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CONFIDENTIALITY STATEMENT

This Connect Those Dots Growth Roadmap has been prepared exclusively for
Connected Dots Luxury Estate Agent (fictional business).

The contents of this document are confidential and intended solely for the
individuals responsible for the leadership, management, implementation, and
future growth of the business.

This roadmap contains implementation priorities, growth initiatives, sequencing
decisions, operational recommendations, and commercial opportunities derived
from the Connect Those Dots Business Discovery Questionnaire, Connect Those
Dots Research & Analysis Report, and Connect Those Dots Framework
Assessment.

The contents of this document must not be distributed, reproduced, published, or
shared with third parties without prior written permission.

ROADMAP OVERVIEW

Hi James,

This Growth Roadmap has been created to convert the findings, conclusions,
opportunities, priorities, and growth insights identified throughout the completed
Connect Those Dots assessment process into a practical implementation plan for
your business.

The Business Discovery Questionnaire established where the business is today,
what growth objectives you want to achieve, and the outcomes that matter most
to the future of Connected Dots Luxury Estate Agent. The Research & Analysis
Report identified the factors currently helping growth, the constraints limiting
future growth, and the opportunities available to strengthen visibility, authority,
trust, customer movement, and enquiry generation. The Framework Assessment
then examined how your existing Growth System operates, how customers
currently move through the business, where momentum is being created, where
movement slows, and which connections have the greatest influence on future
growth.
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This roadmap builds directly upon those findings.

Its purpose is to provide complete clarity around what should happen next, why
each activity matters, how it should be implemented, when it should be
implemented, and the outcome each activity is expected to create.

The roadmap has been designed to help you achieve the growth objectives
already identified within the assessment process, including increasing property
instructions, generating more website enquiries, strengthening visibility amongst
affluent buyers and sellers, reducing reliance on referrals, expanding market
authority, and creating a more scalable growth system.

Throughout this document, activities have been prioritised according to expected
commercial impact. The focus is not on completing the largest number of tasks.
The focus is on implementing the activities most likely to increase visibility,
strengthen trust, improve customer movement, generate enquiries, increase
conversions, and create sustainable long-term growth.

The order of implementation is important.

Many activities depend upon other foundations being established first. For this
reason, the roadmap follows a structured progression. Early stages focus on
strengthening the foundations that support growth. Later stages focus on
improving customer movement, increasing authority, expanding visibility,

accelerating momentum, and scaling what is already working.

This sequencing reduces wasted effort and ensures that future growth activities
are supported by the assets, systems, and connections required to maximise their
impact.

A key theme throughout the roadmap is Connected
Growth.

Your strongest growth assets already exist within the business. Your reputation,
customer satisfaction, local market expertise, personalised service, review profile,
referral network, and proven delivery experience provide powerful foundations.
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The greatest opportunities identified throughout the assessment are not based
upon changing what the business does. They are based upon strengthening the
connections between these assets, so they create greater visibility, stronger
authority, increased trust, improved customer movement, and more consistent

enquiry generation.

As each phase is implemented, your Growth System should become easier for
prospective customers to discover, easier to understand, easier to trust, and

easier to engage with.

The result should be a business that generates more opportunities from a wider
range of sources, strengthens market authority, increases property instructions,
supports geographic expansion ambitions, and creates a more resilient and
scalable growth system for the future.

The pages that follow provide the implementation roadmap designed to achieve

those outcomes.
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EXECUTIVE SUMMARY

Growth Objective

The primary objective of this Growth Roadmap is to help Connected Dots Luxury
Estate Agent increase property instructions, strengthen visibility amongst affluent
buyers and sellers, generate more website enquiries, reduce reliance on referral-
led growth, and support future expansion into additional affluent locations.

Success will be reflected through a stronger and more visible market presence,
increased enquiry generation from digital channels, improved authority within the
luxury property sector, stronger customer movement throughout the Growth
System, and a more sustainable balance between referral-driven growth and

discoverability-driven growth.

This roadmap has been designed to support those objectives through a
structured implementation programme that strengthens the assets, connections,
customer journeys, authority signals, visibility mechanisms, and momentum
drivers already identified throughout the assessment process.

Implementation Overview

The implementation plan focuses on strengthening the areas already proven to
create growth whilst addressing the constraints currently limiting future

performance.
The major implementation themes throughout the roadmap include:

o Strengthening visibility across the digital ecosystem

e Expanding authority within the luxury property market

e Increasing trust before customer contact occurs

« Improving customer movement through the website and wider Growth
System

» Enhancing the visibility of expertise, experience, and successful outcomes

e Strengthening review, referral, and advocacy momentum

e Reducing dependency on existing awareness networks

o Creating a more scalable and resilient growth system

N[Connect Those Dots Growth Roadmap
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The roadmap focuses on building stronger connections between the business's

existing strengths rather than changing the underlying service offering.

12 Month Focus Areas

Focus Area

Visibility Growth

Authority
Development

Customer Journey
Improvement

Website
Performance

Content Ecosystem
Expansion

Local Market
Leadership

Trust Signal
Amplification

Referral & Review
Momentum

Al & Entity Visibility

Growth System
Resilience

Why It Matters

Current visibility does not fully
reflect the strength of the
business.

Strong real-world expertise is not
fully reflected digitally.

Customer movement currently
slows during research and
comparison stages.

The website supports credibility
but underperforms as a growth
asset.

Expertise assets are currently
underutilised.

Expansion ambitions require
stronger geographic authority.

Existing trust assets create
significant influence.

Existing momentum loops are
already strong.

Current entity signals limit
discoverability.

Growth is currently dependent
upon a limited number of
channels.

Roadmap Structure

Intended Outcome

Increased discovery amongst
affluent buyers and sellers.

Greater market authority and
increased trust before contact
occurs.

Improved progression from
discovery to enquiry.

Increased enquiry generation
and stronger customer
movement.

Greater visibility, authority, and
trust creation.

Improved visibility within existing
and future target locations.

Greater conversion confidence
and reduced buyer uncertainty.

Increased recurring growth and
advocacy.

Improved business
understanding across modern
search environments.

More balanced and sustainable
growth sources.

The first phase focuses on strengthening the foundations required to support

future growth. During this stage, priority is given to improving clarity,

strengthening key assets, enhancing customer movement, and ensuring the most

influential growth foundations are operating effectively.
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The middle phase focuses on connection, authority, visibility, and momentum.

Existing assets are connected more effectively, expertise becomes more visible,
trust signals become more influential, and customer journeys become stronger.

The final phase focuses on acceleration, optimisation, resilience, and sustainable
growth. Activities concentrate on strengthening the systems already producing
results, increasing market influence, improving long-term momentum, and
creating a more scalable Growth System capable of supporting future business
objectives.

Expected Outcomes

Outcome Area Intended Result

Visibility Increased exposure across key discovery channels.
Authority Stronger recognition as a leading luxury property specialist.
Enquiries Increased volume of qualified property enquiries.
Conversion Improved progression from enquiry to instruction.

Greater confidence amongst prospective clients before contact
Customer Trust

occurs.
Website I .
Increased contribution to overall business growth.
Performance
Reviews Continued growth in review volume and visibility.
Ref | Increased referral activity driven by improved customer experience
eferrals

and visibility.
Customer Retention Stronger long-term client relationships and repeat engagement.
Geographic Reach Improved visibility within existing and future target markets.

Growth

) . Reduced dependency on a limited number of growth sources.
Sustainability

Implementation Principle

The success of this roadmap depends on disciplined implementation and correct
sequencing.

Many activities rely upon earlier foundations being established first. For this
reason, the roadmap follows a structured progression that respects
dependencies, strengthens existing assets before expansion occurs, and
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prioritises activities that create influence across multiple areas of the Growth
System simultaneously.

Connected Growth occurs when visibility, trust, authority, customer movement,
delivery, reviews, referrals, and momentum work together rather than operate
independently. The roadmap has been designed to strengthen those connections
throughout every phase of implementation.

Executive Summary Conclusion

This Growth Roadmap has been designed to transform the findings of the
assessment process into a practical twelve-month implementation programme
focused on achieving the business's growth objectives.

The implementation team should focus on following the roadmap in sequence,
prioritising the activities with the greatest growth influence, and ensuring that
every stage builds upon the foundations established in earlier phases.

When implemented consistently, the roadmap is intended to strengthen visibility,
increase authority, improve customer movement, generate more enquiries,
enhance momentum, and create a more connected, resilient, and scalable
Growth System capable of supporting the next stage of growth for Connected
Dots Luxury Estate Agent.

QUICK WINS

Introduction

Early movement creates confidence, momentum, and measurable progress.

The assessment identified several opportunities capable of generating visible
impact within the first 30 days while also strengthening the foundations required
for longer-term growth. These opportunities have been prioritised because they
influence multiple areas of your Growth System simultaneously, including visibility,
trust, customer movement, enquiries, authority, and referrals.
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The purpose of these Quick Wins is not simply to create activity. Their purpose is to
create meaningful movement that supports the wider Growth Roadmap and
begins strengthening Connected Growth immediately.

Quick Wins Register

Quick Win Why It Matters How To Implement Expected Outcome

Review the homepage
structure and rewrite key
sections to place luxury

The assessment

identified that the Stronger first

Reposition business possesses . impressions,
. property expertise, local )
The strong expertise and increased trust,
S market knowledge, .
Homepage  credibility, but these improved
successful outcomes,
Around strengths are not . . engagement, and
. . .. client experience, and trust . .
Luxury immediately visible when higher enquiry
. . signals at the centre of the )
Property visitors arrive on the . . potential from
. . . messaging. Ensure visitors . .
Expertise website. This reduces existing website

immediately understand
why they should choose
the business.

trust creation and slows traffic.

customer movement.

Integrate review content Increased trust

. into the homepage, service creation, improved
Strengthen  Reviews already create

. o pages, valuation pages, enquiry
Review significant trust but are . .
. ) . and location pages. confidence, and
Visibility not consistently visible . .
Display relevant reviews stronger customer
Across the throughout key customer . .
. . . close to enquiry progression
Website decision points. .
opportunities and trust- through the
sensitive sections. website.
Create three detailed case Improved
studies highlighting authority, stronger
. The assessment successful property sales, trust signals,
Dedicated identified that successful client experiences, enhanced
Ve client outcomes create  marketing approaches, conversion
R strong influence but are  and achieved outcomes.  potential, and
Stories not being fully utilised as Ensure each includes additional assets
growth assets. imagery, testimonials, and for future
measurable results where  marketing
available. activities.
. Review the valuation Improved
L. The valuation journey A n
Optimise The process from initial landing customer
. represents one of the
Valuation . page through to form movement,
Request most commercially completion. Simplify page increased
9 valuable customer P . Pty pAag ) -
Journey . structure, improve trust valuation enquiries,
actions but currently .
signals, reduce and stronger
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Quick Win

Improve

Agent Profile

Visibility

Strengthen
Local Area
Expertise
Pages

Launch
Structured
Review
Acquisition
Process

Improve
Internal
Linking
Between
High-Value
Assets

Establish
Monthly
Market
Insight
Content

CONNECT
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Why It Matters

contains unnecessary
friction.

Personal expertise and
local knowledge are
significant trust assets
but are not currently
leveraged to their full
potential.

Local market knowledge

is a major competitive
strength but is not

consistently visible across

target locations.

Existing customer
satisfaction creates

opportunities for greater

review generation and
Momentum creation.

Several valuable assets
currently operate

independently, reducing
customer movement and

Flow.

Market expertise exists
internally but is not
consistently visible
externally.

How To Implement

distractions, and ensure
clear calls to action
throughout the journey.

Enhance agent profile
pages with professional
biographies, market
expertise, specialist

knowledge, local insights,

reviews, and successful
transaction examples.

Improve internal visibility of
these profiles across the

website.

Review key location pages
and strengthen them with

local insights, market
observations, property
trends, lifestyle
information, and local
expertise content.

Introduce a formal post-
completion review request

process. Create review

request templates, define
trigger points, and ensure
all successful transactions
enter the review process.

Create logical links
between service pages,
location pages, case

studies, valuation pages,
reviews, and agent profiles.

Ensure customers can

easily navigate between

related assets.

Create a recurring monthly
market update focused on

luxury property trends,

local market intelligence,

buyer behaviour, and
vendor insights. Publish
across the website and
supporting channels.
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conversion
performance.

Increased trust,
stronger personal
connection with
prospective clients,
and improved
authority.

Improved visibility,
stronger authority,
and increased
relevance within
target locations.

Increased review
volume, improved
trust creation, and
stronger recurring
growth
mechanisms.

Improved Flow,
stronger customer
movement, longer
engagement, and
increased
Connected Growth.

Increased
authority,
improved visibility,
and creation of
long-term content
assets.
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Quick Win Why It Matters How To Implement Expected Outcome

. . . Improved decision
Review enquiry tracking,

Improve . . . making, clearer
. Current growth decisions contact form attribution, R
Enquiry S . . visibility into
. rely on limited visibility valuation requests, phone )
Tracking & . .. . growth drivers, and
. ; into customer origin and  enquiries, and referral
Attribution ) . stronger future
. behaviour. source recording. Ensure L
Visibility optimisation

clear reporting is available. -
opportunities.

Quick Wins Impact Analysis

Several of these Quick Wins are expected to create influence across multiple
areas of the Growth System simultaneously.

The homepage repositioning, review visibility improvements, and valuation
journey optimisation are likely to generate the earliest visible results because they
directly influence visitors already entering the website. Improvements within these
areas should strengthen trust creation and customer progression immediately.

The review acquisition process and vendor success story creation are expected to
create particularly strong Momentum because they generate assets that
continue creating value long after implementation. Reviews strengthen trust,
support conversion, improve visibility, and encourage referrals. Success stories
strengthen authority, improve customer confidence, and provide content assets

for future implementation activities.

Internal linking improvements and local expertise enhancements support many
of the longer-term priorities identified throughout the roadmap. While these
improvements may appear relatively simple, they strengthen Connections,
improve customer Flow, and support future visibility and authority activities.

Collectively, these Quick Wins begin strengthening the core components of
Connected Growth by improving the relationship between visibility, trust,

authority, customer movement, enquiries, reviews, referrals, and Momentum.
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Implementation Considerations

Consideration Why It Matters

Prioritise Commercial  Improvements should begin with pages closest to valuation
Pages First enquiries and property instructions.

Maintain Consistent Trust and authority depend upon consistent positioning
Messaging throughout the website.

Use Real Customer Reviews, testimonials, case studies, and outcomes should be
Evidence based on genuine customer experiences.

Improve Before Existing assets should be strengthened before significant
Expanding expansion activities begin.

Visibility into performance improvements will support future

Track Every Change
¥ 9 roadmap decisions.

Focus On Connected Activities should strengthen relationships between existing
Assets growth assets rather than creating isolated assets.

Improvements should enhance customer movement rather

Protect User Experience .
than add unnecessary complexity.

Key Findings

e The highest impact Quick Wins focus on homepage positioning, valuation
journey optimisation, review visibility, and vendor success stories.

» The fastest implementation opportunities include review visibility
improvements, internal linking enhancements, agent profile improvements,
and enquiry tracking optimisation.

e The strongest Momentum opportunities include review acquisition, case
study creation, and monthly market insight content.

e The most important first actions focus on improving trust visibility,
strengthening authority signals, and increasing customer movement

towards valuation enquiries.

Conclusion
These Quick Wins have been prioritised because they offer the greatest

opportunity to create visible impact within the first 30 days while simultaneously
supporting the wider Growth Roadmap.
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Early success should be reflected through stronger trust creation, improved
customer movement, increased engagement with key growth assets, higher
valuation enquiry potential, and greater visibility of the expertise already present
within the business.

Most importantly, these Quick Wins begin strengthening the connections between
your most valuable assets. They create the foundations upon which the
remaining phases of the Growth Roadmap will build, ensuring future growth
activities operate within a stronger, more connected, and more effective Growth
System.

STRATEGIC PRIORITIES

Introduction

The success of this Growth Roadmap will not be determined by the number of
activities completed. It will be determined by whether implementation remains
focused on the areas most capable of creating meaningful and sustainable
business growth.

The assessment process identified several themes that consistently influence
visibility, trust, customer movement, enquiry generation, conversion, referrals,
authority, and long-term growth performance. These themes form the Strategic
Priorities that will guide every implementation decision throughout the next 12

months.

Maintaining focus on these priorities ensures that implementation activity
remains aligned with your growth objectives, strengthens Connected Growth, and
concentrates effort on the areas most capable of creating measurable business
impact.

Strategic Priorities Register

Strategic
.. Why It Matters Areas Influenced Intended Outcome
Priority
Strengthen The business possesses N Increased authority,
. . Visibility, Trust,
Luxury Property significant expertise and local Conversion stronger customer
Authority market knowledge, but ' confidence, and
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Strategic
Priority

Increase
Visibility Across
the Growth
System

Improve
Customer
Movement

Amplify Trust
Signals

Strengthen
Local Market
Leadership

Expand
Momentum
Assets

Improve
Website
Contribution to
Growth

Strengthen
Connected
Growth

Build Growth
System
Resilience

Create Scalable
Growth
Foundations

GROWTH FRAMEWORK®

Why It Matters

authority is not consistently
visible throughout the Growth
System.

Existing strengths cannot
create growth if potential
customers do not discover
them.

Valuable assets exist
throughout the business but
movement between them is
inconsistent.

Trust is currently one of the
business's strongest assets
but its influence is not
maximised.

Geographic expertise creates
differentiation and
competitive advantage.

Reviews, referrals, customer
success stories, and
advocacy mechanisms
create recurring growth.

The website currently
performs more as a brochure
than a proactive growth
asset.

Several valuable assets
operate independently rather
than reinforcing one another.

Current growth remains
dependent upon a limited
number of growth sources.

Future expansion ambitions
require systems capable of
supporting additional growth.

Areas Influenced

Referrals, Market
Position

Visibility, Enquiries,
Customer
Movement,
Authority

Customer
Movement, Trust,
Conversion,
Retention

Trust, Conversion,
Referrals,
Retention

Visibility,
Authority, Trust,
Enquiries

Referrals,
Retention,
Visibility, Trust,
Momentum
Visibility,
Customer
Movement,
Conversion,
Enquiries
Visibility, Trust,
Conversion,
Referrals,
Momentum
Visibility, Enquiries,
Referrals,
Sustainability

Authority,
Visibility,
Customer
Movement,
Sustainability
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Intended Outcome

greater market
influence.

Increased exposure
amongst affluent
buyers and sellers.

Improved
progression from
discovery through to
enquiry and
instruction.

Reduced customer
uncertainty and
increased enquiry
confidence.

Stronger positioning
within existing and
future target
locations.

Increased recurring
growth and reduced
dependency on
individual channels.

Increased enquiry
generation and
stronger customer
progression.

Greater overall
Growth System
effectiveness.

More balanced and
sustainable long-
term growth.

A Growth System
capable of
supporting future
business growth
objectives.
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Strategic Priority Overview

These priorities have been selected because they consistently appear throughout
the Business Discovery Questionnaire, Research & Analysis Report, and Framework
Assessment as the areas exerting the greatest influence on future growth
performance.

Rather than focusing on isolated marketing activities, these priorities focus on the
components of the Growth System that influence multiple outcomes
simultaneously. For example, authority strengthens visibility, trust, conversion,
referrals, and customer confidence. Reviews strengthen trust, visibility, referrals,
and Momentum. Improved customer movement influences engagement,
enquiries, conversion, and customer experience.

Together, these priorities support Connected Growth by strengthening the
relationships between the business’'s most valuable assets. They ensure that
implementation activities remain focused on improving how visibility, authority,
trust, customer movement, delivery, reviews, referrals, and Momentum interact
throughout the Growth System.

Every phase of the roadmap will contribute towards one or more of these
priorities, ensuring implementation remains commercially focused and

strategically aligned.

Priority Relationships

Priority Supports Relationship

Increase Visibility Greater authority increases
Strengthen Luxury . .

. Across the Growth discoverability, engagement, and

Property Authority .

System customer confidence.
Increase Visibility o

Improve Customer Increased visibility creates more
Across the Growth o ;

Movement opportunities for customer progression.
System
Improve Customer Improve Website Better movement increases the
Movement Contribution to Growth likelihood of enquiries and conversions.

) . Improve Customer Increased trust reduces hesitation and

Amplify Trust Signals .

Movement supports progression.
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Priority Supports Relationship
Strengthen Local Strengthen Luxury Local expertise strengthens perceived
Market Leadership Property Authority authority and differentiation.

Increase Visibility )
Expand Momentum Reviews, referrals, and advocacy
Across the Growth

Assets increase exposure and discovery.
System

The website acts as a central
connection point between Growth
Assets.

Improve Website Strengthen Connected
Contribution to Growth Growth

Stronger connections reduce
dependency on individual assets or
channels.

Strengthen Connected Build Growth System
Growth Resilience

Build Growth System Create Scalable Growth Sustainable growth creates a platform
Resilience Foundations for future expansion.

Scalable systems increase the value
created by recurring growth
mechanisms.

