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The past few years have tested everyone's mettle 

– not least of all business-owners. We've collectively 

experienced the most disruptive market swings in living 

memory, the greatest drop in output for centuries – 

and then one of the fastest-ever economic recoveries. 

We've weathered a looming recession, followed by 

surging demand that was quickly choked by gummed-

up supply chains and a disruptive war in Europe. As we 

head towards a post-pandemic world, things are no 

less uncertain: inflation, rate hikes, conflicts and supply 

crises, and wobbly consumer confidence.

As we look towards the future, what we really need isn't 

just growth, but growth you can plan for. Growth that's 

reliable and predictable; growth that creates room for 

you to get on with building your business. Growth you 

can count on.

Getting to 'predictable revenue' might not outwardly 

seem the sexiest of goals – but it's the holy grail for 

small- and medium-sized businesses. For most 

businesses, income is far from steady month-on-month. 

More likely, you're stuck in a cycle of lean months with 

sales trickling in and fizzling out, followed by months 

where sales boom – with little idea of what's driving 

either. When business is good, it's fantastic – but when 

it's bad, it can be lethal. In fact, even the record-

breaking months create issues, warping sales targets 

and causing burnout when conversions dry up again.

If this sounds familiar, you'll understand the desire for 

predictable, successful sales growth. Steady growth 

gives you room to plan for the future, clear indicators for 

how you can sustainably scale up, and allows you to 

build up your reserves.

Growth leaders are... 
almost twice as confident in 
their tools and processes for 
understanding customer needs.

You've weathered the storm. Now what? Getting off the revenue rollercoaster

Looking for steady, 
reliable revenue 
growth? Do these 
five things today.
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So why are sales unpredictable? There are plenty 

of possible reasons: the type of sales you make, 

how big your sales are, and the nature of your sale 

cycle, for starters. The bigger your deals are, the 

longer they usually take – and the more it matters 

if they land this month or next.

There are other more specific questions that could 

answer why unpredictability is baked into your 

current sales approach, too:

Chaos creates chaos

Does your team use a system or tool to 

track sales? Or are they relying on memory, 

or their own ad hoc approaches?

Do you have the tried-and-tested resources 

your team needs, like clear product 

knowledge, scripts, decks, demos and FAQs?

Are the goal posts constantly moving because 

the product set, features, pricing or customer 

personas are always changing?

Is faltering lead generation causing issues 

further down the sales funnel?

Is your sales team solid? Are new staff quickly 

onboarded and brought up to speed, or left to 

work things out for themselves? Do staff stay, 

or do you have high churn, costing you 

experience and knowledge?

Does your sales team work together to share 

knowledge, or is everyone going it alone?

Is your CRM data complete and up-to-

date, or is it patchy?

How you answer these 
questions will tell you a lot 
about where the problems are – 
and signpost how to fix them.
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Your pipeline has to be clear for it to work. 

Get rid of any junk: stalled deals, deals unlikely 

to close, deals that should move back to your 

lead nurturing stream. Set some clear ground 

rules for keeping it clear and up-to-date. Define 

the stages deals moves through and when, and 

actions that drive deals through each stage. 

According to Harvard Business 
Review research, companies with 
effective pipeline management 
had a 15% higher average growth 
rate than companies with 
ineffective management.

Consider which deals are more likely to succeed, and which ones are worth 

most to your business (in revenue, reputation or strategic terms). Are there 

patterns to which deals are cooling off? Customer personas, companies or 

products that are easier to close? When you weigh this up against the time, 

effort, and resources you're spending, you might be surprised which are most 

valuable. Some quick 'leaky bucket' analysis will sharpen your focus.

2.   

Work out exactly which resources your team needs, and make sure they're in 

easy reach. Pull together in one place lists of product features, customer 

references and case studies, demos, templates for proposals, contracts and 

emails, FAQs and responses to objections. Dropbox, Google Drive or some 

CRMs are all good ways to share access to these critical tools.

3.   Tool up your team

1.   Clean up your pipeline

Plug the leaks
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5.   Dive into  the data
The data tells the story – don't miss what it's trying to tell 

you. It may seem obvious, but make sure you're collecting 

data. If your CRM is clean, tidy and up to date (see Step 1), 

you're off to a good start. If you can also keep track of 

marketing spend and campaign results, even better.

Analysing it can be as simple as taking a look at it in Excel, 

but there are fantastic tools like ScaleXP, 9Spokes, Google 

Data Studio or Tableau that can give you a clear view into 

what's going on, too. For an all-in-one smart data and sales 

platform, PeripherAi is transformative.

66% of respondents to an 
Ernst & Young survey said that 
lack of customer insights 
and data was their greatest 
organisational challenge.

4.   Talk, talk, talk
Communication is a muscle – build in time to 

strengthen it, from onboarding and training, to 

sales tactics and business updates. At a minimum, 

meet weekly with the sales team to share progress, 

learning and best practice. Talk through every deal 

in detail: how it's progressing, but also why. Share 

points of friction, approaches that didn't land and 

language that cut through. You might want to 

record sales calls to review together. Ask your 

team what they need, and listen to the answers.

Says Forbes: 
Research confirms that 
when companies undertake 
selling as a "team sport," they 
increase the possibility of deal 
closure by a whopping 258%."

"
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It needs empathy and perceptiveness, the ability to 

find common ground and form connections – things 

the human brain equips us well for. But there are 

limitations to our brains. Our memory is selective and 

limited, so we're not always seeing what's actually 

there. In sales terms, this can limit clarity about what 

actually got a deal across the line, or exactly when it 

began to drift off-track. 

Although our brains are good at intuitively spotting a 

pattern, we're not engineered to see exactly what the 

pattern is or how it works – so a recurring sales issue 

might not be understood or addressed.

For years now, humans have been using computing 

capabilities in sales, like CRMs, to tackle some of these 

shortcomings. They're great for keeping track of tasks, 

tracking communication with a client, and collating 

notes. But they too have their limitations. Most CRMs 

are expensive, and complex or time-consuming to use, 

so they're often underutilised by teams.

For bonus points: put it all together.  

This is your Sales Playbook, and done right, 

it's your sales team's keys to the kingdom. 
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Selling is a very human art. 



But the next generation of sales tools is emerging to make sales smarter, 

steadier and more seamless. Enter PeripherAi: a sales tool that fuses the 

smarts of your sales people with the intelligence of your data. It integrates 

what your team knows with what your data shows, giving you sales 

superpowers. It's designed by serial start-up founders for the real world:

It connects with your existing CRM, so you don't need to start all over again

It takes just minutes to set up, and offers immediate insights into your business

It guides you through the creation of your sales playbook – making the 

onboarding process seamless for new hires

It powerfully unifies your playbook and CRM: find daily task lists, deal pages, 

and smart recommendations for what to do next, all in one place

It's priced to be affordable for small businesses with big ambitions

Powered by AI, it provides dynamic insight, analysis, recommendations 

and resources

Its simple, intuitive analytics dashboard calculates and interrogates key 

metrics, visualises your sales funnel and spot bottlenecks, and helps you 

set incentives and manage team performance

PeripherAi is all about creating tools that help build 

sales and drive sustainable business growth. If you're 

a startup or SME keen to harness both human and 

data intelligence, or looking to build your business on 

a foundation of scalable and reliable sales, let's talk. 

We're inviting a limited number of participants to join 

our early access programme – so if you'd like to 

explore how we can help you create growth you 

can count on, do get in touch.

+44 744 144 2960

Here to help you build your business
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