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The pursuit of business growth is a fundamental goal for every business. However, for 
investor-backed companies, particularly those supported by venture capital (VC) or 
private equity (PE) investors, this pursuit becomes even more critical. With investors 
seeking substantial returns on their investments, the pressure to fuel continuous 
growth becomes paramount for the companies they support. Amidst this quest for 
growth, businesses often encounter a common challenge known as the S-Curve 
phenomenon. 
 
The S-Curve phenomenon is a distinctive revenue growth pattern observed in 
businesses over time. Initially, when a company introduces a new product or service, 
revenue growth is slow as it seeks to achieve product/market fit. After finding 
product/market fit, a rapid surge in revenue growth occurs. However, as the offering 
reaches market saturation, customer preferences change, or competition intensifies, 
revenue growth eventually plateaus. This revenue growth development pattern forms 
the characteristic S-shaped curve. To avoid that revenue growth plateaus, companies 
must consistently explore new sources for revenue growth. 
 
Here are ten potential sources for continuous revenue growth that can help you 
confront the S-Curve head-on. 
 
1. Improving Customer Retention and Repurchase Rate: 
 
In the pursuit of revenue growth, many business leaders often focus on acquiring new 
customers, dedicating substantial resources to marketing and sales. However, it is 
crucial not to overlook a powerful source of growth that lies within - improving customer 
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retention and repurchase rate. Improving the rate at which customers come back and 
buy as well as the customer retention rate in recurring revenue business models leads 
to more revenue from customers already acquired and a correspondingly 
higher customer lifetime value. Only a 5 percent increase in customer retention can 
increase company revenue by 25-95 percent. 
 
To increase retention and repurchase rate, you must make customer success a key 
priority. Delivering exceptional customer experience along the complete customer 
journey and impressive value for money is the foundation for sustained growth 
stemming from your existing customer base. 
 
2. Up- and Cross-selling to Existing Customers: 
 
In connection with focusing on customer success, implementing effective up- and 
cross-selling strategies can significantly contribute to revenue growth. Up-selling 
involves encouraging customers to upgrade to a higher-priced product or service, 
while cross-selling suggests complementary offerings to enhance the customer's 
overall experience and success. In fact, according to a 2022 HubSpot blog survey of 
more than 500 sales professionals, 72 percent of salespeople who upsell and 74 
percent who cross-sell say that it significantly drives up revenue. 
 
3. Price Increases and Change of Pricing Strategy: 
 
Implementing strategic price increases and changing the pricing strategy can be a 
potent driver of revenue growth. For instance, moving away from traditional pricing 
models to value-based pricing, where prices align with the perceived value delivered 
to customers, can yield substantial benefits. By emphasizing the unique value 
proposition and benefits of your products or services, you can justify higher price 
points, leading to increased revenue per customer. 
 
However, considerations such as competitive analysis, customer sensitivity to price 
changes, the potential impact on customer retention, and the right implementation 
and communication strategy must be carefully evaluated. Implementing price 
increases incrementally and communicating the enhanced value to customers can 
mitigate potential risks while optimizing revenue growth. 
 
4. Product Innovation: 
 
Product innovation and continuously offering new products or services are crucial for 
sustaining revenue growth. By staying attuned to evolving customer needs and market 
trends, you can develop innovative solutions that cater to emerging customer 
demands. Launching new products not only strengthens the retention of existing 
customers but also entices new ones to buy, broadening the customer base. 
 
5. Acquiring New Customers through New Acquisition Channels: 
 
Acquiring new customers through new acquisition channels is a pivotal strategy for 
driving revenue growth and expanding market reach. By embracing a diverse 
distribution channel approach, you can extend your reach to a broader audience, 
uncovering untapped customer segments. Each channel offers distinct advantages, 
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enabling companies to connect with potential customers at different stages of their 
buyer journey. This diversification allows businesses to maximize visibility, attract 
fresh leads, and cultivate a more extensive customer base. 
 
To optimize resource allocation effectively in this regard, it is paramount you vigilantly 
monitor each channel's performance and return on investment. Some businesses I 
worked with have sold through various distribution channels, only to discover that 
certain channels performed poorly from an economic perspective (especially a poor 
ratio between customer acquisition costs and customer lifetime value). 
 
6. Targeting New Customer Segments within the Same Industry: 
 
Targeting new customer segments within the same industry presents a strategic 
avenue for driving revenue growth. By tailoring offerings and marketing messages to 
address the unique needs of small, medium-sized, and large enterprise customers, 
you can expand your market share and capture previously untapped revenue 
potential. But keep in mind that a different customer segment usually does not only 
come with different needs and preferences but also with a diverging willingness to pay.  
 
To succeed, you will have to work on generating product/market fit in the specific 
segment and find a working go-to-market strategy for the respective customer 
segment. 
 
7. Targeting Customers in New Industries: 
 
Targeting customers in new industries unlocks a strategic pathway for diversifying 
revenue streams and tapping into untapped revenue potential. This expansion 
strategy allows you to reduce your reliance on a single industry and spread risk across 
various sectors. 
 
To succeed, you must identify synergies between existing products or services and 
the needs of new industries. Thorough market and industry research, understanding 
industry-specific dynamics, and crafting tailored products and go-to-market strategies 
will be key. 
 
8. Expanding into New Geographies: 
 
Expanding into new geographies presents an opportunity for substantial revenue 
growth. By venturing into geographically diverse regions, you can access fresh pools 
of potential customers. 
Success depends on solid market research, an understanding of local preferences 
and cultural nuances, and a well-calibrated go-to-market approach that takes all 
differences into account. 
 
9. Monetization of Data: 
 
Monetizing data represents an increasingly valuable revenue source for businesses in 
the digital age. With the advent of advanced analytics and data-driven insights, you 
can extract valuable information from your customer interactions, behaviors, and 
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preferences. Based on such data, you can add new products and services to existing 
offerings, develop new business models, and even directly sell data-based products. 
 
To succeed, you must hire great talent with the required skills and tools to properly 
collect, store, and analyze data. You must develop a business-led data monetization 
strategy that complies with data privacy regulations. And you must show real 
leadership commitment as regards the importance of your data monetization efforts 
and their potential revenue impact. 
 
10. Mergers and Acquisitions (M&A) and Partnerships: 
 
Mergers and Acquisitions (M&A) activities and partnerships offer compelling pathways 
for businesses seeking accelerated revenue growth and market expansion. For 
instance, by acquiring companies or entering into collaborations, you can access 
complementary offerings, facilitate entry into new markets and industries, and take out 
competitors. Success, however, hinges on careful analysis, planning, execution, 
communication, and (post-merger) integration efforts. 
 
Effective leaders recognize that embracing a diverse range of growth sources 
systematically can lead to sustained growth and prevent the dreaded revenue S-
Curve. By nurturing the revenue sources described above, they can chart a path to 
long-term prosperity in the ever-evolving digital business world. 
 

Want to know more? 
 

If you are interested in learning more about how we can help you lead and scale your 
business to success, please reach out, check out Patrick’s growth handbook 
'FastScaling' or read his leadership book ‘The Leadership House’. You can find more 
information about us at: www.unloqgrowth.com. 
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