Create Scalable Growth Expand Momentum
Foundations Assets

Priority Impact Assessment

Visibility is most strongly influenced by the priorities focused on authority
development, local market leadership, content visibility, website performance,
and Momentum asset expansion. These priorities increase the number of
opportunities prospective customers have to discover and engage with the
business.

Trust is most heavily influenced by authority strengthening, trust signal
amplification, review visibility, customer success stories, and local expertise. These
priorities reduce uncertainty and increase confidence before direct contact

Ooccurs.

Customer movement is most influenced by website performance improvements,
Connected Growth initiatives, journey optimisation, and stronger visibility of
relevant trust assets. These priorities help customers progress naturally through
the Growth System.
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Conversion is influenced by a combination of authority, trust, customer
movement, and website performance. As these priorities strengthen, the likelihood

of enquiry generation and property instruction growth increases.

Retention is influenced by trust, customer experience, local expertise, and
Momentum assets. These priorities strengthen long-term relationships and
encourage repeat engagement.

Momentum is most influenced by reviews, referrals, advocacy mechanisms,
customer success stories, and connected growth initiatives. These priorities
create recurring value that continues contributing to growth long after
implementation.

The strongest priorities are those that influence multiple areas simultaneously. For
this reason, authority, trust, customer movement, website performance, and
Connected Growth remain central themes throughout the roadmap.

Key Findings

» The most important Strategic Priorities are authority development, visibility
growth, customer movement improvement, trust amplification, and
Connected Growth.

« The highest impact Strategic Priorities are those capable of influencing
multiple Growth System areas simultaneously.

o The most influential Strategic Priorities are authority strengthening, website
growth performance, Momentum asset expansion, and Growth System
resilience.

e The most interconnected Strategic Priorities are Connected Growth,
customer movement, authority development, and trust amplification, as
they influence almost every other priority within the roadmap.

Conclusion
These Strategic Priorities have been designed to provide clear direction

throughout the next 12 months and ensure that implementation remains focused
on the areas most capable of creating meaningful business growth.
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They will guide every stage of the roadmap, influence implementation
sequencing, and help ensure that activity remains aligned with the business
growth objectives identified throughout the assessment process.

Maintaining focus on these priorities will help strengthen visibility, increase trust,
improve customer movement, expand Momentum, create greater authority, and
support the development of a more connected, resilient, and scalable Growth
System.

MONTH 1 - QUICK WINS IMPLEMENTATION
PLAN

Month Purpose

Month 1 exists to create immediate movement within your Growth System while
strengthening the foundations required to support the wider Growth Roadmap.

The assessment identified several opportunities capable of creating visible
impact quickly without requiring major long-term implementation projects. These
Quick Wins have been prioritised because they influence multiple areas of the
business simultaneously, including visibility, trust, customer movement, authority,

enquiries, reviews, and Momentum.

The purpose of Month 1is not simply to complete a list of tasks. It is to strengthen
the assets already present within the business, improve how those assets work
together, create early evidence of progress, and establish stronger foundations
for the larger implementation activities that follow throughout the roadmap.

Successful completion of Month 1 should leave the business with a stronger digital
presence, improved customer movement, increased trust visibility, enhanced
authority signals, and the Momentum required to support future implementation
phases.
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Month Sequencing Logic

The activities scheduled within Month 1 appear first because they improve and
strengthen the existing Growth System before larger visibility, authority, content,
and expansion activities begin.

The implementation order follows a logical progression. Core positioning and
messaging improvements are completed first. Trust and authority assets are then
strengthened and expanded. Customer movement and conversion pathways are
improved next. Finally, recurring Momentum mechanisms are established to
support future growth.

This sequence ensures that future visibility and authority activities scheduled
within Month 2 and beyond are built upon stronger foundations rather than
amplifying weaknesses that currently exist within the Growth System.

Month 1 iImplementation Plan

Task Why How Expected Outcome

Review every homepage
section including headlines,

Supports the . N
service positioning, trust

homepage

e . elements, calls to action, Stronger positioning
repositioning Quick | )
X imagery, and customer foundations ready
. Win. The assessment . . )
Audit Existing . . messaging. Document for implementation
identified a gap . . .
Homepage between the where authority, expertise,  and improved
Messaging and . , local market knowledge, alignment between
. business’'s actual . .
Positioning . reviews, and customer business strengths
expertise and how
outcomes are currently and customer

that expertise is
currently
communicated.

underrepresented. Create  perception.
an updated homepage

structure prioritising luxury

expertise and trust creation.

Rewrite homepage content

. to emphasise luxury Improved trust
Rebuild Supports homepage . .
e property expertise, local creation, stronger

Homepage repositioning and . .

. market leadership, authority
Around authority ;

. successful outcomes, perception, and
Authority, Trust development . .
. - customer experience, increased customer
and Expertise priorities. .
reviews, and market engagement.

knowledge. Update
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Task Why
Review And Supports valuation
Improve optimisation and
Valuation customer movement
Journey priorities.

Supports trust

Strengthen PP

. ... .. amplification and
Review Visibility

conversion
Across Core .

improvement
Pages S

priorities.

Supports authority,
trust, and customer
connection priorities.

Enhance Agent
Profile Pages

Supports authority,
Create Three PP Y
trust, and

Detailed Vendor .
. Momentum creation
Success Stories

priorities.

How

supporting imagery,
testimonials, trust elements,
and calls to action. Ensure
all content supports
valuation enquiries and
property instructions.

Audit the complete
valuation journey including
landing pages, forms, calls
to action, page flow, trust
signals, and enquiry
process. Remove
unnecessary friction,
improve messaging clarity,
strengthen trust elements,
and simplify progression to
enquiry submission.

Identify key pages including
homepage, valuation pages,
service pages, and location
pages. Add relevant reviews
adjacent to decision-
making areas, trust-
sensitive content, and calls
to action. Ensure review
content reflects luxury
property expertise and
customer outcomes.

Create expanded
biographies for each agent
including experience,
specialist knowledge, local
expertise, achievements,
customer reviews, and
successful transactions. Add
internal links from service
and location pages to
relevant agent profiles.

Identify three successful
client projects. Document
customer challenges,
approach taken, marketing
strategy used, achieved
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Improved customer
progression and
increased valuation
enquiry potential.

Increased trust
visibility, reduced
customer
hesitation, and
improved enquiry
confidence.

Stronger personal
trust signals and
increased customer
confidence.

Stronger authority,
improved trust, and
creation of valuable
long-term growth
assets.
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Task Why How Expected Outcome

outcomes, customer
feedback, and supporting
imagery. Publish as
dedicated case studies and
integrate into key website
pages.

Review priority location
pages. Add local expertise

content, market insight,
Increased local

Supports local lifestyle information, buyer
. . relevance, stronger
Improve Key market leadership demand observations, authority. and
Location Pages and visibility recent successes, and . v .
L . . improved location-
priorities. supporting trust signals.

based visibility.
Ensure each page

demonstrates genuine local
authority.

Create structured internal

links between service pages, Improved Flow,
Supports Connected

Implement location pages, valuation stronger
o Growth and . .
Internal Linking pages, reviews, case studies, engagement, and
customer movement . .
Improvements . and agent profiles. Ensure  increased
priorities.

visitors can move naturally Connected Growth.
between related assets.

Create review request
templates, customer
communication process,

Launch Review Supports Momentum review timing triggers,

Acquisition and trust-building follow-up procedures, and

Process priorities. reporting process. Integrate
review requests into post-
completion customer
workflows.

Increased review
generation and
stronger recurring
trust creation.

Create content structure,

publishing process, topic Creation of a
Establish . themes, data sources, and  repeatable
Supports authority, L . -
Monthly Market " " publication schedule for authority-building
. visibility, and future .
Insight o monthly luxury property asset supporting
content priorities. -
Framework market updates. Prepare future visibility
first month's content for growth.
publication during Month 2.
Implement Audit existing enquir Improved visibilit
P . Supports future . g enquiry . P y
Enquiry tracking, contact forms, into growth

optimisation and

Tracking and valuation requests, phone  performance and
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Task Why How Expected Outcome
Attribution decision-making enquiries, referral sources,  stronger future
Improvements priorities. and reporting processes. optimisation

Create a standardised

capability.

attribution framework and
reporting dashboard.

Quick Wins Delivered

Quick Win

Reposition The Homepage
Around Luxury Property
Expertise

Strengthen Review Visibility
Across the Website

Create Dedicated Vendor
Success Stories

Optimise The Valuation
Request Journey

Improve Agent Profile Visibility

Strengthen Local Area
Expertise Pages

Launch Structured Review
Acquisition Process

Improve Internal Linking
Between High-Value Assets

Establish Monthly Market
Insight Content

Improve Enquiry Tracking &
Attribution Visibility

Month 1 Milestones

Milestone

Homepage Repositioned

Month 1 Activity
Delivering It

Homepage audit and
homepage rebuild

Review visibility
implementation

Vendor success story
creation

Valuation journey review
and optimisation

Agent profile
enhancement project
Location page
improvements

Review acquisition
implementation

Internal linking
implementation

Market insight framework
implementation

Attribution improvement
project

Intended Impact

Increased authority, trust,
and customer confidence.

Improved trust creation and
conversion confidence.

Increased authority and trust.

Improved customer
movement and enquiries.

Stronger trust and expertise
visibility.

Increased local authority and
visibility.

Increased Momentum and
trust generation.

Improved Flow and
Connected Growth.

Increased authority and
future visibility opportunities.

Stronger future decision-
making and optimisation.

What Completion Looks Like

Homepage fully reflects expertise, authority, trust, and

customer outcomes.
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Milestone What Completion Looks Like

Key conversion pathway reviewed, simplified, and

Valuation Journey Improved
strengthened.

Reviews Expanded Across

. Trust signals visible throughout key customer journeys.
Website 9 9 y : Y
Agent Profiles Enhanced Expertise and personal authority clearly visible.

Vendor Success Stories L .
Three completed case studies live on the website.

Published

Location Pages Improved Priority location pages strengthened with local expertise.
Internal Linking Completed Major Growth Assets connected logically.

Review Process Activated Formal review acquisition process operational.

Market Insight Framework

Ongoing authority-building content process in place.
Established going y 9 P P

Attribution Reporting

Clear visibility into enquiry sources established.
Improved

Month 1Success Indicators

Indicator What Success Looks Like

Homepage Engagement  Increased interaction with key homepage content.
Valuation Enquiries Increased progression through valuation pathways.
Trust Visibility Reviews visible across all major customer journeys.
Case Study Engagement  Visitors actively viewing customer success stories.
Agent Profile Engagement  Increased interaction with agent expertise pages.
Location Page Engagement Improved interaction with local market content.
Review Acquisition Activity Consistent flow of new customer reviews.

Internal Navigation Improved movement between connected assets.
Market Insight Readiness ~ Authority content programme prepared for launch.

Attribution Visibility Improved understanding of enquiry origins.

Month 1 iImpact Assessment

The activities expected to create the greatest immediate impact are the
homepage repositioning, valuation journey optimisation, review visibility
improvements, and enhanced authority positioning. These initiatives directly
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influence visitors already entering the Growth System and therefore offer the
quickest opportunity to improve customer movement and enquiry generation.

The strongest Momentum opportunities are expected to come from the review
acquisition process, vendor success stories, and monthly market insight
framework. These assets continue creating value long after implementation and
will support multiple future roadmap phases.

The activities expected to strengthen the Growth System most significantly are
the internal linking improvements, customer journey enhancements, authority
positioning improvements, and trust signal amplification. Together they
strengthen the relationships between previously disconnected assets.

Month 1 establishes the foundations upon which future visibility growth, authority
expansion, content development, referral generation, and market positioning
activities will depend.

Key Findings

e The most important Quick Wins implemented focus on authority visibility,
trust amplification, valuation optimisation, and customer movement.

o The most important foundations strengthened include homepage
positioning, customer journeys, trust visibility, internal connections, and
local expertise assets.

e The strongest Momentum opportunities created include review acquisition,
success story creation, and monthly market insight publishing.

e The most important outcomes expected from Month 1 are stronger
authority, increased trust, improved customer movement, and enhanced
Growth System foundations.

Conclusion

Month 1 focuses on implementing the highest impact improvements identified
throughout the assessment process.
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These Quick Wins have been prioritised because they strengthen existing assets,
improve customer movement, create early Momentum, and increase the

effectiveness of future implementation activities.

Successful completion of Month 1 should leave your business with a stronger,
more connected, and more visible Growth System that is ready to support the
larger visibility, authority, content, and customer growth initiatives scheduled
throughout the remainder of the roadmap.

Most importantly, Month 1 establishes the foundations required for the activities
planned within Month 2 and beyond, ensuring future growth efforts build upon
strengthened assets rather than unresolved weaknesses.

MONTH 2 — ASSET CONNECTION & GROWTH
ACTIVATION

Month Purpose

Month 1focused on strengthening the foundations of your Growth System. Core
trust assets were improved, authority signals were strengthened, customer
journeys were enhanced, and several new growth assets were created or

upgraded.
Month 2 shifts the focus from asset creation to asset activation.

The assessment identified that many of your strongest assets already exist but do
not consistently work together. Valuable reviews, customer success stories, agent
expertise, location authority, market knowledge, and website assets often operate
independently rather than reinforcing one another.

The purpose of Month 2 is to connect these assets, improve customer movement
throughout the Growth System, strengthen Flow between key growth assets,
reduce friction identified within the Framework Assessment, and begin creating
stronger Momentum opportunities that support future visibility and authority
growth.
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By the end of Month 2, your Growth System should operate more cohesively,

allowing trust, authority, expertise, and customer movement to reinforce one

another more effectively.

Month Sequencing Logic

These activities appear in Month 2 because they depend upon the assets

strengthened and created during Month 1.

Before customer movement can be improved, trust assets must be visible. Before
authority can be amplified, authority assets must exist. Before Momentum can be
strengthened, the underlying growth assets must be connected.

Month 2 focuses on activating and connecting the foundations already

established. The activities have been sequenced to first strengthen key asset

relationships, then improve customer movement, then activate authority and

trust assets across multiple channels, and finally establish Momentum

mechanisms that will support future visibility and growth activities.

Successful completion of Month 2 prepares the business for Month 3, where the

focus moves towards increasing visibility, strengthening market authority, and

accelerating customer growth.

Month 2 Implementation Plan

Expected
Task Why How P
Outcome
Map all reviews, testimonials,
The Framework vendor success stories, agent
. . Stronger trust
Assessment profiles, valuation pages, )
Create A . . . . creation,
identified trust service pages, and location .
Connected ) improved
assets operating pages. Create a structured
Trust . customer
) independently framework where trust assets .
Architecture . progression, and
rather than support relevant decision- .
Across the . . increased
. supporting customer making stages throughout the .
Website . . . conversion
progression website. Ensure trust signals .
) ) confidence.
collectively. appear at every major
customer progression point.
Integrate Case studies Link vendor success stories Increased
Vendor created during directly from valuation pages,  authority visibility,
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Task

Success
Stories into
Customer
Journeys

Connect
Agent
Expertise to
Location
Authority
Pages

Launch The
Monthly

Market Insight

Programme

Build

Location-To-

Service
Journey
Pathways

Create
Authority
Content
Distribution
Framework

Implement
Structured
Review

GROWTH FRAMEWORK®

Why

Month 1 are valuable

authority assets but
require activation.

The assessment
identified local
expertise as a
significant
differentiator.

Market insight
content was
established during
Month 1 and is now
ready for activation.

Customers
researching
locations often
require services but
movement between
these assets is
inconsistent.

Valuable authority
assets now exist but
require wider
exposure.

Reviews currently
support trust but
can create greater

How

service pages, location pages,
and agent profiles. Add
contextual references
throughout the website to
ensure customers encounter
relevant examples during their
research journey.

Match agent profiles with
relevant geographic areas and
property specialisms. Add
agent expertise sections to
location pages and create
cross-linking between agent
profiles and local market
content.

Publish the first luxury property
market insight article. Include
local market observations,
buyer trends, seller insights, and
commentary from key agents.
Integrate the content into the
homepage, location pages, and
social channels.

Review all location pages and
create clear pathways to
relevant services, valuation
requests, case studies, and
agent expertise content. Ensure
customers can progress
naturally between research and
action stages.

Develop a distribution process
for market insights, vendor
success stories, reviews, and
agent expertise content. Define
where and how content will be
shared across digital assets
and communication channels.

Categorise reviews by location,
service type, customer type,
and outcome. Create a system
for displaying relevant reviews
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stronger customer
confidence, and
improved
customer
movement.

Stronger local
authority,
improved trust,
and enhanced
customer
engagement.

Increased
authority,
improved visibility
foundations, and
creation of
ongoing content
Momentum.

Improved Flow
and stronger
customer
progression.

Greater asset
utilisation and
stronger visibility
opportunities.

Improved trust
relevance and
stronger customer
confidence.
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Task

Showcasing
System

Establish
Customer
Referral
Visibility
Programme

Activate
Enquiry
Attribution
Reporting

Create
Connected
Growth Asset
Dashboard

Growth Activation Opportunities

Opportunity

Trust Asset
Integration

Authority Asset
Activation

Customer Journey

Connection

Market Insight
Activation

GROWTH FRAMEWORK®

Why

influence when

actively distributed.

Referrals are already
an important growth

mechanism, but

their influence is not

fully visible.

Month 1improved

attribution visibility.
Month 2 activates its

use.

The Growth System

now contains

multiple connected

assets requiring
visibility.

Why It Matters

How

Expected
Outcome

throughout customer journeys
and future content assets.

Document referral success

stories, create referral proof
points, and integrate referral-
led trust signals into key
customer-facing assets. Ensure

Increased trust,
stronger referral
influence, and
enhanced
Momentum

referral value becomes visible
throughout the Growth System.

creation.

Begin monthly reporting on

enquiry origins, customer
behaviour, conversion
pathways, valuation requests,
referral sources, and key
customer journeys. Create
baseline performance

benchmarks.

Build a reporting dashboard
covering reviews, case studies,
market insights, enquiries,
attribution, customer
movement, and referral activity.
Establish monthly review

procedures.

Trust assets influence multiple

decision points when connected.

Authority assets create greater value
when visible throughout customer

journeys.

progression.

Stronger pathways improve customer

Expertise becomes visible and

reusable.

Reviews influence more customer

Review Distribution

decisions when actively showcased.

Improved
decision-making
and stronger
future
optimisation
opportunities.

Greater Growth
System visibility
and stronger
management of
Momentum
assets.

Intended Impact

Increased trust and
conversion confidence.

Improved authority and
customer engagement.

Improved customer
movement and enquiry
generation.

Increased authority and
visibility.

Improved trust and
conversion.
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Opportunity
Referral Visibility

Reporting

Activation decisions.

Month 2 Milestones

Milestone

Trust Architecture Established
Vendor Success Stories Activated
Agent Expertise Connected

First Market Insight Published

Location Journey Improvements
Completed

Authority Distribution Framework
Established

Review Showcasing System
Implemented

Referral Visibility Programme Activated

Attribution Reporting Operational

Growth Asset Dashboard Live

GROWTH FRAMEWORK®

Why It Matters

Existing referral success becomes a
visible trust asset.

Better visibility creates better

Intended Impact

Increased customer
confidence and Momentum.

Improved future optimisation
opportunities.

What Completion Looks Like

Trust assets connected across major customer
journeys.

Case studies visible throughout the website.

Agent profiles integrated with relevant location
content.

Authority content programme active.

Strong movement between location and service
assets.

Authority assets actively distributed.

Reviews categorised and strategically deployed.

Referral proof visible throughout customer
journeys.

Monthly growth reporting established.

Connected Growth assets measurable and
visible.

Month 2 Success Indicators

Indicator

Customer Journey
Engagement

Case Study Visibility

Agent Profile Interaction

What Success Looks Like
Increased movement between connected assets.

Increased engagement with vendor success stories.

Greater engagement with expertise content.

Market Insight Engagement  Positive interaction with authority content.

Trust Signal Visibility

Referral Trust Visibility

Reviews consistently encountered throughout journeys.

Referral-related trust assets appearing in key customer
journeys.
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Indicator What Success Looks Like
Attribution Reporting Quality Reliable visibility into enquiry origins and pathways.
Connected Asset Usage Increased interaction across multiple Growth Assets.

Reduced drop-off during research and decision-making

Customer Progression
stages.

Dashboard Adoption Regular use of Growth System reporting.

Month 2 Impact Assessment

The activities expected to strengthen Connections most significantly are the trust
architecture project, customer journey integration work, and the linking of
expertise, location authority, reviews, and case studies.

Flow is expected to improve through stronger movement pathways between
research, trust, authority, and conversion assets. Customers should experience
fewer dead ends and a more natural progression throughout the Growth System.

Customer movement is expected to improve as authority, trust, expertise, and
local knowledge become easier to discover and more closely connected to
customer decision-making stages.

The strongest Momentum opportunities are expected to come from the market
insight programme, review distribution framework, referral visibility programme,
and ongoing Growth Asset reporting. These assets continue creating value
throughout future roadmap phases.

Month 2 provides the connective layer required before larger visibility and
authority expansion activities begin during Month 3.

