Moving the deal forward just got easier...
Gain Insight. Build trust. Close Deals

How to use Customer feedback to

boost your sales reps hit rate and
increase your level of coaching




In a commoditized world , one key source of differentiation
comes from how sales reps engage with buyers

©

Sales Manager: How did the sales meeting go?

Sales Rep: Fantastic! The meeting was “
great! Everyone was really positive. They
clearly saw the need for our solution

Sales Manager: That is not what the customer is

saying. Look at the feedback in Salesforce. They

don’t see the link between what we offer and , :
. Sales Rep: Aha! | misread them in

their industry.

the meeting...l will get on the phone

with them and correct this “



@ Too many companies treat sales quality as a black box!

N = customer meetings

H = hit rate

D = avg deal size

(N*H*D)x

Our solution opens this box and aims to increase the deal size and
hitrate by 10%+ based on increased insight from the customer

@ Salespulse



39% of B2B buyers select a
vendor according to the
skills of the salesperson

rather than the price, quality

or service features.

Source: The Challenger Sale Book, Authors: Matthew Dixon & Brent Adamson
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Salespulse is a solution to increase sales reps ability to act on
real time insights and close more deals




Fully integrated voice of the prospect into every step of the
@ sales and opportunity journey in Salesforce

(

Search Opportunities and more.

Chatter ~ Opportunities v  Leads v

Tasks v Accounts

*x-@2aa@

v Contacts v Dashboards v More v

~

DETAILS RELATED

Opportunity Owner
o Audun Moen Stuland

Opportunity Name
Green Energy - VoIP

Account Name

Green Energy

Type

Existing Business

Primary Campaign Source

+ Additional Information

Lead Source

External Referral

o a
sss  Sales Home  Sales Performance Coaching
cee

Opportunity

Green Energy - VoIP
Account Name Close Date Amount
Green Energy 2/15/2018 $25,000.00

FEEDBACK

Opportunity Owner
o Audun Moen Stuland £

Close Date
2/15/2018

Stage

Value Proposition
Probability (%)
40%

Amount

$25,000.00

+ Follow

Negotiation/Review

Request Opportunity Feedbacl  New Case

Closed + Mark Stage as Complete

New Note  w

New Task Log a Call New Event Email

Create a task...

Activity Timeline Y

Next Steps

@ ExpandAll

> E Demo meeting @ 400AMIDec21 v

| You have an upcoming Event with Paul Smitt

Past Activity

No past activity. Past meetings and tasks marked as done

show up here.

Automatically collect
feedback from the
prospects at key
changes in the
opportunity journey

@ Salespulse can trigger
a survey automatically
based on changes to
any of these fields
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Salespulse

for...

ﬂ Salespulse Feedback - Coaching

The Sales Executive

a tool for managing sales and coaching
employees towards better results
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The Sales Representative

assistance in developing their own sales
style and uncovering success

The Organisation

more information about customers,
as well as higher quality offers and better
sales results
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5 minutes every other week will improve your sales execution

@ Salespulse fits in your daily business processes

2-3 MONTHS 3-6 MONTHS

DISCOVERY MEASURING AND IMPROVING

INTERNAL
= Evaluate first discovery phase

= Adjustments to questions
= Key learnings for optimizing sales

process
2-3 HOURS

QB SAELSPULSE AND INTERNAL

= |dentify key areas and questions to use
= Configure Salespulse

= Internal training session

= Management training session

2-3 HOURS &

USE SALESPULSE 5 MINUTES IN YOUR
REGULAR BI-WEEKLY COACHING SESSIONS

3-6 MONTHS AFTER 12 MONTHS

MEASURING AND
IMPROVING

INTERNAL
= Evaluate sales rep learning progress
= ROI calculation

= Evaluation of KPIs towards customer
feedback 2-3 HOURS

EXTERNAL OR INTERNAL COACHING

Evaluate customer feedback trends on sales
meetings and sales reps

Training session on required improvements
areas

Define new areas for improvements and start

measuring
05-1DAYWS N

@ Salespulse
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@ Great customer feedback from initial customers

“I found the app was easy to install, set up and start collecting feedback. It has sharpened how we approach our
sales cycles and become an integral learning tool that feeds our continual improvement approach to business.

