
The Simulation-Based Growth Strategy Program brings a 
cross functional, customer-focused planning process that 
quickly builds consensus on the optimal allocation of growth 
resources that's developed by the selling teams that must 
ultimately execute in real world markets

SIMULATION-BASED 

GROWTH STRATEGY

Simulation-Based Growth Strategy - powered by the SABRE Simulation tool – quickly unlocks more profitable and 
sustainable growth in your business with existing resources and capabilities. Our unique approach to strategy. Our 
approach has several advantages over conventional growth planning:

• Compressed time: Gain 7 years of market experience over the course of the program

• Strategy alignment: Using a team-based approach, sales, marketing, services, production teams can all align 
around one strategy

• Scenario based:  Optimally allocate scarce growth resources using scenario-based planning methods by 
making sure you consider all alternatives and leave no stone unturned

• Actionable plans: Growth strategies are connected to execution tactics in real time

• Market driven Plans:  Strategic plans are fact-based built on your actual customer data

Based on the SABRE simulation software used by over 70 top MBA programs worldwide and grounded in the Six 
Pillars of growth strategy this unique approach to strategy provides leadership teams an A/B test for growth 
strategy where all opinions and approaches can be considered.  This simulation-based approach to growth 
planning and resource allocation is a fast, scalable way to get your sales, marketing, services and product teams to 
maximize the potential of new product launches, account cross sell, regional territory, market segment and 
business unit growth strategies. This unique approach creates a common base of understanding, consensus and 
shared experience across the teams that must buy-in, execute, and adapt to rapidly changing markets.
“Plans are worthless, but planning is everything” Dwight D Eisenhower
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A collaborative, customer-driven, team-based approach that 
develops actionable growth strategies by optimally 
allocating assets and resources to growth opportunities
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85% of CXOs are redefining sales force 

roles, assignments, customer treatment 

models, and targeting priorities to 

improve selling performance, realize 

more market opportunity, and growth 

customer lifetime value.

Optimizing territory design alone can 

increase sales by 2 to 7%, without any 

change in total resources or sales 

strategy 

An optimally designed, well-balanced, 

and aligned territory plan can improve 

seller productivity by 10-20% 

Under 20% of selling organizations have 

a data-driven, quantified, market-based 

understanding of the total market 

opportunity 

Only 36% of sales executives and 

performance professionals say they are 

effective at territory design.

B2B organizations can achieve a 10-15% 

cost reduction with territory 

optimization and employment by 

matching territory size with revenue and 

profit growth opportunities.

Most organizations that manage sales 

quota and territory planning on 

spreadsheets in a silo fail to finish 

planning before the upcoming sales 

period starts. 

Source:  The Revenue Enablement Institute 
Revenue Operations Revenue Operating System 
Report (2022), the Data-Driven Sales 
Performance Management in a 21st Century 
Commercial Model Report (2022).

Growth has become the ultimate team sport. Aligning sales, 
marketing, service, and product teams around the customer is 
essential to generating profitable, scalable, and sustainable 
organic growth in the 21st Century. Optimally allocating scarce and 
valuables selling resources around a common growth strategy is 
fundamental to generating organic growth every business -
whether you run a hyper-growth SaaS business, a Fortune 1000 
enterprise, or are attempting business transformation to a cloud 
based recurring revenue model.

The problem is that traditional approaches to growth strategy, 
planning, and territory design lack the levels of cross-functional 
collaboration, market-based insights, and bottom-up buy in, and 
agility to keep with a rapidly changing market, competitive and 
customer dynamics.

The SABRE Simulation-Based Growth Strategy provides your 
growth leadership and revenue teams a faster and more 
collaborative approach to generating territory, product launch, 
account-based marketing and business unit growth plans. This 
unique simulation-based approach has six benefits compared to 
top-down strategy development: 

1. It compresses time to test go-to-market strategies and 
scenarios seven years out into the future 

2. It can manage millions of scenarios and possible resource 
allocations to find the best combination to maximize growth

3. Balance sales force emphasis, calling priorities, customer 
targets and treatment types to generate the greatest profit and 
growth contribution and ROI, and quota attainability

4. Combine bottom-up local market knowledge and performance 
insights with top-down focus on realizing the greatest profit, 
revenue and opportunity share

5. Pressure test and adapt plans to deal with rapidly changing and 
different competitive, customer and market scenarios

6. Accelerate the time between strategy development, tactical 
planning, buy-in, communication and implementation by 
revenue teams

Why use the SABRE Simulation-Based 
Approach To Growth Planning and Strategy?

A simulation-based growth strategy maximizes your return 
on growth assets by compressing time, evaluating more 
scenarios, and integrating more perspectives
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“There is no A/B testing for growth strategy” 

Elissa Fink



How Does It Work?
The SABRE Simulation-Based Growth Strategy uses a mix of collaborative teaching, competitive simulation, 

and hands on experience to produce territory, product, account and business unit strategies that are 

profitable, adaptable to market changes, agreed upon, and immediately executable.  

