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Elite sales organizations drive higher win rates, larger deal sizes, higher margins and predictable revenue. They 

are backed by a reliable team of sellers who know how to uncover customer problems and align their message 

of value. Outcomes like these aren’t arbitrary; they are deliberate and finely orchestrated. Leaders of elite sales 

organizations purposefully direct these results by aligning critical areas of sales effectiveness with a well-defined 

sales strategy. The result? Reliable and repeatable revenue growth. 

So what is it about these elite sales organizations? How do they pull it all together? What do they know that 

others don’t? Leaders of elite sales organizations have discovered that aligning behind four critical areas of sales 

effectiveness gives them a distinct and enviable advantage in the marketplace; so that’s where they focus…

relentlessly.  

INTRODUCTION
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There is a sales motion in every organization that drives sales productivity and ultimately, accelerated revenue 

growth. When you see companies that are outpacing their competition, it’s because they’ve defined a consistent 

sales motion and have aligned their functional areas behind it. When you consider how to enable your sales team, 

remember there are four essential components of sales performance:

When these four areas are aligned, a natural cadence falls into place. As companies begin to establish an 

operating rhythm around these critical elements, cross-functional alignment begins to take shape and true sales 

transformations happen — bringing with them a distinct market advantage and repeatable revenue growth.  

Master these elements and you’ll ultimately drive the kind of revenue results enjoyed only by the market leaders. 

The more you have a cadence around these areas, the more your sales organization will exceed goals and out-

perform the competition. It’s not an easy task, but it is rewarding when you get it right. It requires perseverance and 

a maniacal focus. 

1

3

2

4

The ability of your sales team to articulate 
value and differentiation in a way that has 

meaning for your buyers

How your sales teams build qualified pipeline 
at the territory level and accurately forecast 

your business

The ability for your sales reps to understand what 
they need to do during each stage of the sales 

process and how they can leverage appropriate 
resources within your organization to move an 

opportunity forward

How your sales organization attracts, hires 
and retains top sales talent

SALES MESSAGE

SALES PLANNING

SALES EXECUTION

SALES TALENT
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When it comes to their buyer conversations, elite sales organizations start with building cross-functional alignment 

in two key areas:

Every department in your organization (e.g., marketing, product, services, etc. . . ) must have a clear understanding 

of the problems you solve for your buyers and the positive business outcomes you drive, as well as how you deliver 

that value differently or better than your competitors. Without that clarity, salespeople can’t deliver a message of 

value or execute that buyer conversation effectively. Their ability to demonstrate a clear message to the buyer is 

often lost in a sea of mixed messages. 

Leaders of elite sales organizations make sure they create a critical connection between what they do and how 

they solve their customer’s biggest business challenges. Elite sales organizations stay laser-focused on how they 

materialize their value in the marketplace and how they deliver on the positive business outcomes they promise. 

1 2

CREATING VALUE FOR 
YOUR CUSTOMERS

DIFFERENTIATING FROM 
YOUR COMPETITORS 

Everyone in your company should have the same answers to these essential questions:

What problems do you solve for your customers?

How, specifically, do you solve those problems?

How do you do it differently than your competition? 

What’s your proof?
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Many leaders don’t realize it, but their message about value is as compartmentalized as their organizational 

functions. It’s a safe bet that if you were to separately question your executive group, your marketing team, 

your technical team, and your product developers about your value, you’d get four different perspectives. These 

competing messages funnel down to your sales representatives, who don’t have a choice but to determine their 

own interpretation of that value—and then take this variety of messaging straight out into the marketplace. If there 

isn’t clarity about value within your own organization, what do you think your customers and prospects are hearing? 

Probably a lot of noise. Worse, they are likely experiencing vastly different things—not one of which is helping them 

to make a clear buying decision. Add to the mix your competitors’ messaging, and what you have is a lot of noise 

and interference that can disrupt the buyer’s decision thought process.

It sounds simple, but it’s very difficult to do. If you’re dealing with low margins, low quota attainment and a smaller-

than-desired average deal size, you’re likely in a place where you need to equip your salespeople to have a value-

based, buyer-focused conversation. Below are some key steps to take:

Build alignment around the essential questions. Pull leaders of 
your company together and gain across-the-board agreement on 

the answers to your questions. 

