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Introduction  

• 25 years global sales & marketing executive 

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

• Research 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% 

of buyer’s journey 
completed before ever 
interacting with sales 

90% 

Selling content is never 
used in selling because 

sales can’t find the right 
resources 

58% 

Pipeline ends up in  
“no decision” (stalled) 
because value has not 

been effectively presented 

88% 

of missed opportunities 
were because sales 

couldn’t find resources 

misaligned to buyer stages not presenting right value can’t 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 

Don’t Have 

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 



Perspective 



Struggle for Effectiveness 



Areas for Improvement 

Identify and gain access to all decision makers  
  
Clearly understand the customer’s buying process   
 
Close deals in timeframe originally forecasted  
 
Conducting thorough needs analysis  
  
Differentiating from the competition  

47% 

46% 

44% 

43% 

42% 



Make it Easier 



Personalization 



Expectations vs Reality 

the Gap remains 



. 
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interconnected  
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Complement 

. 



visibility 



The Gap in Sales Execution Remains 

Reasons Why Actions  
Not Closing Gap: 

 
  
 

More Training 

however, 87% is forgotten  

within weeks 

More Sales Reps 

9 mo avg ramp up time 

58% of time not selling
 

More Content 

70% are halfway to decision  

before Sales is engaged 

Strategy 

Sales Execution 

Typical Actions to Close Gap: 

• Disconnected activities 
• Misaligned with buyer 

stages 
• Not specific to each 

selling situation 
• Can’t keep up with rate 

of change 
• Value not presented 

• Buyers more savvy 
• Sales process more complex 
• Reps have not transformed  

Gap 



. 

Sales Organization:  
Ever Growing  
Creature of  

Many Habits  



Disconnected 

Slow 

Generic 

Limited 



Key Takeaways 

Connect Systems 

Accelerate Ramp Up 

Personalize 

Greater Visibility 



Ramp Up 

Integrate Activities 

Reinforce Best Practices 

Just-in-time Information   



Personalize 

Optimize  
the right  
investments  



Connected 

Automate 
Real-time Coaching 
&  
Reinforcement 



. 

. 

Fresh Ideas 



. Breakthrough 



Breakthrough     43 

Link  
training, coaching, 

reinforcement, 

and other 

resources directly 

into selling process 

Align  
teams, processes, 

content, and 

resources 

specifically to 

buying processes 

Leverage  
existing 

investments by 

bridging them in 

an integrated 

selling process to 

drive sales 

behavior  



Download full report: 

http://info.qvidian.com/2015-Sales-Execution-Trends.html  
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RevolutionizeSelling.com 

Download the Video 
 

Share the Manifesto 
 

Join the Discussion 



Join Us for Connect 2015! 

• Revolutionize: Think Differently, 
Create Value, Succeed Faster 

• Connect 2015 features over 45 
unique sessions and a full day of 
hands-on training 

Learn More: www.qvidian.com/connect 

• All Star Cast: 

• Keynotes: Connie Podesta & Tom Sant workshop 

• Customer led sessions include expert speakers from Verizon, Ellucian, 
Blue Cross Blue Shield of MN, Splunk, and Dell among others 

http://www.qvidian.connect.com/


Q & A 

QUESTIONS? 
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