The Enablement
Workshop Series

Jebate, Discuss, and Learn

Map To Enablement Priorities
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Who is this for?
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t Are Typical Priorities?

-
al
%)
n
Q
=
7
>
e
I
Q
N
>
)
-
al
=
aa)




TE)
\2
Enablement



Increase Revenue
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Reminder - Primary Tactics

COACHING

ANALYSIS
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Collaboration




Breakout

Let’s Explore




Breakout Question
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Homework

Put This Into Action




The Assighment

» Create a draft charter based upon the following scenario and store it in your
monday.com project board.
* You are a B2B SaaS company looking to grow revenue by 20% year-over-year (YoY).

+ You have sales teams spread across the globe, selling two products, each with additional
features/services that can be sold to customers for additional cost.

» Marketing is creating all sales-related content, and the product management team
provides content for product releases.

» Your customer success team is phenomenal, and churn rate is running at, or around,
industry averages.

» Record a Loom video explaining your draft charger and how you built it out, who
you would have worked with, and your thoughts on getting sign-off.

» Charter Template: https://www.trustenablement.com/sales-enablement-charter/
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https://www.trustenablement.com/sales-enablement-charter/

