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The 6 Stages
Your Business 
Must Have

 

A diagnostic road map to stop the business from running 
on the founder, and start running on a system.

S . O . S .  R O A D M A P    ·    
S T R A T E G I C  O P E R A T I O N A L  S Y S T E M S



TechAble S.O.S. ROADMAP · THE 6 STAGES

The Founder Trap
 

The 6 Critical Stages of Your Operations
 

You have built a visible, growing business. But behind the scenes, you are the system. If you recognise
more than two of these symptoms, your operations are bottlenecking your growth.

Every service-based business runs on a 6-stage lifecycle. When a stage is undocumented, it defaults to
the founder. Here is what a structured operation looks like across all six.

Every client feels bespoke

 

Everything runs through you

 

Growth creates chaos

 

Nothing is written down

 

Delivery quality varies, and scoping takes hours

because there is no repeatable framework.

Decisions, questions, and approvals all stop at your

desk.

Processes live in people's heads. New team

members stall because they don't know the

playbook.

Each new client or team member adds friction and

complexity, not capacity.

You can see the mess, but you don't know where to start. The fix isn't working harder. The fix is
mapping your Lead-to-Client Lifecycle and building the process spine. 

Tech
ble

THE STRUCTURED WAY

 

STAGE 1

THE FRAGILE WAY

 

Lead Capture & Intake

The Goal: Leads enter your ecosystem without manual hand-holding.

Leads message you across email, LinkedIn, and
WhatsApp. You manually track them in your head
or a messy spreadsheet.

A single, automated intake pipeline. Leads are pre-
qualified through clear forms, automatically
categorised, and routed to the right team member
without your intervention.
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STAGE 3

STAGE 2

THE FRAGILE WAY

 

THE FRAGILE WAY
Handovers are verbal. The team chases the client
for assets, logins, and details, causing delays
before the work even begins.

THE STRUCTURED WAY

 

THE STRUCTURED WAY
Automated onboarding workflows. Expectations,
timelines, and asset collection are handled via a
centralised client portal. The internal team has a
complete brief before the kickoff call.

Client Onboarding

Scoping & Conversion

The Goal: 

The Goal: A seamless handoff from sales to delivery.

Standardised proposals and predictable closing.

Every proposal is built from scratch. You spend
hours calculating margins and drafting bespoke
scopes of work.

You utilise a tiered service model and standardised
templates. Pricing, timelines, and deliverables are
modular. The team can draft 80% of the proposal
before you even review it.

STAGE 4

STAGE 5

THE FRAGILE WAY

 

THE FRAGILE WAY

 

THE STRUCTURED WAY
Work is managed through a Task Tiering Model.
Every task has an Executor Profile attached. SOPs
govern the how, and project dashboards provide a
single source of truth.

THE STRUCTURED WAY
Peer-review frameworks and clear QA checklists
are embedded into the workflow. The team
catches their own errors against documented
standards.

Quality Assurance & Review

Service Delivery (The Engine)

The Goal: 

The Goal: 

Consistent execution driven by SOPs, not memory.

Protecting margins while holding delivery quality at scale.

Your team asksyou "what's next?" every day.
Work falls through the cracks because nobody
owns the intermediate steps.

Youarethe final bottleneck. Nothing ships to the
client until you personally review it and fix the
errors.
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STAGE 6

THE FRAGILE WAY

 

THE STRUCTURED WAY

 

Offboarding & Retention

The Goal: Clean project closures and systematic relationship expansion.

Projectsjust sort of "fade out." You forget to ask
for testimonials, and upselling relies on you
remembering to send an email months later.

Aformal offboarding sequence triggers
automatically. Feedback is captured, case study
metrics are gathered, and clients transition into an
ongoing advisory or retainer phase.

Reactive
You are the system. Hand-offs are
messy, data is scattered, and you
are fighting daily fires.

Fragile

 

Structured
Every role, stage, and handover is
visible and assigned. The process
spine holds up under pressure.

Stop Guessing. See the Map.
 

Where Does Your Business Sit?
 

It's time to find out exactly what is costing you time, money, and momentum.

Look at the 6 stages above. Across your operation, you are currently operating in one of three bands.

1 2 3

Youhave some tools and
templates, but they aren't
connected. The system works at 5
clients, but breaks at 15.

Clarity Architecture Activation→ → Transformation happens in three phases. But it all starts with
knowing exactly where the gaps are.



Y O U R  N E X T  S T E P

Two steps from clarity
to a working system.

Start free with the Process Reality Check, then book a discovery call. Either way, you
leave knowing exactly what to do next.

 

STEP 2

STEP 1

Build the Process Spine (Tier 1)

 

Take the Process Reality Check (Tier 0)

 Run our free 6-to-8 minute self-audit. Walk through your operation stage by stage, score yourself honestly,
and get an instant band (Reactive, Fragile, or Structured) along with a ranked list of your biggest risks.

Once you have your results, book a free discovery call. We will map your full lead-to-client lifecycle, pinpoint
The bottlenecks, and outline a 2-week sprint to build documented sub-process maps your team can actually
follow. No pitch deck. No pressure. Just clarity.

Book Your Discovery Call 

Take the Free Assessment 

→

→
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