Learn and apply tools and strategies for focusing 

on the highest potential accounts and aligning 

valuable selling time, resources and focus on the 

greatest opportunity in a market

Using the SABRE simulation tool cross functional 

teams test, iterate and adapt many different 

competing scenarios over 7 sales periods to 

understand the long-term impact on growth, 

profits and share and the impact of changing 

competitive, customer and market dynamics

By testing competing scenarios and trade-offs 

teams quickly and collaboratively build buy-in, 

consensus, and common purpose for the 

strategy, tactics and execution assignments from 

the sales, marketing and product teams 

responsible for execution and results

Teams take a “bottom-up” and customer 

focused approach to market strategy and 

tactical execution scenarios that evaluates many 

different combinations of product emphasis, 

targeting criteria, and treatment types to find the 

optimal allocation of time, effort and resources.

Through trial, error and shared experience, 

teams quickly build a consensus on the best 

balance of sales force emphasis, calling 

priorities, customer priorities treatment types to 

generate the greatest profit and growth 

contribution and ROI in specific markets

The process creates better planning 

assumptions and targets with a quantitative 

analysis of customer concentration, response, 

potential based on the aggregate local market 

knowledge and cross functional perspectives of 

your sales, marketing, and product  teams.
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DELIVERABLES

⧫ Access to a learning management system for up to 300 
team members to prepare and educate participants

⧫ A market strategy workshop to arm the team with market 
insights and strategic tools to prepare for the simulation-
based strategy exercise

➢ The six pillars of growth strategy
➢ Market-driven sales force strategy development
➢ A target customer, market and competitive analysis
➢ Customer deciling and concentration analysis

⧫ Access to SABRE simulation tool for up to 300 team 
members for use in competitive market simulations

⧫ A SABRE business simulation workshop where teams 
compete for share of a defined market.

➢ Up to seven selling periods
➢ Up to four competitors
➢ Up to three product markets
➢ Up to seven planning decision variables
➢ Up to 50 individual customer profiles
➢ Up to 300 teams/players competing

⧫ An execution planning workshop to document and agree 
on the optimal market strategy and tactical execution plan

➢ Territory assignments and targets
➢ Customer targets and treatment model
➢ Sales force emphasis and engagement 
➢ A rep level tactical execution plan

⧫ Strategic analysis of aggregated market data and insights 
contributed by the team, including:

➢ Customer concentration
➢ Customer response curve
➢ Customer conjoint value analysis
➢ Sales optimization curve
➢ Rep capacity, productivity and capability

Deliverables
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We will work with your team to competitively evaluate and refine a wide variety of possible resource allocation 
scenarios over time to arrive at the optimal allocation and alignment of selling resources against market 
opportunity

Execution Workshop and Coaching

Team Based Strategy Development

Market Simulation Over 7 Periods

Strategy Analysis and Refinement
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MARKET 

STRATEGY

BUSINESS 

SIMULATION

EXECUTION 

PLANNING

GROWTH 

STRATEGY

⧫ Market-driven sales 
force strategy best 
practices

⧫ Target customer, 
market and competitive 
analysis

⧫ Establish teams to and 
goals to launch the 
strategy simulation

⧫ Multiple teams 
execute competitive 
growth strategies in 
target markets

⧫ Teams adjust resource 
allocation and tactical 
execution decisions

⧫ Customer deciling and 
concentration analysis

⧫ Evaluate alternative 
approaches to growth 
share and profits

⧫ Document and agree on 
the optimal resource 
allocation and market 
strategy

⧫ Develop a tactical 
execution plan at an 
individual rep level

⧫ Analyze aggregated 
market data and insights 
contributed by the team

⧫ Refine assumptions and 
forecasts underlying the 
strategic growth plan

⧫ Evaluate strategic 
opportunities to realize 
more market potential

THE SABRE SIMULATION-BASED GROWTH STRATEGY PROCESS
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Workshop 1 Workshop 2 Workshop 3 Workshop 4

Our faculty of experts will lead sales, marketing and product teams through a workshop-based process for 
defining, simulating, and literately refining and optimizing strategies. This approach can be applied to territory 
assignments, product launch, account development and segment specific planning and resource allocation. The 
process can take one to four days depending on the growth objective and number of participants.

What Is Involved?

Our process is designed to quickly get your leadership 
team to evaluate, refine, optimize and agree upon the best 
allocation of sales resources in your target markets



THE REVENUE ENABLEMENT INSTITUTE

To learn more contact

Cam Tipping

Managing Director

ctipping@revenueenablement.com

Stephen Diorio

Executive Director

sdiorio@revenueenablement.com

The Revenue Enablement Institute™ is an advisory and research firm whose mission is to 

educate and arm the next generation of senior growth leaders with solutions, skills, 

capabilities, and best practices they will need to accelerate revenue growth and adapt to 

the new market environment. Our faculty of academics and experts are actively working 

with owners, CEOs, and their growth leaders to help them transform sales, marketing, and 

service system into a 21st Century Commercial Model that is more digital, data-driven, and 

measurable. You can learn more about our research, services and solutions at: 

www.revenueenablement.com
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