Key Findings

e The most important activities focus on connecting trust, authority,
expertise, reviews, and customer journeys.

e The strongest Connection opportunities involve linking previously
independent Growth Assets.

e The strongest Growth Activation opportunities come from authority
content, trust architecture, and customer movement improvements.
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The strongest Momentum opportunities come from market insights,
reviews, referrals, and Growth Asset visibility.

e The most important outcomes expected from Month 2 are improved Flow,
stronger customer movement, greater trust visibility, and increased
Connected Growth.

Conclusion

Month 2 transforms strengthened assets into connected assets.

The activities have been prioritised because they improve how authority, trust,
expertise, reviews, referrals, and customer journeys work together throughout the
Growth System.

Successful completion of Month 2 should create stronger customer movement,
reduce friction, improve Flow, strengthen Momentum opportunities, and
significantly enhance Connected Growth.

Most importantly, Month 2 establishes the connections required to support the
increased visibility, authority expansion, and customer growth activities that
become the primary focus of Month 3.

MONTH 3 - VISIBILITY, TRUST & CUSTOMER
GROWTH

Month Purpose

Months 1 and 2 focused on strengthening the foundations of your Growth System
and ensuring that your most valuable assets work together more effectively.

Your authority signals have been strengthened. Your trust assets have been
improved. Customer journeys have been enhanced. Reviews, case studies, local
expertise content, agent expertise, attribution reporting, and Momentum
mechanisms have all been activated and connected.

Month 3 shifts the focus towards ampilification.
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The purpose of Month 3 is to increase the visibility of the assets already
strengthened, expose more potential customers to your expertise, improve trust
creation before direct contact occurs, strengthen customer acquisition
opportunities, and increase movement throughout the Growth System.

Rather than building new foundations, Month 3 focuses on helping more people
discover, engage with, and trust the Growth Assets already established during the
first two months of implementation.

Month Sequencing Logic

These activities appear in Month 3 because the business now possesses stronger
foundations and better-connected Growth Assets.

Before visibility can be increased effectively, authority assets must exist. Before
trust can be amplified, trust assets must be visible. Before customer acquisition
activity can accelerate, customer journeys and conversion pathways must be
capable of supporting increased engagement.

Month 3 therefore leverages the authority assets, trust assets, customer journeys,
reviews, market insight content, and Growth Asset connections established during
Months 1 and 2.

Successful completion of Month 3 prepares the business for Month 4 by creating
stronger visibility, greater market awareness, improved trust creation, and larger
audiences that can be leveraged during future acceleration activities.

Month 3 Implementation Plan

Expected

Task Why How Outcome

Supports the Strategic Create and publish a
Priorities of authority ~ structured authority content  Increased

Launch Luxury development, visibility series covering luxury authority
Property growth, and local property sales, valuation visibility, stronger
Authority market leadership. insights, local market trust creation,
Content The assessment expertise, buyer behaviour, and increased
Programme identified expertise as premium marketing discovery
one of the business's  strategies, and seller opportunities.
strongest assets. guidance. Publish content on
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Expected
Task Why How P
Outcome
the website and distribute
through all existing
communication channels.
Build additional location-
specific content using the
Expand Local Increased

expertise, market knowledge,

Market o . . visibility within
. Supports visibility, case studies, reviews, and
Leadership . . ) target markets
authority, and local insights developed during
Content Across X L . and stronger
. leadership priorities.  previous months. Ensure )
Priority . . . geographic
. priority locations receive .
Locations . . . authority.
dedicated authority-building
content.
Integrate case studies into
. Greater trust
newsletters, social content, o
Promote Vendor success . . visibility, stronger
. . location pages, valuation ;
Vendor stories now exist and . authority
. . pages, agent profiles, and .
Success Stories should become active . perception, and
. supporting content assets. .
Across the trust and authority ) . improved
Create supporting visual
Growth System assets. L customer
content highlighting )
confidence.

successful outcomes.

Create dedicated review

. . showcase content
Reviews remain one of Increased trust

highlighting customer .
the strongest trust ) creation and
experiences, outcomes, and

Create High-
Visibility Review

assets identified . ) . stronger
Showcase satisfaction. Feature review .
. throughout the ) conversion
Campaign content prominently across .
assessment. . opportunities.

digital assets and customer

acquisition channels.

Publish and distribute monthly

market insights through
Launch Monthly The market insight website content, email Increased
Luxury Property programme communications, social authority, greater
Market Insight  established in Month 2 channels, local authority visibility, and
Distribution now requires broader pages, and customer stronger ongoing
Programme amplification. engagement assets. Include  Momentum.

commentary from key agents

and local experts.
Create Agent  Agent expertise is a Develop agent-led articles, Increased
Expertise significant trust, and  commentary pieces, local personal trust,
Thought authority asset market observations, and stronger
Leadership identified throughout  property expertise content. authority, and
Content the assessment. Ensure each piece reinforces  improved
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Task Why How P
Outcome
individual expertise while customer
supporting overall business engagement.
authority.
Review all authority content,
I . . Improved
Strengthen Increased visibility market insights, case studies, I
. . u
Conversion must support and location content. Add
. movement and
Pathways from customer movement clear valuation pathways, increased
. . . -, I
Authority and enquiry enquiry opportunities, enauir
Content generation. consultation offers, and quiry -
. opportunities.
customer progression routes.
Develop a monthly Increased
- . communication programme  customer
., Existing authority and . .
Expand Email featuring market insights, engagement,
. trust assets can now .
Audience success stories, local stronger
support stronger . .
Engagement customer expertise, and customer- retention, and
Programme focused property guidance.  additional
engagement. .
Segment communications Momentum
where appropriate. creation.

Identify existing relationships,
community involvement, local Increased

The assessment N .
expertise initiatives, and authority,

Establish Local

Authority identified local . _
. . professional associations. stronger trust
Partnerships expertise and market o .
s .\ Create visibility assets signals, and
Visibility position as valuable . . .
o demonstrating the business's enhanced local

Programme authority signals. L o

role within local property visibility.

markets.

Review content performance,

Improved
Implement o L customer engagement, o
Visibility activity is now . . . visibility
Monthly . . enquiry generation, traffic
N increasing and __ management
Visibility . patterns, attribution data, and
requires and stronger
Performance customer movement -
. measurement. . . future decision

Reviews reporting. Establish monthly

S making.
optimisation procedures.

Visibility Growth Opportunities

Opportunity Why It Matters Intended Impact

Luxury Property
Authority Content

Expertise is one of the strongest
Growth Assets available.

Increased authority and
visibility.
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Opportunity Why It Matters Intended Impact
Local Market Geographic expertise supports Improved local visibility and
Leadership Content  discovery and trust. authority.
Market Insight Expertise becomes visible beyond  Increased audience reach
Distribution the website. and engagement.
Agent Thought Personal expertise creates trust and Increased authority and
Leadership differentiation. customer confidence.
Local Authority Community and market Improved market
Visibility involvement strengthen positioning. recognition and trust.
Success Story Successful outcomes influence Increased trust and enquiry
Promotion future customers. potential.

Trust Building Opportunities

Trust Asset Why It Matters Intended Impact
Vendor Success Real customer outcomes reduce  Improved trust and
Stories uncertainty. conversion confidence.

Independent validation

- Increased trust creation.
strengthens credibility.

Customer Reviews

Agent Expertise Expertise reassures prospective Improved customer
Content clients. confidence.

Demonstrates practical knowledge

Local Market Insights .
and experience.

Stronger authority and trust.

Local Authority Reinforces market presence and  Increased confidence in the
Partnerships credibility. business.

Positions the business as a trusted Greater authority and

Market Commentary .
advisor. engagement.

Month 3 Milestones

Milestone What Completion Looks Like
Authority Content Programme Live Regular authority-building content published.
Priority Location Content Expanded  Target locations strengthened with expert content.

Case studies visible throughout acquisition

Vendor Success Stories Promoted
channels.

Trust assets actively supporting customer

Review Showcase Campaign Active .
acquisition.
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Milestone What Completion Looks Like

Market Insight Distribution

. Monthly insights reaching wider audiences.
Operational

Agent Expertise Programme

Agent-led authority content established.
Launched 9 y

Authority assets connected to enquiry

Conversion Pathways Enhanced .
opportunities.

Email Engagement Programme

. Consistent audience communication established.
Active

Local Authority Visibility Programme

Live Local market presence actively showcased.

Monthly visibility performance reviews

Visibility R ting Acti
isibility Reporting Active established.

Month 3 Success Indicators

Indicator What Success Looks Like
Authority Content . . . .

Increased interaction with expertise content.
Engagement
Location Content Visibility Improved engagement within priority locations.
Case Study Consumption Increased customer interaction with success stories.
Review Engagement Increased visibility and interaction with reviews.
Market Insight Reach Growing audience engagement with monthly insights.

Agent Content Engagement Increased interaction with expertise-led content.

Improved open rates, click-through rates, and

Email Engagement
engagement.

Increased movement from authority assets to enquiry

Customer Progression
pathways.

Enquiry Growth Increased enquiry activity from visibility assets.

Visibility Reporting Quality Clear performance trends identified monthly.

Month 3 Impact Assessment

The activities expected to increase visibility most significantly are the authority
content programme, market insight distribution, local market leadership content,
and agent thought leadership initiatives. These activities expose more
prospective customers to the business’s strongest Growth Assets.
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Trust is expected to strengthen most significantly through review amplification,
vendor success story promotion, expertise-led content, and increased visibility of
local market knowledge. These assets reduce uncertainty before customer
contact occurs.

Customer movement should improve through stronger connections between
authority content and conversion pathways. As more customers engage with
expertise assets, clearer progression routes should encourage greater movement
towards valuation requests and enquiries.

The strongest Momentum opportunities are expected to come from the monthly
content programmes, review showcasing activities, email engagement
programme, and recurring market insight distribution. These assets continue
creating value long after publication.

Month 3 expands the reach of the Growth System and creates the audience
growth required for the acceleration activities planned within Month 4.

Key Findings

» The most important visibility opportunities focus on authority content, local
market expertise, market insights, and agent thought leadership.

e The most important trust-building opportunities focus on reviews, success
stories, expertise visibility, and local authority positioning.

e The strongest customer growth opportunities come from improving
exposure to existing Growth Assets and strengthening customer
progression pathways.

e The strongest Momentum opportunities come from recurring content
programmes, market insights, reviews, and email audience engagement.

e The most important outcomes expected from Month 3 are increased
visibility, stronger trust, greater customer engagement, and improved
enquiry opportunities.

Conclusion

Month 3 focuses on exposing more people to the expertise, authority, trust assets,
and customer success already present within the business.
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These activities have been prioritised because they increase visibility, strengthen
trust, improve customer acquisition opportunities, and create stronger
Momentum throughout the Growth System.

Successful completion of Month 3 should significantly increase awareness of the
business, strengthen customer confidence, improve customer movement, and
create larger audiences that can be leveraged throughout future phases of the
roadmap.

Most importantly, Month 3 accelerates Connected Growth by ensuring that your
strongest Growth Assets become more visible, more influential, and more capable
of generating long-term business value before progressing to the acceleration
phase in Month 4.

MONTH 4 - GROWTH ACCELERATION

Month Purpose

The first three months of the roadmap focused on strengthening the foundations
of your Growth System, connecting your most valuable assets, increasing trust
visibility, improving customer movement, and expanding the visibility of your
expertise.

At this stage, your authority assets are active, your customer journeys are
stronger, your trust signals are more visible, your market insight programme is
operational, and your Growth Assets are working together more effectively than
they were at the start of the roadmap.

Month 4 shifts the focus towards acceleration.

The purpose of Month 4 is to increase the commercial value created by the
foundations established during the first three months, improve customer
acquisition opportunities, strengthen conversion pathways, increase qualified
enquiries, accelerate customer progression, and maximise the influence of the

Growth Assets already operating throughout the business.
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This month focuses on generating greater outcomes from what has already been
built.

Month Sequencing Logic

These activities appear in Month 4 because the business now possesses stronger
authority assets, stronger trust assets, improved customer journeys, enhanced
visibility, and more connected Growth Assets.

Attempting to accelerate growth before strengthening the foundations would
have increased inefficiencies and reduced overall effectiveness. By Month 4, the
necessary infrastructure exists to support increased customer engagement,
greater visibility, and stronger commercial activity.

The implementation sequence begins by strengthening high-value customer
acquisition pathways, then improving conversion opportunities, followed by
increasing the commercial influence of authority and trust assets. Finally, the
focus shifts towards accelerating referral and Momentum mechanisms that can
create recurring growth.

Successful completion of Month 4 prepares the business for Month 5, where
attention shifts towards conversion optimisation, retention enhancement, and

increasing customer value.

Month 4 Implementation Plan

Expected
Task Why How P
Outcome
. . Review all valuation-related
Valuation enquiries . . .
journeys including
represent one of the Increased
. homepage pathways, .
most commercially . . valuation
service pages, authority .
L . valuable outcomes . enquiries,
Optimise High- - content, location pages,
. within the Growth . stronger
Value Valuation market insight content, case
- System. The ) customer
Acquisition studies, and trust assets.
Framework . movement, and
Pathways Strengthen calls to action, .
Assessment . improved
. o . improve customer .
identified valuation ) commercial
- progression pathways,
pathways as critical outcomes.

reduce unnecessary friction,

conversion assets. .
and ensure valuation
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Task

Expand Authority
Asset Distribution
Across Customer
Acquisition
Channels

Create Premium
Vendor Education
Resource Hub

Implement
Structured Lead
Nurture
Programme

Expand Local
Market Authority
Campaigns

GROWTH FRAMEWORK®

Why

Month 3 created
increased authority
visibility. Month 4
focuses on
maximising its
commercial
influence.

The assessment
identified expertise
as a major
differentiator that
can support trust
and conversion.

Not all prospective
customers convert
immediately.
Stronger nurturing
improves
conversion
opportunities.

Local expertise
continues to be one
of the strongest

How

opportunities are
consistently visible

throughout the website.

Identify the highest-

performing authority assets
including market insights,

Expected
Outcome

case studies, agent expertise Increased

content, and location
expertise content. Repurpose
and distribute these assets

through email

communications, social

channels, referral

conversations, valuation
preparation materials, and
customer engagement

programmes.

Consolidate existing

authority content, market
insights, valuation guidance,
seller advice, case studies,
and customer success
content into a structured
resource hub designed for
prospective vendors. Ensure
all resources support
customer progression
towards valuation requests

and enquiries.

Create a structured

communication sequence
for prospective vendors and
buyers using market
insights, case studies,
reviews, local expertise
content, and educational
resources. Define contact
schedules and engagement

triggers.

Increase publication
frequency of local market
content, neighbourhood
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exposure,
greater authority
influence, and
stronger
customer
acquisition
opportunities.

Increased trust,
improved
engagement,
and stronger
customer
progression.

Increased
customer
engagement,
improved
conversion
opportunities,
and stronger
retention of
prospects.

Greater visibility,
increased
authority, and
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Task

Activate Customer

Success Story
Promotion
Programme

Introduce Referral
Activation
Communications

Create High-Intent
Enquiry Conversion

Assets

Optimise Customer
Journey Reporting

and Conversion
Tracking

GROWTH FRAMEWORK®

Why

Growth Assets

identified within the

assessment.

Customer outcomes

create trust and
influence future

customer decisions.

Referrals already

contribute to growth

but can generate

greater Momentum

when activated
consistently.

Increased visibility

requires stronger

conversion support.

Increased activity

requires greater
visibility into
performance.

How

insights, local property
trends, and expert
commentary. Ensure
authority assets become
increasingly visible within
priority locations.

Create a structured
promotion schedule for
vendor success stories.
Feature stories within emaiil
communications, valuation
materials, website content,
social content, and
customer engagement
assets. Ensure stories are
matched to relevant
customer journeys.

Develop a structured referral
communication programme
highlighting customer
success, business
achievements, market
expertise, and referral
opportunities. Integrate
referral messaging into
customer communications
and post-completion
journeys.

Develop downloadable
guides, seller preparation
resources, market reports,
and valuation preparation
content specifically
designed to support
customers approaching
enquiry and decision-
making stages.

Review attribution reporting,
customer movement data,
enquiry behaviour,
conversion pathways, and
engagement patterns.
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Expected
Outcome

stronger local
market
positioning.

Improved trust
creation,
increased
enquiry
confidence, and
stronger
conversion
support.

Increased
referral activity
and stronger
recurring growth
opportunities.

Improved
conversion
performance
and stronger
customer
progression.

Improved
decision-making
and stronger
future
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Task

Launch Monthly
Growth
Performance
Reviews

GROWTH FRAMEWORK®

Why

The Growth System
is now generating
sufficient activity to
support strategic
review.

How

Identify areas of strong
progression and areas of
remaining friction. Establish
monthly reporting
procedures.

Establish monthly leadership

reviews covering visibility,
enquiries, customer
movement, trust indicators,
referrals, reviews, authority
performance, and
conversion trends. Use
reporting insights to inform
future roadmap
implementation.

Customer Growth Opportunities

Opportunity
Valuation Pathway
Optimisation

Lead Nurture
Programme

Authority Asset
Distribution

Resource Hub
Development

Referral Activation
Programme

Customer Success
Story Promotion

Why It Matters

Valuation enquiries directly support

growth objectives.

Prospects often require additional
trust and engagement before

converting.

Existing expertise assets can influence
more prospective customers.

Educational assets support customer

confidence.

Existing customers represent valuable
growth opportunities.

Successful outcomes influence future
customer decisions.

Expected
Outcome

optimisation
opportunities.

Increased
Growth System
visibility and
stronger
commercial
decision making.

Intended Impact

Increased qualified
enquiries.

Improved customer
progression and

conversion.

Increased visibility and
customer acquisition.

Improved engagement

and progression.

Conversion Growth Opportunities

Opportunity

Valuation Journey
Optimisation

Why It Matters

Directly supports enquiry

generation.

Increased referral activity
and Momentum.

Improved trust and
customer acquisition.

Intended Impact
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Opportunity
Lead Nurturing

Conversion Asset
Creation making.
Customer Success

Story Visibility enquiry.

Review Amplification

Why It Matters

Reduces prospect drop-off.

Reinforces trust before

Independent validation

Intended Impact

Improved conversion
performance.

Supports customer decision-

Increased enquiry progression.

Improved conversion
confidence.

Increased trust and conversion.

reduces uncertainty.

Authority Resource Hub
value.

Month 4 Milestones

Milestone
Valuation Acquisition Pathways
Optimised

Authority Distribution Expanded

Vendor Resource Hub Live

Lead Nurture Programme Active
Local Authority Campaigns Expanded

Success Story Promotion Programme
Operational

Referral Activation Programme
Launched

Conversion Assets Published
Reporting Improvements Implemented

Monthly Performance Reviews
Established

Demonstrates expertise and

Improved customer confidence
and conversion.

What Completion Looks Like

High-value customer journeys improved and
visible.

Expertise assets active across multiple
acquisition channels.

Educational authority assets consolidated and
accessible.

Structured prospect engagement established.
Increased local expertise visibility.

Customer outcomes actively supporting
acquisition.

Referral-focused communications active.

Decision-support resources available.

Enhanced visibility into customer behaviour and
conversion.

Regular Growth System reviews operational.

Month 4 Success Indicators

Indicator
Valuation Enquiry Activity
Authority Content Reach

What Success Looks Like
Increased progression towards valuation requests.

Greater engagement with expertise assets.
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Indicator What Success Looks Like
Resource Hub Usage Increased interaction with educational content.

Strong engagement with communication
Lead Nurture Engagement

sequences.

Referral Activity Increased referral conversations and opportunities.
Customer Success Story Greater interaction with case studies and
Engagement outcomes.

, Increased consumption of decision-support
Conversion Asset Usage

content.
Customer Progression Reduced drop-off within customer journeys.
Enquiry Quality Increased proportion of qualified opportunities.

Clear understanding of Growth System

Reporting Visibility performance

Month 4 Impact Assessment

The activities expected to create the strongest commercial impact are valuation
pathway optimisation, lead nurture implementation, conversion asset
development, and authority distribution. These activities directly support

customer acquisition and enquiry generation.

Customer movement should improve most significantly through enhanced
valuation pathways, structured nurturing, educational resources, and stronger
customer progression routes. These improvements reduce friction and encourage

progression towards enquiry actions.

Conversion performance is expected to strengthen through improved trust
visibility, enhanced authority exposure, customer success story promotion, and
decision-support resources that address uncertainty during the research process.

The strongest Momentum opportunities are expected to come from referral
activation, recurring authority content distribution, customer success story
promotion, and structured lead nurturing. These mechanisms continue creating
value throughout future roadmap phases.

Month 4 accelerates the commercial value created by the foundations
established during the earlier stages of implementation and creates the
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conditions necessary for the conversion and customer value optimisation
activities planned for Month 5.

Key Findings

« The strongest customer growth opportunities focus on valuation
acquisition, lead nurturing, authority distribution, and referral activation.

e The strongest conversion opportunities focus on valuation pathway
optimisation, customer success stories, trust amplification, and decision-
support resources.

e The strongest Momentum opportunities come from referrals, recurring
authority content, customer success promotion, and structured
engagement programmes.

