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Key Findings: 
 

1. Change Management Understanding: 
o Change management is likened to a sales process where stakeholder buy-in, 

understanding pains, having champions, and budget approval are essential. 
o It's about setting clear expectations and defining the behaviors required to meet 

new goals. 
2. Key Components for Effective Change Management: 

o Transparency and communication are crucial for effective change management. 
o Leadership endorsement and alignment are necessary to ensure the changes are 

accepted and implemented across the board. 
o Continuous education and involvement from sales enablement are key to adapt 

to changes effectively. 
3. Challenges in Change Management: 

o Frequently, changes are communicated poorly, lacking context, which can lead 
to confusion and resistance among team members. 

o Leadership sometimes fails to engage with the new processes, causing initiatives 
to falter. 

4. Effective Strategies Discussed: 
o The importance of having a sales enablement team involved early in the 

decision-making process to prepare and support the team adequately. 
o The need for empathy maps to understand stakeholder perspectives and tailor 

communications effectively. 
o Reinforcement of changes through ongoing coaching and leadership involvement 

to ensure lasting impact. 
 
Action Items: 
 

1. Increase Leadership Involvement: 
o Involve leaders in change management training to ensure they understand and 

can support their teams effectively. 
2. Enhance Communication Strategies: 

o Develop comprehensive communication plans that include the rationale for 
changes, expected impacts, and detailed steps for implementation. 

o Use empathy maps to tailor communications and increase buy-in from various 
stakeholders. 



 
 

 

3. Strengthen Sales Enablement's Role: 
o Ensure sales enablement is involved from the start in planning and implementing 

changes to provide necessary support and resources. 
o Sales enablement to facilitate workshops and training sessions to reinforce new 

processes and strategies. 
4. Ongoing Monitoring and Feedback: 

o Set up regular check-ins to monitor the implementation of changes and gather 
feedback to make necessary adjustments. 

o Sales leadership to use new frameworks and tools in routine management 
activities like one-on-ones and forecast calls to reinforce changes. 

5. Prepare for Future Sessions: 
o Plan detailed sessions on specific aspects of change management like designing 

and delivering successful sales kickoffs. 
o Explore further the use of strategic tools like empathy maps in future 

discussions. 
 
By focusing on these key areas, the team aims to improve the effectiveness of change 
management processes and ensure that transitions are smooth and beneficial for all involved. 
  
 
 


