
The 90-Day Revenue Foundations Plan
A realistic starting plan for owners with three to five hours a week, not thirty

First, the honesty that most guides skip. Ninety days will not transform your revenue, 

because in expertise markets the buying cycle alone often runs longer than that. What 

ninety days can do is build the foundations that make revenue systematic instead of 

accidental: a clear target, a working qualification discipline, a healthier pipeline, and 

deliberate attention on the clients you already have. Firms that do this well usually find quick 

wins along the way, opportunities already sitting in their pipeline or client base, but the real 

prize is the system left standing at day ninety.

The plan covers the four stages that matter first: targeting, qualification, conversion and 

retention. It assumes three to five hours a week, including thinking time, and it works best if 

those hours are booked in your diary now, as recurring appointments with your own 

business, before day one.

Days 1 to 30: aim, and stop the leaks
Month one is diagnosis and targeting. Start by writing down where your last ten clients 

actually came from and which you'd choose again; the pattern in that list is more honest than 

any positioning workshop. From it, draft your target description: sector, size, situation, and 

the problem that makes them need you, in two sentences of plain language. Test it on 

someone who knows your business; if they can't name a matching prospect from it, sharpen 

it.

In parallel, install qualification. Adopt a simple scoring discipline for every live opportunity 

(the free Qualification Scorecard at smarterentrepreneurs.co.uk gives you one ready-made), 

score everything currently in your pipeline, and act on what the scores tell you: pursue the 

strong, have the missing conversations with the middling, and gracefully park the rest. Most 

owners find month one alone reclaims hours a week, because it retires effort that was never 

going to convert.

Days 31 to 60: convert what's real
Month two turns to the opportunities that survived qualification. For each, close the gaps the 

scorecard exposed before proposing: the budget conversation you've been avoiding, the 

smarterentrepreneurs.co.uk Page  1

http://www.smarterentrepreneurs.co.uk/


decision process you never asked about, the stakeholder you haven't met. These 

conversations feel forward; they are simply professional, and prospects respect them.

Then fix your proposal habit at the root: no proposal until the decision is already forming, and 

every proposal confirms rather than persuades. Shorter documents, sent faster, to better-

qualified prospects, win more work than beautiful documents sent hopefully. Track what 

happens this month: proposals sent, conversations held, and outcomes, because from now 

on your numbers should be known things, not impressions.

Days 61 to 90: mind the clients you have
Month three adds retention, the stage most firms neglect because delivery feels like enough. 

It isn't; clients experience the gaps between deliverables more than the deliverables 

themselves. Book a proper review conversation with each key client, not a project update but 

a relationship conversation: what's working, what's changed in their world, what's coming 

that you should know about. Almost every firm that does this discovers at least one piece of 

unmet need it was already trusted to serve.

Close the ninety days with an honest review of the numbers you've been tracking: pipeline 

health by score, proposals and outcomes, hours actually spent. Then set the next ninety 

days from evidence. The foundations are laid; what comes next, attracting more of the right 

prospects, nurturing the long middle, building the referral engine, now has something solid to 

stand on.

What this plan deliberately leaves out
No new website, no content campaign, no social media push. Not because those never 

matter, but because they're stage-two work: visibility poured into a system that can't yet 

qualify, convert or retain simply leaks. Foundations first. If that ordering feels wrong for your 

situation, that's worth a conversation rather than a guess.

This plan covers four of the eight stages by which expertise-led firms win and keep clients. 

To see how your business scores across all eight, and confirm these four really are your 

constraint, take the free fifteen-minute Revenue System Self-Assessment at 

smarterentrepreneurs.co.uk. And if you'd like a second pair of eyes on your ninety days, book 

a Discovery Call. No pitch, no pressure, and you'll leave with something useful either way.
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