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CHAPTER 1

Top Sales Tools for 2019
It’s important that companies that want to field a modern
sales team that competes in crowded industries have the
right tools to help their sales teams grow.
The sales and nurturing process that drives B2B sales are
ripe for automation — not in its entirety but through the
use of strategic automation to drive the more mundane
manual tasks that are typically associated with the selling
process.
In this chapter, I’ll break down the top sales tools for
2019.
These would be the same tools that I would recommend
to my clients when we are designing our strategy.

2018 represented a period of rapid growth for the sales industry. Hundreds of different sales
tools have become available in the last five years, providing a lot of value to sales teams.
However, sifting through all of the available options can be difficult. Yes, you want to put
together a sales stack that includes the top sales tools for 2019, but you don’t want to have
to waste thousands of dollars trying out several different tools in every category.

CRM Sales Tool: HubSpot CRM

Although there are hundreds of CRM solutions alone on the market today, it would be hard
for me to recommend anything other than HubSpot CRM here. HubSpot CRM contains all of
the necessary CRM features that you would want for your organization and is absolutely free.
Not a free trial. 100% free with no time limit on its use. The company uses its CRM solution as
a stepping stone to their more comprehensive software packages.
The solution includes full contact management, insights, Gmail and Outlook integration,
documents, forms, canned snippets, email scheduling, a marketplace full of templates, live
chat, and a host of other features that make it one of the deepest CRM solutions on the
market today.
As a certified HubSpot agency partner and HubSpot consultant, I typically recommend
HubSpot CRM not because it is the best CRM tool on the market (that is pretty subjective
anyway), but because HubSpot’s paid tools are second-to-none, and integrating those tools
into your business processes is much easier when you are already using their CRM platform.

It’s important to remember that a modern CRM solution will allow users to access the
software from multiple devices. Just take a look at this chart below from Software Advice,
which shows that 48% of CRM users access their software from a smartphone, with 45%
accessing from a tablet:

Source: Software Advice
There have been a lot of additions to the CRM software market in recent years and the
revenue forecast for the industry is expected to continue its rapid growth through 2025:

Prospecting Sales Tool: Prospect.io

Prospect.io is a sales automation and prospecting platform that is built for modern sales
teams. The tool aims to cover the entire process of prospecting for your teams. First, it allows
you to find and verify email addresses using their Chrome extension. They are able to verify
the prospect’s email, job title, and phone number.
Then, you can use Prospect.io to send cold email and drip campaigns to the prospects in
your lists. The tool allows you to build out a complete automatic workflow for the drip
campaign and can send emails with Gmail, GSuite, Office 365, Microsoft Exchange, or your
own SMTP server.
Through its integrations with a number of popular CRM tools including HubSpot, Salesforce,
PipeDrive, and Close.io, you never have to worry about manual data entry again.
The platform also allows you to track advanced analytics for your campaigns, including:
Email opens
Clicks on your links
Replies

Prosepct.io provides a full email prospecting solutions to modern sales teams.

Account-Based Sales Tool: LeadSift

What if you could monitor all of the interactions that prospects in your industry were having
with your competition? That seems like it would be a pretty powerful thing, right? LeadSift
monitors conversations on all popular platforms, including but not limited to social networks
like Facebook, Twitter, and LinkedIn.
LeadSift also monitors discussions on platforms like ProductHunt, Reddit, TechCrunch, and
Forbes — pretty much anywhere with a comments section and discussion, delivering
prospects that are already engaging in conversations that are related to your product.

Social Selling Tool: LinkedIn Sales Navigator

LinkedIn Sales Navigator is perhaps the most powerful B2B social selling tool out there. A
subscription to LinkedIn’s premium service provides you with deeper access to their
database of prospects and decision-makers. The system allows you to conduct advanced
searches for your target market, then save a list of accounts and leads. The system also
identifies new matches as they arrive in the system and notifies you.
Sales Navigator provides not just a list of prospects, but a deeper understanding of those
prospects. Then, you can engage with them utilizing personalized outreach to create warm
conversations with your target market on LinkedIn.

