LEADERSHIP GUIDE

THE REVENUE
INNOVATOR'S ULTIMATE
GUIDE TO EFFICIENCY,
PREDICTABILITY, AND GROWTH

TABLE OF CONTENTS

FOREWORD – PAGE 3

CHAPTER 1 – PAGE 5

CHAPTER 2 – PAGE 8

Revenue Innovators Need
an Uber Platform

It's Time to Close the
Sales Execution Gap

Efficiency: Solving the Chronic
Underachievement Problem

BY MARY SHEA, Ph.D.

BY MANNY MEDINA

BY MARK KOSOGLOW

GLOBAL INNOVATION EVANGELIST

CEO

VP OF SALES

CHAPTER 3 – PAGE 11

CHAPTER 4 – PAGE 15

CHAPTER 5 – PAGE 18

Predictability: Stop Guessing.
Start Knowing.

Growth: The Future Starts
with Revenue Innovators

What Now?

BY HARISH MOHAN

BY ANNA BAIRD

CEO

SVP OF REVENUE EXCELLENCE
AND OPERATIONS

CRO

BY MANNY MEDINA

The Revenue Innovator's Ultimate Guide to Efficiency, Predictability, and Growth | 2

Revenue Innovators Need
an Uber Platform
Mary Shea, Ph.D.
Global Innovation Evangelist
at Outreach
Connect with Mary on Linkedin >

Mary is an idea generator helping Revenue
Innovators unravel the complicated sales
technology landscape and enhance the buying
and selling experience.

As we navigate toward the “next normal,” we find
ourselves in an environment wrought with challenges
and uncertainty. Global supply chains are stressed,
labor shortages are rampant, and higher inflation
rates are on the horizon. These economic realities
combined with demographic shifts, political unrest, and
unprecedented technological innovation — all point to
a near-term climate that will be both unpredictable and
transformative.
The world of B2B buying and selling is no different.
The selling environment is dramatically different from
what it was just two years ago. With digital-native
millennials now making up half the global workforce,
an increasing percentage of buyers and sellers expect,
and even thirst for, more digital assistance and less
guesswork and gut intuition in the sales cycle. Although
buyers are digitally savvy and self-directed when
they initiate an evaluation, they bring many more
stakeholders into the purchase decision, and they
require many more personalized touch points before
they do the deal.
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These and other factors are forcing traditional sales
organizations to change how they go to market. This raises the
question — how do we turn this disruption into an advantage?
As organizations go through this transformation, a new cohort
of sales leaders is emerging. We call them Revenue Innovators.
Revenue Innovators are those leaders, managers, and reps who
put buyers at the center of their strategies, arm their sellers
with the most innovative sales technologies, and over-index on
data — rather than intuition — to inform their decisions. They
know their whole revenue team needs a single uber platform
for Engagement and Intelligence to manage their unique
workflows, gain and act on actionable insights, navigate
an increasingly complex buying process, and commit their
forecast with confidence.
The Revenue Innovator delivers predictable, efficient growth.

The Outreach engagement and intelligence
platform provides all of that.
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CHAPTER 1

It's Time to Close the Sales Execution Gap
Manny Medina, CEO at Outreach
The digital disruption of sales is accelerating, and Manny is leading 1,000+
Outreachers to embrace the opportunity with Engagement and Intelligence.
Connect with Manny on Linkedin >

Until today, sellers and managers — who only rely on CRM
data — have been forced to act with incomplete information
about opportunities throughout each sales cycle. So out of
necessity, they relied heavily on instincts and intuition to
compete and win. But every rep knows that following your gut
instinct when you are dealing with incomplete information
often leads to guessing wrong, meaning taking the wrong
action or making what turns out to be a bad decision. The
more wrong actions and bad decisions based on lack of data,
the worse the execution. This results in the Sales Execution Gap.
Organizations trapped in the Sales Execution Gap are
inefficient, lack predictability, and experience sluggish growth.
Surprises and unpredictable results become the norm. It's
a perpetual cycle, too. Without visibility into what’s actually
happening in their sales cycles, managers and leaders use their

