
A Strong Engine - But No Machine Around It 

 

 

1. Situation 

 
The company had a powerful commercial engine. 

 

Sales had structure, identity, and momentum. 

Revenue was growing, and the organization revolved around closing deals. 

 

But everything outside sales was fragmented. 

 

Product reacted to requests.   

Operations struggled to keep up.   

Customer success was underdeveloped.   

Finance and data systems lagged behind. 

 

It didn’t feel like a firm. 

 

It felt like an engine pulling unstable trailers. 

 

People outside sales felt like second-class citizens. 

 

 

 

2. What Was Actually Wrong 
 

This wasn’t a performance problem. 

 

It was a value chain problem. 



 

The company had optimized one function — sales — while the rest of the system remained 

underbuilt. 

 

Handoffs broke down.   

Ownership was unclear.   

Functions operated in isolation. 

 

The system could generate revenue. 

 

But it could not sustain it. 

 

 

 

3. Intervention 
 

The shift was from function-led execution to system-led operation. 

 

We mapped the full value chain — from market insight to cash collection — across all modules 

and functions. 

 

For each step, we defined: 

 

• Inputs received   

• Value created   

• Outputs delivered   

 

We rebalanced the organization: 

 

• Built Customer Success to own onboarding and retention   



• Strengthened product to focus on compounding advantage   

• Implemented RevOps and financial systems for visibility   

• Introduced data pipelines to connect the entire flow   

 

We aligned all functions around a single source of advantage: data quality. 

 

 

 

4. Hard Decisions 
 

• Redirecting investment from sales into systems and infrastructure   

• Accepting short-term revenue impact to build long-term capability   

• Challenging a sales-dominated culture   

• Elevating “support” functions into system owners   

 

This required shifting identity — from closing deals to building a firm. 

 

 

 

5. Outcome 
 

• More consistent execution across the customer lifecycle   

• Improved retention and customer experience   

• Greater predictability in revenue and delivery   

• Clear alignment across functions   

 

The company began to operate as a system — not as a collection of functions. 

 



 

 

6. Key Insight 
 

Startups optimize a single function. 

 

Scale-ups require a complete system. 

 

Growth doesn’t break because of weak parts — it breaks because the parts don’t connect. 
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