Web Lead Id & Tracking Tool: LeadFeeder

Do you ever wish that you could receive a list of the people that visited your website that
included where they worked, their position within the company, and a list of other contacts
that might be of relevance? That’s exactly what LeadFeeder brings to the table.
Their system allows you to identify the visitors that hit your web page using Google
Analytics. Then, you can see what they do and what content they engage with on your
website, contact decision-makers, and send new leads to your sales team.
LeadFeeder makes it dead-simple to find ready-to=buy leads and beat your competitors to
the sale. LeadFeeder integrates with a long list of tools including Sales Navigator, Pipedrive,
MailChimp, Salesforce, HubSpot, Zoho, and Zapier.

Scheduling Sales Tool: HubSpot Meeting

HubSpot recently debuted their own entrant into the smart scheduling arena — their
Meeting Scheduling Tool. This tool integrates directly with all HubSpot software products
and makes it easy for you to schedule meetings without all of the back-and-forth emails that
are typically associated with getting these meetings on your calendar.
The tool allows prospects to schedule their own time with your team, based on the
availability that you set. They are given a calendar and can select the date and time that the
meeting will take place, within the availability parameters that you have set. The system
integrates directly with HubSpot CRM, growing your prospect database as you schedule
meetings within their system.

B2B Lead Generation: Uplead

Uplead is a B2B lead generation platform that allows you to build targeted lists of prospects
through the company's database of more than 30 million business contacts worldwide. You
can search by title, job function, management level, industry, location, company size,
technologies, and more.
The company goes to great lengths to ensure that they have the most current, up-to-date
business data. Their system includes real-time email verification, making it the perfect choice
for sales teams and account-based marketing strategies.

An Effective Stack Improves Productivity
Putting together an effective sales stack for your team can be difficult and time-consuming.
Within each category, there are dozens of tools, with some tools having overlap into multiple
categories.
The tools recommended in this article are the same tools that I would recommend to my
own clients, among others in each category. It’s important to remember that every
company’s situation is different and there may be other tools out there that are specifically
tailored to your needs, so make sure to do your research!

CHAPTER 2

Best Prospecting Tools for 2019
Using the tools covered in this chapter, you can bolster
your team’s prospecting efforts and help them to keep
the top of your sales pipeline full.
In this chapter I cover the best prospecting tools for 2019
that every business should know about.

For B2B brands, there are few things more critical to your company’s overall success than
your ability to reliably keep your pipeline filled with new leads. While it would be great to
rely solely on inbound leads to keep it filled, a healthy balance between inbound lead
generation and outbound prospecting provide a more reliable foundation for most
companies.
An effective outbound sales team is a huge asset for any B2B business. They not only bring
new leads into your system but they help to develop relationships and spread awareness of
your brand throughout your industry. The benefits of a great sales team go way past revenue
and leads.
However, most companies have a lot of problems developing a reliable outbound sales
team. Most of these problems start with prospecting. In fact, 40% of salespeople say that
prospecting is the most challenging part of their job.

LinkedIn Sales Navigator

LinkedIn Sales Navigator is the bread and butter of many of the top B2B outbound sales
teams. LinkedIn has more than 500 million users, with more than 250 million active users.
Many of those are decision-makers.
As the largest professional social network, LinkedIn makes for an obvious choice of
investment. Their Sales Navigator product caters to salespeople by extending the
functionality of your account, providing deeper access to their database of prospects, and
providing tools that help you to sift through them.
A subscription allows you to send InMail to prospects that are not in your network and lets
you create prospect lists to keep your sales pipeline filled.

UpLead

Uplead is a powerful tool for outbound sales teams. Their system allows you to build
targeted lists of prospects from their database of more than 30 million business contacts.
Their system provides you with a certain number of credits based on your subscription tier.
Then you can search for prospects by job title, function, management level, industry,
location, company size, and technologies used, among others variables. They provide highquality verified data using real-time email verification.

