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The Power of a Sales Playbook

In today’s competitive sales landscape, having a well-structured sales playbook 
can be the difference between good and great performance. 

Research underscores the critical importance of effective sales enablement 
including sales training and, by extension, sales playbooks, in setting the stage 
for transforming your sales organization.

	� According to a global research study by RAIN Group’s Center for 
Sales Research, 84% of sellers have participated in sales training 
workshops or programs. However, the effectiveness of this training 
varies significantly.

	� Top-Performing Sellers are much more likely to benefit from their 
training: 71% of Top-Performing Sellers rate their sales training as 
extremely or very effective compared to only 45% for The Rest.

	� The impact of effective training on sales performance is substantial. The 
average win rate on proposed sales is 11 percentage points higher 
for those who receive extremely or very effective training compared 
to those whose training is less than effective.

These statistics highlight the substantial gap between top performers and the 
rest, emphasizing the potential impact of a well-crafted sales playbook. By 
providing your team with a comprehensive guide to your sales process, best 
practices, proven strategies, and training, you can empower them to perform 
consistently at a higher level.

What You’ll Learn

	� The definition and importance of a sales playbook in complex sales

	� How to approach your sales playbook as a change initiative

	� Strategies for creating a customized playbook for your organization

	� Methods for successful implementation and adoption, including 
transformational training approaches

	� Techniques for enabling playbook success through coaching  
and reinforcement

	� Methods to measure and optimize your playbook’s impact

A sales playbook is more than just a document: it’s a transformational tool that 
can drive significant change in your sales organization. When approached as 
a change initiative, the implementation of a sales playbook can bridge the 
performance gap, elevating your entire team toward top-performer status.

In this guide, we’ll walk you through the process of creating, implementing, 
and maintaining a sales playbook that addresses key areas of opportunity. 
You’ll learn how to develop a sales playbook that not only documents best 
practices, but also helps drive real transformation in your sales organization.
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Understanding the Sales Playbook

Before diving into the creation process, it’s essential to understand what a sales playbook is and why it’s 
crucial for sales teams. We’ll define the concept of a sales playbook, trace its evolution, and explain why 
every sales team needs one in today’s complex selling environment.

What Is a Sales Playbook? 

A sales playbook is a comprehensive resource that outlines your company’s sales methodology, best 
practices, and proven strategies. It serves as a single source of truth for your sales team, providing them 
with the tools and information they need to succeed in their roles. 

The Evolution of Sales Playbooks 

Historically, sales tools and techniques were often passed down through informal mentoring or 
developed through trial and error. The modern sales playbook, however, represents a shift towards a 
more systematic, data-driven approach to sales. In the digital age, playbooks have evolved from static 
documents to dynamic, often digital resources that can be easily updated and accessed. 

Why Every Sales Team Needs a Playbook 

In the world of complex sales, where sales teams and leadership are often widely distributed across 
geographies and time zones, a playbook takes on an increasingly important role and provides structure 
and guidance 24/7. It ensures that all team members are aligned with the company’s sales strategy and 
equipped with the best tools and information to close deals effectively. 

YOUR GUIDE TO CREATING A SALES PLAYBOOK  |  4
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Benefits of Implementing a Sales Playbook

Implementing a sales playbook offers numerous advantages that can significantly impact sales performance. This section outlines the key benefits, from 
ensuring consistency in sales processes to enabling data-driven decision-making, providing a compelling case for investing in a comprehensive sales playbook.

A sales playbook offers your organization benefits including: 

1.	 Consistency in Sales Processes  
A playbook guides all team members to follow the same proven approach, leading to more predictable outcomes. This consistency is crucial in 
complex sales where the sales process often involves multiple touchpoints and stakeholders. 

2.	 Faster Onboarding for New Team Members  
New hires can more quickly learn your company’s sales methodology and best practices, significantly reducing ramp-up time. This is particularly 
valuable in industries with high turnover rates or rapid growth. 

3.	 Improved Performance and Efficiency  
By codifying best practices, you enable the entire team to operate at the level of your top performers. This can lead to higher win rates, shorter sales 
cycles, and increased revenue. 

