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Poll #1

What is your biggest pipeline challenge?



What You Will Learn

1. DRIVE and D-RECT

2. Identification of Issues Associated with Ineffective 
and Inefficient Pipelines: Why You Aren’t Getting 
the Results You Want

3. Improved Efficiency Between Sales and Sales 
Ops: The Two Main Players of Sales Success

4. What We Have Seen (the Good and the Bad) and 
Case Studies

5. Reduce Risk in Your Pipeline Through Operational 
Excellence: How to Assess Your Organization
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Data Is 
Modern Business
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D R I V E
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E
Decision Resources Impact Velocity Expectations

• What are the 
roadblocks?

• How? • Human 
Capital

• What if they 
don’t?

• Why this date?

• Who? • Budget • Why are you 
doing this?

• Date we are 
driving 
towards

• What is a 
win?

D R I V
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D-RECT Is Iterative Success 

Tweak changes based on result of testing

Confirm efficacy of changes through testing

Execute changes to achieve business goal

Review current state and next steps

Define the desired business outcome 
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Why You Aren’t Getting 
the Results You Want
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The Tech Stack Attack
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Two Obstacles to Insight
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Data Infrastructure Data Integrity



Two Main Players to 
Sales Success
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Sales & Sales Operations

Sales Sales OpsFaster Sales

▪ Generate revenue

▪ Get to decisions faster

▪ Execute consistent process

▪ Create feedback loop (Sales and 
Marketing)

▪ Process analysis and design

▪ CRM adherence 

▪ Historical reporting

▪ Predictive reporting

▪ Mitigating risk

▪ Increased information

▪ Relentless accountability
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Insights
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Strategy



What We’ve Seen 
the Bad and the Good
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• No one updates the CRM

• Everyone has a different definition 
for pipeline stages

• Movement back and forth of 
opportunity stages.

The Bad
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• Sitting in top of funnel too long

The Bad

• No registered activity 

• No next steps 



The Good 
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• Unanimous understanding of pipeline stages 
and exit criteria. Data also shows 
consistency.

• Activity is always documented in the CRM .

• Reporting metrics show trend data and how 
pipeline is changing over time.

• Emphasis on key drivers around win rate, 
time in stage, and deal size.



The Good 
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• Listed activity

• Next steps



• Accountability

• Identifying strengths and 
weaknesses

• Slow spots in sales cycle

• Activity level of individual 
reps and team trending over 
time

Insights to Seek
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Case Studies
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• Company: SaaS provider selling to global 500 banks

• Problem: 15–month average sales cycle

• Discovery Process: Review of relevant CRM reports and notes 

• Issue Uncovered: IT review was stalling deals near or at the 
bottom of the funnel 

• Solution: Used DRIVE questions to uncover decision-making 
process during top-of-the-funnel conversations. Specifically, 
identify when IT would be involved and what they would be 
looking for. Then created two distinct IT Fact Sheets for use at 
the top and middle of the funnel. Created SLAs of when they 
needed to be used and held team accountable by vigilant review 
of CRM data, notes, and activities 

• Results: Reduced average sales cycle to 9 months 

Case Study 1 
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• Company: SaaS provider selling to both SMB and Enterprise 
clients in home services industry

• Problem: Low conversions AND 45–day sales cycle on SMB

• Discovery Process: Review of MQL/SQL criteria and SDR 
comp; review of Time in Stage metrics 

• Issue Uncovered: No true MQL/SQL criteria, SDR comped on 
meetings set not opportunity generation; deals stuck in 
between discovery and demo 

• Solution: Created SQL criteria—both levels of “I” or 1 level of 
“I” plus 1 letter or any combination of 3 letters. Created 
expectation of follow-up email after discovery, articulating 
three values and scheduling for demo with 3 times best 
practice.

• Results: Increased conversions by 35% and reduced sales 
cycle to 22 days 

Case Study 2 
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• Company: SaaS provider selling to health care and higher ed industries

• Problem: Unpredictable revenue; lumpy pipeline; 40% of sales 
cycle spent in contract review/negotiation

• Discovery Process: Review of all stage criteria; audit of sales team 
understanding of stages; review of recorded calls 

• Issue Uncovered: No true stage criteria; every individual on sales team 
defined stages differently; contracts being sent ad hoc and deals 
moved to negotiation; once deals were truly in negotiation touches 
became more spread out 

• Solution: Created stage criteria. Used pipeline meeting to reinforce 
team understanding of stages. Established that contracts were to be 
sent only after verbal agreement. Instituted 48–hour max time between 
touches while in negotiation.

• Results: 23% increase in conversions; decrease in sales cycle from 
163 to 122 days; much more predictable revenue; smoother 
pipeline 

Case Study 3
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How to Assess Your 
Organization
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• Completed activities by reps

• Leads and opportunities 
that moved stage

• Pipeline trending

Can You Run These 3 
Key Reports? 
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• Stage definitions

• Exit criteria

• What fields/purpose?

Is Your Team Aligned on Sales Process? 
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Is the CRM Aligned With 
the Sales Process?
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D-RECT Is Iterative Success 

Tweak changes based on result of testing

Confirm efficacy of changes through testing

Execute changes to achieve business goal

Review current state and next steps

Define the desired business outcome 
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• Data entry

• Accuracy

• Consistency

Is the Team Held 
Accountable?

31



32

Reducing Risk With Operational Excellence 

Pipeline stages and exit 
criteria

Field and data automations 
Executive-, manager-, 
and rep-level reporting 

Instituting pipeline 
meetings and reviews 

R
IS

K



• Close Date

• Value

• Qualifiers

− BANT

− SPIN

− DRIVE

Getting the Answers 
You Need
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E
Decision Resources Impact Velocity Expectations

D R I V
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Reducing Risk With Information

Decision-making network

Budget

Project timeline

Organizational motive

Consequence of 
inaction

Time until next meeting

IT requirements

Security requirements

Potential roadblocks

R
IS

K



DRIVE D-RECTFaster Sales

▪ Decision

▪ Resources

▪ Impact

▪ Velocity

▪ Expectations

▪ Define

▪ Review

▪ Execute

▪ Confirm

▪ Tweak

▪ Process driven 

▪ Rapid impact

▪ Sustained impact

DRIVE & D-RECT
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Questions?
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Pipeline Acceleration Toolkit



Poll #2

Please rate the value of this webcast 



Upcoming CoE Webcasts

Pricing

July – Date to be announced

Alex Symos, VP, Go-To-Market Center of Excellence

Finance Webcast: Cash in Your Pocket – Navigating R&D Credits 

and NOLs

Thursday, August 22nd at 2:00 p.m.

Eileen Covey, Director of Finance & Operations Tim Rankins, Senior Manager, R&D Tax Credits



THANK YOU 
for joining us


