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Introduction to the Sales Operations Function


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.
Sales operations should enhance a company's image by making sure that every customer interaction is smooth and timely. A customer should easily find what he or she wants without encountering any roadblocks or getting inaccurate information. The sales team should know all the latest products, promotions and policies so that they can answer all customer questions quickly. Sales teams should also have regular meetings so that they stay on top of each other's progress toward their goals.
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:
	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

There’s no lack of demand for sales operations. The question is how to get the most out of today’s technology while not falling prey to the hype cycle. Every day sales ops practitioners are bombarded by new products, services, and ways to do things. How can we possibly know which changes will have a lasting impact? Which ones will prove lucrative enough to warrant investment in time, energy, and money?
It’s a hot topic in today's sales business circles: how to manage people, money, and automation. At its heart, these are the sales operations dilemma." is a common lament of sales ops managers that I hear. 
The answer lies in technology that is built for speed and ease of use. Only then can we balance the desire for innovation with the need for staying current with today’s technology.
Best practices in sales operations are a collection of methods and techniques that can be adopted within your company to better achieve goals. Sales best practices include a variety of processes that can be used for planning, business development, and client management. The application of these processes will improve the quality and consistency of your sales activities, which will translate into higher revenues and profits for your organization.
The importance of best practices is often overlooked by new business owners who don't have the benefit of working with others who have experience in their areas of expertise. Basically, best practices are an amalgamation of proven methods from other companies—they're not necessarily new ideas or field-tested tips from industry leaders. The idea is to adopt best practices that were created by large companies to streamline your own operations. If you find a practice that helps to improve your company's workflow and make it more efficient, there's no reason to disregard it just because another company came up with it first.
Sales operations is often one of the first departments to be created in a growing sales organization. It tends to be staffed by mature professionals with years of experience in the field who bring a high level of knowledge and experience to the job. This can be both a blessing and a curse, however. While they may be experts in their role, they may also have ingrained habits that are obstacles to the success of the company's sales process.
The sales operations team has a large amount of authority over how the sales function operates on a day-to-day basis. With this power, comes great responsibility: it is essential for sales operations members to think about how their decisions will impact the company as a whole. A well-run sales operations department will create and implement a plan that meets the goals of the entire company. The role of sales operations professionals is to identify a high-level vision for the sales organization and design a plan that will be used to achieve these goals.
While all of these things fall under the purview of a sales operations role, this job's impact goes beyond evaluating and deploying technology. A successful sales operations manager will also relieve other members of the sales department from administrative or operational burdens that could hamper their performance.
This is especially important for small sales teams, where every member of the department plays a crucial role in achieving company goals. A good sales operations manager will identify areas where technology can be leveraged to streamline processes and increase productivity. 
A Strong Sales Ops Function Drives Change
As organizations continue to invest in sales operations, they can expect to see stronger performance as a result. By investing in sales operations, you’ll have a team that can support your sellers and drive better performance. You’ll be able to take advantage of opportunity with a tightly aligned sales technology stack, a strategic sales operations model, and a well-defined roadmap for future development. You’ll also be able to take advantage of the latest trends in automation, reporting and analytics. 
Sales operations is an investment, but it’s one that will pay off in the long run. By following these best practices, you can create a team that drives business performance through automation, process optimization and strategic partnership with sales leadership. 
Best of all, you will see better quota attainment and win rates.




Tip #1: Have a Formal Mission for the Sales Ops Team


Sales operations is a strategic team with a growing importance and responsibility. Unfortunately, it’s often treated as an afterthought by sales leaders. Without a defined purpose, the team will be forced to make up their own strategy, decide what KPIs are most important for their success, and determine what functions they need to perform in order to reach their objectives. And in turn, this means that the company will lose valuable resources that could otherwise be spent on other initiatives where they would be more effective. 
Constructive, clear-cut purpose can inspire any team to perform at its best level. This is especially true for the sales ops team. A strong mission statement can guide the team’s strategy, decision making, and functions for a more effective role in the organization.
A great way to give your team a clear idea of what you want them to accomplish is to develop a few methods in which the team will achieve its goals. These methods should be specific and clear, but not too rigid. Make sure each method has a clear beginning and end point, so that your team knows when they can move on to the next step of the project.
How do you define a Sales Ops mission statement? Here are some key points to consider:
Define your objectives: There are many ways to measure sales ops effectiveness—the most important is how these departments align with revenue growth. The sales leader must clearly define his/her objectives for the sales ops team and hold them accountable for achieving goals that deliver on the outcomes they were created to support.
Be clear: Your mission statement should be short, sweet and clear. It’s one of your most important tools to effectively drive your business forward so make sure you create it with care.
Be specific: When creating your mission statement, it’s important to be specific about the outcomes you want to achieve and how those outcomes will contribute to your company’s overall success. This will help ensure that everyone on your team is working towards the same goals.
Be consistent: Your mission statement should be consistent with your company culture and values so that everyone in your organization understands what is expected of them. If your mission statement is clear and concise, it will be easy for you to communicate it clearly to your employees.
Define the method: Defining specific methods to complete a mission is not only helpful for establishing clear expectations, but also provides a sense of direction for everyone involved. By establishing methods for achieving your goals, you're giving everyone involved a better understanding of what he or she should be focusing on and enabling them to move quickly when opportunities present themselves.
For a sales operations team to be successful, it must clearly define its mission and execute on that vision. That means that the team should be clear about its goals in the organization—and how it will measure success. In addition, the team must set its own expectations of what is achievable by everyone involved with sales ops, including self-imposed limits such as working hours.
The ultimate goal for a sales operations team is to increase revenue by making it easier for sales to achieve their goals. When a company is just starting out, this may mean simply automating existing manual processes, or integrating disparate systems that are used in tandem by different departments. As the company grows and increases the number of sales they have, the focus shifts towards improving efficiency. This may mean expanding capabilities that were previously only available on a single platform into a unified interface, or building new capabilities that allow more complex workflows to be automated.
As companies grow even larger and more complex, they will inevitably face issues in communication between different teams within the organization. Sales operations can help mitigate these issues by defining clear processes that are used consistently across all teams. The team can also ensure that relevant information is always available in a way that other teams can use as needed, ideally with tools from which anyone with permission can look at any data they need to perform their job. This will make it easier for teams to coordinate and communicate with one another, which makes the entire company more efficient.




Tip #2: Consolidate Sales Operations into an Integrated Hub


The emphasis on sales operations has grown in recent years as firms have become more complex. Sales organizations, once small and focused primarily on selling, have grown to include many other functions that affect the end-to-end sales process. In many cases, functions such as proposal production, reporting, and analytics, and customer-relationship management (CRM) help desks were created to support a specific part of the sales process. However, when those activities aren't coordinated with others in the organization, they can lead to inefficient use of resources, inconsistent support for customers, and lost opportunities for cross-selling and upselling. 
As firms have grown and become more complex, many have found that having many sales operations groups dispersed across regions and/or business units results in unsustainable inefficiencies and inefficient sales assistance. To take advantage of the benefits of scale by centralizing their sales operations into regional or worldwide hubs where key components of their sales operations are integrated into one team.
This will allow every member of the sales team to be on the same page and use procedures and practices consistently. Through the implementation of best practices and formal processes, the team will be able to communicate, collaborate, and operate more efficiently.
Once the business has defined its standards and practices, the sales operations team should ensure that they are properly documented, implemented, communicated, and updated as needed. To facilitate smooth transitions, updates should be conveyed through the most effective methods for better results.
To take advantage of the benefits of scale
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