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Introduction

Most companies don’t grow. They react. They chase
trends. They copy competitors. They launch campaigns
without a strategy. The result? A long to-do list, burned-
out teams, wasted budgets, and unpredictable outcomes.

This guide offers a different path: a methodical, strategic,
and performance-driven approach to growth. One that

helps you:
Diagnose the real Design high-impact
bottlenecks in your experiments that
growth teach and scale
Focus only on Build repeatable
actions that move systems that
the needle compound over

time

You'll find real-world tactics, examples, frameworks, and
metrics you can use today. This isn’t theory, it’s battle-
tested advice from scaling brands across broadcast,
aerospace, defense, and technology.
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Diagnose with You can't improve

. what you haven't
Brutal Clarity properly identified.

Too many companies jump into action with no clarity. They
fix symptoms, not causes. If your pipeline is slow or your
revenue is flat, you need to understand where things are
breaking down.

Questions to uncover
the real problem:

1.Are we attracting the right audience?

2.1s our offer clearly understood?

3.Are we generating enough leads from our
channels?

4. Are leads being nurtured properly?

5.Are MQLs converting into SQLs?

6.Are SQLs being closed by sales?

7.Are customers staying and expanding?
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Diagnose with

Brutal Clarity

Map your funnel with
these stages:

ToFu MoFu

Top of Funnel Middle of Funnel
Traffic, Lead capture,
awareness, nurturing,
visibility trust-building

Benchmarks to guide
your analysis:
Lead-to-MQL: MQL-to-SQL:
30% is 25% to 40%
healthy in B2B
Visitor-to- SQL-to-
Lead Customer:
conversion: 15%0 to 25%
1% to 5% is depending on
average industry

You can't improve
what you haven't
properly identified.

BoFu

Bottom of Funnel

Sales
qualification,
conversion,
closing

Tool suggestion:
Use a visual funnel
builder (like
Funnelytics or Miro)
to map conversion
points and mark
drop-offs.

www.khadijakamoun.com -



You can't improve
what you haven't
properly identified.

Diagnose with
Brutal Clarity

Case Study Example:

A SaaS company had high lead volume but low revenue.
Diagnosis showed 85% of MQLs never turned into
opportunities. Root cause: their lead capture form attracted
general traffic via gated content, but didn’t qualify for intent.

Fix: They replaced gated content with targeted webinar
CTAs and introduced lead scoring. SQL rate jumped from
9% to 32% in 2 months.

Pro Tip:

Never make
assumptions. Let
your funnel data
guide your focus.
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. Without clear goals,
Define Your Growth Goals VN Elsulo i

& North Star Metrics lead to
misalignment.

Every growth system must be anchored by well-defined,
quantifiable goals. That’s how you turn strategy into action.

Define;

Your North Star Metric (the metric that
best reflects long-term value)

Your Quarterly Objectives (e.qg.,
SQLs/month, CAC threshold, LTV increase)

Your Team-level KPIs (Marketing: MQLs,
Sales: SQLs, Product: Activation rate)
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: Without clear goals,
Define Your Growth Goals even good actions

& North Star Metrics lead to
misalignment.

North Star Examples:

Product-led SaaS: Marketplace: B2B Agency:
Weekly Active Completed SQLs booked
Users Transactions with ICP
Example OKRs:

Objective: Increase SQL volume from outbound

Key Results:

Launch 3 outbound
sequences targeting
Tier 1 accounts

Achieve a 15% reply Pro Tip:

rate and 5% SOL Pick a maximum of 3
rate key growth goals per

quarter. Keep the
team focused.
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. . Not all ideas are
Prioritize Using equal. Work on

Frameworks, Not Feelings BRViEIdag:EI= R
most leverage.

Prioritization
Frameworks:
ICE Scoring:
Impact Confidence
How much How sure are we
revenue will this it will work?
generate?
Score each on a scale of
Ease 1-10

How easy is it

to implement? CALCULATE:
ICE Score = (Impact +

Confidence + Ease) / 3
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. . Not all ideas are
Prioritize Using equal. Work on

Frameworks, Not Feelings BRViEIdag:EI= R
most leverage.

RICE Scoring:
Reach Impact
How much ~ How much CALCULATE:
revenue will  will it change
this behavior? RICE Score =
STl e (Reach * Impact
Confidence Effort * Confidence) /
Data Time and Effort
support? resources
needed
Common traps:

Prioritizing what’s urgent,
not what’s important ]
Pro Tip:

Giving in to stakeholder Run a monthly

pressure o . .

prioritization meeting. Kill
Overvaluing ideas that ideas that no longer
sound new, not those make sense. Stack-rank
that scale and commit.
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- Growth is not about
Execute with Speed | T,

and Precision learning faster than
your competitors.

