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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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Mark Roberge, HubSpotÃƒÂ¢Ã‚â‚¬Ã‚â„¢s Sales VP since inception, beautifully captures the

problems in hiring and ramping salespeople in a new business in his recently published book, The

Sales Acceleration Formula.This is one of the most important books for sales leaders,

entrepreneurs and CEO's of emerging companies ever written. Why? Because it takes an outsider

with no prior sales experience to view sales through the lens of an engineer and to create

frameworks for analysis of all aspects of the operation from day 1.Great read- I was hooked after

reading the intro.ÃƒÂ¢Ã‚â‚¬Ã‚Å“When you are scaling a sales-team, the to-do list is endless.

Hiring, training, coaching, pipeline reviews, forecasting, enterprise deal support, leadership

development and cross functional communication are all part of the day to day.Dozens of urgent

fires are blazing around you at all times. Unfortunately you only have enough water to put out a

select few. Choosing the right fires to extinguish might dictate your ultimate success of

failure.ÃƒÂ¢Ã‚â‚¬Ã‚Â•Which fire to extinguish first?ÃƒÂ¢Ã‚â‚¬Ã‚Å“The first bet I made was to

attempt to build a world-class sales hiring program. To this day, IÃƒÂ¢Ã‚â‚¬Ã‚â„¢m glad I

prioritized sales hiring excellence.ÃƒÂ¢Ã‚â‚¬Ã‚Â•

The author was the first VP sales for Hubspot and this book details his methods and approaches in

the stellar growth of that company. As a quant he is numbers driven and thus gives us a

well-researched sales and marketing book that lays out exactly what to do, how to d o and why you

do it. Then he presents a comprehensive metric approach to measure everything. This book has

been missing from today's inbound sales writing and fills an essential need. Plus his rigor in analysis

goes a long way to giving sales a theory into practice foundation for even more analytical studies. I

see this as helping sales gain academic respect for rigor and hypothesis testing. A must buy for all

sales management and stars who wish to go further. Combines with Hacking Sales this would be

the one two punch most companies need .

Highly specialized sales book but I really enjoyed the author's thoughts on recruiting and

interviewing. Specifically the five traits of great salespeople is worth the price of the book alone. I

enjoyed the framework and thought process why these traits are so important. For me, this book

was extremely valuable in first half and if you need help hiring great salespeople, this book can help

you.

Okay, it is a little bit of and infomercial for Hubspot. But it is done with a subtle hand and gives

TONS of good info on sales from the inbound marketing perspective. If I have a gripe, it is that it



simply dismisses outbound marketing. In truth, inbound marketing could be seen as well timed

outbound marketing.

Thorough and very well written. This is an awesome text. I already have plans to reread it. It was

very helpful in revising our hiring methodology, among several other terrific ideas.

I've been a fan of Inbound marketing and HubSpot for many years but I've always looked at things

from the marketing perspective. Reading this from a Sales perspective and seeing Inbound

Marketing from a sales perspective is on the one hand duh dude how could you not have seen it, it's

obvious and on the other hand completely eye opening. Gonna have to make this a compulsory

read for sales and marketing teams from now on for sure!

This is one of those few books that deserve the effort of writing about how good it is so that it

receives the attention it deserves. It contains several ideas, policies, initiatives, Etc. that the author

implemented during his career that are nothing short of genius.

Easy to read guide for how to drive a tech start-up.
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