Applphony It’s a great app and | am glad we took the leap”
GEORGE KENNESEY, CEO, APPIPHONY

“Salespulse is a great addition to our coaching sessions. We now have the customers viewpoint on our Sales reps strengths
D and weaknesses and can coach our sales reps based on more than financial and activity data. Sales reps are also becoming
more self-aware of their strengths and weaknesses and they get instant feedback on the effect of their sales training put in

DATA DWELL practice”
OLAFUR THORKELSON CEO, DATA DWELL

Looking for feedback? Salespulse is the best choice to start your business!

® TRIPSUM Thanks to the app's support team | learned about all the options that this app can offer you (more than you can see), so I'm
very happy to have chosen Salespulse for my feedback needs. | highly recommend!

JAVIER BELAUNDE, DIRECTOR OF MARKETING, TRIPSUM
H OT Z E

&KRONOS  Cwtay  Cooley
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(©) Responsive and branded data collection

TELCO ENTERPRISE

BUSINESS USERS FIRST CHOICE

Your thoughts about the meeting?

sa80a Verizon T 11:44 AM se800 Verizon T 11:44 AM
< Inbox < Inbox
Dear Ross,
Questback POC
To: Ross Belmont more... At MarvelPoint we are comnitted to
measuring the value of our customer Hello Phillip Waltz,
maatings in ordar to Improve how we
;’Iead;e h;:lp us with your ‘“"’” s”"f:" :‘:”;J‘"e’f"""e W::S“t_“:’“ We thank you for your time with us today and we are constantly looking to improve our relationships with our
eedpac 0 complete the following confidential )
Today at 10:55 AM survey vith regard 1o a meeting you partners and customers. In order for us to better understand your business needs and how to best serve you
recently had with Audun Stuland fiom in the future, we kindly ask you to provide feedback and your perception of todays meeting
our sales team,
MarvelPoint 1t takes approsmately 2 minules 1o Please click the link below and give us your feedback. It will only take you 1-2 minutes to complete.
o complate this survey.
Many thanks, Best Regards,
MarvelPoint Jeremy Elmore

Your Meeting with
MarvelPaoint

Click here to
participate

Click here to give your feedback

Service provided by www.absalespulse.com - OB Salespulse Inc.

@ Salespulse
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B Real time sales feedback — React quickly and turn feedback
Q into opportunity!

TELCO ENTERPRISE

BUSINESS USERS FIRST CHOICE

\We appreciate your feedback!

47

ur budget and plans are approved

The account manager was attentive and listened to me during the mesting

The account manager snowed Interest in Understanding our company

The account manager presentsd relevant areas of use to my business nesds

The account manager challenges us to think about our business needs in new ways
Overall | had a positive experience of the sales mesting

think that my organization would gain great value through collaboration between both

companies

currently in to move this pr

We are just gathering information

12 © salespulse

A Questiack Campany



Coaching dashboards with aggregated information and
possibility to drill down to individual customers or reps

@ Y

Sales Home Opportunities v  Leads %  Tasks v  Fles Accounts v  Contacts v  Campaigns v  Dashboards %  Salespulse Opportunity Analysis ~ Reports v Chatter  More w

E DASHBOARD
| Salespulse Feedback - Coaching

As of Nov 24, 2016 3:33 AM - Viewing as Salespulse Admin O pti m ize yo u r Sa I es
Feedback pr Sales rep B Feedback pr lead source a p p roac h ba Sed on
sales feedback

Opportunity Name

Unlted Oll Office Portable Generators
SalEsman  United Ofl 31 EdgeSLA @ Web

Buriington Textlles Weaving Plant Generator

Edge SLA &1 VoC and dightal CRM replacement @ Partnar Refarral 38
Cloud Solution g
Cloud Cranes @ & Purchased List
Buriington ... 9
Unlted Ol Installations @@ H

United OIl Generators Phene Inquiry

g Semeuse. eCandd et 8

5 B

£ Y‘ Cloud Salut. 33 WView Report

g

g

- Fous G _

3 Feedback pr status
g Fmiverep e _

2

E Quallfication
5] Burlington

Needs Analysls

Value Proposition

in

Perception Analysis

Accourt_stage

.
',
N
]
w
W
w
w
]
» -

|dentify early signs for |
coaching S

View Raport

N
S

@ Salespulse
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B Reports and dashboards with your individual feedback or
Q aggregated team feedback

o )

