
Deploying Cutting-Edge 
Sales Enablement Tools
Equip your sales team with platforms and strategies to boost 
productivity and close more deals.



In today’s competitive B2B manufacturing environment, your sales 

team is on the frontlines of your revenue growth. But without the 

right tools and strategies, they’re fighting an uphill battle. According 

to HubSpot, companies with a robust sales enablement strategy 

see 50% higher sales win rates and a 27% faster ramp-up for 

new sales reps. Meanwhile, McKinsey reports that manufacturers 

with advanced digital sales tools experience up to 20% 

higher productivity.
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Why Sales 
Enablement Matters

Think of sales enablement as giving your team the most 

advanced tools for the job. It’s like choosing between bringing a 

knife or a gun to a gunfight—sales enablement equips your team 

to compete effectively, whether in-person or in today’s dominant 

virtual sales environment. It’s not just about closing deals; it’s 

about engaging customers with personalized, relevant solutions 

that build trust and drive loyalty.

This whitepaper will guide you through developing a cutting-edge 

sales enablement strategy, from understanding its importance to 

equipping your team with modern tools like ClientPoint, LinkedIn 

Sales Navigator, Apollo, and ZoomInfo. You’ll also learn how to 

create a collaborative plan that maximizes ROI and positions your 

team for long-term success.
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Sales reps with access 

to effective sales 

enablement tools close 

38% more deals 

on average.

(Forrester)



Sales enablement provides your sales team with the resources, 

tools, and strategies they need to work efficiently, engage effec-

tively, and close deals faster. For manufacturers, this often means:

Manufacturers who invest in sales enablement are not just 

improving efficiency—they’re building a more resilient sales 

process. By empowering their teams with the right tools and 

insights, they can adapt to changing customer preferences and 

industry trends, ensuring they stay ahead of the competition.

What is Sales Enablement 
and Why it matters?

• Streamlining Processes: Automating repetitive tasks like lead 

research, outreach, and follow-ups to free up time for 

meaningful client interactions.

• Creating Personalized Selling Environments: Offering 

prospects tailored experiences that align with their specific 

needs, such as customized presentations or proposals.

• Mastering Virtual Sales: Leveraging digital platforms to sell 

remotely, a necessity as 77% of B2B buyers now prefer virtual 

interactions (McKinsey).
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Sales enablement can 

reduce onboarding 

time for new sales 

reps by up to 30%.

(Apttus)
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Building a Cutting-Edge 
Sales Enablement Toolkit

1. Personalized Selling Platforms

Why It’s Critical:

A robust toolkit is at the heart of any successful sales enablement 

strategy. It equips your sales team with the tools and processes 

they need to identify high-value prospects, engage effectively, 

and close deals faster. Below is a detailed breakdown of the tools 

and platforms manufacturers should prioritize, along with 

actionable tips to maximize their impact.

Tools like ClientPoint revolutionize how you present solutions to 

prospects by creating centralized, customized digital environments 

that house all relevant sales materials—presentations, brochures, 

case studies, and proposals.

• Seamless Branded Experience: ClientPoint allows you to deliver a 

cohesive and professional brand experience, ensuring that every 

prospect interaction feels tailored and polished.

• Engagement Insights: Track how prospects engage with your 

materials in real-time, such as which documents they view and 

for how long. This data helps your sales team tailor follow-ups 

based on actual prospect behavior.

• Simplified Decision-Making: By providing a single hub for 

decision-makers to access all resources, ClientPoint removes 

friction from the buying process.
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How to Use It:

• Template Creation: Design templates for key offerings that can be 

easily customized for individual prospects. For example, create 

sector-specific templates for industries like aerospace or 

automotive.

• Sales Training: Train your team to tailor digital presentations for 

high-value accounts, ensuring every touchpoint reflects the unique 

needs of the prospect.

• Follow-Up Strategy: Use ClientPoint’s tracking capabilities to 

identify the most engaged prospects and prioritize them for 

follow-up.

