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What i Mindl iclele dales headinesd software?

MindTickle helps increase productivity of sales in fast growing companies. The online and
mobile platform combines readiness best practices such as byte sized learning, social,
gamification, mobile etc with data driven approach and deep integration with CRM and other to

ols to make sales onboarding, field communication, product training and coaching highly
effective.

Several $Bn valuation startups such as Cloudera, Couchbase, Ola Cabs, Appdynamics,
RocketFuel are using to prepare their sales teams.
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4, Sales Fnablement nice lo have, O/Za’o%ow/aea@/weda‘
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4, Sales Fnablement nice lo have, O/Za’o%ow/aea@/weda‘

Most of those sales leaders claimed that they were too small and tight-knit to formalize the
enablement function, and that they were (somehow) managing to achieve quarterly targets.
But the fact that they may have been overlooking is that it is just a matter of time before the
ad-hoc approach will start limiting the growth of these companies. What are the tell-tale
signs that you could be in the same boat?

* Are you consistently losing deals Iin the last stage?
* |sthe sales cycle all over the place?
» Do your new sales reps take 6 - 9 months to start hitting their quota?

If you answered yes to any of these questions, your sales funnel may need fixing, and it
would serve you well to get an expert (aka sales enablement manager) to fix it. That is
pecause most fast-growing sales teams start showing symptoms of a broken process, and it
IS Important to plug these gaps as early as possible.
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Failure to identity the buyer persona and needs

Lack of readiness to instantly respond to customer
needs

Lack of systematic process and tracking
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|_ack of readiness to instantly respond to
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@ ---1#3| Lack of systematic process and tracking

Cvery single one of the 40 fast growing tech companies that

we interviewed confessed that they did not have comprehensive
tracking of onboarding and ongoing training activities. Typically
content was stored on document repository, and they had no
clue about what content was being accessed and by whom. In
Most cases, less than 10% of sales training content was accessed
even once by the sales reps. The participation in webinars and
classroom sessions was either not tracked at all or recorded
manually.
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How does Sales Enablement in your orgarizalion slack up?

Mi ndT"Ck'E *' @O  Source : Demandmetric



So what is e value O/Wammmu‘mmge/z?

&Y Download File
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http://cdn2.hubspot.net/hub/270594/file-2418744177-xlsx/SE_hire_framework.xlsx?t=1427336186971
http://cdn2.hubspot.net/hub/270594/file-2418744177-xlsx/SE_hire_framework.xlsx?t=1427336186971

