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Introduction
“It is now
possible to
influence
which
prospects and
opportunities
move forward
with the
solution being
licensed. This
changes
everything
from being I
think to I
know!”

To achieve market leadership, it is simply not enough to implore your sales team to work
harder and increase their throughput. Instead, to be able to become the market leader,
the seller must simultaneously improve its close rate (defined as the ratio of closed deals
to opportunities) and its volume of deals through its sales pipeline. Traditionally, the
close rate was entirely dependent on the skill or the “art” of the individual sales
professionals. However, with the advent of cloud computing and artificial intelligence, it
is now possible to dramatically influence which prospects and opportunities move
forward with the solution being offered. The ASSEMBLY system contains many features
at every stage of the sales process that are expressly designed to perform this almost
magical task.

Sales Development
In the ASSEMBLY environment, the Sales Development team is responsible for the
outbound cold calling of prospects and will also respond to inbound leads. When
speaking to leads, the primary goal of the Sales Development Representatives (SDR) is to
schedule appointments for the sales team. Depending on the product being offered, the
team might also try to schedule trials or even try to sign up prospects for seminars. To
optimize the close rate associated with these tasks, the ASSEMBLY system includes the
following features:
Cognitive Calling: A SDR’s main job is to contact prospective leads. In a traditional
environment much of the day is spent picking and pecking through their lead database to
find the “perfect” name to call. To improve close rates, the ASSEMBLY system includes
an intelligent calling feature that optimizes the outbound calling process. It employs
artificial intelligence to determine which name in the pipeline is the optimal prospect to
call at any given moment. A sophisticated algorithm is used, that takes into account
hundreds of variables such day of the week, time of day, the type of call, the importance
of the call etc. The system also instructs the user as to how to best approach the
prospect in regards to the script, offer, cadence etc. Employing this feature will result in a
dramatic increase in the number of dials each SDR can make on a daily basis and also
raise the reach and close rate.

“All inbound
leads entered
into the
system are
called within a
two-minute
window! It
does this by
automatically
placing the
inbound lead
in the queue of
the next
available
outbound
caller.”

Inbound Lead Optimization: Studies have shown that inbound leads close at a
dramatically higher rate than outbound prospects. However, it is critical that the
prospect be reached within five minutes of the first contact to optimize the chance of
scheduling an appointment. The ASSEMBLY system ensures that all inbound leads
entered into the system are called within a two-minute window. It does this by
automatically placing the inbound lead in the queue of the next available outbound
caller. Of course, the system classifies the lead so that the SDR employs the right pitch
and the company can track the results.

Persistence: In most cases, a prospect will not pick up the phone on the first dial.

The
ASSEMBLY
system
ensures that
each
prospect is
called the
optimal
number of
times!

Traditionally, when this occurs, the name is discarded and the SDR will move on to the next
available lead. This is extremely inefficient and lowers the overall close rate as many of
these discarded companies, if reached, would schedule an appointment. It has been
shown that persistence is the key to achieving sales development success. In the article
“The Short Life of Online Sales Leads” in the Harvard Business Review, it was proven that
an outbound caller must make, on average, six dials per lead to optimize the number of
appointments scheduled. The Cognitive Calling feature of the ASSEMBLY system ensures
that each prospect is called the optimal number of times before it is classified as
unreachable and is then discarded.
Marketing Sync Campaigns: Most outbound marketing campaigns (email or direct mail)
are designed to generate inbound leads. The effectiveness of these campaigns can be
increased by ensuring that a prospect who receives an outbound marketing asset, is called
and reached by a SDR within a day of receiving the marketing communication. When done
correctly, this can triple the close rate associated with the campaign. To effectuate this
approach, the Cognitive Calling feature of the ASSEMBLY system can ensure that the
prospects that received the assets are presented to the SDRs at the right time and at the
optimal frequency.

