
Sales is not only a skill. 

Sales is a 
vital Business 
Operations 
Function and 
essential for 
growth.

Scale Sales with 
more Certainty, 

Clarity and Focus
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Bringing Certainty to Revenue Growth

Without a robust and agile Sales Operation System, it is hard 
to take your business to the next level. The most common 
symptoms you experience without a scalable function are:

• Unreliable revenue forecast

• Costly turnover of salespeople

• Lack of repeatable sales processes.

This means quarter-ends are stressful, and it is challenging 
to get your business on a robust growth trajectory. 

If you are the CEO of a B2B Tech and want to 
scale sales, I offer systematic business consulting 
to scale with more certainty, clarity and focus.

You might have already tried some obvious remedies such 
as running tactical marketing campaigns to deliver leads, 
conduct sales training to sharpen skills, hiring senior sales 
people with high reward schemes or re-building your website.

By themselves, none of these activities deliver a 
sustainable growth path. Not because they are wrong, 
but because they are usually implemented and managed 
in isolation.  Instead, they need to be integrated into 
an agile Sales Operations System to deliver results. 

Your integrated Sales Operations 
System will deliver:

• Predictable revenue flow, giving you more 
confidence you’ll make your sales numbers

• Repeatable sales processes, so you have more 
control over conversion rates and increasing volume 

• A high-performance sales team, allowing 
you to stop the hiring and firing cycle 

• A clear strategy and action plan that 
energises your sales team.
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STEP 4: 
Sales Process
FORMULA: Step by step from contact 
to contract and beyond

The Sales Process defines the “what, when and 
how” of sales activities to maximise conversion 
rates.  It encodes “how YOUR business does 
winning” and leverages your strengths. 

Plan

Structure

Process

Campaigns

Sales
Performance

Model

What we’ll achieve together

Business Backstage’s Sales Operations 
Methodology encodes over 30 years of experience 
with  more than 100 tech companies.  

It gives you the foundation to connect strategy 
with tactical execution, sales with marketing and 
your vision with performance management. 

You can run Sales with more clarity, focus 
and gain more confidence in results.

How we can work together  

The Business Backstage approach helps you develop 
and implement your bespoke Sales Operations 
System in a way that suits your business best:

• Active Coaching – Best suited when looking 
for constructive “how-to” guidance and fresh 
thinking to apply the method yourself

• Project Consulting – If you lack bandwidth or skill sets, 
a project approach provides the implementation of 
your Sales Operations Function to agreed outcomes.

• Interim Executive – A 6-12 month contract option is right 
if you want to augment your team or accelerate outcomes  
with hands-on strategic and execution assistance.

STEP 1: 
 Sales Model
CONNECTING:  
Products and markets

The Sales Model describes how you 
go to market. It translates the Business 
Model into how you will reach — 
and which sales channels you use 
to engage — your target market.

STEP 2: 
Sales Revenue Plan
CLARITY: Where the 
revenue will come from

The Sales Plan chunks the 
overall revenue by markets 
into achievable quotas, sales 
pipeline requirements and 
leading KPIs for monitoring.

STEP 3: 
Sales Structure
ACCOUNTABILITY: Roles, 
responsibility and measures

The Sales Structure defines Sales Territories 
for direct or indirect channels: “Who owns 
which numbers, for what, from whom?”, as 
well as the required skills and capabilities. 

STEP 5: 
Sales Campaigns
Alignment: Marketing 
objectives supporting 
Sales KPI’s

Campaigns are planned 
to generate the right sales 
leads and content across 
the buyer journey.

STEP 6: 
Sales Performance
OPTIMIZE:, People, Process 
and Reporting  

Sales performance is the pivotal 
function to assure sales success 
by leading the team, improving 
performance and achieving 
reliable revenue forecasts. 

Your Six Step  
Sales Operations  

System
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Let’s talk!

Ursula Dauenhauer
Founder

About Business Backstage

I am Ursula Dauenhauer, and I founded Business Backstage 
in 2011 with the purpose to help leadership teams of growth 
oriented medium-sized B2B technology companies to lift 
sales performance and scale sales with more certainty.

My unique Sales Operations System methodology addresses 
the most common symptoms that stymie business growth, 
which are unreliable revenue forecasts, sales opportunities 
that don’t convert and high turnover of salespeople. During 
30 years industry experience I learned that Sales is not 
only a skill, but a vital Sales Operation Function, essential 
to take the business with confidence to the next level.

After leaving my corporate sales and marketing career with 
Xerox and IBM 16 years ago, I have worked with more than 100 
businesses across a broad spectrum of technology companies.  
These include SAP, Microsoft and Oracle ecosystems 
and many independent, diverse mid-sized organisations 
including Milestone Group, Gratex International, Holocentric, 
Grosvenor Engineering, Cohort,  GuildLink and Thinxtra.

I am known for my straight talk, collaboration and focus 
on real outcomes.  I only work with 2-3 clients in parallel 
and become an accountable part of the team.

Testimonials

“Ursula is the consummate professional, I would personally 
recommend her to any organisation that requires assistance 
with their strategy and/or sales planning and implementation”

Ross Gallagher
Former CEO, GuildLink Pty Ltd

“Our business was embarking on a transformational 
initiative that required “out of the box” thinking 
along with advice on how to tackle some of the hard 
issues often associated with change management. 
We could not recommend Ursula more highly.” 

Nicholas Lianos
MD/CEO, Grosvenor Engineering Group

“Taking a refreshing approach, Ursula dug into  
our business, challenging all aspects of the sales process.  
She delivered insights that we truly had not expected.” 

Marcelo Ulver
Former CEO, Cohort Global

0401 147 493

ursula@businessbackstage.com

businessbackstage.com