“number” to judge whether they’ve made effective decisions
along the way — which is essentially extrapolating luck. When
they hit their “number,” they could have just been lucky, but
they naturally assume their actions and decisions were the
best ones and should be repeated in the future. And when they
miss their “number,” they conclude that those moves didn’t
work and shouldn’t be repeated. If only it were that simple.
Sales have become so complex that it's impossible for one rep
to monitor, much less know, all the variables to win a deal. The
Sales Execution Gap manifests itself in several ways across the
business — decisions based on gut instincts, slow rep ramp
times, competing priorities, random achievement, missed
opportunities with little understanding as to why. And yes, lost
revenue, but also a growing disconnect between what highperforming reps want and what employers can deliver.
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Traditional sales organizations that primarily rely on
CRM and their email inboxes for sales automation will
struggle to recruit reps who have experienced the
benefits of an Engagement and Intelligence platform.
Insisting that your reps "live in the CRM" will drive away
the digital natives who demand AI-driven insights and
workflow automation to guide their actions in real
time. This makes it all the more important to offer an
appealing set of technologies built for the new wave of
sellers.
Your CRM was not designed for sellers. Reps should
live in the platform that makes them more effective at
generating revenue.

The Sales Execution Gap is Widening
SALES

More and more of your sales teams were born into a
digital world. This demographic tsunami is happening
right now, and sales leaders need to capitalize on, and
retain, millennial and zoomer digital-native talent. Once
a seller has experienced the power of an Engagement
and Intelligence platform, they won't want to go back
to inefficient, broken workflows — and they’re making
career decisions because of it.
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With the right platform, Revenue Innovators will disrupt
the status quo and fuel innovation across their entire
enterprise.
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Revenue Innovators have closed the Sales Execution Gap by
taking advantage of what is possible now for the first time
with Engagement and Intelligence tools. Instead of intuition
and guesswork, they use AI-generated intelligence, like email
sentiment, live meeting guidance, real-time call analysis, and
automated deal review and scoring, to better understand
what’s not working in their processes and act on alerts to fix
issues before they derail deals.
In this disruptive time, Revenue Innovators have used their
new tech stack to hire, retain, and get the most out of the best
sales talent in the market. And with the best talent, they are
outperforming their competition, winning bigger, and winning
more often. They are deeply connected to their customers;
understanding, advising, and solving their hardest problems.

Welcome to the Revenue Innovators.
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CHAPTER 2

Efficiency: Solving the Chronic
Underachievement Problem
Mark Kosoglow, VP of Sales at Outreach
Mark has more experience with (and benefited more
from) Engagement and Intelligence than any sales
leader on the planet.
Connect with Mark on Linkedin >

There are hundreds of individual moments in any sales cycle.
Hundreds of large and small decisions that make or break a deal.
There are hundreds of deals in any sales pipeline. Hundreds of
large and small opportunities that make or break a quarter.
There can be hundreds of reps on any sales team. Hundreds
of people doing and missing the things that make or break a
company.
By definition, a high number of variables makes it difficult for
revenue leaders to figure out the actions needing to be taken,
the deals requiring more work, and the reps worth investing
in. You can have the best-laid plans, and the best of intentions,
but if you don't have a bridge to execution, then you’ll end up
drowning in the rivers of small, individual wrong actions and
uninformed decisions.

That's what I see with many of the GTM organizations I talk
to. They have the right motivations. They want to do the right
actions. But they do not have the visibility, information, or
intelligence to efficiently execute. And it’s not just the big
mistakes beating revenue leadersup. It's death by a thousand
cuts.
This weak execution results in chronic underachievement for
traditional revenue organizations with frustrated leaders.
Reps working on the wrong priorities, in the wrong way, or with
the wrong insights pile up the number of small productivity
losses. And revenue leaders are frustrated because they want
to coach their reps to success, but it takes an entire day of deep
data analysis to find 30 minutes of actionable coaching.
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Invisible Productivity
Losses Cause Persistent
Low Performance
If you are frustrated too, you are not alone. I get to talk to
hundreds of sales leaders a year, and they are all striving
to hit their number.
But they waste too much time battling:
Persistent rep underachievement without a clear root
cause.

Uncertainty about whether you have an expansion,
pipeline, or bookings conversion problem.

A small number of reps delivering most of the bookings
with no clear way to replicate their success.

High rep churn as sellers leave to go to companies
where the grass looks greener, but isn't.

Urgency to throw bodies at the problem because
nothing seems to improve rep output.