4.	 Enhanced Buyer Experience  
A well-structured playbook ensures that every buyer interaction is high-quality and value-driven, leading to improved buyer satisfaction and loyalty. 

5.	 Data-Driven Decision Making  
With a standardized process in place, it becomes easier to collect and analyze sales data, enabling more informed strategic decisions. 
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Key Components of an Effective Sales Playbook

A successful sales playbook is more than just a collection of best practices. 
This section breaks down the essential elements that should be included in  
a sales playbook, ensuring it serves as a comprehensive resource for your  
sales team.

1. Company Overview and Value Proposition 
	� Mission and vision statements 

	� Market context and value proposition

	� Target market overview

Why it’s important: This section provides the foundation for all sales 
activities, ensuring that every team member understands and can articulate 
the company’s purpose and unique value in the market.

2. Ideal Customer Profiles 
	� Detailed descriptions of target customers 

	� Industry-specific considerations

	� Common pain points and how your solution addresses them 

Why it’s important: Clearly defined customer profiles help sellers quickly 
identify high-potential prospects and tailor their approach, increasing 
efficiency and effectiveness.

3. Competitive Intelligence 
	� Overview of main competitors 

	� Competitive positioning strategies 

	� Win/loss analysis insights 

Why it’s important: This knowledge empowers sellers to differentiate 
offerings effectively and address competitive challenges proactively.

4. Customer Needs
	� Customer needs overview and category of needs

	� Customer needs details

Why it’s important: Understanding the needs of your customer is the  
crux of effective selling. You must have a deep understanding of your 
customers’ needs and what’s important to them so you can position your 
solutions effectively. 
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Key Components of an Effective Sales Playbook

5. Product/Service Information  
	� Detailed information about your offerings  

	� Features and benefits  

	� Use cases and success stories 

Why it’s important: Comprehensive product knowledge and understanding 
the value you bring to buyers enables sellers to match solutions to customer 
needs confidently and handle objections effectively.

6. Sales Strategies and Tactics
	� Step-by-step guide to your sales process 

	� Key activities at each stage of the sales cycle

	� Best practices for each stage 

Why it’s important: A structured sales process ensures consistency across the 
team and provides a roadmap for moving opportunities forward efficiently.

YOUR GUIDE TO CREATING A SALES PLAYBOOK  |  7
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Key Components of an Effective Sales Playbook

7. Sales Training Modules
	� Consultative Selling

	� Prospecting

	� Insight Selling

	� Strategic/Key Account Management

	� Sales Opportunity Management

	� Sales Negotiation

	� Productivity

	� Virtual Selling

	� Selling to Senior Executives

	� Coaching for Action and Accountability

	� Sales Management

	� Sales Coaching

Why it’s important: Making a variety of topics and modules available 
provides sellers and sales managers with the skills and knowledge necessary 
for sellers to execute the sales process effectively, covering all aspects of 
modern selling.

8. Sales Tools and Resources 
	� CRM usage guidelines 

	� Proposal and contract templates 

	� Presentation decks

	� Email templates 

	� Prospecting guides

	� Needs discovery guides

	� Objection handling guides

Why it’s important: These tools streamline the sales process, ensure 
consistency in buyer communications, and allow sellers to focus on high-value 
activities rather than administrative tasks.

By including these components, a sales playbook becomes a comprehensive 
guide that outlines what to do, why, and how to do it, empowering your sales 
team to perform at their best.

On-Demand Sales Training Modules 

With over 86 modules across sales skill, productivity, management, and 
coaching areas, RAIN Group Total Access provides sellers and sales 
managers with the just-in-time skills and knowledge they need to excel 
across the sales cycle. Learn more 