4

Content 

personalization can 

increase conversion 

rates by up to 500%.
(Demand Metric)
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Targeted outreach 

campaigns are 5x 

more likely to generate 

qualified leads than 

generic blasts.

(Marketo)
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2. Prospecting Tools for 
High-Quality Leads

Key Features and Benefits:

The quality of your leads directly impacts your sales outcomes. 

Modern prospecting tools like ZoomInfo, Apollo, and LinkedIn Sales 

Navigator are designed to help your sales team identify, qualify, 

and engage with decision-makers in a strategic and 

efficient manner.

• ZoomInfo: Provides detailed contact and company information, 

including buying signals, organization charts, and competitor 

insights, helping you target warm leads with precision.

• Apollo: Combines lead generation with automated email 

sequencing, LinkedIn outreach, and CRM integration, creating a 

unified prospecting solution.

• LinkedIn Sales Navigator: Leverages LinkedIn’s powerful data-

base to identify prospects based on industry, job title, geographic 

location, and company size, helping you build a laser-focused 

target list.

How to Use Them:

• Targeted List Building: Create targeted prospect lists based on 

your ideal customer profile. For instance, if you specialize in indus-

trial machinery, focus on decision-makers in industries like manu-

facturing and logistics.

• Automated Outreach: Use Apollo’s workflows to send tailored 

email campaigns and LinkedIn messages, saving time while 

maintaining personalization.

• Strategic Monitoring: With Sales Navigator, stay updated on 

prospects’ activities, such as promotions or company announce-

ments, and use these insights to time your outreach effectively.
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Clean and accurate 

data can improve lead 

conversion rates by up 

to 30%.
(DemandBase)
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3. List-Building Tools for Accurate Data

Why It’s Important:

Accurate contact information is essential for effective outreach. 

Tools like Hunter.io and Lusha simplify the process of sourcing and 

verifying email addresses and phone numbers, ensuring your 

team spends time engaging real prospects instead of searching 

for leads.

• Improved Efficiency: Eliminates the frustration of bounced emails 

or incorrect phone numbers, allowing your team to focus on 

meaningful interactions.

• Enhanced ROI: By targeting verified prospects, you improve the 

effectiveness of your campaigns and reduce wasted effort.

How to Use Them:

• Hunter.io: Use this tool to scrape verified emails from company 

websites and industry directories. For example, if you’re targeting 

manufacturers in a specific region, Hunter.io can help you gather 

contact details efficiently.

• Lusha: Employ Lusha to extract direct contact details from 

LinkedIn profiles, particularly for hard-to-reach decision-makers.
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4. Productivity and Engagement Tools

Key Features:

Sales success hinges on how effectively and efficiently your team 

operates. Tools like Calendly, Vidyard, and Docusign streamline 

processes, enabling your team to focus on building relationships 

and closing deals.

• Calendly: Simplifies meeting scheduling by allowing prospects to 

book directly from your sales rep’s calendar, eliminating 

back-and-forth emails.

• Vidyard: Enables sales reps to create personalized video 

messages that stand out in crowded inboxes, fostering a stronger 

connection with prospects.

• Docusign: Speeds up the contract signing process with secure 

electronic signatures, reducing turnaround times and simplifying 

approvals.

How to Implement:

• Integrate Calendly: Embed Calendly links in your team’s email 

signatures and LinkedIn messages to make scheduling seamless 

for prospects.

• Leverage Vidyard for Engagement: Encourage sales reps to send 

personalized video introductions or follow-ups, particularly for 

high-value prospects. For example, use a video to walk a poten-

tial client through your product’s key features.

• Streamline Contracts with Docusign: Ensure all proposals and 

contracts are sent via Docusign to avoid delays in closing deals, 

especially when working with larger organizations that require 

multiple approvals.

