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Executive

Summary

n today’'s competitive landscape, top-perform-

ing sales organizations are outpacing their

competitors by operationalizing consisten-
cy, visibility, and intelligence in every deal.

Ta b | e Of They've shifted from ad-hoc, manual efforts to a

modern sales playbook that runs on data-driven

insights and repeatable best practices. The pay-
off is dramatic: research shows top-quartile sales
teams generate roughly 2.5%x more gross margin
per sales dollar than the bottom quartile (How
top performers outpace peers in sales productiv-
ity | McKinsey). This kind of predictable, efficient

growth is transformative - and it's no accident.

Yet many companies remain held back by outdated systems and habits. Spreadsheets, discon-
nected CRMs, and gut-feel forecasts create silos and blind spots. Manual processes not only drain
Executive Summary valuable selling time, they also make it impossible to scale success. This whitepaper boldly explores
how forward-thinking sales leaders are breaking through these barriers. We'll examine the sales per-
The Sales Performance Gap formance gap caused by legacy methods, highlight what high-performing teams do differently
and describe the modern toolset that enables consistent, predictable revenue growth. Real-world

What High-Performing Sales Teams Do Differently

insights (including a mini-case based on European projects) illustrate the journey from lagging to

The Toolset That Drives Predictability leading. Finally, we'll see how Spadoom - through lean, intelligent implementation of solutions like
SAP Sales Cloud - helps organizations strip away the bloat and achieve the outcomes C-level leaders
How Al Elevates Sales Execution (Without Needing a Data Scientist) care about: higher win rates, accurate forecasts, faster onboarding, and an engine of growth that can

be trusted to deliver.

What Happens When You Get It Right

Mini-Case Story: From Chaos to Consistency - A Sales Transformation
The Spadoom Difference

Conclusion: Powering the Vision with SAP Sales Cloud

Next Steps
The bottom line: With the right playbook and tools, predictable
growth is not only possible - it's repeatable. This is the vision for
modern sales success, and it's already being realized by those willing
to leave old approaches behind.
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The Sales
Performance Gap

“Only 20% of leaders trust their forecasts.
Most are flying blind.”

ven as market leaders charge ahead, a performance gap is widening

between sales organizations that embrace modern tools and those

stuck in the past. Clinging to legacy methods comes at a high opportu-
nity cost. Consider the impact of these common challenges plaguing under-
performing teams (and their bottom lines):

* Inconsistent processes: Without a unified sales process, each rep or region does things their
own way - yielding inconsistent results. Teams lacking process discipline struggle to repeat wins
or onboard new reps effectively. In fact, companies with a formal sales process enjoy 37% higher
win rates than those with an informal or ad-hoc approach (Sales pr: ields 37% r win-
rate | Insight | Grape). Inconsistency means lost deals and unpredictable performance.

* Manual forecasting: Many sales leaders still rely on spreadsheet-driven forecasts and optimistic
gut instinct. The result? Unpleasant surprises at quarter-end. One benchmark found only 20%
of sales organizations achieve forecasts within 5% accuracy, while 43% miss the mark by
over 10% (Sales Forecast Accuracy: Why You're Getting Sales Projections Wrong — and How to
Get Them Right | Challenger Inc). In a recent survey, less than 20% of sales leaders even rat-
ed their forecasts as “predictable” (Sales Forecast Accuracy: Why You're Getting Sales Projections
Wrong — and How to Get Them Right | Challenger Inc). This lack of forecasting rigor cascades into
missed targets, budget cuts, and chaos when plans don’t meet reality (Sales Forecast Accuracy:
Why You're Getting Sales Projections Wrong — and How to Get Them Right | Challenger In

*  Poor visibility into pipeline health: Legacy setups make it hard for leadership to get a re-
al-time, reliable view of the pipeline. Data ends up scattered across CRM fields, spreadsheets,
and “shadow” systems, often out-of-date or incomplete. It's no wonder only 35% of sales
professionals completely trust their data’s accuracy (State of Sales Report - Salesforce.com
In a 2020 study, two-thirds of B2B decision-makers admitted they were hampered by stale or
distorted CRM data when trying to assess their pipeline (Guided Selling - GZ Consulting). Without
clear visibility, leaders can't identify risks and opportunities in time - the pipeline might as well be
a black box.

* Lack of Al support for reps and managers: Sales teams that haven't incorporated artificial
intelligence are now at a serious disadvantage. Modern, Al-driven tools can analyze customer
signals, predict deal outcomes, and recommend next-best actions instantly - capabilities no
spreadsheet can match. High performers are far more likely to leverage such intelligence; for
example, they are 1.5% more likely to base forecasts on data-driven insights instead of instinct
(Guided Selling - GZ Consulting). The gap in results is evident: 83% of sales teams using Al have
recently grown revenue, versus only 66% of teams without Al (State of Sales Report - Salesforce.

com). Organizations still relying solely on humans to crunch data and remember follow-ups are
increasingly lagging behind their Al-augmented peers.

In short, outdated tools and siloed processes are creating a performance chasm. Time that could be
spent selling is sucked into administrative work; forecasts turn into guessing games; crucial customer
signals get missed. The data tells a clear story - sales organizations that fail to modernize are leaving

significant revenue on the table. The good news is that by understanding what the leaders do differ-

ently, others can close this gap. The next section explores exactly that.

