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Predictable	revenue	book

This	approach	enhances	the	chances	of	getting	warm	referrals	and	boosts	lead	conversion	rates.	(Ok)3)	Create	a	"success	plan"	for	after	product	is	sold.	Drawing	on	Aaron	Ross's	success	at	Salesforce,	it	introduces	innovative	methodologies	such	as	“Cold	Calling	2.0,”	sales	role	specialization,	and	systematic	lead	categorization.		What	does	it	take	for
your	sales	team	to	generate	as	many	highly-qualified	new	leads	as	you	want,	create	predictable	revenue,	and	meet	your	financial	goals	without	your	constant	focus	and	attention?	500)	Predictable	Revenue:	Turn	Your	Business	into	a	Sales	Machine	with	the	$100	Million	Best	Practices	of	Salesforce.com	by	Aaron	Ross	and	Marylou	Tyler,	published	in
2011	by	Pebblestorm	Press,	is	a	groundbreaking	book	in	the	genre	of	business,	sales	strategy,	and	entrepreneurship.	This	is	an	entirely	new	kind	of	sales	bible	for	CEOs,	entrepreneurs	and	sales	VPs	to	help	you	build	a	sales	machine,	and	a	sales	culture	that	people	love.	Now,	please	excuse	me	as	I'm	running	out	to	a	funeral	for	my	phone.	Now,	please
excuse	me	as	I’m	running	out	to	a	funeral	for	my	phone.	By	implementing	processes	that	can	be	tracked,	measured,	and	optimized,	businesses	can	achieve	predictable	results	over	time.	What	does	it	take	for	your	sales	team	to	generate	as	many	highly-qualified	new	leads	as	you	want,	create	predictable	revenue,	and	meet	your	financial	goals	without
your	constant	focus	and	attention?	(Yes)7)	Always	set	up	a	next	step	with	qualified	dms.	That's	terrible.3)	Didn't	include:	process	for	data	management,	recommended	software	for	deduping,	or	how	leads	and	accounts	were	structured.Connect	with	me	at	LinkedIn.com/in/caseydkerr	or	on	Twitter	@drcaseykerr	I	definitely	enjoyed	the	book	Predictable
Revenue	and	really	like	the	author's	style.	Entrepreneurs	can	divide	their	teams	into	Sales	Development	Representatives	(SDRs),	Market	Response	Representatives	(MRRs),	and	Account	Executives	(AEs),	ensuring	each	team	member	focuses	on	a	specific	part	of	the	sales	process.	After	reading	my	favorite	chapter	on	RIP	Cold	Calling	there's	no	doubt
its	dead	and	gone	and	Aaron	tells	us	why."JOSIANE	FEIGON,	CEO	of	TeleSmart	and	author	of	Smart	Selling	on	the	Phone	and	Online"I	just	finished	reading	your	book.	The	authors	propose	dividing	the	sales	team	into	specific	roles:	Sales	Development	Representatives	(SDRs)	focus	on	outbound	prospecting,	Market	Response	Representatives	(MRRs)
handle	inbound	lead	qualification,	and	Account	Executives	(AEs)	are	dedicated	to	closing	deals.	“Why	aren’t	you	growing	faster?”	2.	This	idea	is	supported	by	case	studies	and	examples	where	companies	successfully	transformed	their	sales	operations,	aligning	their	teams	and	efforts	toward	consistent	revenue	growth.Practical	ApplicationsThe
actionable	takeaways	from	Predictable	Revenue	provide	a	clear	roadmap	for	entrepreneurs	to	implement	its	insights	in	their	operations.	Good	rule	of	thumb,	but	I	don't	like	the	word	"always."	Finding	influential	people	is	key)5)	Free	trials	-	help	create	"what	defines	success"	and	make	sure	there	is	follow-through.	***	LEARN	INSIDE	***	• How	an
outbound	sales	process	("Cold	Calling	2.0"),	that	without	cold	calls	or	a	marketing	budget,	can	generate	a	9%	response	rate	and	millions	of	dollars	from	cold	prospects.	Unbelievable!	I	now	know	what's	wrong	with	our	sales	process..."PAT	SHAH,	CEO,	SurchSquad"I	have	read	Predictable	Revenue	and	it's	Entrepreneurial	Crack!"	DAMIEN	STEVENS,
CEO,	Servosity	"Working	with	Aaron	Ross	has	been	nothing	short	of	amazing!	His	methods	applied	to	our	sales	organization	helped	us	produce	a	profitable	and	scalable	new	stream	of	predictable	revenue.	(Important)4)	Ask	yourself	in	order,	"what	can	I:"A.	(Hmm,	interesting.	Very	cool!!b.	It's	saved	me	so	much	time,	and	now	revenue	is	ramping	up.