“When an
appointment
doesn’t go off,
the ASSEMBLY
system
automatically
returns the
prospect to the
SDR that
scheduled the
appointment in
the first place, so
it can be
immediately recalled and a new
appointment can
be established”

Seminar Follow-up: As content marketing becomes more prevalent, on-line seminars are
powerful way to promote the seller’s solution to the marketplace. The ASSEMBLY system
includes a feature that not only allows the SDR to sign up prospects up to the seminar, the
Cognitive Calling system also makes sure that the prospect is immediately called back after
the seminar takes place. This increases the chance that the participant will schedule an
appointment.
Reminders: It is likely that an appointment made by a SDR will take place days or even
weeks in the future. To improve the chances that the appointment will go off, the
Cognitive Calling feature automatically prompts the SDR to call and email the prospect the
day before the appointment to remind the prospect of the meeting. This results in a
higher appointment performed rate.
Return to SDR: While the reminder function of the ASSEMBLY software hopefully reduces
the number of cancelled or no show appointments, unfortunately, it is a fact a life that a
certain percentage of appointments scheduled by an SDR will not occur. When this
happens, the ASSEMBLY system automatically returns the prospect to the SDR that
scheduled the appointment in the first place, so it can be immediately re-called and a new
appointment can be established.
A/B Testing: One of the most powerful ways to positively influence the close rate of a sales
development operation is to employ A/B testing. The ASSEMBLY system is the first
commercial software solution that allows sales teams to A/B test their sales development
processes. Specifically, under this approach, the seller develops two different versions of
an outbound calling process. Specifically, half of the prospects being called are presented
with one option (known as the control) and the other half of the prospects are presented
with another version (the variation). The version that leads to a higher conversion or close
rate wins and should be rolled out to the entire sales development team to be used with a
wider pool of prospects.

“A/B testing of

the sales
development
process can be
evaluated and
tested including
scripts, offers,
marketing
actions and
processes. This
takes the
guesswork out
and enables the
conversation to
shift from we
think to we
know!”

A number of aspects of the sales development process can be evaluated and tested
including scrips, offers, marketing collateral and processes.

A/B testing takes the

guesswork out of the sales development process and enables data-informed decisions
that can shift the conversation from “we think” to “we know and will lead to a dramatic
improvement in appointment performed and close rates.

“By using plays,
management can
ensure that best
practices are
implemented
and most
importantly
followed. This
will dramatically
improve the
close rate of the
team.”

Evaluation of SDRs: The ASSEMBLY system ensures that all raw leads are distributed to
the sales development team in a randomized yet equal fashion. This equalization feature
ensures that the system can help management objectively evaluate the performance of
each SDR. Specifically, by employing a wide range of the key performance indicators and
statistics, it is possible to clearly understand which professionals are doing well and should
have their actions emulated, which are struggling and how their performance can be
improved and which should be let go from the team. The ability to objectively separate
the wheat from the chaff, leads to less waste of leads and an overall higher close rate.
Best Practices (SDRPlays): Through A/B testing and the evaluation of a wide range of
statistics/KPIs it is now possible to determine what factors positively influence the sales
development close rate. Unless this information is used to develop best practices AND
ensure that the SDRs are following these guidelines, the collection of the data is for
naught. The ASSEMBLY system allows management to establish customized instruction
sets or “plays” on how to deal with each type of prospect. Moreover, the system carefully
tracks the results of each interaction so that each play can be continuously evaluated and
modified to fit changing circumstances. Ensuring that best practices are implemented and
followed will dramatically improve the close rate of the team.
Gamification: To encourage performance, ASSEMBLY fully supports different levels of
gamification. Not only is there a leaderboard in which SDR’s can see how they are doing
vis-à-vis one another, for every KPI, the user can see how he/she is doing compared to the
team average.

“Custom
cadences is a
powerful way
to improve the
reach and
close rate of
the sales
development
team!”

Cognitive Cadences: It is relatively unusual that a prospect will be reached on the first or
even second call attempt. Prospecting cadences are instructions on how the SDR should
deal with the lead on each call attempt that the Cognitive Calling establishes. The
ASSEMBLY system allows sales management to load customized calling cadences into the
system and assign them to calling campaigns and type of prospect. It also tracks the
results so that each cadence can be improved. Employing custom cadences is a powerful
way to improve the reach and close rate of the sales development team.

