IS YOUR SALES
ENABLEMENT
STRATEGY
DISABLING YOUR
SALES TEAM?
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DISENABLING SALES

In today’s fast-paced B2B environment, sales enablement should be a
game-changer, providing sales teams with the skills, resources, and
tools they need to win. Yet, more often than not, companies find their
well-intentioned enablement initiatives fall flat. Instead of
empowering sales teams, these efforts may do the opposite: they
disenable, leaving sales reps unengaged, poorly equipped, or
overwhelmed.

It doesn’t have to be this way. Let's explore some of the most common
pitfalls in sales enablement and how to address them. The last thing
you want is to be investing in resources that actually hold your sales
team back.

1. Misalignment with Business Strategy

The most common misstep we see in sales enablement is
misalignment with the overall business strategy. Sales enablement
initiatives are often developed in isolation, with limited input from the
sales team, leading to a disconnect. This misalignment means that
while enablement resources and training are available, they may not
reflect the real challenges sales teams face day-to-day.

Solution: Make sure your enablement strategy is built hand-in-hand
with your sales strategy. When enablement truly serves the sales
team’s needs, every training, resource, and tool can contribute
meaningfully to reaching your business goals.

2. One-Size-Fits-All Training Falls Short

Another common pitfall is relying on generic,
training programs. While these may be
cost-effective, they rarely provide the depth or
specificity needed for real behavior change.
Pre-packaged programs often miss crucial

skills like business acumen or customer curiosity,
which are essential for creating effective interactions.




ADOPTION CRISIS

Solution: Tailor training to the unique strengths and weaknesses of your
team. Custom content that addresses specific skills, motivations, and
areas for growth is far more likely to result in long-term impact than a
one-size-fits-all approach.

3. The Adoption Crisis: Why New Tools Aren’t Being Used

Even when you invest in powerful tools and
§ j training, another challenge arises: getting
your team to use them. Adoption is often an
afterthought, with companies
underestimating the importance of
engagement.

Managers may expect sales reps to simply “plug and play” with new
tools, when in reality, using new systems and approaches requires time,
coaching, and commitment.

Solution: Drive adoption through consistent reinforcement and support.
Equip managers to coach their teams on these tools regularly. Effective
enablement is as much about building habits as it is about delivering
resources.

4. The “Easy Button” Mentality: Over-Reliance on Technology

In an effort to solve sales challenges, many organizations lean too heavily
on technology, hoping for a quick fix. But with each new tool added, the
sales tech stack becomes increasingly complex, sometimes stifling sales
productivity rather than boosting it. Sales enablement isn't about finding
an “easy button”—it’s about fostering skill development and effective
behaviors that lead to growth.

Solution: Simplify. Take a hard look at your tech stack and prioritize tools
that enhance the effectiveness of your team rather than creating more
hoops to jump through. Sometimes, less is more when it comes to tech
solutions.




MAKE ENABLEMENT WORK

5. Failure to Measure Impact

Finally, without clear metrics, you can’t know if your enablement
strategy is working. Too many companies fail to set clear goals and
metrics for their enablement programs, leading to investment without
insight. This can pull focus away from growth targets, as leaders are
unable to adjust strategies based on what's actually driving results.

Solution: Establish data-driven metrics to measure the impact of each
enablement initiative. Understanding what works—and what
doesn't—enables you to optimize your strategy continually.

Closing the Gap: Making Sales Enablement Work for Your Team

Bridging the gap between potential and reality in sales enablement
starts with a shift in approach. At BETR we work closely with sales
teams to design enablement programs that focus on behavior change,
skill development, and business alignment.

By moving away from a compliance-focused model to one rooted in
effectiveness, we help clients transform their enablement efforts into
powerful growth drivers.

Ready to See Real Results?

If you're looking to empower your sales team with enablement that
actually enables, reach out to BETR for a comprehensive effectiveness
evaluation. Let’'s work together to craft a bespoke enablement strategy
that helps your team succeed.

www.BETRInc.com



http://www.betrinc.com/

BETTER BY DESIGN

BETR was founded and created by like-minded friends and peers
who have seen and lived the described problems close up for the
past 30+ years. As Executives, business leaders and entrepreneurs,
we passionately believe there is a better way.

At our core, this is a consulting and execution business focused on
the effectiveness of clients’ revenue generating teams.

Our bespoke Solution Offerings fall into four areas that are the key
elements of a revenue effectiveness strategy:

STRATEG PEOPLE PROCESS TECHNOLOGY

3

The underlying Services or how we do this reflect where we spend
our time to drive outcomes for our clients:

CONSULTING DESIGN TRAINING
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COACHING EXECUTION SUPPORT
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