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MANAGEMENT SUMMARY

Revenue lifecycle stages are not a universal funnel list. They are declared commercial states moving a defined
process instance from an entry event to an outcome or censoring point. Reinartz, Krafft, and Hoyer measure
CRM as a process with initiation, maintenance, and termination, while Boulding and colleagues frame CRM
around value, acquisition, retention, and enhancement. This article maps each state to evidence, an owner, an
exit or continuation rule, a next state, and a failure mode. Returned, held, reworked, excluded, and
open-at-horizon records remain visible. Counts describe composition and timing, but cannot prove that lifecycle
design caused conversion, retention, customer value, or revenue. The test is whether another person can recon-
struct the transition without changing its unit, denominator, owner, or outcome horizon.
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Arevenue lifecycle is not a funnel graphic with more labels.

Revenue lifecycle stages are declared commercial states that move a defined process instance from a named
entry event through a named outcome, terminal closure, or open-at-horizon status. Each state needs entry evid-
ence, an owner, an exit or continuation rule, a next-state rule, and a visible failure mode.

That is more demanding than adding “marketing qualified” or “renewal” to a dashboard. It also makes the life-
cycle adaptable: the states can change when the motion changes, while the evidence contract remains inspect-
able.

What is a revenue lifecycle stage?

Alifecycle stage is a state in a declared commercial process. It is not the same thing as a funnel count, a CRM field,
a sales methodology, or a handoff. The stage says where the process instance is. The entry rule says why it is al-
lowed to be there. The exit rule says what evidence permits the next state. The owner says who can inspect or
change the state.

Reinartz et al. (2004) conceptualize and measure customer relationship management as a process with initiation,
maintenance, and termination stages. Their design is useful because it treats the lifecycle as an object to meas-
ure. It does not establish that every firm should use those three labels, or that a revenue lifecycle can be copied
from a CRM menu.

Boulding et al. (2005) frame CRM more broadly around creating value for the customer and the firm, with acquisi-
tion, retention, and enhancement as distinct concerns. That gives a second boundary: a lifecycle should show
which commercial problem a state belongs to, not just where a record sits in a report.

Why is a lifecycle not the same as a funnel?

A funnel is an aggregate view of records observed in states. A lifecycle is the declared path and evidence behind
those states. The funnel can answer how many records appear in a state on a date. The lifecycle must also answer
which event admitted them, who owns them, what evidence is missing, what transition is next, and what remains
unresolved.

The distinction is practical. A record can be counted in “opportunity” because a stage field was edited, while the
account lacks a confirmed need, decision path, or accepted commercial scope. A customer can be counted in “re-
newal” while the contract, value event, or decision horizon is still open. The count is not necessarily false. It is in-
complete as a lifecycle state.

The revenue-process article owns the detailed handoff contract from sender release to receiver acceptance. This
page owns the larger state sequence around that interface. The pipeline-hygiene article owns the record-fitness
decision before an opportunity enters an open-pipeline view.

Which research boundaries belong around the lifecycle?

Jayachandran et al. (2005) conceptualize relational information processes as organizational routines that are crit-
ical for CRM. Their treatment gives technology a supporting or moderating role in implementing those processes.
The implication for lifecycle design is narrow: technology can store or route evidence, but a configured system is
not the commercial state itself.
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Jarvinen and Taiminen (2016) connect marketing automation, B2B content processes, and selling processes in a
bounded single case. The accepted manuscript is useful context for how content and automation can sit across a

lifecycle. It is not evidence for a universal automation sequence or a general conversion result.

Homburg et al. (2017) treat customer experience management as an organizational and cross-functional imple-
mentation problem. Van Bruggen et al. (2010) treat channel multiplicity as a design and management problem.

Together, those sources warn against a lifecycle that belongs to one department or one channel while the cus-

tomer moves through several.

The lifecycle therefore needs an information owner and a cross-channel identity rule. It does not need one univer-

sal list of stages.

Which fields make each lifecycle state auditable?
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Table 1 Revenue lifecycle state map

