SCALING REVENUE WITH INTENT:

Industry: SaaS
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Executive Snapshot
When AccountAim and I partnered the company was transitioning out of founder-led selling but
lacked the structure required to scale.

Sales conversations were happening. Interest was real. But the motion was inconsistent, opportunities
were evaluated emotionally instead of strategically, and the team had no clear definition of what
“great” looked like inside a revenue engine.

Within twelve months, AccountAim established a disciplined sales process, dramatically improved
conversion rates, reduced internal friction, and grew the business 4.5X.

The Challenge

Like many early stage SaaS companies, AccountAim had strong product conviction but an unrefined
go to market motion.

The founders were leading sales efforts themselves, operating more as product collaborators than
structured sellers. Without prior sales leadership experience, blind spots existed across discovery,
qualification, demo strategy, and negotiation.

Most critically, the team was treating nearly every opportunity as must win. A pattern that quietly
drains focus and limits long term scalability.

Key Risks Identified:
» No standardized sales process
« Inconsistent qualification
« Founder energy spread across low probability deals
» Missed revenue opportunities
e Lack of scalable operating rhythm

Without intervention, these conditions often hardwire inefficiency into a company’s growth
trajectory.
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Strategic Approach
Rather than layering tactics onto a fragile foundation, I focused on architecting a revenue motion
designed to scale.

The engagement centered on four strategic shifts:

Establishing a Repeatable Sales Framework
Moving the company away from bespoke selling toward a structured process that created consistency
for both the team and their buyers.

Turning Founder Led Selling into an Advantage
Instead of suppressing the founders’ natural credibility, I helped operationalize it, transforming
authenticity into a strategic differentiator.

Creating Decision Discipline
The team learned how to identify true long term customers and confidently disengage from poor fit
opportunities.

Anchoring Everything in Real World Execution
Every recommendation connected directly to live deals, accelerating learning and compressing what
is typically a multi year sales maturity curve.

The Experience

“Lester is always there when needed; weekends, late nights, early mornings. He showed up
consistently to discuss strategy, pressure test decisions, and help us navigate ambiguous challenges
using insights from his 15+ years of experience.”

Early stage environments demand more than advice.
They require accessible pattern recognition.
AccountAim gained a partner capable of operating both tactically and strategically someone

comfortable diving into active deals while simultaneously shaping the company’s long term GTM
direction.
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The Results

The impact was both immediate and compounding.

In 2025, AccountAim grew the business 4.5X
while strengthening the operational
foundation required for continued scale.

Additional outcomes included:
¢ Dramatically higher conversion rates across the
funnel
e Faster, more confident decision making

Reduced time spent preparing for complex sales
scenarios
e Greater internal alignment

A standardized process benefiting both buyers
and the sales team

Just as importantly, the company shifted from
reactive selling to intentional growth.

Process replaced improvisation.
Discipline replaced urgency.
Clarity replaced debate.

Defining the Value

“This gave me reassurance and a true thought
partner from the earliest days of searching for
product market fit to now scaling our processes and
team.”

What Surprised the
Founder Most

“Small adjustments in focus and
the timing of questions had an
outsized impact on our results.”

Elite revenue architecture rarely
requires massive disruption.

Often, precision creates the
greatest leverage.

Leadership Perspective

“An exceptionally experienced and
charismatic partner who can go
deep in the weeds when needed,
while never losing sight of the
bigger picture. His ability to
contribute across not only sales but
the entire GTM function has been
incredibly valuable.”

Josh McClanahan
Co-Founder & CEO, AccountAim

Strategic Takeaway

Early stage companies do not fail from lack of effort. They stall because
revenue lacks structure. AccountAim now operates with a sales foundation
built not only to support growth today, but to enable scale tomorrow.
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