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OPERATIONAL STANDARD OPERATING PROCEDURE

The Enterprise Revenue & Capability SOP

10 Non-Negotiable Operational Protocols to Eliminate Founder Sales Dependency, Systematize
Pipeline Trust, and Scale to a Predictable *5 Cr+ Monthly Run-Rate.

EXECUTIVE DIRECTIVE

Mid-market enterprises with 250 Cr+annual turnover frequently hit a ceiling caused by key-personrisk.
When the founderisrequired to close deals, manage key accounts, and resolve daily operational friction,
growth stalls and revenue fluctuates violently. This Master SOP defines the 10 structural protocols
required toinstall aninstitutional, founder-independent revenue ecosystem.

PROTOCOL 01 Sales Governance

Install The Founder Sales Firewall

Mandate that the founderneverattends anunvetted discovery call. Pass allincoming inquiries
throughanobjective qualificationrubric; empowerseniorsales executives to lead initial meetings
using astandardized qualificationscript.

Common Trap: Founderjumping onto every sales meeting believing their presence helps. This trains
enterprise buyers to negotiate exclusively with the founder, destroying salesperson authority and
capping company capacity.

PROTOCOL 02 Category Positioning

Deploy The Sovereign Pre-Sales Trust Stack

Dispatchaproprietary 8-page framework document to enterprise buyers exactly 48 hours prior
to theirinitial sales briefing. Frame yourmethodology as non-comparable to eliminate RFPs and
competitive bidding.

CommonTrap: Sending generic sales decks or corporate brochures that trigger price haggling and
treat your specialized capabilityasa commodity.



PROTOCOLO03 Pipeline Math

Construct Deterministic 90 -Day Pipeline Math

Reverse-engineeryour25 Cr+ monthly turnovertarget into weekly qualified lead volume, required
discovery meetings, and stage exit velocity. Track pipeline value ona90-day rolling basis.

Common Trap: Treating pipeline forecasting as a quarterly guessing game based on hope and past
relationshipsratherthan mathematical pipelineratios.

PROTOCOL 04 Deal Triage

Implement Strict Minimum Order Value Guardrails

Enforce aninstitutional minimum contract threshold (e.g. 225 Lakhs minimum contract value).
Reject smaller, custom-scopeinquiries that dilute engineering bandwidth and strainproject
management.

Common Trap: Accepting low-margin, high-friction clients during slow quarters, which clogs
delivery capacity and prevents closing high-value enterprise accounts.

PROTOCOL 05 Conversion Velocity

Standardize The 21-Day Institutional Closing Playbook
Replace charismatic sales pitching withanobjective diagnostic conversionscript. Definerigid

stage exit criteriaand systematically remove opportunities that remain stagnant past Day 25.

Common Trap: Allowing salesreps to improvise pitches, resultingin erratic closing conversion and
drawn-out sales cycles spanning 60 to 90 days.

PROTOCOL 06 Account Retention

Engineer 20 %+ Account Expansion Roadmaps

Conduct quarterly strategic business reviews withyourtop 20% of accounts using structured
ascensionroadmaps. Introduce retained high-tierenterprise services to compound netrevenue
retention.

Common Trap: Treating closed contracts as finished transactionsinstead of the start of an
expanding lifetime enterprise client relationship.



PROTOCOL 07 Operations

Establish Second-Line Departmental Ownership

Assignclearweekly operational KPIs and budget authority to department heads. Mandate that
middle managers presentconcrete solutions ratherthanopen-ended problems during weekly
standup reviews.

CommonTrap: Founderintervening in daily middle-management decisions, which conditions
operational leaders to wait forfounderinstructions before acting.

PROTOCOL 08 Margin Protection

Institutionalize Gross Margin Shielding (35%+ Floor)

Institute automated scope-tracking workflows and require formal change-orderapprovals with
mandatory additional billings forevery client scope alteration.

Common Trap: Accommodating scope creep under the guise of good customer service, silently
eroding gross margins and exhausting operational delivery teams.

PROTOCOL 09 Cash Velocity

Compress The Cash Velocity Cycle (DSO Under 30 Days)

Enforce 50% upfront milestone billing and automated receivable escalationworkflows. Apply
contractualinterest penalties forlate payments to maintainliquid cashreserves.

Common Trap: Financing client working capital on yourbalance sheet, leaving the enterprise
vulnerable to liquidity crunches during rapid expansion.

PROTOCOL10 Executive Review

Execute The Monthly Compounding Growth Review

Review trailing 30 -day conversiondata, customeracquisitioncost, and gross margins onthe first
business day of every monthto adjust capitaldeployment and capacity allocation.

Common Trap: Waiting for quarterly orannual accountant reportswhenitis fartoo late to address
operational leakage orpipeline stagnation.



THE IMPLEMENTATION BRIDGE

You Have The Roadmap. Now You Need The Ecosystem.

Implementing aninstitutional operational architecture while running day-to-day enterprise
operations and meeting monthly commitments is an extraordinary challenge. THEX ECOSYSTEM
isthe complete, provenframework that installs this 10-protocol engine into yourenterprise,
removes founderdependency, and establishes apredictable 5 Cr+ monthly run-rate.

Book Your 1:1 Strategic Business Diagnostic Call with Kartik Kumar —



https://calendly.com/

