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Mike Kunkle is arespected sales transformation architect and
internationally-recognized sales training and sales enablement expert.

Heds spent 35 years in the sales profession an
helping companies drive dramatic revenue growth through best-in-class learning strategies and his
proven-effective sales transformation methodologies. Today, Mike is the Vice President of Sales
Enablement Services for SPA and SPASIGMA, where he advises clients, writes, speaks, leads
webinars, publishes sales training courses, and designs sales enablement systems that get results.

Mike Kunkle Connect with Mike & Follow His Content

VP, Sales Enablement Services SPA http://www.strategicpricing.com/
S SPASIGMA https://spasigma.com/
li; | SPA Transforming Sales Results Blog https://www.mikekunkle.com/blog
000 SMM Connect Webinars http://bit.ly/STSTonSMM
.'...-: SPASIGVIA BrightTALK Webinars http://bit.ly/TheSalesExpertsChannel
216.455.1558 LinkedIn Publisher http://bit.ly/MikeKunkleLIPublisher
mike.kunkle @spasigma.com LinkedIn Profile https://www.linkedin.com/in/mikekunkle
https://spasigma.com SlideShare https://www.slideshare.net/mikekunkle

Twitter https://twitter.com/mike kunkle
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Current State of Sales Enablement
- Multiple Perspectives -




Sales Enablement (Un)Defined T Analysts -
Bricks in the Wall

A CSO Insights: A strategic, collaborative discipline designed to increase predictable sales results : :
Cross-Functional Collaboration

by providing consistent, scalable enablement services that allow customer-facing professionals
and their managers to add value in every customer interaction.

A IDC: Getting the right information into the hands of the right sellers at the right time and place, Sales
and in the right format, to move a sales opportunity forward. Development Demand
A Eorrester: Sales enablementis a strategic, ongoing process that equips all client-facing Generation
employees with the ability to consistently and systematically have a valuable conversation with Field Sales :
the right set of customer stakeholders at each stage of the customer's problem-solving life cycle Product
to optimize the return of investment of the selling system. Sales Marketing
A SiriusDecisions: Sales has the skills, knowledge, process expertise and access to assets to 0 fi
maximize every buyer interaction. This outcome is executed in three primary areas sales talent USLESS Marketing
management (attract, onboard, optimize) sales asset management (aggregate, create, manage) Operations
and sales communications management (govern, deliver, advocate). Customer
L : : Success
A Gartner: The activities, systems, processes and information that support and promote
knowledge-based sales interactions with client and prospects. W jrrE
A Aberdeen: A strategic alignment of resources and actions to produce effective, efficient sales Resources

operations. ) - Finance

A TOPO: Sales enablement is the process of providing the sales organization with the information,
content, and tools that help sales people sell more effectively. The foundation of sales
enablementis to provide sales people with what they need to successfully engage the buyer
throughout the buying process.
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.http:/blog.tamaraschenk.com/category/sales-enablement-definition/
https://www.slideshare.net/lml999/idc-sales-enablement-jan-2009-presentation
http://blogs.forrester.com/scott_santucci/10-08-14-what_%E2%80%9Csales_enablement%E2%80%9D_and_how_did_forrester_go_about_defining_it
https://www.siriusdecisions.com/priorities-we-cover/sales-enablement
http://www.gartner.com/it-glossary/sales-enablement
http://www.aberdeenessentials.com/cmo-essentials/what-is-sales-enablement/
http://blog.topohq.com/sales-enablement-who-what-how-when-why/

Sales Enablement (Un)Defined i ATD

Sales Enablement Community of ATD

The Association for Talent Development defines Sales Enablement as:

The mechanism responsible for collaborating across functions to promote sales success
through:

A talent selection

A talent development

A tool & process improvement

A coaching

A incentive & compensation design

Note: In addition to collaboration, which is key in sales enablement, there are three other foundational competency clusters

fromAT DG s -Glass $alks Competency Model that make up the base for all roles within the sales ecosystem (including
sales enablement): solution, insight, and effectiveness.

https://www.td.org/Communities-of-Practice/Sales-Enablement



https://www.td.org/Communities-of-Practice/Sales-Enablement/Sales-Competency-Model
https://www.td.org/Communities-of-Practice/Sales-Enablement

Sales Enablement (Un)Defined i SiriusDecisions Study
A Marketing

- Sales messaging and buyer engagement content

A Sales Asset Management
- Finding the right content at the right time for the right buyer

A Training & Talent Acquisition Support

- Competencies; sales onboarding, ongoing development, internal sales support content

A Sales Process & Sales Methodology

- Competencies; implementation and support

A Technology & Tools

- Supporting Sales in being more efficient or effective

A Sales Communication Management
A Support Services (inconsistent but growing)
A Sales Manager Enablement (inconsistent but growing).

SiriusDecisions 2017 Sales Enablement Study
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https://intelligentgrowth.siriusdecisions.com/sales-enablement-leader/long-term-competency-in-a-short-term-world-b-to-b-sales-infographic

Sidebar: Types of Content
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MARKETING SALES CONTENT BUYER TRAINING PERFORMANCE
CONTENT ENGAGEMENT CONTENT SUPPORT
CONTENT CONTENT

We needtostopsaying] ugstonf ent . O



Sales Enablement Maturity Models




Sales Enablement Maturity Models

A None:
A Informal:

A Formal:

A Adaptive;

NLeave them al one and | et
Random Acts of Sales Enablement

Building Blocks of Sales Enablement and
Systems Thinking Applied to Sales Enablement

Evolving to Performance Consulting

Bonus in Appendix
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The Building Blocks of Sales Enablement
- A Formal Approach -



Sales Enablement Building Blocks



