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“Bottom line, companies that 
implement a sales enablement 
platform are significantly more likely 
to achieve their desired results than 
those that do not. 

The objective of sales enablement is to 
provide sales teams with the knowledge, 
tools, and content they need to help move 
sales opportunities forward. 

With this in mind, let’s consider the 
ultimate goal for every sales rep: to close 
deals and generate as much revenue as 
possible. It’s no secret that the rep’s ability 
to do this improves if they are provided 
with effective training and coaching and 
are equipped with the necessary tools 
and materials to help throughout the sales 
process. This includes having easy access 
to effective and accurate content.  

On the marketing team’s side, the 
objective is to create materials and 
resources to generate interest in the 
company’s products and services and 
provide the sales team with the content 

they need. Their success is dependent  
on whether the sales team leverages  
their content and materials to produce  
the intended business results. 

Ideally, the sales and marketing 
departments are closely aligned; the sales 
reps use all the content the marketing 
team creates, and the sales team provides 
feedback to marketing on what materials 
are most effective. However, this rarely 
happens for most companies. Instead, the 
two groups usually end up working in silos. 
As a result, marketing doesn’t get insight 
into what content is being used in sales 
engagements, and the sales team doesn’t 
spend time modifying existing content or 
creating what they need. The purpose of 
sales enablement is to bridge between 
the two teams. It aligns their efforts and 
provides insight into what works and is 
needed, providing a path to success. As a 
result, companies that implement a sales 
enablement platform are more likely to 
achieve their desired results than those 
that do not.  

Let’s dive into the sales enablement 
solutions that overcome the challenges 
sales and marketing teams have.  
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Problem #1 – Finding Documents Easily 

Data shows that sales reps spend up to 43 hours per month searching for the 
content they need. This is because companies do not use centralized repositories 
for their marketing materials. Local and shared drives, cloud document repositories, 
SharePoint, CRMs, and even email are common places for content to reside. If your 
content is spread throughout multiple platforms, you should consider consolidating 
it to one place that is easily accessible to everyone. Sales reps should spend most 
of their time engaging with customers each month instead of hunting for sales and 
marketing materials located throughout different platforms. 

Problem #2- Use the Content You Have 
Even if the sales reps find the content the marketing team has created, it doesn’t 
fit the needs of their situation. Data gathered by Sirius Decisions shows that up to 
80% of content goes unused by sales teams. This means that most of the time the 
marketing team spends creating content is wasted. It also shows that marketing 
needs more insights into the engagement of prospects and customers to optimize 
content for the unique prospecting situations sales professionals face. 

It also shows that marketing needs more insights into the engagement of prospects 
and customers to optimize content for the unique prospecting situations.  

hrs
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Problem #3- Know When to Create Content 
Where does content developed by marketing come from if such a sizable 
percentage of it is not used? According to data collected by Docurated, the 
sales team typically creates their content within their department. However, this 
content may not be up to date or accurate and is generally not approved by 
leadership. Through sales enablement platforms, marketing teams can know ahead 
of time what content sales teams need to engage different prospects. With that 
knowledge, they can create on-brand content and let the sales teams do what they 
do best: sell.

Problem #4- Update Content to Match Your 
Current Strategy 
All content needs to be approved by governing agencies like the FDA for highly 
regulated industries, such as the medical device, financial, or insurance industries. 
Required documentation updates or retractions may need to be immediate, which 
opens up opportunities for sales reps to use obsolete or inaccurate materials. With 
sales enablement, you can easily update content to reflect your current position 
and remove any outdated content.
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HOW SALES 
ENABLEMENT HELPS 
SALES 
If some of the challenges above reflect your 
company’s challenges, they could be solved with a 
sales enablement strategy. 

To better understand sales enablement, it helps 
to understand Sales Asset Management (SAM). 
Essentially, SAM enables companies to manage their 
sales assets by providing a technology platform 
to create, store, and deliver sales and marketing 
content. It also provides the functionality to analyze 
how effective the assets are. Therefore, SAM is a 
critical part of the sales enablement strategy.  

Recent technological advances within the SAM 
space provide new functionality and opportunities 
for the marketing and sales teams.  

Content Accessibility, Content Delivery and Content 
Sharing are a few ways sales enablement combined 
with a SAM solution can help sales teams. 



Content Accessibility 
Use your content with confidence that 
recent and accurate sales enablement 
apps take care of version control and 
content fragmentation. 

Avoid wasted hours searching 
for sales materials. With a sales 
enablement platform, all content is 
stored in a central repository that 
is easily accessible and integrates 
seamlessly with other content storage 
tools such as Box, Dropbox, and 
Google Drive. 

You can also access content when not 
connected to a network. Once you’re 
back online, the app will sync content 
and data. 

Content Delivery 
Convert existing videos, brochures, 
case studies, and more into sales 
presentations to share with customers. 
This allows content to be created in 
other applications like PowerPoint  
or Word. 