» The most commercially valuable activities focus on increasing qualified
enquiries and improving customer progression.

e The most important outcomes expected from Month 4 are increased
customer acquisition opportunities, stronger conversion potential, greater
commercial performance, and improved Momentum generation.

Conclusion

Month 4 focuses on accelerating the commercial value created by the Growth
Assets strengthened throughout the first three months of implementation.

These activities have been prioritised because they increase customer
movement, improve enquiry generation, strengthen conversion opportunities, and
maximise the influence of authority, trust, and customer success assets already
operating within the Growth System.

Successful completion of Month 4 should result in increased customer acquisition
opportunities, stronger commercial outcomes, greater Momentum creation, and
a more effective Growth System capable of supporting the conversion, retention,
and customer value optimisation activities scheduled for Month 5.

Most importantly, Month 4 accelerates Connected Growth by increasing the value
generated from existing assets, existing Connections, and existing customer
journeys before progressing to the next phase of implementation.
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MONTH 5 — CONVERSION, RETENTION &
CUSTOMER VALUE OPTIMISATION

Month Purpose

The first four months of the roadmap focused on strengthening your Growth
System, connecting your most valuable assets, increasing visibility, building
authority, improving trust creation, and generating greater customer
engagement and enquiry activity.

By this stage, the business is attracting more attention, creating stronger trust
signals, generating increased customer movement, and producing greater

opportunities for customer acquisition.

Month 5 shifts the focus towards maximising the value created from that
increased activity.

The purpose of Month 5 is to improve conversion performance, strengthen
customer retention, increase customer value, enhance the customer experience,
improve referral generation, and create stronger Momentum throughout the
Growth System.

Rather than focusing on attracting additional attention, Month 5 focuses on
extracting greater value from the visibility, trust, authority, and engagement
already created.

Month Sequencing Logic

These activities appear in Month 5 because the business now has stronger
visibility, greater authority, improved customer journeys, more active trust assets,
and increased customer engagement opportunities.

Attempting to optimise conversion and retention before strengthening visibility
and customer acquisition would have limited commercial impact. By Month 5,
there is sufficient customer activity flowing through the Growth System to support

meaningful optimisation.
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The implementation sequence begins by improving the customer experience
throughout key conversion stages, then strengthens customer communications
and engagement, followed by retention and referral optimisation. Finally,
customer value enhancement mechanisms are implemented to maximise the
long-term value created from every customer interaction.

Successful completion of Month 5 prepares the business for Month 6, where the
focus moves towards Momentum creation, growth multiplication, and expanding
recurring growth mechanisms.

Month 5 Implementation Plan

Task Why How Expected
Outcome
Document the full
The Framework customer journey from first
Assessment identified enquiry through valuation, Improved
customer movement  instruction, marketing, customer
Map And as a critical communication, sale experience,
Optimise the component of progression, completion,  stronger
Complete Connected Growth. review generation, and conversion
Customer Small improvements  referral opportunities. confidence,
Experience throughout the Identify points where increased
Journey customer experience communication, trust, satisfaction, and
can significantly clarity, or engagement can stronger referral

improve conversion be strengthened. Create  potential.
and referral outcomes. updated customer journey
standards.

Develop communication
schedules for every major
customer stage. Create

. templates, update Improved
Consistent
Create A L schedules, progress customer
communication L .
Structured ) communications, confidence,
reduces uncertainty .

Customer milestone updates, and stronger trust,
N and strengthens trust )
Communication customer reassurance and increased

throughout the —
Framework . . communications. Ensure customer
customer relationship. . . .
messaging reflects the satisfaction.

luxury service positioning
established throughout
previous roadmap phases.
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Task

Implement
Customer
Experience
Feedback
Collection
Programme

Develop Vendor
Education and
Support
Programme

Create A Post-
Completion
Customer
Relationship
Programme

Implement
Referral Journey
Optimisation

GROWTH FRAMEWORK®

Why

Customer feedback

provides valuable

insight into conversion,
retention, and referral

opportunities.

Customers who feel

informed and

supported are more

likely to remain
engaged and
recommend the
business.

The assessment

identified referrals and
repeat engagement

as valuable
Momentum assets.

Referrals already

contribute to growth

but can be

strengthened through
improved customer

experience and
structured
engagement.

How

Introduce structured
customer feedback
collection at key journey

milestones. Collect

feedback relating to
communication, service
quality, trust, expertise, and
customer experience.
Establish monthly reporting

procedures.

Expand existing authority
assets into a structured

vendor support

programme. Provide
guidance throughout the
selling process using

market insights,

educational resources,
success stories, and

practical support
materials.

Develop a structured post-

completion
communication

programme including

market updates,

homeowner insights, local
property information,

anniversary

communications, and
ongoing value-driven

engagement.

Review the complete
referral process. Identify
opportunities to increase

referral awareness,
improve referral

conversations, strengthen
referral visibility, and make
referral opportunities more
natural throughout the

customer lifecycle.
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Expected
Outcome

Improved
understanding of
customer needs
and increased
opportunities for
optimisation.

Improved
customer
confidence,
stronger
retention, and
increased
advocacy
opportunities.

Improved
retention,
stronger
relationships, and
increased referral
opportunities.

Increased referral
generation and
stronger
Momentum
creation.
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Task

Create High-
Value Customer
Segmentation
Framework

Expand Premium
Customer
Experience Assets

Implement
Customer
Lifetime Value
Reporting

Launch Monthly
Customer
Success Review
Process

55]Connect Those Dots Growth Roadmap

GROWTH FRAMEWORK®

Why

Different customer
groups have different
value, behaviours, and
needs.

The business
competes through
service quality,
expertise, and
customer experience.

Increased customer
value requires visibility
into long-term
customer contribution.

Continuous
optimisation requires
ongoing visibility.

How

Segment customers by
property type, transaction
value, location, customer

objectives, and

engagement behaviour.

Develop tailored

communication and
engagement strategies for

each segment.

Develop additional
premium customer
experience materials
including onboarding
packs, welcome materials,
valuation preparation
guides, transaction
support resources, and
customer expectation

guides.

Develop reporting covering
referrals, repeat business
opportunities, customer
retention indicators,
customer satisfaction
trends, and customer
engagement levels.

Establish monthly

monitoring procedures.

Establish monthly reviews
covering customer
satisfaction, conversion

rates, retention

performance, referral

activity, customer

feedback, and customer
value indicators. Use
findings to support future
roadmap implementation.

Expected
Outcome

Increased
customer
relevance,
improved
engagement, and
higher customer
value.

Increased trust,
stronger
conversion
performance, and
improved
customer
satisfaction.

Improved
understanding of
customer value
and stronger
future
optimisation
opportunities.

Improved
customer-
focused decision
making and
stronger Growth
System
management.
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Conversion Opportunities

Opportunity Why It Matters Intended Impact
Customer Journey Improved journeys increase Increased conversion
Optimisation progression and reduce friction. performance.
Communication Clear communication strengthens Improved enquiry-to-
Framework trust during decision-making. instruction conversion.
Vendor Support Better-informed customers make  Increased conversion
Programme decisions more confidently. confidence.

Premium Customer Improved customer experience Stronger conversion
Experience Assets reduces uncertainty. outcomes.

Customer Feedback Identifies opportunities to improve Improved conversion
Collection customer progression. performance over time.

Retention Opportunities

Opportunity Why It Matters Intended Impact
Post-Completion Relationships should continue Improved retention and
Relationship Programme  beyond completion. future opportunities.
Customer . -

N Ongoing communication Increased customer
Communication ) .

strengthens customer loyalty. satisfaction.

Framework
Vendor Support Ongoing support improves Stronger customer
Programme customer experience. relationships.
Customer Feedback Listening to customers Increased customer
Programme strengthens loyalty. retention.
Customer Success Continuous improvement protects Stronger long-term
Reviews customer experience quality. retention.

Customer Value Opportunities

Opportunity Why It Matters Intended Impact
Referral Journey Existing customers represent future  Increased referral
Optimisation growth opportunities. generation.
Customer Segmentation  Different customers require different Increased customer
Framework engagement approaches. value.
Post-Completion Long-term relationships create Increased lifetime
Relationship Programme  recurring opportunities. value.
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Opportunity Why It Matters Intended Impact

Customer Lifetime Value

Visibility enables value optimisation.

Improved customer

Reporting profitability.
Premium Experience Exceptional experiences strengthen  Increased advocacy
Development future opportunities. and referrals.

Month 5 Milestones

Milestone

Customer Journey Mapping
Completed

Communication Framework
Operational

Customer Feedback Programme
Active

Vendor Support Programme Launched

Post-Completion Relationship
Programme Active

Referral Journey Optimised

Customer Segmentation Framework
Implemented

Premium Experience Assets Published

Customer Value Reporting Active

Customer Success Reviews
Operational

What Completion Looks Like

Full customer experience documented and
improved.

Structured communication active throughout
customer journeys.

Feedback collection and reporting established.

Educational support available throughout the
customer lifecycle.

Ongoing customer engagement established.

Referral opportunities embedded into customer
experiences.

Customer groups clearly identified and
managed.

Customer support resources available and in
use.

Lifetime value visibility established.

Ongoing customer-focused optimisation
established.

Month 5 Success Indicators

Indicator What Success Looks Like

Customer Satisfaction

Positive feedback and improved customer experience
scores.

Customer Engagement Increased interaction throughout customer journeys.

Communication Performance  Strong engagement with customer communications.

Referral Activity Increased referral discussions and opportunities.
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Indicator What Success Looks Like

Increased ongoing customer engagement post-

Customer Retention .
completion.

Customer Feedback

N Consistent collection of valuable customer insights.
Participation

. . Increased engagement with customer support
Premium Experience Usage

resources.
Customer Segmentation Improved relevance of communications and
Adoption engagement.
Customer Value Visibility Clear reporting on customer contribution.
Customer Success Reviews Regular customer-focused optimisation activity.

Month 5 Impact Assessment

The activities expected to improve conversion most significantly are customer
journey optimisation, communication framework implementation, vendor
education programmes, and premium customer experience assets. These
initiatives directly influence confidence and decision-making throughout the
buying and selling process.

Retention is expected to improve most significantly through the post-completion
relationship programme, customer communication framework, and ongoing
customer engagement activities. These initiatives help ensure customer
relationships continue beyond individual transactions.

Customer value is expected to increase through improved segmentation,
stronger relationship management, referral optimisation, and greater visibility into
customer lifetime contribution. These initiatives allow the business to create more

value from existing customer relationships.

Referral generation should strengthen through improved customer experiences,
stronger post-completion engagement, increased customer satisfaction, and
more visible referral opportunities embedded throughout the customer lifecycle.

Month 5 creates the conditions required for stronger Momentum generation by
ensuring customers are more satisfied, more engaged, more loyal, and more
likely to advocate for the business.
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Key Findings

e The strongest conversion opportunities focus on customer journey
optimisation, communication improvements, and customer support
programmes.

» The strongest retention opportunities focus on post-completion
engagement, customer relationships, and ongoing communication.

» The strongest customer value opportunities focus on referrals,
segmentation, customer lifetime value visibility, and long-term relationship
development.

« The strongest Momentum opportunities come from customer advocacy,
referral optimisation, customer satisfaction, and ongoing engagement.

e The most important outcomes expected from Month 5 are increased
conversion performance, stronger customer retention, greater customer
value, and increased referral generation.

Conclusion

Month 5 focuses on maximising the value created from the increased visibility,
authority, trust, and customer activity generated throughout the earlier stages of
the roadmap.

These activities have been prioritised because they strengthen customer
relationships, improve customer experiences, increase conversion opportunities,
enhance retention, and create stronger referral and advocacy mechanisms.

Successful completion of Month 5 should result in stronger customer loyalty,
improved conversion performance, increased customer value, and greater
Momentum creation throughout the Growth System.

Most importantly, Month 5 strengthens Connected Growth by ensuring that every
customer relationship creates greater long-term value before progressing to the
Momentum and Growth Multiplication activities planned for Month 6.
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MONTH 6 = MOMENTUM CREATION &
GROWTH MULTIPLICATION

Month Purpose

The first five months of the roadmap have focused on strengthening your Growth
System, improving customer movement, increasing visibility, building authority,
improving trust creation, strengthening conversion pathways, enhancing
customer experiences, and increasing customer value.

By this stage, the business has a stronger foundation, more connected Growth
Assets, improved customer journeys, stronger trust signals, greater authority, and
increased customer engagement.

Month 6 shifts the focus towards multiplication.

The purpose of Month 6 is to create self-sustaining growth mechanisms that
continue generating value long after implementation. This includes strengthening
Momentum loops, increasing advocacy, improving referral generation, increasing
review opportunities, expanding authority creation mechanisms, and improving
the long-term value generated from customer relationships.

Rather than relying on continuous effort to generate growth, Month 6 focuses on
creating growth assets and systems that generate recurring value automatically.

Month Sequencing Logic

These activities appear in Month 6 because Momentum can only be created once
strong foundations, customer journeys, trust mechanisms, authority assets,
conversion systems, and customer relationships already exist.

The first five months created the conditions necessary for Momentum creation.
Customers are now having stronger experiences, trust is being created more
consistently, authority assets are visible, referral opportunities have been
strengthened, and customer relationships are being actively maintained.
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The implementation sequence begins by strengthening customer advocacy

mechanisms, followed by review and referral multiplication activities, then

expands authority generation through customer-led trust assets and partnership

opportunities. Finally, the focus shifts towards building recurring growth systems

that can continue generating value throughout future roadmap phases.

Successful completion of Month 6 prepares the business for Month 7, where the

focus moves towards scaling and expanding the Growth System into wider

growth opportunities.

Month 6 Implementation Plan

Task

Launch
Customer
Advocacy
Programme

Implement
Referral
Multiplication
System

Expand Review
Generation into
a Continuous
Momentum
Process

6l1|Connect

Why

The Framework
Assessment

identified customer
satisfaction as one of
the strongest Growth

Assets. Advocacy

transforms satisfied
customers into active
growth contributors.

Referrals already

contribute to growth
but currently rely on

passive customer
behaviour.

Reviews are one of
the strongest trust
assets identified
throughout the
assessment.

Those Dots Growth Roadmap

How

Identify highly satisfied
customers using feedback,
reviews, transaction outcomes,
and engagement history.
Create a structured advocacy
programme including
customer recognition,
exclusive updates, featured
success stories, local market
insights, and opportunities for
participation in future content

and case studies.

Create a structured referral
framework integrated into

post-completion

communications, customer
relationship programmes,
customer milestone
communications, and
advocacy activities. Establish
referral tracking and reporting

procedures.

Build review requests into
multiple customer touchpoints
including completion
milestones, post-completion
engagement, customer
feedback activities, and

Expected
Outcome

Increased
advocacy,
stronger
customer
engagement,
and creation of
recurring referral
opportunities.

Increased referral
generation and
stronger
recurring growth
mechanisms.

Increased review
volume, stronger
trust creation,
and improved
authority signals.
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Task

Create
Premium Client
Success
Showcase
Programme

Establish
Strategic Local
Influence
Partnerships

Create
Community
Authority
Visibility
Programme

Develop
Customer
Ambassador
Content Series

Implement
Long-Term
Relationship
Nurture
Programme

GROWTH FRAMEWORK®

Why

Customer outcomes

represent highly

influential trust and

authority assets.

The assessment
identified local

market authority as a

significant
differentiator.

Authority becomes

stronger when
demonstrated
consistently within
the local market.

Existing customers

can create trust

more effectively than
business messaging

alone.

Customer value
extends beyond
individual
transactions.

How

customer advocacy
programmes. Credte ongoing
review acquisition reporting.

Develop a structured
programme highlighting
exceptional customer
outcomes, property success
stories, unique transactions,
customer experiences, and
local expertise. Integrate
content into authority, referral,
and visibility initiatives.
Identify complementary local
organisations, luxury service
providers, community groups,
and professional networks

aligned with target customers.

Create mutually beneficial
visibility and expertise
opportunities.

Increase visibility of local
involvement, market
commentary, community
participation, sponsorships,
local expertise contributions,
and educational initiatives.
Ensure all activity supports
authority and trust creation.

Invite selected customers to
participate in interviews,
customer stories, property
journeys, testimonials, video
content, and experience-led
content assets. Distribute
across existing authority
channels.

Build a structured long-term
engagement programme
including market updates,
homeowner resources,
property insights, local events,
and customer-exclusive
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Expected
Outcome

Increased trust,
stronger
authority, and
enhanced
customer
confidence.

Increased
authority,
expanded reach,
and stronger
market influence.

Increased local
recognition,
authority, and
customer
confidence.

Increased trust,
stronger
advocacy, and
improved
customer
acquisition
opportunities.

Increased
retention,
stronger
customer
relationships, and
future
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Expected

Task Why How T

content. Ensure regular value- opportunity
driven communications generation.
continue beyond completion.

Audit all market insights, case

. . Increased
studies, reviews, customer isibilit
C . . . visibility,
Create Significant authority  stories, agent expertise i rovyed
Authority Asset content now exists content, and authority eff'li:'enc and
. ICI '
Repurposing throughout the resources. Create a structured stron ery
Framework Growth System. repurposing schedule to 9
. Momentum
maximise exposure and .
. L generation.
lifespan of existing assets.
Create monthly reporting
covering referrals, reviews, Improved
Momentum assets s A s F
Implement hoW require advocacy participation, visibility into
Momentum dedico?ed authority asset performance,  recurring growth
Performance monitoring and customer engagement, repeat mechanisms and
Reporting 9 interactions, and relationship  stronger future

optimisation. . . L
P activity. Establish Momentum  optimisation.

review procedures.

Momentum Opportunities

Opportunity Why It Matters Intended Impact
Customer Advocacy Advocates create recurring Increased referrals and trust
Programme growth opportunities. creation.

Referral Multiplication  Structured referrals outperform .
Increased referral generation.

System passive referrals.
Continuous Review Reviews strengthen trust and . .

. . . Ongoing trust creation.
Generation authority continuously.

Long-Term Relationship Relationships create recurring  Increased customer retention

Programme value over time. and engagement.
Authority Asset Existing expertise assets Increased visibility and
Repurposing continue generating value. authority.

Visibility enables ongoing Improved recurring growth

Momentum Reportin L
P 9 optimisation. performance.
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Advocacy Opportunities

Opportunity

Customer Advocacy
Programme

Customer Ambassador
Content

Referral Multiplication
System

Client Success Showcase
Programme

Long-Term Relationship
Nurturing

Strategic Partnerships

Why It Matters

Converts satisfied customers into

active promoters.

Real customer experiences

influence future customers.

Makes referrals a repeatable

growth mechanism.

Demonstrates real outcomes and

customer value.

Maintains engagement beyond

transactions.

Expands influence through trusted

relationships.

Authority Opportunities

Opportunity

Client Success
Showcases

Community Authority
Visibility
Strategic Partnerships

Customer Ambassador
Content

Authority Asset
Repurposing
Review Momentum
Expansion

Why It Matters

Demonstrates expertise through
results.

Reinforces market leadership.

Third-party credibility strengthens
authority.

Independent customer validation
builds authority.

Expands the reach of expertise
assets.

Reviews strengthen authority
continuously.

Month 6 Milestones

Milestone

Customer Advocacy Programme

Active

Referral Multiplication System

Implemented
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Intended Impact
Increased advocacy.

Improved trust and
customer acquisition.

Increased referral activity.

Increased trust and
authority.

Increased loyalty and
advocacy.

Increased reach and
credibility.

Intended Impact

Increased authority and
trust.

Improved local
influence.

Increased trust and
recognition.

Increased customer
confidence.

Increased authority
visibility.

Improved trust and
credibility.

What Completion Looks Like

participation.

measurable.

Advocacy activities operational and generating

Referral generation process active and
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Milestone

Continuous Review Programme
Operational

Client Success Showcase Programme

Live
Strategic Partnerships Established

Community Visibility Programme
Active

Customer Ambassador Content
Published

Long-Term Relationship Programme

Active

Authority Repurposing Framework
Operational

Momentum Reporting Active

What Completion Looks Like
Reviews being generated consistently.

Customer success content actively supporting
growth.

Authority-building partnerships operational.

Local authority initiatives visible and ongoing.

Customer-led trust assets active.

Ongoing customer engagement established.

Existing assets being reused strategically.

Recurring growth mechanisms monitored
monthly.

Month 6 Success Indicators

Indicator
Referral Activity

Review Generation
Advocacy Participation

Customer Ambassador
Engagement

Partnership Visibility

Community Recognition
Customer Retention

Authority Asset Reach
Repeat Customer Interaction

Momentum Reporting Quality

What Success Looks Like
Increased referral conversations and opportunities.
Consistent growth in review acquisition.

Customers actively participating in advocacy
activities.

Positive interaction with customer-led content.

Increased exposure through strategic relationships.
Increased local market visibility and engagement.

Continued engagement after transaction
completion.

Increased interaction with authority content.
Growing long-term customer engagement.

