
Why Sales Playbooks 
Can Be Your Ticket to 
Higher Content ROI



A well-written, interactive sales playbook can be the difference-maker for your 
salesperson to close the sale. Yet, many companies either don’t have a sales play-

book or have one and let it become outdated. Sales playbooks, however, should not 
be used in a vacuum but in conjunction with you company’s customer relations 

management (CRM) system. 

When integrated, sales playbooks are the most valuable sales enablement tool for 
your sales team because it works with the CRM to deliver a customer-centered 

sales process.  Armed with sales plays, they can adapt to a situation depending on 
the stage of the sale and the customer’s needs as well as be prompted by the smart 

CRM to reference specific sections of the playbook.



A SALES PLAYBOOKS IS AN IMPORTANT
TOOL FOR YOUR TEAM

Salespeople should be prepared to 
engage with potential buyers in a 
compelling and convincing manner. 
Sales playbooks are more than just 
email templates, sale sheets, and call 
scripts. Sales playbooks increase 
sales effectiveness, develop top sales 
performers, and reduce flaws in the 
sales process. According to 
Salesforce, companies who use sales 
playbooks are shown to make 33% 
greater revenue and have an over 
50% average win rate.

Importantly, sales playbooks enable 
sales teams to engage customers at 
every stage of the sale. They enable 
adaptability to a selling situation 
without any disruptions. The sales 
rep will have a comprehensive guide 
to refer to when they are unsure 
what to do during a sale, thereby 
eliminating hesitancy and losing the 

sale. Further, sales playbook has the 
sales plays that benefit customers 
too. For each play, marketing con-
tent, sales conversations, pricing, 
features of the product or service, 
and customer needs are tailored to 
the client’s profile. A sales playbook 
helps integrate the sales content with 
the CRM system so salespeople can 
see which content gets the highest 
ratings for a given sales play. 

With this information, your sales 
team can replicate and consistent-
ly execute a sales strategy that is 
predictable throughout the sales 
journey. They have the sophistica-
tion and expert knowledge to opti-
mize any sales experience. Sales 
reps have the right information at 
the right time for their customers 
so they can make the deal.

https://www.mgv.vc/posts/sales-playbook/


HAVING AN INTELLIGENT CRM INCREASES
CONTENT RETURN ON INVESTMENT

Companies spend millions of dollars 
on customer relations management 
technology to improve sales perfor-
mances but rarely see a significant 
improvement. In a survey by Bain & 
Company, 62% of 167 companies 
surveyed said their return on invest-
ment (ROI) failed to meet their 
expectations. They had hoped their 
investment would produce an intelli-
gent CRM platform, but instead most 
CRMs were only used for accounting 
and workflow management and sales 
stuttered. By integrating a sales 
playbook with the CRM, such as 
Salesforce, the sales playbook 
becomes an effective sales enable-
ment tool because it can react to the 
stage of the sale, the attributes of the 
opportunity, and using the opportu-
nity record and the products or ser-
vices being offered to present the 
best sales play for the sales rep in the 
situation.  

Sales playbooks are an excellent 
sales enablement tool, not only for 
your sales team, but also your CRM 
system! CRM should be working for 
your company to provide the accu-
rate and up-to-date information for 
your sales team. Otherwise, it is only 
an accounting and workforce man-
agement system, which does not 
boost sales in the long run. With a 
digital sales playbook and software 
integration, your CRM system 
becomes essential, instead of operat-
ing in a silo. It works in tandem with 
the sales playbook to deliver optimal 
sales plays with predictive data, such 
as offering a projected close date for 
the deal based on past data.

https://hbr.org/2021/08/the-sales-playbook-of-successful-b2b-teams
https://www.klyck.io/salesforce-integration


Sales managers can see how well 
their sales reps are doing with 
real-time data and analytics. It can 
show how their team interacts with 
customers, which sales plays work 
best in given situations, and how the 
customers are engaging with the 
marketing content.  In turn, the data 
can help inform sales teams about 
best practices and recommend con-
tent. 

Further, sales playbooks help your 
sales teams be more prepared for 
those important sales meetings. 
Integrating your CRM with a content 
management platform reduces meet-
ing prep time by up to 70% because it 
provides tailored content and educa-
tional resources to help sales reps 
prepare for their meetings, host pre-
sentations, and share content directly 
with their contacts. Sales reps don’t 
have to use multiple platforms find-
ing the right content—it’s all right 
there in one integrated system. They 

can spend more time working with 
the client to close the sale rather than 
trying to find content. Salespeople 
who make more sales using this 
tailored content equals a better 
return on investment for your com-
pany. 

Sales teams that have a sales play-
book readily accessible through the 
CRM are more successful at closing 
the deal as well as identifying which 
marketing and sales content has the 
highest performance metrics. Creat-
ing sales playbooks is not a cheap 
endeavor, so companies will want to 
see a higher content return on an 
investment.
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Fortunately, by integrating the 
sales playbook with the CRM 
system will enable your company 
to see data-based results. With an 
adaptable sales playbook that can 
evolve with your company’s needs 
and integrated with the CRM 
system, your sales team will have 
access to a dynamic sales enable-
ment tool that can help them in 
any sales state of affairs. 

https://www.forbes.com/sites/forbesbusinessdevelopmentcouncil/2017/12/19/five-secrets-for-creating-a-sales-playbook-your-team-will-actually-use/?sh=3fc0e7c43a96


Do you have any idea what happens to your content after you share it with your sales team? Data 
from leading B2B companies would tell you that over 70% of that content goes completely unused. 
Eliminate wasted content and get full visibility to content engagement from your customers, and 
your sales team, with KlyckBooks. 

Contact us today to learn more about making your CRM intelligent with sales playbook integra-
tion. Your sales team will thank you for it as well as your company’s bottom line.

Stop wondering about your 
content ROI! 

https://www.klyck.io/?hsLang=en
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