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Activity is not a growth system

Most restaurants already promote, post, 
discount, network, quote, and follow up.

The problem is that the activity often has no shared 
market choice, capacity gate, contribution rule, owner, 
evidence, or stop decision.

Disconnected demand
Channels compete for attention without 
one growth priority.

Uncontrolled promises
Sales can outrun capacity, service, or 
financial guardrails.

No learning loop
Results do not become a decision, 
correction, or repeatable playbook.

GRV-G converts activity into a controlled path from market evidence to 
scalable contribution.
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Sustainable growth has four tests
Revenue alone is not the operating standard.

1 Qualified demand The right guest, occasion, market, and channel

2 Honest conversion A clear promise, permission path, and working action

3 Reliable delivery Capacity, service, food, staffing, and handoff can perform

4 Verified contribution The result survives GRV-P economics and review

If one test fails, growth work is corrected or stopped before it is scaled.
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GRV-G owns the growth decision
It references other systems; it does not replace them.

GRV-G Market choice, visibility, pipeline, campaigns, partnerships, experiments, scale

GRV-R Individual contact, permission, suppression, outreach, recovery, relationship history

GRV-P Contribution, margin, offer and channel economics, event profitability, verification

GRV-S / C / 
F / T

Service, staffing capacity, product execution, and training evidence

GRV-I / 
GRV-RC

Source authority, controlled change, risk, dependencies, and continuity

Growth may propose. The owning system must approve its controlled subject before launch, 
sale, or scale.
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Six operating areas cover the full path

01–05 Market position
Baseline, trade area, segments, 
competition, annual strategy

06–10 Local demand
Discovery, listings, reputation, content, 
community presence

11–15 Sales development
Pipeline, qualification, discovery, 
proposals, lost-sale learning

16–20 Conversion control
Offers, campaigns, channels, landing 
paths, results decisions

21–25 Revenue channels
Catering, events, accounts, 
partnerships, referral alliances

26–30 Scale and renewal
Weekly review, funnel, experiments, 
replication, roadmap

Every area ends in a decision, an owner, evidence, and a next review.
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Thirty tools share one operating grammar

THE CODE TELLS YOU WHERE THE RECORD BELONGS

GRV-G01 through GRV-
G30
• One official ID and name

• One named owner and frequency

• One source and limitation standard

• One review and decision path

• No uncontrolled local duplicates
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Install control before acceleration

DAYS 1–30 Baseline and control Definitions, sources, owners, listings, active 
pipeline, weekly review

DAYS 31–60 Visibility and 
conversion

Qualification, proposals, offers, campaigns, 
conversion paths

DAYS 61–90 Channels and 
learning

Catering, accounts, partnerships, experiments, 
replication decisions

Advance only when GRV-R permission, GRV-P economics, capacity checks, ownership, and 
source definitions work.



GROWTH & SALES BUILDING SYSTEM

THE GRAVITY SYSTEM 08

Every tool follows the same six-step cycle

1 Select the GRV-G tool

2 Confirm owner and decision

3 Enter source evidence

4 Clear cross-system guardrails

5 Review the result

6 Continue, change, stop, or scale

The form captures the decision record; the workbook 
manages the recurring control.
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IDs and evidence make growth auditable

OPP-2026-0042

CMP-2026-07

OFF-2026-03

EXP-2026-05

GA-2026-0018

• Record the source and cutoff date

• Separate actuals, estimates, and assumptions

• Use one definition for each funnel stage and value

• Keep detailed personal records in GRV-R

• Mark unknown evidence as unverified

When the definition, source, period, or limitation is missing, the number is not 
decision-ready.
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Choose a market before choosing a campaign

DECISION SEQUENCE

• Reconcile the baseline

• Define the practical trade 
area

• Choose a segment and 
occasion

• Name a proven position

• Assign one 90-day action
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Visibility comes before promotion

Be findable
Test the priority discovery path as 
a guest would.

Be accurate
Control hours, categories, links, 
menu, access, and verification.

Be trustworthy
Grow honest reviews and route 
operating themes to correction.

Correct broken discovery 
before buying more 
attention.



GROWTH & SALES BUILDING SYSTEM

THE GRAVITY SYSTEM 12

Pipeline means qualified value plus a next action

REQUIRED FOR ACTIVE PIPELINE

• Opportunity ID

• Qualified need and fit

• Approved value definition

• Controlled stage probability

• Named owner

• Dated next action

Weighted value is planning evidence—not booked revenue.
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Discovery controls the promise

DISCOVER
Outcome, must-haves, constraints, timing, budget, decision process

VERIFY
Capacity, menu, price source, accessibility, operations, profitability

PROPOSE
Scope, inclusions, exclusions, assumptions, terms, expiration

FOLLOW UP
Agreed next step and date—not repeated checking without value

HAND OFF
One controlled record from sold promise to operating execution

Do not sell a promise the operating system has not 
approved.



GROWTH & SALES BUILDING SYSTEM

THE GRAVITY SYSTEM 14

Campaigns must clear six guardrails

1 Truth
Claims have current proof

2 Permission
GRV-R audience and 
suppression are verified

3 Economics
GRV-P approves 
contribution and limits

4 Capacity
Operations can deliver the 
promise

5 Access
The action path is clear and 
accessible

6 Measurement
Tracking, review date, and 
stop rule exist

No fake reviews, deceptive claims, hidden relationships, or 
uncontrolled direct outreach.



GROWTH & SALES BUILDING SYSTEM

THE GRAVITY SYSTEM 15

Revenue channels use the same discipline

CATERING EVENTS ACCOUNTS & PARTNERS

Target occasion  •  approved value  •  qualified pipeline  •  controlled promise  •  operating handoff  •  
renewal decision
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The workbook turns forms into live control

WORKBOOK FLOW

1 Set definitions and goals

2 Enter source evidence in yellow 
cells

3 Read formula outputs in blue-gray 
cells

4 Review alerts and Checks

5 Use Dashboard for decisions
28 sheets  |  1,815 formulas  |  23 tables  |  76 

validation controls
Do not rename sheets or type over formula 

columns.
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Checks prevent a false-green dashboard

Dashboard Control Checks

An empty workbook intentionally fails baseline, listing, and pipeline installation checks.
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The weekly review closes the loop

1 Verify Data cutoff, definitions, and source quality

2 Inspect Pipeline, campaigns, visibility, events, 
experiments, actions

3 Decide Continue, change, stop, escalate, or prepare 
to scale

4 Assign One owner, due date, evidence requirement, 
and escalation

5 Confirm Prior actions closed and next review 
scheduled

A meeting without owned actions is discussion—
not control.
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Experiments earn the right to scale

HYPOTHESIS
One defined change and an expected result

TEST
Baseline, primary measure, minimum evidence, safeguards

DECIDE
Adopt, revise, retest, or stop—including limitations

REPLICATE
Document steps, train, pilot again, verify economics and quality

One strong result is evidence for another controlled 
test—not automatic permission to expand.



FIRST CONTROLLED MOVE

Start with three records

GRV-G01 Establish the growth baseline

GRV-G07 Control the priority listing

GRV-G11 Enter the first qualified opportunity

Then run GRV-G26, clear the failed Checks, and choose the next 90-
day priority.
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