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CourseIntroduction / Overview:

In today's hyper-competitive market, relying on intuition alone is no longer sufficient for sustainable sales
success and revenue growth. This course provides a comprehensive framework for harnessing the power of
Business Intelligence (BI) to transform your sales operations from areactive function into a proactive, data-
driven engine for growth. We will explore how to leverage data analytics and visualization to uncover
actionable insights, optimize sales processes, and make strategic decisions with confidence. As the renowned
academic Thomas H. Davenport argues in hisinfluential work, "Competing on Analytics', organizations that
embed data at the core of their strategy gain a significant competitive advantage. This program, offered by
BIG BEN Training Center, is designed to be intensely practical, moving beyond theoretical concepts to equip
participants with the skills to analyze sales performance, forecast future trends, and identify untapped
revenue opportunities. You will learn to build and interpret powerful sales dashboards, understand customer
behavior through data, and ultimately align your sales efforts with overarching business objectives for
measurable and impactful results.

Target Audience/ Thistraining courseissuitablefor:
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e Sales Directors and VPs of Sdles.

Sales Managers and Team Leaders.

Sales Operations Professionals.

Business Intelligence Analysts and Consultants.

Business Analysts with afocus on sales.

Marketing Managers and Analysts.

Account Executives and Key Account Managers.

Entrepreneurs and Business Owners.

Target Sectorsand Industries:

¢ Retail and E-commerce.

e Financia Services and Insurance.

e Technology and Software as a Service (SaaS).
e Telecommunications.

e Manufacturing and Supply Chain.

¢ Pharmaceuticals and Healthcare.

e Professional Services and Consulting.

e Governmental and Public Sector Organizations.

Target Organizations Departments:

e Sales Department.

Marketing Department.

Business Devel opment Department.

Finance and Accounting Department.

Operations Department.

Executive Management and Strategy Teams.

Customer Success and Service Departments.
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Cour se Offerings:

By the end of this course, the participants will have able to:

Develop arobust Business I ntelligence strategy tailored for sales functions.

Identify and track key performance indicators (KPIs) for sales performance management.
Utilize data visualization techniques to create insightful and interactive sales dashboards.
Apply data analysis methods to diagnose issues in the sales pipeline and funnel.

Conduct accurate sales forecasting using historical data and predictive models.

Segment customers effectively to personalize sales and marketing approaches.

Uncover opportunities for upselling, cross-selling, and improving customer lifetime value.
Translate complex datainsights into clear, actionable strategies for revenue growth.

Foster a data-driven culture within the sales organization.

Present data-backed findings persuasively to senior leadership and stakeholders.

Course Methodology:
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The training methodology at BIG BEN Training Center is designed to be immersive, interactive, and highly

practical, ensuring that participants can immediately apply their learning in aprofessional context. This
course moves beyond traditional lectures, employing a blended learning approach that includes expert-led
presentations, real-world case study analyses, and collaborative group workshops. Participants will engagein
hands-on exercises where they will work with sasmple sales data to build dashboards, perform analyses, and
develop strategic recommendations. | nteractive sessions, facilitated discussions, and peer-to-peer learning
are central to the course, encouraging the exchange of ideas and experiences. Our expert instructors provide
continuous guidance and personalized feedback, creating a supportive environment for skill development.
The focusison practical application, enabling attendees to build a comprehensive Bl framework for their
sales teams and confidently trandate data into decisive, revenue-generating actions upon returning to their
organizations.

Course Agenda (Cour se Units):

Unit One: Foundations of Business Intelligencein Sales
e Introduction to Business Intelligence and its strategic importance.
e The evolution from traditional sales reporting to modern Bl.

¢ Understanding the data-driven sales organization.

Core concepts: data, information, insights, and wisdom.

Key Performance Indicators (KPIs) vs. metricsin a sales context.

Aligning Bl initiatives with overall business and sales objectives.

Ethical considerationsin sales data analysis.

Unit Two: The Sales Data Ecosystem and Bl Tools
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Identifying and mapping key sales data sources (CRM, ERP, web analytics).

Ensuring data quality, accuracy, and consistency for reliable insights.

Fundamentals of data warehousing and data modeling for sales.

An overview of the Business Intelligence tool landscape.

Criteriafor selecting the right Bl tools for your sales team.

Connecting data sources and preparing data for analysis.

Introduction to data visualization principles and best practices.

Unit Three: Analyzing and Visualizing Sales Perfor mance

¢ Building effective sales performance dashboards.

Analyzing the sales funnel and identifying conversion bottlenecks.

Mastering sales pipeline analysis and management.

Techniques for territory and sales representative performance eval uation.

Tracking sales activities and their impact on outcomes.

Using data to optimize the sales cycle length.

Communicating performance insights effectively to the sales team.

Unit Four: Leveraging Bl for Revenue Growth and Strategy

e Customer segmentation and profitability analysis.

Identifying upselling and cross-selling opportunities through data patterns.

Market basket analysis to understand purchasing behaviors.

Using BI for pricing strategy optimization.

Analyzing customer churn and developing retention strategies.

Competitive analysis using market intelligence data.

Measuring the ROI of sales and marketing campaigns.

Unit Five: Advanced Analytics and Building a Data-Driven Culture
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Introduction to predictive analytics for sales forecasting.

L ead scoring models to prioritize high-potential prospects.

Implementing a Bl roadmap for the sales department.

Overcoming common challenges in Bl adoption.

Techniques for fostering a data-driven culture within the sales team.

Storytelling with data: presenting insights to executive stakeholders.

Capstone project: developing a Bl-driven sales strategy proposal.

FAQ:

Qualificationsrequired for registering to this cour se?

There are no requirements.

How long is each daily session, and what isthetotal number of training hoursfor the
cour se?

This training course spans five days, with daily sessions ranging between 4 to 5 hours, including breaks and
interactive activities, bringing the total duration to 20 - 25 training hours.

Something to think about:

Beyond forecasting sales, how can predictive analytics be ethically leveraged to understand and influence
customer behavior without crossing privacy boundaries?

What unique qualities does this cour se offer compared to other
cour ses?
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This course distinguishes itself by focusing on the strategic application of Business Intelligence within a
sales context, rather than providing generic, tool-specific training. While many programs concentrate on the
technical aspects of operating Bl software, our curriculum is built around the critical thinking and analytical
mindset required to translate raw data into actionable revenue-generating strategies. We emphasize the
"why" behind the data, teaching participants how to ask the right business questions and construct
compelling data narratives that drive decision-making. The courseis rich with industry-specific case studies
and practical workshops that simulate real-world sales challenges, ensuring that the learning is relevant and
immediately applicable. Furthermore, a significant portion of the program is dedicated to the human element
of Bl implementation, covering topics like fostering a data-driven culture and communicating insights
effectively to stakeholders. This holistic approach ensures participants leave not just as data analysts, but as
strategic leaders capable of architecting and leading atruly data-informed sales organization.
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