Create customized pre-call agendas 
to tailor the sales pitch and content to 
the client’s needs. 

Record the details of the sales 
engagements such as date, time, 
materials used, and time spent with 
each piece of content. From there, you 
can automatically view them through 
comprehensive analytics reports. 

 

Content Sharing 
Create custom links to share content 
and accelerate the communication 
process by supporting native email 
applications. 

Sales enablement apps track files 
shared with customers and send 
notifications to the sales rep when 
the file is received and viewed. The 
powerful analytics also show how long 
each piece of content was viewed so 
the rep can cater their follow-up to 
the prospects’ interests. 

Easily share sales materials with 
potential and existing clients via email 
and text from the app. 

Effectively capture and evaluate 
new leads at trade shows or other 
sales events within the app, then 
automatically send the data to a CRM 
or marketing automation system. 

“The average time a sales rep spends 
in verbTEAMS is four minutes, which 
shows reps can quickly and easily 
find content.” 
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“On average, a sales rep shares 
content from verbTEAMS 83 
times a month.” 



HOW SALES ENABLEMENT HELPS MARKETING 
Here are some of the benefits that sales enablement and SAM provide to marketing teams.

Content Usage 

Sales enablement apps 
allow marketing teams 
to receive data on the 
content used by the 

sales team through user-
generated analytics and 

feedback. This gives 
them the ability to assess 

the value of individual 
marketing content and 
the visibility to identify 

which content effectively 
facilitates sales. As a 

result, they can ensure 
that content is driving 
revenue and helping to 

close deals

Content 
Management 

Marketing can control 
which content is available 
to different sales groups, 
ensuring the right people 

have the right content. 
(For example, a European 

group may need other 
content than a North 
American group, or 

distributors may require 
different content than 

direct sales reps.)  

Publish new or updated 
content quickly by easily 

adding it to the SAM 
application. The content is 
automatically downloaded 

to the individual sales 
devices and is ready 

to use in the next sales 
presentation. 

Reporting and 
Analytics 

Receive insight via a 
reporting dashboard into 

how content is  
viewed and shared by 

sales and customers. You 
can optimize your content 
based on how it is used in 

sales presentations. 

Communicate updates  
to sales via real-time in-

app notifications that they 
can see when they open 

the app. 

Content 
Security  

Hide, lock, or revoke 
documents from app 

users if necessary. You 
can manage app users 
by adding or deleting 

user access to content. 
With the ability to delete 
the app remotely from a 
device, you can ensure 

system security and 
content protection.
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clients have an average content view rate of 
49%. Therefore, a prospect will typically spend 

about 7 minutes viewing the content they 
received via verbTEAMS. 



Introducing 

verbTEAMS is the solution for 
common sales/marketing issues. It is 
a mobile sales enablement platform 
that helps sales and marketing 
teams to get in sync and work 
cohesively to become more efficient 
and organized. 

verbTEAMS offers control over 
sales content, transforms marketing 
materials into sales engagement 
tools, the sales team with access 
to accurate content, and ensures 
version control between the 
sales and marketing teams. With 

verbTEAMS, the sales and marketing 
silos are connected, and it aligns 
the efforts of the two teams. As a 
result, the two teams working in 
tandem can increase revenue and 
the number of deals closed.  

Thousands of daily users harness 
verbTEAMS’ functionality, and 
millions of sales presentations have 
been delivered so far, proving that 
verbTEAMS is a sales enablement 
solution that works for its sales and 
marketing teams. 

Learn more about how verbTEAMS 
can improve your sales strategies! 
Click here to schedule a demo. 

Companies who use verbTEAMS 
have 171 unique prospect engagements 
each month. 

The average sales rep who uses verbTEAMS 
gets 23 prospects to engage with their 
content each month.

“

”

https://bit.ly/3IqRgw1
https://bit.ly/3IqRgw1


SUMMARY:  
Use sales enablement to provide 
sales teams with the content 
and resources they need to be 
successful. Ideally, the marketing 
team should be closely associated 
with the sales team’s content. 

Sales enablement offers solutions 
that will align sales and marketing 
teams and benefit both teams. 
Ultimately, it allows marketing 
teams to stay in the loop with the 
sales team, so they know how to 
create helpful content for them 
consistently. 

Sales enablement helps sales 
teams with content accessibility, 
delivery, and sharing. 

Sales enablement helps marketing 
with content usage, management, 
security, reporting, and analytics.  

verbTEAMS offers sales 
enablement solutions for your 
sales and marketing teams to 
become better aligned. Using the 
platform can effectively increase 
sales and revenue. 

855-250-2300 verb.tech info@verb.tech 

https://www.verb.tech
mailto:info%40verb.tech%20?subject=
https://www.verb.tech
mailto:info%40verb.tech%20?subject=

