Quick-Start Guide:
Implementing New Sales
Technology Without
Slowing Down Reps

Rolling out a new sales platform can be a smart move — but
for field reps already moving fast, any shift in technology can
feel like another hurdle. This guide outlines a practical
approach for Enterprise field teams that accelerates deals

instead of slowing them down.



The Challenge: Tech That
Helps vs. Tech That Hurts

The Problem

When platforms arrive
without the right support or
timing, what is meant to
help feels like more work.

Reps lose momentum,

adoption stalls, and results

suffer.

The Solution

When expectations are clear
and reps feel heard,
launching a better way of
working accelerates deals.
The key is a rollout built
around the rep experience

from day one.




STEP 1

Set Clear Intentions Before the Rollout

Before any new platform lands in a rep's hands, the purpose behind it needs to be obvious — not in vague business

language, but connected to everyday selling.

Lead with the "Why" Show What Stays the
What problems is this solving? Same

What will be easier tomorrow This is not a total restart; it is
— faster meeting prep, easier an upgrade. When reps know
follow-up, fewer clicks? what to expect, they focus

mental energy on selling, not

adjusting.

Use Plain Language

Be clear about rollout goals
from day one and show how
the platform supports current
workflows instead of upending

them.




STEP 2

Launch with Openness to Improve

Big launches have the potential to disrupt momentum. Instead, let your team know
you expect feedback, are open to improvements, and want a solution that genuinely
improves daily performance.

Focus Training Gather Feedback

Start with one or two high-impact Collect real-world input regularly so
actions — don't overwhelm reps on reps know their voice shapes the

day one. experience.

Empower Early Adopters

Let early adopters shape how the wider team rolls in — peer credibility drives

adoption.




STEP 3

Keep Training Simple, Focused, and In-Flow

Instead of pulling people away with long webinars or "It doesn't matter if you've used Pitcher or not
complex modules, prioritize a user-friendly platform before. When we rolled this out, we had reps
requiring minimal training that gets reps up and who hadn't even gone through training and

running quickly. understood how to use the tool on day one."
o Choose technology users can confidently use _ pitcher CPG Customer
from the start

o Use micro-guides for tasks like meeting prep or

follow-up

« Avoid overloading — train up as they go




STEP 4

Lean On Automation for Added Efficiency

A solid sales platform should guide actions, not just record them. Features like Next Best Actions
reduce pressure on reps to memorize workflows or reinvent what to do next. Pitcher's Al-powered
assistant (PIA) proactively provides intelligent prompts, driving efficiency without slowing anyone
down.

Next Best Actions

Real-time recommendations guide reps through complex sales cycles.

Reduce Decision Fatigue

Smart suggestions step in at the right moment during busy days.

Surface Content Fast

The platform brings ready-to-share materials forward when they matter most.




STEP 5

Make Change Feel Like Progress, Not Pressure

New sales tech should feel like a better way to work, not a mountain of things to relearn. Small wins — faster meeting

prep, automated follow-ups — go a long way, especially for reps navigating product-heavy selling cycles.
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_ Fits Existing Workflows
Less Admin Time

When the platform fits what reps

Unified Workflow Reps spend less time on admin already do, it starts to feel helpful
Content creation, buyer and more time on high-value fast.
engagement, and analytics conversations.

consolidated in one place.



The Rollout Roadmap at a Glance
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Each step builds on the last — from establishing trust before launch, to embedding smart automation that keeps reps moving forward

without friction.

Set Intentions

Establish trust and
goals
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Launch Openly
Communicate
purpose and support
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Keep Training In-
Flow

Embed learning into
daily work
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Lean on
Automation
Reduce friction with
smart tools
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Make Progress
Feel Real

Celebrate gains and
momentum
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Launching Sales Enablement
Tech That Moves Reps Forward

Rolling out new sales technology does not have to pause your team's momentum
when it is built for end users and adapts to real feedback. By grounding each step
in clarity, speed, and everyday value, you help sellers feel prepared instead of
overwhelmed.

Transparency Intuitive Tech

Clear goals and plain language Minimal training required — reps
from day one build rep trust and succeed from the start, not after
buy-in. weeks of coursework.

Strategic Rollout

Every upgrade becomes genuine progress — eliminating admin and driving
impactful customer interactions.
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Start with the "why" — connect the platform to everyday rep workflows
Launch openly — invite feedback and let early adopters lead the way

Train in-flow — bite-sized, task-tied learning beats long webinars
Automate intelligently — Next Best Actions and Al reduce decision fatigue

Celebrate small wins — progress momentum beats change pressure every time

[J) Now is the right time to eliminate unnecessary admin and help field reps concentrate on what matters most: impactful customer

interactions and closing deals.