Comparison of Performance Metrics
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What High-Performing Sales Teams

Do Differently

hat sets the top sales organizations apart? It's not just harder
work or better products - it's smarter execution. High-perform-
ing sales teams have rewired how they sell, infusing consistency

and intelligence into their DNA. They've adopted a set of practices (enabled
by technology and data) that less mature teams have yet to implement.
Let's look at how winning teams operate, as evidenced by industry research
and studies:
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They implement guided selling: Top sales teams don't leave their process up to chance or
individual interpretation. They leverage guided selling tools - essentially GPS for sales reps - to
standardize best practices and next steps across the organization. Guided selling software
analyzes deal data and signals to coach reps on the optimal actions (which prospect to call next,
which content to send, what questions to ask). The result is a more consistent customer expe-
rience and far fewer “lost” deals due to neglect or oversight. It's no wonder analysts call guided
selling “the next big thing” for revenue teams (Sales Pr ivity Analytics: How imiz
Performance and ...). By institutionalizing what works, high performers ensure every rep, even a
rookie, follows a proven playbook rather than reinventing the wheel each time.

They prioritize real-time coaching and development: Great sales organizations invest in their
people as much as their process. Managers at high-performing firms spend significantly more
time on active coaching - not just reviewing results after the fact, but guiding reps in real time
on live deals and skills. Consistent sales coaching has a measurable pay-off: formalized coaching
programs have been shown to improve win rates by over 5 percentage points (an 11.5% rela-

tive boost) (Sales Coaching 101: The Ultimate Guide to Developing Top-Performing Reps), and

can lift sales productivity by as much as 88% (Sales Coaching 101: The Ultimate Guide to Devel-
oping Top-Performing Reps). These teams foster a culture of continuous improvement - think

regular 1:1 check-ins, call shadowing, and on-the-spot feedback - to rapidly course-correct and
hone rep effectiveness. Underperformers often lack this coaching cadence, leaving reps to sink
or swim. High performers, by contrast, treat coaching as a strategic priority, knowing it directly
drives better outcomes.

They harness pipeline analytics and revenue intelligence: Leading sales teams have effective-
ly instrumented their sales process with data and analytics. They use advanced pipeline ana-
lytics (sometimes called revenue intelligence platforms) to get a finger on the pulse of every deal
in play. This means deploying tools that automatically capture activity data, score deal health,
and forecast outcomes using Al - providing early warnings on which deals are slipping and where
to focus. Managers in these organizations conduct data-driven pipeline reviews, not reliant on
each rep's subjective status updates. One company that embraced real-time pipeline dashboards
saw a $55 million uptick in revenue in one quarter by enabling quick, “at-a-glance” identifica-
tion of risks and coaching opportunities (Boosting your sales ROI: How digital and analytics can
drive new performance and growth | McKinsey). High performers are proactive: instead of won-
dering at quarter’'s end why they missed, they can spot a weak pipeline in week 2 and take action.
Meanwhile, their peers with static spreadsheets often don't realize a problem until it's too late.

They integrate the buyer’s journey across channels: The best sales teams meet customers

on their terms. Rather than forcing a rigid sales cycle, they create integrated buyer journeys
that blend digital self-service, marketing touchpoints, and consultative sales conversations into
one cohesive experience. For example, a prospect might engage with educational content online,
try a free trial, and only then speak to a salesperson - and the sales rep is fully aware of those
prior interactions. High performers break down walls between marketing, sales, and customer
success data so that buyers feel known and supported at each step. This is increasingly crucial

as B2B buyers conduct much of their research independently. In a 2023 survey, 63% of sales
leaders said digital buying behavior is significantly impacting their business, yet only 37%
had made digitizing the buyer’s journey a top priority (Self-Service Buying Is A Wake-Up Call For
B2B Sales). The leaders are clearly in that 37%: they enable seamless transitions from a customer
downloading a whitepaper to receiving a tailored follow-up from a rep, for instance. By aligning
to how modern customers want to buy, high-performing sales orgs create less friction and higher
conversion rates than those clinging to a strictly traditional sales approach.
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These strategic differences in approach are supercharged by technology. McKinsey notes that sales
leaders who get digital right can see 5-10% revenue growth quickly, with improved margins
(Boosting your sales ROI: How digital and analytics can drive new performance and growth | McK-
insey) - a testament to the payoff of these practices. High performers use data to illuminate every
facet of their sales process: they know which activities drive opportunities forward and where
reps tend to stumble, and they double down on enabling what works (Boosting your sales ROI: How
digital and analytics can drive new performance and growth | McKinsey). They free up reps’ time for
customers, focus on the best opportunities, and develop their talent methodically (How top perform-
ers outpace peers in sales productivity | McKinsey). In short, they run sales as a science-backed

operation, not an art project. And the gap is growing: these leaders continue to widen their advan-
tage as they refine their playbooks and leverage new innovations.

Legacy Sales Teams Win:
Integrated vs Disconnected Journeys

Legacy Sales Process Modern Sales Process

Marketing

0 2

_ Pipeline Guided selling
Spreadsheet Email dashboard prompts

g
X

Disconnected systems create friction.
Integrated journeys drive results.

Now, what enables all of these advanced practices? The answer lies in having the right toolset to sup-
port and scale these behaviors. Next, we outline what that toolset looks like - essentially, the technol-
ogy backbone of a modern, predictable sales engine.