Clear visibility into recurring growth performance.
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Month 6 Impact Assessment

The activities expected to create the strongest Momentum are the customer
advocacy programme, referral multiplication system, continuous review
generation process, and long-term relationship programme. These initiatives
create recurring growth mechanisms that continue generating value without
requiring constant reinvestment.

Advocacy is expected to strengthen most significantly through customer
ambassador content, referral optimisation, customer recognition activities, and
client success showcase programmes. These activities transform customer

satisfaction into active promotion.

Authority is expected to strengthen through customer-led trust assets,
community visibility initiatives, strategic partnerships, and ongoing success story
promotion. These initiatives create third-party validation that increases trust and
credibility.

The strongest recurring growth opportunities are expected to come from referrals,
reviews, customer advocacy, customer relationships, and authority asset
repurposing. These activities continue generating visibility, trust, and customer
acquisition opportunities throughout future roadmap phases.

Month 6 creates the self-sustaining growth mechanisms required before the
Growth System can successfully scale.

Key Findings

e The strongest Momentum opportunities focus on referrals, reviews,
advocacy programmes, and long-term customer engagement.

» The strongest advocacy opportunities focus on customer ambassadors,
referral optimisation, client success stories, and customer recognition.

o The strongest authority opportunities focus on customer-led trust assets,
strategic partnerships, and community visibility.

e The strongest recurring growth opportunities focus on activities that
continue generating value long after implementation.
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e The most important outcomes expected from Month 6 are increased
referrals, stronger advocacy, improved authority, greater customer
engagement, and stronger Momentum generation.

Conclusion

Month 6 focuses on creating the recurring growth mechanisms that transform a
successful Growth System into a self-sustaining Growth System.

These activities have been prioritised because they increase advocacy, referrals,
reviews, authority, customer engagement, and long-term customer value while

continuing to strengthen trust and visibility.

Successful completion of Month 6 should result in stronger recurring growth,
increased customer advocacy, greater authority, and more powerful Momentum
loops operating throughout the Growth System.

Most importantly, Month 6 strengthens Connected Growth by ensuring that
customer relationships, trust assets, authority assets, and referral opportunities
continue generating value long after the initial implementation activities have
been completed, creating the platform required for the scaling activities planned
within Month 7.

MONTH 7 — SCALE & EXPANSION

Month Purpose

The first six months of the roadmap have focused on building, connecting,
activating, accelerating, optimising, and multiplying the assets within your Growth
System.

By this stage, authority assets are performing consistently, customer journeys
have been strengthened, trust creation has improved, referral mechanisms are
active, review generation has become more consistent, customer relationships
are stronger, and multiple Momentum loops are now operating throughout the
business.
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Month 7 shifts the focus towards scale.

The purpose of Month 7 is to identify the assets, activities, and growth
mechanisms already producing measurable value and expand their reach,
influence, and contribution to business growth. Rather than creating new
foundations, this phase focuses on increasing the return generated from proven
assets and successful implementation completed throughout the first six months.

The objective is to ensure that the strongest Growth Assets influence more people,
generate more opportunities, and contribute more significantly to long-term
business growth.

Month Sequencing Logic

These activities appear in Month 7 because the business now has sufficient
performance data, customer engagement, authority assets, referral activity, and
Momentum mechanisms to identify what is creating the greatest value.

The first six months focused on building and validating. Month 7 focuses on
scaling and expanding.

The implementation sequence begins by identifying and expanding the highest-
performing Growth Assets, then increasing the reach of successful authority and
customer acquisition activities. Referral, advocacy, and customer success
mechanisms are expanded next, followed by scaling the most effective visibility
and engagement assets across a wider audience.

Successful completion of Month 7 prepares the business for Month 8, where the
focus shifts towards strengthening market authority, competitive positioning, and
long-term influence.

Month 7 Implementation Plan

Task Why How Expected
Outcome

Conduct Scaling should Review performance data Clear

Growth Asset  focus on assets collected throughout Months 1-6. identification of

Performance  already proving Identify which content assets, the Growth Assets

Review their value. customer journeys, referral capable of
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Task

Expand High-
Performing
Authority
Content

Scale High-
Performing
Location
Authority
Assets

Expand
Customer
Success Story
Programme

Scale Referral
Generation
Activities

Expand
Customer

GROWTH FRAMEWORK®

Why

Authority content
has become a
major contributor
to visibility and
trust creation.

Local expertise is
one of the
strongest
differentiators
identified
throughout the
assessment.

Customer success
stories have
demonstrated
strong trust and
conversion
influence.

Referral
Momentum has
been established
and is now ready
for expansion.

Customer
advocates are
among the most

How

mechanisms, review activities,
authority assets, and customer
engagement programmes
generated the strongest results.
Prioritise the top-performing
assets for expansion.

Identify the most engaged
market insights, location content,
expertise articles, and customer
success content. Create
additional content covering
related topics, locations,

customer challenges, and market

opportunities. Replicate
successful formats.

Expand successful location
content into additional target
areas. Apply the same structure,
authority positioning, market
insight approach, trust
integration, and customer
journey pathways that proved
successful in priority locations.

Increase the volume of customer
success content by documenting
additional successful
transactions, unique property
stories, customer experiences,
and exceptional outcomes.
Integrate them throughout
customer acquisition and
conversion pathways.

Increase referral visibility across
all customer communication
channels. Expand referral-
focused customer engagement
activities, customer advocacy
initiatives, and referral
recognition programmes.

Increase participation within the
ambassador programme.
Introduce additional customer
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Expected
Outcome

creating the
greatest future
impact.

Increased
visibility, authority,
and customer
acquisition
opportunities.

Increased
geographic
visibility and
stronger local
authority.

Increased trust
creation, stronger
authority, and
improved
customer
confidence.

Increased referral
opportunities and
stronger recurring
growth.

Increased
advocacy, trust,
and authority.
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Expected
Task Why How P
Outcome
Ambassador  trusted Growth stories, interviews, testimonials,
Programme Assets available. community involvement, and
customer-led authority content.
Identify top-performing reviews,
customer stories, authority
Increase .
L . content, market insights, and Increased reach,
Distribution of  Proven assets . o
. expertise assets. Expand visibility, and
High- should reach S i
. . distribution across all existing Growth Asset
Performing larger audiences. . - I
communication and visibility utilisation.
Growth Assets
channels. Ensure assets are
reused consistently.
Increase participation within local
Local authority has partnerships, local expertise
Expand Y p L P ) P Increased
. demonstrated initiatives, community . o
Strategic Local . . authority, visibility,
strong influence  engagement activities, and local
Influence L and market
. throughout the market visibility programmes. )
Activities s influence.
roadmap. Expand successful activities into
additional target areas.
Scale Retention and Expand customer
N customer value communications, engagement  Increased
Relationshi activities are now initiatives, homeowner resources, retention,
P producing market updates, and long-term  customer value,
Engagement . ; —
measurable relationship activities across the and advocacy.
Programmes .
results. wider customer base.
Expand reporting to include
Growth Asset scalability, referral o
. I . Improved visibility
Larger activity contribution, authority growth, .
Implement . L into scalable
volumes require  customer acquisition
Scale growth
stronger performance, customer -
Performance . opportunities and
performance advocacy participation, and .
Dashboard . future investment
visibility. Momentum performance. forities
Establish monthly scale review P ’
processes.
Growth Expansion Opportunities
Opportunity Why It Matters Intended Impact
Authority Content Proven expertise assets already Increased reach and
Expansion create visibility and trust. customer acquisition.
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Opportunity
Geographic Expansion
Of Local Expertise

Referral Programme
Scaling

Customer Success Story Customer outcomes influence
future customer decisions.

Expansion

Customer Ambassador Advocates create credibility and
influence.

Expansion

Relationship
Programme Expansion

GROWTH FRAMEWORK®

Why It Matters

Local authority content has
demonstrated strong performance.

Referrals create high-trust
opportunities.

Existing customer relationships
create future growth opportunities.

Asset Scaling Opportunities

Growth Asset

Market Insight Content

Local Expertise Content

Customer Success Stories

Customer Reviews

Referral Programme

Customer Ambassador
Programme

Relationship Engagement
Programme

Authority Asset
Distribution

Why It Should Be Scaled

Consistently creates authority and

engagement.

Demonstrates strong differentiation.

Strong trust and conversion influence.

One of the strongest trust assets

within the Growth System.

Generates recurring customer

acquisition opportunities.

Creates independent validation and

advocacy.

Supports retention and future

opportunities.

Maximises return from existing

content assets.

Month 7 Milestones

Milestone

Growth Asset Review Completed

Authority Content Expanded
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Intended Impact

Increased visibility across
additional locations.

Increased enquiry
generation.

Increased trust and
conversion opportunities.

Increased authority and
customer confidence.

Increased retention and
customer value.

Intended Impact

Increased visibility and
authority.

Increased local market
influence.

Improved customer
confidence.

Increased trust
creation.

Increased referrals
and enquiries.

Increased authority
and trust.

Increased customer
value.

Increased reach and
efficiency.

What Completion Looks Like

prioritised.

Highest-performing assets identified and

Additional authority assets published and active.
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Milestone What Completion Looks Like
Location Expansion Programme Local expertise expanded into additional target
Active areas.

Customer Success Programme
Increased volume of customer outcome content.

Expanded

Referral Activities Scaled Referral programme expanded and visible.

Ambassador Programme Expanded Increased customer participation and advocacy.

Asset Distribution Expanded Proven Growth Assets reaching larger audiences.

Local Influence Activities Expanded  Increased market visibility and authority.

Relationship programmes active across a wider

Customer Engagement Expanded .
999 P audience.

Scalable growth performance visible and

Scale Dashboard Operational
measurable.

Month 7 Success Indicators

Indicator What Success Looks Like

Increased engagement with expanded expertise

Authority Content Reach
content.

Location Visibility Improved visibility within expanded geographic areas.

Customer Success Engagement Increased interaction with customer stories.

Referral Activity Growth in referral opportunities and introductions.
Ambassador Participation Increased customer advocacy involvement.
Asset Utilisation Increased usage of proven Growth Assets.

Customer Retention S : :
Greater participation in relationship programmes.

Engagement

Local Authority Recognition Increased visibility within target communities.
Growth Asset Performance Strong performance from expanded assets.

Scale Reporting Visibility Clear identification of scalable growth opportunities.

Month 7 Impact Assessment

The activities expected to create the greatest scale are the expansion of authority
content, local expertise assets, customer success stories, referral programmes,
and customer advocacy initiatives. These assets have already demonstrated
their value and therefore represent lower-risk expansion opportunities.
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Momentum is expected to strengthen most significantly through expanded
referral generation, increased customer advocacy participation, broader
distribution of authority assets, and enhanced customer engagement activities.
These mechanisms create recurring growth opportunities that continue
generating value throughout future phases.

Authority is expected to improve through increased visibility of expertise content,
customer outcomes, ambassador participation, community influence, and local
market leadership initiatives. These activities increase both reach and credibility.

Customer acquisition opportunities are expected to expand as more prospective
customers encounter proven authority assets, customer success stories, referral
pathways, reviews, and local expertise content throughout their research and

decision-making journeys.

Month 7 focuses on increasing the value created by the Growth System rather
than increasing complexity. The objective is to ensure proven success becomes

repeatable at a larger scale.
Key Findings

« The strongest scaling opportunities focus on authority content, local
expertise assets, customer success stories, referrals, and advocacy
programmes.

e The strongest expansion opportunities focus on increasing the reach of
assets already generating measurable value.

e The strongest authority opportunities come from expertise visibility,
customer outcomes, community influence, and ambassador participation.

e The strongest Momentum opportunities come from referral expansion,
advocacy growth, relationship engagement, and asset distribution.

e The most important outcomes expected from Month 7 are increased reach,
increased influence, stronger recurring growth, and greater commercial

value from existing Growth Assets.

Conclusion

Month 7 focuses on scaling what has already been proven to work.
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These activities have been prioritised because they expand the reach, influence,
and contribution of the Growth Assets already generating value throughout the
business.

Successful completion of Month 7 should result in increased visibility, stronger
authority, greater customer acquisition opportunities, increased referrals, stronger
Momentum, and a more scalable Growth System capable of supporting
continued growth.

Most importantly, Month 7 expands Connected Growth by increasing the influence
of proven assets, proven Connections, and proven Momentum mechanisms
before progressing to the authority and market leadership activities planned
within Month 8.

MONTH 8 — AUTHORITY & MARKET POSITION
STRENGTHENING

Month Purpose

The first seven months of the roadmap have focused on strengthening your
Growth System, improving customer movement, increasing visibility, building
trust, creating Momentum, expanding successful Growth Assets, and scaling the
activities that have demonstrated measurable value.

At this stage, the business has stronger authority assets, greater customer
advocacy, improved referral generation, enhanced visibility, increased customer
engagement, and a more mature Growth System than existed at the beginning of
the roadmap.

Month 8 shifts the focus towards strengthening authority and market position.

The purpose of Month 8 is to increase recognition, strengthen credibility, reinforce
expertise, increase customer preference, improve market influence, and establish
the business more firmly as a trusted authority within its chosen market.
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Rather than focusing on growth volume alone, Month 8 focuses on strengthening
the quality, influence, and perceived value of the Growth Assets already operating

throughout the business.

Month Sequencing Logic

These activities appear in Month 8 because authority is strongest when it is built
upon evidence, customer outcomes, trust signals, expertise, and Momentum that

already exist.

The first seven months created a substantial collection of authority assets
including customer success stories, reviews, market insights, local expertise
content, customer advocacy assets, referral activity, commmunity visibility, and
customer engagement programmes.

Month 8 focuses on consolidating and amplifying these assets to strengthen
market position and increase customer preference.

The implementation sequence begins by strengthening authority visibility,
followed by expanding proof-based assets, increasing expert positioning,
strengthening differentiation, and enhancing market influence. These activities
prepare the business for Month 9, where the focus shifts towards Growth System
optimisation and performance refinement.

Month 8 Implementation Plan

Expected
Task Why How P
Outcome
Create a dedicated authority
. hub that brings together
Authority assets .
. market insights, customer
currently exist Increased

success stories, reviews, local
expertise, agent expertise,
community involvement,

across multiple
Create Market  areas of the Growth
Authority Hub  System. . creation, and
N industry commentary, and )
Consolidating them . improved market
educational resources. Ensure

increases influence positioning.
I the hub becomes a central
and visibility.

authority destination for
prospective customers.

authority visibility,
stronger trust
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Expected
Task Why How P
Outcome
Increase the frequency of
Expertise has expert commentary, local Increased
consistently proven market observations, property authority,
Expand Expert yP . p perty §
to be one of the trend analysis, educational stronger
Commentary . R
Proaramme strongest Growth content, and insight-led credibility, and
9 Assets throughout  articles. Ensure key experts enhanced
the roadmap. become visible voices within customer trust.
the market.
Compile existing market
insights, customer trends,
. ) Increased
valuation observations, local .
. . . authority,
Develop High-value expertise expertise, and property .
] . . . . increased trust,
Signature assets strengthen  intelligence into professionally

) and stronger
Market Reports long-term authority. presented market reports.

: . market
Publish on a scheduled basis .
. . recognition.
and integrate into customer
acquisition activities.
Audit all customer journeys
and identify opportunities to
Expand Social  Reviews, customer  increase the visibility of Increased trust
Proof Visibility stories, and reviews, testimonials, case creation and
Across advocacy assets studies, customer outcomes,  stronger
Customer have become major and ambassador content. customer
Journeys trust contributors. Ensure proof assets appear confidence.
throughout key decision-
making stages.
Develop a content series
addressing key market topics,
. 9 key p. Increased
Market leadership ~ customer concerns, emerging .
Create Market . . . authority and
. requires visible trends, local opportunities, and .
Leadership . . . improved
. expertise and property insights. Position the
Content Series . . . customer
consistent authority. business as a source of
preference.

guidance rather than simply a
service provider.

Expand participation in local

market events, community
The Framework

Strengthen activities, property discussions, Improved market
Assessment . . .
Local Market . . educational initiatives, local influence and
identified local .
Influence . . partnerships, and market stronger local
- expertise as a major .\ )
Activities . . commentary opportunities. authority.
differentiator. S L
Increase visibility within target
locations.
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Task

Build Authority
Through
Customer
Outcomes

Develop
Comparative
Differentiation
Assets

Expand
Strategic
Partnership
Visibility

Implement
Authority
Performance
Reporting

GROWTH FRAMEWORK®

Why

Real outcomes

strengthen authority

more effectively

than self-promotion.

Customer
preference
increases when
differentiation
becomes clear.

Partnerships

contribute credibility

and third-party
validation.

Authority assets now
represent a major
component of the

Growth System.

How

Expand the use of customer
success stories, transaction
highlights, customer
achievements, and outcome-
based content throughout
authority-building activities.
Focus on demonstrating results
and expertise through

evidence.

Create assets that clearly
demonstrate the business's
expertise, approach, customer
experience, local knowledge,
service quality, and proven
results. Ensure differentiation is
visible throughout customer-

facing assets.

Increase visibility of
professional relationships, local
partnerships, community
involvement, and collaborative
activities established during
previous roadmap phases.

Develop reporting covering
authority asset engagement,
expert content performance,
market report consumption,
customer trust indicators,
brand preference signals, and
influence metrics. Establish
monthly authority reviews.

Authority Building Opportunities

Opportunity

Authority Hub
Development

Expert Commentary

Expansion
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Why It Matters

Expected
Outcome

Increased
credibility,
stronger trust,
and enhanced
market position.

Increased
customer
preference and
stronger
competitive
positioning.

Increased trust
and enhanced
authority signals.

Improved
visibility into
authority growth
and market
position
performance.

Intended Impact

Consolidates expertise and proof assets Increased authority and

into a single authority destination.

Consistent expertise builds recognition.

Improved credibility and
influence.
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Opportunity Why It Matters Intended Impact
Market Report High-value assets strengthen authority Increased market
Publication positioning. recognition.

Market Leadership
Content

Customer Outcome

Demonstrates expertise at scale.

Real results create trust and credibility.

Stronger authority and
customer preference.

Increased confidence

Promotion and influence.
L Third-party validation strengthens Improved trust and
Partnership Visibility p y 9 P .
authority. reputation.

Market Position Opportunities

Opportunity

Differentiation Asset
Development

Local Influence
Expansion

Authority Hub Visibility

Social Proof Expansion

Customer Outcome
Visibility

Market Leadership
Programme

Why It Matters Intended Impact
Clear positioning increases customer  Stronger market
preference. position.

Visibility within target markets Increased local market
strengthens preference. leadership.

Creates a central destination for Increased recognition
expertise. and trust.

Reinforces customer confidence Improved conversion
throughout decision-making. confidence.
Demonstrates capability through Stronger preference
evidence. and trust.

Positions the business as a recognised Increased influence

authority.

Month 8 Milestones

Milestone

Authority Hub Launched

Expert Commentary Programme

Expanded

Signature Market Reports Published

Social Proof Expansion Completed

Market Leadership Series Active

and credibility.

What Completion Looks Like
Expertise and proof assets consolidated and visible.

Increased frequency of market insights and
expertise content.

Authority reports active and distributed.

Reviews and customer outcomes visible
throughout journeys.

Consistent authority content programme
established.
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Milestone What Completion Looks Like

Increased participation and visibility within target
Local Influence Activities Expanded P P Y 9

markets.
Customer Outcome Programme Customer achievements actively supporting
Expanded authority.
Differentiation Assets Published Competitive positioning clearly communicated.

Strategic relationships actively supporting

Partnership Visibility Increased i
authority.

Market position and authority performance

Authority Reporting Active
y Rep g measurable.

Month 8 Success Indicators

Indicator What Success Looks Like

Authority Hub Engagement Strong interaction with expertise resources.

Expert Content Reach Increased visibility and engagement.

Market Report Consumption Positive interaction with authority reports.

Social Proof Visibility Increased exposure to reviews and customer outcomes.
Local Market Recognition Increased engagement within target locations.

Customer Preference Signals  Increased enquiry quality and engagement levels.
Authority Asset Performance Strong performance across authority-building assets.
Partnership Visibility Increased exposure through external relationships.
Market Leadership Engagement Positive response to expert-led content.

Authority Reporting Quality Clear visibility into authority growth trends.

Month 8 Impact Assessment

The activities expected to strengthen authority most significantly are the Authority
Hub, Signature Market Reports, Expert Commentary Programme, and Market
Leadership Content Series. These initiatives increase both the visibility and
perceived value of the expertise already developed throughout the roadmap.

Trust is expected to strengthen most significantly through expanded social proof
visibility, customer outcome promotion, partnership visibility, and increased
exposure to customer advocacy assets. These activities reinforce credibility
throughout customer decision-making journeys.
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Market position should improve through clearer differentiation, increased local
influence, stronger expert positioning, and greater visibility of customer outcomes.
These activities help strengthen customer preference and reinforce the business's
position within the market.

Customer preference is expected to improve through greater clarity around
expertise, service quality, local knowledge, customer results, and demonstrated
authority. Prospective customers should find it easier to understand why the

business is the preferred choice.

Month 8 strengthens the quality and influence of the Growth System and prepares
the business for the optimisation and performance enhancement activities
planned within Month 9.