https://www.rainsalestraining.com/sales-training-programs/rain-consultative-selling
https://www.rainsalestraining.com/sales-training-programs/sales-prospecting
https://www.rainsalestraining.com/sales-training-programs/insight-selling
https://www.rainsalestraining.com/sales-training-programs/strategic-account-management
https://www.rainsalestraining.com/sales-training-programs/sales-opportunity-management
https://www.rainsalestraining.com/sales-training-programs/sales-negotiation
https://www.rainsalestraining.com/sales-training-programs/productivity-training
https://www.rainsalestraining.com/sales-training-programs/virtual-selling
https://www.rainsalestraining.com/sales-training-programs/selling-to-senior-executives
https://www.rainsalestraining.com/sales-training-programs/coaching-for-action-and-accountability
https://www.rainsalestraining.com/sales-training-programs/sales-management-training
https://www.rainsalestraining.com/sales-training-programs/sales-coach-training
https://www.rainsalestraining.com/solutions/total-access
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Pitfalls to Avoid in a Sales Playbook

Creating an effective sales playbook requires careful planning and execution. 
Here are some common pitfalls to avoid.

1. Not approaching the playbook as a change initiative

Many organizations treat playbook creation as a simple documentation 
exercise rather than an opportunity for transformational change. This often 
results in playbooks that gather dust on shelves or in digital archives, never 
truly impacting sales performance.

To avoid this:

	� Identify key stakeholders and get their buy-in early

	� Clearly define your current state and desired future state

	� Develop a communication plan to build awareness and desire for change

	� Plan for potential resistance and how to overcome it

2. Failing to include the right people

Creating a playbook in isolation, without input from various stakeholders, can 
lead to a document that’s disconnected from real-world sales practices.

To avoid this:

	� Involve leaders from sales, marketing, and customer success

	� Gather input from top-performing salespeople

	� Consider including perspectives from customers or partners

3. Not having clearly defined goals and metrics

Without clear objectives, it’s impossible to measure the impact of your 
playbook or make data-driven improvements.

To avoid this:

	� Define both lead and lag metrics to measure success

	� Establish KPIs for short-term adoption and long-term impact

	� Regularly review and adjust these metrics as needed
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Pitfalls to Avoid in a Sales Playbook

4. Overlooking the importance of continuous updates

Sales environments are dynamic, and a static playbook quickly becomes 
outdated and irrelevant.

To avoid this:

	� Schedule regular reviews and updates of the playbook

	� Establish a process for suggesting and implementing improvements

	� Keep the playbook agile and responsive to market changes

5. Neglecting the delivery and enablement aspects

Even the best-crafted playbook will fail if it’s not effectively introduced  
and reinforced.

To avoid this:

	� Design a comprehensive training experience to introduce the playbook

	� Implement ongoing coaching and reinforcement to drive adoption

	� Use technology and tools to support continuous learning  
and application

6. Failing to tailor content to your specific organization

Generic playbooks often fail to resonate with sales teams and don’t address 
the unique challenges of your market or organization.

To avoid this:

	� Customize examples, case studies, and scenarios to your industry and 
typical customer profiles

	� Align the playbook with your company’s unique value proposition and 
sales methodology

	� Include organization-specific tools, templates, and resources

7. Ignoring the end-user experience

A playbook that’s difficult to navigate or access will likely be underutilized.

To avoid this:

	� Ensure the playbook is easily accessible, potentially through integration 
with your CRM or sales enablement platform

	� Use a clear, intuitive structure and include a detailed table of contents

	� Create a digital, searchable version for easy reference

By avoiding these common pitfalls, you’ll be well on your way to creating 
a sales playbook that drives real transformation in your sales organization. 
A great playbook is not just a document—it’s a catalyst for change and a 
cornerstone of sales excellence.
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Step-by-Step Guide to Creating a Sales Playbook

With the groundwork laid, it’s time to dive into the practical process of 
creating your sales playbook. This section provides a detailed, step-by-step 
process to help you gather input, document best practices, and refine your 
playbook for maximum effectiveness.