The Toolset

That Drives Predictability

chieving consistent, predictable growth isn't just about philosophy -

it requires a modern sales technology stack built for today’s fast-

paced, insight-driven approach. You can't execute guided selling,
real-time analytics, or integrated buyer journeys on 20-year-old software
or spreadsheets. Top sales organizations equip themselves with a CX and
RevOps stack purpose-built to operationalize the best practices we've
described. What does this ideal toolset include? Below we describe the key
components (in concept, not specific brand names) that together unlock
predictable revenue:

* Anintelligent, unified CRM: At the heart is a modern CRM (Customer Relationship Man-
agement) platform that acts as the single source of truth for all customer interactions - from
first touch to close and beyond. Unlike old CRMs that were glorified rolodexes, today’s best
systems are intelligent: they automatically capture activities (emails, calls, meetings), log data
in real-time, and even detect buying signals. Crucially, the CRM is unified across departments, so
marketing, sales, and service data all live in one place. This means a salesperson preparing for a
meeting can see the full history - marketing emails opened, service tickets filed, past purchases
-in one view. No more hunting through spreadsheets or inboxes for information. Everything is
connected, giving both reps and management complete visibility. Such a platform lays the foun-
dation for consistency (everyone is looking at the same data) and predictability (you can trust
that your reports reflect reality). It also becomes the canvas on which Al and analytics can work
their magic.
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Al-driven recommendations and insights: A defining feature of a modern sales stack is built-in
artificial intelligence that delivers recommendations to users. Think of it as an always-on data
analyst and coach living inside the software. For example, an Al engine can analyze thousands of
data points to suggest the next best action for a rep: “This prospect hasn't been contacted in 10
days, send a follow-up now” or “Deal X is at risk - momentum has stalled.” It can surface upsell
or cross-sell opportunities by comparing customer profiles, or even draft a personalized email
for the rep to tweak and send. For managers, Al can flag which deals are likely to slip based on
patterns, or which reps might need coaching because their activity levels are below peers. Impor-
tantly, none of this requires the company to hire data scientists or build Al from scratch
- the right tools come with these capabilities out-of-the-box. The aim is to augment human
decision-making: give sellers and leaders a “sixth sense” derived from data. When a CRM starts
telling your team “Here's what you should focus on today”, it transforms productivity. One global
study found that 83% of teams using Al have improved data quality and seller effective-
ness (State of Sales Report - Salesforce.com) (The Future of Sales: Key Insights from Salesforce’s
f Sales Report (6th Edition)), as mundane tasks and guesswork are replaced by intelligent
guidance.

Unified data and customer journey integration: Predictable growth demands end-to-end
visibility of the customer’s journey, which in turn demands connecting data across traditionally
separate tools. The ideal sales stack breaks down the silos between your marketing automa-
tion, e-commerce, sales, and customer service systems. All touchpoints - a click on a website,

a response to a campaign, a sales call, a support chat - feed into a unified customer profile.
Why does this matter? Because it enables sales reps to engage customers with full context and
enables leadership to spot trends and churn risks early. For example, if a usually active customer
suddenly hasn't logged into your product and also hasn't responded to calls, both the account
manager and the customer success team can be alerted in one dashboard. Integrated systems
also support “lead to cash” visibility - from initial lead source to final sale - which is gold for
forecasting and attribution. In practical terms, this might involve cloud-based integration or a
platform that offers a suite covering all functions. The key is that data flows seamlessly. Compa-
nies that achieve this “single pane of glass” integration have seen higher seller adoption and
better conversion rates as a result (How top performers outpace peers in sales productivit
McKinsey). When your tools talk to each other, nothing falls through the cracks and your forecast
becomes far more reliable (since it's informed by complete data, not partial snapshots).

A mobile-first, intuitive user experience: The most powerful sales tools won't drive impact if
your team doesn't use them. Ease of use is often the make-or-break factor for CRM and analyt-
ics adoption. Modern sales platforms therefore prioritize a mobile-first, consumer-grade user
experience. Reps in the field can update a deal or look up a dashboard on their phone with just
a few taps. The interface is clean, visual, and customizable to what each role cares about. This
stands in stark contrast to clunky old enterprise software that required 10 clicks to log a call
(leading reps to avoid using it). By simplifying and streamlining workflows, modern tools ensure
that data gets captured and insights actually get consumed. And when reps actually use the
system, managers get accurate data - a virtuous cycle. Leading firms recognize this: instead of
forcing reps to toggle between a dozen different apps, they integrate those functions into one
work hub for sales. As McKinsey observed, top organizations “integrate customer data and
analytics into a single pane of glass” with user-friendly dashboards, boosting seller adop-
tion and productivity (How top performers outpace peers in sales productivity | McKinsey).

In practical terms, this might mean having communications integrated too - if a rep can send
emails, texts, or even have a video call with a client from within the CRM interface (in synch with
the record), they never need to leave the tool. The result is higher data quality, faster response
times, and a happier sales team. Simply put, modern sales tech works how salespeople work,
not the other way around.

Reps on-the-go with
full access

Al suggestions for
smarter selling

Real-time
performance tracking Real-time

performance tracking

Lead nurturing at scale
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By deploying these elements, sales organizations create a tech-enabled foundation for consisten- H OW AI EI evates Sa I es Exec uti On

cy and insight. When done right, the technology fades into the background and simply empowers
salespeople to do what they do best - build relationships and close deals - with far less friction. For (W|thou‘t Needing a Data SCien’[iS‘t)
example, reps at companies with modern stacks often spend much more time in front of customers
and far less on administration; (recall that at laggard firms, reps waste two-thirds of their time on

non-selling tasks (How top performers outpace peers in sales productivity | McKinsey)). Auto- "Al_enhanced reps Close more’ faster —

mation and intuitive design give that time back to sellers.

