
GIMBAL SYSTEMS:
Customized Sales Success Process
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What are you or your
organization trying to
accomplish or change?
•  Identify key metrics
•  Establish a baseline
•  What does success look like
•  What are the consistent
   behaviors you want in place?
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Our process is built on the belief that the answer lies within the organization. We work to identify and
leverage what is working well, which drives a faster implementation with more credibility and less
resistance. The end result is a predictable, measurable, repeatable and scalable sales process.

Bring unconscious competence to consciousness:
•  Observe and interview identified top, middle and
   bottom performers
•  Build competency models and sales process to
   support proven best practices

Pilot to ensure the newly defined
process is working and providing the
intended results for the company,
salespeople and customers.

Evaluate and develop the
following to reinforce new
behaviors:
•  Training Programs
•  Performance Management,
   Compensation and Employee
   Lifecycle Programs
•  Change Management Programs

Determine what a successful
sales is for the company,
salesperson and customer.
•  Find out who is doing it now.
•  How do you know?
•  What are they doing to be
   successful?