(Good)Some	additional	thoughts:1)	Scaling	is	"not	about	hiring	more	salespeople."	(Agreed.	This	is	an	entirely	new	kind	of	sales	bible	for	CEOs,	entrepreneurs	and	sales	VPs	to	help	you	build	a	sales	machine.	The	best	part	is,	we	had	a	blast	while	doing	it!”	MICHAEL	STONE,	VP	Sales	and	Strategy,	WPromote	(#1	ranked	Search	Marketing	Firm	on	the
Inc.	Ideally	this	process	would	be	systemized	and	automated)2)	Hubspot's	suggestion	on	blogs:	Participate	with	others'	blogs,	comment,	and	make	it	a	2	way	conversation.	For	example,	startups	with	limited	budgets	might	prioritize	cultivating	Seeds	through	organic	growth	strategies,	while	more	established	companies	could	focus	on	Nets	and	Spears
for	broader	market	penetration.The	book	demonstrates	these	concepts	with	real-life	examples,	mainly	from	Aaron	Ross's	work	at	Salesforce.	By	introducing	concepts	such	as	“Cold	Calling	2.0,”	role	specialization,	and	lead	categorization,	the	book	provides	actionable	strategies	to	create	scalable	and	consistent	revenue	streams.	Ask	"why"	3x	or	more.
An	email	is	sent	11	min	after	web	form..Suggestions	for	improvement:1)	Would	have	likes	to	have	seen	more	specific	examples	of	success	at	Responsys,	HyperQuality	or	other	clients	rather	than	vaguely	"tripled	results."2)	How	important	is	predictable	revenue?	Nets	refer	to	leads	sourced	from	marketing	campaigns	targeting	large	audiences.	(Great!!
Yes)Parts	of	Ross'	Process:1)	Define	what	companies	are	most	similar	to	the	top	5-10%	of	your	clients.	Predictable	Revenue	is	a	cornerstone	for	anyone	looking	to	build	a	scalable	and	successful	business.This	book	shows	you	how	to	break	growth	plateaus	and	get	off	the	up​and​down	revenue	rollercoaster,	showing	you	how	to	answer:	1.	With	practical
advice	tailored	for	modernizing	outbound	sales	efforts,	Predictable	Revenue	has	become	an	essential	reading	for	entrepreneurs,	sales	leaders,	and	organizations	focused	on	growth.Key	Learnings	and	ConceptsAn	important	concept	of	Predictable	Revenue	is	“Cold	Calling	2.0,”	a	modernized	approach	to	outbound	sales.	GROW	REVENUE	BY	300%	OR
MORE	AND	MAKE	IT	PREDICTABLE..."Alexander	Graham	Bell	discovered	the	telephone,	Thomas	Edison	discovered	electricity	and	Aaron	Ross	discovered	the	Enterprise	Market	for	Salesforce.com."	SHELLY	DAVENPORT	-	VP	Worldwide	Sales	at	Replicon	&	ex-VP	Corporate	Sales	at	Salesforce.comDiscover	the	outbound	sales	process	that,	in	just	a
few	years,	helped	add	$100	million	in	recurring	revenue	to	Salesforce.com,	almost	doubling	their	enterprise	growth...	These	strategies	aim	to	improve	efficiency	and	optimize	the	sales	process.	Lead	scoring	breakdown.	(See	full	list)3)	Most	inbound	leads	come	from	small	businesses,	not	enterprises.Things	I	found	interesting:1)	"Send	messages	before
9am	or	after	5pm	and	avoid	Monday	and	Fridays."	(It	would	be	interesting	to	see	these	stats	in	much	more	specificity)2)	"Did	I	catch	you	at	a	bad	time"	is	best	intro	line.	(Very	important)8)	Need	a	market	response	rep	for	every	400	leads.	That's	terrible.3)	Didn't	include:	process	for	data	management,	recommended	software	for	deduping,	or	how
leads	and	accounts	were	structured.Connect	with	me	at	LinkedIn.com/in/caseydkerr	or	on	Twitter	@drcaseykerr	GROW	REVENUE	BY	300%	OR	MORE	AND	MAKE	IT	PREDICTABLE	with	the	"Sales	Bible	of	Silicon	Valley"	“Alexander	Graham	Bell	discovered	the	telephone,	Thomas	Edison	discovered	electricity	and	Aaron	Ross	discovered	the
Enterprise	Market	for	Salesforce.com.”	SHELLY	DAVENPORT	-	VP	Worldwide	Sales	at	Replicon	&	ex-VP	Corporate	Sales	at	Salesforce.com	Discover	the	outbound	sales	process	that,	in	just	a	few	years,	helped	add	$100	million	in	recurring	revenue	to	Salesforce.com,	almost	doubling	their	enterprise	growth...	It’s	saved	me	so	much	time,	and	now