L d o o o ”
Of course, among these components, Al deserves special focus given its transformational impact in WlthOUt n eed I n g a d ata SC I entISt.

recent years. Let's briefly explore how Al specifically elevates sales execution, without requiring a PhD
to implement.

| has become the new secret weapon in sales - not to replace reps,

but to elevate their execution in ways that simply weren't possible

before. The beauty of today’s Al-driven sales tools is that they are
designed for business users, not technicians. You don’t need an in-house
data science team to benefit; the heavy lifting happens under the hood,
delivering simple, actionable intelligence to your sales team. Here's how Al
is changing the game:

* Turbocharging prospecting and prioritization: Al can analyze vast amounts of data to find
patterns nobody would spot manually. For instance, it might scour your past deals and external
datasets to determine which lead attributes (industry, firm size, web behavior) correlate with
higher win rates. It then scores new leads and opportunities accordingly. The result: sales reps
get a prioritized list of prospects to focus on each day, with the likeliest buyers at the top. No
more guesswork or wasted effort on dead-end leads. Al can even continuously update these
scores as new data comes in (e.g., a prospect just visited the pricing page on your website - their
score goes up). According to industry data, 67% of companies using predictive analytics
(Al-driven prospecting) have improved their sales performance (How Predictive Analytics in
Sales Can Enhance Sales Forecasting). The takeaway is simple: Al ensures your team spends time
on the opportunities that matter most, boosting efficiency and conversion rates.
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Enhancing deal coaching and next steps: In the past, sales managers could only coach based
on what they observed or what reps told them - a very limited view. Now, Al tools act like a “fly
on the wall” for every deal, tracking engagement levels, response times, sentiment in emails or
calls, and more. From this, the system can recommend next-best actions to move the deal for-
ward. For example, “Deal #123 is stalled in stage 3 - consider offering a reference call, as similar
stalled deals responded to that.” Or for a rep, “It's been 14 days since you last met the buying
team; schedule a meeting to maintain momentum.” These suggestions appear in real-time on the
rep’s screen or in email alerts. Think of it as each rep having a personal sales analyst monitoring
their pipeline 24/7. One Fortune 500 vendor reported their reps followed Al deal recommenda-
tions 21,000 times in a quarter - and those opportunities had significantly higher win rates than
those that didn't get Al coaching. The power here is scale: a human manager might be able to
deep-dive into a handful of deals, but Al can do it for every deal, every day, ensuring nothing slips
through the cracks.

Traditional Al finds leads
Manual Manual
lead search follow-ups Al automates
- — Enhanced Ai Offering close
Prospect Offering Clossing - - o—
o Prospect Al personalizes Clossing
pitch

Generic pitch

Intelligent forecasting and pipeline risk alerts: Perhaps one of the most valuable contribu-
tions of Al is in forecasting accuracy - turning the art of forecasting into more of a science. Al-
based forecast models can consider hundreds of factors (seasonality, rep track record, pipeline
coverage ratios, product mix, macro indicators, etc.) to project likely outcomes. They also assign
confidence levels and can highlight why a forecast might be off (e.g., “Pipeline is 20% less than
needed to hit target based on historical conversion rates”). This gives sales leaders a second
opinion to compare against the roll-up forecast from the field. It's like having a smart copilot for
the forecast call, one that is brutally objective. Moreover, Al-driven pipeline risk alerts will draw
attention to specific gaps: “You don't have enough late-stage deals to cover next month’s quota”
or “Deals worth $500K in commit have no activity in 30 days - investigate.” These insights allow
leaders to proactively address issues (marketing might need to generate more late-stage pipe-
line, or managers might intervene on dormant deals). Early adopters of Al forecasting have dra-
matically improved their confidence - moving from the typical coin-flip accuracy to a state where
leadership trusts the numbers. Imagine being able to tell the CEO, “Our forecast is 95% accurate”
and have the data to back that up. Some organizations are getting there with these new tools, no
data science PhD required.

Personalizing engagement at scale: Al also helps sales teams deliver more personalized com-
munication without extra effort. For instance, generative Al can draft custom-tailored emails
for each prospect, pulling in relevant details from the CRM (like referencing a recent news event
about the prospect’'s company or their specific pain point). Reps save time on writing while recip-
ients get more relevant outreach. Al chatbots on your website can qualify leads conversationally
and book meetings for sales - doing the early work so reps focus only on the most interested
buyers. And during live calls or virtual meetings, Al can transcribe and even analyze sentiment
or topics in real time, alerting a rep if, say, a competitor was mentioned so they can address it.
All of this leads to better customer experiences and higher win probability. The magic is that it
happens automatically as part of the tools - the rep doesn't need to configure anything. In a
recent survey, 79% of sales teams reported increased revenue after rolling out Al, attribut-

ing improvements to better personalization and efficiency (The Future of Sales: Key Insights from
Salesforce’s State of Sales Report (6th Edition)) (State of Sales Report - Salesforce.com).
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Crucially, the Al in modern sales platforms is built with the end-user in mind. Interfaces present Al
findings in plain language (“This deal's momentum is slowing”) rather than technical jargon. Users

|u

can often provide feedback (e.g., “this recommendation was helpful” or not), which the Al then learns
from, continuously getting better aligned to your business reality. And because the heavy compute
and model-training happens behind the scenes (usually by the software vendor), you don’t need a
dedicated team to manage it. Your job as a sales leader is simply to make sure your team trusts
and uses these Al-driven insights, and that your data inputs are clean. As one CTO put it, “You don't
have to understand how the engine works; you just need to know how to drive the car.” The right

tools put Al in the passenger seat, whispering actionable advice in your sellers’ ears.

By embracing these Al capabilities, sales organizations can elevate every rep to operate like a top
performer. The playing field evens out - even less experienced reps armed with Al can close like
veterans, and managers can effectively oversee larger teams because Al is co-monitoring the details.
The end result ties back to our theme: predictability. With Al, outcomes become more consistent
because there's less room for error or omission in the sales process. When everyone is following
data-driven guidance, you get a smoother, more predictable revenue engine.