Too much time on administration — and spending far
more time feeding data into systems than using that
data to sell better.

Shooting in the dark (and at too many targets)
because they have no idea how to actually drive up rep
productivity.
Chronically “needing to solve the data problem,” and
manually cobbling together disparate data to try
to make sense of what is happening in the revenue
system.

Can you relate?
If so, I think it would be good to introduce you to how
Revenue Innovators are resolving their frustrations.
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Optimize Everything by
Instrumenting the Revenue Cycle

So we know this: Sellers cannot achieve maximum performance
if they use inconsistent processes and need a slew of different
technologies or apps to build pipeline, manage opportunities,
and close deals.
Managers strive to coach their sellers, but in reality they can
only bring to bear their own personal experience.
Leaders deploy a bunch of siloed apps that don’t give them a
holistic, data-driven view of what’s working and what’s not.
Revenue Innovators know replacing manual processes with realtime guidance and proven workflows will help them win more
often. Why? Because their efficiency frees them up to spend time
solving actual customer problems.
And your CRM isn’t going to cut it. You need an Engagement and
Intelligence platform.
Outreach is the bridge to closing the Sales Execution Gap. It’s
the Engagement and Intelligence platform that gives leaders the
ability to implement repeatable, scalable workflows.

Here’s just one example within my team of what it looks like
when you put Outreach in the hands of Revenue Innovators:
Our sales org is now so aligned with our marketing team that
reps have absolutely no excuse to not invite target prospects
to events or to send them the latest brilliant research from
our global innovation evangelist. And if the offer doesn't work,
marketing can immediately see the signals, change their content,
and correctly respond to market movements.
Our customers are embracing efficiency at an even faster rate
than we are! One large cloud solution tech firm recently told us
that they’re using our platform to instrument the onboarding
process for new reps. They have gone from taking 6-9 months
to ramp new reps to now guiding them through productive sales
cycles almost immediately.

That's real efficiency. And efficiency is a key
differentiator in your ability to grow. Well,
efficiency — and predictability. But I’ll let
Harish take that one.
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CHAPTER 3

Predictability: Stop Guessing.
Start Knowing.
Harish Mohan, SVP of Revenue Excellence
and Operations at Outreach
My name is Harish Mohan, and I am a recovering
forecaster. There, I said it, the first step is admitting
you have a problem. Now let the healing begin.
Connect with Harish on Linkedin >

I now cringe every time I hear the word forecasting in any
setting. When I hear “forecast,” my brain immediately
processes it as “guess.”
In some situations, this is acceptable. If the weather forecast
says it’s going to be sunny tomorrow during my round of golf,
but it in fact rains, then I will still be happy at the clubhouse
with a beverage.
In other situations, however, I would run for the hills. If the
captain of my flight “forecasts” he is going to land the plane at
Seattle-Tacoma airport, get me out of there — Mt. Rainier or
the Puget Sound, no matter how nice, do not make for a great
runway!

So it baffles me that almost all sales leaders believe a forecast
from their teams is an acceptable prediction of the final result.
Do a search on Google for “how do I forecast?,” and you’ll get
514,000,000 results. This means there are at least 500 million
different methodologies to support your guessing game.
Sales “forecasting” leads to a high risk game of chance.
Millions of dollars of an organization's market value can be
made or lost by its ability to hit revenue targets predictability.
Investors, shareholders, investments, and careers are at stake
on a sales team's confidence to deliver against committed
revenue goals. Do not leave this to the “art of forecasting.”
Intuition alone as a guide has had its day — and that day
passed a decade ago.
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The Art of Forecasting Is a
Coping Skill, Not a Talent
Ah, the good old days when I used to forecast. No, no, no. I have
moved on, and it's so much better on the other side — trust me!
I too used to praise the “art of forecasting.” My finely honed skills
from years on go-to-market teams gave me the edge to process
information and come up with the right prediction. My intuition
was all I needed.
Here’s the problem: Intuition is only as good as the past patterns
staying consistent. I honed my intuition based on how sales
used to happen over the past decade — the consistency in
buyer behavior, the consistency in sales processes and stages,
the consistency in sellers leading the buying cycle, and the
consistency in the CRM data. This is the same warm comfort
that all my peers at all levels of sales or operations relied on to
determine the magic forecast number.
As a result, revenue leaders do not even attempt to peer into
the day-to-day activity and engagement layers on any individual
team, seller, or deal. They have dozens of dashboards, but
they’re not sure they can trust the data. Instead, they are forced
to rely on the gut intuitions of their whole team to inform their
forecasting models. What could go wrong?!

