
Fuel your growth engine with 
a modern revenue operation.
This ebook shares how RevOps drives the alignment of marketing, sales, and service 
to increase revenue performance.
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Introduction

This eBook explores the rise of Revenue Operations, or RevOps. As consultants 
who specialize in sales, marketing, and revenue operations, we are asked what 
it is, why it  is important, how it works, and when it is needed.

This is our attempt to answer these four questions.

If you would like help, from specialized contingent staff solutions to our turnkey 
RevOps as a Service, let’s start a conversation. Contact us at info@getraas.com.



Why RevOps is important

New sales and marketing technologies have enabled businesses to go to market 
at breakneck speed. But growth can expose previously hidden vulnerabilities that 
keep team members, leaders, and organizations from reaching peak effectiveness.

With functions like marketing, sales, and customer success all touching some 
aspect of revenue, many organizations have become lost in an increasingly 
fragmented tech stack that may number 30 or more tools in a single 
organization.

Over time, it is easy to forget the role that people and processes play alongside 
technology. With alignment and accountability, revenue operations bridges 
gaps between siloed organizations. The result is marketing, sales, and customer 
success working better together.
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The benefits of RevOps

Revenue operations is a function in B2B organizations that is gaining traction across 
the industry. It takes responsibility for the software, systems, processes, and data for 
all the revenue-generating teams inside a company.

By coordinating your go-to-market operations, your organization is set up to achieve 
the following:

- Align customer strategies
- Streamline go-to-market execution
- Elevate the customer experience
- Accelerate revenue growth

When should you invest in RevOps? 

What you know you need:

- Actionable data insights into the customer journey
- Alignment and cost effectiveness of your go-to-market teams
- Predictable revenue processes



Setting up RevOps for success

An important myth to dispel is the perception that RevOps is 
a roll-up function of your  other operational centers.

Not true.

We believe effective RevOps requires coordination within 
and between marketing, sales, and customer success, from 
tactical operators to strategic leaders.

Three key pillars enable this:
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TECHNOLOGY

PEOPLE
PROCESSES

People bring the process and platform to life. The 
RevOps team coordinates and collaborates with 
their function counterparts to drive alignment 
and revenue performance.

The right processes must be in place to collaborate. 
You need clarity between your teams, then 
document the processes so who is responsible for 
what is clear.

Having accurate information is vital. A modern, 
integrated tech stack with auditable data 
ensures you have a single source of truth
necessary to support decision making.
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Marketing Operations

Marketing operations is the function of overseeing an organization’s marketing program,
campaign planning, and annual strategic planning activities. It focuses on the end-to-end
optimization of marketing content, campaigns, events, and performance measurement.

RevOps team:

People
Coordinates with operations functions in marketing and customer success to 
identify best practices for lead engagement strategies. 

Processes
Collaborates with marketing operations on the annual revenue plan, and 
coordinates with Ops counterparts and revenue team leadership on the design 
of go-to-market motions to support the plan.

Technology
Champions a sales stack that integrates with marketing and customer success 
technologies to create an accurate database of record with actionable data.
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Sales Operations

At its core, sales operations is about supporting and enabling frontline sales teams to sell 
more efficiently and effectively by providing strategic direction and reducing friction in the 
sales process. To do this, sales ops fulfills both strategic and tactical functions.

RevOps team:

People
Coordinates with operations functions in marketing and customer success to 
identify best practices for lead engagement strategies.

Processes
Collaborates with marketing ops on the annual revenue plan, and 
coordinates with Ops counterparts and revenue team leadership on the design of 
go-to-market motions to support it.

Technology
Champions a sales stack that integrates with marketing and customer success 
technologies to create an accurate database of record with actionable data.

Some companies have introduced tangential functions to sales ops 
called Partner Operations. Partner operations aims to create and 
sustain  a partner channel based on standard processes, planning 
and metrics.
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Customer Success Operations

Think of “Success Operations” as a product that promises to optimize processes for its
customers. In short, operations inform the team on how to drive renewal, cross-sell, 
and upsell in ways that provide value to customers and turn them into advocates.

RevOps team:

People
Coordinates with other ops functions to identify strategies to improve the 
customer experience and generate renewal, cross sell, and upsell opportunities.

Processes
Develops shared goals with marketing and sales, ensuring regular alignment and 
agreement on go to market execution.

