
THE ODDS
ARE AGAINST YOU
Are you gambling away your REVENUE?

Best in class sales organizations require a holistic view of sales enablement to support 
successful teams & beat the odds, but most organizations fail to do so.

The Win Rate of Most Sales Teams is Worse Than The Odds at a Craps Table.
(46.4% win rate on forecast)

TECHNOLOGY

71% of sales reps say they 
spend too much time 

on data entry. 

Technology should be making 
a sales reps job easier - 

not harder, & give them more 
time to do what they were 

hired for: selling.

74% see CRM as a “hidden
sales tax” because of the

signi�cant time requirements
for inputs & maintenance. 

Only 33% of a sales rep’s
time is spent 

actively selling. 

PROCESS

Only 25% of leads are 
legitimate

& will advance to sales.

Process helps your reps: meet
customers where they are, avoid 

wasting time on unquali�ed leads,
& spend more time with

 clients that will drive revenue. 

Companies with dynamic, 
adaptable sales processes, 

reported 10% more sales people 
on quota. 

Dynamic coaching
processes improves
win rates by 28%. 

People

The current turnover rate is 
16.3%, & 67.3% of sales org 

are planning to add net-new 
sales people. 

New sales reps are inevitable; 
making onboarding critical for 
improving a sales persons time 

to value & giving them 
con�dence in front of customers.

85% say they
do not feel sales has the 

knowledge they need to win. 

60.7% of orgs report the 
average ramp up time for a 
sales person is 7+ months. 

Sources: CSO Insights, Forrester Research, IDC, Gleanster Research, Toutapp, 5600blue 

Are you Ready to stop Gambling
Away Your REVENUE?

Buyers are 74% more likely 
to buy from sellers who 
create a buying vision. 

Reps that are combining training,
skills & knowledge to deliver 

timely insights to their 
customers get results and 

more frequently attain quota.

Only 10% of reps use their 
company’s sales methodology;

on average, retention rates 
drop to 30% after 30 days. 

High performers are 2.7x more 
e�ective at educating & 

collaborating with buyers. 

SKILLS

Contact us Today: www.think5600.com