Step 1: Gather Input

Conduct in-depth interviews with your best sellers, sales leaders, and 
subject matter experts

	� Prepare a structured set of questions focused on sales process, 
techniques, and strategies

	� Ask about top performers’ approaches to prospecting, qualifying leads, 
conducting needs discoveries, handling objections, and closing deals

	� Inquire about the tools and resources top performers find most valuable

	� Discuss top performers’ most successful deals and what made them 
stand out

Analyze approaches and strategies 

	� Look for patterns in how top performers structure their sales 
conversations

	� Identify common techniques used for building rapport and trust  
with prospects

	� Examine how top performers tailor their approach for different industries 
or buyer personas

	� Note any unique or innovative strategies the best sellers employ

Identify common themes and best practices

	� Compile a list of recurring strategies and tactics mentioned by multiple 
top performers

	� Highlight approaches that align with your company’s values and  
sales philosophy

	� Categorize best practices by sales stage or activity (e.g., prospecting, 
needs discovery, presentation, negotiation)
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Step-by-Step Guide to Creating a Sales Playbook

Step 2: Document Current Best Practices

Review successful deals and identify what worked well

	� Analyze win/loss reports for the past year

	� Conduct post-mortem analyses on the biggest or most strategic wins

	� Identify key actions or decisions that contributed to deal success

	� Note any innovative approaches or unique value propositions that resonated with buyers

Analyze sales data for insights

	� Examine metrics, such as conversion rates, at each stage of the sales funnel

	� Look at average deal sizes, sales cycle lengths, and win rates

	� Identify any trends or patterns in successful deals (e.g., industries, company sizes, decision-maker roles)

	� Use CRM data to map out the typical buyer’s journey for your most successful deals

Create a repository of effective approaches

	� Develop a centralized database or knowledge base of proven sales techniques

	� Organize best practices by sales stage, buyer persona, or industry vertical

	� Include specific examples and context for each best practice

	� Create a system for continually updating and refining this repository

YOUR GUIDE TO CREATING A SALES PLAYBOOK  |  12
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Step 3: Define Sales Stages and Activities

Clearly outline each stage of your sales process

	� Map out the sales cycle from prospecting to close

	� Define clear entry and exit criteria for each stage

	� Align your stages with the typical buyer’s journey in your industry

	� Ensure stages are measurable and trackable in your CRM

Define key activities and objectives for each stage

	� List critical tasks that must be completed in each stage

	� Set clear goals and desired outcomes for each stage

	� Include guidance on how to dis/qualify opportunities at each stage

	� Specify any required approvals or checkpoints between stages

Create checklists for each stage to ensure consistency

	� Develop comprehensive checklists of required actions for each stage

	� Include links to tools, templates, or resources for each checklist item

	� Consider creating separate checklists for different product lines or 
market segments

	� Ensure checklists are accessible within your CRM or enablement platform

Step-by-Step Guide to Creating a Sales Playbook

Step 4: Create Tools, Templates, and Scripts

Develop email templates for different scenarios

	� Create templates for initial outreach, follow-ups, meeting confirmations, 
and proposal submissions

	� Include customizable sections to allow for personalization

	� Develop separate templates for different buyer personas or industries

	� Ensure templates align with your brand voice and messaging

Create call scripts for various situations

	� Develop scripts for cold calls, discovery calls, demos, and follow-ups

	� Include key qualifying questions and value propositions

	� Provide guidance on handling common objections

	� Create branching scripts to account for different prospect responses

Design presentation outlines for different stages of the sales process

	� Create standard outlines for initial pitch decks, detailed solution 
presentations, and executive summaries

	� Include guidance on customizing presentations for specific use cases

	� Provide tips on effective slide design and data visualization

	� Include talk tracks or speaker notes to guide presenters
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Step 5: Include Case Studies and Success Stories

Collect and document customer success stories

	� Interview satisfied customers to gather detailed accounts of their experience

	� Focus on quantifiable results and ROI achieved with your solution

	� Capture quotes and testimonials for use in sales materials

	� Ensure you have success stories that cover various industries and use cases

Create case studies that highlight your value proposition

	� Develop a standard format for case studies that includes challenge, solution, and results sections

	� Use data and metrics to demonstrate the impact of your solution

	� Include information on the implementation process and customer support

	� Create both detailed written case studies and shorter, visual versions for different uses

Organize these materials for easy access and reference

	� Categorize case studies by industry, company size, or specific challenges addressed

	� Create a searchable database of success stories and testimonials

	� Develop a system for regularly updating and adding new case studies

	� Ensure sales team can easily access and share these materials during the sales process

