
Success Story

BridgeStreet Optimizes
New Client Acquisition Through Sales Process and 

Technology Adoption

The Challenge
BridgeStreet Global Hospitality is the leading 
international provider of serviced apartment 
experiences.  BridgeStreet had to rejuvenate its 
existing lead generation and sales processes and 
sales technology platform to optimize net new 
client acquisition and to ignite spending by 
existing clients. 

How to increase the success of the existing 
demand generation team with an updated lead 
process? 

What is the best sales process to help the sales 
team improve their earnings and have fun 
selling? 

How can BridgeStreet ignite client adoption and 
consumption after the deal closes?

Can the sales team transform from competing 
on price to competing on value? 

“Great rigor and 

discipline in selling comes 

from a sales team that 

has adopted a client-

focused sales process and 

is engaged in strong 

ongoing deal coaching.”             
Managing Director

Benchmark Now

Compare your company against 
over 1,400 companies in the QSS 
Sales Optimization database and 
receive a tactical action plan with 
definitive corrective actions. 
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The Environment

The world of serviced apartments is continually 
evolving as technology meets hospitality. 
BridgeStreet is at the nexus of this change, 
providing ‘peace of mind’ for its guests while 
delivering in the digital, ‘always on’ world of the 
business traveler.  The strength of the BridgeStreet 
brand is now driven by both the quality of its 
properties and the ease and functionality of its end-
to-end technology platform. 

To keep pace with market demands, BridgeStreet 
needed to change how they sell.  The key was to 
understand their clients and establish why they are 
far better off with BridgeStreet than with 
competitors – BridgeStreet needed to sell on value, 
not on price.

The Solution 

BridgeStreet, in conjunction with QSS, executed a sales 
process optimization initiative (lead to cash) to drive 
new demand, streamline the sales process, and provide 
real-time coaching to assist in closing must-win deals.

• To drive quality pipeline, QSS developed a lead 
generation plan, implemented the Act-On marketing 
automation system and created out-bound 
campaigns.

• Through client engagement and value modeling, 
BridgeStreet was able to enhance the quality and 
value of the prospect conversation – aligning the 
sales team with the buyer’s journey and integrating 
this process into BridgeStreet’ s existing CRM 
system.

• Adoption and utilization is mandatory for any new 
sales process.  To drive success, QSS delivered a 16-
week adoption program that included online 
process reinforcement and real-deal coaching on 
“must-win” deals.

• After the sale is completed, igniting clients to use 
services is paramount to success.  To ignite 
accounts, QSS created engagement models to assist 
with ensuring accounts consume room nights.

The Results 

The project required a deep assessment of the 
existing sales process and the buyer’s journey.  
Coupled with a strong integration strategy and 
the deployment of an ongoing training 
program, BridgeStreet changed how they 
approached selling.
• BridgeStreet now has a highly-adopted 

sales process that is focused on driving 
client value.

• Strong deal qualification and effective 
early-stage client engagement help to 
improve sales rep efficiency.

• Ongoing webinars facilitate the sharing of 
best practices and process rigor with the 
sales team.

• Revenue has increased with significant net-
new wins at Fortune Global 500 
companies.

“The integration of our 

demand generation 

campaigns into our CRM 

system greatly improved 

sales rep time to lead 

follow up and overall 

pipeline quality.”             
Managing Director

Benchmark Now

Compare your company against over 1,400 
companies in the QSS Sales Optimization 
database and receive a tactical action plan 
with definitive corrective actions. 
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