State Entry evid- Owner Exit or ac- Next state Failure mode
ence ceptance
event
Unidentified demand Named trig- Demand Need or fit Qualified ac-  Activity is
ger, source, owner evidence ac- count counted
and eligible cepted without an eli-
population gible unit
Qualified account Fit, need, SDR or BDR Commercial Active oppor-  ICP label sub-
and buying-c  owner context ac- tunity stitutes for
ontext evid- cepted by re- evidence
ence ceiving own-
er
Active opportunity Account, Sales owner Proposal, Customer or Stage label
problem, de- contract, or closed rela- moves without
cision path, explicit tionship a transition
and current- no-decision event
stage evid- event
ence
Customer or implementation Accepted Customer or First value, Activatedori  Handoff ac-
contract and delivery activation,or  mplemented  cepted
delivery owner implementat without an
scope ion comple- agreed scope
tion
Activated or implemented Firstvalueor  Customeror Continued Retained, ex-  Activation is
implementat  delivery use,renewal,  panding, or counted as re-
ion comple- owner or closed rela- tention or ex-
tion terminal-loss  tionship pansion
evidence
after the de-
clared reten-
tion horizon
Expansion or renewal Usage, value,  Account Renewal, ex- Retained, ex- Renewal is
contract, or owner pansion, panded, or counted be-
renewal contraction, lost relation- fore the de-
evidence or decline ship cision horizon
decision at
the named
horizon
Open at observation horizon Currentstate  Processown-  Observation Remains Censoring is
evidenceand er window open or cen- counted as
censoring closes sored until closure or loss
date with no without an new evid-
terminal out- explicit clos- ence
come ure event
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State Entry evid- Owner Exit or ac- Next state Failure mode

ence ceptance

event

Closed relationship Explicit ter- Processown-  Record re- Declared Closure hides

minal clos- er tained, re- re-entryonly  anunresolved
ure, loss, or opened only or returned
cancellation after an ex- case
evidence plicit new

event, or ex-

plicitly ex-

cluded

Author's lifecycle framework grounded in Boulding et al. (2005), Reinartz et al. (2004), Jayachandran et al. (2005), Jérvinen and Taiminen (2016), Hom-
burg et al. (2017), and Van Bruggen et al. (2010). Rows are synthetic and illustrative.

This table is a design object, not a claim that every business needs these eight states. Its test is whether a reviewer
can reconstruct why a process instance entered a state, who owned it, what evidence permitted the next state,
and what happened when the normal path failed.

The Open at observation horizon row is a status, not a terminal stage. It keeps a right-censored record separate from
a closed or lost relationship. Re-entry requires a new, explicit event after closure; an open record has not earned
that transition.

How should returned and held states appear?

Returned and held states should be visible beside accepted states. A returned account may lack a decision path. A
held opportunity may need legal or pricing evidence. A reworked implementation may have a new scope but still
be the same process instance. An excluded record may be outside the motion without being a failed customer.

The record should preserve the reason, owner, date, review or expiry trigger, and disposition. A final stage value is
not enough because it removes the path that explains the current state. The existing lead-routing article owns as-
signment before a commercial handoff; this page keeps the accepted, returned, and held states visible across the
lifecycle.

Which boundaries should be declared before a lifecycle dashboard?

Declare these boundaries before counting stages:

1 the process unit, such as account, opportunity, contract, customer, or named handoff;
2 theeligible population and exclusion rule;

3 theentry event and evidence;

4 the owner and acceptance rule for each state;

5 the exit event and next-state rule;

6 the observation date, time zone, and outcome horizon;

7 thejoin key across channels, systems, or entities; and

8 the treatment of returned, held, reworked, excluded, and open-at-horizon states.
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These boundaries prevent a stage dashboard from changing its meaning while retaining the same labels. They
also keep the lifecycle separate from the cohort-analysis article, which owns age-relative population comparison
rather than a universal revenue-state model.

Can lifecycle stages prove better revenue performance?

No. A lifecycle dashboard can describe state composition, transition timing, accepted work, returned work, or
open cases under its declared boundaries. It cannot by itself prove that the state design caused conversion, reten-
tion, customer value, or revenue.

A lifecycle change can alter what enters a state, which owner accepts it, when a record exits, or which records re-
main visible. A different dashboard total may therefore reflect a definition or instrumentation change rather than
a commercial outcome. To make a causal claim, specify the changed intervention, eligible population, comparis-
on, outcome, and horizon.

How should a team audit its revenue lifecycle?

Start with one process family and one observation horizon. Select a sample of records from each state. For every
record, ask:
+  what event admitted it;

what evidence supports the current state;

who owns the decision;

what event permits the next state;

whether another owner accepted, held, returned, or excluded it;

whether the record is terminal, open or censored, or eligible for explicit re-entry; and

what outcome or censoring rule applies.

Then compare the written rules with the records that the dashboard counts. If a state cannot be reconstructed,
keep it as an unresolved state and fix the evidence path before adding another stage. This makes the lifecycle a re-
viewable operating model rather than a longer funnel list.

The defensible conclusion is narrow: a revenue lifecycle is a versioned map of commercial states and evidence. Its
value comes from visible entry, ownership, exit, exception, identity, and outcome boundaries, not from the num-
ber of stages on the dashboard.
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