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Sales	engagement	implementation	guide

Sales	engagement	is	a	crucial	part	of	any	successful	sales	team,	but	what	exactly	does	it	mean?	It's	about	empowering	your	team	to	have	an	engaging	conversation	with	potential	customers	so	that	every	interaction	has	a	clear	path	towards	closing	the	deal.	This	means	connecting	with	customers,	understanding	their	needs	and	pain	points,	and
building	trust	with	them.	To	improve	sales	engagement,	you	need	to	understand	your	target	audience	and	tailor	your	approach	accordingly.	A	sales	engagement	model	is	a	set	of	strategies	and	communication	ways	to	help	sales	reps	build	relationships	with	prospects	and	close	deals.	Every	company	has	its	own	unique	approach,	built	based	on	their
sales	process,	target	audience,	and	business	strategies.	Implementing	sales	engagement	requires	planning,	prospecting,	and	research.	You	need	to	get	your	team	together	to	discuss	sales	engagement	strategies,	identify	who	you're	trying	to	reach,	and	where	they	might	be	hanging	out.	Collect	information	about	your	potential	prospects,	such	as
demographics,	interests,	goals,	and	challenges.	A	good	sales	engagement	plan	should	also	consider	historical	data	on	what	has	worked	best	for	your	company	in	the	past.	This	can	help	you	understand	who	to	target	next	and	what	to	put	into	your	sales	engagement	plan.	Effective	sales	engagement	leads	to	happy	customers	who	keep	coming	back.	It's
a	way	to	create	experiences	that	resonate	with	them	emotionally	and	motivate	your	sales	reps	to	work	more	effectively.	By	following	these	steps,	you	can	start	engaging	with	your	customers	and	improve	your	sales	process.	Step	One:	Identify	Your	Prospects	To	make	informed	decisions	about	how	best	to	engage	with	prospects,	follow	these	steps.	Step
Three:	First	Contact	With	a	Prospect	After	researching	potential	clients,	it's	time	to	initiate	contact.	When	reaching	out	via	email	or	phone	call,	try	making	the	message	personal	by	referencing	something	from	their	LinkedIn	profile	or	website.	If	their	business	recently	gained	media	attention,	mention	this	in	the	subject	line.	The	goal	of	the	initial	pitch
is	to	provide	information	about	your	products	or	services	and	what	sets	them	apart.	Avoid	pushing	for	a	sale	-	let	the	prospect	decide	if	they're	interested.	Step	Four:	Build	Relationships	With	Prospects	If	you've	made	a	good	impression,	maintain	momentum	by	staying	engaged	with	potential	customers.	Lead	nurturing	helps	keep	prospects	interested
in	your	business	until	they	become	clients.	This	can	be	done	by	sending	relevant	content,	such	as	product	updates	or	industry	news,	and	following	up	periodically	to	see	if	additional	assistance	is	needed.	Step	Five:	Close	the	Deal	When	converting	a	prospect	into	a	customer,	make	them	feel	comfortable	with	their	decision	and	ensure	they	have
everything	required	for	a	successful	transaction.	Step	Six:	Keep	Relationships	Alive	After	closing	a	deal,	maintain	contact	with	your	new	client.	This	can	be	as	simple	as	sending	a	thank-you	email	or	asking	for	feedback	on	the	onboarding	process.	Using	a	sales	engagement	platform	can	enhance	communication	with	prospects,	streamline	interactions,
and	optimize	the	sales	process.	According	to	Craig	Rosenberg,	deploying	such	platforms	is	crucial	for	improving	sales	engagement.	Gartner	VP	Analyst	Craig	Rosenberg	notes	that	email	capabilities	are	at	the	core	of	sales	engagement	platforms.	Forrester	researchers	agree,	stating	that	these	platforms	play	a	key	role	in	optimizing	sales	performance.