What Happens

When You Get It Right

o what is the tangible impact when a sales organization modernizes

its playbook with the right tools and practices? The benefits go far

beyond incremental improvements - companies see step-change
results that directly affect the top and bottom line. Here's what happens
when you get it right:

* Faster onboarding and ramp-up of new reps: With a guided, intelligent system in place, new
sales hires can become productive much more quickly. Instead of shadowing a veteran for
months to learn the ropes, they have the playbook built into their tools - from guided selling
prompts to a rich library of best practices and call recordings. Training becomes more effective
as well: bite-sized, in-context coaching (via the system) reinforces what was taught in bootcamp.
The result is a reduced ramp time for new sellers. For example, a company that implements
structured onboarding with consistent coaching can cut the time to first deal or full quota attain-
ment significantly. Many organizations have seen ramp time drop by 20-30% after modernizing
their sales enablement process. This means if it used to take a rep 6 months to really hit their
stride, now it might take 4 or even 3. The business impact: you realize revenue from new hires
sooner, and they become self-sufficient faster, reducing the burden on managers.

* Higher win rates and quota attainment: When every rep is following proven best practices,
focusing on the right opportunities, and being coached on the fly, win rates inevitably climb.
Consistency in process translates to more deals crossing the finish line. We've already cited data
like the 37% better win rate that formal process brings (Sales process yields 37% better win-rate

Insight | Grape). Additionally, organizations that leverage data and analytics in sales have more
reps hitting their numbers - one study showed 15% more sellers achieved quota at companies
using robust sales analytics (Sales Coaching 101: The Ultimate Guide to Developing Top-Perform-
ing Reps). By “getting it right,” you create a virtuous cycle: better prioritization + better coaching
+ better customer alignment = more closed deals. Importantly, improvement in win rate doesn't
just boost revenue - it also lowers cost of sales (you win more with the same team) and boosts
morale (salespeople love winning). Top-performing teams routinely achieve >100% of collective

quota, whereas laggards struggle in the 60-70% range (Sales Coaching 101: The Ultimate Guide
to Developing Top-Performing Reps). Modern tools and discipline bridge that gap.
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Accurate, confident forecasting: One of the most immediate and satisfying changes leaders
report is the shift from skeptical forecasting to confident forecasting. With clean, real-time pipe-
line data and Al-assisted predictions, forecast calls turn from painful interrogations into strate-
gic discussions. Leaders can trust the numbers because they're backed by data, not just rep
opinions. Forecast categories (commit, upside, etc.) become far more meaningful when guided
by consistent criteria and system insights. As a result, the sales team improves its credibility with
the CFO and CEO - no more end-of-quarter shocks. Perhaps just as valuable, this accuracy lets
the company plan better (for production, hiring, budgeting) since sales is delivering what it says
it will. Some companies have moved to continuous forecasting (updating outlooks dynamically)
because the data is that reliable. The anxiety of “will we hit the target?” dissipates, replaced by
clarity. From a metrics standpoint, companies that get forecasting right often see variance to plan
in low single digits (e.g., within 3-5%) whereas before they might swing 10-20% off. That stability
is a hallmark of a mature, predictable sales engine.

Stronger salesperson engagement and retention: Salespeople, contrary to some stereotypes,
do crave structure and support - as long as it helps them sell more. When reps see that the new
system actually helps them win (and doesn’t just micromanage them), their engagement soars.
They feel more confident in their daily approach because the guesswork is gone and mundane
tasks are minimized. This leads to higher job satisfaction. Imagine a rep who used to spend every
evening updating spreadsheets now having that done automatically, or who used to cold-call
unqualified leads now only calling hot prospects - it's a game changer for morale. Moreover,

a culture of coaching and success breeds motivation; reps see career growth when they con-
sistently hit numbers and learn new skills. All of this means you are more likely to retain your
top performers and attract talent as well. In a competitive labor market, sellers often choose
organizations that equip them for success. A modern sales environment becomes a selling point
for recruitment (“We give you tools that will make you more money”). Studies have shown that
high employee engagement correlates with better customer outcomes and vice versa, creating

a reinforcing loop of positivity. In short, happy, enabled reps lead to happy, loyal customers - and
both are good for business.

Shorter sales cycles and improved productivity: When you tighten up the process, something
wonderful happens: the sales cycle often speeds up. Reps waste less time on dead ends and
spend more time advancing real deals. Buyers notice the difference too - they get the informa-
tion they need faster, in a more coordinated way, which helps them make decisions sooner.
Analytics can highlight bottlenecks in the cycle (e.g. contracting delays, approval steps) and you
can address them to shave days or weeks off a typical deal timeline. Faster cycles mean more
cycles can be completed in a quarter, boosting capacity. Additionally, by automating tasks and
focusing effort, each rep’s productivity (revenue per rep) can increase. Recall that leaders freed
up ~20% more selling time through automation and saw up to 30% higher productivity (How top
performers outpace peers in sales productivity | McKinsey). Imagine 30% more output without
adding headcount - that is the kind of upside on the table. Companies that get their sales play-
book right often find they can scale revenue with the same team, postponing the need to hire
additional salespeople (which is a direct savings on cost of sales). Or, if they do hire, they know
those hires will ramp fast and contribute. Either way, sales ROl improves.