Key Findings

The strongest authority opportunities focus on expertise visibility, market

reports, customer outcomes, and expert commentary.

e The strongest trust opportunities focus on reviews, customer advocacy,
customer outcomes, and partnership visibility.

» The strongest market position opportunities focus on differentiation, local
influence, market leadership, and authority consolidation.

e The strongest influence opportunities focus on increasing recognition,
credibility, and expert positioning.

e The most important outcomes expected from Month 8 are stronger

authority, improved customer preference, enhanced market position, and

increased long-term influence.

Conclusion

Month 8 focuses on strengthening how the market perceives the business.

These activities have been prioritised because they increase authority, improve
credibility, strengthen customer trust, reinforce differentiation, and increase
customer preference within the market.
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Successful completion of Month 8 should result in stronger market recognition,
increased authority, greater influence, improved customer confidence, and a
more defensible market position.

Most importantly, Month 8 strengthens Connected Growth by ensuring that the
expertise, trust, customer outcomes, and Momentum developed throughout the
roadmap become recognised assets that continue influencing customer
decisions long into the future before progressing to the optimisation phase
planned within Month 9.

MONTH 9 - GROWTH SYSTEM OPTIMISATION
& PERFORMANCE IMPROVEMENT

Month Purpose

The first eight months of the roadmap have focused on building a stronger
Growth System, improving customer movement, increasing visibility,
strengthening trust, creating Momentum, scaling successful Growth Assets, and
strengthening authority and market position.

At this stage, the business has a mature Growth System operating across multiple
connected assets, customer journeys, authority mechanisms, referral
programmes, review generation activities, customer engagement processes, and

Momentum loops.
Month 9 shifts the focus towards optimisation.

The purpose of Month 9 is to improve the performance of the Growth System
already in place, remove remaining friction, strengthen customer progression,
improve conversion performance, increase the effectiveness of existing Growth
Assets, and maximise the value generated from every interaction occurring
throughout the business.

Rather than creating new assets or expanding existing programmes, Month 9
focuses on improving how effectively the Growth System performs as a whole.
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Month Sequencing Logic

These activities appear in Month 9 because optimisation is most effective once a
Growth System has sufficient maturity, performance data, customer engagement,
visibility, authority, and Momentum to evaluate what is working and where
improvement opportunities exist.

The first eight months established the assets, Connections, customer journeys,
authority mechanisms, referral programmes, and Momentum loops required to
generate meaningful growth.

Month 9 focuses on refining those assets and improving the efficiency of
customer movement throughout the system.

The implementation sequence begins with a complete review of Growth System
performance, followed by optimisation of customer journeys, conversion
pathways, Momentum mechanisms, trust assets, and authority assets. The final

activities focus on improving reporting, measurement, and performance visibility.

Successful completion of Month 9 prepares the business for Month 10, where the
focus shifts towards strengthening long-term growth resilience and increasing
the durability of growth performance.

Month 9 Implementation Plan

Expected

Task Why How e

Review customer journeys,
attribution reporting, enquiry
sources, conversion

The Growth s
performance, customer Clear visibility into

System now

Conduct Full . . engagement, referral activity, Growth System
contains sufficient X . )

Growth System data to identif review generation, authority performance and

Performance y content performance, prioritised

) performance L R

Audit retention indicators, and optimisation

strengths and ) N
Momentum mechanisms. opportunities.

weaknesses.

Document areas of strong
performance and areas where
friction remains.
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Task

Optimise High-
Traffic Customer
Journeys

Refine Conversion
Pathways Across
the Growth
System

Optimise Trust
Asset Placement

Improve Authority
Asset
Performance

Optimise Referral
and Advocacy
Mechanisms
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Why

Small
improvements
within high-
volume journeys
can create
significant
commercial
impact.

Conversion
opportunities
should now be
optimised using
actual customer
behaviour data.

Reviews, customer
outcomes, and
proof assets
should appear
where they create
maximum
influence.

Authority assets
represent a major
investment and
should perform as
effectively as
possible.

Referral and
advocacy
programmes
should be refined
using real-world

How

Analyse customer movement
data across key entry points
including authority content,
valuation pages, service
pages, location pages, referral
pathways, and customer
engagement assets. Identify
drop-off points and improve
progression pathways.

Review all enquiry routes,

valuation requests,

consultation opportunities,
and customer contact

pathways. Improve
messaging, reduce

unnecessary steps, improve
progression clarity, and
strengthen calls to action
where performance data
supports improvement.

Analyse customer journeys
and identify where trust assets
contribute most effectively to
progression. Reposition
reviews, testimonials,
customer success stories, and
customer advocacy content
based on engagement and
conversion performance data.

Review engagement data for
market insights, local expertise
content, expert commentary,
authority hubs, customer
stories, and market reports.
Improve internal pathways,
visibility, structure, and content
presentation where required.

Review referral activity,
customer participation,
advocacy engagement,
ambassador contributions,
and referral conversion data.

Expected
Outcome

Increased
customer
movement and
improved
conversion
performance.

Increased
conversion
efficiency and
reduced
customer friction.

Increased trust
influence and
improved
customer
confidence.

Increased
authority asset
utilisation and
improved
visibility.

Increased referral
efficiency and
stronger
Momentum
generation.
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Task

Refine Customer
Retention and
Engagement
Programmes

Strengthen
Growth Asset
Interconnection

Enhance
Performance
Reporting
Framework

Implement
Continuous
Optimisation
Review Process

GROWTH FRAMEWORK®

Why

performance
insights.

Long-term
customer value
depends on
sustained
engagement.

The assessment
identified

Connected Growth

as a key
performance
driver.

Better decisions
require stronger
performance
visibility.

Optimisation

should become a
recurring business

discipline.

How

Strengthen high-performing
activities and remove
unnecessary complexity.

Analyse commmunication
engagement, post-completion
activity, customer feedback,
relationship programme
participation, and retention
indicators. Improve
engagement schedules and
content relevance where
required.

Audit all major Growth Assets
and evaluate how effectively
they support one another.
Improve pathways between
authority content, customer
stories, reviews, referrals,
market insights, customer
engagement assets, and
conversion opportunities.

Consolidate reporting across
visibility, trust, customer
movement, conversion,
retention, referral activity,
authority performance, and
Momentum indicators.
Establish executive reporting
dashboards and monthly
review procedures.

Establish a structured monthly
optimisation review covering
customer movement,
performance metrics,
conversion opportunities,
Momentum performance,
customer engagement,
authority assets, and
commercial outcomes.
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Expected
Outcome

Increased
retention and
improved
customer value.

Improved Flow
and stronger
Growth System
efficiency.

Improved
optimisation
capability and
stronger decision
making.

Ongoing
performance
improvement and
stronger Growth
System
management.
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Performance Improvement Opportunities

Opportunity

Customer Journey
Optimisation

Conversion Pathway
Refinement

Trust Asset Optimisation

Authority Asset
Optimisation

Referral Programme
Optimisation

Reporting Enhancement

Why It Matters

Improves the efficiency of
customer progression.

Reduces unnecessary friction.

Maximises the influence of proof
assets.

Improves the return generated
from expertise assets.

Improves recurring growth
efficiency.

Improves decision making and
future optimisation.

Intended Impact

Increased conversion
performance.

Improved enquiry
generation.

Increased trust and
conversion confidence.

Increased engagement and
visibility.

Increased referral
contribution.

Increased Growth System
effectiveness.

Customer Movement Opportunities

Opportunity

Journey Progression
Improvements

Growth Asset
Interconnection

Trust Asset Positioning

Retention Programme
Refinement

Referral Journey
Optimisation

Advocacy Programme
Refinement

Why It Matters

Supports smoother
customer movement.

Connected assets create
stronger Flow.

Trust influences customer
decisions.

Improves long-term
engagement.

Supports recurring customer
acquisition.

Strengthens customer-led
movement.

Month 9 Milestones

Milestone

Growth System Audit Completed

Customer Journey Optimisation

Implemented

Intended Impact

Increased progression and
conversion.

Improved customer
engagement.

Reduced drop-off and
increased progression.

Increased customer value.

Increased referral
opportunities.

Increased trust and
engagement.

What Completion Looks Like

documented.

Full performance review completed and

Key progression pathways improved.
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Milestone What Completion Looks Like

High-value conversion opportunities

Conversion Pathways Refined
strengthened.
Trust Asset Optimisation Completed Trust assets positioned for maximum impact.

Authority Asset Improvements

Expertise assets performing more effectively.
Implemented P P 9 y
Referral Programme Optimised Referral performance strengthened.

Customer engagement programmes

Retention Programme Refined .
improved.

Asset Interconnection Audit Completed Major Growth Assets better connected.

Reporting Framework Enhanced Improved visibility across key metrics.

Ongoing performance review process

Continuous Optimisation Process Active .
P established.

Month 9 Success Indicators

Indicator What Success Looks Like

Customer Journey Efficiency Increased progression through key pathways.

Conversion Performance Improved enquiry and valuation conversion rates.

Trust Asset Engagement Increased interaction with reviews and customer outcomes.

Authority Asset Performance Increased engagement with expertise assets.

Referral Efficiency Higher referral contribution to growth.

Retention Engagement Improved customer participation and interaction.
Asset Connectivity Increased movement between Growth Assets.
Reporting Visibility Clear understanding of Growth System performance.
Friction Reduction Fewer customer drop-off points identified.
Optimisation Adoption Regular performance improvement reviews occurring.

Month 9 Impact Assessment

The activities expected to improve performance most significantly are customer
journey optimisation, conversion pathway refinement, authority asset
optimisation, and trust asset positioning. These activities directly improve the
efficiency of customer progression throughout the Growth System.
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Customer movement is expected to improve through stronger asset
interconnection, reduced friction, improved trust placement, and more effective
progression pathways. These improvements increase the likelihood of customers
continuing through key stages of the customer journey.

Friction should reduce most significantly through the identification and removal of
unnecessary barriers, confusing pathways, weak Connections, and
underperforming customer experiences. The optimisation process focuses on
improving movement rather than creating additional complexity.

Momentum is expected to strengthen through improved referral efficiency, better
advocacy performance, stronger customer retention, and increased utilisation of
authority and trust assets. These improvements help existing Momentum
mechanisms generate greater long-term value.

Month 9 improves the efficiency and effectiveness of the Growth System and
ensures the business is operating from the strongest possible position before
entering the final phases of the roadmap.

Key Findings

o The strongest optimisation opportunities focus on customer journeys,
conversion pathways, trust assets, authority assets, and referral
mechanisms.

e The strongest performance opportunities focus on improving the efficiency
of existing Growth Assets rather than creating new ones.

e The strongest customer movement opportunities focus on reducing friction
and improving Flow throughout the Growth System.

e The strongest Momentum opportunities focus on optimising referrals,
advocacy, retention, and customer engagement activities.

e The most important outcomes expected from Month 9 are improved
performance, stronger customer progression, increased conversion
efficiency, and greater value from existing Growth Assets.
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Conclusion

Month 9 focuses on improving the performance of the Growth System that has
been built throughout the previous eight months.

These activities have been prioritised because they increase efficiency, improve
customer movement, strengthen conversion opportunities, reduce friction, and
maximise the value generated from existing assets and Momentum mechanisms.

Successful completion of Month 9 should result in a more efficient, more
connected, and higher-performing Growth System capable of generating
stronger commercial outcomes from the same underlying assets.

Most importantly, Month 9 strengthens Connected Growth by ensuring that every
major Growth Asset, Connection, customer journey, authority mechanism, and
Momentum loop performs at the highest possible level before progressing into
the resilience and long-term growth activities planned for Month 10.

MONTH 10 - GROWTH EXPANSION &
OPPORTUNITY CAPTURE

Month Purpose

The first nine months of the roadmap have focused on strengthening the Growth
System, increasing visibility, improving customer movement, building authority,
strengthening trust, creating Momentum, scaling successful assets, and
optimising performance.

At this stage, the business has a connected Growth System supported by proven
authority assets, active referral mechanisms, customer advocacy programmes,
optimised customer journeys, strong trust assets, and established Momentum
loops.

Month 10 shifts the focus towards expansion.
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The purpose of Month 10 is to increase the reach of the Growth System, expand
the utilisation of proven Growth Assets, capture additional growth opportunities,
strengthen customer acquisition activity, increase commercial outcomes, and
ensure the business extracts maximum value from the assets, relationships, and
Momentum already established.

Rather than experimenting with unproven initiatives, Month 10 focuses on
expanding activities that have already demonstrated measurable value
throughout the roadmap.

Month Sequencing Logic

These activities appear in Month 10 because the business now has a highly
optimised Growth System with sufficient data, performance visibility, authority,
trust, and Momentum to support further expansion.

The previous months focused on building, strengthening, scaling, and optimising.
Month 10 focuses on extending the reach and commercial impact of what is
already working.

The implementation sequence begins by identifying the highest-performing
Growth Assets and customer acquisition mechanisms. Expansion then focuses on
increasing the visibility, reach, and influence of these proven assets. Commercial
opportunities are strengthened next, followed by expanding customer
engagement, referral generation, and authority visibility.

Successful completion of Month 10 prepares the business for Month 11, where the
focus shifts towards long-term sustainability, resilience, and protecting future
growth performance.

Month 10 Implementation Plan

Expected
Task Why How P
Outcome
Conduct . Review all reporting from Months Clear
Expansion should . . . . e
Growth tocus onlv on 1-9 including authority identification of
Opportunity roven Y performance, customer the most valuable
Expansion P . acquisition data, referral activity, expansion
. opportunities. o
Review customer engagement, opportunities.
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Task

Expand High-
Performing
Customer
Acquisition
Assets

Increase
Distribution of
Signature
Authority Assets

Expand
Geographic
Visibility Within
Existing Priority
Markets

Scale Customer
Success
Visibility
Programme

Expand Referral
Acquisition
Opportunities

90|Connect

Why

Proven
acquisition assets
should influence
a larger
audience.

High-performing
authority assets
credte trust at
scale.

The assessment
identified local
expertise as a
major growth
driver.

Customer
outcomes
continue to
create strong
trust and
conversion
influence.

Referral
mechanisms
have matured
and can now be

GROWTH FRAMEWORK®

How

conversion performance, market
visibility, and Momentum
indicators. Identify the highest-
performing assets and growth
mechanisms for expansion.

Identify the authority content,
customer success stories,
reviews, market reports, location
assets, and referral pathways
generating the strongest
engagement and enquiries.
Increase their visibility across all
customer acquisition channels.

Expand the distribution of market
reports, market insights, expertise
content, customer outcomes, and
ambassador content. Integrate
these assets into additional
customer journeys and
communication channels.

Increase the visibility of local
market authority content,
community visibility initiatives,
customer outcomes, and
location-specific expertise across
priority service areas. Strengthen
exposure within locations already
delivering positive results.

Increase the publication and
promotion of customer stories,
successful transactions, customer
experiences, testimonials, and
review-led content. Ensure
customer outcomes appear
consistently throughout
acquisition and conversion
journeys.

Increase referral touchpoints
throughout customer journeys,
relationship programmes,
customer communications,
advocacy initiatives, and

Those Dots Growth Roadmap

Expected
Outcome

Increased
customer
acquisition
opportunities and
improved enquiry
generation.

Increased
visibility,
authority, and
customer
engagement.

Increased local
visibility and
improved market
penetration.

Increased trust,
improved
customer
confidence, and
stronger
conversion
support.

Increased referral
generation and
stronger recurring
growth.



()

CONNECT
THOSE DOTS

) _—

Task

Increase
Customer
Engagement
Reach

Expand

Strategic
Influence
Activities

Create
Commercial
Opportunity
Review
Framework

Implement
Expansion
Performance
Dashboard

Why

leveraged more
aggressively.

Existing customer
engagement
assets can
influence a wider
audience.

Authority and
influence should
now support
wider
commercial
growth.

Additional growth
opportunities
should be
identified
consistently.

Increased activity
requires
improved
expansion
visibility.

GROWTH FRAMEWORK®

How

ambassador programmes.
Ensure referral opportunities
remain visible and easy to act
upon.

Expand educational content,
homeowner resources, market
updates, customer
communications, and authority-

led engagement initiatives across

larger customer segments.

Increase participation in local
authority activities, strategic
partnerships, community
involvement, educational
initiatives, and professional

visibility opportunities established

during earlier roadmap phases.

Establish a structured quarterly
review process covering
acquisition opportunities,
customer behaviour,
engagement trends, referral
activity, authority performance,
and commercial growth
opportunities.

Expand reporting to track
acquisition growth, authority
reach, customer engagement,
referral expansion, market
visibility, customer value, and
commercial performance.
Establish monthly review
procedures.

Growth Expansion Opportunities

Opportunity

Customer Acquisition

Asset Expansion

Why It Matters

audiences.

Proven assets can influence larger

Expected
Outcome

Increased
engagement,
retention, and
future opportunity
creation.

Increased
authority,
recognition, and
market influence.

Improved ability
to identify and
capture future
growth
opportunities.

Improved
management of
expansion activity
and future
scaling decisions.

Intended Impact

Increased enquiries and

customer acquisition.
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Opportunity
Authority Asset

Expansion

Geographic Visibility

Expansion

Referral Expansion

CONNECT
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Why It Matters

multiple channels.

opportunities.

Intended Impact

Expertise scales effectively across Increased visibility and

trust.

Local expertise supports additional  Improved market

penetration.

Existing Momentum mechanisms Increased recurring

can generate more opportunities. growth.

Customer Engagement Existing relationships create future  Increased retention and

Expansion growth opportunities.

Strategic Influence

advocacy.

Greater visibility strengthens market Increased authority and
Expansion influence.

recognition.

Commercial Growth Opportunities

Opportunity

Customer Acquisition Supports long-term growth
Expansion objectives.

Conversion Asset
Expansion

Referral Growth

Customer Value

Why It Matters

Existing customers remain

Intended Impact

Increased enquiries and
instructions.

Increased conversion
opportunities.

Improves customer progression.

High-trust opportunities improve Increased referrals and revenue
Expansion acquisition efficiency.

opportunities.

Increased customer lifetime

Expansion valuable growth assets. value.

Authority Expansion
growth.

Market Visibility

Trust supports commercial

Increased exposure creates

Improved enquiry quality and
customer preference.

Increased commercial activity.

Expansion additional opportunities.
Month 10 Milestones
Milestone What Completion Looks Like

Growth Opportunity Review Completed

Customer Acquisition Assets Expanded

Authority Asset Distribution Expanded

Geographic Visibility Expanded

Expansion priorities clearly identified.

Proven acquisition assets reaching larger
audiences.

Expertise assets visible across additional
channels.

Increased exposure within priority markets.
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Milestone What Completion Looks Like
Customer Success Programme Customer outcomes supporting wider growth
Expanded activity.
Referral Opportunities Expanded Increased referral visibility and participation.

Larger audiences engaging with business

Customer Engagement Reach Increased
assets.

Greater authority and market recognition

Strategic Influence Activities Expanded
9 P achieved.

Commercial Opportunity Framework

Structured opportunity reviews operational.
Established PP Y P

Growth expansion performance visible and

Expansion Dashboard Active
measurable.

Month 10 Success Indicators

Indicator What Success Looks Like

Customer Acquisition Growth Increased enquiries and acquisition opportunities.
Authority Reach Increased engagement with authority assets.
Geographic Visibility Increased interaction within target locations.
Customer Success Engagement Increased exposure to customer outcomes.
Referral Activity Growth in referral-led opportunities.

Increased participation across customer

Customer Engagement
programmes.
Market Influence Increased visibility and recognition.

Commercial Opportunity

New opportunities consistently identified.
Identification PP Y
Asset Utilisation Proven assets being leveraged more effectively.

Expansion Reporting Visibility Clear understanding of expansion performance.

Month 10 Impact Assessment

The activities expected to create the greatest expansion are the increased
utilisation of authority assets, customer acquisition assets, referral mechanisms,
customer success programmes, and strategic influence activities. These assets
have already demonstrated value and are capable of generating greater returns
when exposed to larger audiences.
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Commercial performance is expected to improve through increased customer
acquisition opportunities, stronger referral activity, improved customer
engagement, greater authority visibility, and wider utilisation of trust assets. These
improvements increase the number and quality of opportunities entering the
Growth System.

Customer acquisition should improve most significantly through expanded
authority visibility, stronger local market presence, increased customer outcome
exposure, and wider distribution of high-performing Growth Assets. These

initiatives improve awareness and strengthen customer preference.

The Growth System itself should strengthen through increased utilisation of
proven assets, stronger reporting visibility, improved opportunity capture
processes, and more effective expansion of Momentum mechanisms. These
improvements increase the value generated from the system without increasing
complexity.

Month 10 focuses on extending the reach and impact of the Growth System while
maintaining the quality, trust, authority, and customer experience developed
throughout the roadmap.

