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Future-Proof Your Post-COVID Career:
The One Skill That Can’t be
Outsourced, Offshored, or Al'd






Our Story: Data-Driven Creative Problem-Solving for Sales g

SALESGLOBE

We are rethinking sales.
SalesGlobe is a data-driven, creative problem-solving firm for sales
that solves your most important sales challenges.

* Go-to-Market

* Sales Organization Design

MARK DONNOLO * Sales Capacity and Goal Design
Managing Partner... and Art School MBA ‘ * Talent Assessment and Planning

g * Strategic Account Programs
Y ,
* Sales Compensation

* Quota Setting

* Technology Readiness
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CHALLENGE
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WHERE WERE YOU WHEN YOU THOUGHT OF
YOUR LAST GREAT IDEA?
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FUTURE-
PROOF

CREATIVE
PRINCIPLE
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OUR GOAL
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MY GOAL FOR You g

SALESGLOBE

NAKE You A 8ETTER DMTA -DieiveV




WHAT ARE YOUR ASPIRATIONS?
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METHODS TO
DIFFERENTIATE
YOUR THINKING
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Understanding the Story

What...

* Frozen engine.
* Nooil

How and When...

* (Car just stopped
* Had prior accident and repairs
* Changed the oil recently but no oil?

Who...

e Auto association- incorrect diagnosis
* Repair shop after the prior accident

Where...

* Engine froze in NC but repairs in GA
* Subsequent oil changes in GA

Why...

* Prior shop was in a hurry
* Missed the rag in the engine

What...

are the pain points?

How and When...
did it happen and develop?

Who...

was involved?

Where...

was it happening?

Why...

was it done this way?
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LET'S LOOK. AT 3 OF MY EAVORITE WAYS TO &
DIFFERENTIATE YOUR THINKING

A. REDEFINE
YOUR
CHALLENGE
QUESTION
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SALES l. 2.
DESIGN ARTICULATE REDEFINE

PROBLEM CHALLENGE
SM
THINKING STATEMENT QUESTION
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VERTICALLY CHANGE

E NG A G E “r g e 0l oy o

© 2021 SalesGlobe



THE COMPANY’S PROBLEM &
AUTOMOTIVE ELECTRONICS INDUSTRY
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WHAT THEY SAW

Lagging Quota Attainment for Professional Services Team-
The Company’s Future

Number of Reps by Quota Attainment Level
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THEIR PROBLEM STATEMENT g

SALESGLOBE

" We need to SPIF the
primary sales feam fo

create leads for

- Professional Services.




BUT WHAT’S THE REAL CHALLENGE? g

SALESGLOBE

What...
are the pain points? Understanding
How and When... theStory

did it happen and develop (the story)?

Who...

was involved (executives, roles)?

Where...

was it happening (globally, regions)?

Why...

was it done this way?
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Understanding
the Story

THIS WAS IN THE FIRST MEETING...

What...

* PS creates stickiness and expansion for core products sold by the primary sales team.

e Too many PS reps were below quota (only 20% attaining) dragging company performance.

How and When...

e Company started with core electronics.
e Acquired a company that provided PS to differentiate competitively.
e The primary organization was slow to adopt leading to lagging performance.

Who...

* Those who brought PS in on leads dramatically expanded their customer business.
* Those who tried to sell it themselves or delayed, missed the boat and lost deals.

Where...

* In deals where sellers from the primary sales team weren’t believers in the power of PS.
* The message wasn’t getting across to the team overall or to sellers who were new.

Why...

e The primary sales organization thought PS created risk in their deals or would slow them down.

e The primary sales organization was paid on short-term metrics, so speed was critical.
e But the PS team could prove that it actually accelerated and expanded deals.
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Creating a Solution Vision

What...

is a successful outcome?

How and When...

could it happen (at once, over time)?

Who...

should be involved (executives, roles)?

Where...
should this happen (globally, regions)?

Why...

would it be beneficial or be resisted?
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Creating a
Solution Vision

What...

* Raise PS sales organization quota performance (50% to 70%)
* Increase lead generation from the primary sales team.
* Grow revenue per customer for the company.

How and When...

e Communicating the upside from PS to the primary sales organization.
* Immediately across the organization.

Who...

* The primary sales organization.
* The roles that primary and PS should play in the sales process.

Why...

* A benefit to shareholders with increased, predictable growth.
* To sales with higher win rate and greater customer expansion.
* To the primary sales team with greater rewards for generating PS leads that close.
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Redefined Challenge Question

How can we develop a solution that:
 Communicates the benefits of generating PS opportunities,

e defines the roles and rules of engagement for primary and PS,

e rewards primary sales reps for generating PS leads and

* drives increased, predictable growth for the company?

