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SALES ENABLEMENT SPENDING

51%o0f those achieving forecast spend more than $1,000 person in sales enablement

30% 29%
27%
25% %
21%
20%
20% 19%
15% m Forecast <100%
12% Forecast +100%
0% 10%
10% 8%
6%
5%
0%
Don't know Less than $501 to $1,001 to $2,001 to More than
$500 $1,000 $2.000 $5,000 $5,000

Source: 2014 MHI Research Institute Sales PerfornaanteroductivityStudy
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AGENDA

New Sales Enablement Data
2014 MHI Sales Performance and

Productivity Study
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BIGGEST INHIBITORS TO SALES SUCCESS

G Ly I @oomminicate Valua S & & | rEnSathstop challengén 2014
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SALES ENABLEMENT SCOPE

Those forecasting to (over)achieve plan have a broader scope of Sales Enablement

Sales Skill Training

Customer Mgmt Training

Product Training

Client facing content

Internal Content

Tools & Tech. Training

Product Launch Programs

Onboarding Programs

Others

Source: 2014 MHI Research Institute Sales PerfornzamteroductivityStudy
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SE— MANY DIFFERENT ASSOCIATIONS
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LET’S CHALLENGE OUR THINKING

"We cannot solve our
problemswith the same
thinkingwe usedwhenwe

created them."

Albert Einstein [187§ 1955]
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MHI SALES SYSTEM - CUSTOMER CORE

"The main thing Is to keep the main thing the main thing."
Stephen Covey

A Entirecustomer's
journeywith the

entire stakeholder
‘ network

A Ateachstage

A At alllevels
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