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1. Intro - Why the Blueprint is important, how Cognism
nas used it, actionable approach

Hiring & ramping

High-impact coaching

. Outbound strategy

Forecasting

. Commission plans

Agenda
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Hiring process
Dave - ideal SDR candidate Natural high achievers 1
Jon - ideal AE candidate

Dave - onboarding best practice -
30, 60, 90 days Competitiveness
e Templates

2  Curiosity

4  Soft skills
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Training/
Fully Onboarding
ramped is continuous

T T

Growth
account

Persona training
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Understand Lines of
tech workflow  questioning
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High-impact Coaching

e Dave - Targeted coaching

e Cognism 17 competency framework MANAGER

e Feedbackloops

€ cognism

How to improve on the front-line
(eq) improvements to coaching

| 4

N\

How to implement feedback
(eg) what to do differently in the next cold call

Areas for
Potential improvement Priority

Objection

LISk handling

Medium

90% 95%

40% 90% Intro + hook High

Referrals Low



Outbound strategy

e Cognism’s current outbound strategy - account based

approach

e Poll: Sales qualification - Does BANT work?

Cognism Ideal Customer Profile

Geography

USA

Industry

B2B sales, SaaS

Budget

$10,000/month

Company Size

50 employees

Decision Makers

CEQ, CRO

Buying Process

Relies on referrals for
buying decisions

Business Goals

Short-term: grow their
client base by 20% over
the next 3 months
Long-term: raise their
next funding round and
expand their sales

Pain Points

- Generating high-quality
C-suite leads

+ Automating outbound
campaigns

- Increasing sales team
headcount

Attributes

Primary social media
channel = LinkedIn
Gaining a reputation as SaaS
industry thought leaders
Uses ABM strategy

Technologies

Salesforce
Salesloft
Chili Piper
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Outbound strategy
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Cognism’s Core Tech Stack

e Tech stackbest practices

OUTREACH:

SCRATCHPAD:

Built for scale and ensuring thar messaging
is consistent amongst every SDR. But you
still need to have personalisation (that’s
where management comes in).

A platform for reinforcement and training.
Anyone can access the SDR calls and use
them as a reference point for learning
best practices.

Used to help with collaboration between SDRs
and AEs. It's a central view to create open
dialogue on status updates for accounts.
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Forecasting

e Forecasting - combination of science and art
e Dealsatrisk
O Work with Cognism C-suite, run weekly pipeline reviews

® MEDDP'CC Forecast \
DATA FROM MODE FROM

KLUSTER MANAGEMENT

1l V] = e
Metrics Economic Decision Decision
Buyer Criteria Process
Win rates
g B Q on pipeline
[ @ g

Commit
Paper Implicate Champion Competition

Process the Pain Best case

Likely output
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Commission Plans

e Cognism’s current commission plan strategy
e Dave - best practices for commission plans

Meetings
Attended

Qualified Meetings +
Revenue Sourced

SQO System ACV vs TCV
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Questions?




