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Research Across the Sales Cycle

The sales world is in constant flux. With longer buying cycles, the rise of Al,and Whether you're looking to enhance your team's capabilities, improve your own
the shift to virtual selling, it'’s tougher than ever to know what’s working. As sales skills, or stay informed about industry trends, these findings can help
decision-making teams grow more complex, staying on top of these changes guide you.
is crucial. .

Discover:

We've got you covered. ) ) . .
How Top Performers outshine their peers in key sales metrics

Research from the RAIN Group Center for Sales Research cuts through the
noise, revealing the key factors behind successful sales strategies, the biggest
challenges sales teams face today, and what buyers are looking for. Tactics for crafting compelling solutions and presentations

The most effective strategies for prospecting and needs discovery

This data-driven resource offers practical information for sales professionals and Insights into buyer preferences and decision-making processes

leaders across every aspect of the sales process, including:
Best practices for virtual selling, sales management, and productivity

Prospecting methods
Which elements to include in highly effective sales training

Buyer decision-making factors
Armed with these insights, you'll be equipped to drive performance, close more

Opportunity management deals, and excel in the challenging world of sales.

Virtual selling approaches
Value proposition development
Account management
Negotiation strategies

Winning
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"Top-Performing Sellers vs. 'The Rest

1

In RAIN Group's global research, Top-Performing Sellers are defined as those who: Top—Performing Sellers Outperform Across the Sales Cycle

« Meet their annual sales goals

. 63% more likely to generate referrals
« Have challenging sales goals
; ; 0 o : o
« Having an average win rate greater than 50% 5 /o more likely to maximize cross- and up-sells
. .
Achieve premium pricin o
P P 9 58 /O more likely to lead thorough needs discoveries
o . .
63 /O more likely to communicate strong ROI cases
KEY TAKEAWAY

5 90/0 more likely to collaborate with buyers deeply

across the buying process

Top-Performing Sellers consistently outperform across the entire sales cycle,

from prospecting to winning deals and growing accounts.
P P 9 9 9 9 O/ more likely to influence buyer thinking
57 S about what to buy
0/ :
O @] more likely to make the overall value case
5 o) more likely to lead highly effective finalist presentations
81% more likely to overcome price pressure and maintain margins

& & & & @ & @ 729, g

1 RAIN Group Center for Sales Research, The Top-Performing Seller
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'T'he Buyers’ View

Understanding what buyers want is crucial. Research shows that buyers are Buyers Share What Influences Their Purchase Decisions’
more receptive to seller engagement than many assume, particularly when sellers

focus on value creation, collaboration, and bringing new ideas to the table. MODERATELY,/VERY/EXTREMELY INFLUENTIAL

Buyers generally welcome seller interaction throughout their buying process,

starting from early exploration. However, a seller’s success depends on 60/
understanding how buyers define value, evaluate providers,and make 9 J /0
purchase decisions.

Q3% Q2% Q2% Q2%

These statistics reveal key insights into buyers' perspectives, preferences, and
what influences their decision making.

KEY TAKEAWAY

Buyers are open to seller outreach and value insights that can drive business
results, especially early in their buying process.

Focusing Collaborating Educating buyers  Providing valuable  Deepening buyers’
on value with buyers with new ideas insight related to understanding
buyers’ industry of their needs

2 RAIN Group Center for Sales Research, Top Performance in Sales Prospecting
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Sales Prospecting

Effective prospecting is the foundation of a strong sales pipeline. Despite Content T hat Influences Buyers to Accept 1 Meeting3
varying perspectives on prospecting methods, consistent success comes from a

systematic approach. VERY/EXTREMELY INFLUENTIAL

Top sales prospectors achieve results through deliberate engagement strategies
and structured outreach processes. They adapt their methods based on specific 6 0/
o

situations while maintaining a disciplined approach to grow their pipeline. )
Primary research

- R . data relevant to the
These statistics reveal key insights into buyer preferences and successful buyer’s business

prospecting strategies, highlighting the importance of understanding what
motivates buyers to engage.

