
A leading preschool network with over 20 years of
experience faced significant hurdles in their sales operations.
Despite their robust reputation and strong foundation in
education, the organization was struggling to organize and
optimize their sales processes to support continued growth
and sustainability.
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Early Education: Transforming Sales Success with
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SALES SUCCESS SNAPSHOT

Close Rate Improved
Significantly to 55% from 38%

Funnel Activity Increased
by 45%

Achieved 18% Year-Over-Year
Revenue Growth
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CHALLENGES

The organization lacked a solid sales
foundation and identified three challenges
limiting growth:

Lack of Accountability: There was no
system of accountability within the sales
team, leading to a lack of ownership and
inconsistent efforts.

Poor Sales Performance: Without clear
metrics or systems, the organization failed
to meet growth expectations, and sales
suffered.

No Sales Structure or Plan: Without a
defined sales framework or strategy, the
team lacked direction, leading to
inefficiencies and longer sales cycles.

These obstacles posed a significant threat to the
organization's ability to scale and effectively
compete in a highly competitive market.
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The implementation of these
focused strategies successfully
transformed the preschool
network's sales operations,
addressing the core challenges and
fostering long-term success. 

By establishing accountability,
creating a structured sales
framework, and aligning the team
through collaboration and strategic
planning, the organization was able
to overcome inefficiencies and
position itself as a competitive
player in the market.

The improvements not only
resulted in measurable growth
metrics but also cultivated a more
cohesive and motivated sales team,
ensuring sustained performance
and scalability for the future.

Looking to achieve similar results
for your organization? Connect with
us today to explore the potential
impact of a tailored sales strategy
for your business. 

Outcome

A structured sales infrastructure plan was developed using
metrics and data, providing the team with a clear roadmap
and benchmarks to measure progress.

Sales Infrastructure Plan Implemented

To address these challenges, a three-pronged approach was
implemented with the help of a Sales Xceleration Fractional
Sales Leader, focused on creating structure, fostering
collaboration, and maintaining strategic focus.

Regular sales and marketing meetings improved
collaboration, knowledge-sharing, and goal alignment.

Weekly Cross-Team Meetings

Strategic planning sessions helped define clear goals and
actionable steps, providing the sales team with daily focus
and a long-term vision.

Strategic Planning Sessions Held

SOLUTION STRATEGY

RESULTS
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Achieved an 18% year-over-year revenue increase, enabling
the acquisition of two additional schools.

Revenue and Growth Expansion

Transparent processes and metrics boosted team morale,
creating a more organized and purpose-driven approach.

Enhanced Team Performance

Close rate jumped from 38% to 55%, with funnel activity up
45%, driving faster sales cycles and improved productivity.

Increased Sales Efficiency

The implementation of these strategies delivered
exceptional results for the preschool network: 


