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>Purpose

In today’s tech landscape, growth is not
just about acquiring new customers - it’s
about creating repeatable, scalable, and
predictable revenue.

A sales playbook is the key to achieving
that. It provides clarity, alignment, and
consistency while enabling your revenue
team (sales & marketing) to learn, adapt,
and succeed faster.

This template serves as a blueprint that
outlines what works, how to execute it,
and what information you need to create
velocity in your sales team.
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>Contents

aCompang Information a Sales Process
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@ Value Proposition @ The Close
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a Company Information

121 Company mission and goals

1.2 Company strategy
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g ldeal Customer Profile - Company

2.1 1ICP Summary

2.2 Customer Segmentation
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g ldeal Customer Profile - Buyers

2.5 Buyer Personas

2.4 Buyer Journey
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e Product and Category

3.1 Product Overview 3.5 Category

3.2 Use Cases 3.4 Objection Handling
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@ Value Proposition

4.1 Value Proposition
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6 Prospecting and Lead Generation

b./1 Targeting Strateqy 5.5 Inbound
5.2 Outbound 5.4 Sales Tools
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@ Discovery and Qualification

6.1 Qualification 6.5 Red Flags
6.2 ICP Discovery 6.4 Solution Fit
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e Sales Process

/.1 Pipeline Stages /.5 Sales Activities
/.2 Stage Criteria /.4 Forecasting

Velocltg B




@ Prospect Meetings

8.1 Agenda 8.4 Preparation
8.2 Research 8.5 Follow Up
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@ The Demo

9.1 Narrative 9.3 Preparation
9.2 Tailoring 9.4 Objections
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@ The Close

101 Pricing 10.8 Negotiation
10.2 Discounting 10.4 Closing
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m Post Sale

111 Onboarding 11.5 Renewal
11.2 Account Growth 11.4 Advocacy
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@ Sales Operations

121 Reporting 12.3 Coaching
12.2 Sales Kit 12.4 Playbook Updates
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> et’s Get Started

Creating a sales playbook is a commitment, we’ve listed over 40
items that it should address, some are simple and some are
projects in themselves, like creating a sales Kit.

But investing the time capturing the knowledge of the company
founders, experienced sellers and previous successful sales
engagements, codifying this process and being able to hand it to
new sales executives, the business development team and external
agencies repays itself almost immediately, significantly reducing
your time to revenue for these new hires, accelerating your sales
velocity.

If this sounds like something you need, but this time investment is
tough right now, as you focus on your business, we can help, we
have the experience, expertise and tools to review what you have,
prioritize your immediate need and quickly build your blueprint for

growth.
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>Get in touch

For more advice and resources, drop us
an email or visit our website:

hello@velocity-b.com
https://velocity-b.com
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