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Sales Team Challenges and Skill Gaps

A reality check on sales challenges, skill gaps, and what teams need to succeed.

TOP TAKEAWAYS
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Managers know their
reps need more
coaching, but don’t
have time

52% of leaders want 40% of leaders want
their managers to their reps to pick up
coach more often the phone more often

The Gap Between Sales Outreach Effort and Results

Where reps spend their outreach time

¢ What channels actually book meetings/close deals
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The Gap Between Sales Manager Priorities and Reality

What managers know they need to do What gets in their way
®) - .— an
Coach Develop Their Drive Too Many Admin & CRM Rep Fire
Consistently Team Execution Meetings Work Drills

Demographics
EXPERIENCE LEVEL JOB FUNCTION
a sals (o) |
Leadership/Operations _
. L 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 HELP YOUR SALES TEAM CLOSE SKILL GAPS?

Uncover what'’s holding them back and where training makes the biggest impact.
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Rep Results

TOP 3 TAKEAWAYS

0 :;"rﬁ]pst?)nra;gzl\]l II:;[;I? ; o of reps want fewer internal meetings
o : o and emails so they can focus on selling
customers, faster

WHAT PART OF THE SALES CYCLE ARE YOU WHAT WOULD MAKE YOU LEAVE
STRUGGLING WITH MOST? YOUR CURRENT ROLE/COMPANY?
60% No Training/Growth Path |EEEEEE
90% Burnout |
0% Bad Leadership =
30:/" Low Pay [
?80;: No Belief in Product/Industry
09 - N Lack of Diversity
Prospecting Closing Qualifying Demos Discovery 0% 10% 20% 30% 40% 50%

43% of reps would leave their role without training or a clear growth path

WHAT WOULD YOU LIKE MORE OF WHAT NON-SELLING ACTIVITIES
IN YOUR DAY-T0-DAY WORK? WOULD YOU LIKE LESS OF?

Goaching
19%0

Training/ SR Internal
Tools/Tech " Development . erga;%mal : Meetings
35% YA

Reps want fewer manager 1:1 meetings, unless they include call or skill coaching

WHEN PROSPECTING, WHAT % OF OUTREACH WHICH OUTREACH CHANNEL BOOKS THE MOST
IS DONE THROUGH EACH CHANNEL? MEETINGS OR CLOSES THE MOST DEALS?
Text Text
9% Social 9%
1%
Social
17% Email
40%
Phone
53%
Email
31%
Phone
34%
Email dominates outreach activity, but phone is what wins meetings and deals
WHAT’S THE BIGGEST BENEFIT OF VIRTUAL SALES VS. FIELD/FACE-TO-FACE?
O a°s 5]2
MORE EFFICIENT/ REACH MORE PREFER SELLING WORK-LIFE CLOSE MORE
PRODUCTIVE CUSTOMERS FACE-TO-FACE BALANCE DEALS
38% 31% 15% 13% 3%

READY TO HELP YOUR SALES TEAM CLOSE SKILL GAPS?

Uncover what'’s holding them back and where training makes the biggest impact.
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Manager Results

TOP 3 TAKEAWAYS

o S?S‘;E,::Sapricmg;elit;d o say more coaching time and better training
o 5 0 is what their team needs most to succeed

barrier to hitting goal

WHAT DAILY TASKS OR TOOLS DRAIN THE WHAT’S YOUR BIGGEST DAILY
MOST ENERGY FROM YOUR DAY? FRUSTRATION AS A MANAGER?

Handling Rep Issues
14% CRM Updates

23%

Admin/HR Tasks
14%

Internal Meetings

Coaching Prep 18%
14%
Forecasting & Reporting
11%
WHAT’S YOUR TEAM’S BIGGEST WHAT DO YOU WISH YOU HAD TO FIX
CHALLENGE HITTING GOAL? THAT PROBLEM?
Better
Weak Messaging e Tools|  More
Low Outbound Dials 80/ ]
Not Enough Leads | EEG_— B Ccaching
Low Connect Rates [N Ll Time
Weak Discovery/Value NN 13% 27%
Closing & Objections [
Poor Lead Quality ©°
Losing to Competitors Better Leads  Better Rep
0% 5% 10% 15% 20%  25% 20% Training

WHAT REPS WANT MORE OF FROM THEIR MANAGER

21% FIGHT FOR US

1%  CLEAR EXPECTATIONS

2% MORE 1:1 TIME

20% NOTHING - THEY’RE GREAT

16% CALL/SKILL COACHING 2%  POSITIVE FEEDBACK
16% SALES TRAINING 4% PROTECTED SELLING TIME

32% of reps want more coaching and skill development from their manager

HOW REPS RATE THEIR CURRENT MANAGER

13

®

MAKES ME BETTER BETTER THAN TOTALLY NEEDS SCREEN DOOR
AT MY JOB MOST AVERAGE IMPROVEMENT SUBMARINE
29% 36% 16% 12% 1%

READY TO HELP YOUR SALES TEAM CLOSE SKILL GAPS?

Uncover what'’s holding them back and where training makes the biggest impact.
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Leader Results

TOP 3 TAKEAWAYS

o b |mpr0vmg out.bound coaching more often and more effectively is
o prospecting effectiveness

s a top priority a top improvement priority for managers

Leaders want managers to drive process, but managers say their is no process

TOP INTERNAL AND EXTERNAL FACTORS LIMITING PERFORMANCE METRICS AND PRODUCTIVITY
SALES TEAMS FROM HITTING GOAL GAPS LIMITING GOAL ATTAINMENT

(Respondents selected their top 3)

Outbound Effectiveness
Revenue Expansion

Inconsistent Team Execution
No Consistent Sales Process

Hiring & Retaining Sales Talent Outbound Activity
Economic Pressures Close Rate
Internal Direction Changes Pipeline Velocity
Manager Skill Gaps Ramp to Quota
Competitive Pressure Pipeline Conversion
Poor Metrics & Visibility Selling Time

50

TOP SKILLS LEADERS SAY REPS NEED TO IMPROVE TOP SKILLS LEADERS SAY MANAGERS NEED TO IMPROVE

TIME MANAGEMENT AND 1 MAKING THE SHIFT FROM
PRIORITIZATION REP TO MANAGER
9 IDENTIFYING CUSTOMER 9 CONSISTENT COACHING AND
CHALLENGES AND OPPORTUNITIES DEVELOPING REPS

BUILDING AND PRESENTING 2 DRIVING PROCESS,
VALUE ACCOUNTABILITY, AND EXECUTION

WHAT LEADERS WANT REPS TO DO MORE OF WHAT LEADERS WANT MANAGERS T0 DO MORE OF
(Respondents selected their top 3) (Respondents selected their top 3)
60% 60%
50%

40%

30%

20%

10%

0%

READY TO HELP YOUR SALES TEAM CLOSE SKILL GAPS?

BOOK A CALL TODAY

Uncover what'’s holding them back and where training makes the biggest impact.
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