








Enterprise Public BFSI

$398MM
Accretive revenue increase in one year from final project completion



SMB Private SaaS

+40%
Deal size in 6 months





Guaranteed revenue scale

Guaranteed impact on revenue KPIs

Instant returns 

No contribution from other 
departments required

Deploy enablement in any environment

Call it enablement and receive 
enablement results

Short-term activity will yield long-term 
results

GTM strategy isn’t aligned

Only leading indicators are measured

Ongoing fine-tuning required

Close stakeholder alignment and 
collaboration is required

Enablement fails in sub-par environments

Sales training alone doesn’t shift
the needle

Consistent measurement and reinforcement 
are required



No enablement

“Leave them alone 
and let them sell.”

Highly reactive

Priorities based on 
the latest issue on 

the horizon

Impact is pure luck

Some structure

Partly data-driven

Highly reactive

Limited impact

Sales Enablement 
Building Blocks with 

a charter

Cross-functional 
collaboration 

Systems thinking

Strategic, structured, 
scalable

Data-driven 

Significant impact

Formal maturity and 
performance 

consulting practices

Data-driven and 
diagnostic-based

Continuous focus on 
improving sales 

performance



The Building Blocks of Sales Enablement 



▪ Hiring
▪ Training
▪ Enabling
▪ Coaching
▪ Developing
▪ Supporting
▪ Managing
▪ Leading
▪ Culture

▪ Mission/Vision/Values
▪ Strategic Objectives
▪ Marketplace Analysis
▪ Customer/Buyer Acumen

▪ Buyer Roles & Goals 
▪ (Buyer Personas)

▪ Their COIN-OP *
▪ Buying Preferences
▪ Buying Process

▪ Product/Market Fit

▪ Business Model

▪ Strategic Pricing

▪ SWOT Analysis

▪ Digital Strategy

▪ Sales Analytics

GTM Plan
▪ Marketing
▪ Sales

▪ Sales Model/Org Structure/Roles 
▪ Right People/Seats on the Bus
▪ Territories/Account Assignments
▪ Goals/Quotas
▪ Compensation/Incentives
▪ Metrics/KPIs/Measurement
▪ Sales Process & Methodology

▪ New Business Development
▪ Transactional Management
▪ Strategic Account Management

▪ Sales Messaging & Collateral
▪ Sales Technology & Tools
▪ Sales Management System
▪ Force Field Analysis/Action Plans

▪ Service

Challenges, Opportunities, Impacts, 
Needs, Outcomes, and Priorities



A senior resource

Change management

Performance consulting

Stakeholder management

Sales analytics/Data diagnosis
Revenue leadership team member

An operator/Tactical executor

A sales background

A junior resource

An order taker

A trainer



▪ If starting, where will you start? If evolving, what will you change 
or add? 

▪ What roles will you support? (AE, AM, SDR, BDM, Sales Engineer, 
FLSM, Channel Partner, other?)

▪ Which building blocks will you support? 
▪ What issues or performance problems will you address? 
▪ What outcomes will you deliver? 

▪ Where/to whom will this function report? 
▪ With whom (what other functions/leaders) will you collaborate? 

▪ How will the work or desired outcomes be prioritized and measured? 

▪ How will you collaborate and communicate with your internal partners 
and report results? 
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SUPPORT EXECUTION



The Building Blocks of 
Sales Enablement

Learning Experience

A learning experience designed to fast-track your journey to 
Sales Enablement mastery and business impact.



The Building Blocks of 
Sales Enablement

Learning Experience

A learning experience designed to fast-track your journey to 
Sales Enablement mastery and business impact.

Building Blocks
Gap Analysis

=
Stakeholder 

Alignment
Strategic 

Action Plan
Execution & 

Optimisation
Situation 

Assessment



No enablement

“Leave them alone 
and let them sell.”

Highly reactive

Priorities based on 
the latest issue on 

the horizon

Impact is pure luck

Some structure

Partly data-driven

Highly reactive

Limited impact

Sales Enablement 
Building Blocks with 

a charter

Cross-functional 
collaboration 

Systems thinking

Strategic, structured, 
scalable

Data-driven 

Significant impact

Formal maturity and 
performance 

consulting practices

Data-driven and 
diagnostic-based

Continuous focus on 
improving sales 

performance



"Imagine being able to pick the brains of both Felix Krueger AND Mike Kunkle! 
Seriously, if you want to make an investment in you and your career, consider 
joining us! After one group coaching call, my mind is swimming, yet have a starting 
point and can continue to get coaching each week to discuss progress!“

STEVE SHOREY 
GLOBAL SALES ENABLEMENT LEADER AT THALES DIGITAL IDENTITY & SECURITY

I am absolutely in love with all the supportive content, fun quizzes, and on-demand 
videos! My amazing mentors, massive thank you for the opportunity to learn from 
the best professionals in the field and for these high-quality, handy materials which 
helped me to understand where I am at right now and what my action plan is!

TETIANA VEREITINA 
SALES ENABLEMENT MANAGER AT RALLYWARE



Onboarding spots: 1/10 in Feb and 7/10 in Mar

Cheat Sheets & Quizzes

+4h Content

Weekly Group Coaching

Templates

Enablement Impact Guarantee

BONUS: 1-on-1 Coaching Kick-off for Enablers

BONUS: FREE access for revenue leaders

Total Value: 
+$9,000/year

Price: $1,695/year

Total Value: 
+$45,000/year

Price: $6,295/year

3 Discount Codes: CRO25-25%



www.goffwd.com



www.goffwd.com



™

™

https://www.sparxiq.com/msf
https://sparxiq.com/sales-coaching-excellence/
https://bit.ly/BBofSE
https://bit.ly/BBofSE
https://goffwd.com/Blocks
https://goffwd.com/Blocks
mailto:mike.kunkle@sparxiq.com
mailto:mike@mikekunkle.com
https://www.mikekunkle.com/blog
https://sparxiq.com/author/mikekunkle
https://bit.ly/MikeKunkle-OnDemand
https://bit.ly/BBofSE
https://goffwd.com/Blocks
https://bit.ly/BBCU-Newsletter
https://www.goffwd.com/impact-recording-registered/
https://www.linkedin.com/in/mikekunkle


mailto:fkueger@goffwd.com
linkedin.com/in/hfkrueger/
http://www.goffwd.com/
https://podcasts.apple.com/au/podcast/the-state-of-sales-enablement/id1558307853
https://podcasts.apple.com/au/podcast/the-state-of-sales-enablement/id1558307853
https://www.linkedin.com/newsletters/this-month-in-sales-enablement-6944901313373560832/
https://www.linkedin.com/newsletters/this-month-in-sales-enablement-6944901313373560832/
https://goffwd.com/Blocks
https://www.goffwd.com/impact-recording-registered/
linkedin.com/in/hfkrueger/
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