Introduction to
Sales Enablement

Process: Stages,
Roles, and Deliverables

Sales enablement: equipping sellers
with content, training, coaching,
and technology.

Cross-functional operating system
for engaging buyers effectively.

Preview: process stages, accountable
roles, and must-have deliverables.

2026 problem: 89% have a defined
process; only 36% see consistent
rep adoption.




Why a Structured 4
Enablement Process Matters

Enablement Execution Gap:
largest performance variable
in revenue teams

89% have a process;
only 36% see reps follow it

Ad hoc enablement causes
content chaos and shelfware

Process-driven execution
becomes the system sales
runs on

- Mature enablement: events shift
to behavior, activity metrics to
deal metrics
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The Enablement Execution Gap: Diagnosis and Root Causes

o 89% have a defined
process; only 36% see
consistent adherence
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o Shelfware: reps see
no value, managers
don’t reinforce

SIGNAL
NOISE
BARRIER

e CRM-embedded
' guidance hits 49%
quota vs 15% in docs

e Manager ratios above
1:5 cause adherence to
fall below 10%




/" End-to-End Stages:
From Strategy to Reinforcement
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* Intake, prioritize, build, launch, reinforce, measure, iterate
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e Each stage needs clear inputs, owners, and exit criteria

e Define cross-functional handoffs across enablement, PMM, RevOps, managers

e Reinforcement and measurement are continuous, not one-time events



Stage Gates and
Exit Criteria That

GATE CHECKPOINT | \/

Prevent Downstream Failure e
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Prioritized backlog, approved
assets, equipped reps, and
adoption signals

Sell stages require confirmed
problem, economic buyer,
and mutual action plan

Inspectable evidence
beats vague labels

Use light gates for MVPs;
heavy rigor for high-stakes
initiatives



Core Roles and Accountabilities: A RACI View

Content Sales

Enablement Creators Managers

- Enablement owns
readiness, content, and
program design

- Content creators own
asset quality, upkeep,
and findability

- Sales managers own
inspection, coaching,
and enforcement

- Reps own in-deal
execution and behavior
change

- Enable managers to
coach; avoid replacing

them
o Responsible Accountable o Consulted Informed




Sales Manager as the Highest-ROI Enablement Lever

Managers convert training
into habits via 1:1s, deal
reviews, call coaching

Build a defined daily,
weekly, monthly, quarterly
management operating rhythm

Use a shared scorecard
pairing leading indicators
with lagging outcomes

Enable managers first:
provide coaching pack,
shared rubric, and
deal-review questions



Key Deliverables Across
the Enablement Journey

Small set beats long list:
playbook, 3-5 battlecards,
case studies, discovery
framework, core pitch

Map each asset to a stage
and owner: onboarding,
launch briefs, ROI calculators,
coaching guides

Organize by deal moment
and situation, not by
content type

High-impact assets target
decision friction; cut
nice-to-have collateral

A 47-page PDF is not
a playbook

@ HIGH-IMPACT ESSENTIALS
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Designing a Content-Driven

Enablement Workflow

. BRIEF-TO-DELIVERY WORKFLOW
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e Build a brief-to-delivery funnel: intake, prioritize, build,
review, approve, publish, measure, retire

e Separate automated compliance checks from
human creative review to reduce bottlenecks
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e Provide modular assets sellers can adapt
without creating version chaos

e Assign every asset an owner, refresh cadence,
and expiration rule




Content Governance and Approval Models

ASSET STATES

® Use structured approval states:

draft, pending, approved, needs |
revision, retired. ' ° B 57

draft pending approved needs retired
revision

® Run automated compliance

first, then human creative and REVIEW FLOW
legal review.
— XD g_té
® Set per-asset review cadences: g:mgtid “um;'e'v‘,:;ea“"e Rﬁ?:"m
. pliance iew
battlecards monthly, pitch 4
decks quarterly. REVIEW CADENCES
: - ; battlecards : : : pitch decks
: cec| monthl coc arterl
® One governance hub centralizes y o
search, version control, and GOVERNANCE HUB
usage analytics.
Q = 1
search version control usage analytics

® Record who approved what,

when, and for which usage
context. @) . ==




Enabling the Enablers:

Coaching, Adoption, and Change Management

\_ BEHAVIOR CHANGE FIELD GUIDE

Initiatives fail in sustainment, not

at launch; plan reinforcement first 3

&Y& ( REINFORCEMENT
3= " | sustain it.

Use ADKAR to drive individual
behavior change, not just awareness

Start by listening: shadow reps and

recruit champions, including skeptics APPLICATION

\ | use it.

Enable managers first; they are the
primary reinforcement mechanism

UNDERSTANDING
| get it.
Leading indicators surface by day 60; S

business impact by day 90-180

AWARENESS
| know about it.
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Select five to seven metrics
across activity, capability,
and business impact

Pair leading indicators like
coaching frequency with
lagging outcomes like win rate

Measure content by
correlating asset usage with
deal outcomes, not raw views

Report leading and lagging
indicators in quarterly
business reviews

Avoid claiming full attribution
for revenue improvements

f ENABLEMENT EFFECTIVENESS SCORECARD ‘
ACTIVITY BUSINESS IMPACT
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Implementation Roadmap
and Quick Wins

Days 1-30: Days 31-60: Days 61-90:
discovery, asset build, scaling,
stakeholder map, ’ pilot, KPI reporting,
content audit defined owners feedback loops

¢ Process first, tools second. b
Avoid new platforms before

framework clear operating model

o
e Quick wins: top-3 battlecards,
one-page playbook, discovery

( FIRST ACTIONS BY ROLE .

LEADERS ‘ MANAGERS | INDIVIDUALS
Align stakeholders % Define owners Review content
and confirm priorities and pilot plan and share feedback




Closing Exercise: Build Your Enablement Blueprint

- Choose one initiative: product launch, onboarding, or
competitive displacement play

- Draft a stage map: owner, exit criteria, one required
deliverable per stage

- Pick the first deliverable to build and the first behavior
to inspect within 14 days

Run the failure checklist: no owner, no refresh date, no
manager inspection, no usage measurement
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YOUR BLUEPRINT (BLANK TEMPLATE) EXAMPLE BLUEPRINT: PRODUCT LAUNCH
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EXPLORATION PREPARATION OPTIMIZATION EXPLORATION PREPARATION LAUNCH OPTIMIZATION

[ ] ‘ o 1 Product
OWNER OWNER b
P a Marketing Sales Enablement Marketing Sales Sales Enablement
EXIT CRITERIA _ exTcriTeRs | Stakeholders Use cases Materials Go-to-market Adoption
| aligned validated approved ready increasing

@ REQUIRED ‘ REQUIRED Messaging Battlecard Training Launch Readiness
DELIVERABLE DELIVERABLE brief draft module kit playbook
BEHAVIOR TO q BEHAVIORTO | Stakeholders | Repsaskthe Reps complete Reps use Managers coach
INSPECT FIRST INSPECT FIRST | review content | right questions training launch kit on content

no manager inspection, no usage measurement

no manager inspection, no usage measurement
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! @ FAILURE CHECKLIST: no owner, no refresh date, : | @ FAILURE CHECKLIST: no owner, no refresh date,
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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/936a6dac/public


https://personwise.ai/t/936a6dac/public?entry_surface=public_courseware_pdf