The	question	remains:	which	platform	should	you	choose?	Each	platform	has	its	unique	strengths	and	weaknesses,	with	the	best	one	depending	on	your	business	type,	product	or	service	offerings,	and	willingness	to	invest	time	and	money	in	data	analysis.	Revenue	Grid	allows	you	to	manage	all	your	leads,	contacts,	and	customers	through	a	single
platform.	This	enables	you	to	track	interactions,	sales	history,	and	customer	behavior	in	one	place,	saving	time	on	unproductive	activities	and	enabling	stronger	relationships	with	prospects.	The	platform	provides	automated	emails,	allowing	you	to	create	sequences	of	follow-up	emails	that	can	be	sent	automatically	or	manually.	Revenue	Grid	also
offers	critical	insights	at	every	stage	of	the	sales	process,	helping	to	identify	what	works	and	what	doesn’t.	It	unifies	departments	such	as	sales,	marketing,	and	customer	service,	enabling	teams	to	work	together	more	effectively.	By	streamlining	sales	activities,	Revenue	Grid	helps	increase	conversion	rates	and	ultimately	boost	revenue.	The	platform
is	designed	to	help	sales	teams	become	more	productive	and	efficient,	offering	features	like	seamless	follow-up	mechanisms,	easy	record	access,	and	personalized	guidance	in	Salesforce.	A	comprehensive	guide	will	delve	into	the	details	of	Sales	Engagement	and	how	it	can	support	sales	representatives	in	their	daily	tasks.	Sales	Engagement	simplifies
tasks	through	its	user-friendly	interface,	allowing	easy	access	to	settings	such	as	email	behavior	preferences	and	automations	within	a	dedicated	page.	The	Buyer	Assistant,	introduced	in	June	2023,	accelerates	time-to-lead	by	connecting	with	prospects	on	websites	and	providing	relevant	information.	Salesforce	Chrome	Extension	updates	now	enable
users	to	interact	and	take	action	on	Salesforce	records	without	switching	tabs.	The	Sales	Cloud	Everywhere	extension	features	three	main	sections:	a	to-do	list,	Workspace	for	sorting	and	modifying	records,	and	the	Feed	for	viewing	prospect	interactions.	Workspace	functionality	allows	for	easy	navigation	and	editing	of	multiple	records	directly	from
the	browser.	The	Feed	also	provides	an	overview	of	prospect	activity,	including	email	openings	and	clicks.	Sales	Engagement	is	designed	with	sellers	in	mind,	aligning	main	functions	to	meet	their	needs.	It	offers	a	centralized	platform	for	managing	pending	cadence	steps,	which	can	include	phone	calls,	emails,	or	SMS	activities.	Sellers	can	view	and
act	on	these	steps,	with	the	option	to	build	custom	cadences.	Salesforce's	Sales	Engagement	offers	a	no-code	builder	for	creating	custom	workflows,	allowing	teams	to	tailor	their	sales	processes	to	specific	needs.	Permissions	can	be	extended	to	various	roles,	such	as	sellers,	managers,	or	operations,	ensuring	cadences	are	built	with	best	practices	in
mind.	The	most	common	rollout	model	involves	tightly	controlled	permissions	and	the	use	of	Quick	Cadences	to	push	automation	downstream.	Cadences	can	contain	multiple	actions,	including	emails,	calls,	SMS,	and	LinkedIn	outreach,	and	can	be	combined	using	Salesforce's	list	of	templates.	Admins	can	add	record-triggered	flows	once	a	step	is
completed,	automating	tasks	such	as	updating	fields	on	leads.	Screen	Flows	allow	for	even	more	customization,	enabling	users	to	create	complex	processes	without	relying	on	out-of-the-box	options.	Quick	Cadences	serve	as	single-step	reminders	for	reps	to	follow	up	with	prospects,	and	when	combined	with	Automated	Actions,	sellers	can	automate
mundane	tasks.	Users	can	create	automated	actions	based	on	assigned	permissions,	either	for	themselves	or	their	teams.	LinkedIn	is	the	primary	dataset	for	B2B	sellers,	and	its	associated	products	integrate	seamlessly	with	Sales	Engagement.	Once	a	cadence	setup	is	complete,	connection	requests	and	personalized	InMails	can	be	sent	to	matched
records	within	the	Work	Queue	or	Salesforce	record.	The	To-Do	List	provides	users	with	visibility	into	upcoming	or	overdue	cadence	steps	and	flow	orchestration	work	items,	allowing	them	to	action	these	tasks	directly	from	the	Utility	Bar.	The	out-of-the-box	Sales	Engagement	Dashboard	offers	a	bird's-eye	view	of	cadence	performance	across	the
organization,	including	converted	leads	and	email	engagements.	Customize	Salesforce	dashboard	and	reports	as	desired	and	create	custom	ones	too.	When	it	comes	to	your	internal	users,	their	experience	matters	greatly	for	adoption.	Since	there's	no	one-size-fits-all	solution,	rely	on	user	feedback	and	take	advantage	of	enablement	sessions.	Consider
In-App	Guidance	as	well.	Regardless	of	where	your	sales	team	is	in	their	Salesforce	journey,	Sales	Engagement	offers	necessary	features	for	various	user	types.	What's	your	favorite	feature	so	far?
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