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What is the difference between our 
NATIVE Salesforce® App & the other 
Apps that are INTEGRATED to 
Salesforce®? 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
NATIVE means the entire App and all 
data resides natively in Salesforce® and is 
built with Salesforce® programming 
language. This ensures total security of 
your data which resides in Salesforce®, 
no consequences or impact when 
Salesforce® upgrades and faster speeds. 
 
Sales Optimizer, LLC is an innovative 
sales Performance Optimization 
consulting firm. We offer a Hybrid 
methodology that provides the power of 
integrating Salesforce® with sales and 
management training to increase Sales 
Productivity.  
 
Our approach is based on 3 principles: 

1. Time spaced learning 

2. Multi-touch approach 

3. Learn by doing.  

We start with workshops (live or web) 
followed by web coaching sessions to 
ensure application and reinforcement 
of the skills and competencies in a real 
world environment.  
 
This approach produces much better 
results for our clients and costs less 
because of the reduced cost of travel 
expenses and time out of the selling 
environment.  

 
 
 

www.SalesOptimizer.com 

 

Optimizer - beyond selling basics 
 

Strategic thinking and planning separates 
the best from the rest. 

 
The Opportunity Management Optimizer 
(OMO) program incorporates the best of 

strategy, tools and skills to enhance 
execution of the complex sales cycle to 

increase win rates.  
 

The Optimizer is an easy to use visual tool 
built as a native application in Salesforce 

designed to simplify the complex and 
enhance the value and user adoption of 

Salesforce®. 
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OPPORTUNITY MANAGEMENT OPTIMIZER™ 
 

What Is Opportunity Optimizer? 

Opportunity Optimizer is a program and a tool built on the Salesforce® platform designed to be a structured, repeatable opportunity 
management methodology that enables sales driven organizations to: 

 Improve win rates, margins, forecast accuracy and sales productivity 

 Increase utilization and user adoption of Salesforce® 

 Develop strong compelling gaps and differentiated business value  

 Reduce cost of sales and new hire time to profitability 

 Improve teamwork and team selling 

 Reduce inter-departmental communication issues with a common language 

Who Needs Optimizer? 
 Optimizer is effective in organizations with some of the following selling environments: 

 Transition from product to solution sales 

 Price and margin erosion due to product commoditization 

 Intense competition from multiple fronts 

 Customer buying decisions with high financial, strategic or organizational impact 

 Multiple levels of power and influence in decision making process 

 Realization by companies that what got them to this point won’t get them to the next level 

What differentiates Optimizer? 
 Native sales methodology application 

 Training done via web vs. live workshops 

 Reinforces user adoption of Salesforce® 

 Enhances the value of Salesforce®  

How is the Opportunity Optimizer class delivered? 
 Traditionally Strategic Opportunity Management methodology classes are delivered as 2-3 day workshops 

 Our methodology is to deliver as a live 1-day workshop followed by 12 virtual Team based web sessions 

 
 

 This is approximately the same amount of total delivery time, but spread out over a longer period allowing for a coaching 
and implementation engagement that focuses on the lifecycle of real opportunities and the application of the 
methodology at every stage of the sales process. 

 The traditional approach is more convenient for the training company, but our approach is more effective for you 

What Happens in an Opportunity Optimizer workshop? 
 

 

1-day Class 

• Methodlogy  

•Mastery of tool  

#1 - Web 
Coaching #2 #3 #4 #5 #6 #7 #8 #9 #10 #11 #12 

#1 - Assessment 

•Is it real? 

•Can we win? 

•Key gaps? 

•Next steps? 

#2 - Player Chart 

•Power/influence 

•Alignment 

•Access 

•Roles 

#3 - Comp.Anal. 

•Comp. Anaylis 

•Intelligence 

•Compelling Gap 

•Sponsorship 

•Business Value 

4. Biz-Insight 

•Goals 

•Objectives 

•Obstacles 

•Desires 

•Success 

#5 - Biz-Value 

•Key drivers 

•Differentiators 

•Tangible impact 

•Intangible impact 

#6 - Plan-2-Win 

•Goals 

•Objectives 

•Strategy 

•Tactics 
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Step #1 – Opportunity Assessment… 
This is a Quick assessment to qualify and determine the likelihood of winning while identifying key initial gaps in the opportunity. 
The assessment criteria are configurable to each individual client and sales process to ensure relevancy to your business. 
 

 
 
Step #2 – Identify the key Players… 
Identify all the players in the decision making process including customer contacts, external influencers, partners, competitors and 
your company’s sales team. This decision making structure will graphically depict things like things like power, influence, access and 
decision role for anyone who has anything to do with this opportunity.  
 

 
 

 
Note:  
The player analysis is a critical component of a strategic opportunity management process as it drives the strategy and all other 
related components of the plan. If we don’t know or if we have no access to the key players, we can’t effectively execute the plan.
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Step #3 – Competitive Analysis…  
Based on the critical decision making criteria, where do you stand at any moment in time and what must you do to impact the 
outcome in your favor? Unlike a traditional assessment that is done in a vacuum, this probability analysis takes into consideration, 
the top 2 competitors, the possibility of a NO DEAL and the impact of the power structure on the driving criteria. The strategic 
analysis also incorporates a coaching wizard based on known factors and historical data. 
 

 
 
 

Step #4 – Business Insight  
Identify the things that matter most to the customer that will drive the decision making process including their Goals, Objectives, 
Obstacles, Desires and Success metrics. Great strategy and execution comes from great insight. This module focuses on identifying, 
documenting and analyzing that insight to drive towards a value based solution that differentiates you from the competition. 
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Step #5 – Quantify the drivers, i.e. The Compelling Gap…The C-Gap Drivers and the Business Value 
This module is about understanding and/or creating a compelling business case to close the deal. Understanding the compelling 
drivers, ensures you can develop a solution that will uniquely address those drivers to create a unique and differentiated business 
value that will provide you the competitive edge to win. The tool makes it easy to identify each of the core drivers and compare your 
ability to address them vs. your key competitors and in the process creating an ROI analysis clearly showing your unique and 
differentiated business value. This takes value creation from the soft and intangible to the concrete and tangible. 
 

 
 

Step #6 – Develop & Execute the Plan to WIN… 
Set your goals, objectives, strategy and plan of action focused on doing the right things, with the right people at the right time to 
help you WIN. 
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WHO IS DOING BUSINESS WITH SALES OPTIMIZER? 

 

 
 

 

 
 


