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“Strategic, cross-functional discipline

designed to increase sales results and productivity

by providing integrated content, training & coaching”

Sales Enablement 
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“The ultimate goal is to prepare salespeople 

for the challenging conversations they are having 

with today’s more knowledgeable buyer”

Sales Enablement 



How much time do your reps spend on active selling?
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Focus on what matters most
But not blindly
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Challenges in performance management
Align resources around productivity
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Challenges in performance management
Align resources around productivity
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Sales Enablement
High Performance Framework
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Insights you are missing
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Insights you are missing

• Are my reps using the latest versions of my sales content ?

• Have new product launches been touched during meetings ?

• Were the sales actions aligned with the buyer journey ?

• Which topics have been discussed ?

• Were the meeting deliverables aligned with the context (audience) ?

• Was there a proper follow- after the meeting

• Can I extract best practices from my over-performers ?
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Showpad
How doest it works

• Manage & distribute content

• Design the Showpad App

• Reporting & Analytics

• Sales team communication

• Instant access to the latest content

• Search, present and share

• Capture customers’ interest

• Provide feedback to marketing

• Insights in customer engagement 
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Optimize your content
Showpad platform
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Optimize your content
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Optimize your content

15



Get team and user insights
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Get team and user insights
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Learn from your rockstars
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Learn from your rockstars
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Measure the impact of meetings
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Understand which content triggers buyer attention
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Are your sales reps on top of their game? 
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Reference case
GDF Suez - Electrabel : Energy
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Key Take-aways

1. Active Selling Time is less than 40% of the available sales rep 
time

2. Sales enablement drives sales productivity both on efficiency 
and effectiveness side

3. Data can help sales managers understand the blind spots and 
give relevant feedback to their team

4. Sales enablement driven coaching maximizes yield of core-
selling activities with direct customer engagement
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Thanks!

Sell Smarter. Close Faster.

Making every sales interaction count by 

aligning marketing and sales.