BuiltWith

If your company is targeting prospects that utilize a certain piece of software or technology,
there are no tools that are more valuable than BuiltWith.
Their system makes lead generation easy when combined with other tools, allowing you to
build lists of websites that utilize specific technologies from their database of more than
31,404 different technologies.
Although a bit more expensive than other solutions on this list at $295 per month, it’s hard
to deny the value that BuiltWith could bring to sales teams that are looking for a very specific
type of prospect. It will be worth that money in time savings alone!

Hunter.io

Hunter is a Google Chrome extension that makes finding email addresses of prospects easy!
The tool allows you to search for all of the email addresses that are associated with a given
domain.
It will then give you a score based on how likely it is that someone will reply to your email, as
well as the number of sources that they found that led them to believe the email is
legitimate.
If you can’t find a prospect’s email, Hunter supplies you with a common pattern behind all of
the associated email addresses on their given domain so that you can guess what your
contact’s information might be.

Prospect.io

Prospect.io is an exceptionally valuable investment for outbound sales teams. It stands apart
from the competition in its ability to provide emails of your prospects, email them, then
integrate all of your data with major CRM platforms like Salesforce and Hubspot Sales.
They also offer a Chrome extension. Their credits cover all basic account activities including
finding emails, verifying emails, and sending your campaigns. It’s an excellent all-in-one
email prospecting solution for just $99 per month.

Crystal Knows

Being able to speak directly to your prospect’s biggest wants and needs is perhaps the most
critical part of closing a sale. But researching your prospects can be a time-consuming task.
Crystal Knows helps to solve their problem.
Their system analyzes publicly available data and builds a unique personality profile for your
prospects. You can learn about how they prefer to communicate, what their behavioral
tendencies are, and how you can adapt your communication style to align with their
preferences.
It’s a powerful prospecting and sales tool that can help you to develop warm relationships
with interested prospects.

HubSpot Meeting

HubSpot Meeting is a meeting scheduling tool that is free to use and integrates directly with
the companies CRM and other tools. It makes scheduling calls and meetings with clients
simple by eliminating the back and forth of scheduling meetings.
By allowing your prospects to choose the time of the meeting, you give them additional
flexibility that ensures that you will be able to close meetings more regularly and at times
that your prospects will appreciate.

HubSpot Sales

Another offering from HubSpot, their HubSpot Sales prospect is an email management tool.
Using the HubSpot CRM platform, Sales allows users to create and send custom email
sequences, track when emails have been opened by prospects, and see when they have
clicked the links contained inside.
If you want to make email prospecting a big part of your sales strategy moving forward,
HubSpot Sales is an excellent tool that integrates with their suite of amazing products to
bolster your sales teams.

Close.io

Close.io is a powerful CRM platform that also includes a number of sales features. They
specifically offer cold calling features that make it an exceptional choice for teams that rely
heavily on the strategy.
Using their “Power Dialer” and “Predictive Dialing” features, Close.io takes all of the
guesswork out of who to call next, when to call them, and how to track those conversations.
Their analytics system gives you detailed insight into your cold calling efforts and can help
you to improve your close rates.

CHAPTER 3

Best Lead Tracking Tools
Lead Tracking is Critical
Your ability to effectively handle lead tracking will play a
key role in the success of your B2B business. Without the
right tools, it is almost impossible to manage long B2B
sales cycles and usher high-value leads through your
sales pipeline.
The tools in this article are designed for very specific but
offer a wide range of customization options that make
them suitable for many businesses. Depending on what
you want out of your lead tracking solution, each of the
solutions in this article could potentially be a perfect
choice.
In this chapter, I’ll break down some of my favorite
solutions for lead tracking and management.
I’ll separate them by how they excel and how they can
help businesses that are looking for a particular type of
solution.

