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Forward-Looking Statement

This presentation may contain forward-looking statements that involve risks, uncertainties, and assumptions. If any such uncertainties materialize or if any of the 
assumptions prove incorrect, the results of salesforce.com, Inc. could differ materially from the results expressed or implied by the forward-looking statements we 
make. All statements other than statements of historical fact could be deemed forward-looking, including any projections of product or service availability, subscriber 
growth, earnings, revenues, or other financial items and any statements regarding strategies or plans of management for future operations, statements of belief, any 
statements concerning new, planned, or upgraded services or technology developments and customer contracts or use of our services.

The risks and uncertainties referred to above include – but are not limited to – risks associated with developing and delivering new functionality for our service, new 
products and services, our new business model, our past operating losses, possible fluctuations in our operating results and rate of growth, interruptions or delays in 
our Web hosting, breach of our security measures, the outcome of any litigation, risks associated with completed and any possible mergers and acquisitions, the 
immature market in which we operate, our relatively limited operating history, our ability to expand, retain, and motivate our employees and manage our growth, new 
releases of our service and successful customer deployment, our limited history reselling non-salesforce.com products, and utilization and selling to larger enterprise 
customers. Further information on potential factors that could affect the financial results of salesforce.com, Inc. is included in our annual report on Form 10-K for the 
most recent fiscal year and in our quarterly report on Form 10-Q for the most recent fiscal quarter. These documents and others containing important disclosures 
are available on the SEC Filings section of the Investor Information section of our website.

Any unreleased services or features referenced in this or other presentations, press releases or public statements are not currently available and may not be 
delivered on time or at all. Customers who purchase our services should make the purchase decisions based upon features that are currently available. 
salesforce.com, Inc. assumes no obligation and does not intend to update these forward-looking statements.

Statement under the Private Securities Litigation Reform Act of 1995



Meet Rob Jeppsen

@RobJeppsen #Xvoyant  #DF19

1:1
 Sales Transformation 

Platform

 “Sales Coaching Technology 
of the Year.”

 52 Countries Worldwide

 Market Leaders

 American Business Awards

 Sales Coach of the Year

 Coaching Program of the 
Year

 Sales Team of the Year

 Sr. Sales Leader of the Year

 25 Years Enterprise Sales & 
Sales Leadership

 Technology

 Financial Services

 Companies of all sizes.

 Host of “The Sales 
Leadership Podcast”

 “Always Be Closing” Award

 Top Salesforce install used 
for winning new business.

 “How do I coach with SFDC 
and leave reps feeling 

inspired?”

 Use the 1:1 as Fuel for 
Sales Transformation
Achieve Aspirations

 Win More

 Fill Pipeline Gaps

 30,000 / 0

CEO, Xvoyant Sales Transformation 
Technology

16 Stevie Awards Salesforce “ABC” 
Surfboard

High-Impact 1:1’s 
through Salesforce



% of Sales Teams that Have…

Some Sales Process*

3%

1:1 Coaching Process*

95%

*SalesMastery, 2019



Of Salespeople 
Say…

The Coaching Gap is Very Real*

83%
 Of Sales Managers Say…

“I NEVER
get any Coaching.”

“I’m AWESOME
at Coaching.”

86%@RobJeppsen #Xvoyant  #DF19

89%
*A Sales Guy, 2018



The Sales Leadership Crisis is a Reality for Every Team

WARNING: 
DANGER AHEAD



Why it is Important to Get Coaching RIGHT



Brad Cea
Area Sales Director

 Brad.cea@wm.com



North-American Sales Teams:

Municipalities

National Accounts

Business Sales

Construction

Standardize the Sales Process

Single Sales Process for all teams

“WM Way of Selling.”

3000 Salesforce Users Salesforce User Since ____

World’s Most Admired Companies

100 Best Corporate Citizens

Best Employer for Veterans

World’s Greenest Companies

World’s Most Ethical Companies

“Doing Good”

About Waste Management



Sales at Waste Management

SSDO for Sales in 2016
• 3000 salespeople with a single sales process
• Extremely successful initiative

Needed SSDO for Managers
• 400+ managers

How do we have every salesperson experience 
coaching in a way that:

• Supports current company objectives?
• Creates predictable impact?
• The reps actually enjoy and appreciate?



Coaching at WM

Had to be in Salesforce

3 areas of emphasis:
• Opportunity Management
• Performance Management
• Career Development

• “Last job you’ll ever take”

Create individual plans for each rep
• No “Spreadsheet Coaching”

Wanted to measure responsiveness to coaching and 
coaching impact.



@RobJeppsen #Xvoyant



Components of the WM Coaching System



1.  COACHING PROCESS



Building Blocks of Coaching at WM

Frequency: 
• Every WM Rep has a formal 1:1 at least monthly.
• Regardless of performance level.

Focus:
• 100% focused on development of salesperson.
• Future-Oriented

• Not an accounting of past activities.

• Strategic planning session

• “What’s Next” mentality

Foundation:
• Established agendas
• All Data from Salesforce
• “No Ambushing with Data”
• Expectation to set coaching goals
• Empowerment





@RobJeppsen #Xvoyant

A Coaching Process Creates Expectancy



2.  INDIVIDUALIZATION



Tune the Deals

Opportunity Management

2 Ways Great Leaders Use Coaching to Empower Reps



Sales Engagement MUST Create Buyer Engagement
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Tune the Engine

Performance Management

Tune the Deals

Opportunity Management

2 Ways Great Leaders Use Coaching to Empower Reps





Set a Coaching Goal as part of 
every 1:1
• Activity
• Skill
• Resources

Get __% Better Intentionally

Individualization Creates Empowerment



3.  CONSISTENCY



Role of Coaching:

Key Learning in the WM Coaching Journey:

Measure Coachability to Create Accountability

Create “New Normals” with Every Single Rep







Coachability and Discretionary Leadership Time

All Reps have a regular 1:1.

Discretionary time is allocated to Reps that 
respond to coaching.

Consistency in 1:1s and coaching goals is the 
fuel for individual transformation.



Impact in Metrics that Matter

>12,500 
Wins with Coaching 

Goals

28% 
Lift in Win Rate on 

Coached Deals

>$60,000,000 
Revenue on Coached 

Deals

41% 
Increase in 

Revenue per Rep

21%
Increase in # of reps 

hitting goal

11%
Improvement in Rep 

Retention

29%
Improvement to 

average Pipeline Value

95% 
Increase in SFDC use 

when coached

85% 
Company-Wide 

Coachability Score



Shift is Happening Across the WM Enterprise

Team A



Shift Happening with No New People or Training

Team B



A Blueprint to Build YOUR Dynasty

Create
EXPECTANCY

Create
EMPOWERMENT

Create
NEW NORMALS

PROCESS INDIVIDUALIZATION CONSISTENCY

All in Salesforce.



No New People, Tools or Training…Just New Normals



Why Great 1:1’s Really Matter…




