
The Blueprint 
Workshop



Morgan J Ingram
3x LinkedIn Sales Voice, LinkedIn Sales Insider & Sales 
Coach, Creative Advisor at Cognism,
 Founder at Ascension Media Productions

David Bentham
VP of Global Sales Development at 
Cognism

Jonathon Ile
VP of Global Sales at Cognism



Agenda

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

2. Hiring & ramping
3. High-impact coaching 
4. Outbound strategy
5. Forecasting
6. Commission plans



Hiring and Ramping 

● Hiring process
● Dave - ideal SDR candidate
● Jon - ideal AE candidate
● Dave - onboarding best practice -

30, 60, 90 days 
● Templates 



Hiring and Ramping 



High-impact Coaching 

● Dave - Targeted coaching 
● Cognism 17 competency framework
● Feedback loops 



Outbound strategy

● Cognism’s current outbound strategy - account based 
approach 

● Poll: Sales qualification - Does BANT work?



Outbound strategy

● Tech stack best practices



Forecasting

● Forecasting - combination of science and art
● Deals at risk 

○ Work with Cognism C-suite, run weekly pipeline reviews
● MEDDPICC



Commission Plans

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



Questions?