Home Chatter Leads Accounts Contacts Opportunities Contracts Products Reports EEELLAETGESE  Survey Forms — Survey Responses

« Go to Dashboard List

(3 My Sales Feedback

resh | As of November 24, 2016 at 4:14 AM

React instantly on

Feedback score
5] £ o

sales feedback

AL LEL

Identify your strengths
and weaknesses

14



"Your ability to listen in customer meetings” explains 93.8%
of the variation of closed won

r

- B
2580
Datasets & Stories
STORY
salespulseClosedWonAnalysis & Improvements Found B Story Setup b Play Summary [ Share & Export | ¥
Story

Einstein Insights about

-1 Won by Ability to listen

ak
&

What Happened -l
1.25 Relating to:
X Ability to listen -
1
Results
c
g 075
Y 1 to 2 has worse than average Won
&
E 0.5
0.25
0
1 Tto2 2to5 5to6
Ability to listen
1 to 2 has worse than average Won = 1
Ability to lis ns 93.8% variation in W
Ability to listen explains 92.8% of the variation in V Average  0.019 .
A Difference
Here are some cases where Won was better than average: -0.518
o _ From Qverall
- 2to 5is 0.447 above average.
-5to 6is 0.452 above average. Sta'_-‘d_ard 0.137
- Deviation
Hara are snme rases whare Won was worsa than avarase - -




@ Increasing your ability to “add value” to your customer in the
Stage value proposition will increase to 83.4%
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Einstein Discovery £ Datasets & Stories

ll
STORY
SalespulseClosedWonAnalysis

6 Improvements Found B Story Setup B Play Summary % Share & Export A

Story
=il Change Add value from '1' to '4 to 5' when Sales Process is \ o ®R Einstein Insights about
What Happened -
Changing 1 to 4 to 5 when Sales Process is Value Proposition
Relating to:
Maximizing Won
0.15 % Sales Process - Value Proposition
< 0.145
o
=
v
B
z
< 014
0.135
Predicted impact of 0.843 if we change Add value from '1' to ‘4 to 5' Add value changed to 4 to 5 5 FRE T G e TR

when Sales Process is Value Proposition
Condition: ~ Sales Proces...

nstein Discovery predicts 66 Transacti chan, by 0.013 for a net
Einstein Dis overy predicts 66 Transactions changed by 0.013 for a ne Predicted Won:  0.1491
impact of 0.843 ——
redicte
Marginal Won: QR
Count: 66

- - - —



Increasing your ability to “add value” to your prospects in
Real Estate will have an impact of 3mill USD

) 262 @ )

& Datasets & Stories

l|| Einstein Disco

STORY

SalespulseRevenueImpact 1 Improvement Found B Story Setup P Play Summary % Share & Export v

Story Story Over Tir

Einstein Insights about:

How Can I Improve It v
Change Add value from '1' to '5 to 6' when Industry is Ree R i
. . x Add value hd
Changing 1 to 5 to 6 when Industry is Real Estate
Maximizing Revenue Results:

l wnen >ales Process Is Proposal

Change Add value from '1'to ‘4 to 5'
when Industry is Technology

Change Add value from '1' to ‘4 to 5'
when Sales Process is Needs Analysis

Average Revenue

Change Add value from '1'to ‘4to 5'
when Sales Process is Negotiation

. . N Change Add value from '1'to ‘5 to 6'
Predicted impact of 3,054,000 if we change Add value from '1' to ‘5 to when Facilitates new thinking is 1 to 2

R Add value changedto 5to 6
6' when Industry is Real Estate

Condition: Industry... = Change Add value from '1' to '5 to 6'

Einstein Discove dicts 50T 1 ch. d by 61,080 f; t
instein Discovery predicts 50 Transactions changed by or a nef when LeadSource is Partner

mpact of 3,054,000 . Predicted

61,080
Revenue:

Change Add value from '1' to '5 to 6

Pradicted when Facilitates new thinking is 5to 6

Change Add value from '1'to '5to 6'
when Industry is Real Estate
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SALES QUALITY

Does not have to be a matter of luck
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k For more information, please contact
y contact@qbsalespulse.com
www.gbsalespulse.com

+1 800 974 8784

@QBsalespulse