THIS SIMPLE METHOD CHANGED HOW THE ORGANIZATION-
APPROACHED THE F:’ROBLEM
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LET'S LOOK. AT 3 OF MY EAVORITE WAYS TO &
DIFFERENTIATE YOUR THINKING

B. THINK
HORIZONTALLY
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THINKING HORIZONTALLY g
EXPANDS YOUR MIND

Generate options to
address the decision
points.

HORIZONTAL THINKING

Develop
selection
options into
solutions.
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Redefined Challenge Question

How can we develop a solution that:
 Communicates the benefits of generating PS opportunities,
* Defines the roles and rules of engagement that primary and PS,

should play in the sales process,

e rewards primary sales reps for generating PS leads and

 drives increased, predictable growth for the company?
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Communicates the benefits

WHAT IS communicating?
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’ WHAT IS communicating?

Audience

\ Message

N Positioning
% Trust
Truth
Proof

Clarity

© 2021 SalesGlobe

Communicates the benefits

Voices we know
Vehicles
Frequency
Feedback
Reinforcement
Schedule
Patterh

Etc., Etc., Etc...
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SALES
DESIGN
THINKINGS™

LET'S LOOK. AT 3 OF MY EAVORITE WAYS TO &
DIFFERENTIATE YOUR THINKING
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STORIES ARE IMPORTANT BECAUSE. ..

=
g § E THEY LEVERAGE OUR PRIMAL WIRING

WE LEARN THROUGH STORIES /=

Q¢ WE ENGAGE WITH STORIES

STORIES MOTIVATE ACTION ,%‘
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! ! !CLIMAX

THE EVENTUAL IMPACT OF THE
PROBLEM

CURRENT OR FUTURE

RISING ACTION
THE BULD OF THE PROBLEM

TAKING IT TO THE CLIMAX

RESOLUTION

—p
THE SOLUTION VISION

SETTING YOUR RECOMMENDATION

PROBLEM

e OR, AN OPEN QUESTION TO
THE CURRENT

RESOLVE
TROUBLE
STATE
CHARACTER
WHO'S IMPACTED? HIGHLIGHTED BY YOUR ANALYTICS
DO WE CARE? REFERENCES YOUR CHALLENGE

QUESTION
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SalesGlobe and Worldat Work surveyed 380
employers and 1,400 employees about their
X back-to-work plans and we found an
60% or
EMPLOYEES ARE
WORKING
REMOTELY

SALESGLOBE
Interesting story...
Sie
AND 76% sAY
@ THEY WANT TO
\

CONTINUE WORKING
REMOTELY, AT

/M/ESEENT IN REMOTE...

. RS o A S THE FUTURE OF SALES
T WILL GO TO THE DATA
\ EMPLOYERS ARE
: LEAST PART TIME, o == = == . . = = =y INVESTMENT IN: PROBLEM-SOLVERS...
HY i Y - Sy TE SR - \ -
e WHAT’S YOUR BACK-
PECTATIONS ... ° 3
B 77% OF EMPLOTERS | \or/ Al c ONFERENCING:95% TO-WORK PLAN FOR
B WILL M el 70% CUSTOMER INNOVATION
BUT COMPANES  * WORK POLICIES MORE ~ NETWORK SECURITY:707%
AND EMPLOYEE
ANTICIPATE ONLY . FLEXIBLE S e
34% WILL CONTINUE N, =z :
WORKING \ p FUTURE INNOv ATION DEFICIT?
REMOTELY 4 \ .
) «
BUT ONLY A SMALL PORTION IN:
RETENTION RISK ... 32% oF EMPLOYEES
—  UON'T RETURN TO

PROJECT MANAGEMENT 22%
WORK OR WILL LOOK

INTERNAL COMMUNICATION 36%
FOR A NEW JOB IF
THEIR EMPLOYER

WHILE LARGE POPULATIONS OF
DOESN'T ALLOW

IDEA-GENERATING EMPLOYEES
TRY TO COLLABORATE AND
REMOTE WORK , , l CREATE AT A DISTANCE
V) V) 9
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RISING ACTION

FPROBLEM
SETTING

CHARACTER

Lot

INNOV ATION DEFICIT

FPOTENTIAL TURNOVER

COLLABORATION DEFICIT
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RESOLUTION

