Proven GTM Tactics from the Lightspeed Portfolio: for

Today and Tomorrow's Revenue Growth. In the hyper-competitive
landscape of B2B SaaS, where speed to revenue can make or break a
company's trajectory, Lightspeed Ventures portfolio companies stand to gain
a decisive edge by adopting proven strategies for accelerating deal closures.
By prioritizing leading indicators, efficient opportunity evaluation, data-driven
expansions, and incentive-based partnerships, these ventures can not only
outpace rivals but also optimize cash flow and fuel sustainable growth -
mirroring the successes of companies from the portfolio like Wiz, Netskope,
Rubrik and Zscaler to name a few. Lightspeed companies have measured
improvements from their baselines in as little as 3 - 9 months.
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The playbook behind Lightspeed'’s leading portfolio companies is not just
strategic - it is deeply operational and repeatable. In the following sections we
unpack those same motions into concrete, field-tested tactics your teams
can deploy to compress sales cycles and pull revenue forward.

Accelerating Revenue Closure: Proven Tactics for

Expedited Deal Wins in B2B Sads. In the dynamic landscape of B2B

Saas, swiftly closing deals and meeting forecasts are crucial for sustaining
momentum, optimizing cash flow, and fostering rapid growth. This white
paper delves into effective strategies for:

e Closing out the Current Year: We will review 6 ‘end-of-year tactics'
designed to accelerate new revenue, evaluate forecast risks, and deliver



real-time predictions as you near the conclusion of your fiscal or
calendar year.

e Planning for the Upcoming Year: Executives cannot overlook the
chance to leverage SKO for new sales enablement opportunities that
align with your 2026 strategy. Delaying quota deployments until March
or deferring hiring may create gaps among your sales representatives
and disrupt your momentum as you move into 2026. Time is critical,
and this white paper offers actionable insights and a strategic roadmap
to help you effectively plan and execute for the future while staying
focused on your current objectives.

Key Strategies for Closing Revenue in an Expedited Time

Frame: Introduction: The average B2B sales cycle can extend beyond six

months, hampered by complex buyer journeys, economic scrutiny, and
internal bottlenecks. However, with strategic interventions, organizations can
compress these timelines, turning potential revenue into realized gains faster.
This white paper delves into actionable items that leverage data, discover
patterns from key indicators, and align incentives to expedite deal closures.
These approaches are particularly vital for hyper-growth companies, where
agility in deal progression directly impacts market share and valuation.

1. Evaluating Sales Opportunities and Leading Indicators

Explanation: This involves assessing deals against key milestones, such as meetings
with the Economic Buyer, conducting a proof of value, Business Value Assessment,
security assessment, and engagements with Legal and Procurement. These leading
indicators signal health and readiness, helping identify gaps that could delay closure.
Action Item: Implement a standardized opportunity scorecard in your CRM system
to track these indicators, requiring weekly reviews to flag and address unmet
milestones with targeted follow-ups.

Benefit: Identifies at-risk deals early, potentially shortening sales cycles by 20-30%
through proactive interventions, leading to higher win rates and more efficient
resource allocation.

2. Reviewing Existing Customer Data for Expansion Trends



Explanation: By analyzing customer usage patterns, purchase history, and
engagement metrics, teams can spot accounts ripe for upselling or cross-selling
additional products, accelerating revenue from existing relationships rather than
starting from scratch.

Action Item: Use data analytics tools to segment customers based on trends like
increased feature adoption or scaling needs, then prioritize outreach with tailored
expansion proposals within the current quarter.

Benefit: Unlocks hidden revenue potential, increasing average deal size by 15-25%
while reducing acquisition costs, as expansions often close 2-3 times faster than new
deals.

3. Addressing Adoption Issues in Customer Data to Bundle Services

and Pull Forward Renewals

Explanation: Identifying customers with low adoption or usage barriers allows teams
to offer bundled free services (e.g., training or support) as incentives, resolving issues
and encouraging early renewals to secure revenue ahead of schedule.

Action Item: Run real-time audits of customer data for adoption red flags, then
propose value-add bundles in personalized renewal discussions, aiming to advance
contracts by 1-3 months.

Benefit: Improves long term customer satisfaction and retention while accelerating
revenue recognition by 10-20%, turning potential churn risks into upsell
opportunities with minimal additional cost.

4. Targeting High-Usage Customers with Partner Margin Incentives

Explanation: For customers demonstrating high product usage, offering partners or
resellers increased margins incentivizes them to expedite deal closures, leveraging
their relationships to pull forward expansions or upgrades.

Action Item: Analyze usage data to identify top accounts, then negotiate temporary
margin boosts with partners and co-develop joint proposals to close deals within the
fiscal period.

Benefit: Motivates channel partners to prioritize your deals, potentially speeding up
closures by 15-25% and expanding market reach without direct sales overhead.