Develop a plan for training your team to use the key value drivers, 
differentiators and proof points in all sales conversations.

Create a process for reinforcing and inspecting how you use 
essential questions in every sales conversation and every deal. 
Every one. To be elite, you need consistency, measurement and 

reinforcement. 
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Once your sales team knows what to say, they need a clear road map of what sales activities and buying indicators 

will lead to repeatable sales execution. Elite sales organizations enable salespeople to spend as much time as 

possible on revenue-driving activities. They ensure their sellers are equipped to do their job as they move an 

opportunity into a closed deal. 

For many sales organizations the selling and buying process is complicated. There are various decision makers and 

multiple players within your organization that may be involved in the sales process. Therefore, as a sales leader, you 

need to ensure you have line-of-sight into the following areas:

Elite sales organizations build a process that enforces discipline, repeatability, predictability and validation of 

progress throughout a sale. Most importantly, it allows for inspection and planning — in advance. Here are five 

things elite sales organizations account for in their sales process. 

1

3

2

4

How are your salespeople 

leveraging internal resources?

Is there consistency?

ELITE SALES ORGANIZATIONS DEFINE WHO DOES 

WHAT WHEN AND WHY THEY DO IT.

How are they able to do their job 

throughout the entire customer 

engagement process?

How are you creating value 

along this process?
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1

2

Alignment With the 

Customer’s Buying Process

Delineation of Sales Roles 

and Responsibilities

Your sales organization needs to account for a 

buyer who is more educated and researched 

than ever before. They’ve done their homework 

on your solution — and your competitors’ 

solutions as well. Elite sales processes are buyer-

centric and tightly aligned with how the customer 

buys, not the way you want to sell. 

There should be a clear definition of who 

is responsible for what and when they’re 

responsible for it. When is sales ops involved? 

When does sales leverage marketing? At what 

point should procurement be looped in? 

Delineating roles and responsibilities provides 

accountability and much-needed checkpoints 

for you as a sales leader to intervene if 

problems arise. 
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Focus on Customer Verifiable Outcomes

Support Sellers with Complementary Tools and Collateral

Consistently Enforce Qualification Criteria

Customer Verifiable Outcomes build qualification into the sales process. These buying indicators 

help provide you with the necessary information to advance the opportunity to the next stage 

of the buying process. They may include things like (1) the organization has to invest resources 

around a new product or a recent acquisition, or (2) your prospects may have documented pain 

points that they’re under pressure to correct. Develop these CVOs for your buyers and your 

salespeople will be able to better validate deals, where they otherwise would be guessing. 

Once your reps understand the process, they need the tools and collateral to effectively 

execute. Easy-to-use tools and collateral are essential to helping your reps not only follow the 

process, but successfully move opportunities forward.  

Elite sales organizations qualify the opportunity throughout the sales process to ensure that the 

opportunity warrants investment of time and resources. This step ensures reps are spending 

the right time on the right opportunities and not wasting time on those that won’t happen. 
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SALES
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Elite sales leaders ensure reps are building pipeline at the territory level. They’ve shifted the mindset of the sales 

organization by driving accountability for the forecast and instilling a franchise mindset among the reps.

Salespeople view their territories similar to how a franchise owner views his/her business. They see “their piece of 

dirt” as their own business unit, and more importantly understand that they’re responsible for their unit of profit.

The best sellers are the ones who own their territories. They’re accountable for the territory’s revenue. Just like a 

franchisee, they know how to leverage the power of the company brand to earn revenue.

This sales franchise mindset also drives your sellers to build pipeline at the territory level. If they see their territory 

as a business unit, they see the big picture. The question for sales managers to reps is, “What is your franchise 

doing right now to generate pipeline?”

Elite sales organization leaders know that razor-sharp clarity of their message and sales process allows them to 

drive forecast accuracy.

Accountability couldn’t be more important in the sales planning process. That cadence with which you are enabling 

your managers to inspect and reinforce is critical to driving revenue predictability. 

You’ve been there. It’s the end of the quarter and your reps are scrambling for the number. Everyone in your 

organization is stressed. So, what happens? Sales reps go into the accounts and opportunities trying to squeeze 

anything they can into the quarter. They discount and lose margin while they desperately try to close deals that 

aren’t baked. The blame most likely lies with a pipeline full of poor-quality leads, territories that are arbitrarily 

drawn, and key accounts that fall through the cracks.  