Intuition fails very quickly when it meets change.
And if the past two years re-affirmed anything, it is that the only
constant is change. Everything changed with seller and buyer
engagement. How we engage, how much we engage, how we
communicate, buyer education, buyer expectations, seller
education, seller expectations… the list goes on.
I guarantee every single VP hates forecasting now. They
waste countless hours smashing together massive piles of
disconnected, static data sets from countless point solutions
and a CRM that’s nothing more than a system of record. The
result? Their teams aren’t operating at peak potential. They don't
understand the buyer process. They don’t have visibility into
actual deal health. Their forecasting is unpredictable. And worst
of all: They don’t have the visibility or information they need to
guide their teams to resolve the individual opportunity issues
that would increase their forecast instead of torpedoing it.
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None of these traditional forecasting coping mechanisms
help them understand what actions they can take right
now to improve the outcomes. Guesswork using limited
data results in serious forecast inaccuracy.
They’re trying to solve the wrong problem.
Revenue Innovators, on the other hand, look for
opportunities to instrument the entire revenue cycle to
take the guesswork out of the forecast. They commit with
confidence.

That’s worth repeating: They commit with
confidence.
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Commit with Confidence

Most traditional revenue organizations don’t have the technology
to win the future. They don’t need another point solution that
will create more gaps and friction. Most leaders know that and
viscerally react to the idea of implementing another disparate
tool. They understand that to drive long-term growth, they can
no longer rely on siloed data, disconnected point solutions, and
a static system of record like CRM.
Instead, Revenue Innovators demand systems of action.
They crave a unified platform to help their organizations make
the right call in the moment, close the Sales Execution Gap, and
leave guessing in the past.
A predictable revenue platform that brings science to the art of
forecasting and pipeline generation.

Why is it not converting? Where is it converting? How do I drive
up productivity? What are the business outcomes?
We finally have the cheat sheet to answer all the hard questions
— accurately and immediately — with the confidence that
we’re seeing the complete picture of our deals, buyers, and
teams. We have transformed the forecast process from guessing
the future based on past results to changing the future using
recommended actions.

Revenue Innovators, for the first time, can
truly drive predictable, efficient growth. And
now, my favorite CRO will explain why this
equation is so powerful.

Outreach is the only platform that contains the data Revenue
Innovators need to accurately forecast revenue — and the
answers to the questions we know our CRO will ask. How much
of my pipeline is going to convert? Why is it converting?
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CHAPTER 4

Growth: The Future Starts
with Revenue Innovators
Anna Baird, CRO at Outreach
Anna has been a CFO and COO — but she never
would have taken her role as CRO without an
Engagement and Intelligence platform.
Connect with Anna on Linkedin >

Traditional sales organizations miss on growth objectives time
and time again. How could they not? Many still track their data
and processes in spreadsheets and CRM systems.
They have zero real-time intelligence, and they lack the total
visibility to achieve operational excellence. Surprise losses
on committed opportunities and extreme variability in rep
performance means they make decisions based on anecdotes
and incomplete evidence.
If this sounds like your organization, I promise you are not alone.
I know from personal experience how embarrassing it is to not
be able to explain your team’s performance.

You want to definitively (and consistently) identify how and
where you are falling short and where you should double down
on successes to scale growth. And it is not enough to focus
on the quarter you’re in. You need to think about the next 4+
quarters.
That is why it is crucial to get the foundations of efficiency and
predictability right — so you can grow in the right way.
Like the companies that use Outreach. They have an end-to-end
platform to instrument the revenue cycle and proactively guide
growth. Every single quarter.
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Instrument Revenue at Every
Step, in Every Stage, Every Time

Revenue Innovators know that by giving your reps a unified view
of the full revenue cycle, they can focus on developing incredible
customer experiences and closing deals faster.

We now have a telescope to see every step of the buyer journey,
giving us real-time intelligence about buyer signals and rep
activities. We have one single source of truth that ensures data
quality and cleanliness — so we no longer have to spend time
number crunching in the dark.

