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            Profitable Revenue Growth 

Blue Ridge Partners Management Consulting, LLC

Spark Day™ is a one-day event designed for your entire management team. The objective of the 

day is to align on a set of growth priorities uniquely appropriate for your business(es). The Spark 

Day™ is held at a location of your choosing and is led by senior professionals from Blue Ridge 

Partners. The CEO (or equivalent leader of the business) is essential for the entire Spark Day™ in 

order to guide the decision making process. 

Based on experience with over 400 companies, Blue Ridge Partners has developed a systematic 

approach for accelerating profitable revenue growth—called Growth from the Core™. This 

approach serves as the foundation for the analyses and discussion during the Spark Day™. 

There is often a bewildering assortment of levers that can be pulled to drive growth—adding 

new products, entering new end markets, expanding geographically, selling through new 

channels, digitizing the business, refining the sales messaging/positioning, restructuring the 

sales team, upgrading sales talent, adding more sales people, changing the sales incentive plan, 

and many others. Without a clear understanding of the strategic, financial and behavioral impact 

of these actions, it is easy to sub-optimize revenue performance. 

Spark Day™ employs 

an analytic, systematic 

approach for considering 

each of these potential 

growth levers and for 

setting growth priorities. 

There are several outputs 

from the Spark Day™ 

but perhaps the most 

important is the Grid of 

Priorities based on two 

axes—EBITDA upside 

and ease of capturing the 

opportunity (see left).

Grid of Priorities from Spark Day™  (illustrative)
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In order to maximize productive discussion during the Spark Day™ event, our approach 

includes assembling facts, management team opinions and the expertise of both company 

and Blue Ridge Partners professionals. Using this input, we will conduct pre-event analysis 

and, in collaboration with management, select a list of topics to be covered during Spark Day™. 

As portrayed below, Blue Ridge Partners will complete the final step in the event process by 

delivering a customized set of actions for the management team. 

Self assessment survey

Phone interviews with each 
Spark Day™ participant

Company and Blue Ridge 
Partners expertise

Spark Day™ Event Post-Event 
Action Planning

Data analyses to establish 
a common fact base 

Sales time allocation survey

By the end of  the session 
the management team 
will have identified the top 
growth opportunities and be 
aligned on relative priorities

Based upon agreed 
priorities,  Blue Ridge 
Partners will customize 
a set of post-event 
actions for use by the 
management team

PRE-EVENT ACTIVITIES

PRE-EVENT  
ANALYSIS BY  
BLUE  RIDGE  
PARTNERS
Selection of topics 
to be covered during 
the Spark Day™ 

(in collaboration 
with management)

FACTS1.

OPINIONS2.

EXPERTISE3.

Prioritized 
Opportunities

The Spark Day™ Process

The substance for the Spark Day™ is drawn from our 

systematic approach for accelerating profitable revenue 

growth—called Growth from the Core™, which is depicted 

in the chart to the left. All companies have a Core of their 

business which drives 80% of their EBITDA performance. 

This EBITDA is often generated from 20-50% of the end 

customers served, products/services offered, geographic 

markets and channels used. Activities outside the Core 

(‘Non Core’) are candidates for elimination, sale or redesign 

if they are not economically and/or strategically attractive. 

Growth from the Core™
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The topics covered during the Spark Day™ will vary based on an analysis of the pre-event 

materials, chosen from among the following menu of topics:

Selecting the Growth Lanes for the Business—the morning
The morning of the Spark Day™ begins with a discussion of the strategic choices made for the 

business (or that need to be made) regarding the size and dimensions of the core.

1.  Assess whether the company has wandered too far from its core—should the company 

narrow the range of customers served, products/services offered, channels used and 

geographies covered? This might suggest the need to trim back the unproductive and non-

strategic parts of the business.

2.  Determine the magnitude of revenue and EBITDA growth opportunity from within the core 

of the business. Is it sufficient to achieve the growth targets for the business?  

3.  If not, consider stretching further outside the core (in productive and strategic directions)

 • Expand into adjacent end customer markets

 • Expand the geographic footprint

 • Add fundamentally new products and services

 • Leverage new channels

The second section of the morning addresses other strategic issues that establish the overall 

growth lanes for the business.

4. Define the desired mix of customer segments, product lines, channels used and 

geographies—how might this mix shift impact the business?

5. Determine if there are limitations imposed on revenue growth by operational inflexibilities, 

timescales or costs

6. Assess the transformative role of digital in your markets and your customers’ markets

7. Determine the desired combination of organic vs. inorganic growth

Strengthening (and Perhaps Reinventing) the Core—the afternoon   
This section of the Spark Day™ focuses on improving sales execution structured around the 

“revenue equation” which is Number of Customers  x  Average Spend Per Customer  =  Total 

Revenue.  