For B2B companies, there are few things more important than managing your lead pipeline
and ensuring that you have new business coming in.
Over time, B2B sales have become increasingly complicated. As I have worked with B2B
companies, helping them to enrich their lead management process and increase sales, a big
hurdle has been educating clients on how to deal with buying teams that have grown to
average more than five people and sales cycles that can last six months or more.
When new leads enter your system, you’ll spend a lot of time engaging with those leads and
taking them through the process of buying. Having the right tools is critical for managing
these long sales cycles and ensuring that you are always putting your best foot forward
when engaging with leads.
In this article, I’ll break down some of my favorite solutions for lead tracking and
management. I’ll separate them by how they excel and how they can help businesses that
are looking for a particular type of solution.

Best All Around Solution for Small, Medium & Large Teams: HubSpot
HubSpot is probably the most known and recognized of the lead tracking apps. It features a
wide range of options and customization settings that allow businesses to mold it to fit their
individual needs. HubSpot also offers a number of advanced features that allow you to
extend its functionality.
While HubSpot does offer a number of packages that help it to appeal to businesses of all
sizes, I have found that HubSpot is typically a better choice for small, and larger teams. It has
all of the scalability and large enterprise features that make it the perfect choices for sales
teams of all sizes.
Typically, using HubSpot will require training as the system can be a bit overwhelming in all
of its capabilities but you can make it very easy working with a HubSpot agency.
HubSpot is available on a free 30-day trial with excellent workflow processes and deep thirdparty integration. There is not much of a downside as the pricing can be appropriate for
small, medium and large businesses as you can tailor which tools you want in your solution.

For Small Teams: Pipedrive
Pipedrive is my favorite choice for smaller teams. Built by professional salespeople, Pipedrive
makes it easy to track and organize leads in a way that you can quickly analyze your Pipeline.
The system is ideal for direct sales.
The best thing that Pipedrive offers is its convenience with direct sales teams. It’s extremely
intuitive, providing a kanban board-style that provide a visual management style.
Pipedrive allows you to visually move your leads throughout the Pipeline and customize
your processes. You can tweak all of your workflows, regardless of how complicated they
may be, in a straightforward and easy way. Pipedrive is extremely easy to set up. With a
purposely limited feature-set, you likely won’t have to provide extensive training for your
team to use it effectively.
Pipedrive has a 4.5 or better user rating on all of the popular software review platforms
including Capterra, G2 Crowd and TrustPilot.

Visual: Monday
If you are the type of person that prefers to work with tools that spell things out visually
rather than through text, Monday is the perfect app for you. Known for its vibrant colorcoding and visual style, Monday offers simple onboarding as the app is quite intuitive and
simple to use.
Monday is all about customization, functioning in some ways similar to an Excel document
by allowing you to customize your inputs and columns to match your company’s processes.
You can design your own processes and customize the solution to fit your needs, covering
process management for any aspect of your business.
Monday allows you to spell out your workflow directly in the app and assign it to different
teams or individuals, making it an extremely flexible solution. Monday includes features and
templates for managing an unending number of tasks, including lead management.
I always tell clients that are interested in this type of solution that it is worth a try, because if
you do find that you like it then the solution can be extended to an almost any team in your
business.

Scalability: Zoho
It may not be the best lead management solution available today (on its own), but as a
company, Zoho offers unlimited scalability in terms of the number of tools that they offer.
CRM is just one of of different business software tools that Zoho offers.
These products include invoicing tools, accounting tools, recruitment, contact management,
project management, and reporting. You can easily extend to other products within their
system and cover all of your bases with a single company.
is a simple but robust solution that also offers complete integration. Their system features
comprehensive reporting that it easy for you to get a birds-eye-view of your current
relationships.
If you want to give it a try, they offer a free package which allows for up to 10 users, basic
sales automation, collaboration, and customer support.

