Outbound Digitals Case Study

How an Al Automation Agency Grew
From $10K to $35K MRR in 60 Days

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

$10K to 250% 60
$35K growth days

Monthly recurring revenue MRR increase Time to result
Client type AT automation agency
Main issue The service had real value, but the offer was too broad, too easy to compare, and not

specific enough to create strong buyer conviction

Core diagnosis The ICP was unclear, the promise was too generic, and the messaging lacked the trust
and urgency needed to move prospects faster

What changed Offer positioning, ICP clarity, perceived certainty, and messaging across the funnel
and sales process were rebuilt around buyer pains and desired outcomes

The Situation

This AI automation agency was already generating around $10,000 in monthly recurring revenue,
but growth was inconsistent. The service was valuable, yet the market response was weaker than it
should have been because the offer lacked commercial sharpness.

What Outbound Digitals Found

The real bottleneck was not demand for AI automation. It was that the agency sounded too similar to
everyone else. The offer was too generic, the ideal client profile was not tightly defined, and the
message did not create enough trust or urgency to separate them in a crowded market.

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 their funnel and sales conversations with the upgraded offer.

I S P N

$10K $35K +250%

Market position Generic Clearer niche fit Higher conviction
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Buyer response Interest with hesitation Stronger conviction = Faster movement

Sales narrative Capability led Outcome led Harder to compare

Why the Numbers Moved

The biggest shift happened when the agency stopped selling AI automation as a vague capability and
started selling a clearer business outcome. Once the ICP became sharper and the message matched
real buyer frustrations, trust increased, conversations improved, and sales moved with more
authority.

"The service stayed strong. The offer became stronger."

What This Means for Other Offers

A lot of ATl automation agencies are not struggling because the market does not want what they do.
They are struggling because the way they describe it is too broad, too technical, or too easy to
compare. Outbound Digitals helps fix that by sharpening the offer, tightening the ICP, and aligning
the message so buyers understand the value faster and move with more conviction.

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