revenue	is	ramping	up.	We	saw	at	least	40+%	new	business	growth.	LEARN	INSIDEHow	an	outbound	sales	process	("Cold	Calling	2.0"),	that	without	cold	calls	or	a	marketing	budget,	can	generate	a	9%	response	rate	and	millions	of	dollars	from	cold	prospects.The	Seven	Fatal	Sales	Mistakes	CEOs	and	Sales	VPs	(even	experienced	ones)	make	time
and	time	again.How	outbound	sales	and	selling	can	be	friendly,	helpful	and	enjoyable.How	to	develop	self-managing	sales	teams,	turning	your	employees	into	mini-CEOs.And	more...WHAT	PEOPLE	ARE	SAYING	ABOUT	PREDICTABLE	REVENUE"I	couldn't	put	it	down.	What	does	it	take	to	attract	top	sales	talent,	people	who	exceed	and	want	to	stay
and	grow	with	your	company?	500)For	A	Summary...google	"Why	Salespeople	Shouldn't	Prospect"	I	definitely	enjoyed	the	book	Predictable	Revenue	and	really	like	the	author's	style.	delegateSome	facts:1)	"Short	and	sweet"	emails	get	over	9%	open	rate	vs.	***	WHAT	PEOPLE	ARE	SAYING	ABOUT	PREDICTABLE	REVENUE	***	“I	couldn’t	put	it	down.
Predictable	Revenue:	Turn	Your	Business	into	a	Sales	Machine	with	the	$100	Million	Best	Practices	of	Salesforce.com	by	Aaron	Ross	and	Marylou	Tyler,	published	in	2011	by	Pebblestorm	Press,	is	a	groundbreaking	book	in	the	genre	of	business,	sales	strategy,	and	entrepreneurship.	I'm	so	impressed,	energized	and	refreshed	to	hear	such	relevance
mixed	with	humor	and	unabashed	logic.	This	book	is	honest,	relevant	and	logical	and	it's	rated	A++	because	it's	guaranteed	to	make	you	think	and	convinces	you	to	change	things	up....fast.	Seeds	represent	leads	generated	through	word-of-mouth	and	organic	channels,	which	typically	have	high	conversion	rates	but	require	more	time	to	develop.	By
understanding	these	categories,	businesses	can	allocate	resources	more	effectively	to	maximize	lead	generation.	without	cold	calling	or	a	boiler	room	approach.	Businesses	can	start	by	building	a	database	of	prospects,	creating	personalized	outreach	templates,	and	measuring	the	success	of	these	campaigns	to	refine	their	strategy	over	time.Another
application	is	restructuring	sales	teams	to	align	with	the	role	specialization	model.	Spears	are	leads	obtained	through	targeted	outbound	efforts,	such	as	personalized	email	campaigns.	Instead	of	calling	prospects	directly,	sales	representatives	send	targeted	emails	to	identify	decision-makers	within	organizations	and	secure	referrals.	Agreed)4)	The
future	of	sales	is	on	new	user	acquisition	and	important	titles	like	VP	of	Lead	or	Demand	Gen.	(Love	this	comment)2)	Subteams	and	miniCEOs,	cool	idea	for	teams	within	companies.	outsourceD.	sales-y	at	0%.2)	Responsibilities	of	VP	Sales	includes:	goal	setting,	involvement	in	big	deals,	culture,	etc.	I	wonder.	(Good)2)	Voicemail	and	email
combinations	are	effective.	At	Salesforce,	the	implementation	of	Cold	Calling	2.0	and	role	specialization	contributed	to	$100	million	in	recurring	revenue.	I	know	that	I've	seen	AEs	(ClearSlide	is	one	example)	incentivized	to	sandbag	to	hit	120%	of	monthly	quota	rather	than	have	wild	swings	of	300%	ten	40%.	(Hmm,	maybe,	need	to	think	about)3)
"Return	on	Salesperson's	time."	(Very	interesting	concept	and	would	be	interesting	to	track	both	to	company	and	as	an	individual)4)	Ross	says:	don't	assume	sales	people	will	find	deals	by	Rolodexes	and	cold	calling.	This	specialization	improves	efficiency	and	ensures	a	streamlined	transition	from	lead	generation	to	deal	closing.	After	reading	the
book,	we	closed	major	deals	immediately	with	the	strategies."	KURT	DARADICS	CEO,	Freedom	Speaks	/	CitySourced.com"Reading	Predictable	Revenue	is	like	having	a	delicious	conversation	with	a	sales	guru	who	generously	shares	his	sales	process,	results	and	lessons	learned.	• How	outbound	sales	and	selling	can	be	friendly,	helpful	and	enjoyable.
