
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

   

 

  

Sample Sales Playbook 
Your sales tool for success.  

This is the partial Table of Contents of a Sales Playbook that we did for a technology company.   

The complete document contains sales tools, techniques, scripts, templates, and other 

documents that help a sales team succeed.  It is a dynamic document and will be changed as 

needed.    Good luck and good selling! 
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