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THE REVENUE FEEDBACK LOOP MAP

One-Page Visual Framework for Mapping Reinforcing and Balancing Loops in Your Revenue System

I Reinforcing Loop (R) — Growth or Collapse Amplifier Il Balancing Loop (B) — Stabilizer or Governor
PRE-POPULATED: 7 MOST COMMON REVENUE FEEDBACK LOOPS | Customize for Your Organization in 30 Minutes
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UNDERSTANDING FEEDBACK LOOPS

The Two Forces That Govern Every Revenue System

Every revenue system is governed by two types of feedback loops. Reinforcing loops amplify change — they accelerate growth when conditions are
favorable, and accelerate decline when they are not. Balancing loops resist change — they act as governors, pushing back against movement away
from a target. Knowing which loop you are in is the first step to diagnosing why your revenue behaves the way it does.

REINFORCING LOOP (R) BALANCING LOOP (B)

Growth Amplifier or Collapse Accelerator Stabilizer, Governor, and Constraint

A reinforcing loop occurs when a change in one variable causes changes A balancing loop occurs when a change in one variable triggers responses
that amplify the original change. The loop feeds on itself — for better or that push back against that change. The loop seeks a target or equilibrium
worse. state.

In revenue systems, reinforcing loops are responsible for both In revenue systems, balancing loops act as governors. They constrain
hypergrowth and collapse. They power viral adoption, compounding NRR, runaway growth when capacity or quality limits are reached, and stabilize
and brand flywheel effects. They are also responsible for churn death decline by triggering corrective action.

spirals and pipeline stagnation.

The CFO's role is often to identify which balancing loops are governing the
The defining characteristic: it has no natural stopping point. Left revenue system and whether the target state embedded in each loop is
unchecked, it will accelerate indefinitely or collapse completely — which is set at the right level.
why every reinforcing loop needs a balancing constraint.

Rule: Count the minus signs. Odd number (1, 3...) = balancing.
Rule: Count the minus signs. Even number (0, 2, 4...) = reinforcing.

THE 7 REVENUE FEEDBACK LOOPS — VISUAL REFERENCE
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QUICK RULES FOR IDENTIFYING LOOP TYPE
I REINFORCING (R) Count the minus signs. Even number (0, 2, 4...) = reinforcing. The system amplifies whatever direction it is moving — growth

compounds, or decline accelerates.

I BALANCING (B) Odd number of minus signs (1, 3...) = balancing. The loop seeks a goal or equilibrium and resists change rather than amplifying it.

I CFO DIAGNOSTIC Revenue below expectation? Look for a hidden balancing loop constraining growth. Growing uncontrollably? Find the reinforcing loop
and design a governing constraint before it collapses.

Customize this map for your organization at EfuturesCFO.com | Premium Toolkit: Full Revenue System Mapping Workbook
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