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TEMPLATE
Product/Service:
[Enter product or service name]

Created by:

[Team/Individual name]

Date:
[Date]

Version:

[Version number]

EXECUTIVE SUMMARY

Sales Strategy Overview

[2-3 sentence description of your overall sales approach and

how it aligns with business objectives]
Target Market Summary

[Brief description of your primary market and key customer

segments]

Key Value Proposition

[Your main value proposition for prospects in 1-2 sentences]
Sales Performance Goals

[Primary sales objectives and targets for this period]
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Company anormatZOn- 1.2 SALES TEAM STRUCTURE

Sales Organisation Chart: [Include organisational chart showing reporting relationships]

INDIVIDUAL ROLES AND RESPONSIBILITIES:

[List responsibilities] [Quota details] [How measured]

[List responsibilities] [Quota details] [How measured]

[List responsibilities] [Quota details] [How measured)]

Territory Assignments: [How territories are divided and assigned]

1.3 HOW SALES SUPPORTS COMPANY STRATEGY

[Explain how the sales team'’s activities directly contribute to overall business success]
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2.2 COMPETITIVE POSITIONING

Products and pricing.

[Feature 1] [Our approach] [Their approach] [Their approach] [Why we're better]

[Feature 2] [Our approach] [Their approach] [Their approach] [Why we're better]

[Feature 3] [Our approach] [Their approach] [Their approach] [Why we're better]

2.3 PRICING STRUCTURE
Pricing Model: [Subscription/One-time/Usage-based /etc.]

PRICING TIERS:

[Feature list] [Customer type]

[Feature list] [Customer type]

[Feature list] [Customer type]

Pricing Guidelines: Standard Pricing: [When to use list prices]

Discount Authority: [Who can approve discounts and at what levels]
Negotiation Parameters: [Acceptable negotiation ranges]
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Target personas.
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Pain Points and Challenges: Buying Process:

1. [Primary pain point that drives purchasing] - Decision Timeline: [How long decisions typically take]

2. [Secondary challenge] - Budget Authority: [Budget influence level]

3. [Tertiary frustration] - Approval Process: [Steps in their buying process]
Information Behaviours:

- Information Sources: [Where they research solutions]

- Trusted Influencers: [Who influences their decisions]

- Communication Preferences: [Email/Phone/In-person/etc.]

- Social Media Usage: [Platforms they use professionally]

3.2 SECONDARY PERSONA: [PERSONA NAME]

[Repeat structure above for additional personas]

3.3 INFLUENCER MAPPING

[Stakeholder 1] [High/Medium/Low] [Key concerns] [Engagement sirategy]

[Stakeholder 2] [High/Medium/Low] [Key concerns] [Engagement sirategy]

[Stakeholder 3] [High/Medium/Low] [Key concerns] [Engagement sirategy]




Messaging.

Negotiation [Messagel] [2-3 supporting points] [Evidence/data]

Closing [Messagel] [2-3 supporting points] [Evidence/data]

4.3 OBJECTION HANDLING

Common Objection 1: [Objection] Common Objection 2: [Objection]
- Root Cause: [Why they object] - Root Cause: [Why they object]
- Response Strategy: [How to address] - Response Strategy: [How to address]
- Supporting Evidence: [Proof points to use] - Supporting Evidence: [Proof points to use]
- Follow-up Questions: [Questions to ask] - Follow-up Questions: [Questions to ask]
Prospecting [Messagel] [2-3 supporting points] [Evidence/data] 4.4 TALK TRACKS AND SCRIPTS
Discovery [Message] [2-3 supporting points] [Evidence/data] Cold Outreach Script: [Voicemail /email template for initial contact]
Discovery Questions: [Key questions to uncover needs and qualify opportunities]
Presentation [Message] [2:3 supporting points] [Evidence/data] Value Presentation Framework: [Structure for presenting value propositions]
Proposal Message] [2:3 supporting points] [Evidence/data] Closing Techniques: [Approved methods for asking for the business]
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Sales methodology.

Qualification Framework:
- Qualification Criteria: [BANT/MEDDIC /efc. criteria]
- Required Information: [Must-have data points]

- Go/No-Go Decision Process: [When to continue/stop pursuing]

Solution Development:
- Needs Analysis Process: [How to analyse requirements]

- Solution Mapping: [How to match solutions to needs]

- Stakeholder Alignment: [How to ensure all stakeholders agree]
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Customer journey.
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Decision Stage:
- Buyer Mindset: [What they're thinking/feeling]
- Information Needs: [What they're researching]
- Sales Approach: [How to engage]
- Content/Resources: [What to share]

- Success Metrics: [How to measure progress]

6.2 TOUCHPOINT STRATEGY

[Touchpoint type] [Objective] [How often]

6.3 POST-SALE JOURNEY

Implementation Process: [Steps for successful product implementation]
Onboarding Support: [How to ensure customer success]

Ongoing Relationship Management: [Strategy for account growth and retention]

[Responsible role]




