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War Rooms - The Performance
Ritual that Ignites Growth

War Rooms enable sales teams to systematically drive performance,
accelerate momentum, and translate strategic objectives into
measurable commercial outcomes.
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Sales War Room impact. Sales
organizations that implement War
Rooms have achieved up to 20%
EBITDA growth in just six months and
increased new customer acquisition by
over 50% on average.

These aren’t isolated wins - they’re the
result of a structured, disciplined
approach to sales execution that
drives focus, accountability, and
performance.

In an increasingly complex and
competitive environment, War Rooms
are proving to be a critical tool for
aligning teams, removing barriers, and
delivering measurable commercial
outcomes.

A War Room is a weekly, high-
impact sales meeting designed to
drive disciplined execution across four
critical areas:

How can a War Room help your team?

» Pipeline Progress Review.

Conduct a structured, account-by-
account review of priority deals,
tracking movement through sales
stages, validating forecast accuracy,
and identifying at-risk opportunities
requiring intervention.

Roadblock Resolution:

Surface and address specific
barriers—such as pricing objections,
stakeholder misalignment, or
operational delays—that are
hindering deal progression or
customer conversion, assigning
clear owners and timelines for
resolution.

Win/Loss Analysis:

Analyze recent closed-won and
closed-lost deals to extract
actionable insights, including
messaging effectiveness,
competitive positioning, and buyer
behavior patterns, feeding learnings
back into the sales strategy.

Quotes from Clients about pain-points addressed by War Room

"I don't have a
clear
understanding of
my priorities or
where to focus
my efforts”

‘there is not forum to escalate my
blocking points hence a lot of
backlog and unrealized potential”

"Improvement projects follow
a top-down approach and are
often developed only within
the department”

"Problems are
rarely resolved
definitively; we
apply patches to
keep the process
functioning”

“I'm not sure of what
my colleagues are
working on”
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> Pipeline Replenishment:
Review top-of-funnel activity to
ensure a consistent flow of qualified
leads, with each team member
responsible for presenting new
prospecting actions, outreach
results, and next steps to maintain
healthy pipeline coverage ratios.

The War Room methodology supports
commercial excellence across four
strategic pillars:

» Structure & Governance
» Clearly defined roles,
expectations, and processes
* Weekly sessions supported by
leadership and aligned to
strategic goals

» Tools & Integration
* Centralized dashboards for
visibility on outreach, pipeline
evolution, and order intake
* Integration with CRM systems to
streamline tracking and reporting

» Performance & Accountability
* Prospect assignments tied to
individual ownership
* Measurable KPIs and leading
indicators to guide actions and
decisions

» Continuous Improvement
» Ongoing post-mortems of
wins/losses
* A consistent rhythm of feedback
and learning
* Proven Impact Across
Organizations

Implementation. Sales teams that
implement War Rooms report tangible
improvements in alignment,
responsiveness, and commercial
performance.

The format encourages collaboration
across teams, drives clear ownership
of outcomes, and provides leadership
with a real-time view of what’s working
- and what needs attention.

Monitoring trough War Rooms to drive results & achieve objectives
Example of War Room dashboard

Branch 1 ¥ Branch 2 1M Branch 3

Assigned
Opportunities

Contacted
Opportunities

Engaged
Opportunities

RFQ

Orders

118

52 144 Leads

32 L
22. 66 Leads

1

1

36 RFQ
5

15

. 14 Orders
0

Contacts assigned through
126 306 War Room in batches of 2-3
per reps per War Room

Initial outreach conducted to
customers with conversation
in early stages

Advanced conversations with
in-person customers visits;
discussing products & needs

60 RFQs received and under
discussion and negotiation;
€8M+ opportunity

Branch 1: €1.0M in orders;
Branch 2: €3.6M in orders,
€2.0M will be invoiced in Q3
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In many commercial organizations,
War Rooms have evolved into more
than just a tactical response
mechanism, they’ve become a
foundational element of a high-
performance culture.