Key Findings

The strongest expansion opportunities focus on authority assets, customer
acquisition assets, customer outcomes, referrals, and customer
engagement programmes.

e The strongest commercial opportunities focus on increasing enquiries,
improving customer acquisition efficiency, strengthening referrals, and
increasing customer value.

e The strongest customer acquisition opportunities come from expanding
the reach of proven Growth Assets rather than introducing new ones.

e The strongest Growth System opportunities come from increasing the
utilisation of existing assets, Connections, and Momentum mechanisms.

e The most important outcomes expected from Month 10 are increased

reach, increased opportunity generation, stronger commercial

performance, and greater value from proven Growth Assets.
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Conclusion

Month 10 focuses on expanding the influence and commercial contribution of the
Growth System already established throughout the roadmap.

These activities have been prioritised because they increase visibility, improve
customer acquisition opportunities, strengthen authority, expand referrals, and
increase the value generated from proven assets and relationships.

Successful completion of Month 10 should result in increased market reach,
stronger commercial performance, greater customer engagement, improved
referral activity, and increased utilisation of the business's strongest Growth
Assets.

Most importantly, Month 10 expands Connected Growth by extending the reach of
proven assets, proven customer journeys, proven authority mechanisms, and
proven Momentum loops before progressing to the long-term sustainability and
resilience activities planned within Month 11.

MONTH 11 - GROWTH SYSTEM
CONSOLIDATION & SUSTAINABILITY

Month Purpose

The first ten months of the roadmap have focused on building, strengthening,
connecting, activating, accelerating, optimising, scaling, expanding, and refining
every major area of the Growth System.

By this stage, the business has developed a mature Growth System supported by
strong authority assets, established customer acquisition pathways, active
referral mechanisms, customer advocacy programmes, repeatable content
assets, improved customer journeys, stronger retention mechanisms, and

measurable Momentum loops.

Month 11 shifts the focus towards sustainability.
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The purpose of Month 11 is to ensure that the growth gains achieved throughout
the roadmap can be maintained, repeated, protected, and improved over time.
This phase focuses on strengthening consistency, standardising successful
activities, protecting high-performing Growth Assets, preserving Momentum, and
ensuring the Growth System remains effective long after the initial
implementation period.

Rather than expanding further, Month 11 focuses on making growth more
sustainable, repeatable, and resilient.

Month Sequencing Logic

These activities appear in Month 11 because the business now has sufficient
evidence to understand which assets, processes, customer journeys, authority
mechanisms, referral activities, and Momentum loops consistently create value.

The first ten months focused on creating growth. Month 11 focuses on protecting
growth.

The implementation sequence begins by documenting and standardising high-
performing activities, followed by protecting key Growth Assets, strengthening
reporting and governance mechanisms, improving consistency across customer

experiences, and formalising the processes that support long-termm Momentum.

Successful completion of Month 11 prepares the business for Month 12, where the
focus shifts towards reviewing outcomes, validating progress against business
objectives, and preparing the next phase of growth.

Month 11 Implementation Plan

Expected
Task Why How
Outcome
The business now Review all major roadmap N
Clear visibility

has ten months of  activities, performance data,

Conduct Growth | . . :
implementation customer journeys, authority

into the assets

System L . and activities
. . activity that must be assets, referral mechanisms,
Consolidation . . . . that should be
. consolidated into review generation

Review protected and

repeatable programmes, customer .
o sustained.

processes. engagement initiatives, and
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Task Why

Sustainability
depends on
repeatability and
consistency.

Document Core
Growth System
Processes

Customer
movement is one of
the most important

Standardise
High-Performing

Customer

Growth System
Journeys

assets.

Authority assets
Protect Authority have become a
Asset major contributor to
Performance visibility and

customer trust.

. . Reviews and
Formalise Review
referrals now

& Referral )
represent important
Management
Momentum
Processes

mechanisms.

How

reporting frameworks. Identify
which activities consistently
create value and should
become permanent
components of the Growth
System.

Create documented
processes covering customer
acquisition, customer journey
management, authority
content creation, review
generation, referral
management, customer
engagement, reporting, and
Growth Asset maintenance.
Ensure processes are clear,
repeatable, and measurable.

Identify the highest-
performing customer journeys
and create standard
operating procedures for
maintaining journey quality,
trust asset placement,
communication standards,
and conversion pathways.

Create maintenance
schedules for authority hubs,
market reports, market
insights, expertise content,
customer stories, and local
authority content. Establish
review cycles to ensure
accuracy, relevance, and
continued performance.

Create documented
procedures covering review
requests, review monitoring,
referral engagement,
customer advocacy activities,
ambassador participation,
and referral reporting. Ensure
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Expected
Outcome

Increased
consistency and
reduced
dependency on
informal
knowledge.

Increased
consistency and
sustained
customer
progression
performance.

Sustained
authority, trust,
and visibility
performance.

Improved
Momentum
protection and
recurring growth
sustainability.



()

CONNECT
THOSE DOTS

) _—

Task

Standardise
Customer
Communication
Frameworks

Implement
Growth Asset
Protection
Framework

Strengthen
Momentum
Monitoring
Processes

Consolidate
Reporting &
Governance
Frameworks

Implement
Quarterly Growth

GROWTH FRAMEWORK®

Why

Consistent
communication
supports trust,
retention, and
customer
experience quality.

Valuable Growth
Assets require
ongoing
management.

Momentum

mechanisms require

ongoing visibility.

Sustainable growth
requires structured
performance
oversight.

Sustainability
requires continuous
monitoring.

How

these activities continue
consistently.

Review all communication
programmes developed
throughout the roadmap.
Create approved
communication frameworks
covering enquiries, customer
onboarding, transaction
updates, post-completion
engagement, referral
activities, and customer
retention programmes.

Create asset registers
covering authority assets,
customer success stories,
reviews, referral programmes,
customer engagement
assets, educational resources,
and reporting systems. Define
review and maintenance
schedules.

Establish monthly monitoring
covering referral activity,
review generation, advocacy
participation, customer
engagement, authority asset
performance, customer
retention, and customer value
indicators.

Review all reporting systems
implemented throughout the
roadmap. Consolidate
reporting into a central
framework covering visibility,
trust, customer movement,
conversion, retention,
referrals, authority, and
Momentum.

Establish a recurring review
process assessing Growth
Asset performance, customer
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Expected
Outcome

Improved
customer
experience
consistency and
stronger
retention
performance.

Improved
Growth Asset
longevity and
continued
commercial
contribution.

Improved
visibility into
recurring growth
mechanisms.

Improved
management
visibility and
stronger long-
term decision
making.

Improved long-
term Growth
System
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Task Why How P
Outcome
System Health journey effectiveness, resilience and
Reviews Momentum indicators, performance
authority strength, referral protection.
contribution, customer
engagement, and overall
Growth System health.
Sustainability Opportunities
Opportunity Why It Matters Intended Impact

Protects valuable knowledge and

Process Documentation .
ensures consistency.

Improved repeatability.

Customer Journey Protects customer movement Sustained conversion and
Standardisation performance. engagement.
Authority Asset . Long-term authority

. Protects visibility and trust assets.
Maintenance growth.
Review & Referral Preserves recurring growth Sustained Momentum
Standardisation mechanisms. generation.

Supports long-term optimisation Improved Growth System
Reporting Consolidation PP 9 P p y

and decision making. management.
Growth System Health Identifies risks before Increased sustainability
Reviews performance declines. and resilience.

Growth Protection Opportunities

Growth Asset Why It Requires Protection Intended Impact

Significant contributor to trust

Authority Content Library Sustained authority growth.

and visibility.
. Strong influence on conversion  Continued customer

Customer Success Stories )

and trust. confidence.
Review Generation - . :

Key trust and credibility asset. Ongoing trust creation.
System

Important recurring growth Sustained customer
Referral Programme . —

mechanism. acquisition.
Customer Advocacy Supports referrals, authority, and Continued Momentum
Programme trust. generation.
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Growth Asset

Customer Journey
Frameworks

Market Insight
Programme

Customer Engagement
Programmes

Reporting Framework

Momentum Monitoring
Systems

Month 11 Milestones

Milestone
Consolidation Review Completed

Process Documentation Complete
Customer Journeys Standardised

Authority Asset Framework
Implemented

Review & Referral Processes
Formalised

Communication Standards
Established

Growth Asset Protection Framework
Active

Momentum Monitoring Operational
Reporting Framework Consolidated

Quarterly Health Reviews Scheduled

GROWTH FRAMEWORK®

Why It Requires Protection

Supports authority and visibility.

Important for retention and
customer value.

Supports ongoing optimisation.

Protects recurring growth
performance.

Intended Impact

Critical for customer progression Consistent customer
and conversion.

movement.

Continued market
influence.

Sustained customer
relationships.

Improved decision making.

Sustained Growth System
effectiveness.

What Completion Looks Like

Core Growth System assets identified and
documented.

Key growth activities formally documented.

Consistent journey management established.

Authority assets protected and maintained.

Momentum mechanisms operating consistently.

Customer communications standardised.

Valuable assets actively maintained.

Recurring growth indicators actively tracked.
Centralised reporting system operational.

Long-term Growth System oversight established.

Month 11 Success Indicators

Indicator

Process Adoption

What Success Looks Like

Growth activities being followed consistently.

Customer Journey Consistency Stable customer progression performance.

Authority Asset Performance

Sustained engagement and visibility.

Review Generation Consistency Ongoing review acquisition activity.
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Indicator What Success Looks Like
Referral Activity Stability Consistent referral contribution.

Customer Engagement Levels Continued customer interaction and participation.

Momentum Performance Stable recurring growth indicators.

Reporting Accuracy Reliable visibility across Growth System metrics.
Governance Adoption Regular performance reviews taking place.

Growth System Health No significant decline in core performance indicators.

Month 11 Impact Assessment

The activities expected to improve sustainability most significantly are process
documentation, Growth Asset protection, reporting consolidation, and the
implementation of recurring health reviews. These initiatives ensure that growth
performance is not dependent upon short-term activity alone.

Repeatability is expected to strengthen through the standardisation of customer
journeys, communication frameworks, referral management, review generation
activities, and authority asset maintenance processes. These improvements
create consistency throughout the Growth System.

Momentum is expected to be protected most significantly through formalised
referral processes, review generation systems, customer advocacy management,
and Momentum monitoring. These activities safeguard the recurring growth
mechanisms created during earlier phases of the roadmap.

Commercial performance should be protected through stronger governance,
improved visibility into performance trends, better asset management, and
consistent customer journey delivery. These activities help maintain the
commercial gains achieved throughout the roadmap.

Month 11 creates the operational stability required to ensure the Growth System
remains effective, repeatable, and sustainable over the long term.

Key Findings

e The strongest sustainability opportunities focus on documentation,
standardisation, reporting, and Growth Asset protection.

101|Connect Those Dots Growth Roadmap



CONNECT
THOSE DOTS

GROWTH FRAMEWORK®

()

) _—

The strongest repeatability opportunities focus on customer journeys,

referral management, review generation, and communication consistency.

» The strongest Momentum protection opportunities focus on referrals,
reviews, advocacy programmes, and customer engagement systems.

« The strongest Growth System protection opportunities focus on authority
assets, customer journeys, reporting frameworks, and recurring growth
mechanisms.

e The most important outcomes expected from Month 11 are increased

consistency, stronger sustainability, improved repeatability, and long-term

protection of growth performance.

Conclusion

Month 11 focuses on protecting and sustaining the growth gains achieved
throughout the roadmap.

These activities have been prioritised because they strengthen consistency,
improve repeatability, protect valuable Growth Assets, preserve Momentum, and
reduce the risk of future performance decline.

Successful completion of Month 11 should result in a Growth System that is more
resilient, more sustainable, and better positioned to continue creating value long

after the initial implementation phase has ended.

Most importantly, Month 11 strengthens Connected Growth by ensuring that the
assets, Connections, customer journeys, authority mechanisms, referral
programmes, and Momentum loops developed throughout the roadmap
continue working together effectively and consistently before progressing to the
final roadmap phase in Month 12.
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MONTH 12 - GROWTH ACHIEVEMENT &
FUTURE READINESS

Month Purpose

The first eleven months of the roadmap have focused on strengthening every
major component of your Growth System. Visibility has increased, trust has
strengthened, customer movement has improved, authority has grown,
Momentum mechanisms have been established, Growth Assets have been
scaled, customer acquisition opportunities have expanded, and long-term
sustainability processes have been implemented.

At this stage, the business has a mature and connected Growth System capable

of supporting continued growth.
Month 12 shifts the focus towards growth achievement.

The purpose of Month 12 is to maximise the value created from the Growth
System, ensure the business is fully leveraging the assets and Momentum
established throughout the roadmap, support achievement of the growth
objectives identified within the Business Discovery Questionnaire, strengthen
long-term commercial performance, and position the business for its next phase

of growth.

Rather than focusing on building or protecting the Growth System, Month 12
focuses on ensuring the business extracts maximum value from everything that

has been implemented throughout the previous eleven months.

Month Sequencing Logic

These activities appear in Month 12 because the Growth System is now fully
operational, connected, optimised, scalable, and sustainable.

The previous months focused on building, strengthening, scaling, optimising,
expanding, and protecting growth mechanisms. Month 12 focuses on maximising

the commercial return generated from those mechanisms.
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The implementation sequence begins with a comprehensive review of growth

objective progress, followed by the maximisation of the highest-performing

Growth Assets, customer acquisition activities, customer value opportunities,

referral channels, authority assets, and Momentum mechanisms. The final

activities focus on future readiness and establishing the foundation for the next

phase of growth.

Successful completion of Month 12 should leave the business with a mature

Growth System, stronger commercial performance, and a clear platform for

future growth.

Month 12 Implementation Plan

Task

Conduct Growth
Objective
Achievement
Review

Maximise
Highest-
Performing
Customer
Acquisition
Assets

Maximise
Conversion
Performance
Across Key
Customer
Journeys
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Why

Growth objectives

must be evaluated

against the
progress achieved
throughout the
roadmap.

Proven acquisition
assets represent
the greatest
opportunity for
immediate
commercial
impact.

Stronger customer

movement creates

greater

commercial return.

How

Review all business growth
objectives identified within the

Business Discovery

Questionnaire. Compare current
performance against baseline
measures established at the
beginning of the roadmap.
Identify where objectives have
been achieved, exceeded, or
require continued focus.

Identify the highest-performing
authority content, customer
journeys, location assets, referral
channels, reviews, customer
success stories, and
engagement assets. Increase
utilisation throughout customer
acquisition activities and

customer journeys.

Review conversion pathways
established throughout the
roadmap. Focus additional
optimisation and visibility on the
highest-performing enquiry,
valuation, consultation, and
customer progression routes.

Expected
Outcome

Clear visibility
into growth
objective
achievement and
future priorities.

Increased
enquiry
generation and
stronger
customer
acquisition
performance.

Increased
conversion
efficiency and
improved
commercial
outcomes.
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Expected
Task Why How P
Outcome
Increase visibility of customer
£ d Customer stories, reviews, testimonials, Increased trust,
Xpan . .
Utl'T'sat'on of outcomes remain case studies, ambassador customer
ilisati .
one of the content, and successful confidence, and
Customer .
strongest trust and outcomes throughout conversion

Success Assets . .
conversion assets. acquisition, engagement, and support.

retention activities.

Review referral participation,
Referral and P P

e advocacy engagement, Increased referral
Maximise advocacy o
. ambassador performance, and opportunities and
Referral & mechanisms now . .
referral conversion activity. stronger
Advocacy represent valuable .
o . Increase visibility and Momentum
Contribution recurring growth R o . )
i participation within the highest- generation.
assets.

performing programmes.

Review retention programmes,
engagement initiatives,

Existing customer . Increased
. . customer communications,
Increase relationships . customer value
. educational resources, and
Customer Value continue to . . . and stronger
. . relationship activities. Expand
Opportunities provide i, customer
. opportunities that encourage .
commercial value. retention.

repeat engagement, customer
loyalty, and advocacy.

Create a documented register
containing growth opportunities
identified throughout the
roadmap, including authority
opportunities, acquisition
opportunities, referral
opportunities, retention

Clear future
growth direction
supported by

Consolidate Future growth
Future Growth  should be driven
Opportunities by evidence rather

Register than assumptions. . evidence.
opportunities, and market
expansion opportunities.
Prioritise opportunities based on
impact and feasibility.
Develop a formal annual review
rocess covering growth
Long-term growth P L 99
. . objectives, Growth Asset Improved long-
Establish Annual requires structured . .
. . performance, authority growth, term planning
Growth Review planning beyond
customer movement, and growth
Framework the roadmap o .
e Momentum indicators, retention management.

performance, referrals, and
commercial outcomes.
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Task Why How TR

Assign ownership for authority
assets, customer acquisition

. activities, referral programmes, Improved
Create Growth  Sustainable

reporting systems, customer accountability
System performance .
. . engagement programmes, and continued
Ownership requires clear )
. Growth Asset maintenance, and Growth System
Framework accountability. o
Momentum monitoring. performance.
Document responsibilities and
review schedules.
Create reporting covering
customer acquisition, authority
Improved future
Implement Future growth performance, customer rowth visibilit
Future Growth  requires visibility =~ movement, referrals, customer 9 d decisi Y
. . . . and decision-
Readiness into leading value, retention, Momentum makin
Dashboard indicators. indicators, and growth objective g
capability.

progress. Establish monthly
executive reviews.

Growth Objective Achievement Opportunities

Growth Objective Supporting Activities Intended Impact
Authority asset expansion, market Increased awareness and
Increase Visibility leadership assets, local expertise customer acquisition

visibility, customer success promotion.  opportunities.

Customer journey optimisation,

Increase Qualified . A
acquisition asset utilisation, referral

Increased enquiry quality

Enquiries . o and volume.
expansion, trust asset visibility.
Improve . Ay ;
c . Conversion optimisation, customer proof Improved conversion
onversion - S -
visibility, trust asset utilisation. efficiency.
Performance
Increase Customer engagement programmes,
) . Increased customer loyalty
Customer relationship management, customer .
. C and retention.
Retention value initiatives.

Advocacy programmes, referral

Increased recurring
Increase Referrals  systems, customer ambassador

acquisition opportunities.

activities.
Strengthen Expertise content, market insights, Increased trust and market
Authority authority hubs, customer outcomes. influence.
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Growth Objective Supporting Activities

Strengthen Long-
Term Growth

Growth governance, ownership

frameworks, sustainability processes,

reporting systemes.

Intended Impact

Improved long-term
commercial performance.

Growth System Maturity Opportunities

Opportunity

Growth System
Ownership

Future Growth
Dashboard

Annual Growth Review

Why It Matters

Supports accountability and
consistency.

Improves visibility into growth
performance.

Creates structured future

Intended Impact

Increased operational
maturity.

Better decision making.

Process planning.

Opyportunity Register

Governance Framework

Commercial
Performmance Reviews

Month 12 Milestones

Milestone
Growth Objective Review Completed

Acquisition Asset Maximisation
Completed

Conversion Optimisation Review
Completed

Customer Success Assets Expanded

Referral & Advocacy Contribution
Increased

Customer Value Activities Expanded

Future Opportunity Register
Completed

Annual Review Framework Established

Ensures future opportunities
remain visible.

Supports sustainable growth.

Maintains focus on business
outcomes.

Improved long-term growth
management.

Stronger future growth
planning.

Increased Growth System
resilience.

Improved commercial
performance.

What Completion Looks Like

Growth performance fully assessed against
objectives.

High-performing acquisition assets fully
leveraged.

Key conversion pathways operating efficiently.
Trust assets actively supporting growth.
Momentum mechanisms performing strongly.

Increased engagement and retention
opportunities.

Future growth opportunities documented and
prioritised.

Structured future planning process operational.
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Milestone What Completion Looks Like

Accountability established across the Growth

Ownership Framework Implemented
System.

Long-term growth indicators visible and

Future Readiness Dashboard Active
measurable.

Month 12 Success Indicators

Indicator What Success Looks Like
Growth Objective Progress Clear evidence of progress towards growth goals.

Customer Acquisition . L
Strong acquisition activity supported by proven assets.

Performance

Conversion Performance Improved customer progression and conversion rates.
Referral Contribution Strong referral participation and conversion.
Customer Retention Continued engagement and relationship strength.
Authority Performance Strong visibility and influence indicators.

Growth Asset Utilisation High-performing assets being used consistently.
Governance Adoption Growth System responsibilities clearly managed.
Future Opportunity Visibility Future growth opportunities actively monitored.

Business positioned for continued growth beyond the

Growth Readiness
roadmap.

Month 12 Impact Assessment

The activities expected to contribute most significantly towards growth objective
achievement are the maximisation of high-performing customer acquisition
assets, optimisation of conversion pathways, increased utilisation of customer
success assets, and expansion of referral and advocacy mechanisms. These
activities focus directly on the growth outcomes identified throughout the
roadmap.

Commercial performance is expected to strengthen through improved customer
acquisition efficiency, increased conversion performance, stronger customer
retention, increased customer value, and continued referral generation. These
activities maximise the commmercial contribution of the Growth System.
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Long-term Growth System performance is expected to improve through stronger
governance, clearer ownership, improved reporting visibility, structured review
processes, and documented future growth opportunities. These activities ensure
growth remains sustainable beyond the roadmap period.

The strongest future growth position is created through the combination of
authority, trust, customer advocacy, customer retention, recurring Momentum,
and structured growth management processes. Together, these create a
platform capable of supporting continued business growth.

