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What is Sales Enablement ?

Forrester defines sales enablement as “a strategic, ongoing
process that equips client-facing employees to consistently and
systematically have a valuable conversation with the right
customer stakeholders at each stage of the customer’s
problem-solving life cycle.”



Sales Enablement Platform
Definition

» Gartner defines sales enablement platforms (SEPSs) as tools that unite sales
enablement functions and customer-facing sales execution.

» They predominantly feature native capabillities for sales content, sales training
and coaching.

» SEPs can also offer open APlIs to integrate with offerings from complementary
vendors with selling relationships and prebuilt integration for bidirectional data
sharing and synchronization for seamless access by end users between
applications (CRM, Marketing Tools, etc.)

» They are used for internal and partner/channel enablement.



B2B buying is digital-first
buying.

64% 2/3 83%

Expect hybrid sales to rise Prefer remote human Find new selling models
interactions more effective

«) ShOWpCId Source: McKinsey, February 2021.



https://www.slideshare.net/McK_CMSOForum/mckinsey-survey-global-b2b-decision-maker-response-to-covid19-crisis-244529550

B2B selling and marketing 'not (yet).

77% 20 5%

avg buying committee
involved in purchasing
decision

buyers’ last purchase was
very difficult, complex

customer’s total purchase
time

«) ShOWpCId Source: Gartner: New B2B Buying Journey & its Implication for Sales


https://www.gartner.com/en/sales/insights/b2b-buying-journey

More does not equal more.

>20%

Annual voluntary
sales rep churn

w ShOWpCId Source: Forrester/SiriusDecisions

$100K

Average cost of
recruiting a new sales
rep

44

Average number of days
required to fill in a sales rep
position

>6

Number of months
required to ramp an
enterprise sales rep



The winners will be the
companies who can |elevate the
human part of the new buying
journey.

SSSSSSS



But we need to stop selling at
buyers .
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Collaborative

A conversation, internally
and with whole buying
teams.

Experiential

Starting with relevant,
high-value buyer
experiences.

Digital-first

Happening primarily online
but with human
Interactions.

Modern Selling

Value creating

Injecting real value at every
step of the buying journey.

Insight-driven

Guided by data from many
sources.

Cross-discipline

Aligning marketing, sales,
customer success, partners.
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ORGANIZATION S7auBLr

Three activities — four divisions
| Robotics

TAUBL/

Connectors Textile

Fluid Connectors
Electrical Connectors
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1. Project Context & Goals

SEP Capabillities
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SALES EXPERIENCE & EFFICIENCY

—

SALES ENABLEMENT & COMMUNITY

CRM

ARKETING AUTOMATION § CONTENT MANAGEMENT

ANALYTICS

BACK OFFICE (Content Production & Delivery)
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1. Project Context & Goals

SEP HISTORY @ STAUBL
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Robotics

Textile

SOLUTION APP

SrausLr

TAUBL/

30% o€

20190

41 days left

Welcome to Staubli Solution App

Please select one of the following channels for your presentation:

