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Sales Framework

The Sales Framework provides an
overview of the key elements for
designing and managing a successful

sales organization.

PROCESS SALES PROCESS GROWTH STRATEGY
[0 Sales development [0 Discovery 0 Activation O Co-selling [0 Onboarding & adoption
[0 Demandgen [0 Sales preso/pitch [0 Engagement [0 Channel sales support [0 Retention
[0 Sales-led outbound [0 Demo [0 Product qualified lead [0 Cross-sell
[0 Channel / ecosystem L1 Trial L1 Sales assist [l Upsell
[0 Proposadl [0 Self service conversion
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Organizational Design $o & Enablement I—_é People Management @
[0 Account execs [0 Account managers [0 Onboarding LI Sales skills [l Tool adoption [0 Performance [0 Coaching &
O Sales engineers O Frontline sales managers 0 Front-line sales O Product knowledge [0 Ongoing training management skills development
O SDRs O Subject matter experts nieliole (= plrelsfrelans O Sales playbook O Deal desk [ Career pathing [ Culture & retention
(SMEs) 0 Sales methodology [0 Coaching [0 Content management 0 Recruiting strategy
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Sales Operations ' Metrics & Optimization [l[l|]|]
[0 Revenue model [ Tech stack management [0 Forecast L1 Activity reporting
[0 Territory planning [0 Quota & compensation I Pipeline [0 Quota attainment
[0 Dashboards & reporting [0 Conversion analysis [0 Trend analysis
[ Coverage model
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Target Market @> Routes to Market o‘}?{'o Messaging :
[0 Ideal customer profile DIRECT SELF SERVICE INDIRECT 1 Corporate 1 Value propositions
O T t tlist messaging iti
Argeraccobniis [l Inside sales [0 Product-led growth [0l Managed . - C.o mpe’rl’flvc-?
O Stakeholder map . . [J Customer stories differentiation
. 0 Hybrid service providers AT .
[0 Segmentation O Field sales [0 Platform partners vyer personas
O Integrated partners
[l Systems integrators
[J Resellers & agents
J J \ J

SCALE