Month 12 completes the roadmap by ensuring growth gains are embedded within
the business and positioned for long-term success.

Key Findings

The strongest growth achievement opportunities focus on customer

acquisition, conversion optimisation, customer value, referrals, and

authority utilisation.

e The strongest commercial opportunities focus on maximising the
contribution of proven Growth Assets and customer journeys.

e The strongest Momentum opportunities focus on referrals, advocacy,
customer engagement, and recurring trust creation.

o The strongest future growth opportunities focus on governance,
accountability, reporting, and structured opportunity management.

e The most important outcomes expected from Month 12 are stronger

commercial performance, improved growth objective achievement,

increased Growth System maturity, and greater future growth readiness.

Conclusion

Month 12 focuses on ensuring the business fully benefits from everything created
throughout the Growth Roadmap.

These activities have been prioritised because they directly support the
achievement of business growth objectives, strengthen commercial performance,
maximise the value generated from proven Growth Assets, and ensure growth

gains become embedded within the business.
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Successful completion of Month 12 should result in a mature, connected, scalable,
sustainable, and commercially effective Growth System capable of supporting
continued growth long into the future.

Most importantly, Month 12 strengthens Connected Growth by ensuring that every
major asset, Connection, customer journey, authority mechanism, referral
programme, trust asset, and Momentum loop is working together to support the
business's growth objectives while creating a strong foundation for future growth
beyond the completion of this roadmap.

A successfully implemented 12-month Growth Roadmap should leave the
business with stronger visibility, greater authority, increased customer acquisition
opportunities, improved conversion performance, stronger customer retention,
increased referrals, stronger Momentum, and a Growth System fully aligned with
its long-term commercial objectives.

GROWTH OBJECTIVES ALIGNMENT &
SUCCESS MEASURES

Introduction

The purpose of this Growth Roadmap is not simply to complete a series of
activities. Its purpose is to help your business achieve the growth objectives
identified at the beginning of the Connect Those Dots process.

Every priority, implementation activity, optimisation initiative, authority-building
programme, customer journey improvement, referral mechanism, and
Momentum activity documented throughout the roadmap has been selected
because it supports one or more of your business growth objectives.

Progress should not be measured solely by completed tasks. Progress should be
evaluated by the strength of the Growth System, the quality of customer
movement, the level of trust being created, the effectiveness of Momentum
mechanisms, and the commercial outcomes these improvements generate.
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Successful implementation should result in a stronger, more connected, more
sustainable Growth System that continues creating value long after the roadmap
has been completed.

Business Growth Objectives

Business Growth

L. Why It Matters to the Business Desired Outcome
Objective

Visibility creates awareness,
Increase Visibility customer consideration, and future
opportunities.

Increased exposure to
prospective customers.

Increase Qualified Enquiries represent the entry point Increased volume of
Enquiries into the Growth System. relevant opportunities.

. Improved conversion increases the More customers
Improve Conversion

value generated from existing progressing through the
Performance T ;
visibility. customer journey.
Retention strengthens customer Increased repeat
Increase Customer .
Retention value and long-term commercial engagement and customer
performance. loyalty.
Increase Referral Referrals create trusted and Increased customer-led
Generation recurring growth opportunities. acquisition.
Strengthen Market Authority increases trust, credibility, Increased recognition and
Authority and customer preference. influence.
Increase Customer Stronger customer relationships Increased customer lifetime
Value generate greater long-term value. value.
Strengthen Long-Term Sustainable growth reduces A resilient and repeatable

Growth Sustainability  dependency on short-term activity. Growth System.

Growth Objectives Alignment Matrix

Business Growth Roadmap Activities Supporting the Expected
Objective Objective Contribution
Authority development, local expertise
R expansion, market leadership content, Increased awareness
Increase Visibility . . s
authority asset scaling, visibility and market reach.

optimisation.

Customer journey improvements, trust

. . Increased

Increase Qualified asset deployment, referral expansion, M

.. C . . . opportuni
Enquiries acquisition asset scaling, conversion PP . y
generation.

optimisation.
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Business Growth
Objective

Improve Conversion
Performance

Increase Customer
Retention

Increase Referral
Generation

Strengthen Market

GROWTH FRAMEWORK®

Roadmap Activities Supporting the
Objective

Customer movement optimisation, trust
asset positioning, conversion pathway
refinement, customer success visibility.

Customer engagement programmes,
relationship nurturing, customer value
initiatives, retention optimisation.

Advocacy programmes, referral systems,
ambassador initiatives, review generation

processes.

Authority hubs, market reports, expertise

Expected
Contribution

Improved conversion
efficiency.

Increased customer
loyalty and
engagement.

Increased recurring
customer acquisition.

Increased credibility

Authority

Increase Customer

content, customer success promotion, local
influence activities.

and trust.

Retention activities, customer engagement
programmes, customer success initiatives,

Improved customer

Value

Strengthen Long-
Term Growth
Sustainability

relationship development.

Growth System consolidation, governance
frameworks, reporting systems, Momentum

protection activities.

Growth System Outcome Alignment

Growth System
Area

Visibility

Expected Improvement

Increased market exposure
and awareness.

lifetime value.

Increased Growth
System resilience.

Supporting Roadmap Activity

Authority building, content expansion,

Trust

Customer
Movement

Conversion

Retention

Referral
Generation

Customer
Value

Stronger customer confidence

and credibility.

Improved progression through

customer journeys.

Increased conversion
efficiency.

Improved customer

engagement and loyalty.

Increased customer-led

opportunities.

Increased long-term value
from existing customers.

market positioning activities.

Reviews, customer stories, advocacy
programmes, authority assets.

Journey optimisation, asset connection,
conversion improvements.

Trust placement, customer success
visibility, conversion optimisation.
Retention programmes and
relationship management.

Referral systems, advocacy
programmes, ambassador activities.

Engagement, retention, and
relationship programmes.

N2|Connect Those Dots Growth Roadmap



()

CONNECT
THOSE DOTS

) _—

Growth System
Area

Momentum

GROWTH FRAMEWORK®

Expected Improvement

Stronger recurring growth
mechanisms.

Success Measures

Success
Measure

Visibility Growth

Qualified
Enquiries

Conversion

Performance

Customer
Retention

Referral Activity

Review Growth

Authority
Engagement

Revenue
Performance

Why It Matters

Visibility influences future
customer acquisition.

Enquiries represent customer
movement into the Growth
System.

Conversion determines
commercial effectiveness.

Retention influences long-term

value.

Referrals indicate trust and
customer advocacy.

Reviews strengthen trust and
authority.

Authority influences preference

and credibility.

Revenue reflects commercial
effectiveness.

Leading Indicators of Success

Leading Indicator

Increased Visibility

Increased Authority

Engagement

Increased Customer

Enquiries

Why It Matters

awareness.

expertise recognition.

acquisition performance.

Indicates growing market

Demonstrates growing trust and

Indicates stronger customer

Supporting Roadmap Activity

Reviews, referrals, advocacy, authority
and retention initiatives.

Evidence Of Progress

Increased reach, impressions,
engagement, and audience
growth.

Increased volume of relevant
opportunities.

Improved progression from
enquiry to customer.

Increased repeat engagement
and customer activity.

Increased referral opportunities
and introductions.

Consistent review acquisition.

Increased interaction with
authority assets.

Positive commercial growth
trends.

What Positive Movement
Looks Like

Increased exposure across
target audiences.

Increased engagement with
authority assets.

More relevant enquiries
entering the Growth System.
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Leading Indicator

Increased Customer
Progression

Increased Review
Generation

Increased Referral
Activity

Increased Customer
Engagement

Increased Advocacy
Participation

GROWTH FRAMEWORK®

Why It Matters

Demonstrates stronger
customer movement.

Indicates stronger customer
satisfaction and trust.

Demonstrates stronger
Momentum creation.

Indicates stronger retention and

customer value.

Demonstrates stronger
customer relationships.

Lagging Indicators of Success

Lagging Indicator

Revenue Growth

Customer Growth

Retention Growth

Referral Growth

Customer Value
Growth

Market Authority
Growth

Commercial
Opportunity Growth

Growth System
Maturity

Why It Matters

Measures commercial impact.

Demonstrates acquisition
effectiveness.

Measures long-term relationship

strength.

Demonstrates successful
Momentum creation.

Measures relationship
effectiveness.

Demonstrates increased
influence and credibility.

Indicates increased demand
and visibility.

Measures long-term business
capability.

Roadmap Success Narrative

What Positive Movement
Looks Like

Higher progression through key
customer journeys.

Consistent growth in review
activity.

More customer-led
introductions.

Higher participation in
engagement activities.

More customers actively
promoting the business.

What Success Looks Like

Sustained positive revenue
performance.

Increased customer numbers.

Improved customer retention
levels.

Increased referral contribution.

Increased customer lifetime
value.

Stronger market recognition.

More high-quality
opportunities generated.

A repeatable and sustainable
Growth System.

Successful implementation of the Growth Roadmap should create a more

connected and more effective Growth System. Visibility improvements should
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increase awareness, while stronger authority and trust assets should improve
customer confidence and preference.

As customers move through improved customer journeys, reduced friction and
stronger trust signals should support improved progression and conversion
opportunities. Enhanced retention and customer engagement programmes
should increase customer value while creating additional advocacy and referral
opportunities.

The Momentum mechanisms introduced throughout the roadmap should create
recurring growth through reviews, referrals, customer advocacy, customer
success stories, authority assets, and long-term customer relationships.

Together, these improvements strengthen Connected Growth by ensuring that
every major asset, Connection, customer journey, trust asset, authority
mechanism, and Momentum loop contributes to stronger commercial outcomes.

12 Month Growth Outcome Assessment

Following successful implementation, improvements should be visible across
visibility, trust, customer movement, conversion, retention, referrals, customer

value, authority, and Momentum.

The business objectives identified at the beginning of the roadmap should be
materially advanced through stronger customer acquisition opportunities,
improved conversion efficiency, increased customer retention, stronger referral
activity, greater authority, and improved Growth System performance.

The strongest areas of the Growth System should be customer movement,
authority, trust creation, Momentum generation, customer advocacy, and
customer acquisition effectiveness.

Many of the assets created throughout the roadmap, including authority content,
referral mechanisms, customer advocacy programmes, review systems,
customer engagement activities, and Growth Asset frameworks, should continue
generating value beyond the completion of the roadmap period.
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Growth System Maturity Assessment

Growth System Area
Visibility

Trust

Customer Movement
Conversion

Retention

Referral Generation
Customer Value
Authority
Momentum

Growth System
Management

Key Findings

Current State

Active but inconsistent.

Supported by individual
assets.

Functional but fragmented.

Supported by existing
activities.

Reactive and opportunity
dependent.

Existing but inconsistent.

Influenced by customer
experience.

Present but underutilised.

Dependent on individual
activities.

Activity focused.

Expected State After Roadmap
Completion

Consistent and strategically
managed.

Embedded throughout customer
journeys.

Connected, measurable, and
optimised.

Strengthened through trust and
optimisation.

Structured and actively managed.

Repeatable and measurable.

Supported through ongoing
engagement.

Recognised, visible, and influential.

Supported by recurring growth
mechanisms.

Performance driven and
strategically managed.

o The most important business objectives focus on visibility, enquiries,

conversion, retention, referrals, authority, customer value, and sustainable

growth.

e The most important success measures focus on customer acquisition,

conversion performance, retention, referrals, authority, and revenue

performance.

« The most important leading indicators are visibility growth, enquiry growth,

customer progression, review generation, referral activity, and customer

engagement.

« The most important lagging indicators are revenue growth, customer

growth, retention growth, referral growth, authority growth, and Growth

System maturity.
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The most important Growth System improvements focus on customer
movement, trust creation, authority development, retention, and
Momentum generation.

e The most important long-term outcomes focus on sustainability,
repeatability, resilience, and continued commercial growth.

Conclusion

The Growth Roadmap has been designed to support the business objectives
identified at the beginning of the Connect Those Dots process.

Every major activity throughout the roadmap contributes towards strengthening
visibility, trust, customer movement, conversion, retention, referrals, customer
value, authority, and Momentum. These improvements work together to create a
stronger and more effective Growth System.

Implementation consistency matters because Connected Growth is created
through the cumulative effect of multiple assets, activities, and Momentum

mechanisms working together over time.

Successful execution of the roadmap should result in a more mature, more
connected, more resilient, and more commercially effective Growth System that is
better positioned to achieve the business's long-term growth objectives and
continue generating value beyond the completion of the roadmap period.

GROWTH ROADMAP EXECUTIVE CONCLUSION

Introduction

This Growth Roadmap has been created to transform the findings of the Connect
Those Dots assessment process into a connected implementation journey that
supports the growth objectives of your business.

The roadmap is designed to strengthen the areas already creating value, improve
the areas restricting growth, connect assets that currently operate in isolation,
and create a more effective Growth System capable of generating stronger and
more sustainable commercial outcomes.
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Throughout this roadmap, the focus has remained on Connected Growth. Not
because individual activities lack importance, but because long-term business
growth is rarely created by isolated actions. Sustainable growth is created when
visibility, trust, customer movement, authority, retention, referrals, customer value,
and Momentum work together as a connected system.

What The Roadmap Reveals

The assessment process reveals that your business already possesses valuable
Growth Assets capable of supporting meaningful growth. The opportunity is not
simply to create more activity. The opportunity is to create stronger alignment
between the assets, relationships, customer journeys, trust signals, authority
mechanisms, and Momentum drivers that already exist within the business.

The assessment demonstrates that growth is already being created through a
combination of expertise, customer outcomes, market presence, customer
relationships, trust assets, and existing customer movement pathways. These
assets provide the foundation upon which future growth can be built.

At the same time, the assessment identifies areas where customer movement
can be strengthened, Growth Assets can be better connected, trust can be
amplified, authority can be increased, referral opportunities can be expanded,
and Momentum mechanisms can be improved.

The Growth System reveals a business with significant potential, where many of
the ingredients required for growth already exist, but where greater value can be
created through stronger alignment, improved utilisation, increased consistency,

and more effective connection between individual growth drivers.

The roadmap therefore focuses less on creating entirely new assets and more on
strengthening the effectiveness, reach, and contribution of the assets already
available to the business.
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Growth System Evolution

Throughout implementation, the Growth System is expected to evolve from a
collection of individual assets and activities into a more connected, measurable,
scalable, and sustainable growth ecosystem.

The early phases of the roadmap focus on strengthening foundations, improving
clarity, fixing friction, and increasing the effectiveness of existing Growth Assets. As
implementation progresses, Connections become stronger, customer movement
improves, trust becomes more visible, and authority becomes more influential.

As Momentum mechanisms mature, reviews, referrals, customer advocacy,
customer success stories, authority assets, and customer engagement activities
begin contributing recurring value throughout the Growth System.

Later phases focus on scale, optimisation, authority development, sustainability,
and Growth System maturity. By the final stages of the roadmap, the objective is
for visibility, trust, customer movement, conversion, retention, referrals, authority,
and Momentum to operate as interconnected growth drivers rather than isolated

activities.

This evolution represents the transition from activity-led growth towards
Connected Growth.

Commercial Growth Outlook

Successful implementation should strengthen the business's ability to achieve its
growth objectives by improving the effectiveness of the Growth System as a

whole.

The improvements expected to create the greatest commercial significance are
those that strengthen customer acquisition, improve customer movement,
increase conversion opportunities, strengthen trust creation, improve customer

retention, increase customer value, and create recurring Momentum.

The assets expected to create the greatest long-term value are authority assets,
customer success assets, reviews, referral mechanisms, customer advocacy
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programmes, customer engagement initiatives, market expertise assets, and
customer relationship frameworks.

The Momentum mechanisms expected to contribute most strongly to future
growth are referral generation, customer advocacy, review acquisition, customer
retention activities, customer success promotion, and authority-led visibility

fprogrammes.

Collectively, these assets create recurring value that extends beyond individual

campaigns, individual activities, or individual customer interactions.

The roadmap therefore focuses on creating a Growth System capable of
generating sustainable commercial value rather than relying solely on continual
activity creation.

What Success Looks Like

Successful implementation should result in a business where Growth Assets are
more visible, customer journeys are more effective, authority is stronger, trust is
more influential, and customer movement is easier and more predictable.

By the end of the roadmap, the Growth System should be more connected, more
measurable, more scalable, and more resilient than it was at the beginning of the

assessment process.

Customer acquisition opportunities should be supported by stronger authority,
customer confidence should be reinforced through visible proof assets, referrals
should occur more consistently, retention should become more intentional, and
customer value should increase through stronger relationships and engagement.

Success should not be defined by the completion of activities alone.

Success should be visible through the strength of the Growth System, the quality
of customer movement, the consistency of Momentum generation, the
effectiveness of Growth Assets, and the commercial outcomes these
improvements help create.
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Connected Growth Summary

Area

Visibility

Trust

Customer
Movement

Conversion

Retention

Referral
Generation

Customer
Value

Momentum

Current Observation

Existing visibility opportunities are
present but not fully leveraged.
Trust assets exist but are not

consistently influencing customer
journeys.

Customer journeys contain
opportunities for improved
progression.

Conversion opportunities exist but
can be strengthened.

Customer relationships provide
ongoing value opportunities.

Referrals contribute value but can
become more repeatable.

Existing customer relationships can
generate greater value.

Momentum exists but is not fully
systemised.

Leadership Perspective

Expected Improvement

Increased reach, awareness, and
market exposure.

Stronger trust creation throughout
customer progression.

Smoother, more measurable
customer movement.

Improved customer progression
and conversion efficiency.

More structured and consistent
retention performance.

Increased referral volume and
recurring growth.

Increased lifetime value and
engagement.

Stronger recurring growth
mechanisms operating
continuously.

For leadership teams, one of the most important conclusions from this roadmap

is that growth should not depend on individual activities, individual people, or

isolated initiatives.

Execution discipline matters because even the strongest Growth System can lose

effectiveness when activities become inconsistent, assets are neglected,

customer journeys weaken, or Momentum mechanisms are not maintained.

Protecting key Growth Assets matters because many of the assets that create the

greatest value, including authority, customer trust, reviews, referrals, customer

advocacy, customer relationships, and expertise, often take significant time to

build but can decline quickly if ignored.

121|Connect Those Dots Growth Roadmap



CONNECT
THOSE DOTS

GROWTH FRAMEWORK®

()

~—~
Maintaining Connected Growth matters because the strongest commercial
outcomes are created when visibility, trust, customer movement, conversion,
retention, referrals, customer value, and Momentum strengthen one another
rather than operate independently.

Sustainable growth is therefore not a destination. It is an ongoing leadership
responsibility that requires continued attention, measurement, refinement, and
protection.

Executive Key Findings

o Strongest Growth Assets: Authority, expertise, customer success stories,
reviews, referrals, customer relationships, and trust assets.

e Strongest Growth Opportunities: Improved customer movement, stronger
asset utilisation, increased authority visibility, referral expansion, and
Momentum creation.

e Most Important Roadmap Priorities: Visibility, trust, customer movement,
authority, retention, referrals, customer value, and Momentum.

e Most Important Growth Objectives: Increased customer acquisition,
improved conversion, stronger retention, increased referrals, increased
authority, and sustainable growth.

e Most Important Success Factors: Consistent implementation, effective
asset utilisation, Growth System optimisation, Momentum protection, and
leadership accountability.

e Most Important Long-Term Growth Drivers: Authority, customer advocacy,
referrals, customer engagement, customer value, and recurring

Momentum mechanisms.

Final Executive Conclusion

The Connect Those Dots process has provided a deeper understanding of how
growth is currently created within the business, where value already exists, where
friction currently restricts progress, and where the greatest future opportunities
can be found.

The Growth Roadmap has been designed to strengthen the areas already
contributing to growth, improve the areas limiting performance, increase the
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effectiveness of existing Growth Assets, and create stronger Connections
throughout the Growth System.

Future growth will depend less on isolated activity and more on how effectively
visibility, trust, customer movement, authority, customer relationships, referrals,
retention, customer value, and Momentum operate together.

The roadmap therefore represents far more than an implementation plan.

It represents a structured pathway towards a stronger, more connected, more
scalable, and more sustainable Growth System.

Connected Growth matters because businesses rarely grow through a single
activity, a single channel, or a single asset. Growth is created when the right
assets are connected in the right way, at the right time, and continue creating
value together over the long term.

Executive Closing Statement

Your Growth System now has a clear direction, a clear set of priorities, a clear
implementation journey, and a clear connection to the business objectives it is
designed to support.

The assessment has identified your strongest Growth Assets, your most significant
growth opportunities, your most important priorities, and the areas where future
growth potential exists.

The roadmap provides the structure required to strengthen customer movement,
increase trust, improve authority, create stronger Momentum, increase

commercial performance, and support long-term business growth.
The opportunity now lies in implementation.

Consistent execution, ongoing measurement, effective asset management, and
continued commitment to Connected Growth will determine how successfully the
business converts potential into performance.

e The Growth System is now mapped.
e The priorities are now clear.
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e The opportunities are now visible.
e The roadmap is now defined.

What happens next depends on execution.
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