[ Company presentation Date: 24.05.2020 0/164 downloaded
Size: 2,1 GB
; ) rev: 18 Download
Lgnguages. all . . Fixed video playback in
Videos, Powerpoint and PDF versions of the company profile.
5 i new App v2.0
Channel Owner: com
[ Company presentation Date: 24.05.2020 0/112 downloaded
Size: 1,4 GB
3 - : i rev.9 Download
Lgnguages. Gen!\an. English : Fixed video playback in
= Videos, Powerpoint and PDF versions of the company profile.
e : new App v2.0
Channel Owner: com
- Food processing robots Date: 24.05.2020 0/1009 downloaded
Size: 2,6 GB
3 Foedvideo piybackin ]
. ixed vi i
Food processing robots Channel new App VQ% L
Channel Owner: b bli.com, C.! i.com n
MPS Robotic Tool Changers Date: 24.05.2020 0/2965 downloaded
s Size: 33 GB
=AY ?‘ﬁ 36 . Download
MPS Robotic Tool Changer Systems n:;d)\gg?z glayback n
Channel Owner: s.andrews@staubli.com 4
Staubli Robotics Overview Date: 24.05.2020 0/881 downloaded
Size: 4302 MB
rev: 15
p Man ana  Presentation of robotics product range including updated brochures and | civan idan mlauhant in Download
SrausLr
Media player authorized MAC adress
Show 10 <] enties Soarch: Tgm
GN nme Firstname Lastname Company MAC Adresse Date Authorization
Staubli Player MAC adress Hugues CHOISEL Scopla FeoDO041BBA22 23012015 Admin
@ You replied to this message on 21/04/2020 1442 Hugues CHOISEL MaisonPerso 00:18F3646005 00092016 dobbyDeimo
Hugues CHOISEL SCOPIA poste HUG W046TEADE2T0 26002016 Admin
Hi, Hugues CHOISEL Perso 00:18:F3:64:8F:48 03102016 Deimo
1 would like o unlock the StaubliPlayer. My MAC adress are :
2:05:85:7F-EB:80 | Juniper Networks Viriual Adapter Pascal GUENARD ‘STAUBLI LYON Toxtlo 141062017
00:FF:10:30:9E:52 | Juniper Network Connect Virtual Adapter Cyile Guerin sts 26092018 WPS Carpet
g;FBFQ FD | Intel(R) Ethernet Connection (4) 1219-LM CHOISEL 'SCOPIA 08:71:90:12:38:53 30/06/2020 Admin

58 | TAP-Windows Adapter V9 LIS
DA | Zscaler Network Adapter 1.0.2.0
4F | Bluetooth Device (Personal Area Network)
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Take immediate benefits from Showpad

Prepare |

Recipients
Subject
(X P -
TAUBLJ Home Content Shares Subject
Message
Experiences Collections My Files
T B U I Ay Ev B & ¥ ICUEC [ Add Content

Visit Cust. Reply - May 24 STAUBLI Hi

Thank you for the meeting,
please find the document we presented to you.

About us ooy b

Srivsw Sriuvsu Best regards,

parmer Generic Jean-Christophe DUPUY

g ot et i i STAUBLI
" X
- Company Profile.pdf e o ( 4
e PDF document 7 ey N > -
Ly - Robotics Profile.pdf Allow Content Download Send me a copy ® sww:  Global Theme >
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a PowerPoint document

STA.UBLI Home Content Shares ® Q &, @

Shared Spaces >  Shared Space Reply-Showpad ;;9\ People (//0 Get Link
Robotics Mobile Robotics a All changes made to the Shared Space will be saved automatically. Preview
A S S50 e rcaies - . P .o Upload logo. Drag & Drop i Minimum 128px height and width.
Staubli Robotics Division.pptx Staubli Mobile Robotics Division.pptx STAUBLI 1 3 | Maximum size 5 MB.

a PowerPoint document a PowerPoint document !
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S a I e S re p Jean-Christophe Dupuy
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Improve sales efficiency
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Success story

I e
Prevent the overheating of
performant graphic
cards

Extract and install a
server into a liquid cooled
ecosystem

Minimise the Hot Swap
time to optimize efficiency
of your system
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IT COOLING EXPERIENCE
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User Activity By Platform

Total Sessions Unique Users

1604

M Tzblet M Phone M Browser

User Activity Comparison
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Find the best content for the right purpose

ST;ZI'UBL J Accueil  Contenu

Type (2) Effacer A
Vidéo 6

Document 135
Etiquettes (1) Effacer ~

Q_ Rechercher une étiquette

¥ Asset - Data type
MP4
¥ Asset - Group
Animation
Customer presentation
¥ Asset - Language
English
I} ¥ Asset - Purpose
Face-to-Face
¥ Product Line
Robotic systems
v Product Family
MobileRobotSystem_MRS
™2
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Partages ®

6 résultats pour « TX2 »

Labels suggérés:

Product Family: TX2

~ &

@

Trier par : Pertinence v Affic

TX2-140 Bike Assembly Smart Production 2021
E‘ Vidéo dans All Content/All content

