
Critical Process Issues

Sample Deliverables & Analysis 

Sales Representatives Tend to Spend Time Completing Manual Tasks 

Categorized Obstacles Impeding Sales Processing

Six Improvement Themes Summarize Typical Solutions

Primary Issues Facing Sales Support Staff Solutions Approach
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–	Lengthy close cycles after 
initial sales pitch

–	Inability to establish urgency 
in the prospects to meet sales 
team timeline

–	Qualifying leads to optimize 
time spent pursuing legitimate 
opportunities

–	Missing potential up-selling 
and return business 
opportunities after deal 
is closed

–	Disjointed marketing and 
sales integration 

–	Slow response time 
from prospects 

–	Missing opportunities to 
engage multiple decision-
makers at a company

–	Ineffective management 
between parties during 
potential leads

–	Limited sharing of 
leading practices

–	Prospecting and engaging 
poor leads

–	Offering unnecessary 
discounting of products 
or services

–	Challenges overcoming price 
objections

–	Nurturing leads that aren’t 
ready vs. maintaining the 
relationship but prioritizing 
interested prospects

–	Not allowing sales team 
to see real time product data

–	Unable to connect various 
technologies for alternate 
communication

–	Lack of social media 
integration with sales process

–	Limited CRM features and 
tracking available for sales 
representatives

Sales Support Includes Four Distinct Roles

Determine and Deliver 
Client-Centric Collateral 

Align sales material with client requests and behaviors, learning and implementing 
when customers request bespoke quotes, configurations, and presentations

Integrate Collaboration 
Across Sales Staff

Conduct productive meetings across sales functions to develop leads and manage 
a consistent sales process. All sales support and sales people should be on the 
same page in determining and performing the sales process

Strive for More Efficient 
Product-to-Market Processes

Work towards quicker product-to-market cycles to minimize times customers are 
waiting, maintain customer engagement, interest, and confidence, and increase the 
close rate for the sales team

Provide Adequate Technology 
to the Sales Team 

Support the sales team with sufficient, updated, relevant, and responsive technology 
to improve sales process efficiency and effectiveness. Real time, accurate data are 
critical for both the customer and sales statff

Implement Key Metrics and 
Performance Indicators

Deploy targeted and clearly-measurable metrics with baselines and goals for the 
sales team, including the effectiveness of sales processes. Use the results to 
prioritize improvement efforts and expand use of leading practices

Review and Inspect 
Sales Materials 

Audit marketing materials to determine which materials are frequently requested. 
Prioritize improvement efforts on the most requested collateral
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Sales Support: Identifying Customer Values
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Customer Follow-Up

Market Communication

–	Conduct follow up calls and book appointment 
while developing trusted, long-lasting relationships 
with clients and prospects

–	Review client satisfaction levels with both service 
and product

–	Help manage sales cycle process performance 
and first delivery

–	Spot and generate second sales opportunities

–	Establish broad or targeted marketing campaigns 
to execute via social, email, press, or advertising

–	Build meaningful relationships with the surrounding 
market and absorb trends

–	Build the reputation of the business for sales reps 
to reference in their pitches

–	Understand the company’s position vs. competitors 
and offer comparative data for reps to use

Lead Generation

Product Training

–	Assist in lead generation to free reps to focus on their 
sales processes

–	Qualify prospects to reduce the incidence of low value 
sales calls for reps

–	Determine and monitor CAC (customer acquisition 
cost) and CPA (cost per acquisition) metrics

–	Review CRM lead generation capabilities 
to continually improve

–	Keep up to date on product offerings and competitors, 
and assist reps in being informed and prepared 
on those topics

–	Update, refine, and provide documents and manuals 
for sales reps to refer to with clients

–	Package lessons learned from customers to offer sales 
reps responses to prospect questions

–	Keep sales updated on product roadmaps
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