Better customer experience and lifetime value: Although this whitepaper is focused on the
sales org, it's worth noting the ripple effect on customers. A more responsive, consultative, and
informed sales approach (enabled by your modern tools) leaves buyers with a better impression.
They feel heard and understood because your team isn’t fumbling for information or forgetting
follow-ups. Integrated buyer journeys mean customers don't have to repeat themselves at every
stage; the handoffs are smooth. Satisfied customers are more likely to stay and buy more (in-
creasing lifetime value) and also more likely to refer others. So in many ways, getting sales right
is a customer experience investment that pays back in loyalty and reputation.
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Mini-Case Story:
In summary, when a sales organization transforms itself with the From ChaOS tO ConSiStency _ A Sales

right combination of people, process, and technology, the gains .
are significant and multi-dimensional. It's not uncommon to see TranSfOrmatIOn

double-digit percentage improvements in key metrics within the
first year of such a transformation - whether it's win rates, fore-

cast accuracy, or rep productivity. The organization moves from "Eu roTech improved eet “EuroTech Co.”, a fictional com-
firefighting mode to a more proactive, performance-driven cul- pany inspired by real-world projects
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ture. The sales team becomes a predictable growth engine that plpellne VISIbI I Ity In 3 ke those Spadoom conducted wit

Franke and Meier Tobler in Europe). EuroTech

the rest of the company can rely on to fuel strategic plans. months — and h|‘t O59% isaso-year-old industrial manufacturer

” based in Switzerland, with sales operations
fO recast accu racy. across several European countries. Historically,
the company grew through strong relation-
To bring these concepts to life, let's look at a hypothetical case story inspired by real transformations ships and an excellent product line, but by 2020, cracks were showing in its sales performance. Each
in Europe - illustrating the journey from legacy struggles to modern sales success. regional office had its own way of doing things - one kept opportunity notes in Excel, another used
a dated CRM that didn't talk to headquarters, and a few veteran reps simply managed deals from
their Rolodex and email. Forecasting was essentially a quarterly guessing game, often overly optimis-
tic, resulting in frequent end-of-quarter surprises. The CEO, Claudia, would get different answers
depending on whom she asked about pipeline health. Meanwhile, new competitors were starting to
outmaneuver EuroTech with more responsive, data-driven sales approaches.

Claudia knew things had to change. In late 2021, she brought in Spadoom, a seasoned sales trans-
formation partner, to audit their process. The findings were eye-opening: EuroTech’s win rates had
slipped because follow-ups were inconsistent, and important customer insights (like which products
a client owned or their service history) never reached the sales reps at the right time. A full 40% of
the sales team'’s time was spent on manual reporting and internal coordination. And because data
was fragmented, forecast accuracy was below 50% - essentially a coin toss. This was the sales
performance gap in action, and it was costing EuroTech an estimated 5%-10% of revenue in missed
opportunities.
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Together, Spadoom and EuroTech’s leadership crafted a plan to build a modern sales engine. They
decided to implement a unified, intelligent CRM platform (replacing spreadsheets and the patchwork
of old tools) and to embed new processes like guided selling and weekly pipeline review cadences.
Crucially, they kept the project lean and focused: rather than attempting a multi-year “big bang”
overhaul, they targeted quick wins. Within 3 months, the first pilot team was using the new system.
Spadoom worked closely with EuroTech’s sales managers to configure the CRM to their needs -
setting up custom deal stages that reflected EuroTech’s selling steps, and activating Al features that
provided real-time insights. For example, the system was configured to automatically flag any deal in
the proposal stage that went quiet for more than 14 days, triggering an alert to both the rep and their
manager with a suggested action (like scheduling an executive check-in).

The transformation started to show results within the first quarter of rollout. Pipeline visibility im-
proved overnight - for the first time, management could see a consolidated view of global opportu-
nities, complete with risk scores. In the Q2 forecast call following implementation, EuroTech’s sales
leaders confidently predicted a €25M quarter (up from €20M in Q1). And they delivered €24M - a
slight beat, and a far cry from the wild misses of previous years. The CFO remarked that it was the first
quarter in recent memory with no last-minute surprises.

Reps, initially skeptical about “another new tool,” soon found that the system actually made their
jobs easier. A newly hired sales rep in Germany, Sophie, onboarded in record time - she closed her
first deal in 6 weeks, something unheard of before. Sophie later commented: “The guided prompts

in the system were like having a mentor by my side. | always knew the next step to take with a customer.”
The veteran reps, too, benefited: they spent less time filling out spreadsheets for management and
more time with customers. One key account manager joked, “I no longer spend my Fridays combing
through emails to update my pipeline - the system practically does it for me.”

reased by 15%, average deal cycle time shortened by around 20 days, and overall sales grew 12%
year-on-year, even in a flat market. Perhaps most impressively, forecast accuracy stabilized around
95% each quarter - meaning leadership could plan investments with much greater confidence. The
CEO Claudia noted that the cultural change was just as important: “We've become a data-driven sales
organization. Conversations have shifted from opinions to facts. It's a night-and-day difference.”

This mini-case illustrates a journey from chaos to consistency. EuroTech’s story may be fictionalized,
but the outcomes mirror those seen in real Spadoom projects across Europe. A company steeped in
legacy practices managed to turn things around by embracing a modern sales playbook powered by
the right tools. And it all happened with a pragmatic, business-focused approach - not technology for
technology's sake, but technology for outcomes’ sake.

“We went from flying blind to full visibility - in just a few months. Our
forecast calls used to be full of skepticism; now they're focused on
strategy, not scrambling for answers. And our sales people are closing
deals faster than ever.”

— Claudia M., CEO of EuroTech Co. (fictional quote based on the
transformation results)
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The Spadoom Difference

chieving the kind of transformation described above isn't easy - but

it can be accelerated with the right partner. This is where Spadoom

comes in. Spadoom is not just an IT implementer; we position our-
selves as an enabler of lean, real-world sales transformations. Our
philosophy is simple: strip away the bloat and focus on what actually drives
results for your business. In a landscape where many CRM projects fail due
to complexity or poor adoption, Spadoom prides itself on delivering fast,
tangible outcomes that C-level leaders can see in the numbers.

