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Summary 

This is a strategic planning tool for Sales Enablement professionals to ensure their programs 
differ from "Random Acts of Enablement." It enforces alignment between the "Supply" 
(training/assets) and the "Demand" (Manager inspection). The document serves as a quality 
control mechanism, ensuring that each asset built maps directly to a Red Flag that managers 
are actively looking for, creating a closed-loop system of accountability. 

It is designed to act as a companion document to the Sales Leader Deal Inspection Guide, which 
is their “test.” Your job is to provide the “Study Guide” and the “Answer Key.” 

Sections 

• Mapping Assets to Inspection Points: Ensuring every Manager question (from Doc 2) 
has a corresponding rep tool (ROI calculator, Influence Map, etc.). 

• Mapping Skills to Red Flags: Identifying specific "Skill Drills" (15-minute exercises) to fix 
specific deal gaps. 

• The "Manager-First" Deployment Strategy: A pre-flight checklist to ensure managers 
are trained to inspect the new skill before reps are trained to use it. 

• The Golden Rule: A final litmus test for alignment. 

How to Use This Document 

• Pre-Build Audit: Before creating any new deck, workshop, or tool, run it through this 
checklist. If it doesn't map to a Manager Inspection point, do not build it. 

• Stakeholder Alignment: Use this document in meetings with the VP of Sales to prove 
that your Enablement strategy is tied to revenue outcomes, not just "learning 
objectives." 

• Gap Analysis: Use Part 1 to audit your current content library. Identify which "Red 
Flags" currently have no corresponding tools/training and prioritize building those first. 

http://www.aceleragroup.com/
https://www.aceleragroup.com/resources/files/Sales-Leader-Deal-Inspection-Guide.pdf
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Part 1: Mapping Assets to Inspection Points 
 
If a Manager asks a rep a question from the Red Flag Checklist, does the rep have the 
tool to answer it? 

The Manager Inspects 
This (Demand) 

The Enablement "Supply" (What you 
must build) 

Audit 
Status 

Category 1: Business 
Problem  
 
 
"Is the pain quantified?" 

The ROI Calculator / Value Framework  
 
 
Do reps have a simple tool to calculate the 
cost of "doing nothing" based on the 
hypothesis? 

⎕ Built  
 
 
⎕	Trained 

Category 2: Stakeholders  
 
 
"Who is the 
Detractor/Economic 
Buyer?" 

The Influence Map Template  
 
 
Is there a visual drag-and-drop tool (slide 
or whiteboard) for them to plot 
stakeholders? 

⎕ Built  
 
 
⎕ Trained 

Category 3: Differentiation  
 
 
"Why Us vs. Competitor 
X?" 

The "Why Us" Battle Card  
 
 
Not a generic feature list, but a "Landmine 
Map" showing where the competitor fails. 

⎕	Built  
 
 
⎕	Trained 

Category 5: Co-Creation  
 
 
"Did the buyer 
participate?" 

The Co-Creation Canvas  
 
 
A shared document/slide designed for 
mutual editing during the call (not just for 
presenting). 

⎕	Built  
 
 
⎕	Trained 

Category 6: Decision 
Process  
 
 
"Do we know the legal 
steps?" 

The "Close Plan" Cheat Sheet  
 
 
A one-pager detailing YOUR internal 
requirements (Legal, SecOps) so the rep 
can explain them to the buyer. 

⎕	Built  
 
 
⎕	Trained 

Category 8: Mutual Action 
Plan  
 
 
"Is the timeline shared?" 

The MAP Template  
 
 
A pre-formatted, customer-facing 
Excel/Slide template that works backward 
from the go-live date. 

⎕ Built  
 
 
⎕ Trained 
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Part 2: Mapping Skills to Red Flags 
The Manager identifies a gap. What is the specific "Skill Drill" to fix it? 

Don't just say "Coaching." Give the Manager the specific drill. 

If the Manager flags this... ...Enablement provides this specific 15-minute 
Drill: 

"Happy Ears" (Believing the 
Champion too easily) 

Drill: The "Skeptic's Pivot"  
 
 
Roleplay asking: "That sounds great, but who is 
going to hate this idea internally?" 

"Product Pitching" (Talking 
features, not pain) 

Drill: The "So What?" Game  
 
 
Manager reads a feature; Rep must instantly 
translate it to a specific financial outcome. 

"Stalled Deal" (No urgency) Drill: The "Go Dark" Voicemail  
 
 
Practice the script for re-engaging a ghosting 
prospect by challenging their timeline. 

"Weak Discovery" (Interrogation 
mode) 

Drill: The Hypothesis Handoff  
 
 
Practice stating the "Acme Corp" hypothesis and 
asking "Where am I wrong?" 
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Part 3: The "Manager-First" Deployment Strategy 
You cannot launch to the field until the Managers know how to inspect it. 

The Pre-Flight Checklist for Enablement Leaders: 

1. The "Inspection Question" Creation: 
o For every new slide deck or tool you release, you must write the exact 

question the Manager should ask to verify it was used. 
o Example: "I am launching a new Case Study. Manager Question: 'Did you 

show the client the 'Before/After' metric on slide 4?'" 
2. The CRM Integration Audit: 

o Does the Manager's Red Flag list match the required fields in the CRM? 
o If the Manager checks for 'Economic Buyer,' is that a required field to 

move to Stage 3? If not, you are creating friction. 
3. The "Train the Inspector" Session: 

o Before training the reps, run a session exclusively for Managers. 
o Agenda: "Here is the new tool. Here is why the reps will struggle with it. 

Here is the Red Flag to look for in your Friday reviews." 

 
The Golden Rule of Alignment 
If you can't find it on the Manager's Red Flag Checklist, don't build it. 

• If you are building training on "Social Selling," but the Manager never inspects 
LinkedIn activity, stop. Either get the Manager to agree to inspect it, or kill the 
program. 

• Alignment means Enablement is the Architect, and the Manager is the Building 
Inspector. You must work from the same blueprints. 
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