Audience-Driven Enablement
Strategies: How Top Brands Are
Building Strategies That Address All
Stages Of Buyer Engagement
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JLL: Enablement At A Glance
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It's not just about the content or the technology

A strategic, cross-functional discipline designed to increase predictable sales results
and productivity

Solution & proposal
management.
Partner with sales to co-

create and produce the
solution offering

Communication,
collaboration & coaching

Sales readiness Sales asset management

Ensure all customer facing
staff are skilled in our
services, tools, technology,
methods and processes

Disseminate, measure and
manage sales research and
content

Develop and deliver sales
communications and
trainings

Sales Technology
Analytics

Functional structure

Sales strategy
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Crayon: Enablement At A Glance
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UPSERVE + CRAYON
Upserve Increases Win Rate by 54% with Crayon Competitive Intelligence
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Saving the Upserve Team
e ——— "By staying on top of the competitors, we've been able to arm our sales team with
actionable insights that

they can act on immediately. As a result of Crayon, our win rate
‘against our top five biggest competitors has improved by 54%.”

l | Jake Godgar, Senior Manager of Product Marketing
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The Power,
COMPETITIVE INTELLIGENCE

Key Takeaways
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196% agree that competitive inalligence is critical o the success of their organization (Source:
Competive nteligence has the power to drive significant revenve and

Eregerce o o Comoetiors e compstrs e corsarty

inteligence has the powe to drve impactin every cormer o the business.

Save Expanses

'%‘ e soes v Reducenefcances &

Loy competitive
resources 1o win more

market share and revenue.
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Resuts Achieved from Competiive Inteigence

Revenue / Customer Acauisition 7 Intemal Understanding of the Market
Soles Win Rote Increases. ' Earty Worning of Market Shifts

Greater Impact o Sales Enablement v
Brand Awareness & Press Mentions v
Increased Market Share / Share of Wallet ¢

dentfication of Risks & Opportunities
P Stategy & Innovation
Expanse Reducion  msoved Producivy
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Spireon: Enablement At A Glance

Pre-show Marketing
Top 150 direct mail (package)

Call campaign for pre-booked,
onsite appointments

“Sneak Peak” digital marketing
(email, social, advertising)
Virtual press conference
(embargo)

At Show
Booth hospitality (nacho bar)
Room drop — scratch card
Print Ad: Inside front cover of
show guide
Onsite Ads: Rotating kiosks in
convention halls (5)
Press Release
Social media: daily posts

Post-show Follow U

- HOT leads direct to Sales

- LDR call campaign to booth
leads

- Email to show attendee list
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TASTE TEST AT BOOTH #6439W

All the ingredients you need
to boost sales and service in
a single solution:

Serving Size 1 App

SECRET =
SAUCE

CALL OR VISIT

ziikahu

Instant Inventory Location
Battery Management
Loaner Management
Stolen Vehicle Recovery
After-Hours Alerts

F&| Revenue

Customer Communications
Fixed Ops Growth

TO LEARN MORE ABOUT KAHU.

%
Your Brand in App %
PPACKAGED EXCLUSIVELY FOR DEALERS

WHAT’S IN
THE SECRET
SAUCE?

FIND OUT AT NADA

sicahu

USE A LITTLE
SPICE?

sikahu
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Our Panelists...

John Mueling Christine Elliott Ellie Mirman Carla Fitzgerald
VP, Client Strategy, Global Leader, CMO, CMO,
Digital Pi Content Strategy & Crayon Spireon
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JLL



Thank You!
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