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Development

The current reality of sales training and where teams need more support to succeed.

TOP TAKEAWAYS

of reps want more
P Only 4% of reps say

o training, coaching, . :
their company’s sales
O tools orcareer o .
training is best-in-class
development

More than half of

managers say their
W reps struggle most
with prospecting

of leaders want Only 39% of leaders

o managers coaching say their company
D more often and holding offers both rep and
reps accountable manager training

The Training Confidence Gap

HOW CONFIDENT ARE YOU IN YOUR COMPANY’S SALES TRAINING?

Positive

Neutral
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The Manager Goaching Gap

WHAT LEADERS WANT MANAGERS T0 DO: WHAT MANAGERS SAY THEY NEED TO DO IT:
COACH REPS HOLD REPS DRIVE CONSISTENT SALES PROCESS/ COACHING ONGOING SKILLS
MORE OFTEN ACCOUNTABLE EXECUTION METHODOLOGY FRAMEWORKS TRAINING

Demographics
EXPERIENCE LEVEL JOB FUNCTION
. Sales (Inside/Virtual) _
Leadership/Operations _

1 A Aad

Account Executive

31% 32% 31% Account Manager _
Rep/Non-Management Management Senior Leadership Sales Enablement/Training
otver |
COMPANY SIZE TOP INDUSTRIES COUNTRY
_ SaaS/Tech Publishing/Media
Enterprise
0
23% Financial Services Staffing/HR
Education/Training Consulting United States
Small
0
o Healthcare/Pharma Consumer Goods
Mid-Market
23% Logistics/Transportation Insurance

READY TO GIVE YOUR SALES TEAM THE SUPPORT THEY NEED?

Build stronger reps, better managers, and a training plan that actually sticks.
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Rep Results

TOP 3 TAKEAWAYS

o of reps say Fhe" o don’t receive any training beyond initial
0 company training was o new hire onboarding
poor or nonexistent

HOW WOULD YOU RATE THE SALES TRAINING WHAT WOULD YOU LIKE MORE OF
YOU GOT FROM YOUR COMPANY? IN YOUR DAY-TO-DAY WORK?
Best in Class Sales Training [
Helped Me Grow Tech/Tools D
Strong Onboarding '
Just 0K
Poor
No Training Team Connection/Culture [N
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Reps say that prospecting is the most challenging part of sales today

WHERE DO YOU NEED MORE SUPPORT TO IMPROVE YOUR SALES SKILLS?

@ & S

v
PROSPECTING CLOSING QUALIFYING DEMOS DISCOVERY
60% 15% 11% 9% 9%

19% of reps want more training and coaching, but 44% say training stops after onboarding

WHAT DO YOU WISH YOUR MANAGER DID DO YOU WANT MORE TRAINING AND
MORE OF TO HELP YOU SUCCEED? COACHING FROM YOUR COMPANY?

21% FIGHT FOR US 80

20% NOTHING - THEY’RE GREAT

60
16%  CALL/SKILL COACHING
16% SALES TRAINING
40
1%  CLEAR EXPECTATIONS
5% MORE 1:1 TIME 20
5%  POSITIVE FEEDBACK
0
4% PROTECTED SELLING TIME Yes No
DOES YOUR COMPANY PROVIDE SALES WHAT WOULD MAKE YOU LEAVE
TRAINING AFTER ONBOARDING? YOUR CURRENT ROLE/COMPANY?
No Training/Growth Path _
oot
422/0 Bad Leadership -
Yes Low Pay
56% -

No Belief in Product/Industry

Lack of Diversity
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READY TO GIVE YOUR SALES TEAM THE SUPPORT THEY NEED?

Build stronger reps, better managers, and a training plan that actually sticks.
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Manager Results

TOP 3 TAKEAWAYS

21%

say their teams need
more prospecting
training

499,

want more support, process, and coaching
frameworks for themselves

WHAT TRAINING AND DEVELOPMENT DOES
YOUR TEAM NEED MOST?