Execution in growth is all about small, structured
experiments. Done weekly. Reviewed consistently.
Improved iteratively.

Set up a simple
Growth Sprint System:

Monday: Pick 1-2
growth experiments

Tuesday-Thursday:
Execute fast

Friday: Measure,
review, document
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Execute with Speed
and Precision

Every experiment
should:

Have a clear hypothesis

Growth is not about
being busy. It's about
learning faster than
your competitors.

If we add a testimonial block above the fold, we expect
landing page conversion to increase by 10%

Include a measurement
plan

Metric: Visitor-to-lead rate.
Target: 3%+ improvement

Experiment Ideas:

Change subject lines in
outreach
— Measure open rate

Test video vs. static ad
— Measure CTR and CPL

Launch a limited-time offer
— Measure uthe rgency effect

Be time-boxed
(7-14 days
max)

Pro Tip:

Speed wins. Done is
better than perfect
in early-stage
testing.
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Don’t add more
leads. Make more
of them convert.

Optimize Your
Conversion Engine

It's cheaper to optimize your funnel than to spend
more on ads.

Audit your
conversion flow:

Is your value proposition clear
within 3 seconds?

Do you speak directly to your
ICP’s pain points?

Is your call-to-action
frictionless?

Are emails delivering value,
not noise?
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Optimize Your
Conversion Engine

Conversion Levers:

Social proof: Add
logos, testimonials,
case studies

Message-market fit:
Test different pain
point framings

Example

One campaign added
urgency by showing “only
3 slots left this month” on
the demo page. Result:
42% increase in demo
bookings in 3 weeks.

Don’t add more
leads. Make more
of them convert.

Scarcity: Add
deadlines, quotas,
or exclusivity

Interactivity: Use
quizzes or self-
segmentation forms

Pro Tip:

Use Hotjar or
Microsoft Clarity to
watch user behavior
and fix UX issues.
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Automate What If you do it more

than once,
Works automate it.

Once you find a successful motion (e.g. a welcome
sequence, a demo flow, a handoff from marketing to sales),
turn it into a system.

Key systems

to automate: Tools

Lead scoring based on behavior CRM: Hubspot,

(e.g. page views, downloads) Pipedrive, Odoo

Email nurture flows tailored by Automation:

segment Zapier, Make,
Workato

CRM triggers for follow-ups,

MQL handoffs, and pipeline Enrichment:

stages Clearbit,
Dropcontact,

Slack alerts for form fills or hot Apollo

lead signals

Pro Use audit workflows quarterly to clean
Tip: up outdated or redundant automations.
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Growth is a team
sport. Alignment
unlocks scale.

Align Sales,
Marketing & Product

Too often, teams work in silos. Marketing generates MQLs
Sales ignores. Product builds features nobody asked for. Fix
this.

Actions to drive Example

alignment: After aligning around

SQLs, one company
increased its demo
conversion rate by 54%
in two quarters. Sales
started giving structured
feedback on lead quality,
helping marketing refine

Shared dashboards with
joint KPIs (ex: SQLs,
demo-to-close rate)

Reqgular feedback loop:
product « sales «

marketing _
targeting.
Weekly syncs between
sales + marketing
Pro Tip:

Build shared definitions:
What is an MQL? SQL? Reward teams based on
shared outcomes. It

changes behavior fast.
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- Don’t scale chaos.
Scale conﬂde“tly Scale systems that

and Intentionally are already
working.

Questions before
scaling:

Have we proven this motion

works across 2+ segments?

Do we have the team/process

to handle increased volume?

Can we track the impact in

real-time?
Tactics:
Increase Repurpose Expand to new
budget on high-performing geographies
proven content across using same
campaigns formats playbooks
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- Don’t scale chaos.
Scale conﬂde“tly Scale systems that

and Intentionally are already
working.

Build visibility:

SQLs by Revenue per

channel campaign

Customer Time-to-close

acquisition breakdown

cost by

segment

Pro Tip:

Run a monthly growth
board review with
leadership. Show impact
by initiative, not just by
spend.
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Final Thoughts

This guide gives you a proven blueprint, but it only works if
you take action.

Growth isn’t about copying
tactics. It’s about:

Solving Building Learning faster
the right systems than your
problems that scale competitors

Start with the diagnosis. Then focus relentlessly. Then
test, document, optimize, align, automate, and scale.

If you follow this path, you'll build a system that doesn’t
just grow, it compounds.

Let’s build smarter growth. Together.
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