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Organizational Objectives



The Sales Enablement Journey

SALES EXPERIENCE
SALES OPTIMIZATION

SALES AGILITY

TransformationSales EnablementThe “Art” of Sales

• Kickoff Tied to 
Enablement 

• Benchmark Skills
• Engagement-Based 

Learning
• Translate & Package 

Premium Content by 
Sales Stage

• Introduce Governance 
Models & Certification

• Enablement Leader in 
Place

• Leadership Programs
• Communications 

Framework
• Technology Platform
• Sales Tools
• Partner with SME’s
• Pilot SE Initiatives
• Sales Culture Defined
• Enablement Team 

Informal

• Integrate LMS
• SE Dashboards at All 

Levels
• Defined Processes, 

Handoffs & SLA’s
• Content  Strategy in 

Place
• Established 

Curriculums
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Execution & Deliverables



The Sales Enablement Journey

SALES EXPERIENCE
SALES OPTIMIZATION

SALES AGILITY

TransformationSales EnablementThe “Art” of Sales

• Competitive Threat
• Acquisitions or Merger
• Major Product Launch
• Go-to-Market 

Transition
• Major Initiative
• Leadership Transition

• Improve Sales 
Experience

• Retain Top Performers
• Formalize Leadership 

Messaging
• Create a Sales Portal
• Better Alignment with 

Marketing

• Revenue Impact
• Demonstrated Success
• Innovation Mindset
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Transformation Triggers
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Phase I

Phase II

Phase III

Status Quo Art of Sales Sales Enablement Transformation

• Business drivers create inflection points which trigger progression to next phase.
• Length of each phase varies, but typically lasts at least 6 months.  
• Minimum time to Transformation is 1 year.
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The Adoption Cycle
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