
Stage Assessment 7: Growth
How much revenue is sitting, unasked-for, inside your existing clients?

Your established clients almost always have adjacent challenges you could help with, and 

opening those conversations is far easier than winning a new client cold. Most firms leave 

this revenue entirely to chance. This is one of eight stage assessments in the SMARTer 

system; each goes deep on one stage.

How to score
Score each statement from 1 to 5. A score of 1 means “not true of us at all”; 3 means “partly 

true, or true sometimes”; 5 means “consistently true, and I could show you the evidence”. 

The evidence test matters: if you couldn't demonstrate it to a sceptical outsider, score it 

lower.

The eight statements
1. We know, for each key client, what adjacent needs they have that we could serve    Score: 

___

2. Revenue from existing clients grows through planned conversations, not accidental 

discoveries    Score: ___

3. Expanding an existing relationship is a comfortable conversation for us, not an awkward 

one    Score: ___

4. We ask key clients what's coming in their world over the next year    Score: ___

5. Our clients know the full range of what we do, not just the service they buy    Score: ___

6. We have a rough sense of our share of each key client's relevant spend    Score: ___

7. Someone owns the growth conversation for each key account, even in a small firm    Score: 

___

8. We can point to revenue this year that came from deliberately deepening a relationship    

Score: ___

Total: ___ / 40
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Reading your score
32 to 40: You're harvesting the orchard you planted. This plus retention is the quiet engine of 

firms that grow without heroics.

20 to 31: Partial: the relationships could carry more, but nobody's steering it. One planned 

conversation per key client per quarter usually unlocks this stage.

Under 20: Growth is waiting inside relationships you already hold, cheaper than any new 

client, and currently unasked. Often the fastest revenue available to an established firm.

Three first steps
•  Map your top five clients against everything you offer: where's the unmet adjacent need?
•  Plan one expansion conversation this quarter, framed as curiosity, not selling: “What's 
coming next year that we should know about?”
•  Make sure clients know your full range: most cross-buying fails because they simply didn't 
know
The free Revenue System Self-Assessment at smarterentrepreneurs.co.uk shows whether 

growth or retention is the stage to work first.

Where this fits
If this stage scored well, your constraint likely sits elsewhere: the free fifteen-minute 

Revenue System Self-Assessment at smarterentrepreneurs.co.uk scores all eight stages 

and finds it. And if you'd like a second pair of eyes on what you've found, that's what a 

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