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What's Missing?

LEARNING & DEVELOPMENT

Reports to SVP of Human Resources
([ ]

Training Events
Surveys Results 77
Certification
([ J
LMS 2

SALES OPERATIONS
Reports to SVP Sales

[ }
Pipeline Reporting
Process Governance \

Sales Tools
[ )

CRM, ERP, SharePoint, Quoting, etc.

PRODUCT MARKETING

Reports to SVP Product Marketing
(

Product Launches
Sales Tools
Field Support

Dropbox, MS Office, SharePoint, etc. 7
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The not so Hidden Costs

SALES OPERATIONS LEARNING & DEVELOPMENT PRODUCT MARKETING

Lack of selling time Prioritization and alignment Unused content

Content poverty Inconsistency
Budget cuts Unnecessary losses
Lack of sales availability Lack of sales availability

Slow new-hire ramp
Unconverted pipeline value
Win rate & time-to-close

Average deal size Training overload

Random Acts of “Sales Support”

Ostream



Realignment Pays Off

LEARNING & DEVELOPMENT

Proactive guidance
Business metrics
Focused coaching

Continuous enablement

Better results
SALES OPERATIONS

Insight into pipeline risk
More pipeline value
higher win rates \

PRODUCT MARKETING

Insight into sales needs
Measureable impact
Less content

8X Generate pipeline faster

More Likely Retain new hires for over 23 months

(sinus pecisions) Consistently attain quota in employees 15t year QStf =11



Continuous Sales Enablement

PIPELINE OPPORTUNITIES

Stage Conversion Rates

Early

Mid Late
PIPELINE STAGES

Best

Closed

Business Insight

CRM provides
basic pipeline metrics
“What you have”

Performance metrics track
sales output.
“What you'll get”

Your top 10% performance
provide a benchmark.

“what good looks like”

So What?

Ostream



Continuous Sales Enablement Business Insight

Stage Conversion Rates

What does a deviation
from benchmark conversion
rates tell us?

Opportunity? Maria moves more pipeline value y
_ into the mid stages Performance and activity,

°Rj§!‘? Marié forecasts opportunities that won't close combine d, do not provi de a

5 . , s
Product Knowledge? Maria doesn’t complete pICtU re

| know the product well enough
Qualification? Maria doesn’t create value
in early stages

PIPELINE OPPORTUNITIES

Best

Early Mid Late Closed
PIPELINE STAGES

EXIT CRITERIA ) Discover Differentiate Purchase

Ostream



Continuous Sales Enablement

Sale
Proficiency

100%

0%

PIPELINE OPPORTUNITIES

Stage Conversion Rates

Risk! Maria is forecasting deals that are unlikely to close
which inflates her pipeline affecting the forecast

Best

Maria

—D

Closed

Business Insight

Proficiency is the missing link

Performance

+ Productivity
+ Proficiency
= Insight

More accurate forecasting
More pipeline value
Shorter ramp times
Capacity planning insight

Ostream



Continuous Sales Enablement Smart Coaching

OMOMORMOBOBCREIORORCY - Proficiency heat maps reveal

Theresa Wallace where you're exposed to
Peter Campbell pipeline risk
Heather Kelly
Maria Paterson
Sam Fisher

Liz Montgomery
Dick York

Agnes Moorehead
Erin Murphy
David Whit

Bernard Fox

Early

Mid | Late
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Continuous Sales Enablement

OPPORTUNITIES
|7 { PROFICICENY
Peter Campbell 16 32% 7 75%
Maria Paterson 25 30% 4 72%
Erin Murphy 14 44% 14 57%
David Whit 17 39% 10 72%
Early Mid

Late

Goal

Improve
Close rate
by 15%

How?

Raise

Early stage proficiency
to 80%

Smart Coaching

Proficiency combined with
opportunity count and value
help you measure the business
Impact or opportunity

Provide clear, metrics-driven
goals to your frontline
managers

Create a system that measures
the business outcomes of sales
enablement

Ostream
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1
salesforce.com

< 1UUr.