Step-by-Step Guide to Creating a Sales Playbook

YOUR GUIDE TO CREATING A SALES PLAYBOOK  |  14
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Step 6: Incorporate Sales Enablement Content

Collaborate with marketing to create sales-specific content

	� Work with marketing to develop content that addresses common  
sales obstacles

	� Create content for each stage of the buyer’s journey

	� Ensure alignment between marketing messages and sales talking points

	� Develop content that educates prospects on industry trends/challenges

Develop one-pagers and other quick-reference materials

	� Create concise overviews of your products or services

	� Develop comparison sheets that highlight your competitive advantages

	� Create FAQs documents addressing common buyer concerns

	� Develop ROI calculators or other interactive tools to demonstrate value

Ensure all content is easily accessible and up to date

	� Implement a centralized content management system

	� Establish a process for regularly reviewing and updating content

	� Provide guidance on when and how to use each piece of content in  
the sales process

	� Set up analytics to track content usage and effectiveness

Step-by-Step Guide to Creating a Sales Playbook

Step 7: Review and Refine

Tailor to your organization 

	� Customize the playbook to your sales process and methodology 

	� Incorporate your company’s value proposition and competitive 
advantages 

	� Align the playbook with your organization’s culture and  
communication style

Have key stakeholders review the draft playbook

	� Share the draft with sales leaders, top performers, and representatives 
from marketing and product teams

	� Provide a structured feedback form to gather input

	� Hold review sessions to discuss major sections

	� Align with overall company strategy and goals

Conduct a pilot test with a small group of sellers

	� Select a diverse group of sellers to test the playbook

	� Provide training on how to use the playbook effectively

	� Set clear expectations for playbook usage during the pilot period

	� Establish metrics to measure the impact of the playbook on performance
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Gather feedback and make necessary adjustments

	� Collect both quantitative and qualitative feedback from the pilot group

	� Analyze sales metrics to assess the playbook’s impact

	� Identify areas of the playbook that need clarification or expansion

	� Make revisions based on feedback and pilot results before full rollout

Step-by-Step Guide to Creating a Sales Playbook

Step 8: Plan for Implementation and Adoption
	� Develop a change management strategy for rolling out the playbook

	� Create a communication plan to build excitement and buy-in

	� Conduct comprehensive training to introduce the playbook and 
encourage adoption with ongoing coaching and reinforcement

© RAIN Group

Download the checklist 
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Create a sales playbook using 
these steps in an easy-to-reference 
checklist.

https://www.rainsalestraining.com/hubfs/PDFs/Sales_Playbook/How%20to%20Create%20a%20Sales%20Playbook%20Checklist.pdf
https://www.rainsalestraining.com/hubfs/PDFs/Sales_Playbook/How%20to%20Create%20a%20Sales%20Playbook%20Checklist.pdf
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Implementing a Sales Playbook

Design a modular training program that 
allows for focused skill development

	� Create modules for prospecting, needs discovery, solution presentation, negotiation, and winning each 
aligned with specific playbook sections.

For instance, the prospecting module might include training on using social selling techniques outlined 
in the playbook, with practice sessions on crafting compelling LinkedIn messages.

Incorporate multiple learning modalities 	� Combine bi-weekly virtual instructor-led sessions with self-paced online modules and monthly in-person 
role-playing sessions.

	� For a product knowledge module, use a mix of pre-recorded video demonstrations, live Q&A sessions 
with product experts, and hands-on practice with the product.

Creating a playbook is only half the battle—successful implementation is crucial for realizing its full potential. This section outlines key strategies for 
effectively rolling out your playbook, from delivering transformational training to encouraging adoption and continuous improvement.

Deliver Transformational Training

Strategy Examples

Use modern training techniques such as 
gamification and simulations

	� Develop a “Playbook Challenge” where sellers earn points and badges for completing playbook-related 
challenges and demonstrating mastery of key concepts.

