
20% Increase in Topline Funnel
Activity

Indicating a stronger and healthier
sales pipeline.

25% Growth in Topline Revenue
Validating the effectiveness of their

new sales infrastructure.

40% Increase in Re-orders
From Existing Customers
Highlighting improved client
retention and satisfaction.

CHALLENGES

A 15-year-old leader in the compostable packaging
industry has built a strong reputation for high-quality,
eco-friendly solutions. They faced challenges with an
unstructured sales process, lack of accountability, and
limited use of data-driven metrics, which hindered
growth. 
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Despite their established position in the market,
the client was grappling with core sales issues
bottlenecking their business growth:

Lack of a Disciplined Sales Process: Sales
efforts were inconsistent and lacked a
unified, strategic approach to nurture
prospects and close deals.

No Accountability: The team had no clear
structure for setting responsibilities and
holding individuals accountable for their
sales performance.

Absence of Metrics and Reporting: Without
data-driven insights, there was no way to
evaluate the effectiveness of their sales
efforts or identify areas for improvement.

These challenges not only restricted growth but
also left the CEO managing the sales team
directly, taking away valuable time from focusing
on other strategic priorities.
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The CEO was able to exit day-to-day
management of the sales team,
empowering them to operate
independently while still excelling. The
company gained the clarity and
foresight to develop both short- and
long-term goals, laying the foundation
for sustainable, scalable growth. By
addressing their core sales challenges,
the company not only achieved
substantial revenue growth and
operational improvements but also
created a thriving, self-sufficient
sales team.

Outcome

For businesses aiming to achieve
similar success and drive growth, Sales
Xceleration offers custom solutions
designed to fit your unique needs.
By leveraging innovative strategies,
advanced tools, and expert guidance,
this partnership has enabled
companies to overcome challenges,
streamline operations, and position
themselves for long-term success—all
through a cost-effective solution.

Utilizing a Fractional Sales
Leader

A comprehensive plan was developed and implemented to
build a cohesive, results-oriented sales process. This
program ensured every aspect of the sales funnel was
optimized and aligned with the company’s broader goals.

Sales Infrastructure Program

Sales Xceleration’s Fractional Sales Leader tackled the
company’s challenges with three key actions:

A workshop was conducted to refine the company’s value
proposition, giving the sales team a clear edge in
communicating their unique benefits.

Value Proposition Workshop

Key metrics such as funnel activity, close rates, and total
revenue increased were implemented to gain insights and
adapt strategies as needed.

Key Metrics Implemented

SOLUTION STRATEGY

RESULTS
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Ready to achieve your sales and revenue
goals? Contact us to get started!

The 20% increase in topline funnel activity indicated a
stronger and healthier sales pipeline.

20% Increase in Topline Funnel Activity

This topline revenue growth of 25% validated the
effectiveness of their new sales infrastructure.

25% Growth in Topline Revenue

The profound 40% increase in re-orders highlights improved
client retention and satisfaction.

40% Increase in Re-orders From Existing Customers

By restructuring their sales process and equipping the team
with clear goals and data insights, the company achieved:


