
Uncovering
Revenue Leaks



What’s inside:

1 Your own revenue leakage estimate

2 The causes and signs of revenue leakage

3 How to stop revenue leakage



Your revenue leakage estimate

Lead processing
inefficiency

Maximize lead processing

Automate your lead processing
and streamline your sales team's
workflow by capturing all sales
data and activities automatically,
saving valuable time spent on
manual data entry.

Missed
opportunities

Boost opportunity creation

Increase your opportunity creation
with the power of personalization
and AI-driven analytics, allowing
you to efficiently engage
prospects and scale success.

Low win rates

Increase win rates

Increase win rates through
the use of advanced deal
health scoring and insights
that allow you to easily spot
and mitigate risks in open
opportunities.

Deal slippage

Prevent slipped deals

Continuously monitor and
analyze your sales data to
identify patterns or trends
that may lead to slipped
deals, and adjust your
strategy accordingly

$28,800 $16,128 $14,246 $3,704

Total leakage: $62,878
To discuss your results on revenue leakage request a consultation with Revenue Grid experts Book a consultation

https://revenuegrid.com/book-a-consultation/


Stop revenue leakage in 3 steps

1

Automated
data capture

2

Actionable
intelligence

3

Better
execution



Step 1
Stop the visible leaks by auto-capturing all relevant sales activities



Step 2
Use AI to spot invisible leaks and create actionable intelligence
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Failing to contact an
inbound lead within two
hours after they leave
a request leads to a 20%
drop in the conversion rate.

Failing to schedule a follow-up
meeting within one day after
a demo leads to a 15% drop
in the conversion rate.

In 70% of deals, sales
reps engage with only
one decision-maker,
limiting the scope
of influence.

Adoption of new product
features is low compared
to similar offerings, with
a 12% adoption rate versus
a benchmark of 35%.



Step 3
Execute better & stop losing winnable revenue
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Higher-quality
communication

Faster
response times

Shorter
sales cycle

Higher
conversion rates

Improved
collaboration



Request a consultation with Revenue Grid
experts how to fight your revenue leakage

Book a consultation

https://revenuegrid.com/book-a-consultation/

