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How to Build a Sales Enablement

Program That Closes Deals

i Stop guessing. Start winning. j

Revenue-centric enablement that aligns
buyer journeys, builds seller capability,
and compounds over time.

19%

More reps hit quota

[

01- Discovery

Where are you now?

ooan action chart.
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28%

3X

[

Shorter sales cycles

Higher winrates

3-Stage Journey

Current-state audit, industry
benchmarks, performance
gap analysis — distilled into

02 - Determination
Where do you need to be?

Define the future state
across onboarding, value
selling, and channel
partnership readiness.
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Skill

Role-based journeys and
certifications

s
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Scale

Staffing, growth paths,
partner reach

Enablement principles

03 - Implementation
How do you get there?

Customised action plan across
Skill, Process, Scale, and
Technology — with continuous
improvement built in.
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Process

Value stream mapping,
discovery frameworks

r
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Technology

Allearning, virtualisation,
analytics

Start with discovery, not deployment - Audit before building. Your action chart comes
from benchmarked data, not assumptions.

‘Just in time" beats “just in case” - Al-delivered learning at deal moments outperforms
quarterly training events every time.

Belonging accelerates ramp - Onboarding is your first enablement
intervention —not an admin formality.

Partners need their own journey - Treating channel partners like internal reps is the
most common missed revenue lever.

Enablement is a trajectory, not a launch - Quarterly playbook updates, win/loss analysis,
and a rep-generated content flywheel compound over time.

Common failure modes

R

Treating enablement as a one-time training event

Content libraries not mapped to the buyer journey — so nobody uses them
Skipping manager enablement — reps regress without coaching cadences

Building on assumptions instead of benchmarked discovery data

Find out what transformation means for your organisation

Ozemio works with the world's largest
multinationals — including globally distributed sales teams.

e Talk to Ozemio