How is the Spadoom approach different?

* Lean, focused implementations: We believe in starting with a minimum viable solution that
addresses your most pressing pain points first. Rather than year-long projects that attempt to
boil the ocean, Spadoom delivers core functionality in a matter of weeks or a few short months.
This agility means your team starts benefiting sooner, and we can iterate based on real feedback.
We cut out unnecessary complexity and “nice-to-have” features that often slow projects down. By
focusing on the 20% of features that will drive 80% of the value, we ensure your investment pays
back quickly. For example, in the EuroTech story, we zeroed in on pipeline visibility and forecast-
ing first - because getting that right builds trust and momentum for further improvements.

° Business outcomes over tech for tech’s sake: Every recommendation and configuration we
make ties back to a business outcome - be it improving win rate, shortening sales cycles, or
increasing customer satisfaction. As a result, our implementations are aligned with what the
C-suite actually cares about. If a feature doesn't contribute to an outcome, we question whether
it's needed. This outcome-driven mindset also helps in change management: sales teams adopt
new tools faster when they clearly understand why (e.g., “this dashboard will help you prioritize
deals better so you can close more and earn more commission”). We speak the language of sales
and business, not just IT. One client described Spadoom as “translators between the boardroom
and the tech room”, and we wear that as a badge of honor.
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Real-world sales expertise: The Spadoom team combines technical know-how with deep sales
domain experience. Our consultants have led sales teams or managed sales operations, so

we get it - we know the pressures of end-of-quarter, the challenges of CRM adoption, and the
nuances of different industries. This means we design solutions that fit your specific context (for
instance, a manufacturing sales process versus a software sales process). It's not one-size-fits-all.
In practice, this could mean tailoring the guided selling playbook to match how your buyers make
decisions, or configuring analytics to track the KPIs that matter for your business model. Because
we've worked on projects across Europe (from midsize firms to large enterprises), we also bring
regional insight - understanding local market differences, languages, and compliance require-
ments. In the Franke Home Solutions project, for example, Spadoom helped harmonize an online
sales portal across multiple countries, delivering a unified experience that still respected local
needs. The result was a significant reduction in manual work and a boost in sales from
reseller partners (Franke Home Solutions’ Spadoom Journey: Unprecedented Success!)

- achieved through practical expertise and close collaboration with the client.trap of over-engi-
neering. By applying our industry templates and lessons learned, we accelerate time-to-value. In
essence, we make big software feel nimble for your users.

Close partnership and enablement: We don't just configure software and disappear. Spa-
doom works hand-in-hand with your team to ensure they are enabled and confident to use

and maintain the new system. That includes training end-users (often in multiple languages for
pan-European clients), creating playbooks, and coaching managers on how to lead in the new,
data-rich environment. Post go-live, we often stay engaged to monitor adoption, help adjust pro-
cesses, and ensure the system is delivering the expected value. Our goal is to make the change
stick. The success of a project isn't just measured at launch - it's in the sustained improvements
months and years later. We aim to build long-term relationships as trusted advisors in your
growth journey.
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*  SAP expertise, minus the bloat: As an SAP Gold Partner specialized in Customer Experience
solutions, Spadoom has deep expertise in tools like SAP Sales Cloud (which we'll discuss in a
moment). We leverage the robust capabilities of these leading platforms but implement them in
a “lean” way. SAP software is powerful and comprehensive - our difference is configuring it in
a way that's digestible and user-friendly for your organization. You get the strength of a top-tier
enterprise platform without falling into the trap of over-engineering. By applying our industry
templates and lessons learned, we accelerate time-to-value. In essence, we make big software
feel nimble for your users.

In all these ways, Spadoom acts as the catalyst that turns a bold vision of sales transformation into
reality on the ground. We've done it for companies across Europe - from streamlining complex sales
processes at industrial firms, to enabling digital selling models at traditional businesses - always with
a focus on results. The Spadoom difference is evident when our clients can hit their targets quarter
after quarter, with systems that support their strategy rather than hinder it.

Ultimately, our mission is to ensure that the technology (and the
process changes that come with it) actually deliver the prom-
ised predictable growth. When a Spadoom project is done, you
should see the kinds of improvements we outlined earlier - and
if not, we haven't done our job. We stake our reputation on deliv-
ering the outcomes that matter most to CEOs, CROs, and CFOs:
revenue, efficiency, and customer success, achieved with lean
investment and rapid timelines.

Having discussed the strategy, practices, and implementation approach, let's now look at the specif-
ic solution powering many of these sales transformations - and how it embodies the modern sales
playbook in a ready-to-go platform.

Conclusion:
Powering the Vision with SAP Sales
Cloud

“This isn't the future — it's how top sales
teams operate today.”’

Il the pieces of the modern sales playbook - from guided selling and

Al insights to unified data and agile processes - need a technology

backbone to support them. SAP Sales Cloud, part of the SAP Custom-
er Experience (CX) suite, emerges as a powerhouse platform to realize this
vision. In fact, many of the success stories and capabilities we've discussed
were enabled by SAP Sales Cloud at their core. Why SAP Sales Cloud? Be-
cause it was designed from the ground up to create intelligent, integrat-
ed, and flexible sales processes.