This goes for the leader too — when your team is more efficient,
with more predictable processes and models, then you have
more time to focus on growth areas. You have the space to
be more strategic rather than wasting resources on manual
forecasting. That is good for you and the business!

We also have the data that shows us exactly what our buyers
are looking for, so we can meet them in the exact right moment
they’re looking for our solution to their problem.

The Outreach Engagement and Intelligence platform instruments
revenue and guides growth by using billions of sales insights.
We bring science to the art of sales by combining total visibility
and AI, so revenue organizations can successfully achieve their
goals.

Revenue Innovator leaders need a platform that gives us the
confidence to look at new verticals, geographies, and acquisition
targets where we can exponentially impact the business, rather
than simply figuring out the numbers. When we have stability in
the system, then we have more room to take risks.

What does this look like in practice? It means my revenue
leadership team is prepared every time we walk into a board
meeting and have to answer, “Is the growth scalable, healthy,
and effective?”
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Organizational Change Can
Transform Your Business
For the Better
The adoption of new technology is the key to enterprise
growth and survival.
I’ve heard customers say “Outreach is my easy button.”
Now that their entire revenue organization relies on our
platform, they do not have to learn from their mistakes
after they miss a deal. They get real-time, guided insights
so they can take the right action in the right moment.
But people are creatures of comfort. We get used to
our routines and way of doing things, even when they
no longer serve us. When you launch an organizational
change, pushback is part of the process — especially
from team members who have built successful sales
careers using traditional methods.
I have to challenge my own assumptions as the world
keeps shifting: How do I address the needs of my team in
a scalable way?

The answer always comes back to technology. We have
to drive change in sales by preparing our people to work
from intelligence. Revenue Innovators can’t win the future
without a unified platform that helps them make the right
call in the moment.
Seeing tangible results can alleviate initial resistance. And
Outreach is a dream platform for sellers and leaders alike.
They all of a sudden have a single pane of glass that sheds
light on what is working, what is not, and what action
they can immediately take to fix it.
When everyone uses the same proven workflows, the
same playbooks, the same guided insights, you increase
sales velocity. Efficiency leads to better predictability.
When you are both efficient and predictable, you can be
much more strategic about how you grow. With Outreach,
you can instrument revenue and guide growth, quarter
after quarter.

We are counting on the Revenue
Innovators to get the machine working
— efficiently and predictably — so we
can accelerate growth and help you,
your team, and your business reach its
full potential.
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CHAPTER 5

What Now?
Manny Medina
CEO at Outreach
Connect with Manny on Linkedin >

Manny is committed to building the technology
you need to drive predictable, efficient growth.

Revenue teams need to deliver on their
numbers with whatever means they have.
Those who bring a digital-first philosophy to their
revenue teams will have an advantage because actions
guided by true visibility and real-time AI insights do
a better job driving predictable, efficient growth than
actions guided by guesswork and gut instincts.
Most revenue teams are coping with disparate systems
that lock up valuable information and expect the CRM
to facilitate selling activities it wasn’t designed for. But
by investing in a single and unified Engagement and
Intelligence platform, you can have unprecedented
confidence in running your business.
Revenue Innovators like you need an uber platform that
closes the Sales Execution Gap.

Outreach’s Engagement and Intelligence
platform can help traditional revenue
teams close the Sales Execution Gap
and become Revenue Innovators.
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Meet the first and only system of action that...
Brings intelligence to workflows, guiding teams in real-time to
take action that improves performance and better serve their
customers. Companies using Outreach are more efficient.
They have consistently higher achievement and customer
satisfaction.
Transforms the forecast process from guessing the
future based on past results to changing the future using
recommended actions. Companies using Outreach have
greater predictability. They use signals directly from rep
activity; and perform continuous opportunity inspection to
detect anomalies, intervene and change the outcome.
Instruments the revenue cycle to provide true visibility
and proactively guide growth. Companies using Outreach
grow faster. They proactively identify and act on growth
opportunities.
That’s the power of Outreach’s Engagement and Intelligence
Platform.

The platform for Revenue Innovators.
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Want to learn more about how
Engagement and Intelligence can
drive predictable, efficient growth
for your team?
Chat with us today!
REQUEST A DEMO
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