How Do You Get to
Your Revenue Goals?

Often there’s no clear path, with many bumps along the road.
Optimizing your sales plan is complicated by outdated tools and
processes, leading to late plans, errors, and seller frustration.

Your plans are always under construction. Shorter
planning cycles, shifting marketplaces, and manual errors
get in the way of optimizing your plans.
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Lack of collaboration and buy-in from

sellers has a negative impact on job

satisfaction and productivity.

Constant market changes make it hard to predict
_ what happens next. Making it an even lengthier
= | planning process.

Spreadsheets and outdated technology are
roadblocks, leading to time-consuming
and error-prone work that doesn’t scale.

Rigid set-in-stone processes that rely on gut
feel make you feel like you're getting nowhere.

*SIGH™
FHONK*  "HON #HONK" "HON +

A A Faa~ S

m General purpose planning tools offer automation but
aren’t designed specifically for sales planning. So,
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you end up paying for capabilities you don’t use.

a\ 25% of territories

are too much work.
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Unbalanced plans are too little work.
equals unhappy sellers.
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Drive your Growth in the Right Direction
with a Purpose-Built Solution

Maximize your sales goals with a software solution that puts smarter
territory and quota planning in the driver’s seat. Think of it as your GPS,
guiding you on a path of least resistance to realizing your sales goals.

The right sales planning solution optimizes your
territory and quota plans with:

Automated processes and Guided intelligence, visuals,

fewer spreadsheets, so that
you can respond to business
changes quickly.

Advanced technigues to more
accurately size and balance
territories for fairness.

In-depth visualizations to
give you fresh insight into
your plans.

and mapping to accelerate the
planning processes and
eliminate surprises.

Collaboration capabilities that
build trust, achieve balance
and close loops.

The Complete Guide to Sales Planning
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Source: How to Really Organize Your Sales Territories, Selling Power Editors, Leadership & Management, Selling Power.
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