If we want to drive success in sales planning, we need to drive accountability in the forecast, and drive a sales 

culture where we drive pipeline at the territory level.

ELITE SALES ORGANIZATIONS ACCURATELY PREDICT THEIR NUMBER

WHY ELITE SALES ORGANIZATIONS HAVE A FRANCHISE MINDSET
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Predictability is a key element of effective sales planning. A franchise mindset drives predictability because it 

promotes reps to focus on the territory to build qualified pipeline and provides managers the line-of-sight they 

need to:

Most importantly, when your sales team views their territory as a franchise, it drives a repeatable operating rhythm 

that matches talent with opportunity and transforms a sales plan into a sales reality.

 
 
 

Mitigate territory risk

Identify 
the gaps that an 

individual seller may 
need to address in order 
to make his/her number 

each quarter.

 
 

Effectively coach 
their reps to drive 

revenue
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Your sales talent is the only sustainable competitive advantage 
for your organization. If you can hire great people, you will see 

results where it matters—

The Bottom Line

Perfectly crafted messages, unified processes, and well-designed sales strategies ultimately don’t amount to much 

without the right people to execute on them. As a sales organization, it is up to you to find the right fit — the person 

who has the right behaviors to be successful within your sales organization and who can operate the four levers of 

sales performance with maximum efficiency. 

Leaders of elite sales organizations know how to recruit high-performing sales talent. They also know how 

to mobilize that talent to prioritize their time, make high-value contacts, and impact revenue. Undefined job 

expectations, lack of coaching, and disjointed processes are among the greatest talent killers at many companies. 

Ultimately, securing great talent is about having a keen understanding of the type of people who will be successful 

in your sales roles. Without that definition, you will never be able to be an elite sales organization because you will 

constantly be struggling with the wrong performers.  

Elite sales organizations are disciplined when it comes to sales talent. They hire smart. They ensure they’re defining 

the role’s success profile and the selection criteria. They have a discipline behind that hiring process that goes 

beyond the art of the gut and leverages predictive analytics and data. 

REMEMBER, GREAT TALENT DELIVERS

ELITE SALES ORGANIZATIONS DEFINE WHAT SUCCESS 

LOOKS LIKE IN EACH OF THEIR VARIOUS SALES ROLES. 
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Once they’re on board, elite sales organizations also have managers that meet people where they are.  

If you want to improve sales productivity — you need to have a focus on how you are managing, coaching and 

retaining your sales talent. It’s the ultimate driver of your sales productivity. It’s a critical component to leading an 

elite sales organization.

ELITE SALES ORGANIZATIONS HAVE A CADENCE 

AROUND HIRING TOP SALES TALENT
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ENABLING AN 
ELITE SALES 

ORGANIZATION
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Leaders of elite sales organizations know that a true sales transformation is hard work. You know your company 

best. You know what’s working and more importantly where you need to make the greatest changes. Elite sales 

leaders take a “draft in” approach, one that leverages your current best practices to build a more sustainable 

roadmap for success. If you wipe the slate clean with every new program initiative, you’ll be left with one-off 

achievements, rather than long-term success.

Elite sales leaders drive transformation, while maniacally focusing on (1) how their reps are engaging their 

customers and (2) how they are set up internally to support those reps.
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WHAT ARE 
ELITE SALES 

LEADERS DOING 
RIGHT NOW?
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They’re equipping salespeople to be 
successful at the buyer-level

They’re defining who does what and when along the 
customer engagement process

They are driving accountability for the forecast

And they are ensuring they have the right sales 
talent to execute by building a cadence for hiring and 

retaining top salespeople.

Remember though, the key to being an elite sales organization is a shift in mindset, rather than a single action. A 

high-performance sales team is the cornerstone to driving sustainable revenue growth. One of the most important 

responsibilities of any sales executive is providing your organization with the ability to consistently engage 

prospects and customers in high-value business conversations and the processes to drive efficiency on the back 

end.

The end result is lasting impact, where it matters most — the bottom line.
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Are you looking to build an 
Elite Sales Organization? 

We can help you get there faster.

Contact Us  
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