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What you are going to read: 

1. What is customer acquisition and why is it important? 

2. What you can do to increase customer acquisition? 

3. Critical assumption & test 

4. Sources 

5. Implementation guide 

Sales effectiveness and efficiency are core drivers of an organization's profitability and 

growth. By ensuring that sales teams operate at peak performance, companies can 

maximize revenue while simultaneously minimizing wasted effort, resources, and time.  

An effective and efficient sales process not only leads to higher sales figures but also 

enhances customer satisfaction and loyalty. It also fosters a culture of continuous 

improvement within the sales team, pushing them to consistently refine and perfect 

their strategies. 

Based on a comprehensive review of the literature, the following are the evidence-

based options that can be implemented to increase customer acquisition : 

https://www.google.com/
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• Description: Implement a growth mindset training program to cultivate an adaptive 

mentality. 

• Implementation plan: Develop and roll out a training module on cultivating a 

growth mindset. 

• Roles and responsibilities: HR to develop the program, team leaders to ensure 

participation. 

• KPI's: Pre- and post-training surveys to measure mindset change. 

• Description: Conduct workshops to improve decision-making skills in customer 

acquisition. 

• Implementation plan: Arrange quarterly workshops with an expert facilitator. 

• Roles and responsibilities: HR to organize, team members to participate. 

• KPI's: Track changes in decision quality and speed post-workshop. 

• Description: Analyze market data to identify high-value customer segments. 

• Implementation plan: Use existing data to perform a customer segmentation 

analysis. 

• Roles and responsibilities: Marketing to conduct analysis, sales to implement 

findings. 

• KPI's: Increase in new customers from targeted segments. 

• Description: Introduce a comprehensive sales training program focused on 

customer acquisition. 

• Implementation plan: Develop or purchase a sales training program and roll it out. 

• Roles and responsibilities: Sales managers to oversee training, HR to monitor 

effectiveness. 

• KPI's: Improvement in sales metrics and customer acquisition rates. 



 

 

• Description: Foster collaboration among teams involved in customer acquisition. 

• Implementation plan: Facilitate regular cross-departmental meetings and 

activities. 

• Roles and responsibilities: Managers to organize, team members to actively 

participate. 

• KPI's: Increase in cross-functional projects and customer acquisition metrics. 

• Description: Create a map of the customer's journey from awareness to purchase. 

• Implementation plan: Develop a customer journey map and identify points for 

improvement. 

• Roles and responsibilities: Marketing to create the map, sales and support to 

provide input. 

• KPI's: Improvement in customer experience metrics. 

• Description: Develop and execute a content marketing strategy to attract new 

customers. 

• Implementation plan: Create a content calendar and allocate resources. 

• Roles and responsibilities: Content team to produce, marketing to distribute. 

• KPI's: Increase in web traffic and new customer sign-ups. 

• Description: Implement a CRM system to manage and analyze customer 

interactions. 

• Implementation plan: Choose a CRM software and integrate it into the existing 

workflow. 

• Roles and responsibilities: IT for implementation, sales and marketing to use the 

system. 

• KPI's: Increase in customer retention and acquisition rates. 



 

 

• Description: Utilize data analytics tools to measure and optimize customer 

acquisition efforts. 

• Implementation plan: Procure and implement data analytics software. 

• Roles and responsibilities: Data team to analyze, marketing to apply insights. 

• KPI's: Improvement in customer acquisition cost and lifetime value. 

• Description: Implement A/B testing to optimize website and marketing channels. 

• Implementation plan: Develop A/B tests for key customer touchpoints. 

• Roles and responsibilities: UX designers to create tests, data team to analyze 

results. 

• KPI's: Increase in conversion rates across tested channels. 

• Description: Leverage performance marketing to gain customers through specific, 

measurable campaigns. 

• Implementation plan: Identify key customer segments and channels, then allocate 

budget for paid campaigns. 

• Roles and responsibilities: Marketing team to strategize and implement, analytics 

team to monitor performance. 

• KPI's: Cost per acquisition, return on ad spend, click-through rates. 

Please note that the above options are crafted based on generalized situations, and the 

context and unique attributes of your organization should be considered for tailored 

solutions.  

For more personalized and in depth solutions check out www.lowcostconsultancy.com 

https://freeconsultancy.com/how-can-we-increase-sales-effectiveness-and-efficiency/_wp_link_placeholder


 

 

Critical assumption: The most critical assumption is that increased customer 

acquisition will directly lead to improved business outcomes, such as revenue growth, 

market share expansion, or enhanced customer lifetime value. 

Test: To validate this assumption, implement a short-term pilot campaign targeting 

new customer acquisition and closely monitor key business metrics before and after. 

Assess the correlation between increased customer acquisition and the targeted 

business outcomes.  
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Please note that while the sources listed provide substantial knowledge on the 

subjects, exact numbers, facts, or detailed insights should be extracted from the 

original publications for full context.  

Check out the implementation guidelines and unique GROWTH-canvas© to ensure you 

integrate your specific context and select the right options to overcome your business 

challenge. You can find more information here. 
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