“What	does	it	…	What	does	it	take	for	your	sales	team	to	generate	as	many	highly-qualified	new	leads	as	you	want,	create	predictable	revenue,	and	meet	your	financial	goals	without	your	constant	focus	and...	(Good)4)	Always	start	high	1-2	levels	above	decision	maker.	Entrepreneurs	can	divide	their	leads	into	Seeds,	Nets,	and	Spears,	using	the	book’s
framework	to	decide	where	to	focus	their	marketing	and	sales	efforts.	This	method	is	supported	by	the	author’s	experience	at	Salesforce,	where	it	resulted	in	significant	revenue	growth.	automateC.	The	best	part	is,	we	had	a	blast	while	doing	it!"	MICHAEL	STONE,	VP	Sales	and	Strategy,	WPromote	(#1	ranked	Search	Marketing	Firm	on	the	Inc.
(Good)The	4	things	Ross	nails	especially	well:1)	"Prospects	should	earn	proposals."	(This	is	the	best	line	ever,	I	always	say	this)2)	Always	get	prospects	to	talk	about	their	business,	not	selling	the	product.	• The	Seven	Fatal	Sales	Mistakes	CEOs	and	Sales	VPs	(even	experienced	ones)	make	time	and	time	again.	One	of	the	most	practical	applications	is
adopting	the	“Cold	Calling	2.0”	methodology.	Is	there	a	trade-off	between	predictable	revenue	and	more	revenue?	eliminateB.	Maybe,	maybe	not.	(Yes)Recommended	products	to	check	out:1)	Landslide	-	design	your	sales	process	for	free.2)	InsideView3)	Connectandsell.com	-	ondemand	conversations4)	How	Marketo	uses	Marketo:a.	This	book	is
honest,	relevant	and	logical	and	it’s	rated	A++	because	it’s	guaranteed	to	make	you	think	and	convinces	you	to	change	things	up….fast.	(Maybe.	After	reading	my	favorite	chapter	on	RIP	Cold	Calling	there’s	no	doubt	its	dead	and	gone	and	Aaron	tells	us	why."	JOSIANE	FEIGON,	CEO	of	TeleSmart	and	author	of	Smart	Selling	on	the	Phone	and	Online
“I	just	finished	reading	your	book.	The	authors	argue	that	this	model	reduces	overlap,	minimizes	inefficiencies,	and	ensures	smoother	transitions	through	the	sales	pipeline,	as	demonstrated	by	its	success	in	various	organizations	that	adopted	the	approach.The	book	also	emphasizes	the	importance	of	lead	categorization,	classifying	leads	into	three
types:	Seeds,	Nets,	and	Spears.	These	examples	show	how	businesses	can	adapt	the	strategies	to	fit	their	unique	circumstances	and	leverage	these	approaches	to	achieve	results.ConclusionPredictable	Revenue	by	Aaron	Ross	and	Marylou	Tyler	offers	a	new	approach	to	sales	and	revenue	generation,	making	it	a	valuable	resource	for	entrepreneurs
and	business	leaders.	Unbelievable!	I	now	know	what's	wrong	with	our	sales	process…”	PAT	SHAH,	CEO,	SurchSquad	“I	have	read	Predictable	Revenue	and	it's	Entrepreneurial	Crack!”	DAMIEN	STEVENS,	CEO,	Servosity	“Working	with	Aaron	Ross	has	been	nothing	short	of	amazing!	His	methods	applied	to	our	sales	organization	helped	us	produce	a
profitable	and	scalable	new	stream	of	predictable	revenue.	(Great	vision,	his	best)3)	Design	CEOs	and	VPs	of	Sales	out	of	the	sales	process.	For	smaller	businesses,	a	single	individual	might	initially	handle	multiple	roles,	but	as	a	business	grows,	entrepreneurs	can	expand	the	team	to	include	these	specialized	positions.Lead	categorization	is	also	a