Simplicity: NoCRM.io
NoCRM.io is a lead management software solution that really focuses on simplicity. It’s
designed to help teams track and close deals and avoid hours of filling out forms and
entering data, which is a huge part of the lead management process when using most apps.
The app is a perfect fit for smaller businesses that want a proactive sales approach.
NoCRM.io features forms that make lead capturing easy. You can also pull information from
several sources including spreadsheets, LinkedIn, or other businesses. The focus here is on
productivity, which is a huge draw.
Overall, I believe that NoCRM.io is the perfect solution for businesses that are looking for
something simple, intuitive, and without all of the frills and bells and whistles that would
come with a larger solution like Salesforce. If you have a small sales team and want to
simplify as much as possible, is an excellent choice.

CHAPTER 4

6 Tools to Help You Generate B2B
Leads
Here at RiseFuel, I recommend a number of different
tools to our clients depending on what strategies we are
recommending to them.
We help companies re-shape their lead generation
practices to put themselves in the best possible position
for long-term success.
By embracing these tools and the strategies they help
you to execute, you can put yourself in position for a
reliable long-term B2B lead generation that keeps your
sales pipeline filled and your sales reps busy.

Lead generation is an area where most B2B companies struggle. Whether you are a brand
new startup or a seasoned veteran in your industry, there may always be times when your
pipeline looks a little more barren than you would like.
Keeping your pipeline filled with buy-ready leads starts with the strategies that you employ.
Having an understanding of what your goals are and how you want to engage with your
target market can put you in a position to generate more leads, but often businesses need to
roll up the sleeves and get their hands a little dirty to keep their pipeline filled. A great
strategy can only take you so far without great tools to back it up.

Prospecting: LinkedIn Sales Navigator
LinkedIn Sales Navigator is designed for companies that would like to use the platform for
lead generation and bolster their social media efforts. The premium plan provides a number
of advanced features specifically to help companies generate B2B leads, including:
20+ InMail messages per month (LinkedIn messages to people who you are not currently connected
with).
1,500 saved leads
Extended search and filtering options to identify leads
Lead and account recommendations
Email integrations

A subscription also allows you to install a Chrome extension, which gives you access to all of
the advanced features without having to load the dashboard.
LinkedIn Sales Navigator starts at $64.99 per month and is a must-have tool for companies
that want to improve their prospecting and put themselves in a position for long-term
success in B2B lead generation.

Lead Capture: Optin Monster
Monster is an excellent tool for companies that want to improve their ability to generate B2B
leads on their website. From the creation of pop-ups to slide-ins, to their excellent analytics
suite — Optin Monster gives you everything you need to reliably capture lead contact
information from website visitors.
Optin Monster gives you complete control over who, and how, you target them on your
website. You can use audience demographics like exit intent, location, and the number of
times that they have visited your website to determine what lead generation ads they see
when browsing your pages.
Better yet — OptinMonster is cheap, starting at just $9 per month for their basic plan. If you
want to improve your B2B lead generation efforts, Optin Monster can help you make the
most of the people that are already visiting your website.

Email Identification: Snov.io
If you plan on doing some cold outreach to find new prospects, you are going to have to find
a way to contact them. The traditional way was to reach out to prospects through cold calls,
but in recent years we have seen a sharp uptick in the number of companies using cold
email as a viable option for piquing the interest of prospects.
Snov.io is an excellent tool that allows you to find the emails of decision-makers in your
target companies. You can provide Snov.io with a domain name and it will generate all of the
publicly available emails for that given domain.
Alternatively, you can also use their Chrome extension to pull emails from LinkedIn profiles,
allowing you to laser-focus your prospecting efforts on the exact people that you would like
to get into contact with.

