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

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

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 
their industry.

Sales Rep: Aha! I misread them in 
the meeting…I will get on the phone 

with them and correct this 



Too many companies treat sales quality as a black box!

Our solution opens this box and aims to increase the deal size and 

hitrate by 10%+ based on increased insight from the customer

(N xH xD) xQUALITY= $

N = customer meetings  
H = hit rate
D = avg deal size



PRESENTATION NAME

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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What if your sales team 

is wasting your 

customers time?

RELEVANCE

Are you focusing on 

(right) the opportunities 

with highest probability

PRIORITIZATION

Have you ever seen one 

of your sales reps do 

honest self reflection on 

their sales meetings?

REFLECTIONS

Are you spending your 

coaching time on the 

right people and on the 

right areas?

COACHING



Salespulse is a solution to increase sales reps ability to act on 
real time insights and close more deals

Demonstrate Solution

? ?
?

? ?

REQUEST FEEDBACK IN A MATTER OF SECONDS ACT ON INSIGHTS



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

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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for…

a tool for managing sales and coaching 
employees towards better results

The Sales Executive 

assistance in developing their own sales 
style and uncovering success

The Sales Representative

more information about customers, 
as well as higher quality offers and better 
sales results

The Organisation

Salespulse
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5 minutes every other week will improve your sales execution

Salespulse fits in your daily business processes
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DISCOVERY MEASURING AND IMPROVING
MEASURING AND 

IMPROVING

▪ Identify key areas and questions to use

▪ Configure Salespulse

▪ Internal training session

▪ Management training session

▪ Evaluate customer feedback trends on sales 

meetings and sales reps

▪ Training session on required improvements 

areas

▪ Define new areas for improvements and start 

measuring 

▪ Evaluate first discovery phase

▪ Adjustments to questions

▪ Key learnings for optimizing sales 

process

EVAL

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

▪ Evaluate sales rep learning progress

▪ ROI calculation

▪ Evaluation of KPIs towards customer 

feedback

INTERNAL

QB SAELSPULSE AND INTERNAL

INTERNAL

EXTERNAL OR INTERNAL COACHING 

2-3 HOURS
0,5 -1 DAY WS 

2-3 HOURS 2-3 HOURS

3 -6  MONTHS2-3 MONTHS 3 -6  MONTHS AFTER 12 MONTHS

SALES ACTIVITY
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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. 
It’s a great app and I am glad we took the leap” 
GEORGE KENNESEY, CEO, APPIPHONY

Looking for feedback? Salespulse is the best choice to start your business!
Thanks to the app's support team I 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. I highly recommend!
JAVIER BELAUNDE,  DIRECTOR OF MARKETING,TRIPSUM

“Salespulse is a great addition to our coaching sessions. We now have the customers viewpoint on our Sales reps strengths 
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 
practice”
OLAFUR THORKELSON CEO, DATA DWELL
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Real time sales feedback – React quickly and turn feedback 
into opportunity!
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Coaching dashboards with aggregated information and 
possibility to drill down to individual customers or reps 
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Optimize your sales 
approach based on 

sales feedback

Identify early signs for 
coaching
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Reports and dashboards with your individual feedback or 
aggregated team feedback
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Identify your strengths 
and weaknesses

React instantly on 
sales feedback
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of the variation of closed won
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Stage value proposition will increase to 83.4%
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Real Estate will have an impact of 3mill USD



Does not have to be a matter of luck 
SALES QUALITY



Thank you
For more information, please contact

contact@qbsalespulse.com

www.qbsalespulse.com

+1 800 974 8784

@QBsalespulse


