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Buyers have
changed

67% of the buyer’s journey
is now done digitally before
buyers engage reps

SiriusDecisions

stream.




On average, 5.4 people are involved
_in B2B buying decisions

Decision maker
Direct reports
Peers
Business leaders

Cross-functional
partners

Wstream.




Are you sure
they’re ready?
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Cri

is of Sales Competency? \\

Shorter product cycles
Greater competition
Velocity of market change

Changing face of the
salesforce

Wstream.



Revenue Challenges

Ramp-Up Time Sales Training
9 months or more; Up to 79% of new info is
22% avg turnover lost within weeks
Lack of Coaching Time Efficiency
Time, Tools & Skill 64% of time spent
Approximately 3.9 on tasks other than
hours/month selling

CSO Insights, Sales Management Association, Ebbinghaus, Qstream

Inability to Communicate
Value
1/3 of reps not ready to
drive buying decisions

Sales Productivity
58% average quota
attainment

93% of firms
raised their revenue
targets this year

CSO Insights
Sales Performance Survey

WJstream.




Moving the Middle

BOTTOM 20% TOP 20%

Accelerate Growth or Evaluate ' Maintain and Grow

for Reassignment 5% performa nce gain

from the middle

60% vields over
70% more revenue
than a 5% shift in
the top 20%

Sales Force

MIDDLE 60%

Accelerate Growth

Revenue Performance

WJstream.

Sales Executive Council (SEC)




Revenue Impact

Amount of
Coaching
Determines

Effectiveness
of Coaching
Determines

12.8%

—

Firm
Performance
(Revenue
Growth)

Firm
Performance
(Revenue
Growth)

Managers rated
coaching as the number one
most important activity
based on impact to sales
effectiveness

Sales Management
Association

stream.




Does any of this sound familiar?

The company you work for...

Promotes high performers and assumes they know
what good coaching is and can execute effective

coaching conversations

Leaves rep learning up to the manager’s best
judgement with few tools and little guidance

Doesn’t involve managers in program/curriculum
development

Isolates new hires from managers for weeks/months
during onboarding

43% of organizations
lack competency-based
development programs for
sales leaders

SiriusDecisions

Wstream.




Hey, You're Not Alone!

Of high performers feel that the

7 7 % direct manager is the most influential

person in their decision to join a new
organization

O Of first-line managers are fully
< 1 O /O prepared to mentor and coach new
reps
O Of organizations lack competency-
43 /O based development programs for
sales leaders

SiriusDecisions

The more companies
Invest in sales
management training,
the more likely they
are to achieve their
revenue goals

WJstream.




Here's Why?

DEFINED ONBOARDING PROGRAM FOR NEW HIRES

B
SENIOR LEADERSHIP SUPPORTS PROFESSIONAL _ 6
DEVELOPMENT CULTURE
FRONT-LINE MANAGERS SUPPORT DIRECT REPORTS' _ :
DEVELOPMENT 57 Companies are 2x
more likely to focus on
DEFINED SALESPERSON TRAINING PROGRAMS [N s onboarding and other
TRAINING PROGRAM(S)'S EFFECTIVENESS IS _ 4 initiatives for reps
EVALUATED
ORGANIZATION HAS AN EFFECTIVE TRAINING AND N -
SEVELOPMENT FUNCTION “ SiriusDecisions
DEFINED SALES MANAGER TRAINING PROGRAMS [ 32
LEADERSHIP 1S JUDGED AND REWARDED ON
SUCCESS IN DEVELOPING OTHERS - 21
0% 100%

WJstream.

Sales Management Association




Best practice:

How much time should
be spent on coaching?

25%-30%

of a front-line sales
manager'’s. time should
be focused on sales
coaching

High-performing
organizations do
15-20% more coaching
time than low
performing companies

CSO Insights

Wstream.




Most common metrics in determining
which reps need additional coaching?

Pipeline Activity
Previous Performance
Closing Ratio

Key Account Tracking
Past Forecast Accuracy
Average Deal Size
Active Deal Slippage
Competitive Threat

Other

65.9%

§60.5%

|

35.0%

J33.2%

|

'l—| 26.9%
J_| 22.9%
J_l 12.6%

J_l 6.7%

-

v

Sales Management Association

174.9%

Opportunity
Coaching
VS.

Skills Coaching

Wstream.




Well-defined Sales Competencies:
The Building Blocks of
Sales Enablement

; Are enabling the most
Sales Rep Sales Manager influential roles in sales

Prospecting skills Setting team goals, priorities execution?
Questioning skills Recruiting & selecting
Listening/communication Coaching

Managing objections Sales performance
management

Gaining commitment Leadership & motivation

Time management (self) Time management (team)

Product knowledge Industry knowledge and trends

stream.



