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 🔢 Section 1: The Founder’s Growth Readiness Checklist 
 

Are You Ready for Exponential Growth? 
 

A 10-point self-assessment to see if your startup is truly ready to grow profitably. 

 

✅ Checkpoint: 

 

☐ I have a clearly defined and measurable North Star Metric. 

☐ My GTM (Go-to-Market) motion is repeatable and not dependent on me. 

☐ I know my LTV:CAC ratio and how it’s trending. 

☐ My team knows our quarterly OKRs and their individual contribution. 

☐ We’re not fire-fighting daily — systems > chaos. 

☐ We have a clear ICP and documented buyer journey. 

☐ Sales, marketing & product functions meet weekly to align. 

☐ I’m spending <30% of my time on operations. 

☐ Our unit economics work at scale. 

☐ I have a trusted advisor or board I actively engage. 

→ Score Yourself: 

8–10: You’re primed for growth. 

5–7: Foundation is shaky, prioritize structure. 

0–4: Stop scaling. Fix the machine first.  
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🧨 Section 2: The 5 Execution Traps That Kill Momentum 

 

🛠 What to Do Instead: 
 

 

• Your team can’t hit a target they don’t understand.

Trap 1: Vision-Execution Misalignment

• If you have to review everything — you’re the slowdown.

Trap 2: Founder Bottleneck

• Growth exposes chaos. Lack of repeatable systems = 
burnout.

Trap 3: Scaling without Systems

• Vanity metrics mislead. Focus on inputs that drive revenue.

Trap 4: Metrics Mayhem

• “Affordable” hires often cost you more long term.

Trap 5: Hiring for Now, Not for Growth

SET CLEAR 
QUARTERLY 

OKRS

DELEGATE 
DECISIONS, NOT 

JUST TASKS

BUILD PROCESS 
PLAYBOOKS 

EARLY

FOCUS ON 3 
HIGH-IMPACT 

GROWTH 
METRICS

HIRE FOR 
FUTURE-STATE 

NEEDS
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⚙ Section 3: The Exponential Execution Framework™ 
 

 
 

“Execution is the bridge between strategy and results.” 

  

Your 4-part growth engine:

1. Clarity – Nail positioning, ICP, and 
value proposition

2. Cadence – Weekly execution 
rhythms, check-ins, dashboards

3. Compounding – Focus on small 
wins that scale (sales, ops, hiring)

4. Coaching – Founders need support 
too (advisors, mentors, feedback 
loops)
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🧭 Section 4: The Revenue Acceleration Map 
 

A simplified pipeline view for founders 
 

Think of this like a systematized growth funnel — not just for sales, but for aligning your 
whole team. 
 

 

 

 

 

• Clear positioning and strong messaging
• Outbound prospecting + inbound content
• Consistent lead generation (not sporadic spikes)
• LinkedIn, partnerships, referrals, email — tested and refined
• Lead magnets and lead capture (not just likes)

🔝 Top of Funnel – Drive Awareness & Interest

• Lead qualification with defined ICP filters
• Founder-led sales: discovery > insight > solution
• Objection handling frameworks
• Sales playbooks and CRM hygiene
• Demo flows that align with buyer pain

⚙ Middle of Funnel – Build Trust & Momentum

• Closing repeatably — defined exit criteria
• Clear pricing and packaging
• Referrals engine: every deal should lead to more
• CAC optimization (paid channels, retargeting, conversion copy)
• Hand-off to onboarding — first 30 days are key

📉 Bottom of Funnel – Convert & Expand



Shail Advisors  growth@shailadvisors.com 

📊 Additional Layers: Revenue Acceleration Levers 
 

 

 

💡 Bonus 
Use this as a monthly alignment tool across sales, marketing, and product. Everyone 
should see the funnel the same way. 

  

Revenue per lead: how can you increase 
deal size or upsell?

Sales velocity: time to close — what’s 
slowing it down?

Win rate: what do your top reps do 
differently?

Retention: growth is meaningless without 
retention

Feedback loop: pipeline insights drive 
GTM refinement
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✅ Section 5: 15 Alignment Questions for Your Leadership 
Team 
 

Use these quarterly to drive sharper execution and alignment: 
 

1. What are the top 3 priorities this quarter? 

2. What metrics define success for us? 

3. What decisions are being delayed — and why? 

4. Where are we duplicating e@ort across teams? 

5. Is every team clear on the ICP and buyer journey? 

6. Are we over-relying on one growth channel? 

7. Where are we stuck and not talking about it? 

8. What tasks are we doing that no longer matter? 

9. Are we building for scale or patching for today? 

10. What would break if we doubled revenue next quarter? 

11. What is each team committing to deliver? 

12. Who owns what metric? 

13. How do we know if we’re on track? 

14. What’s slowing us down that we’re tolerating? 

15. Are we growing intentionally or just reacting? 
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Ready to Scale Smarter? 
 

Let’s work together to build your growth machine. 
 

 

 

Contact Information:

Call us - +91-9810781604

Email – Growth@shailadvisors.com

Schedule a meeting -https://calendly.com/kaustubh-shailadvisors/30min


