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Chapter one
Introduction to the Sales Operations Function


Sales operations are a set of business activities and procedures that support business strategy and objectives while assisting a sales organization in operating successfully and efficiently. 
Since the early 2000s, an increasing number of businesses have created departments within their organizations dedicated to sales operations in order to set up sales procedures, track sales KPIs, and adopt the use of sales tools.
The role of a Sales Operations Manager is to oversee the implementation of these processes and procedures across different departments. Sales Ops Managers also ensure that the company is tracking key metrics related to its sales activities.
Sales Ops Managers need strong analytical skills as well as excellent communication skills because they will be working with many different teams within an organization on a regular basis. They must also be able to multitask effectively because they will often be juggling multiple projects at once.
A recent study by the Harvard Business Review found that salespeople who spend less time on non-sales tasks and more time selling are more effective.
The study found that the concentration on sales operations and the achievement of sales targets are directly related. This is because when salespeople get bogged down in non-sales tasks, they lose focus and become less productive.
So how can we reduce the amount of time salespeople spend on non-sales chores? It comes down to 2 things:
	Provide tools that help salespeople stay on track with their daily activities. 

Sales reps are busy people. They have a lot of goals to achieve on a daily basis, and if they're not staying organized, they can easily get off track.
It's important that your sales team has access to the tools they need to succeed in their daily activities, so make sure you're providing them with what they need. For example, if your company uses software to manage leads, give your reps access to it so they can log their progress throughout the day and stay updated with any important information about their leads. This way, they'll always know how well they're doing in meeting their goals.
2. Make sure you have a system or process in place. 
You don't want your sales team spending their time trying to remember what they were supposed to do next. If you don’t have a system in place, they can get easily confused and waste hours trying to figure out where they left off.
When your sales reps are in the field, they need to be able to keep track of what they’re doing. They may be calling on new potential clients, so it’s critical that they remember how many calls they’ve made this week so far and who they called last. If they don’t know what they did last week, then it might be hard for them to put together a report at the end of the week.
Sales Operations is a relatively new term, but the concept has been around for years. Sales managers have long relied on their support and sales operations teams to assist in generating revenue. The recent increase of reliance on sales operations teams is due to the increasing complexity of lead generation, nurturing, and closing. Marketing executives now rely on these same teams to ensure that leads are being transferred correctly and efficiently to sales representatives, and they can rely on Sales Ops to assist in the success of their campaigns. The need for this assistance is even extending beyond the corporate boardroom, as CEOs are looking to these teams to generate revenue now more than ever before. There isn't a department within a business that doesn't rely on Sales Ops in some way, shape or form.
The biggest reason why sales operations is gaining so much traction is because it's one of few job roles in an organization that can be continually measured against specific KPIs (key performance indicators). Sales ops know up front what their goals are as a whole and for individual teams. They also have access to information about how many leads have been generated, how many deals were closed, and how much each deal was worth. Armed with this data, sales ops professionals can calculate how efficiently the sales team is working and increase the number of deals closed by improving the efficiency of workflows in individual departments, from marketing to finance.
Sales organizations have always had a responsibility to ensure that the products they sell are delivered in the most efficient way possible. But the structures, technology, and processes surrounding sales operations are changing rapidly in favor of those who work in sales operations.
The Importance of Sales Operations
Sales operations is an important part of a company's culture and brand because it creates consistency across the organization and fosters unity among its members. When everyone knows what is expected of them, they're more likely to deliver on those expectations.
It's also vital for companies to maintain consistency from one department to another because customers expect the same level of service from one team as another. They want the product information, pricing information, promotional information, contracts and other data about your company to be consistent across every channel, whether in person or online.
In addition, sales operations is an effective way for an organization to save money, while at the same time increasing productivity. It does this by:




Chapter two
Strategy and Planning


	Helping to integrate data from disparate sources (e.g., CRM, marketing automation, e-commerce) 
	Provides an accurate picture of your customers in real time so you can make better decisions based on actionable insight 
	Provides a single, up to date view of your customers 
	Gives you a complete view of all your sales opportunities so that you can prioritize which ones need attention first 
	Analyzes your data and runs predictive models so that you can know where to spend your time and energy for maximum return