Increase the Number of Customers

8.  Add more new customers 

9. Improve customer retention 
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Increase the Average Spend Per Customer

10. Capture greater share of wallet from existing customers

11. Improve effective pricing (“pocket price”)

Strengthen the Management of the Commercial Organization 

12. Improve the quality of front-line sales managers 

13. Strengthen the discipline of the sales reps and selling processes

14. Optimize time allocation and capacity of the sales organization 

15. Align sales compensation plan with desired results 

16. Increase sales “clock speed”

Some of the Details Behind the Spark Day™

Spark Day™ events are supported by powerful tools and databases that can be referenced 

during the discussions with your management team. These tools and databases have been 

proven effective in our work with hundreds of companies.  

Example Tools Supporting Spark Day™ Events

Database of rules of thumb

Spider chart technique for 
defining the core of a business

Revenue equation framework

Self-assessment tool

Benchmark database with 
19,000 entries on approximately 
1,200 companies

Standard set of data analyses 
for diagnosing revenue engine 
performance

Commercial performance 
metrics and dashboards 

10 principles of highly effective 
sales compensation programs
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Example of Self-Assessment—Section on Enhancing Sales Effectiveness

SELF ASSESSMENT STATEMENTS CEO COO CFO CCO
Sales 
Head

Mktg
Head

Cust.
Serv 
Head

Ops  
VP

HR

Significant portion of new leads are generated by marketing 
leveraging multiple channels (social, digital, etc.) – 8 8 8 8 8 8 8 8
Company has a good pipeline/CRM system and effective lead 
generation/qualification processes enabling managers to 
identify and minimize time spent on low-potential prospects

8 8 – 8 – 4 – 4 –
Responsibilities are clearly defined for new lead generation 
and account management 4 8 – 8 4 4 – 4 –
The company is winning more than a ‘fair share’ of 
opportunities, based on the corresponding market share 4 8 4 – 4 4 4 8 8
Sales cycle time is fast and shorter than competitors’ times – 8 – 8 8 8 8 8 8
The company is very successful at retaining its most 
attractive and profitable customers (“A” customers) 4 8 4 4 4 4 4 4 4
70% or more of customers are growing in YOY sales volume – 8 4 4 – – 4 8 8
The company knows its share of wallet with at least top-tier 
customers that drive 50% of profit 8 8 4 4 – 4 – 4 4
Share of wallet is expanding among top-tier customers  
(that drive 50% of profit) 4 8 4 4 8 4 4 4 8

 = Topic of common agreement across leadership team      4= Agree     – = Neutral       8= Disagree    

The pre-event materials, which are completed by the company at least one week in advance 

of the event, are based on several of these tools. This information is essential for a fact-based 

discussion during the Spark Day™.  A sample of a management team’s Self-Assessment Survey 

that was discussed at a Spark Day™ event is shown below.

In addition to the self-assessment survey, we recommend that several data analyses be 

completed by the company in advance of the Spark Day™.  This data helps establish a common 

fact-base for all attending the Spark Day™.  The following are examples of some analyses we 

recommended for other companies:

 •  Definition of the core according to the 80% methodology (e.g., customer segments 

that cumulatively generate 80% of EBITDA)

 •  Sales time allocation between customer selling vs. other activities

 •  Revenue bridge to explain year-over-year growth – new, lost, growing, declining 

customers

 • Profitability and win rates by product, customer segment, geography and channel
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Action 
Plan

 •  2x2 of sales growth vs. compensation paid to each sales rep (and same chart of margin 

growth vs. compensation by sales rep)

 • Scatterplot diagram of pricing relative to volume for 3-4 largest products or services 

The topics covered in the Spark Day™ are tailored to the characteristics of each company, 

considering the following factors:

1. The structure of the business model—e.g., large ticket/long sales cycle businesses are 

different than transactional/short sales cycle businesses

2. The nature of the go-to-market model—e.g., businesses that sell exclusively through a 

field sales force are different than companies selling primarily through distributors or other 

channel partners

3. The position of the company on the commercial maturity curve—e.g., early stage/high 

growth businesses are different than mature/declining businesses 

We suggest that companies having multiple business segments with substantially different 

combination of the above factors should schedule separate Spark Day™ events—otherwise 

much of the time and energy will be unproductively consumed explaining and debating 

differences between business segments. 

The End Result ...

About Blue Ridge Partners
Blue Ridge Partners is recognized as the most experienced, impactful and respected firm exclusively 
focused on helping companies accelerate profitable revenue growth. We work with mid-sized companies 
and large corporations where we are known for rolling up our sleeves and delivering tangible results.  
For more than 15 years of improving revenue performance at hundreds of companies, we have  
amassed extensive knowledge of the issues that affect revenue performance. For more information,  
visit www.blueridgepartners.com.

1350 Beverly Road  |  Suite 115  |  McLean, VA 22101  |  703-448-1881  |  www.blueridgepartners.com  |  info@blueridgepartners.com
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