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Synopsis

Use data, technology, and inbound selling to build a remarkable team and accelerate sales. The
Sales Acceleration Formula provides a scalable, predictable approach to growing revenue and
building a winning sales team. Everyone wants to build the next $100 million business, and author
Mark Roberge has actually done it using a unique methodology that he shares with his listeners. As
an MIT alum with an engineering background, Roberge challenged the conventional methods of
scaling sales utilizing the metrics-driven, process-oriented lens through which he was trained to see
the world. In this audiobook he reveals his formulas for success. Listeners will learn how to apply
data, technology, and inbound selling to every aspect of accelerating sales, including hiring, training,
managing, and generating demand. As SVP of worldwide sales and services for software company
HubSpot, Mark led hundreds of his employees to the acquisition and retention of the company’s first
10,000 customers across more than 60 countries. This book outlines his approach and provides an
action plan for others to replicate his success, including the following key elements: Hire the same
successful salesperson every time - The Sales Hiring Formula Train every salesperson in the same
manner - The Sales Training Formula Hold salespeople accountable to the same sales process -
The Sales Management Formula Provide salespeople with the same quality and quantity of leads
every month - The Demand Generation Formula Leverage technology to enable better buying for

customers and faster selling for salespeople
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|& ™ve rarely seen a Customer Review listing with so many people who are clearly not the

a ceusual reviewers.a * These are business people who are positively gushing about Mark Roberge
and the write-up of his 6 years as VP of Sales for HubSpot. The only hint of criticism is that his
techniques worked for him in a specialized industry, but they might not be so effective for other
companies in other industries.la ™ve spent 40+ years developing training (mostly sales training)
including stints at two tech companies that aspired to do what HubSpot is clearly excelling at.
Working and consulting for big, famous companies and smaller companies showed me that every

AN

companya "regardless of their business and sales strategya "will absolutely benefit from reading this
book. The stories he tells, the way his selling initiatives fit together, the combination of selling and
technology he describes & | even the use cases he lists make the approach that Roberge describes
applicable to any sales organizationa "however well-entrenched.While he implies that he had no
right to be so successful because of a lack of selling experience, thatd ™s perhaps why Roberge
was/is so successful. He had no legacy of selling assumptions to overcome, no selling organization
politics to get around, no technology in place to have to work off of. What a great opportunity to work
from the bottom up and put something in place that could be tested. When | worked for a company
that built sales simulations for companies like IBM, BellSouth and others, we assumed that those
clients had their sales processes fully documented and ready to build into a series of selling steps.
We never met a client where that was the case, and it took months to get agreement about what

those best practices really were.
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