Cold Email Campaigns:
Now that you have used Snov.io to find the email addresses of decision-makers, you can use
MailShak to automate the process of emailing them. Mailshake connects directly with your
Gmail or G Suite account, allowing you to send emails from your own domain names.
They feature a drag-and-drop followup campaign creator so that you can touch base with
prospects several times before moving on, and track who opens your emails clicks your
links or responds to your cold emails.
Mailshake is an excellent solution for generating B2B leads through email. It automates all of
the hard work, allowing you to focus on communicating with prospects and delivering a
better overall service

Landing Page Design and Optimization: Unbounce
The best tool that any company has at its disposal for generating B2B leads is a great landing
page. You’ll need landing pages to capture prospect contact information and begin pushing
them through the nurturing process.
Of all of the landing page tools out there (and there are many), Unbounce stands above the
rest.
Unbounce comes complete with professional templates so that you can save money on
design and detailed analytics and testing tools so that you can improve the effectiveness of
your landing pages over time and push the conversion rate higher.

Email Lead Nurturing: MailChimp
When you collect B2B lead information, you’ll need to build a rapport with them over time
before they are ready to buy your product or service.
For this, I recommend MailChimp. MailChimp is a free (for smaller companies) solution that
allows you to send automation email marketing messages and autoresponders to your
audience. With MailChimp, you can build a relationship with leads by delivering value on a
consistent schedule over time.

B2B Lead Generation Tools Facilitate Strategy
There is no singular tool that will solve your lead generation woes. However, combining the
right tools with a well-defined strategy can be the revamp that your company needs to keep
your pipeline filled and ensure that your lead generation strategy has long-term viability.

CHAPTER 5

10 Must-Have Sales Enablement
Tools to Power Sales Growth
While not every tool on this list is an absolute
requirement (and many of the tools have overlapping
features with one another), each does bring some very
useful traits to the table.
For this chapter, I separated each tool into separate
categories and chose what are, in my opinion, the best
tools within each category.
If you are interested in boosting your sales through sales
enablement, consider whether these tools would be a
good addition to your current software stack.

What is sales enablement? Sales enablement is a powerful practice that allows you to align
your marketing and sales teams to grow sales and drive growth for your business.
Here at RiseFuel, I work with clients to help them initiate sales enablement strategies that fit
within their current processes and put their sales teams in a position for long-term success.
One of the first tasks that I walk clients through during sales enablement engagements is
choosing the right tools. Sales enablement tools are critical for giving your marketing and
sales teams the utility that they need to effectively engage with and track their interactions
with prospects.

Business Intelligence Tool: Attivio
Attivio is an enterprise-grade business intelligence and discovery platform that you can use
to make effective sales decisions. The platform allows you to build and deploy search-based
applications that provide you with meaningful data and intelligence. While it is an expensive
tool, Attivio is very powerful.
You can use Attivio to automate processes within your business, recall both structured and
unstructured data, and re-shape your decision-making process as it applies to your business.
While Attivio provides many features outside of simple sales enablement and may only
appeal to mid and large-sized organizations, the wealth of powerful features made it a
difficult choice to leave off of this list.

Customer Feedback Tool: Formstack
Formstack is a simple online form builder tool that can help you to capture leads, feedback,
and data from your customers and prospects. It also includes a simple analytics suite that will
help you to analyze your data and utilize the information that you collect within Formstack.
Formstack is excellent for quickly building forms and surveys with their drag-and-drop editor
and deploying those forms on third-party web applications.
Formstack integrates directly with many of the top apps used today. Their forms come with a
number of different themes and provide deep customization options so that you can make
sure any forms that you send match your branding and provide a consistent experience to
your users.

Customer Relationship Management Tool: SalesForce
SalesForce is the customer relationship management tool for sales teams. They dub
themselves as a “customer success platform” and they are a tool that I always recommend to
sales teams that don’t have a suitable solution in place.
SalesForce is great for sales enablement because it integrates with a wide variety of tools and
automation solutions that are currently on the market. They allow you to track customer
information, interactions, and actions taken from a single location.
Additionally, SalesForce has deep automation features that remove many of the manual
tasks your sales teams have to perform every single day.
The contact management features on the platform are deep. They provide a complete view
of your customers that includes their activity history, key contacts within the prospect
organizations, communications (including internal discussions), and all relevant social media
information about the account.