How can we help our front-line
sales managers be better coaches?

Help them create coaching plans

Engage front-line sales managers more deeply in
training initiatives

Enable data-driven visibility into team strengths
via Manager dashboards

ldentify gaps in real-time to remediate

Understand coaching actions taken

Data-driven coaching
can increase coaching
effectiveness by
up to 55% while
optimizing valuable
coaching time

Wstream.
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Wednesday, January 27

Qstream

You finally get a meeting with a key
decision-maker at a hot new
prospect. When you ask about his
needs it appears as...

Qstream

Prospects often put up purchase
barriers when there is internal
resistance to change. What are the
best ways to overc...

Sales Mtg Prep

Notification

You have just finished presenting your
product or service to a prospective
client. What would you say next?

Choices

How well does that address your
needs?

D When will you be making a
decision?

O I am convinced this is the best
solution for you.
How do you feel about moving
forward?

Challenge

Choices

You Key Choices

» v How well does that
address your needs?

When will you be
making a decision?

| am convinced this is
the best solution for
you.

How do you feel about ‘
moving forward?

This question will be resent on 02/05/16

Results

Explanation

"How well does that address your
needs?" is the best choice. You have
asked a question to get the
customer's feedback on how well
your solution meets the customer's
needs, especially the customer's
business objectives. This information
is vital to what you say and do next -
whether to continue or address a
concern.

“How do you feel about moving
forward?” is a good pre-closing
question provided the feedback from
the customer about how your solution
has met his or her needs is positive.
Hold this question for your closing.

“When will you be making a
decision?” is an important question

Explanation

Your Leaderboard Team: East

Team: Overall

Top 10 All time

Rank Name Team Points

1 Nancy Pratt East | 1930

2 Rick Bell East | 1310

T3 Lisa Parr East | 1290

T3 Karen King East | 1290

T3 Paul Cameron East | 1290

Tim Smith East | 1290

Todd Heath East | 990

8 Christine Quon East | 850
(demo)

Sid Bexley East | 810

Lisa Clark

440
(You)

East

Leaderboard
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Coach the Coach ' ‘

Help coaches
understand the
specific sales
competencies and
behaviors necessary
for their reps to be
successful

stream.



Manage Competencies

Team Insights

My group My group members

Geoup Marmber  Everyone

| Sales competency tracking
including proficiency and

s

Jula Kerr Eonceline: Paraoas Observations Direct Messages Private Notes .
200 Geream Profiency 00 . Geweam Profciency Select a proficiency and confidence level for each of the competencies shown below. Click ‘Record' to save. e n ga ge m e n t m et r I C s’
e —— e ——m You can change yourl selectiunl at any'_lim_e F)efure the observation reporting period ends. o
T A e The current observation reporting period is: 2016-09-24 to 2016-10-08 O b S e rve d S a | e S C O m p et e n C I e S
Observations Cbserved Proficiency Observed Confidence . .
- Expert  Proficient Developing  MNovice Expert  Proficient Developing Novice a n d CO n fl d e n Ce rat I n gS at t h e

Account Planning

\ Nig rep or team level

| Ruth Doherty Stephen Gill .. . N - . .
Active Listening Expert  Proficient Developing  Novice Expert  Proficient Developing  Novice
|
100.0 Qstream Proficiency 80.0  Qstream Proficiency
887  Observed Proficiency 39.0 | Obsorved Proficiency Executive Engagement Expert  Proficient Developing  Novice Expert  Proficient Dewveloping Novice
100.0 1 Observed Confidence 55.0 | Observed Confidence
Group Observations Observations

Select "Record” beiow 10 8411 recording your
observations on the competencies for your
group

Time (last 3 months)

@ Observed Confidence

@ Observed Proficlency # Qstream Proficiency

stream.




Help coaches to
understand the
unigue skills and
knowledge gaps of
each team member

stream.



Data-Driven Coaching Dashboards

Team Insights
My group My group members

7 participants
Group — UsSA ¥ Qstream Consultative Selling Skills Version3 v _:)

71% complete (average)

System-generated
Sales Manager dashboards
are emailed weekly or
accessed onlline, highlighting
who and what to coach
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ENGAGEMENT
PROFICIENCY

78 participants

Low High
Average

e io2ts N

Your team
831 Not Started Inactive Very Active Need Help Excelling

B Motivate your team to move up on the 1‘ Congratulate 4 very active members of |& Congratulate Sue Walker on strong
leaderboard your team proficiency

= Re-engage one inactive member B Help Madeleine Parsons with
Competitive Differentiators

stream.