—
BACK-TO-WORK PLAN

EMPLOYEE VALUE
PROPOSITION

COLLABORATION SOLUTIONS

BEING INTENTIONAL AND
ACTION-ORIENTED
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PRINCIPLES
TO THINK WITH

.
S
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MY FAVORITE PRINCIPLES TO THINK WITH

a% PROTEA TIME TO THINK

ﬁz LOOK AT BARRWEKS AS CREATIVE ENABLERS
| % WALKe AWAY FROM THE PROSLEM

% QET OMEOXTAGLE |EBING LoST

i

| % ENGME THE ouTSIDER.
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THE
CHALLENGE

PRINCIPLES
TO THINK WITH

FUTURE-PROOF
TYOUR CAREER

7 HOW TO BECOME A
: CREATIVE PROBLEM-
a3 ?
)
METHODS TO
DIFFERENTIATE

TYOUR THINKING
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PUTTING IT
INTO ACTION

* Try a step at a time incorporated into
your work

* Make it natural, not mechanical

* Build your creative muscle memory into
how you think
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770 337 9897

WHAT YOUR

CEO NEEDS TO KNOW

ABOUT

SALES Quotas!
COMPENSATION

ACCOUNT

PLANNING

Design Thinking
ta Salve Your Biggest
Sales Challenge
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Mark Donnolo MARK DONNOLO

T T
SALESGLOIEg
Rethink Sales
Podcast
. Strategic Sales Compensation Report Card
SalesGlobe Rethink Sales Podcast SM/L s BEIEESEN SRR
S Use the categories in this report card to your sales plan. Grade your

ing to the dil i of the Sales Compensation Diamond from Chapter one,
What Your CEO Needs to Know About Sales Compensation, that articulate the key steps in
plan evaluation and design. Select the grade that most closely represents your organization's
performance in each area. Once you are done, have each of your team members do the same,

Strategic Sales Compensation Report Card

and compare results and potential actions. To obtain your results, please ensure the proper
contact information is below. Your results will be forwarded to you by email within two

with Mark Donnolo

. & usiness days.
How to Grow Your Accounts in the New Economy- Salesman Podcast & MicheleSeger RS
. 02
C-Level Goals
The Four Phases of COVID-19 Recovery for Sales it
How to Hit 300% Quota- Salesman Podcast S e L suongy O
Accelerating into 2021: Quotas, Compensation, and Enablement- Evolvers Podcast i it i sl i S oAU vl ol Wik s

How to Build a Better Sales Compensation Plan
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https://www.salesglobe.com/rethinksalesroundtable/
https://open.spotify.com/show/0Gj2FC0oSTAj3BKntqJTh8?si=LJc4CR6MRi-3v7f30bgdgg&nd=1
https://www.salesglobe.com/books/what-your-ceo-needs-to-know-about-sales-compensation/
https://www.youtube.com/watch?v=i6sWjLnWxQ8
https://apips3f2792o8mzkp91we894-wpengine.netdna-ssl.com/wp-content/uploads/2020/05/The-Four-Phases-of-COVID-19_SalesGlobe_2020.pdf
https://www.youtube.com/watch?v=uhkugBR8kPY
https://open.spotify.com/episode/2jxPweIwPisF8a7OEeJtmW
https://open.spotify.com/episode/2jxPweIwPisF8a7OEeJtmW
https://www.mycustomer.com/selling/sales-performance/how-to-build-a-better-sales-compensation-plan
https://www.amazon.com/What-Needs-About-Sales-Compensation/dp/0814437559/ref=sr_1_1?crid=2EQK4434ICCDP&dchild=1&keywords=what+your+ceo+needs+to+know+about+sales+compensation&qid=1603816298&sprefix=what+your+ceo+%2Caps%2C165&sr=8-1
https://www.amazon.com/Quotas-Design-Thinking-Biggest-Challenge/dp/1950496236/ref=sr_1_1?crid=9OMSKJLQU1OQ&dchild=1&keywords=quotas&qid=1603816371&sprefix=quotas%2Caps%2C172&sr=8-1
https://www.amazon.com/Innovative-Sale-Creativity-Solutions-Extraordinary-ebook/dp/B00FBYT7B8/ref=sr_1_1?dchild=1&keywords=The+innovative+sale&qid=1603816457&sr=8-1
https://www.amazon.com/Essential-Account-Planning-Helping-Revenue-ebook/dp/B071Z352D1/ref=pd_sim_351_4/133-6968992-7633501?_encoding=UTF8&pd_rd_i=B071Z352D1&pd_rd_r=96dce550-08f6-4383-89cb-fcc8d00fcc90&pd_rd_w=CJM9B&pd_rd_wg=eAEFl&pf_rd_p=d338b989-51db-4d99-9bd8-988f67d205eb&pf_rd_r=7KNZ9DZ17M9QKVNPVFRB&psc=1&refRID=7KNZ9DZ17M9QKVNPVFRB

