
How Springfield RevOps Scaled to 125% More
Revenue Without Hiring

Industry: Revenue Operations Consulting

Company Size: 20 employees

Customer Segment: $10-100M revenue companies in heavy operations industries

The Challenge

Springfield RevOps had a scaling problem. With 45 customers and a lean team of 20, every new
customer implementation created a bottleneck. But the real issue wasn't just implementation time—it
was building and maintaining connectors to their clients' ever-growing stack of tools.

"The implementations themselves were taking too long," explains John, CEO and founder of
Springfield RevOps. "But the real killer was the connectors. Every client uses a different
mix—HubSpot connectors, Salesforce connectors, Stripe connectors, Shopify connectors,
custom database connectors. Each one required custom integration work. And then every time
their data changed, we had to manually rebuild dashboards and rewrite queries. We were
spending days just trying to keep analyses current."

Clients needed their operations teams to make decisions quickly and confidently, but Springfield's
manual process couldn't keep pace with the sheer variety of connectors needed. Building and
maintaining custom connectors for each client's unique tech stack consumed engineering resources.
The team was maxed out, and growth meant hiring—an expensive proposition.

The Solution

Springfield RevOps implemented Structify to keep their client analyses always up to date and enable
faster, more confident decision making. Rather than manually building custom connectors for each
client's tech stack, Structify integrated directly with their clients' diverse data sources—HubSpot,
Salesforce, Stripe, Shopify, databases, and more—and used AI to understand the data structures and
automatically process changes.

The breakthrough was how quickly Springfield could onboard new clients regardless of their tool stack.
Structify mapped the schemas, wrote the code to process the data, and kept everything inspectable so
the team could verify data integrity. The platform even handled PDFs when clients had data locked in
documents.



"We had one client using a complex mix of Salesforce, Stripe for payments, and custom
databases," John recalls. "Structify connected to all of them, understood the relationships
between the data, and kept the analysis updated automatically. That implementation normally
would have taken weeks of custom integration work. With Structify, it was running in days. The
client immediately paid for the upsell."

The turning point came during the first demo. "Watching Structify connect to multiple data
sources, map the schemas, and use AI to write code that processed everything—work that
normally took our analysts at least a day per source—happen right there on the call was
absolutely magical," says John. "And because it works through Slack, our team didn't need to
learn another tool."

The Results

Within 4 Months:

• 125% revenue increase from serving more customers with the same team

• 2x customer capacity per analyst

• Analyses stay automatically updated as client data changes

• Client decision-making accelerated with always-current insights

• One implementation reduced from 2 weeks to 2 days

Springfield RevOps unlocked a new growth trajectory without expanding headcount. By keeping client
analyses automatically updated as data changed, their team could focus on strategic work instead of
manual data wrangling. Clients could now make decisions confidently and quickly, knowing their
insights were always current. The team went from being bottlenecked by custom integrations to
confidently taking on new business.

Structify's ability to integrate with any data source—across all the tools operations teams actually
use—opened entirely new market opportunities. Springfield could now serve clients regardless of their
tech stack, creating a path to expand revenue beyond just new customer acquisition.

"Structify didn't just make us faster," John notes. "It fundamentally changed our business model.
We can now keep our clients' insights always up to date, let their teams make data-driven
decisions at the pace their markets demand, and serve any client regardless of what tools they
use."


