


SHOCKING
SALES STATISTICS

of companies struggle with lead
generation. — SalesStaff

of sales time is wasted on unproductive
prospecting. — The B2B Lead

of prospects who eventually buy are originally marked as bad
leads.

of salespeople give up after four “no’s”, but 80% of prospects say “no” four
times before they say “yes”

If you call a lead in the first 5 minutes after they've submitted a web form, they're 100x
more likely to get on the phone. - Inside Sales


http://salesstaff.com/wp-content/uploads/2015/08/Sales-and-Marketing-Stats-That-Will-Blow-Your-Mind.pdf
http://typeacommunications.com/50-statistics-b2b-sales-marketing-misalignment/

KEY SUCCESS FACTORS

Sales team is usually the one to bring the major part of profits in an organization, therefore, it is
crucial to have its process well organized, coordinated and constantly improved.

We have distinguished 5 key factors which have the most influence on sales team
performance.

DATA ANALYTICS
TRAINING AUTOMATION
MANAGEMENT ACCOUNTABILITY ) REPORTING



DATA
MANAGEMENT

There are multiple techniques of
data management which should
be applied seriatim:

=>» Data development
=» Data processing
=» Data cleansing

=» Data integration
-» Metadata
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http://www.cmocouncil.org/current_program_details.php?pid=129
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The sales team is inseparable from
marketing, therefore, things such
as cold calls and follow up
emails can easily be covered by
the marketing team.

That would save up to 20% of the
time for salespeople every day.

SR SSWAUNIOMATION

64.8%

"l
Nearly two-thirds of sales reps’ time, on average, is spent in
non revenue-generating activities.

2X

High-performing companies are 2x as likely as
underperforming companies to describe their sales processes as

automated.

10%
— o
Companies that automate lead management see a 10% or more
bump in revenue in 6-9 months time. (Strategic IC, 2017)

24%
®
Only 24% of top marketers included alignment with sales as a

priority for marketing automation. This is a potential miss. —
Adestra “State of Marketing Automation Benchmarks for

Success” (2017)




SALES AUTOMATION

Useful tools, that integrated sales and marketing teams
recommend:

Lead Generation Email Automation

e Widmo e Mailchimp

e Leadiro e Intercom

e Leads finder e SendinBlue
CRM Solutions Email Content

e Teamgate e Grammarly

e Salesforce e Hemingway

e Zoho e Email Analyzer
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American companies spend $20 billion a year on sales

training and each dollars brings $29 in incremental income. SALES

TRAINING
AND
ONBOARDING

Still 90% of the information received during the training is lost

after the first month.

In addition to that, a lot of clients related information is lost due to the

lack of information retention among sales personnel.

Therefore, one of the main criteria of successful salesperson onboarding is
the possibility to have easy access to all the client data and

communication history.
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42.5% of sales reps take 10 rlonger to become .
productive enough to contri mpany goals. — Accenture

PP TRRAARS |
However, over 80% of BZBE
ps are unprepared .
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For every additional year a closer works for the same sales
organization, deal size increases by 30%
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https://www.accenture.com/t20150523T052741__w__/us-en/_acnmedia/Accenture/Conversion-Assets/DotCom/Documents/Global/PDF/Strategy_4/Accenture-Top-Five-Improvements-Sales-Effectiveness.pdf#zoom=50

SALES ANALYTICS AND REPORTING

33% of sales people say
they prioritize leads based
on “propensity to buy”
compared to only 16% who
based it solely on intuition.

teamgate()

Despite the fact that even 85%
of sales reps say data about
customers’ propensity to
buy would make them more
effective, only 46% has it.

A

79% of sales teams
currently use or are planning
to use sales analytics
technology to increase
efficiency.

13



TICS AND REPORTING

g

for many sales teams.
However, more basic criteria such as company
size and geography still have a role to play.

33

16

As personalizing sales and marketing messages
become a common practice, sales people spend

up to of their time doing 13

14
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PROBLEM

Tasks and duties of salespeople become more complex with each day and we
believe your company wants to contribute as little as possible to the 1
trillion dollars lost yearly on sales that didn’t happen due to poorly
managed leads.

soLuTion

In this ebook, we discuss 5 main factors to pay attention to in order to
maintain healthy and profitable sales processes and built a
sustainable business with a potential to grow.

PROTIP

We suggest reducing any additional tasks sales reps might
have to a minimum using automation and third-party tools
in order to focus on their primary task - selling!

teamgate()



teamogate

The simply smart sales
CRM

with the strength to power your success

REQUEST A DEMO

The simply smart sales CRM

with the strength to power your success

Teamgate is an easy-to-use CRM software for any size of sales team.
It has been internationally recognized by leading marketplaces for
its user-friendliness and affordability.

It features countless functions to make sales daily tasks easier:
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There is a space to manage
prospect at every stage of a
sale on Teamgate. It can be

easily accessed by sales reps
and managers

DL

Integrated sales inbox
allows sending and
receiving emails directly
from your CRM.
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Teamgate CRM provides
insights into the company’s
sales process’s strenghts
and shortfalls.


https://www.teamgate.com/trial/
http://www.teamgate.com
mailto:sales@teamgate.com