Who and What to Coach

Qstream

Team InSights o Help o Send feedback on new design

Group — Canada ¥ Qstream Consultative Selling Skills

b7 Help Theresa Wallace and 1 other with
Competitor Knowledge and Awareness

4 leaderboard team;

874 | :'_'g;\_.;'?"! the Phone

the Phone

7 participants
LD

74% complete (average)

w . | INMl Help Theresa Wallace with Relating Over

3

:celling

B Motivate your team to move up on the 1‘ Congratulate 6 very active members of ] Help Theresa Wallace and 1 other with
leaderboard your team Competitor Knowledge and Awareness

B4 Re-engage one inactive member B Help Theresa Wallace with Relating Over

Qstream gives your frontline
managers and coaches the
tools they need to address

proficiency gaps

stream.




Good coaches
ask a lot of questions,
based
on observations
and data

stream.




CRM-driven Coaching Insights

Sy

Search

« 5o o Dashboard List

>4 Manager Dashboard

%, Find a dashboard... il Edit || Clone

Home Contacts Accounts Leads Oppertunities Reporis Products Chatter Qstream Flles 4.

Refrash * |As of 12 February 2016 at 13:12

Sales Wins vs Forecast
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Overall Proficiency Score vs Win Rate

100% % 1
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Discovery Skills Score vs Pipaline
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B Sum of GO Pipaiing: = Largost Discovory Skilis

Largesi Discovery Skills

Leaders - Consultative Selling Skills vs Sales Wins

Smallest Currart Sum af
Full Name Proficiancy Amount
HM 0 5175,000
T Trersss 75 §75,000
Wallace
Peter Campbell 60 565,000
Heather Kelk 45 537500
EMa'a Paterson 100 §37,500
Coaching Actions
Record
Assigned Subject Count
EM&; Competitor Knowledge and 1
Paterson Awareness
"'Sarr Fisher  (Comgatitor Knowledge and 1
AWBIBness
"'Ssrr Fisher Difficulty Reaching Customer 1
' Treresa Competiber Knowledge and 1
Wallace AWEIENESS
T Theresa Relating Over the Phone 1
Walace

Use CRM to measure
capabilities data
against performance

WJstream.




Good coaches
document the actions
and follow-up steps
required from each
coaching conversation
and hold their reps
accountable

stream.



Record Observations

Activity Timeline
<25 Hide Notes
=, Coaching Action 08/29/2016 05:08 pm
Your rep just pushed another opportunity into the next quarter, f<=tat
now in danger of not meeting quota this quarter. Observations Direct Messages Private Notes
| Dismissed | Enter a subject and message below. When providing feedback, we recommend making a positive observation, describe the specific issue observed, offer help,
' ask for feedback, and another positive statement about their capability. When coaching, we recommend asking open-ended questions to start a 2-way
conversation. Messages are displayed on your activity timeline.
Subject:
Private note 09/23/2(
Schedule a ride along with Julia.
Message:
B 7 U T E- P B m
Good Morning Sue, job well done this morning with the presentation.
-, Coaching Action 08/15/2q|
Congratulate Julia for strong engagement in Consultative Selli
Version3
Dismiss Start a CONVETSaNGN
<] Coaching Action 09/15/2016 10:02 am
Check in to see why Julia has not started Consultative Selling Skills
Version3
| Closed |

WJstream.




Measuring Ongoing Coaching
Activity and Effectiveness

RE'vslil Consultative Selling Skills ... ¥ © back to all reports

Export report

" Report filters: [none]

Summary Performance Engagement Proficiency Coaching . .
Tracks activity to help
Coaching opportunities .
® Open @ Completed @ Dismissed @ Closed Expired | e a d e r.ls h I p a Sse SS th e
effectiveness of your
- coaching program

200

aching opportunities

100

Total co
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North USA Mexico

America

Gilobal Europe France

WJstream.




Measuring Ongoing Coaching
Activity and Effectiveness

Win Rate of Forecast Deals

55% .
On average, win rates

of teams with a formal

S coaching process were
approximately 10
- basis points higher
40%
CSO Insights
35%
30%
Discretionary Coaching  Informal Coaching Formal Coaching ® CSO Insights

Process Process Process

Wstream.




Emerging Trends

Asynchronous
Coaching Solutions

stream.
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Field Sales
Coach Role

- stream.



Emerging Trends

Reverse
Mentoring

stream.
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Incentive for

stream.



Success
Stories

stream.



Is best management
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