Including videos in your 

sales emails can 

increase click-through 

rates by up to 300%.
(Wyzowl)
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To get the most out of your sales enablement tools, focus on the 

following best practices:

By assembling and optimizing your sales enablement toolkit, you’ll 

empower your team to operate at peak efficiency, close deals 

faster, and deliver exceptional experiences to your prospects and 

customers. These tools aren’t just an investment in your sales 

team—they’re an investment in your company’s future growth.

1. Integrate Your Tools: Ensure that all platforms—whether CRM, 

email automation, or prospecting tools—are integrated to provide 

a seamless workflow. For example, connect Apollo with your CRM 

to automatically track lead interactions.

2. Provide Ongoing Training: Tools are only as effective as the 

people using them. Regularly train your sales team on new 

features and best practices to keep their skills sharp.

3. Monitor Performance Metrics: Use analytics to measure the 

impact of each tool on lead conversion rates, deal velocity, and 

overall revenue. Adjust your strategy based on what’s working 

and where improvements are needed.

Maximizing the ROI 
of Your Toolkit

Companies that 

integrate their sales 

and marketing tools 

see a 38% increase in 

sales win rates.
(Wyzowl)
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The rise of virtual selling has transformed the manufacturing sales 

process. Tools like Zoom, Microsoft Teams, and personalized virtual 

environments allow your team to engage buyers remotely without 

sacrificing impact. To excel in this space:

Virtual selling isn’t just a necessity—it’s an opportunity to expand 

your reach and build stronger relationships with prospects beyond 

your geographic limitations.

Mastering the Virtual 
Sales Environment

• Prepare Professional Virtual Presentations: Equip reps with tools 

like Canva or PowerPoint to create visually compelling slides.

• Offer Real-Time Demonstrations: Use video platforms to 

showcase your product’s features or provide factory tours.

• Track Engagement: Use analytics tools to measure how 

prospects interact with your presentations or follow-up materials.

Interactive content can 

increase audience 

engagement by up 

to 60%.
(Demand Metric)
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Deploying a cutting-edge sales enablement strategy requires 

collaboration and clear planning. Here’s how to get started:

Putting Sales 
Enablement into Action

1. Engage Sales and Marketing 

Teams: Host workshops to 

gather input on pain points, 

identify gaps in the current 

process, and brainstorm 

solutions.

Sales teams that 

receive ongoing 

coaching improve their 

win rates by 18%.
 (CSO Insights)

2. Audit Current Tools: 

Assess your existing sales 

tools and determine 

what’s working and 

where improvements are 

needed.

3. Create a Sales Enablement 

Playbook: Develop a 

documented strategy that 

outlines tools, workflows, 

and best practices for your 

sales team.

4. Provide Training and 

Support: Ensure every 

team member understands 

how to use the tools 

effectively and has access 

to ongoing support.

5. Monitor and Optimize: 

Regularly review your 

strategy’s performance, using 

KPIs like lead-to-conversion 

rates, deal velocity, and 

pipeline growth.

Deploying Cutting-Edge Sales Enablement Tools



11

Sales enablement isn’t just about tools—it’s about empowering 

your team with the resources, training, and processes they need to 

close deals with confidence. By leveraging platforms like 

ClientPoint, ZoomInfo, and Vidyard, and implementing a 

collaborative strategy, you can transform your sales efforts into a 

well-oiled machine that drives growth and builds long-term 

customer relationships.

The question is: Are you equipping your sales team to win, or are 

they still working with yesterday’s tools? The time to act is 

now—your sales enablement strategy could be the 

game-changer your business needs.

Empower Your Sales 
Team for Success

What Steps will you take to Deploy 
your Sales Enablement Tools? 
The time to start is now.

Stage

Yesterday’s

Approach
Spreadsheets, CRM (basic) Individual efforts

Low productivity and

inconsistent results

Increased efficiency and deal

closure rates

Accelerated growth and

scalable success

Collaborative

processes

Proactive

engagement

Platforms like ClientPoint,

ZoomInfo, Vidyard

AI, Predictive Analytics,

Automation

Today’s

Essentials

Tomorrow’s

Vision

Tools Used Focus Outcome
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