practical	tool	for	businesses	that	need	to	allocate	resources	effectively.	The	evidence	lies	in	the	increased	efficiency	of	connecting	with	the	right	individuals	through	personalized	outreach	rather	than	blind	calls,	which	often	yield	low	conversion	rates.Another	key	idea	is	the	specialization	of	sales	roles	to	maximize	efficiency	and	effectiveness.	This
structure	allows	each	team	member	to	refine	their	skills	in	a	single	area,	leading	to	better	performance.	The	book	provides	a	step-by-step	framework	that	is	designed	to	help	businesses	achieve	scalable	and	consistent	revenue	growth.	Other	than	its	sales	strategies,	the	book	contributes	to	entrepreneurial	knowledge	by	demonstrating	the	power	of
structure,	focus,	and	data-driven	decision-making	in	achieving	business	growth.	I’m	so	impressed,	energized	and	refreshed	to	hear	such	relevance	mixed	with	humor	and	unabashed	logic.	• How	to	develop	self-managing	sales	teams,	turning	your	employees	into	mini-CEOs.	• And	more...	(Agreed)5)	Design	self-managing	teams.	(Ok,	maybe)9)	Metrics
to	track	at	board	level:	new	pipeline	generated	per	month.	(I	like	paid	trials	better)6)	Track	call	conversations	with	DM's	per	day	for	sdr	team.	Entrepreneurs	can	craft	targeted	email	campaigns	to	identify	decision-makers	within	potential	client	organizations,	avoiding	traditional	cold	calls.	with	zero	cold	calls.This	is	NOT	another	book	about	how	to
cold	call	or	close	deals.	The	authors	also	highlight	case	studies	of	other	companies	that	adopted	these	methods,	showing	measurable	improvements	in	sales	performance	and	revenue	growth.	This	is	NOT	another	book	about	how	to	cold	call	or	close	deals.	The	authors	argue	that	consistent,	structured	frameworks	for	lead	generation,	qualification,	and
deal	closing	are	required	for	continuous	growth.	(Great!!)3)	In	6	months,	follow-up	on	all	past	opportunities.	Its	emphasis	on	process-driven	methods	and	practical	case	studies	provides	readers	with	the	tools	to	improve	their	sales	operations	effectively.	Predictable	Revenue	is	a	cornerstone	for	anyone	looking	to	build	a	scalable	and	successful
business.	After	reading	the	book,	we	closed	major	deals	immediately	with	the	strategies.”	KURT	DARADICS	CEO,	Freedom	Speaks	/	CitySourced.com	"Reading	Predictable	Revenue	is	like	having	a	delicious	conversation	with	a	sales	guru	who	generously	shares	his	sales	process,	results	and	lessons	learned.	The	authors	support	this	concept	with
examples	of	companies	that	achieved	better	resource	management	and	higher	sales	by	tailoring	their	strategies	to	each	lead	type.Finally,	the	book	stresses	the	value	of	a	repeatable	and	process-driven	sales	strategy.	• How	to	attract,	train	and	inspire	great	people.	Ross	did	an	amazing	job	helping	Salesforce.com	generate	its	opportunities,	and	this
book	tells	his	story	of	building	the	lead	generation	function	from	scratch	and	gives	some	great	examples	of	his	leadership	style.I	would	have	liked	it	to	have	been	more	specific,	but	it	still	fully	deserves	a	5	star	rating	for	being	the	course	on	"Bay	Area	Lead	Gen	Scaling	101."	Having	built	and	managed	a	5+	member	lead	generation	team	from	scratch
exactly	like	the	author,	here	are	my	thoughts	on	the	book:Ross'	Vision:1)	Don't	let	the	so-called	"reality"	stop	you.	(Very	good!)3)	The	trends	in	sales	&	marketing	are:	more	accountability	on	marketing	budgets	and	lead	generation	teams	on	ROI.
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