	� Create a virtual sales simulation where sellers navigate common scenarios using playbook strategies with 
leaderboards to foster friendly competition.
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Implementing a Sales Playbook

Equip Your Sales Managers

Provide specialized training for sales 
managers on coaching

	� Conduct a “Coach the Coach” training series where managers practice using the playbook to guide 
role-play scenarios and provide feedback.

Equip managers with tools for ongoing 
reinforcement

	� Create a “Weekly Playbook Spotlight” template for team meetings, highlighting a different 
playbook strategy each week with discussion questions and application exercises.

Strategy Examples

© RAIN Group YOUR GUIDE TO CREATING A SALES PLAYBOOK  |  18
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Strategy Examples
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Implementing a Sales Playbook

Integrate with CRM and Other Tools

Align your playbook with existing  
CRM processes

	� Map playbook stages to CRM opportunity stages with guided selling questions and resources available 
at each stage.

	� Integrate playbook-based qualification criteria into lead scoring models within the CRM.

Leverage technology for reinforcement 	� Implement a mobile app that delivers daily “Playbook Power-Ups”—short videos or quizzes on 
playbook concepts—to sellers’ smartphones.

	� Set up automated email sequences that deliver relevant playbook content based on deal stage or 
activity triggers in the CRM.

Encourage Adoption and Feedback

Communicate the benefits of the playbook 	� Share weekly “Playbook Win Stories” featuring sellers who successfully used playbook strategies to 
close deals. Encourage sellers to share their progress and insights during team meetings, fostering a 
culture of continuous learning and mutual support.

Recognize and reward playbook usage 	� Implement a “Playbook Mastery Program” where sellers can earn certifications or badges for 
demonstrating proficiency in different playbook modules.

Strategy Examples
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Enabling Playbook Success Through Coaching and Reinforcement

To ensure lasting change and maximize the impact of your playbook, ongoing coaching and reinforcement are essential. This section explores the importance of 
continuous coaching, introduces the concept of Application Coaching, and provides strategies for creating a culture of continuous improvement.

The Importance of Ongoing Coaching

Bridge the gap between theory 
and practice

	� Create “Playbook in Action” case studies, documenting how top performers apply playbook strategies in 
specific deals and use these for team discussion and learning.

© RAIN Group

Strategy Example
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Implementing Application Coaching

Identify specific playbook concepts to 
focus on

	� Use a “Playbook Skills Matrix” to track each seller’s proficiency in different playbook areas, allowing for 
targeted coaching on areas needing improvement.

	� Implement “Concept of the Month” coaching focus, aligning team-wide efforts on mastering specific 
playbook strategies.

Observe the seller applying concepts in 
actual sales situations

	� Use call recording software to review how sellers apply playbook questioning approaches during discovery 
calls, providing specific feedback.

Strategy Examples

Provide immediate, specific feedback 	� Implement a “60-Second Feedback” protocol for post-call debriefs, focusing on one playbook-aligned 
strength and one area for improvement.

	� Use a mobile coaching app that allows managers to provide quick, in-the-moment feedback tied to 
specific playbook concepts.

Enabling Playbook Success Through Coaching and Reinforcement
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Creating a Culture of Continuous Improvement

Establish regular playbook review meetings 	� Hold monthly “Playbook Evolution” sessions where the team reviews a specific playbook section, 
suggesting updates based on recent experiences and market changes.

	� Implement a quarterly “Playbook Health Check” where cross-functional teams assess the playbook’s 
alignment with current business strategies and customer needs.

Create an easily accessible channel 
for suggestions

	� Set up a “Playbook Improvement” Slack channel where sellers can submit ideas, vote on suggestions, 
and see the status of proposed changes.

	� Use a collaborative tool like Confluence to maintain a living, editable version of the playbook, with 
change tracking and discussion threads.

Strategy Examples

Recognize and reward valuable contributions 	� Implement a “Playbook Innovator of the Quarter“ award for the team member whose suggestion leads 
to the most impactful playbook improvement.

	� Create a “Playbook Hall of Fame” showcasing team members who have significantly contributed to 
evolving and improving the playbook over time.

