10 Operational Headaches
That ServiceSource Can
Solve For Your Business

1.

Process Chaos
Issue: Lack of discipline and proactive coaching around pipeline methodology.
Some of the key elements that an internal team may lack include, setting
SMART goals, consistent territory reviews, and efficiently managing deals
through the pipeline.
Solution: At the core of ServiceSource is our High-Performance Sales
Methodology. Enabling us to set, manage, and achieve weekly, monthly,
quarterly, and yearly team goals. We can also provide more accurate revenue
forecasting and pinpoint coaching opportunities.

2.

Hiring an Internal Sales Team
Issue: Hiring and onboarding a sales team costs roughly 3X his/her salary.
When you finally find your candidates, you won’t know if you have made
a good investment until months after they get up to speed.
Solution: ServiceSource handles all the vetting, hiring, onboarding, and
training of your dedicated sales team. So, you don’t deal with the overhead
costs, or the time and resources required for onboarding and training.

3.

Training Inefficiencies
Leading to Underperformance
Issue: With the onset of the COVID pandemic, many organizations struggled to
transition onboarding and training to a virtual environment. Businesses also lacked a
method to perform engaging and timely training for reps in the field. This lack of timely
training leads to gradual underperformance that manifests to more significant issues.
Solution: Our team’s continued success depends on our training methodologies, cadence,
content, and desire to evolve. We have a dedicated training program called CJX-U, where
every rep participates in quarterly training programs to ensure our team remains sharp.

4.

Managing a Remote Sales Team
Issue: Managing remote teams is an aspect of our lives that is here to stay.
How does your organization measure your team’s performance? Do you
have team members that revolt against the idea of coming back into the
office? If so, are you operating by a hybrid model?
Solution: ServiceSource is a virtual-first organization. Our rigorous
processes, consistent training, and High-Performance Sales Methodology
enables our teams to consistently perform from the comfort of their homes.

5.

Clarity of Roles and Responsibilities
Issue: You hire your teams to do specific roles within your organization. Rarely are
reps selling or doing sales-related activities 100% of the time. Your reps may even
start to take on responsibilities outside of their specific role, like working with product
development or marketing teams, muddling clarity around roles and responsibilities.
Solution: With ServiceSource, you are outsourcing the outcomes to us. Our teams are
100% focused on delivering results and nothing else.

Not Having the Systems to Measure
and Report Performance

6.

Issue: Many global organizations we work with don’t have the right tools
to migrate from reactive to proactive engagement. Even if you are working
out of a CRM, how do you ensure that your data is clean and effectively
measuring YoY performance?
Solution: Not only does ServiceSource bring a data-first methodology to
everything we do, but we also bring the 20+ years of expertise and discipline
to the way your organization captures, cleans, and validates data.

7.

Not Having Control of Your Data
Issue: Do you have control of your customer data? How clean and disciplined
are the processes that inform your marketing campaigns, sales activities,
product development, etc.?
Solution: ServiceSource has the people, processes, and technology in place to
ensure that you’re collecting the right data and teams of data scientists already in
place to ensure you’re getting the analytics and insights you need to make more
informed business decisions.

8.

Not Knowing if Sales Performance
is Competitive YoY
Issue: Do you really know what “good” looks like in your industry regarding sales
performance? Do you really know if your sales team is performing better than your
competition and to its optimal level?
Solution: We know what sales excellence looks like because the nature of our business
demands it. We utilize benchmarking reports based on 20+ years of data gathering
across several industries. We work with you to become a market leader in your
perspective space, mapping out and recording every step of the journey to success YoY.

9.

More Effectively Capture the
Voice of the Customer (VoC)
Issue: You may think that your organization does a great job at capturing the voice
of your customers, but frequently, sales teams talk with a customer but lack the
discipline, consistency, or feedback loops to measure customer lifecycle progress.
Solution: We design, execute, and report VoC programs consistently for our clients.
Among a myriad of tactics we can perform, we focus on embedding VoC questions
naturally into our customer conversations. This allows us to maximize participation and
gain more candid feedback to inform your GTM and product development strategy.

10.

Security and Compliance
Issue: Cyberattacks, ransomware, and phishing activity are a part of every
business. You need a partner that keeps your data (both in transit and at
rest) and communication protection top of mind.
Solution: ServiceSource is SOC 2 - Type 2 and ISO 27001 certified. All
data at rest and in transit use TLS-based connections for any traffic going
outside of our networks. We also have robust protocols and documentation
around disaster data recovery plans.
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