\- A Gall To
—— THRIVE

CASE STUDY

Turning Expert :
Reputation Into a
Scalable Revenue System

#

CLIENT TYPE
Executive communication, media training,

crisis communication, presentation readiness,
and message development

ENGAGEMENT TYPE

Scale Clarity™ + Activation Kit

SITUATION

The client had built a highly respected communication training and advisory business with decades of credibility,
premium clients, repeat engagements, and proven expertise in high-stakes communication.

The work included media training, crisis communication, executive presentation coaching, message development,
spokesperson preparation, and virtual communication readiness.

The business was already generating meaningful revenue, with a current annual revenue base of approximately
$300,000 and a desired growth goal of approximately $400,000.

The business did not lack credibility or capability. The opportunity was to turn the client’s existing expertise,
client relationships, and trusted reputation into a more intentional revenue system.

The goal was to grow without adding employees, overcomplicating the business, or increasing travel unnecessarily.
The client preferred to remain a sclo expert-led practice, supported by light administrative help,
with more premium virtual work and fewer operational headaches.

STRATEGY. CLARITY. EXECUTION. <4 BUILT AROUND YOU.
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CORE CHALLENGE
+

The primary constraint was not demand, skill, or
market reputation. The primary constraint was that
the client's strongest growth opportunities were
sitting inside existing trust networks without a
simple system to activate them.

But the client did not yet have a clear operating
structure for turning those assets into consistent
revenue conversations.

The client had: The business was still relying heavily on referrals,
repeat demand, and clients initiating the next
conversation.

s Strong repeat clients * Existing virtual delivery

¢ High-value past clients SRpangnse

Tl ® |nterest in Al and ' :
* Alarge email list ' The next stage required a more deliberate
automation

* Proven service categories system for packaging offers, reactivating
* A desire for more ; - o o ;
relationships, building visibility, and following
up consistently.

* Strong testimonials

remium, efficient work
and credibility P

STRATEGIC DIAGNOSIS
+

The Scale Clarity™ process identified that the client did not need to reinvent her business.
She needed to make her value easier to package, communicate, and activate.

The key findings were:

1 The next $100K was most likely to come from existing trust, not cold outreach.

The client had a strong base of current clients, past clients, strategic accounts, and referral partners.
The fastest growth path was relationship activation rather than broad lead generation.

Virtual work needed to be positioned as premium readiness, not a lower-cost alternative.
The client's virtual work had strong growth potential, but it needed to be framed around executive
communication readiness, message clarity, and high-stakes preparation rather than “Zoom training.”

Offer clarity would increase buyer confidence.
Her existing services were valuable, but clients needed a simpler way to understand
what to buy, when to buy it, and how each offer connected to a high-stakes communication need.

The client did not need a complicated marketing funnel. She needed a manageable cadence
for outreach, follow-up, pipeline review, and visibility.

Al and automation should reduce administrative drag, not replace her expertise.
The best use cases were practical: email sorting, draft support, proposal scope templates,
tracker updates, call summaries, contract review flags, and assistant workflows.

4 The business needed a simple weekly revenue rhythm.
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STRATEGY DEVELOPED
4+

The strategy centered on building a premium, relationship-driven growth system
designed to help the client move from approximately $300K to $400K
without adding staff or complexity.

The recommended strategic direction included:

4 PREMIUM VIRTUAL OFFER LADDER
A structured offer map was developed around Executive
Communication Readiness, with several levels of engagement
to position virtual work as high-value, high-trust advisory support.

4 STRATEGIC ACCOUNT AND PAST CLIENT ACTIVATION
A relationship-based outreach strategy was built to prioritize
current clients, past clients, strategic accounts, and referral partners.
The goal was to reconnect with people who already knew
the client’s work and could benefit from renewed support.

4 WEEKLY REVENUE RHYTHM
A simple weekly cadence was created to help the client and
her assistant stay consistent without overwhelm. The rhythm
focused on relationship review, personal outreach, follow-up,
client conversations, and pipeline review.

4 NEWSLETTER RE-ENGAGEMENT STRATEGY
The client’s email list was reframed as a relationship asset.
The newsletter strategy was designed to help her stay visible,
reinforce expertise, and create warm conversations over time.

<4 PODCAST VISIBILITY STRATEGY
Podcast guesting was positioned as a strategic visibility channel
to strengthen authority, expand relationships, and generate
credibility with executive audiences and referral networks.

<4 Al AND AUTOMATION QUICK WINS
Lightweight Al and automation opportunities were identified to
support outreach, newsletter drafting, proposal preparation,
email management, tracking, and follow-up.

OUTCOME
+

By the end of the engagement, the client had a complete growth
system designed around the way she wanted to work.

She walked away with:
* A clearer path from $300K to $400K * A simple weekly rhythm to keep

A premium virtual offer structure business development moving

* Revenue scenarios showing how the *  Mewsletter and podeast visibility strategies
next $100K could be achieved * Al and automation opportunities to

* A relationship-based growth plan reduce administrative friction

* QOutreach language for current clients, + A professional binder and flash drive
past clients, referral partners, and containing implementation assets

strategic accounts

+
The work also validated that the client had room to raise prices.
Shortly after the engagement, she sold another executive coaching
program at $£6,975 and began considering a price increase,

confirming that buyers already accepted her work at a premium level.

ACTIVATION ASSETS CREATED
<

The engagement moved beyond strategy into
practical implementation tools.
The final deliverables included:

+ Scale Clarity Report

* Executive presentation

+*  $100K Premium Virtual Revenue Offer Map

+ Strategic Account & Past Client Outreach Playbook

* Relationship Outreach Message Library

* Simple Weekly Revenue Rhythm

* Mewsletter Strategy Playbook

* Podcast Pitch Kit

* Podcast one-pager

* Podcast outreach messages

* Client-base building follow-up email

* Outreach tracker with Zapier instructions

+  Implementation roadmap

* Recommended next-step pages

* Business Systems Activation overview

* Printed implementation binder structure

+ Flash drive asset reference page

+ Binder cover, spine, table of contents,
dividers, and notes pages

4

The final client experience included both
strategic clarity and a practical implementation

system she could use immediately.

TRANSFORMATION

Before the engagement, the client had strong expertise, strong
relationships, and strong client trust, but the growth path
was not fully systemized.
After the engagement, she had a structured revenue strategy
and implementation asset base that clarified:

+ What to sell

* Who to reconnect with

* How to position premium virtual work

+ How to follow up consistently

+ How to stay visible

* How to use Al and automation practically

+  How to move toward the next S100K without adding

unnecessary complexity

+
The transformation was not about making the business
bigger for the sake of scale. It was about making the

business more intentional, more focused, and easier to grow.