Here are a few highlights of what SAP Sales Cloud brings to the table, align-
ing perfectly with the needs we've identified:

* Guided selling and playbooks: SAP Sales Cloud provides built-in functionality for guided selling.
This means you can configure sales methodologies and playbooks into the CRM. At each stage
of an opportunity, the system can prompt reps with recommended actions, suggested content
to share, or qualification questions to ask - all customizable to your business. It's like having
your best sales coach and your best playbook inside the software. New or junior reps especially
benefit from this, as it shortens their learning curve. The platform’s customizable playbooks
ensure that whether you're executing a MEDDIC sales process or SPIN selling or your own cus-
tom approach, the system reinforces it consistently. As a result, best practices aren't just tribal
knowledge; they're woven into every deal.
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Intelligent forecasting and analytics: SAP Sales Cloud includes advanced analytics and fore-
casting tools (often enhanced further by SAP Analytics Cloud integration) that give sales leaders
a crystal-clear view of the pipeline. The intelligent forecasting engine can run predictive models
on your deal data to improve forecast accuracy, highlighting gaps between bottom-up and top-
down projections. The system offers interactive pipeline dashboards (what SAP calls the Pipeline
Manager and Pipeline Flow) where managers can visually see movement of deals, identify stalled
deals, and even simulate “what-if” scenarios. Essentially, it's a command center for revenue,
fueled by real-time CRM data. Because SAP Sales Cloud is part of a larger CX suite, it can pull in
signals from marketing and commerce systems too, enriching the forecast with broader context.
Say goodbye to cobbled-together spreadsheets - the platform provides a single version of truth
for forecasting that both sales ops and finance can rely on.

Integrated communication and productivity tools: SAP Sales Cloud recognizes that sales-
people need to communicate constantly - with customers and internally - and it embeds those
channels to keep everything in sync. For example, it offers email and calendar integration (with
Outlook, Gmail, etc.) so that customer emails and meetings automatically log against the proper
contacts and deals. It also supports integrated calling; with the right telephony connector, a rep
can dial a prospect directly from the CRM and have the call logged and even transcribed. Collab-
oration is also enhanced through features like integrated Microsoft Teams or other chat tools
(so arep can start a Teams meeting with a client from within the opportunity screen). The idea is
to provide “single-pane-of-glass” communication - no more jumping between the CRM, email
client, phone, and notepad; SAP Sales Cloud keeps it connected. (One example is SAP Real-Time
Collaboration - often nicknamed “Synch” - which connects sales teams with one another and
with customers through the platform.) By having communication integrated, reps can engage
customers faster and keep records effortlessly, and managers get full visibility without chasing
information.

* Mobile-first, extensible user experience: SAP Sales Cloud offers a robust mobile app that gives
field sales reps all their data on the go - accounts, opportunities, inventory, quotes - even offline.
The mobile experience is optimized for quick updates and pulls in things like maps and nearby
customer alerts to maximize field productivity. In the office, the web interface is modern and tile-
based (consistent with SAP Fiori design principles), which is intuitive even for non-technical users.
Spadoom often further streamlines the Ul based on client needs, hiding complexity and bringing
the most-used fields and reports to the forefront. Additionally, SAP Sales Cloud is highly exten-
sible - need a custom object or process for your specific industry? It can be configured without
heavy development, and it won't break with each update. This means the platform can adapt as
your business evolves, but if kept lean, it remains user-friendly and upgradable. Clients get enter-
prise-grade power with the flexibility to tailor and the assurance of continuous innovation from
SAP (such as new Al features, integration updates, etc., that come with each release).

In essence, SAP Sales Cloud serves as the foundation for a truly modern sales organization.

It embodies the principles we've discussed: it's consistent (everyone works in one system with one
process), it's visible (rich analytics and 360° customer views), and it's intelligent (Al and automation
throughout). It's also part of a broader ecosystem - connectable to SAP’'s marketing, commerce,
and service clouds - so it can drive an integrated customer journey end-to-end. For a C-level deci-
sion-maker, this means investing in a platform that can scale with your ambitions: you might start
with core sales force automation and later layer on CPQ (configure-price-quote), or integrate e-com-
merce data as your digital channels grow, all within the SAP framework.

Spadoom’s role is to make this powerful engine work for you

in the most efficient way. By leveraging our accelerators and
experience, we can deploy SAP Sales Cloud in a manner that
delivers quick wins (like improved forecast accuracy or process
compliance within months), and then build on that success. The
combination of Spadoom'’s lean implementation approach with
SAP Sales Cloud’s robust capabilities is a formula that has proven
successful for lean European enterprises and global firms
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Next Steps

Finally, let's reiterate the core message: The right tools unlock
predictable growth. The modern sales playbook is about mar-
rying the art of selling with the science of data and technology.

Companies that embrace this - as we've shown - outperform " ’ o
those that don't. Whether you're a CEO looking for more reliable I.'et S transfo!'m your sales t.ean?’ Into a
high-performing growth engine.

revenue streams, a CSO aiming to boost your team'’s perfor-

mance, or a CFO tired of roller-coaster forecasts, the path for- . . o , .

) ] o S ) Book a Sales Process Audit or Live Demo: If this vision resonates with you, the next step is to
ward is clear. By upgradlng your sales organization with intelli- see it in action for your business. Spadoom offers a complimentary Sales Process Audit - a short
gent processes and platforms like SAP Sales Cloud, you turn sales engagement where we assess your current sales operations and identify the highest-impact oppor-

from a wild card into a strategic controlled growth driver tunities for improvement. You'll get a concrete game plan on how to operationalize consistency, vis-
ibility, and intelligence in your sales team. Alternatively, you can schedule a live demo of SAP Sales

Cloud tailored to your organization’s needs. We'll walk you through how guided selling, Al-driven

forecasting, and integrated pipeline management could work specifically in your environment (using

examples from companies like yours). There's no better way to cut through the hype than to witness
Are you ready to close your sales performance gap and join the ranks of the predictably successful? the tools empowering your team in real time.

Now is the time to act.
Contact us to book your audit or demo. It's time to equip your sales organization with the right

playbook and technology. Let's unlock predictable growth together.
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