Sales Enablement
Strategy:

Goals, Choices,
and Tradeoffs

- Sales enablement equips teams
with skills, content, tools, processes,
and coaching

- Why it matters now: rising buyer
expectations and content overload

- Shift from static content libraries
to in-workflow, real-time guidance

- Framework: define goals, make
informed choices, accept tradeoffs

- Audience: enablement teams,
sales managers, and content creators




What Sales Enablement Means in 2026
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Evolved from deck libraries to a
strategic, cross-functional system

Spans onboarding, coaching, content,
tools, and analytics

Expands beyond AEs to SDRs,
CSMs, and partners

Trends: Al coaching, real-time
guidance, outcome accountability

Execution gap: 89% define process,
only 36% follow it




Defining Goals That Drive Business Outcomes

OUTPUTs
- . kAt‘ -. . .
PNy @ Faster ramp, higher win

rates, larger deals, shorter
cycles

@ Outputs track activity;
outcomes track revenue
and pipeline

@ Align every enablement
goal to the go-to-market
strategy

No revenue or pipeline
link? Reconsider the
program



| The Metrlcs That Matter
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Performance: deal outcomes like win rate and quota attainment

Proficiency: skill readiness, ramp time, and certification

Productivity: efficiency in content usage and prep time

Track 5-7 metrics, not 25, to avoid dashboard fatigue

Benchmarks: win rate 20-30%, ramp time 3-6 months




Measuring Impact Without Over-Claiming
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® Attribution is harder than measurement; many factors influence revenue
® Build a chain of evidence: adoption, behavior, proficiency, pipeline, revenue
® Use baselines, cohorts, and time-series for directional impact, not clean causation

ROI formula: (attributable gain - cost) / cost; mature programs often ~4:1




Key Strategic Choices _

- onboarding, ongoing
learning, content, tools, coaching,
or a combination

ontent model: centralized
enablement vs. embedded
sales-adjacent creators

lechnology: CRM, content
management, learning platforms,
conversation intelligence, analytics

)elivery: live training, self-paced
modaules, just-in-time resources,
in-workflow guidance

manager coaching and adoption

Prioritize a few bets; spreading too thin weakens




Accepting and Managing Tradeoffs

Speed vs. quality: fast delivery
limits customization; polished
content takes time

Broad coverage vs. deep
personalization: generic assets

coverage :
resonate with no one

Tools vs. talent: platforms
amplify processes but can't
replace coaching

\ Central governance vs. field
Central Field flexibility: too much control kills
governance A flexibility & £ adoption; too little creates
b inconsistency




Content That

Drives Sales Outcomes

- Sales content must match
live buying conversations,
not just marketing decks

- Design assets for specific
sales stages, buyer personas,
and objections

- Track usage, buyer
engagement, and deal
progression—not just
downloads

- Use a governance feedback
loop to maintain accuracy
and version control




Coaching and Reinforcement

- Reps forget 87% of
training within 30 days

- Manager coaching
converts training into
behavior change

- Deal inspection
frequency is the biggest
predictor of quota
attainment

- Embed guidance in CRM
workflows, not separate
docs and wikis

FROM TRAINING TO LASTING BEHAVIOR
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Roles and Responsibilities

©

Enablement
owns strategy, programs,
metrics, and cross-functional
alignment

e Enablement: owns strategy,
programs, metrics, and
cross-functional alignment

e Sales managers: coach,
reinforce, and deliver
performance feedback

e Content creators: build
reusable assets and ensure
sales-ready, accurate
messaging

=

Content creators

build reusable assets
and ensure sales-ready,
accurate messaging

e
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Sales managers

coach, reinforce, and
deliver performance
feedback

e Shared ownership prevents
gaps; clear ownership
prevents friction



Common Pitfalls and

How to Avoid Them

» - Launching content and training
without outcome goals or baselines

- Scaling before understanding
buyer-facing workflows

- Over-investing in tools while
underinvesting in coaching

% - Creating content that doesn't
match sales conversations

| - Treating symptoms separately
instead of fixing the execution gap




Building an Operating
Model for Sustainable
Enablement o~ 1
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Enablement aligns deliberately with
sales, marketing, product, and
customer success

Enablement
Operating
Model

Create repeatable feedback loops:
sellers, managers, and
content creators
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Govern content accuracy,
tool adoption, and
program cadence

Customer
Success

Prioritize high-impact
behaviors over
content volume

Scale without losing
field relevance
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A 90-Day Action Plan
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* Days 1-30: Audit content,  Days 31-60: Build playbook, e Days 61-90: Scale learnings,
map stakeholders, set launch pilot with one team, implement dashboards,
baseline KPIs, listen to reps establish coaching cadences review leading indicators

* Focus: one high-impact goal, one major choice, one accepted tradeoff



Securing Buy-In
and Next Steps

» Lead with revenue metrics:
win rate, ramp time,

quota attainment

* Present a point of view
m with explicit tradeoffs,
not a menu

TRADEOFFS
Depth vs. Breadth

* Deliver quick wins that
337 reduce rep friction and

build credibility

Speed vs. Quality

Standardization vs.
Customization

» Review cadence: leading
indicators monthly,
outcomes quarterly

o Mature programs report
around 4:1 ROI; act before
proving causation




PersonWise.

PersonWise - Al digital-human course platform

Scan the code or click anywhere to watch this course live, with voice Q&A

personwise.ai/t/75d0eace/public
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