Sales process.
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Stage 5: Proposal Stage 7: Closing
- Objective: [Goal of this stage] - Objective: [Goal of this stage]
- Key Activities: [What sales reps do] - Key Activities: [What sales reps do]
- Duration: [Typical timeframe] - Duration: [Typical timeframe]

- Exit Criteria: [Requirements to advance] - Exit Criteria: [Requirements to advance]

- Tools/Resources: [What to use] - Tools/Resources: [What to use]

Stage 6: Negotiation
- Objective: [Goal of this stage]
- Key Activities: [What sales reps do]
- Duration: [Typical timeframe]
- Exit Criteria: [Requirements o advance]

- Tools/Resources: [What to use]

7.2 STAGE-SPECIFIC GUIDELINES

Prospecting Best Practices: [Specific guidance for effective prospecting]
Discovery Best Practices: [Specific guidance for effective discovery]
Presentation Best Practices: [Specific guidance for effective presentations]

Closing Best Practices: [Specific guidance for effective closing]




Resources 8.2 INTERNAL RESOURCES

SALES ENABLEMENT MATERIALS:

Sales Enablement Materials: - [ ] Proposal templates: [Standardised proposals]

- [ 1 Product training modules - [ 1 Email templates: [Outreach templates]
- [ ] Sales methodology training - [ ] Objection handling guides
- [ ] Competitive intelligence
Research and Intelligence:

- [ 1 Industry knowledge base

- [ ] Market research reports
- [ ] Regulatory compliance training

- [ ] Competitive analysis

Sales Tools: - [ ] Industry trend reports

- [ ] Battle cards: [Competitive positioning] - [ ] Customer feedback summaries

- [ ] Presentation templates: [Standard deck formats] - [ 1 Win/loss analysis

8.3 RESOURCE ORGANISATION
Where to Find Resources: [Location of sales resources - CRM/shared drive/portal]
Resource Requests: [Process for requesting new materials or updates]

Resource Updates: [How resources are maintained and updated]
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Communication Tools:

sa Ies iec h n o I ogy and tOOlS. - Pl:fﬂform: [Tool- name]
- Primary Functions: [Key features used|]

- User Guidelines: [How to use effectively]

- Integration: [How it connects to other tools]

9.2 TOOL USAGE BY SALES STAGE

Prospecting [Features] [Data points]

Discovery [Features] [Data points]

Presentation [Features] [Data points]

Proposal [Features] [Data points]

Closing [Features] [Data points]

9.3 DATA MANAGEMENT STANDARDS

Where to Find Resources: [Location of sales resources - CRM/shared drive/portal]

Resource Requests: [Process for requesting new materials or updates]

Resource Updates: [How resources are maintained and updated]
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Key Performance Indicators (KPIs).
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10.2 TEAM/COMPANY METRICS
Team Performance:

- Total Team Revenue: [Team quota]

- Market Share Growth: [Growth targets]

- New Customer Acquisition: [New logos per quarter]

- Customer Retention Rate: [Retention percentage]

Leading Indicators:
- Pipeline Coverage: [Pipeline multiple of quota]
- Activity Levels: [Team activity standards]
- Conversion Rates: [Stage-to-stage conversion]

- Deal Velocity: [Average time in each stage]

10.3 PERFORMANCE REVIEW PROCESS

Daily Reviews: [What to track and review daily]

Weekly Reviews: [Weekly performance check process]

Monthly Reviews: [Monthly assessment criteria]

Quarterly Reviews: [Comprehensive quarterly evaluation]




Ethical practices and compliance.
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11.2 COMPANY CODE OF CONDUCT
Core Principles: [Company ethical principles for sales activities]
Acceptable Practices:

- [List approved sales activities]

- [Gift and entertainment guidelines]

- [Educational event standards]

- [Professional relationship boundaries]
Prohibited Activities:

- [List prohibited behaviours]

- [Anti-kickback compliance]

- [Conflicts of interest]

- [Misrepresentation guidelines]

11.3 COMPLIANCE PROCESS

Training Requirements: [Required compliance training and frequency]

Approval Processes: [What requires pre-approval]

Incident Reporting: [How to report compliance concerns]

Audit Procedures: [Regular compliance review process]




SUCCESS METRICS

Implementation plan.

[Metric 1] [Current state] [30-day target] [90-day target] [How to measure] [Responsible person]

[Metric 2] [Current sfate] [30-day farget] [90-day target] [How to measure] [Responsible person]

[Metric 3] [Current state] [30-day target] [90-day target] [How to measure] [Responsible person]

APPROVAL AND REVIEW
Created by: [Name] Date: [Date]

Reviewed by: [Name and role] Next Review Date: [Date]

This playbook is a living

Approved by: [Name and role] Review Schedule: [How often this playbook
will be updated] document and should be

updated regularly as market
APPENDICES conditions, products, and sales
trategi Ive.
Appendix A: Contact Directory [Key contacts and escalation paths] sirategles evolve
Appendix B: Territory Information [Territory-specific information and guidelines]

Appendix C: Competitive Intelligence [Detailed competitive analysis and positioning]

Appendix D: Legal and Compliance Resources [Links to compliance documentation and legal resources]
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