
Why Every Sales Team Needs a Playbook: Scoring Consistent Touchdowns and
Wins

Description

In football, every great team has a playbook. Itâ??s a strategic guide that maps out how theyâ??ll score
touchdowns and win games. Without it, teams would be lost, running around the field with no clear
direction. The same is true in sales. A sales playbook serves as your teamâ??s game plan, ensuring
everyone is on the same page, working together toward a common goal and, most importantly, winning.

But hereâ??s the kicker: youâ??d be amazed at how many companies donâ??t have a sales playbook
in place! Thatâ??s like trying to score a touchdown with no idea where the end zone is or how to even
get there.

Weâ??ve mentioned before how sales playbooks act as your blueprint for success but do you fully
understand what a sales playbook is, why every sales team needs one and how it can lead your team
to consistent victories?

Want to Get Started Right Away?
Already familiar with sales playbooks and ready to create a winning one? Let BDU help you craft
a custom game plan that leads your team to victory! Contact us today to get your team started
on their path to sales touchdowns.

What is a Sales Playbook?

Think of a sales playbook as the ultimate sales strategy guide. Itâ??s a detailed document that outlines
your teamâ??s processes, best practices, tools and key information to set up every rep to succeed.
Much like a football coachâ??s playbook, it provides a step-by-step approach for navigating different
scenarios, helping your team know exactly what to do in every situation.

Whatâ??s typically included in this sales team training manual?

Sales Process and Buyer Personas: This is the backbone of your playbook. It outlines the step-
by-step instructions for navigating each stage of the sales cycle, from prospecting to closing, and
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defines your ideal customers and their pain points.
Sales Scripts and Objection-Handling: Equip your team with the language they need to handle
common objections and close deals confidently.
Tools, Resources and Sample Emails: List essential tools like your CRM and sales training
materials. Also, provide email templates for prospecting and follow-up.
KPIs, Metrics and Reporting: Establish clear yardsticks to measure success and progress
across the team.
Company Information and Product Benefits: Ensure reps understand your companyâ??s
history, structure and the key selling points of your products or services, as well as who to contact
and when.
Discovery Documents: Standardized documents that help your team gather critical information
from prospects. (Check out our BDUtensils library for discovery documents you can download for
free, or contact us for help creating custom ones for your team!)

A well-crafted sales playbook helps optimize the selling process so everyone knows their role and plays
it to perfection, setting your team up for success in any sales scenario.

Key Benefits of a Sales Playbook

Just like a football playbook leads to more touchdowns, a sales playbook leads to more wins in the form
of deals closed. Hereâ??s why itâ??s essential:

1. Consistency in Sales Processes
Imagine a football team where every player runs a different route without a common strategy.
That would lead to chaos on the field, right? The same thing happens when a sales team
operates without a playbook. A sales playbook ensures that everyoneâ??from the rookie rep to
the seasoned proâ??follows the same game plan. This sales process optimization helps the team
stay aligned and execute plays flawlessly, no matter whoâ??s on the field.

2. Improved Sales Training
Ever try to onboard a new salesperson without a playbook? Itâ??s like throwing a rookie into the
NFL with no coaching. A solid sales playbook acts as your sales team training manual, providing
new hires with everything they need to succeed right from day one. It eases the sales training
process by offering clear guidelines, tools and resources so your new reps can hit the ground
running instead of fumbling through their first few weeks.

3. Enhanced Team Performance
In football, knowing the play leads to flawless execution. The same holds true in sales. A sales
playbook provides the clear strategies and tactics needed to boost team performance. When
everyone knows the play, the entire team performs better, and you can see which strategies are
working and which arenâ??t. Your sales managers can use the playbook to measure individual
and team progress more effectively.

4. Scalability of Sales Efforts
As your team grows, youâ??ll need a playbook to scale your sales efforts. Think of it like adding
more players to your team and expanding your playbook to include strategies that work across
different regions or markets. A well-crafted playbook helps you replicate successful sales
techniques, ensuring that as your team expands everyoneâ??s still running the same play no
matter the size of the field. This is sales process optimization at its finest.
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5. Better Sales Forecasting and Reporting
In football, you track progress by moving down the field yard by yard. In sales, the sales playbook
helps track progress by providing clear KPIs and metrics. When you standardize your process,
youâ??ll have a more accurate way to forecast sales and measure performance. This means
fewer surprises and more predictable wins, and youâ??ll always know what â??yard lineâ?• your
salespeople are on.

How to Create an Effective Sales Playbook

Ready to create your own sales playbook? Hereâ??s how to get started:

Map Out Your Sales Process and Define Buyer Personas: Start by documenting every step of
your sales process, from prospecting to closing, and identifying who your customers are and what
challenges they face. Think of it as laying out your offensive playsâ??your team needs to know
both the game plan and who theyâ??re targeting.
Get Together Your Key Tools and Resources: Make sure to include all the tools your sales
team needs to succeed, including CRMs, email templates, discovery documents and sales
scripts, ensuring they have everything to execute the plan effectively in one place.
Create Clear KPIs and Metrics: Determine performance metrics to measure success and track
progress, just like a football team uses stats to gauge their performance on the field.
Gather Company Information and Product Benefits: Compile key details about your
companyâ??s history and structure, as well as the unique selling points of your products or
services. Much like a coach needs to know the strengths of their team to create a winning
strategy, this gives your reps a solid foundation to understand the company and communicate its
value to prospects.
Train and Align the Team: Make sure your team, especially new hires, is familiar with the
playbook. The more they understand it, the better theyâ??ll perform. Everyone needs to know
their role on the field to score consistent wins.
Keep It Updated and Relevant: Just like a football team adjusts its playbook based on
performance, your sales playbook should evolve as you refine strategies and tactics. Regular
updates keep it fresh and effective.

Real-Life Examples of Successful Sales Playbooks

At Business Development University (BDU), we recently worked with a company that had several
different sales teams and 25 salespeople but no clear game plan. Each team was running their own
plays, and even the sales managers were measuring progress differently. It was like trying to win a
football game with no coordinated strategy.

Once we helped them create a defined sales playbook, everything changed. Everyone was finally on
the same page and following the same game plan for success. Sales managers could measure team
and individual progress, and the company saw a dramatic improvement in overall performance. Itâ??s
like they went from being a last-place team to playoff contenders. All it took was implementing a clear,
effective strategy.

Need a Clear, Effective Strategy to Help Your Team Get on the Same Page?
Just like with these sales teams, your sales team deserves a game plan that helps them win. Let
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BDU be your coach! Contact us today to discuss how we can help you design a powerful sales
playbook that gets results and keeps your team at the top of their game.

The Final Play â?? Time to Put Your Playbook into Action

At the end of the day, a sales playbook is your teamâ??s path to victory. It provides consistency,
improves training and boosts performance. Itâ??s the difference between running aimlessly and scoring
touchdowns.

If you donâ??t already have a sales playbook, itâ??s time to create one. And if you do, make sure
itâ??s updated often and being used effectively. Your teamâ??and your bottom lineâ??will thank you
for it.

Ready to Create and Implement Your Own Game Plan?

Contact us today and get your team running plays that lead to wins!
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