These purpose-driven spaces, whether
physical or virtual, bring cross-
functional teams together around
shared goals, clear metrics, and
focused execution. When implemented
well, War Rooms enable teams to
move faster, learn from the field, and
execute with greater precision.

» Created full transparency around
barriers in market entry strategies,
helping leadership quickly resolve
and mitigate key issues

» Accelerated recovery of lost
volumes, resulting in an average
20%+ EBITDA increase within six
months

» Increased new client acquisition,
by enabling the sales team to focus
more effectively on hunting, on
average +50% of leads contacted

War Rooms are a key tool of Commercial Excellence with strategic goals
across 4 axes: structure, performance, integration & continuous improvement

Structured
Collaboration

Governance

Created a centralized War Room
framework to enhance cross-branch
collaboration and transfer goods/bads

Established a clear governance
structure with weekly reviews to
ensure sustained operational
. discipiine

Supported and trained Client

Post-Eendigo  team members to maintain

Continuity momentum and continuity after STRUCTURE &
‘ Eendigo's involvement GOVERNANCE
|

Simplified Created core dashboards to TOOLS AND

implifie f key indicatt INTEGRATION

Dashboards ocus on key indicators,

n ensuring clarity and ease of use
War Room KPIs to be tracked and @

_Future C_RM integrated into CRM for continuous 3

integration tracking & accessible reporting
|

: Developed comprehensive management

Report

Tzz;; g reporting dashboards for forward looking
‘ insights and strategic adjustments

At Eendigo, we’ve worked alongside a
wide range of sales and commercial
organizations to design, launch, and
scale War Rooms that drive tangible
business outcomes.

Our clients consistently see
measurable improvements in how they
operate and deliver results, with
impact often felt within just a few
weeks. Some of the key outcomes
we’ve helped drive include the
following elements:

Defined well-structured KPIs and
leading indicators to guide
performance and target
achievement

KPIs and
Targets

Implemented a tracking system of
prospects to salespeople to drive
accountability and ownership

in Sales
Assignments

PERFORMANCE
ACCOUNTABILITY

Accountability

CONTINUOUS
IMPROVEMENT Irgplelrlnented wegtkly trackingt Continuous
o Pipel |net ] r‘;'lonlI or prospec P em—.
Q{ﬂ’ assignment and sales progress o it oring
4 i consistently I
Supported Sales Executives to ~ Unified
ensure a unified approachto ~ Performance

War Room across branches processes

» Improved onboarding and ramp-
up of new sales hires, embedding
them into the rhythm of execution
from day one

» Automated the creation of
leadership dashboards, improving
reporting quality and reducing
manual effort in preparing
commercial reviews for leadership
and shareholders.
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The bottom line. For sales
organizations under pressure to deliver
consistent results, adapt quickly to
market shifts, and maintain alignment
across teams, War Rooms offer more
than just a tactical advantage — they
provide a structural shift in how
performance is managed and
improved.

By creating a centralized space for
goal setting, performance tracking, and
issue resolution, War Rooms help
leadership and frontline teams operate
with greater clarity and focus. They
enable real-time decision-making,
reduce the noise that often clouds
execution, and reinforce a culture of
accountability — not just at the
leadership level, but across the entire
commercial function.

One of the most compelling aspects of
War Rooms is their accessibility. They
don’t require a major capital
investment or complex tech
deployments. In most cases, they can
be launched using existing tools and
systems, layered with a disciplined
operating cadence and the right
performance metrics. This makes them
an ideal solution for organizations
looking to make a meaningful impact
quickly, without waiting on broader
transformation programs.

For any sales organization aiming to
move faster, focus better, and win
more often, War Rooms are a
powerful, proven way to turn strategy
into action — and action into
measurable success.
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22ndigo

Get in touch now.

Email: office@eendigo-ops.com
Our website: www.eendigo.com

LinkedIn: www.linkedin.com/company/eendigo

Engagements 100+
in
5 continents engagements
12
} languages

Multicultural
team from 11
countries

100+ PE firms
served