In order to develop an effective strategy, sales operations must maintain alignment between the plan and both internal and external market developments. Producing a plan that is prepared to scale with the rest of the organization is crucial for a growing business. 
On one hand, you have to be proactive and identify challenges in advance by analyzing trends in your market, determining where your competitors are strong or weak, and identifying opportunities for growth. On the other hand, you need to react quickly when problems arise—you can't afford to ignore a challenge and then suddenly become reactive when service levels start dropping or your customers complain about their experiences with your product or service.
In order to effectively balance these two sides of sales operations management, you need a solid understanding of the market and how it's changing over time as well as clear lines of communication with other departments inside your company so you can work together as efficiently as possible. Even with a small sales force, a large company must have a clear strategy for how it will approach its growth. 
With such a strategy in place, the company will be ready to scale its sales department as needed—for example, by hiring new employees if the business is growing at an abnormally fast rate. When determining your sales operations strategy, these are the things you need to do or include: 
Develop a go-to-market strategy: The goal is to ensure that your organization has a clear direction about how to grow its business. This requires establishing a deviation from the norm. Many organizations rely on their existing channels for growth; however, this can be limiting due to channel saturation and competition from larger competitors with deeper pockets. Sales operations strategy and planning should help an organization identify new market opportunities and build unique selling propositions that help set the company apart from its competitors. 
Define the sales hierarchy: This should include job descriptions, performance metrics, accountabilities, territories, compensation programs, and other factors that play roles in determining the success of individual salespeople in the organization. Sales hierarchies can be horizontal (everyone is responsible for selling all products) or vertical (individuals are assigned specific products or accounts). The right type of structure will depend on your company. Who will be responsible for what tasks? Who will report to whom? How will you define their individual roles and responsibilities? 
Align sales teams: It is important to ensure that the go-to-market strategy is supported by the individual responsibilities of each sales rep. This includes aligning incentives with business goals and ensuring that teams have the appropriate tools and resources needed to succeed in their role. If they're working remotely or even in different cities, use technology like video chat to make sure they can easily communicate with each other and work together effectively. 
Client account allocation: The ownership of accounts can shift over time (for example, if someone leaves the company or changes roles). Also, when there are too many accounts for one salesperson to handle, it means that there is a higher likelihood that some accounts aren't being serviced properly. A sales operations team has the responsibility of ensuring that their organization's customer base is evenly distributed among the available sales resources.
Define sales territories: Territories must be clearly defined to ensure that each territory is providing adequate coverage for each account within its designated area. Additionally, territories must be well-defined to reduce the likelihood of conflict between sales representatives as they compete for customers in the same territory. A sales operations team can also help their organization define territories by assisting with the creation of a territory map or table.
Sales compensation: An effective sales operations team ensures that the compensation programs in place are effectively designed to motivate and retain top talent within various channels of distribution. Sales operations can also assist with developing effective incentive plans based on channel volume quotas and achieving specific performance goals within those channels.
Key Initiatives to Build Your Strategy
Sales operations teams are tasked with increasing sales velocity and closing deals more quickly. In order to achieve this, they must shorten the sales cycle by streamlining the process of moving leads through each stage of the funnel. A well-organized sales operations team helps ensure that there is no lag time between receiving a qualified lead and following up with an appropriate offer.
To do this, build your sales operations strategy by aligning key initiatives to:
	Improve workflow and accuracy reporting. 

Do you have a way for your sales team to track every step of their process? Sales Operations can help identify where reporting is weak and create plans to ensure data accuracy.
	Automate any possible repetitive tasks (both selling and non-selling). 

Is there any way to automate most of the work that affects efficiency, such as lead generation, scheduling meetings and email outreach? If so, Sales Operations can help implement technology solutions to make it happen.
	Align, evaluate, and integrate all tech stack tools. 

Is there a way to address the different tools and technologies in use by your sales team? Sales Operations can oversee the integration of these tools into a central system that works best for everyone.
	Create development, compensation and incentive plans. 

Are the current methods of coaching and development working? If not, then Sales Operations can suggest new ways to help your team grow professionally.
	Oversee sales process optimization and implementation. 

Are you doing everything you can to maximize sales? Sales Operations can assist with sales process optimization so that you're getting the most out of your time. 
At the end of the day, it's all about efficiency.
As your company grows and matures, so does your sales team. And as your team grows and matures, so does the need for efficiency. As a result, it’s important to always be looking at ways to improve efficiency in your operations and processes.
The first step in increasing efficiency with sales operations is understanding exactly what your company needs out of its current system. This will vary based on how mature your organization is, how much time you have to dedicate to improving your systems, and what kind of culture you're trying to foster.
For instance, if
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