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Introduction  

Å25 years global sales & marketing executive 

ÅAuthor of many research reports on topics from people 
management to sales & marketing strategies 

ÅResearch focused on quantitative and qualitative aspects of 
sales, marketing and buyer trends 
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Selling Environment 



Less Informed Buyers 

Product Focused 

Individual Decision Making 

Go-To-Market Models 

Relationship Based 



Selling Environment 



More Informed Buyers 

Outcomes Focused 

Team Decision Making  

Go-To-Customer Models 

ROI Based 



conundrum 

Sales Leaders 





. 

Succeed Faster 



Further Complicating Selling Environment  

60% 

ƻŦ ōǳȅŜǊΩǎ ƧƻǳǊƴŜȅ 
completed before ever 
interacting with sales 

90% 

Selling content is never 
used in selling because 
ǎŀƭŜǎ ŎŀƴΩǘ ŦƛƴŘ ǘƘŜ ǊƛƎƘǘ 

resources 

58% 

Pipeline ends up in  
άƴƻ ŘŜŎƛǎƛƻƴέ όǎǘŀƭƭŜŘύ 
because value has not 

been effectively presented 

88% 

of missed opportunities 
were because sales 
ŎƻǳƭŘƴΩǘ ŦƛƴŘ ǊŜǎƻǳǊŎŜǎ 

misaligned to buyer stages not presenting right value cŀƴΩǘ find resources poor performance 



Highlights 



Executive Management Viewpoint  

0 10 20 30 40 50 60 70 80

Shortening sales cycles

Increasing deal sizes

Greater visibility

Improving overall quota attainment

Increasing win rates

Most Important to Executive Management  

71% 

59% 

48% 

43% 

41% 



Not achieving quotas  

Highlights 



Top Challenges Facing Sales Organizations  

18%  
Lack Common 

Sales Process 

19%  
Sales Cycles  

Too Long 

22%  
Inaccurate 

Pipeline 

Forecasts 

25%  
Sales Managers 

5ƻƴΩǘ IŀǾŜ 

Enough Time to 

Coach 

27%  
Difficulty 

Establishing 

 ROI 

29%  
Difficulty 

Presenting 

Differentiation 

 



Top Sales Objectives 

0 10 20 30 40 50 60

Reduce sales cycle

Optimize deal size

Improve margins

Increase sales effectiveness

Increase win rates of forecasted deals

Up-sell/Cross-sell existing accounts

Capture new accounts

Top Sales Objectives for 2014  

57% 

#2  
Up-sell/Cross-

sell Existing  

Accounts 

#1  
Capture New 

Accounts 

43% 

36% 

30% 

23% 

19% 

15% 



More Choices 



Increasing Pressure  



Quota Attainment 



. Ramp Up Faster 



Gap Widening 



Sales Rep Ramp Up 

Disconnected 


