Outbound Digitals Case Study
How an Advertising Firm Grew
From $60K to $210K MRR in 180 Days

250% MRR growth through sharper positioning, clearer ICP, and stronger messaging

$60K to 250% 180
$210K growth days

Monthly recurring revenue MRR increase Time to result
Client type Advertising firm
Main issue The firm had delivery capability and active clients, but growth had plateaued because

the offer was too broad and the value was not being framed strongly enough for
premium buyers

Core diagnosis The ICP was unclear, the messaging lacked urgency and differentiation, and the firm
was too easy to compare against other agencies in the market

What changed Offer positioning, ICP clarity, perceived certainty, and messaging across ads, funnel,
and sales conversations were rebuilt around buyer pains and commercial outcomes

The Situation

This advertising firm was already generating around $60,000 in monthly recurring revenue, but
growth had started to plateau. They were getting attention in the market, yet not enough conviction
to command stronger revenue momentum.

What Outbound Digitals Found

The real bottleneck was not delivery capability. It was commercial framing. The offer was too generic,
the ideal client profile was not tightly defined, and the messaging did not create enough trust,
urgency, or differentiation for premium buyers.

What Changed

Outbound Digitals clarified the ideal client profile, increased the dream outcome, improved
perceived likelihood of success, reduced perceived risk, effort, and time delay, and aligned the
positioning and messaging across ads, funnel, and sales conversations with the upgraded offer.

Metric Before After Change
MRR $60K $210K +250%
Market position Generic Sharper outcome  Harder to compare

Outbound Digitals Page 1



Buyer response Interest without urgency Stronger conviction  Faster decisions

Sales narrative Service led Outcome led Higher leverage

Why the Numbers Moved

The biggest shift happened when the firm stopped presenting itself like a general advertising service
and started communicating a sharper commercial outcome. Once the ICP became clear and the
messaging matched what the right buyers actually cared about, trust increased, sales conversations
improved, and stronger deals started closing with more authority.

"We did not need a new service. We needed a sharper offer."”

What This Means for Other Offers

A lot of advertising firms think the answer to growth is more outreach, more leads, or more ad
spend. Sometimes it is. But often the real issue is that the offer is too broad, the messaging is too
weak, and the value is not being communicated in a way premium buyers can quickly trust.
Outbound Digitals helps fix that by sharpening the offer, tightening the ICP, and aligning the
message so better buyers move faster.

Book a revenue leak and offer strategy session

Client identity, niche specifics, and proprietary offer mechanics have been intentionally anonymized at the
client's request.
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https://calendly.com/busaudit/revenue-leak-and-offer-strategy