Marketing Analytics Tool: Moz
There are many marketing analytics tools out there to choose from, but my favorite of all is
Moz. Moz collects all of your inbound marketing analytics and data in one singular place,
making it easy to track the effectiveness of your content campaigns.
Moz places most of its focus on organic search features. It allows you to discover and track
content campaigns for specific keywords, including information about both national and
local searches.
It also offers deep, detailed SEO auditing features that allow you to identify gaps in your
organic search strategy.

Marketing Automation Tool: HubSpot
As a HubSpot agency and member of the HubSpot Agency Partners Program, I would be
remiss to exclude them from this list. HubSpot is the defining marketing automation tool of
this generation, providing many features that help to bolster organic inbound marketing
campaigns and sales operations.
HubSpot enables sales teams to improve their conversations with leads and customers while
controlling their content across many channels.
The software suite allows you to track revenue, use channel analytics to inform your
strategies, and better understand the why behind the decisions that your customers make.
HubSpot facilitates sales enablement with a detailed lead scoring system that will help your
sales teams to prioritize the right leads and close more sales.

Project Management Tool: Wrike
Every company needs a project management platform to help them manage the various
marketing and sales projects that they are working on at any given time.
Wrike is an excellent, simple to use project management platform that enables teams to
work together to complete projects in a real-time digital workspace. It is a very popular
choice among companies with remote teams.
Wrike makes it easy to engage with your teams through their messaging feeds and the
ability to turn emails into trackable tasks. You can sync tasks and milestones with a host of
calendar tools, and manage a range of interconnected individual projects through the app.

Sales Analytics Tool: 6sense
6sense is an account-based marketing and sales orchestration platform. It provides detailed
predictive intelligence for both your marketing and sales teams. It is one of the few platforms
that actively leverages real-time intent data to determine the best steps to take with
individual B2B prospects.
6sense is an excellent sales analytics tool for companies that operate using account-based
marketing practices.
6sense allows you to create and deploy advertisements at every stage of the buying cycle,
then prioritize leads based on the actions that they take. Their detailed lead scoring features
make it an excellent tool for any sales team that wants to dig deeper into each prospect that
they interface with.

Sales Motivation Tool: Hoopla
Hoopla is an excellent tool for sales motivation. It delivers modern gamification mechanics,
analytics, and professional video into a streamlined platform that allows your sales teams to
track their progress and compete against one another in a healthy way.
With Hoopla, you can translate your business goals into leaderboards, leagues, and contests
that pit your employees against each other in a friendly competition. Hoopla integrates with
many of the popular CRM tools available today, making it an easy choice for sales motivation.

ing Management Tool: Join.Me
Your sales teams need reliable software to communicate and share screens with clients.
Join.me has risen to the top of the pack as the most popular tool in the space, giving a
wealth of features to your sales and marketing teams.
It allows for instantaneous collaboration through screen sharing, as well as unlimited VoIP
conferences and meetings across more than 40 countries. You can invite up to 250+
participants per call, making it a useful tool for uses outside of simple sales calls as well.

Content Analytics & Optimization Tool: CrazyEgg
Content is a huge part of sales enablement and plays a key role in your ability to connect
with prospects. Crazy Egg allows you to deep dive into how your prospects engage with and
use your content through heatmap technology.
Heatmap technology allows you to see where your visitors look on their screens,
enlightening your content creation teams and giving you an idea of what content practices
are working with your audience.
CrazyEgg is an excellent platform for better understanding your customers and finding ways
to improve your content6. It provides detailed metrics about how people engage with your
website and content, including how far down they scroll, where they hover their mouse, and
additional information about your visitors.

Sales Enablement Tools are Critical For Success
Sales enablement is all about improving your interactions with prospects and making better
use of the data that you collect. In most circumstances, this requires the use of tools. The
tools in this article will help you to find the right tool for your specific business tasks. They
are tools that I recommend to my clients on a regular basis.

