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Tech industry innovators are evolving fast, realizing unprecedented

INNOVATORS ARE SUCCEEDING

growth by focusing on sales’ ability to “go-to-customer” before they
“go-to-market.” The result is a highly effective sales force that makes rapid
success of new products and features offered to attain quota and grow the
business. Key elements of this successful strategy are:

Integration with CRM

CRM is the central nervous system of any sales organization, but often it is
underutilized and difficult to realize its full value. Innovative tech
companies are integrating Sales Playbooks directly into their CRM to
harness its data to provide smart, tailored guidance to sales reps in every
selling situation. This partners your customer knowledge with your
go-to-market strategies to accelerate the success of your sales team.

Effective Content Delivery

In a recent survey, 78% of respondents shared that content is very
important to reps’ effectiveness, but yet only 50% say that content is even
somewhat accurate. What gives? Providing your sales reps up-to-date and
accurate content is a critical success factor in achieving sales goals. But
traditional content portals function in direct competition of the ultimate
goal. Dynamic Sales Playbooks provide reps the ability to have content
expertly delivered to them for a guided sales approach, but also allows
them to adapt to the non-linear buyer needs by searching and assembling
needed content simply.

Measure Key Metrics

You cannot manage what you cannot measure. Therefore, you must be
measuring the success of sales activities. What content is working and
which is not, as well as what sales strategies or approaches accelerate the
sales cycles and which stall it out? Gathering actionable metrics and
analytics from the Sales Playbook in the CRM system can reveal key factors,
allowing you to address them quickly.
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