Lightcurve Case Study
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The Problem:

"I need a consistent sales process that will work across my channels"

Lightcurve, in a phase of accelerated growth and focused on expanding its subscriber base, recognized that the absence of a structured sales process was limiting its ability to sustain and scale momentum. To address this challenge, the company sought to implement a consultative sales approach that would enable systematic consistency, predictability, and long-term revenue growth.

The Solution:
Focused on improving customer conversions and upsell opportunities of Lightcurve's services; InnerView increased Sales Consultant efficiency and consistency through:
· Designing the sales process structure to be simpler, more intuitive, and more effective.
· Facilitating frontline agent and leader sessions to drive behavioral adoption of the new process.
· Empowering sales staff to apply a consultative selling approach in customer conversations.


Revised 9/10/25:

Solution
InnerView helped Lightcurve strengthen customer conversions and upsell performance by unifying their sales culture around a clear, repeatable process. We focused on three key areas of impact:
· Assessment & Insight Gathering – Conducted a full review of Lightcurve’s sales landscape, including call listening, program evaluation, and leader/frontline focus groups, to identify gaps in consistency and reinforcement.
· Sales Process & Leadership Development – Designed a standardized, behavior-driven sales process that applied across all channels. Delivered leader workshops that shifted the focus from coaching to numbers toward coaching to performance behaviors, equipping leaders to reinforce the micro-behaviors that drive results.
· Frontline Enablement & Adoption – Rolled out the new process through targeted frontline huddles, giving sales consultants the tools and confidence to apply consultative behaviors in every conversation. Reinforcement materials and sustainment plans ensured alignment and stickiness across cohorts.

Outcome: Lightcurve gained a unified sales process, leaders who coach to performance, and frontline consultants empowered to engage customers more effectively driving measurable improvements in conversions and upsell opportunities.
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Problem

"I need a consistent sales process that will work across my channels"
Lightcurve sales leaders were under pressure for underperformance on customer acquisition and retention goals.  They were trying to grow a customer base while also onboarding sales representatives and frontline leaders at a rapid pace.  They faced the reality that gaps in sales performance stemmed from the lack of a defined process to standardize how employees across channels engaged with customers.
  
Solution
InnerView partnered with Lightcurve to elevate conversions and upsells by unifying their sales culture around a clear, repeatable process. We focused on three areas of opportunity:
· Assessment & Insights – Engaged in call reviews, program evaluations, and focus groups to surface opportunities to strengthen consistency and reinforcement.
· Sales Process & Leadership – Introduced a standardized, behavior driven process across channels and empowered leaders to focus coaching on the performance behaviors that fuel results.
· Frontline Enablement – Brought the process to life through targeted huddles and practical tools, giving consultants confidence to apply consultative behaviors every day, supported by reinforcement and sustainment plans.
Outcome: Lightcurve now has a unified sales process, leaders who champion performance behaviors, and consultants empowered to engage customers more effectively driving measurable growth in conversions and upsells.