Enabling Playbook Success Through Coaching and Reinforcement

By implementing these strategies, you can help ensure that your sales playbook becomes a dynamic, evolving tool that drives long-term sales success through 
effective implementation, coaching, and continuous improvement.

https://www.atlassian.com/software/confluence
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The Path to Sales Excellence

A well-crafted sales playbook, implemented as part of a broader change initiative, is an invaluable 
asset for any sales organization. By providing your team with a clear, comprehensive guide to your sales 
process, and supporting it with transformational training and ongoing coaching, you empower them to 
perform at their best consistently.

Remember, creating and implementing a sales playbook is not a one-time event, but an ongoing process 
of refinement and optimization. As you embark on this journey, keep these key points in mind:

	� Approach your playbook as a change initiative

	� Involve your entire sales team in the creation, implementation, and evolution of the playbook

	� Deliver transformational training that engages and inspires your team

	� Support playbook adoption with ongoing coaching and reinforcement

	� Leverage data to drive decisions and continuously improve your playbook

	� Foster a culture of learning and excellence with the playbook at its center

Whether you’re creating a playbook from scratch or improving an existing one, the time and effort 
invested will pay dividends in improved long-term sales performance. By following the strategies 
outlined in this guide, you can create a playbook that not only documents best practices but drives real 
transformation in your sales organization.

YOUR GUIDE TO CREATING A SALES PLAYBOOK  |  23
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Pre-Built Modules and Tools Across the Sales Cycle for Your Sales Playbook   
A well-designed and utilized sales playbook is more than just a collection of best practices: it serves as a 
comprehensive resource for your team. 

Making a variety of on-demand learning modules available provides sellers and sales managers with the just-in-time 
skills and knowledge they need to excel across the sales cycle. That's where RAIN Group Total Access can help.

RAIN Group Total Access is subscription-based sales training that gives you access to our entire suite of training 
modules, videos, tools and assets, Train the Trainer and Train the Coach, learning journeys, and implementation 
support across sales skill, productivity, management, and coaching areas. 

Train cohorts concurrently, assign different curricula per role, and launch on-site and virtual instructor-led, self-study, 
and hybrid training on your schedule for a low per-person subscription. 

	� Complete access to world-class, award-winning sales training  

	� 86 modules covering the sales cycle and sales management, organized across 12 programs  

	� 4 delivery modalities, including instructor-led (ILT), virtual ILT (VILT), hybrid, and self-study  

	� Manager coaching discussion guides and application assignments for each module  

	� Core sales planners for conversations, opportunity management, account management, prospecting, and more 

	� Just-in-time learning with videos, job-aids, and tools that are quickly accessible when sellers need them  

	� Training implementation best practices, checklists, and tools for success  

	� Train-the-Trainer and Coach Certification processes  

	� Facilitator walkthroughs of all modules and programs 

Click here to request a complimentary consultation

RAIN Group Total Access 

RAIN Group  
Delivers World-Class  
Sales Training 

	� Modular, multi-modal,  
and purpose-built for the 
modern learner.

	� Unique approach to driving 
behavior change through 
training we call 
Execution Assurance.

	� Focused on driving the business 
results important to you.

	� A transformational experience 
that ensures the development, 
adoption, and implementation 
of new skills.

	� Action-oriented coaching 
prepares sellers for real 
situations and provides  
direct feedback.

https://www.rainsalestraining.com/contact-us
https://www.rainsalestraining.com/contact-us
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About RAIN Group

Drive Transformational Change through Award-Winning Sales Training

We help organizations:

	� Enhance sales capability with award-winning sales training

	� Design and execute strategic account management initiatives

	� Increase effectiveness of sales management and coaching

Best IP: We study buying and selling relentlessly through the RAIN Group Center for Sales 
Research. Our research and field work allows us to create industry-leading intellectual property to 
help our clients achieve the greatest success.

Best Education System: We use the best education approaches, methods, and technologies to 
make training work, stick, and transfer to the job.

Best Results: We make it our mission to drive value and achieve the highest client satisfaction 
through excellence in quality and producing transformational results for our clients.

raingroup.com  |  info@raingroup.com  |  1-508-405-0438

https://www.rainsalestraining.com
mailto:info%40raingroup.com?subject=