5. Incentivizing Partners with Special Financing and Deals

Explanation: Providing partners with flexible financing options, discounts, or
performance-based incentives encourages them to accelerate customer deals,



especially for large or complex purchases, by reducing financial barriers for
end-users.

Action Item: Create a year end partner incentive program with tiered financing
perks, delivering it through detailed account specific strategies.

Benefit: Enhances partner loyalty and deal velocity, leading to 20% faster closures on
incentivized opportunities and stronger ecosystem collaboration for sustained
revenue growth.

6. Generating Sales Orders via Non-Binding Contracts on
Non-Forecasted Deals (Paid Pilots)

Explanation: For unexpected or non-forecasted opportunities, issuing a non-binding
sales order with an authoritative signature for a paid pilot allows teams to capture
revenue quickly while formalizing the relationship for future expansions.

Action Item: Develop templates for paid pilot agreements, training sales reps to
deploy them during discovery calls on high-potential leads, with legal review to
ensure compliance.

Benefit: Converts exploratory discussions into immediate revenue streams, adding
10-15% to quarterly bookings by securing commitments early and building
momentum for full deals.

Proven Support from our Partners:
The scale and speed required to identify leverage points cannot be

achieved with current tools and workflows. Reviogic and Xfactor provide
specialized tools and managed service engagements for year-end operations and
long term capacity planning and optimization. RevLogic's strategy and training
services: which provide operator-led enablement to embed these tactics into your
GTM processes, fostering team alignment and execution excellence. Complementing
this, Xfactor.io's Al-powered revenue intelligence platform can create the necessary
data insights and measure progress in real time, eliminating guesswork and
delivering recommendations to engineer outcomes. Together, these solutions
empower revenue leaders to shift from reactive management to proactive,
data-driven acceleration.

# revlogic Xfactorio

Planning for the Upcoming Year: /mplement these strategies to
‘look around the corner’ at tomorrow’s growth.




1. Revenue Motion: Revenue flows through interconnected
systems—pipeline velocity, deal progression, sales capacity, and value
execution.

Explanation: This emphasizes that revenue is not static but moves dynamically
through integrated elements like accelerating pipelines, advancing deals, building
team capacity, and delivering customer value, ensuring smooth progression from
lead to close.

Action Item: Map your revenue systems in a visual workflow diagram, identifying
bottlenecks in velocity or capacity, and conduct quarterly audits to align them with
growth targets. Build ‘focused’ programs to areas in your sales process and workflow
that you MUST optimize to exceed revenue goals and improve predictability.

Benefit: Enhances overall revenue flow, potentially increasing pipeline velocity by
25-30%, leading to faster deal closures and more consistent quarterly results.

2. Revenue Predictability: Real-time dynamic adjustments continually
refine growth strategies.

Explanation: Predictability arises fromn ongoing adaptations based on live data,
allowing teams to tweak strategies in response to market changes, buyer behaviors,
and performance indicators for more accurate forecasting.

Action Item: Integrate real-time dashboards for monitoring key metrics, scheduling
bi-weekly adjustment sessions to recalibrate strategies based on emerging trends.
Build scenarios and reconciliation plans to ALWAYS have backup plans.

Benefit: Improves forecast accuracy by reducing surprises and enabling proactive
resource allocation for sustained growth.

3. Revenue Productivity: Optimize resources around high-value customers
and opportunities.

Explanation: This focuses on directing efforts toward segments with the greatest
potential, such as high-LTV customers or strategic opportunities, to maximize output
per resource invested.

Action Item: Segment your customer base and opportunities using scoring models,
then reallocate sales and marketing resources quarterly to prioritize high-value
targets.



Benefit: Boost productivity, increasing ROI on efforts and accelerating revenue from
premium accounts without proportional cost increases.

4. Revenue Performance: Consistently applying proven methodologies,
such as value selling, significantly impacts profitability and growth.

Explanation: Performance is driven by repeatable processes like value selling, which
emphasizes demonstrating ROI to buyers, ensuring methodologies are embedded
across teams for consistent results.

Action Item: Develop and enforce a value-selling playbook, training all
revenue-facing roles and reviewing its application in deal post-mortems monthly.
Have the discovery framework and value measurements to make value selling easy
for your sellers and BUYERS to adopt.

Benefit: Elevates win rates and profitability by +30%, fostering long-term growth
through stronger customer relationships and higher-margin deals.

Opportunity to collaborate: Four-part series kicking off next

year. Lightspeed Ventures is excited to provide our portfolio companies the
ability to gain a decisive edge by adopting these proven strategies.
Lightspeed Ventures in partnership with xFactor + reviogic will be offering
monthly webinars to help companies in the portfolio tackle various
challenges. Stay tuned!
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