
Why Modern 
Go-To-Market 
Strategies Rely on 
Sales Enablement 



Somero partnered with Modus and 
rolled the platform out to their sales 
reps with a video call training. Reps 
quickly learned how to share a 
brochure or presentation, set up a 
meeting, read the prospect 
engagement statistics, follow up, and 
even get a contract signed through 
the Modus platform. Marketing 
Director Brad Wymore said, 
"Basically, I showed them how to fit 
it into their lives. When Modus was 
presented, they all recognized how 
valuable it would be to track and 
grow sales."

The fast pace of change and uncertainty in 
the market means that time to value is 
critical. Long, complex technology 
deployments suck the lift—and often the 
value—out of your business initiatives. You 
don't want to be in the position of asking, 
"Are we there yet?" 

You want to be saying, "Wow! This was 
easier than we ever imagined—why didn't we 
give our reps this tool earlier? Our marketing 
team and reps are so much more e�icient 
and e�ective, and we've got visibility into 
what's helping drive sales growth." 

Traditional sales enablement solutions are 
often heavy and bloated. They require 
lengthy configuration and complex systems 
that contribute to content becoming 
outdated and abandoned. Highly-configured 
platforms can also be tricky for sales reps to 
use, with non-intuitive interfaces taking 
valuable time away from selling. The last 
thing you want is your reps losing faith in 
your sales enablement platform, and 
abandoning it for old processes that might 
not be great, but merely familiar.

Your sales team and channel partners are always on the move to engage and advance buyers 
to hit their revenue goals. But there's a problem. Buyers continue to trend towards 
self-service—leaving your reps out of the picture. And research shows many buyers end up as 
“no-decision” because they find themselves overwhelmed by the amount of information, and 
lacking in confidence that they’ll make the right choice at the end of their trail.

To combat this trend, sales reps need a simplified sales enablement platform that delivers 
the right content and tools, at the right time, to: 
      Meaningfully engage with buyers. 
      Build confidence.
      Advance deals and generate sales growth.

Ready to Run O� The Shelf



Simplicity By Choice

When it comes to technology, adoption 
will make you or break you. And whether 
you’re the marketer or ops manager 
providing the content and tools–or you're 
the salesperson utilizing them–you know 
simplicity = adoption. That’s why Modus 
made a thoughtful decision to put our 
focus on getting the basics right. You can 
have all the bells and whistles in the 
world, but if your core enablement 
platform takes e�ort, sales reps won't 
use it. Feature add-ons tend to bloat the 
solution and, even worse, drag down your 
benefit-cost ratio. This makes it hard to 
deliver the programs reps need to 
advance deals. Ease-of-use makes all the 
di�erence: give reps what they need, 
when they need it. 

This leads to a powerful secondary 
benefit of simplicity: confidence. When 
your sales reps are confident, it shows 
with buyers. They become a trusted 
advisor that helps buyers make sense of 
the information they need to make solid 
decisions. Research shows that when 
customers have confidence in the 
information they come across, it 
increases the likelihood of a high-quality 
deal by 157%. 

E�ortless, reliable access to content 
helps your sales reps, dealers, and 
distributors achieve this outcome. 

The Modus platform is designed to 
provide reps with the support they need 
to confidently execute meaningful buyer 
engagement. It delivers easy access to 
the content that sales teams spent hours 
searching for in the past–and knowledge 
that what’s available is current and 
compliant. Reps can receive alerts when 
the content they share is viewed by 
buyers, helping them respond at the right 
time with relevant follow-up information. 
Just-in-Time learning is a click away 
when sales reps or channel partners 
need to reinforce a message, hone a skill, 
learn the details of a new go-to-market 
program, or introduce a new product. 
Simple usefulness is how the platform 
fades into the background–allowing reps 
to build confidence and focus on being 
truly helpful to buyers, not wrangling with 
yet another application.



Simply Activate Sales 
Content + Programs

Companies make big bets in pursuit of growth. They bet on enhanced products, new markets, 
expanded sales teams and more. Getting a return on investment from these bets can come in 
part by creating e�iciencies in processes, content and tools to enable sellers. Activating these 
programs and tools is a major step in seeing this growth. 

But complex programs that are di�icult to activate can lead to risk for businesses. Modus 
helps to remove that risk. You get a simple way to launch and distribute programs so sellers 
can deliver value to buyers and to your organization’s own big bets.

Sales enablement is a cross-functional team sport. In addition to marketers activating 
content, ops teams (like revenue ops, sales enablement, and IT) are responsible for the overall 
e�iciency and competency of sales and marketing. Resources in the form of learning 
programs, sales processes, and technology need to be delivered within the context of how a 
seller needs and uses them. If not, adoption will be spotty—and well as productivity and sales 
growth–putting a major dent in resource ROI. By embedding tools that come natural to seller 
workflows, you see better and faster results.