- 80%

- 60%

- 40%

-20%

Pipeline

= Discovery
Skills

Business Insight

Best Practice:

Get executive buy-in to
recognize and track proficiency
scores as a key risk indicator

Qstream




Continuous Sales Enablement Smart Coaching

Best Practice:

Use proficiency heat maps for
proactive continuous
enablement

Initial Level

Responsiveness

Tie enablement to proficiency
p score correlated to performance
outcomes

ddddddddddddddd

&

ﬁw
83 Ed

Messaging Proficiency

2 |23

Responsivensss
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Team Insights

My group My group members

Group  —USA v Member Everyone v
50% em 50% em 50% e
Madeleine Parsons Phil Carr Ruth Doherty
tive Inactive Inactive
Qstream Proficiency 80% Qstream Proficiency 60% Qstream Proficiency 100%
YOUR OBSERVATIONS YOUR OBSERVATIONS YOUR OBSERVATIONS
66% 66% | 100% 44% 1 44% 1 100% 89% 100% * 100%
4% 50% em 0%
Stephanie Vaughan Stephen Gill Sue Walker
nactive Inactive Not started
Qstream Proficiency Qstream Proficiency 80% Qstream Proficiency 90%
YOUR OBSERVATIONS YOUR OBSERVATIONS YOUR OBSERVATIONS
0% 33% | 55% | 100% 89% 1 100% 1 100%
Group Observations Observations

Select “Record" below to start recording your
observations on the competencies for your

group

Torme

B e

26, Jul 9. Aug 23.Aug 6.5op 20.Sep 4.0a

Time (last 3 months)

“® Observed Proficiency @ Observed Confidence @ Qstream Proficiency

& Conditions ~ Privacy Policy  Technical Support Powered by
Qstream

Copyright ©2008-2017. Qstream, Inc. All rights reserved.

O

Smart Coaching

Data-driven
Coaching Hub®

Use tools that scale, but don’t
overwhelm sales reps and
frontline managers

' ‘ Winner
' \ People's Choice Stevie® Award

\
N

S Best B2B Product

Ostream




Built for Sales

1  Notification

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...

B Sales Mtg Prep

2 Challenge

Qstream

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

Choices

O How well does that address your
needs?

When will you be making a
decision?

D | am convinced this is the best
solution for you.

) How do you feel about moving

Powered by Qstream

3 Results

Qstream

Choices

You Key Choices

’ S How well does that
address your needs?

X When will you be
making a decision?

| am convinced this is
the best solution for
you.

How do you feel about
moving forward?

Congratulations, your answer
is correct!

This question will be resent on
02/09/17

Powered by Qsh‘ea'n

4 Explanation

Qstream

Explanation

Acknowledging what the customer
has said, using his/her own words, to
show that you understood what
he/she said is the best choice.
Without the benefit of body
language, it is important to let the
customer know that you are listening.
Verbal acknowledgment is a key way
to do that over the phone.

Please watch the video (0:10) to see this response
n action

For more information on sales skills

Powered by Qstrea'n

5 Leaderboard

Lisa Parr East 1290
Leah Ogden West 1290
Karen King East 1290
Hannah Jones West 1290
Your ranking

Mark Officer (demo) North

How are points
Questions Questions retired: 0

attempted: 27 out  out of 27
of 27

100%

Comments

r‘Add a Comment

4 Powered by (Jstream
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User Success: Accelerated Onboarding
- 23%

Proficiency
improvement in weeks




Success Story: Linking Enablement to Business Outcomes
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Moving Toward Continuous Sales Enablement

- Define clear pipeline stage definitions with exit criteria

- Policies to enforce stage criteria

+ Capture and track historical stage conversion metrics
 Visualize volume, ASP and conversion as benchmarks/waterfalls
- Find tools for quantifiable skills assessment — not check box

- Capture exit criteria proficiency scores

- Correlate proficiency with pipeline metrics

Ostream
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Thank You!

e Qstream.com/blog Steve Preston
CMO | Qstream
Y Twitter.com/Qstream steve.preston@Qstream.com
o W @Preston4QS
|n LinkedIn.com/Company/Qstream yW @Qstream

Additional Resources:
- www.Qstream.com/Resources

atd
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Talent Development r a


mailto:steve.preston@Qstream.com

