
Enterprise sales organizations feel pressure to reduce costs while seeking more efficient ways to sell. HGS Sales Support solutions 
are proven to save sales reps time, save businesses money, and contribute to increased revenue generation. 

HGS Sales Support enables:

Optimized salesforce tool adoption, improved data accuracy, and better content management through 

expert trainers. Teams also gain business intelligence through the support of marketing programs, 
product development, and better sales targeting.

Increased selling time and improved relationship management. HGS Sales Support 
manages and accelerates marketing programs through cross-functional teamwork, including internal teams and 
external vendors.

Reduced time to proficiency and improved ongoing training for sales reps by using HGS 
Sales Support experience and knowledge to deliver training on company programs, technology, and company 
policies.

Improved efficiency and visibility related to supply management, sales analysis, and customer 
information. Using company data and reporting tools, HGS provides real-time standard or adhoc sales management 
reporting.

Improve Enterprise Sales with 
Speed, Effectiveness,  
and Visibility

20% 
Reduction in administrative 

time for sales staff

1 
Extra day per rep  

per week
15+ 

Years of success

1 to 1 
Dedicated sales support 

specialist for every sales rep



About HGS
HGS is a leader in optimizing the customer experience and helping our clients to become more 
competitive. HGS provides a full suite of business process management (BPM) services from 
consumer interaction solutions to platform based back office services and digital enablement 
solutions. By applying analytics and interaction expertise to deliver innovation and thought 
leadership, HGS increases revenue, improves operating efficiency and helps retain valuable 
customers. HGS expertise spans the telecommunications and media, healthcare, insurance, 
banking, consumer electronics and technology, retail, consumer packaged goods industries, as 
well as the public sector. HGS operates on a global landscape with around 40,000 employees 
in 65 worldwide locations delivering localized solutions. HGS, part of the multi-billion dollar 
Hinduja Group, has over four decades of experience working with some of the world’s most 
recognized brands.
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Contact us at:
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@TeamHGS

www.teamhgs.com

More than 15 Years of Strong, Continuous Expertise 

Using a proven and successful model, HGS provides dedicated support to teams of sales reps, 
anticipating their ongoing needs, and understanding their budget constraints and business plan 
goals.

With our client system integration capabilities and a multi-channel approach, HGS Sales 
Support Specialists use technology to optimize customer engagement. While working with 
cross-functional teams, they are able to create standard operating procedures to ensure a high 
level of consistency in sales process and pipeline.

The HGS Advantage
HGS Sales Support Specialists are given ongoing training, leadership, and development 
opportunities. On-site leadership provides monthly KPI quality and metric reporting, based on 
client-set parameters.

In-house formal training and expertise is provided for multiple sales reporting databases 
and software, including Microsoft Office Suite and multiple sales management systems, 
such as Salesforce and SAP Web Intelligence. This ongoing expertise and training allows HGS 
to optimize sales force tool adoption with field teams, provide accurate data, and manage 
customer information.

In addition, HGS has the capacity to fulfill long-term or temporary projects with varying levels 
of experience, as well as the ability to flex staffing size as needed.

Proven Success 
for a Global B2B 
Company 

An 800+ field sales 
force struggled to 
complete administrative 
responsibilities while 
maintaining and growing 
customer relationships.

HGS Sales Support 
Specialists:

• Increased customer growth 
by giving sales reps back 
8-10 hours of selling time 
each week.

• Provided consistent 
reporting from company 
systems on an ongoing basis.

• Streamlined processes by 
creating and implementing 
standard operating 
procedures.

• Reduced onboarding time 
to proficiency by using 
custom trainings for policies, 
programs, and technology.

“There would not be enough 
time in the day to do what 
a District Sales Manager 
has to do with his or her 
own office time. The Sales 
Support role is needed!”

District Sales Manager, 
Leading Agricultural B2B 
Company


