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R E V E N U E  G R OW T H  &  P E R F O R M A N C E

Revenue Marketing
Strategy.
Design the revenue marketing system that aligns marketing, sales,

and customer success around the buyer.

P R E PA R E D  B Y

Demand Spring  ·  Revenue Marketing Consultancy

C O N T I N U E  →

demandspring.com/contact
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I N S I D E  T H I S  B R I E F

The problem on your desk Our thesis How we work What's included

What you walk away with



E X E CU T I V E  S E RV I C E  B R I E F

Revenue Marketing Strategy.
Design a revenue marketing system and the plan to run it. For B2B marketing leaders whose

strategy lives only in a marketing deck.

T H E  P R O B L EM  O N  YO U R  D E S K

Revenue marketing isn't a campaign calendar. It's a

system that aligns marketing, sales, and customer

success around the buyer. If revenue marketing lives only

in a marketing deck, it isn't a system yet. Stagnant

pipeline follows when each function keeps its own

definition of success and its own scoreboard.

What the system aligns 0 1  ·  T H R E E  T H I N G S  T H I S  E N GAG EM E N T  D E S I G N S

01

One buyer, one scoreboard

Marketing, sales, and customer

success organized around the same

buyer and the same numbers, so

the plan becomes a system the org

can name.

02

An operating
model and metrics
The structure, cadence, and

measurement that make revenue

marketing repeatable. This is the layer

that turns intent into a reliable result.

03

Go-to-market
pulling together
Segments, plays, and channels

connected to the strategy, so the whole

revenue org moves in one direction

instead of optimizing its own corner.

What’s included 0 2  ·  W H AT  T H E  E N GAG EM E N T  D E L I V E R S

A diagnosis of where revenue marketing breaks down A strategy designed to your stage and stack

A sequenced roadmap the revenue org can run An operating model: structure, cadence, and ownership

The metrics and reporting to run the system Quarterly senior-led advisory reviews (Enterprise tier)

What you walk away with 0 3  ·  T H E  O U TC OM E S  T H AT  M AT T E R

01

A strategy tied to revenue,

not activity.

02

Go-to-market aligned in

one direction.

03

A marketing plan

defensible to the board.

04

Marketing measured as a

revenue engine.

Design your system.
Talk to a strategist to map a revenue marketing strategy

your whole revenue org can run.

Book a session demandspring.com/contact

D EMAND  S P R ING    ·    R EV ENU E  MA RK E T ING  CONSU LTANCY EX ECUT IV E  S E RV I C E  B R I E F

O U R  T H E S I S

“A strategy your sales and CS teams can name,

or a plan only marketing has read.

It was the first plan all three of our leaders could

actually name.

CMO    ·    EN T E R P R I S E  B 2 B

“

https://demandspring.com/contact

