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Transforming Sales
A Roadmap to Success

Together, PDG and its clients produce world-class
skill building solutions that drive measurable
business results.



Client StOry Organization: Large global pharmaceutical company

Size of salesforce: 700+ Representatives
Sales Performance

Challenge

The commercial division of a large pharmaceutical company was faced with a
significant marketplace shift - one of their key product offerings was going to
have a competing product in place in an 18-month time frame. The
leadership team wanted to install a Sales Performance Solution to ensure
their reps were well-prepared to articulate the value proposition of their
product and be positioned for driving successful outcomes in a competitive
landscape.

Solution

PDG partnered with the company to analyze their current state and build a
Sales Performance Solution to drive the business goal of retaining market share
over a two-year period. The proposed solution includes Al-enabled adaptive
learning and a four-phase gamified approach that pushes content,
Participation challenge questions and ac’Fions to fche teams daily. Teams can
(Industry intgract and com.pete to gain participation and knowledge / Team Leaderboard \
Average 70%) points that are displayed in a leaderboard format.
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Measurement is a key factor of the design with checkpoints 2 @ sorvensieam
0 at all levels of the organization on a monthly basis. All T @ o
Relevant to my role? 94% levels of the organization are participating in the program |« @

— from the Executive Team down. Leaders are holding
their teams accountable for progress weekly. The
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Sales Performance Solution Roadmap

Quarterly Framework

Overview
Executive Role & Metrics Monthly Dashboard / Progress Against KPlIs
30 Minutes
Leaders of Leaders Weekly Dashboard / Progress Against KPIs
Quarterly Kickoff

Virtual Session

Calibrate for Next Quarter

Coaching
Leaders Tar(glizi:;rthe Quarterly Focus
Leader Playbook
Measuring Success @. @.
Roles Team Playbook
Team Accountability Routines

Monthly Progress Checks

Microlearning Assets
ALL Gamified Platform / Leaderboard Focused on Quarterly KPIs
Performance Tools / Best In Class Examples / Collaboration Platform for Knowledge Share




How PDG Does It We help you drive measurable business
results through high performance solutions.

Business Impact Through Sales Performance
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ADVISE BUILD RUN
Current state analysis, curriculum Modern skill building solutions with Delivery planning and facilitation,
assessment, transformation strategy, performance support, coaching project management, and
Implementation planning, and strategies, & measurement that help Implementing sustainable
measurement drive the performance you need program solutions
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Functional Expertise in: Sales Performance | Onboarding | Leadership
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Multiple Applications
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Product Launch

Leadership
Development

New Sales Model

Patient Journey

Sales Performance Framework

Onboarding
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| ife Sciences

PDG Client List
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Medicine
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Thank you!

David Manning | Managing Partner
Performance Development Group
dmanning@performdev.com
http://www.performdev.com

(c) +1484.919.0274
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