®

©)
67%
Descriptions of the
provider’s capabilities

67%
Content 100% customized

to the buyer’s specific
KEY TAKEAWAY situation

Successful prospecting requires persistence, customization, and providing
value through education and insights.

66%

Insights on the use of
6 O/ products or services to

5 9 solve business problems
Best-practice methodology
based on the provider’s
area of expertise

0]
63%
Insights into new and

emerging business issues
or market trends

O
63%
Financial justification,
such as ROI case

3 RAIN Group Center for Sales Research, Top Performance in Sales Prospecting
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The Sales Environment

Today's sales environment is characterized by longer sales cycles, increased
decision complexity,and a growing risk of lost opportunities.

Success in this environment requires a compelling value proposition and clear
path to results that creates momentum with buyers. Understanding both buyer
needs and the purchasing process enables sellers to align their approach for
maximum impact.

Here's what sales organizations are experiencing in this environment:*

* 43% of sales leaders report sales cycle times have increased.

* 44% of sales leaders say the percentage of opportunities lost to no
decision has increased.

» 84% encounter challenges due to an increase in the number of decision
makers involved in each sale.

KEY TAKEAWAY

Sales organizations must adapt their strategies to navigate these challenges
with a particular focus on talent development and skill enhancement to
meet evolving buyer needs.

4 RAIN Group Center for Sales Research, Top Challenges and Priorities of Sales and Enablement Leaders
5 RAIN Group Center for Sales Research, Top Performance in Sales Prospecting

© RAIN Group

Top Challenges of Sales and Enablement Leaders’

)
85%
Recruiting and hiring for
strong sales talent

(0]
89%
Developing
sales skills

VERY/SOMEWHAT CHALLENGING

e
&
O O
86% 86%
Selling in an Generating qualified
uncertain economy sales-ready leads

T
ARA
@) o)
82% 84%
Developing Dealing with an increased
sales managers number of decision-makers

in buying organizations
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Needs Discovery

Uncovering buyer needs is crucial for tailoring solutions and demonstrating TOp Performers Fuﬂy Uncover Buyer Needs’
value. Effective discovery requires moving beyond standard questions to
understand what truly drives buyer priorities and decisions. T

While discovery typically begins with initial conversations, continuing to

uncover needs throughout the sales cycle strengthens value, enhances O/o
negotiation position,and deepens existing account relationships. Strong 60

discovery skills—especially active listening—form the foundation of every more likely to change buyer thinking about needs

meaningful buyer interaction. O/
5300000000000

KEY TAKEAWAY more likely to be patient to allow all needs to surface
. . o
Top Performers excel at uncovering and understanding buyer needs, 47 O . . . . . . ' . . l

which forms the foundation for effective solution crafting and value

proposition deve lopment more likely to ask the right questions

4000000000

more likely to ask enough questions

44000000008

more likely to listen actively

3600000001

6 RAIN Group Center for Sales Research, The Top-Performing Seller more likely to dive deep to surface hidden needs
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Solution Crafting

Once needs are identified, crafting the right solution is key. Ideally, this should TOp Performers Craft Compelling Solutions’
include collaboration with the buyer. Involving buyers in developing the solution

h hem feel in ini nd mor mmi moving forward.
elps them feel invested in its success and more co tted to moving forward B

Additionally, you’ll need to communicate your value case in terms of both
business and emotional impact. The buyer must understand both the urgency of
moving forward and your ability to deliver the promised results.

If you’ve been leading incisive conversations up until this point,you're in a good
position to do this. However, there’s more to consider.

more likely to craft more likely to display more likely to educate more likely to
KEY TAKEAWAY compelling solutions expertise about how buyers with new ideas build excellent
to apply offerings about what to buy responses to RFPs
Top Performers are adept at collaboratively crafting solutions that align with
buyer needs, influencing buyer perceptions about the best approach and

demonstrating expertise in applying their offerings.

