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Enterprise Sales Support
Increases Revenues 200%

We have specialized sales consultants who focus on implementing part-time support for the product, partner, and

customer teams. In this case, the support increased client revenues 200% year over year.

CLIENT CHALLENGE

This complex project involved many different departments within the client’s company, as well as a partner, the retailer, and other
stakeholders. The scope of the project went beyond what the client’s account managers would ordinarily do — or even had time
for. Communication among the client’s project team and everyone else needed to be clear, focused, and action-oriented to keep
the project on track. More than anything else, someone needed to keep all the balls in the air and ensure none of them dropped.
The client wanted a smart, capable individual to manage the project.

Specifically, they wanted to:

«  Free up the managers’time by bringing top-level organization to specific projects with multiple parties and multiple
companies

«  Keep the project on track and keep people focused and accountable

«  Engage a third party whose only stake in the project was to ensure it ran smoothlys

HOW WE SOLVED IT

We implemented a 10-hour a week solution to keep everyone accountable and to manage the project
to a successful conclusion. We provided an organized, proactive communication strategy bringing
together everyone related to the project.

«  We held weekly (or more frequent) calls with the client’s account team and any stakeholders assisting in the sales
process (business unit, product team, technical resources) to ensure everyone was aligned. These calls dealt with
outstanding and new action items and the status of the various projects.

« On Mondays, we sent out action item reminders to all those who had outstanding items. On Fridays, we sent a
status check to the account team and the retailer to show what had been completed that week and what was still
outstanding.

«  Many outstanding issues were technical and involved engagement from different departments within the client
company.

+  Wealso held a call three times a week directly with the retailer and the client company team to update the status of
the run book and address any new issues.

BUSINESS IMPACT

The client saved time, boosted their projectmanagement expertise, seized new opportunities, and grew their sales by 200%.

The client gained a clear picture of the project
status in terms of timelines, next steps, and
accountability. As one account manager put it,
feel like I'm organized, but you're organized at a
completely different level!”

One account manager described her time savings
from the phone calls alone as “considerable - at
least four hours in a 40-hour workweek!” She called
our responsiveness “a tremendous asset.”

III

Because they were able to accomplish more in a
shorter time, the client told us they were able to
avoid costly mistakes and pull in opportunities
sooner.

The client’s sales grew almost 200% year
over year, from about $15 million last year
to $30 million this year.

Ready to learn more? Book a meeting with us.

sales@virtira.com « +1.855.855.3180
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