs to those who

RIO isn’t just a solution. It’'s a commitment to a - -
J never stop improving. 09

smarter, faster, and continuously improving future.

. KEY TAKEAWAYS .

‘ A e
o3 A 829

THE GAP IS REAL TECHNOLOGY RIO CHANGES CONTINUOUS CYCLE. BUILT FOR WHAT'S NEXT
ISN'T ENOUGH THE GAME COMPOUNDING RESULTS.
70-80% of organizations A RIO empowers your
i ifies intelli continuous operatin
Be ot achieting el ol Disconnected systems RIO unifies intelligence ntinuous operating organization to adapt.
and siloed data create and action across the system drives smarter ;
revenue performance innovate, and lead
) fragmented insights revenue lifecycle— decisions, better execution, :
potential. in any market.

and missed opportunities. continuously. and measurable impact.

‘ ‘ It’s time to move beyond /\ LET’S CONTINUE THE CONVERSATION

traditional approaches and ( O@é Discover how Revenue Intelligence & Optimization
embrace a new ()pera[ing system (N f\/ can unlock your organization’s full revenue

for revenue performance. \
[t's time to make performance

| continuous. It’s time for RIO. , ’ VISIT OUR WEBSITE | EMAIL US SCHEDULE A DEMO
s M-v.. o s revelocity.ai | info@revelocoity.ai revelocity.ai/demo

potential—continuously.
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10 l The journey to higher performance never ends. R E V E L O C I T Y

With RIO, every step forward compounds your success. L RBVENUE BERECRMANCE COMPANY



