
SRi
STORIES

 Client Testimonials About Our 
Sales Playbooks and Sales Processes



1

“THE PERFECT SALES PLAYBOOK”
About our Paint-the-Picture® Playbooks, what’s included and 
how they’ve made a difference to our clients. 

What is a Paint-the-Picture® Sales Playbook?
Our playbooks expertly define WHAT you sell, WHO You sell to, and HOW you sell it. 
Each playbook contains 15-20 sales tools and templates, such as blueprints, competi-
tive analysis, opportunity qualification, objection handling, and more (see page 2), and is 
expertly mapped to your sales process. 

Our sales playbooks reduce new hire ramp-up time by at least 50%, improve win rates 
for existing sales reps, and ensure that consistent messaging and strategy is echoed by 
the sales team. Training is critical to successful playbook implementation, and an inten-
sive onsite sales training and certification is included with all playbooks.

Client Success Stories
PLAYBOOK STORY 1:  
SALES TRAINING SUCCESS 

SRi was hired to develop a formal 
New Hire Sales Training and Cer-
tification Program that consisted 
of 3 playbooks. Our client found 
the playbooks to be so success-
ful that they opted for 10 more 
playbooks to follow, for a total 
of 13 playbooks for 21 products 
spanning the entire Oil and Gas 
Industry. Within six months of 
completing playbook training, 
a newly-hired sales rep helped 
close one of the top 5 deals of the 
year. 

In Our Client’s Words...

“What I was looking for was that 
credibility and then someone who 
would ask the right questions and not just come in with sort of a pre-existing playbook.”  
— VP of Sales and Marketing, Oil & Gas Industry

SRi STORIES: SALES PLAYBOOKS & PROCESSES

FROM COLD LEADS TO CLOSED SALES® 
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Client Success Stories (cont.)
PLAYBOOK STORY 2:  
MAKING THE SALES TARGET

A leading provider of legal software was 
experiencing growing pains; fast expan-
sion left a Direct Sales team of 20 unable 
to make their quotas due to misunder-
standing prospects, lack of competitive 
intelligence, and confusing messaging.  
SRi created a playbook and trained the 
existing sales team. Following training, 
our client reached their goal of 75% YOY 
revenue growth, and the training materials 
are still in use today for new hires. 

In Our Client’s Words...

“SRi helps you to really examine the 

buying population, who you’re selling to. 
They get into who are the key contacts 
that are part of that sales process. They 
get into how do you differentiate what you 
do from what your competitors do, how 
do you package the things that you want 
your sales rep to be able to say. They help 
you to sort out what that is. They bring an 
objective, educated, experienced third eye 
with expertise in selling to enterprises a 
fairly complex solution and they help you 
then to put all of those things together.”  
— VP of Sales Operations, Legal Technolo-
gy Industry

SRi STORIES: SALES PLAYBOOKS & PROCESSES

FROM COLD LEADS TO CLOSED SALES® 

PLAYBOOKS INCLUDE...
• Introduction to company and industry

• Elevator pitches, value propositions,  
references to use, and stories

• Prospect personas, motivators  
and buying processes 

• Marketplace analysis and go-to-market  
and competitive strategies

• Objection handling and responses

• Account planning and lead qualifying  
 templates and best practices

• Demo or capabilities presentation  
slide deck and talking points

• Business pains mapped to business 
benefits and bold claims

• Detailed sales campaigns

• Scripting for calls and emails

• Sales and industry terminology

• Descriptions of how to use each tool 

• Training scenarios and materials

www.SalesResult.com
877.427. 2490 • info@SalesResult.com
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A WINNING APPROACH TO SALES 
PROCESS
About Winning Sales Process™, what’s included and how 
they’ve made a difference to our clients. 

What is a Winning Sales  
Process™?
A Winning Sales Process is a recipe for 
sales success; it improves focus, disci-
pline and direction of the entire sales 
team, and is fully-mapped to a client’s 
CRM system for complete transparency 
and improved lead management.  

With a Winning Sales Process in place, 
close rates will increase and new hire 
ramp-up time will reduce. Often com-
bined with our sales playbooks, SRi pro-
vides onsite training to walk sales reps 
through each stage of the sales process, 
weekly/monthly planning, and using CRM 
in accordance with the new process.  

Client Success Stories
PROCESS STORY 1:  
NEW CUSTOMER ACQUISITION

Our client had a very concentrated customer base that represented 95% of their reve-
nue. With a big growth goal of 75% in YOY revenue, SRi was hired to build a sales pro-
cess for new customer acquisition. The sales process was combined with a playbook for 
complete consistency, and mapped to the client’s Salesforce.com CRM. The entire sales 
team was trained on the new process and playbook, and as a result our client gained a 
diversified customer base and achievement of their number. 

In Our Client’s Words...

“SRi recommended the adoption of a well-thought out and well-described sales process 
that all of the field reps can be trained on to execute. Our company did not have any 
such process that was detailed like that before Sales Result came on board. As a result 
of their recommendation that if you have to have that, you have to have a documented 
sales process that you can train all of your sales reps to follow, they adopted that for 
sure.” — VP of Sales Operations, Legal Technology Industry

SRi STORIES: SALES PLAYBOOKS & PROCESSES
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Client Success Stories (cont.)
PROCESS STORY 2:  
FORMALIZED SALES PROCESS

Our client had an Inside Sales Team trying 
to schedule online demos. Approval for 
demos was low, with prospects often 
asking for an email instead. If prospects 
did make it through the demo for a short 
free trial, they ended up getting a trial for 
up to 2-3 months due to poor follow-up 
and lack of transparency on behalf of 
the sales team, who had never received 
any formal sales training. This led to long 
sales cycle and a congested sales funnel. 
SRi developed a sales playbook and sales 
process, which was trained upon and inte-
grated into CRM in order to help our client 
achieve their sales goal and build a scal-

able infrastructure to meet their growth 
plans. 

In Our Client’s Words...

(a) “SRi helped us implement the CRM sys-
tem, set up the dashboards so we could 
get some metrics out, and properly set up 
all the stages of the funnel. They put to-
gether qualification forms for each of our 
products, put together presentations to 
give for all the demos. Basically, improving 
the entire sales process because, effec-
tively, what we were doing before this was 
calling up a potential customer and saying, 
‘Hey, we’ve got this product, would love to 
show it to you, can we set up a demo?’ If 
they agreed, we would, basically, give them 
a training session on the product not just 
selling them the product.” 

(b) “I knew what our company’s financials 
were but I had no metrics for measuring 
how we were successful in bringing on 
new clients, retaining existing clients. So I 
wanted to bring in Sales Result to focus on 
what we need to do to make our sales as 
effective as possible.” -

— CEO, Maritime Technology Industry

SRi STORIES: SALES PLAYBOOKS & PROCESSES

FROM COLD LEADS TO CLOSED SALES® 

PROCESSES INCLUDE...
• Sales stages, milestones, and objectives

• Entry and exit criterion 

• Roles and responsibilities 

• Key activities and metrics  

• CRM mapping: dashboards, reporting 
required fields, percentages, etc.

• Sales process terminology 

• Training materials and guidelines

www.SalesResult.com
877.427. 2490 • info@SalesResult.com