05/21

Asset - Language: English  Asset - Data type: MP4  Asset - Group: Customer presen...  Asset - Purpose: Face-to-Face

TX2-40 HelMo Bottle Cell Smart Production 2021
[®] Vidéo dans All Content/All content
05/21

Asset - Language: English  Asset - Data type: MP4  Asset - Group: Customer presen...  Asset - Purpose: Face-to-Face

New TX2 range
[»] Vidéo dans All Content/All content

05/20

Mis & jour |

+3 supplémentai

Mis & jour |

®64 <4

+5 supplémentaires

Mis 3 jour le déc. 20, 2021

® 228 <50

Asset - Language: English  Asset - Data type: MP4  Asset - Purpose: Face-to-Face  Product Line: Robotic systems  +3 supplémentaires

ROBOTICS

Robots 6 axes TX2

Presentation
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= Page

Unique content point of truth for sales rep
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Brochures
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Prevent the overheating of
performant graphic
cards
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Extract and install a . = I

| | ; i Efficient flow path
server into a liquid cooled I
ecosystem .
=y | = = Easy to plug

W

Key benefits

Minimise the Hot Swap
time to optimize efficiency
of your system
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Overall Planning TAUBLI

Milestones

< 2021- Phase 1 >< 2022 - Phase 2 >
Start with existing contents to take Align Marketing content strategy with Sales
first benefits of SEP capabilities enablement approach

1st rollouts  Full rollout Mkt strategy Sales Enblt Optimize / Accelerate

*  Set up first level of *  First launch with pilot *  Take 1st benefits of - .
solutign countries/persons analytics * Optimize marketing
y P content strategy for
- Embed ambassadors (u§ages renguency...) sales enablement
- Load existing contents + Feedbacks - * Align marketing content (content and process)
adeStmentS ¢ Deploy other Strategy to sales o Define use cases for
countries/team *  -->0n going process “CRM” integration
*  First analytics
(SaleS teams ° Engage new

and customers) businesses in SEP

17
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Assessment post rollout - challenges

* Rollout 2021
* 1000 users deployed in 2021 — Worldwide : I0OS/Windows App/Web app

* 5500 marketing assets loaded
* 50 Showpad experiences created / 800 pages created

First assessments Q1 — 2022 Challenges 2022

94% of users connected at least once Increase/drive adoption plan (change

56% of users in a daily usage management/old habits, incentives, training...)
16% of assets = 0 views rework contents for sales

59% of assets < 5 views two axis- efficient on Showpad/relevant for

customer among their journey
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Seamlessly connecting to your tech stack

CRM Bl Collaboration Services
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@ REDUCTION IN ONBOARDING TIME

The Showpad platform streamlines onboarding,
training and coaching which helps get new hires into
the field quickly. Forrester calculates Showpad reduces
onboarding time by 25%. And because training
materials are scalable and available on any device,
new hires can access them anywhere, any time.

@ INCREASE IN SALES

Because Showpad puts the right information at every
salesperson’s fingertips, Forrester calculates that it
Increases sales by 10% per rep. The platform saves
sales reps time by making relevant content easy

to find, personalize and share on any device. And

It increases efficacy because sales reps have the
training, content and support they need to exceed
buyer expectations every time.

@ INCREASE IN PRODUCTIVITY

Showpad helps sales and marketing teams
collaborate efficiently to produce the content buyers
need. The Forrester study shows the platform
Improves marketing professionals’ productivity by
25%. It centralizes all sales collateral so it’s easy

to access, update and share materials. Powerful
analytics identify the most impactful content so
marketing can focus on producing only the best,
most relevant materials for sales.

3108 ROI

Forrester analyzed costs associated with Showpad
Including licensing, training and implementation
over three years against the platform’s benefits to
calculate a return on investment (ROI) of 516%.



SUMMARY AND
KEY TAKE AWAYS




Summary

You can achieve a high ROl and productivity
Better alignement between Sales and Marketing
Improve your customer experience

Total flexibility and good integration capabilities
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