Sales
Once a member of the sales development team secures an appointment, the opportunity
is passed on to the sales team to close. The solution includes a number of powerful
features that enable the sales person to optimize his/her close rate. These include:
A/B Testing: Above, it was shown how A/B testing can improve the sales development
function. This powerful method of statistical analysis can also be used in the sales
environment. The ASSEMBLY system allows the seller to develop A/B testing campaigns
that analyze any aspect of the sales process. For example, it is possible to test the
demonstration/presentation being used, the impact of multiple demonstrations or the
involvement of sales engineers. Even more exciting is that it gives that sales team the
ability to test the impact of different offers and pricing strategies. For example, it is
possible to A/B test the impact of a different end of the quarter offer. Taken together, A/B
testing is a magical way to scientifically raise the close rate of the selling organization.
Sales Engineers: Sales engineers or product experts are an extremely powerful way to
influence the close rate. When they participate in a sales call not only can they transform
the conversation into a discussion rather than a sales call, it allows the sales person to
answer any questions that the opportunity has in real time. This can dramatically shorten
the sales cycle.

As sales engineers should be a part of every appointment in the sales

assembly line environment, the ASSEMBLY system facilitates their involvement by not only
providing specialized dashboards for the position but also a method for them to collect
intelligence on the opportunity that can then be statistically analyzed.

Prioritization: In the sales assembly line environment, it is not unusual for a sales person

“The Assembly
system uses
artificial
intelligence to
ensure that the
sales person is
dealing with
his/her pipeline
in an optimized
manner. ”

to be dealing with hundreds of opportunities at any one time. Without specialized tools,
opportunities would likely be missed. The ASSEMBLY system includes many features
that ensure that the sales person is dealing with his/her pipeline in an optimized
manner.

Not only does the system utilize artificial intelligence to prioritize each

opportunity and its related sales tasks, it also organizes each opportunity into
customizable stages. Ensuring that nothing falls on the floor and that every opportunity
is properly worked, it a powerful to improve the close rate of each sales professional.

Sales Plays: Based on the data collected and calculated, the ASSEMBLY software helps
sales management to develop sales best practices. However, unless the best practices
are followed by the sales team, much of this effort is for naught. The ASSEMBLY system
allows sales management to develop Sales Plays. These are customizable instructions
set or groups of sales tasks that guide the sales person through every stage of the sales
process ensuring that the best practices are adhered to by each professional.

“The Assembly
system
structures the
information
collection
process so that
the data can be
statistically
analyzed to
determine what
is working and
what is not ”

Call Processing: Every interaction with the opportunity is a chance for the sales person
and sales engineer to collect a wide range of data. The ASSEMBLY system tightly
structures this information collection process so that the data can be statistically
analyzed to determine what is working and what is not. This information will help
management develop a series of best practices will lead to a higher close rate.

Evaluation of Sales Professionals:The ASSEMBLY system collects a wide range of data on
every aspect of the sales process. Since opportunities are distributed to the sales
professionals using an algorithm that ensures statistical equality, it is possible to employ
this data to objectively evaluate the performance of each team member. Not only does
this allow the company to help establish which professionals should be emulated, it
allows the company to clearly determine who is not going to be successful in the sales
assembly line environment.

Being able to make this determination quickly can

dramatically improve the close rate of the sales team.

Conclusion
In most high-tech markets, the market leader is not the company with the best product
or latest and greatest technology. Instead, it is company that licenses the most product
in the shortest amount of time. In fact, the seller that gets to a 40% market share first
will eventually garner 75% of the total profits associated with the marketspace and 50%
of the revenue. It is an understatement to say becoming the market leader is critically
important.

Unfortunately, sellers cannot achieve this exalted status by just increasing the
throughput of the sales team. This simply will not help the company acquire enough
customers in a timely manner. Therefore, if a company is going to hyper-scale, the seller
must simultaneously improve its close rate. Using a vast array of artificial intelligence
and through the statistical analysis of large data sets, the ASSEMBLY system can help a
seller achieve a close rate that is more than 2x higher than a traditional sales operation.
When this is combined with higher throughput, an outsized multiplier effect is created
that can propel the seller to market leader status.

