
CASE STUDY: GO2 CONSULTING + REFEROO 

Referoo UK Market Entry 
Referoo launched in the UK in 2022, introducing a reference-checking solution that had already proven
successful in the APAC region but they didn't achieve the market traction expected, given the market size and
compared to the APAC region. Go2 were engaged from 2024 - 2026 to build the UK&I business go to market strategy
in phase 1, which then evolved into Fractional General Manager to deliver on the strategy in phase 2.
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160%
Revenue Growth Team Structure Product Development

Annual recurring revenue (ARR)
grew by 160% and 2 x the

amount of customers.

A working sales, customer
success and support
structure to build the

business from.

A feedback loop to build a
product that fits the local

market needs.

The Challenge: Entering the UK market

Referoo deployed a sales team that managed to win some clients, but they
didn't achieve the market traction expected. Referoo identified the problem
and made the decision that it needed to rethink the approach, pivot the
strategy and  re-launch from the ground up.

The Solution: A strategic reset and re-launch

Go2 built a full end to end go to market strategy including current
sales performance analysis, market sizing, product requirements,
competitive analysis, assessment of Referoo’s product market fit.

GTM & Sales Strategy Development

From strategy to execution, Go2 joined Referoo after the initial
engagement as Fractional General Manager to run the UK operation
and implement the strategy, managing the full sales and CS team
and representing the Referoo business in the UK.

Fractional General Manager

Feeding into the Referoo HQ on product requirements and nuances
of the UK ensuring context and giving clarity on the needs of the UK
market.

Product development

"Go2 & have the ability to take
strategy into action. The
results have been excellent,
we have increased UK&I ARR
by 160% and doubled the
amount of customers.

We are now focused on a
much larger group of clear
ICP’s and target customers.
Categorically, if Go2 hadn’t
joined we would not have hit
the growth targets.

Chris Apthorpe

Global Head of Revenue - Referoo



We now have a clear plan and structure to continue to grow in the UK, which we didn’t have
when we first entered the UK market” 

Chris Apthorp - Global Head of Revenue, Referoo.

Ready to build your sales engine?
Let's connect and discuss how Go2 can transform your sales process.

enquiries@go2consulting.co.uk

The Results: A UK operation set up
for future growth

Referoo’s ARR grew by 160% and doubled the
amount of customers and the average deal size
grew by 40%.

Revenue Growth

Putting the right team structure in place to set
Referoo up to deliver to target and long term
growth.

Sales Team Structure

Implementing sales management processes to
manage deals, forecasting and continually
improve win rates.

Sales Management

Conclusion

Referoo UK’s Strategic Reset
and Re-launch with Go2

THE OUTPUT
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