Technology
Champions customer technologies that contribute to full customer profiles that 
marketing and sales can leverage in coordinated strategies.
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Revenue Team Leadership

A revenue team is made up of key players from sales, marketing, and customer success. All
activities, regardless of individual roles, will be focused on the shared goal of increasing
company revenue. Coordination between siloed organizations becomes true collaboration.

RevOps team:

People
Leads their respective teams on shared go-to-market initiatives with other 
customer-facing departments.

Processes
Ensures the right processes are in place that enable teams to communicate and 
coordinate effectively to support go-to-market motions that align with revenue 
goals.

Technology
Works with customer-facing leaders to maximize the tech stack, looking for ways 
to integrate with one another so that robust customer profiles can be formed.
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Which RevOps model is right for 
your business?

Because no two organizations are identical, there are a number of ways to structure 
a revenue operations model within a company.

The most common approaches include the following:

Revenue Ops as a process
If there is no revenue operations function, then the company can put into place a
values-driven culture to drive a collaborative RevOps process. You see this more 
often in organizations, but it can be successful in larger ones too.

Revenue Ops as a function or role
The company has a chief revenue officer (CRO) or a dedicated revenue ops function 
in place that encompasses marketing operations, sales operations, sales enablement, 
and customer success. Typically these departments report to the CRO.

CRO and CCO
The chief revenue officer and chief customer officer (CCO) work together to lead
 the RevOps functions. Customer success operations is linked under the RevOps 
structure.

COO and Business Operations
This RevOps function includes marketing ops, sales ops and customer success 
reports into the company’s chief operations officer. It is the COO’s task to achieve 
true alignment.
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A framework for your RevOps success

Once a decision has been made on which revenue operations model works best for 
your organization, you need a blueprint for your team to follow. Designing your 
revenue operations framework takes a few important, but straightforward steps.

A 3-Step Process

PLAN
Start by creating a revenue blueprint across business segments. Get key players 
across your teams together and bring them to the table to get buy-in. Once you 
have established your plan, you must track its progression.

EXECUTE
After your plan is in place, start by matching and mapping leads with accounts,
opportunities and objects in the CRM so outreach can be more relevant and 
productive. Once you have connected teams with the right data, you can 
automate logic-based routing to keep the prospect, lead, account, and/or 
customer journeys moving forward and ensure revenue team members work 
off the most accurate, up-to-date data.

MEASURE
Once you have executed on a preliminary scale, it’s time to take a step back and 
evaluate. It is vital to evaluate your plan objectively. For example, determine which 
marketing campaigns drive value to maximize ROI and scale effectively. Or identify 
your most impactful selling methods.
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Must-have tools to include in your 
RevOps tech stack

There are an enormous number of technology tools available for revenue teams. Choosing the best tech stack can be a daunting 
proposition. Your RevOps tech stack should include tools to monitor top-line data and seamlessly integrate with other solutions, 
keeping workflows efficient and productive, and performance metrics updates.

What you need:

CRM:
You need to empower your entire revenue team with contact 
management, sales management and other 
productivity tools.

Marketing Automation:
Streamline and scale lead management and other marketing 
activities by automating repetitive tasks such as email 
marketing, social media posting, and advertising campaigns.

Enrichment:
Pull data about leads and accounts from quality online sources 
in real time, providing your revenue team with complete 
contextual views of leads.

Lead-to-Account Matching and Routing:
Automatically match new leads to the correct account record in 
your CRM, then route new leads internally to the correct 
revenue team member.

Sales and Customer Engagement:
Plan, execute, track, measure, and optimize interactions 
between customers and revenue team members across 
multiple touchpoints and channels.

Conversational and Revenue Intelligence:
Analyze speech or text in order to derive data-driven insights 
from conversations between customers and Sales team 
members.
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Summary

More than one-third of businesses deploy a revenue operations team, or are in the 
process of building one. If your company has not yet started, you should consider 
doing so now. Revenue operations is seen as a “game changer” – a vital enabler of 
modern B2B growth.

Get Started Today.
Visit getraas.com to learn more about our services offerings, from staff 
augmentation solutions to our turnkey RevOps as a Service.

Why RaaStr?
RaaStr is a leader in sales, marketing, and revenue operations consulting and 
service delivery. From product and partner marketing, to outsourced sales 
development, to RevOps, we offer a breadth and depth of expertise unlike 
others. You get more leads, more deals, and more revenue, faster.


