Consulting

HELPING BOOST SALES ACTIVITYTO OPALWANAVE
INCREASE THE AMOUNT OF SALES petter periormance management
OPPORTUNITIES

Within 3 years of working with SBR, Opal Wave have over tripled their sales
opportunities. SBR developed strategic selling relationships with SAP.

Opal Wave provide SAP BPC Enterprise Performance Management, SAP HANA, Managed Cloud &
Infrastructure solutions.
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Simon Bell

SBR came into Opal Wave and conducted a sales capability development
programme, looking for where the strengths and weaknesses lie.

SBR developed a well-defined sales process, managed through the Opal Wave's
CRM. They developed a sales playbook for all members of the sales team and new
starters to help decrease ramp time. Internal sales and account development
training was conducted and formalised account management was restructured.

Simon Bell was appointed as the new Sales & Marketing Director during the time
SBR worked with Opal Wave.
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