Deliver Tools Sellers Will Use

Sales content that sits unused is not doing its job. The Modus platform is a lifeline for content 
by simplifying its distribution and consumption, and sharing out critical insights that help 
advance and close deals. This consistent and valuable flow of content helps to align revenue 
teams–which is a big win. Research finds companies grow 19% faster and achieve 15% higher 
profitability when they align. (The RevOps Imperative)

Use Cases Include:

Distribute Content

• Marketers manage and deliver 
content for product launches, 
campaigns and updated buyer 
messaging.

• Ops leaders provide training and 
guidance during onboarding. This 
helps with sales process 
reinforcement—and aids tech stack 
adoption.

Consume Content

• Sales reps use content to prepare 
for customer meetings and 
personal development.

• Marketers measure content used 
by sales reps and buyers.

• Ops leaders gain visibility to 
content’s impact on sales 
objectives and growth.

Share Content

• Sales reps share content with 
prospects and customers, creating 
meaningful engagement. This 
advances deals + cross-sell and 
upsell account expansion.

• Marketers and Ops leaders can 
easily point reps to content that 
supports each conversation.



Buyer Engagement

Salespeople admit that gaining 
mindshare with their buyers is hard. 
Today's buyers prefer self-service access 
to information, believing they can guide 
their own buying process—even in a 
complex purchase. But research finds 
buyers are actually overwhelmed with 
conflicting information, and lack the 
confidence to pull the trigger on a final 
decision. This results in more “no decision” 
than purchases. Buyers don't need 
anything that adds complexity to an 
already complicated process. They need 
simple, relevant and trustworthy 
guidance about their choices, and a boost 
of confidence that they’re making the 
right decision. The seller's job? O�er 
information to help buyers solve their 
problems or achieve their goals. 

And that means all the stakeholders. 
Consensus makes or breaks buying 
decisions.

The reliable simplicity of Modus lowers 
e�ort for both buyers and sellers. 
Sharing content through a Digital Sales 
Room (DSR), creates an instant arena for 
collaboration. This gives buyers and 
sellers seamless interactions for better 
engagement. DSRs provide a place for 
the buyer/seller relationship to grow. It 
allows sellers to help buyers advance 
their decision process. And DSR 
collaboration creates data that can help 
determine next actions, content 
e�ectiveness, seller competence and deal 
progress.

"Modus is making a di�erence. 
We have a single source of truth 
for documents to share among our 
sales team. This gives our 
customers and prospective clients 
the best-fit and most updated 
assets to confidently guide their 
decision on a partner for 
temperature-sensitive life science 
products. We can also audit our 
user base, and their sharing habits, 
to help coordinate and prioritize 
new/updated assets when 
promoting new product lines.” 

Je� Alderson, Senior Marketing 
Strategist | Cold Chain Technologies



Depth In Data Makes 
A Di�erence

Your data may be plentiful…but is it 
useful? Usefulness is the foundation of 
Modus' Value-Based Analytics. 
Sometimes high-level data is all you 
need. Other times, it's the depth of data 
that can optimize sales processes and 
business decisions. Using filters to 
meaningfully layer data helps it tell a 
valuable story–like which sales collateral 
buyers engage with most, or which 
marketing pieces reps love to share. Sales 
managers can drill into which learning 
modules reps access and complete. 
Territory managers have a way to 
understand rep and buyer activity in their 
region. Channel marketers and managers 
can help dealers and distributors reach 
revenue goals by understanding how 
their reps engage buyers. 

Seeing is believing in reporting. Bar graphs 
and pie charts paint e�ective pictures for 
sharing the story in a meeting. Other times, 
a detailed list is what does the trick. Then 
there are the anomalies. The spikes that 
beg you to understand what happened. 
That's where explanations and trends 
come in. With a simple click, you can 
identify exactly what's at the heart of the 
matter. Analytics are drivers of ongoing 
improvement. At Modus, we're intent on 
helping you prove the impact of your sales 
reps' activity on sales growth. The right 
data can help you adjust to achieve desired 
outcomes. We all know it's never perfect, 
but having simple-to-read (and interpret) 
analytics means that you can adapt on the 
fly–so the story of your success can keep 
getting better all the time.



Modus is sales enablement simplified. Our 
technology is purpose-built to help marketers and 
sellers align, and create more meaningful 
engagements with buyers. The Modus platform's 
design features a visually captivating UX, making 
it easy to adopt and use. Many of the world's best 
brands—including AT&T, Caterpillar, Toro and 
Volvo—trust Modus to ensure their 
customer-facing teams have access to the 
content and resources needed to achieve their 
business goals. Modus develops only the highest 
value capabilities that content creators and end 
users actually need and use. This reduces 
complexity leading to higher adoption and less 
TCO. See why hundreds of companies have 
switched to Modus and saved up to 75% on their 
sales enablement technology costs each year! 

www.gomodus.com

"We’ve had some great 
success. From sales 
having the opportunity 
to send materials out 
as soon as they’re 
available—to marketing 
having insight and 
knowledge as to what's 
working in the field. 
We've made sure that 
sales gets what they 
need, and it's in a 
timely manner.”

Jeremy Edson, Global Product 
Manager | Wilson Tool
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