
SaaS Plus Consulting

• License management
• User add/delete
• User privileges
• Password Assistance
• Automation Opportunity
• Spend Analysis
• Bi-lateral data movement 

Analysis
• Adoption Analysis

CRM Optimization
Sales Stage Analysis
Territory/Quota Planning
Opportunity Relevance Analysis
Win/Loss Ratio Analysis
Sales Strategy Planning



Analytics
A/B Testing

Payroll/HR

DAM

Workflows & Automation

CRM

ERP

IAM

CDP

ESP

SEO

Hosting

Stock

Messaging/Communication

Legal

Content

Revenue Intelligence

Field Service

ITSM

LMS

App Dev/PLM

eCommerce

Customer Journey

CAD

Other

CMS

Cyber Security

Divvying up 
the SaaS pie 

can get 
complex…

Let’s make 
sense of it 

for your



• SaaS Consolidation

• SaaS Selection

• SaaS Administration

• Sales Operations

• CRM Health

• CRM Stage Management

• Opportunity Hygiene

• Performance metrics/analytics

• Territory Planning/Quota 
Design/Vertical/Geography 
Tiering

• RFPs/Account Plans/Org 
Charts

• Sales Risk Mitigation

• Q Day1 call vs Q day 90 Actual

• Land/Expand Planning

• Adoption/Adaptation scores

• Architectural Reviews, Best 
Practices, Road Map Sneak 
Peaks

• Renewal Management

• Customer Service Surveys

• Genuine PipeGen 4X Quota 
ratio

• Opportunity Closed Won 
Ratios

• Teamwork: Marketing, Sales, 
Scoping, Scaling, 
Implementing

• Investor confidence revenue 
planning and forecasting

• Sales Training

• MEDDPICC, Solution & Value 
Selling et.al.

• OTC Planning

• SPIFF Reality

• Internal Directories/Who’s who

• Sales Partner/Implementation 
Partner Management and 
scoring

• Back to basics management

• Intelligent onboarding 
personnel/customers

• Intelligent employee/customer 

reviews

• Employee/Customer retention

• Enunciate differences in 
product from competitors

• Pricing and Margin analysis

• Healthy Account Churn (Bill 
Parcells Model)

• Sales Risk Mitigation

• Forecasting

• Call vs Actual

• Opportunity Hygiene

• Opportunity Slippage

• Customer Relationship 
Intelligence

• Buyer Intent

• Value Selling

• SPIFF Planning

• Pricing/Margin Analysis

• Opportunity Won/Lost 
Ratios/Analysis

• Renewal Planning

• Land/Expand Planning

• Live Product Performance 
Analysis (Adoption scoring)

• Architectural Reviews, Health 
Checks, Roadmap sneak 
peaks

• Sales/Partner/Implementatio
n/Live Performance Scoring

• Production differentiation 
enunciation

• Define sales patches early 
with scale in mind

• Saas Best in Class vs Platform

• SaaS expansion vs Retraction

• When/How to renegotiate 
SaaS terms

• Workflow Automation

• Digital Asset Management

• SaaS Integration planning

Optional Services Available



The Sales Process can get complicated quickly, having a solid plan can alleviate a ton of burden 


	Slide 1: SaaS Plus Consulting
	Slide 2
	Slide 3
	Slide 4

