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In This Deck

This deck provides a high-level overview of a typical sales 
development playbook developed by Callan Consulting and 
includes examples of real client deliverables (with confidential 
information removed).

Of course, every organization is different, and Callan Consulting 
would customize any sales development work to meet your 
needs. We have deep experience in this area and can help with 
everything from starting a sales development organization 
from scratch to making and experienced team more efficient 
and effective.

If you have questions, reach out any time – we’d be pleased to 
learn how we can help you.
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3Callan Consulting Recommends Developing a Playbook to Capture Best Practices and Guide 
New SDRs

For a playbook to be an effective tool in enabling your SDR team, it must document 4 key 
elements needed to perform the SDR role:

Strategy Process Messaging Core Skills
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4The Playbook Should Contain All Key Materials that a New SDR Would Need to Ramp Up in 
the Role

Sales Development Strategy
Team charter and organizational alignment
Ideal Customer Profile (ICP)
Stakeholder plan

Messaging and Scripts
Framework for customizing messaging
Battlecards:

● Value propositions
● Use case stories
● What to look for in a prospect
● Discovery and qualification questions
● Benefits positioning statements
● Objection handling

Scripts and templates

Sales Development Process 
Sales Development process overview (stages and definitions)

● Prioritization
● Pre-call research
● Touch patterns
● Qualification & handoff

Qualification criteria
Rules of engagement & SLAs

Skill Development and Expectations 
Expectations & quota
Daily / weekly / monthly plan 
Working with your AE
Core sales skills (e.g., questioning tactics, note taking)

Typical Playbook Contents
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5SDR Playbooks Define the Process, Key Activities, and Core Best Practices SDRs Need to Be 
Effective
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6SDR Teams Receiving Inbound Leads Need Guidance on How to Prioritize Leads to Maximize 
Potential Conversion

Ideal Metrics:
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We Provide Specific Tools that Help SDRs Complete Each Step of the Prospecting Process
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8Messaging Battlecards Arm SDRs with the Right Level of Information They Will Need for 
Prospecting

Battlecards include 
information such as:
• ICP
• Value Prop
• Use Cases
• Qualification Questions
• Objection Handling
• Proof Points
• Customer Stories
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10Callan Consulting Has Deep Experience Providing Best-in-Class SDR and Sales Enablement 
Support

Partial List of Current and Former Clients

Callan Consulting has been providing 
strategic product marketing services to 
technology companies since 2000
• Team of former technology marketing executives, led 

by Ed Callan

We have conducted more than one 
thousand projects to support product 
marketing teams
• Market opportunity assessments, thought leadership 

research and materials, launch support, sales 
enablement materials, verticalization, white 
paper/collateral development, competitive 
intelligence, pricing and packaging, and more
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11Callan Consulting Project Team Brings Decades of Sales Development and Sales Enablement 
Marketing Experience (Team Would be Customized for Each Client)

Ed Callan
Founder and CEO

• 30+ years of experience in
strategic marketing and consulting

• Former CMO at Intershop
• Project role: executive

sponsorship, messaging input,
workshop facilitation

Kristina McMillan
Principal Consultant

• 15+ years of experience in GTM
strategy and consulting

• Expert in Sales Development
strategy and execution

• Former VP of Sales Research at
TOPO/Gartner

• Project role: overall project lead,
audit and onboarding
development lead
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www.callan-consulting.com

info@callan-consulting.com

Website /Email

Thank You