(Respondents selected multiple options)

Prospecting |

Time Management

Product Knowledge

Demos & Presentations
Business Acumen

Discovery & Qualification
Proposals & Value Selling
Communication Skills
Objection Handling & Closing
Referrals & Expansion
Systems & Tools

0% 10% 20% 30% 40% 50% 60%

WHAT SUPPORT DO YOU WISH YOU HAD FROM ENABLEMENT
OR LEADERSHIP FOR YOURSELF OR YOUR TEAM?

(Respondents selected multiple options)

sles Process |
sales Traning

Coaching Frameworks
Performance Standards
Career Growth

Better Tools

None, I'm Good
0%

10% 20% 30% 40% 50% 60%

97% say they need more support from leadership and enablement

DO YOUR REPS NEED MORE SALES
SKILLS TRAINING?

NO
44%

YES
56%

HOW MUCH TIME DO YOU SPEND
COACHING REPS EACH WEEK?

Not Enough
10%

I+ Hours
8%

1-3 Hours
32%

4-6 Hours
42%

DOES YOUR ORGANIZATION OFFER SALES REP

OR MANAGER TRAINING?
None
9%
21% 3T

Manager
33%

91% of companies offer some
sales training, yet nearly 3 out
of 4 reps and managers still

want more, signaling a lack of
effective training

WHAT IS THE #1 THING THAT WOULD CAUSE YOU TO LEAVE YOUR CURRENT ORGANIZATION?

NO TRAINING OR LOW BAD TOXIC POOR WORK-LIFE
CAREER GROWTH COMPENSATION LEADERSHIP CULTURE BALANCE
40% 22% 21% 11% 6%

READY TO GIVE YOUR SALES TEAM THE SUPPORT THEY NEED?

Build stronger reps, better managers, and a training plan that actually sticks.
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Leader Results

TOP 3 TAKEAWAYS

lack some confidence in Leaders rank compensation as the top driver of
8 4 o/o their company’s current #1 retention, while reps and managers say it’s
sales training plan actually training and growth

HOW CONFIDENT ARE YOU IN YOUR CURRENT WHAT FRUSTRATES YOU MOST ABOUT
REP AND MANAGER TRAINING PLAN? TRAINING OR ENABLEMENT?

(Respondents selected multiple options)

il C;o';:ide"t Very Confident Low Training Adoption

What Training Plan? 16%

14%

Low Training Buy-In
Proving Training RO
Skill Retention
Generic Training
Limited Budget

Creating Training Takes Too Long

Somewhat Confident Unsure What Enablement Does
bZ% 0% 10% 20% 30%  40%  50%

Leaders are most frustrated when training doesn’t stick, adoption stalls, and ROI is hard to prove

WHAT ARE YOUR SALES TEAM’S BIGGEST SKILL GAPS? WHAT MANAGER SKILL GAPS ARE SLOWING PROGRESS?
(Respondents selected multiple options) (Respondents selected multiple options)
50% 50%
40% 40%
300/0 300/0
20% 20%
0
109% 10%
0%
0%
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DOES YOUR ORGANIZATION OFFER SALES REP WHAT DO YOU WANT MANAGERS T0 DO MORE OF?
OR MANAGER TRAINING?
None
Somewhat S 10 Coach Reps More Often
20%
Both Hold Reps Accountable
39%
Drive Consistent Execution
Give Reps More Direction
20% Motivate and Inspire Reps
Manager 0% 10% 20% 30% 40% 50% 60%
18%
TOP 5 THINGS LEADERS BELIEVE HELP ATTRACT AND RETAIN EMPLOYEES
COMPENSATION/ WORK-LIFE TRAINING/ CAREER GROWTH/ TEAM CULTURE/
COMMISSION BALANGE DEVELOPMENT PROMOTION PATH COLLABORATION

READY TO GIVE YOUR SALES TEAM THE SUPPORT THEY NEED?

Build stronger reps, better managers, and a training plan that actually sticks.
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