Outbound Digitals Case Study

How an SEO Agency Scaled From
$55K to $120K MRR in 90 Days

More revenue, fewer clients, higher retainers, and less operational strain

$55K to 11 to 10 $5K to $12K
$120K

Monthly recurring revenue Client count Monthly retainer
Client type SEO agency serving other SEO agencies
Main issue The agency attracted overly dependent clients who relied on them almost entirely for

pipeline and piled on pressure

Core diagnosis The offer was too generic and low trust, which pulled in needy accounts instead of
premium clients with stronger foundations

What changed Offer positioning, ICP clarity, pricing, messaging, funnel alignment, and sales process
were rebuilt around premium buyers

The Situation

This agency was producing about $55,000 in monthly recurring revenue across 11 clients, but the
business felt heavier than it looked. Many of those accounts relied almost entirely on the agency for
lead generation, which created high pressure, constant expectation, and delivery strain.

What Outbound Digitals Found

The bottleneck was not fulfillment capacity alone. It was the kind of clients their offer was attracting.
Because the positioning was broad and lacked a strong trust factor, it pulled in businesses that
needed saving rather than premium buyers who wanted outbound as an additional growth lever.

What Changed

Outbound Digitals sharpened the ideal client profile, increased the dream outcome, raised the
perceived likelihood of success, reduced perceived effort, sacrifice, and time delay, increased pricing
from $5,000 per month to $12,000 per month, and aligned the messaging, funnel, and sales process
with the upgraded offer.

Metric Before After Change
MRR $55K $120K +118.2%
Clients 11 10 Fewer, better fit
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Monthly retainer $5K $12K +140.0%

Client quality High stress Premium fit Lower dependency

Why the Numbers Moved

Once the agency got clear on who it should actually serve, everything downstream improved.
Premium buyers responded better to the sharper positioning, the higher pricing made sense inside
the new frame, and the agency stopped attracting businesses that expected it to carry their entire
growth engine alone.

"We stopped chasing difficult clients and started attracting better ones."

What This Means for Other Offers

More clients does not always mean a better business. Sometimes the fastest path to growth is to
improve the quality of the buyers you attract, raise the value of the offer, and stop positioning
yourself in a way that invites dependency. Outbound Digitals helps firms sharpen their offer, tighten
their ICP, and sell into stronger, more profitable client relationships.

Book a revenue leak and offer strategy session

Client identity, original offer details, and proprietary repositioning mechanics have been intentionally
anonymized at the client’s request.
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https://calendly.com/busaudit/revenue-leak-and-offer-strategy

