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Source: 2014 MHI Research Institute Sales Performance andProductivityStudy

51% of those achieving forecast spend more than $1,000 per person in sales enablement
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@tamaraschenk

http:// www.linkedin.com/in/tamaraschenk
tschenk@millerheiman.com

Á2005-2013: T-Systems International GmbH:
VP Sales Enablement& Transformation
Senior Manager Sales Enablement
Head of Business Development Utilities
Á2001-2005: Managing Consultant, Detecon
Sales & Delivery
Á1999-2001: Diebold: Senior Consultant:
Sales & Delivery
Á1998-1999: Ratio Ltd. OverseasDivision
Project Manager, Sweden
Á1992-1998: Rausch + Partner (own company):
Sales & Delivery

Tamara Schenk
Research Director
MHI Research Institute 

New Sales Enablement Data
2014 MHI Sales Performance and 
Productivity Study

Sales Force Enablement
Foundation

From chaos to structure: The 
MHI Sales Force Enablement 
Master Framework

Your take-aways
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Inability to communicate value
messages

Inability to attract new clients

More complex buying

Competition/Pricing

Internal admin challenges

Other

Inability to expand in existing
accounts

Too many products to sell

Turnover

άLƴŀōƛƭƛǘȅ to Communicate Value aŜǎǎŀƎŜǎέ remains top challenge in 2014



©Copyright 2014 MHI Global. All Rights Reserved. 

Source: 2014 MHI Research Institute Sales Performance andProductivityStudy

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

Product Launch Programs

Tools & Tech. Training

Internal Content

Client facing content

Product Training

Customer Mgmt Training

Sales Skill Training
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²ƘŀǘΨǎmissing? 

Sales Training

Transformation
Productivity

Sales Content

Messaging

Effectiveness

Playbooks

Performance

Technology

Skills & 
Competencies

Revenue Growth

The customerΧ
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"We cannot solve our 
problems with the same 
thinking we used when we 
created them."

Albert Einstein [1879 ς1955]
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"The main thing is to keep the main thing the main thing."
Stephen Covey

Á Entire customer's
journeywith the
entire stakeholder
network

Á At eachstage

Á At all levels