7 RAIN Group Center for Sales Research, The Top-Performing Seller
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Solution Presenting

Presenting solutions effectively can make or break a deal. The best Top Performers Present Solutions Convincinglyg
presentations focus on deepening trust, building excitement, and creating
opportunities for collaboration. THE BEST SELLERS ARE-

607 557% 517

Top Performers excel at presenting compelling value propositions and
differentiating their solutions from competitors.

more likely to more likely to more likely to
make the overall make effective present solutions
value case differentiation cases persuasively

5% 397%

more likely to more likely to
inspire confidence highlight results
buyers will achieved by
achieve results other customers

8 RAIN Group Center for Sales Research, The Top-Performing Seller
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Sales Negotiating

Successful negotiation reguires a balance of skills to consistently create strong
agreements, win more sales at better terms, and handle whatever buyers throw
your way.

Negotiation capabilities are more important than ever. In a complex sales
environment, with more informed buyers and procurement’s growing influence,
sellers must be prepared to lead negotiations effectively.

Top sellers understand negotiation dynamics, recognize buver tactics,and know
how to trade for value rather than simply reduce prices.

KEY TAKEAWAY

Top Performers are significantly better at negotiating, maintaining margins,
and creating positive outcomes, leading to higher satisfaction with
negotiation results and better pricing achievement.

9 RAIN Group Center for Sales Research, The Top-Performing Seller
10 RAIN Group Center for Sales Research, Top Performance in Sales Negotiation

© RAIN Group

Top Performers Create Positive Negotiation Outcomes’ "

THE BEST SELLERS ARE:
R 2
A e
/ - ) e
12.5X 3.IX 3.5X
more likely to be satisfied more likely to achieve more likely to be
with the outcome of negotiations target pricing confident in negotiating
: | : | : %
ﬁQ 1 Qﬂ
2.2X 2.2X 3.8X
more likely to know when more likely to manage their more likely to understand the
to walk away from a deal own and the buyer’s emotions power and leverage held by each side
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Winning

Top Performers show significant advantages in winning sales. They

navigate the sales process and manage their sales opportunities strategically
and successfully.

Top Performers achieve results through methodical planning and their ability
to position solutions as priorities for buyers. In a world of extended sales
cycles, they excel at maintaining momentum and staying relevant to key
decision makers.

KEY TAKEAWAY

Top Performers are more effective at closing deals and winning
competitive bids.

11 RAIN Group Center for Sales Research, The Top-Performing Seller

© RAIN Group

more likely to influence
buyer thinking about
the solutions they need

Top Performers Close More Deals™

THE BEST SELLERS ARE:

more likely to build more likely to develop more likely to outsell
a sense of urgency strong action plans to win the competition in
for action their most important saless competitive bids
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Value Focus

Communicating value is essential throughout the sales process. This means
opening the buyer’s mind to new possibilities and educating them on ideas and
perspectives they haven’t considered.

Every purchase involves risks that must be addressed directly. Instead of
avoiding these concerns, acknowledge them openly and demonstrate how you’ll
mitigate them.

Build confidence in your ability to deliver by sharing examples of past successes.

Top Performers excel at creating and communicating value propositions
that resonate with buyers, differentiate their offerings, and substantiate
their claims.

12 RAIN Group Center for Sales Research, The Top-Performing Seller

© RAIN Group

Top Performers Communicate Value
Throughout the Sales Process”

THE BEST SELLERS ARE:

63% 60% 51% 39%

more likely to make
and communicate strong
ROI and financial cases
for buyers

more likely to
present overall value
cases persuasively

more likely to
inspire confidence in
buyers that they’ll achieve
desired results

more likely to know and
highlight the results
they’ve achieved
for others
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Relationships

Strong relationships are the backbone of successful sales. With each interaction Top Performers Build and Maintain Strong
throughout the sales process and beyond, Top Performers build deeper Relationships with Buvers®
connections that set them apart from other sellers. psW uy

Building trust in both your solutions and your expertise creates a foundation for THE BEST SELLERS ARE:
lasting partnerships. When buyers view you as a trusted advisor, they proactively
seek your guidance and are more likely to expand their relationship with you

; 0]
over time. 91 /o more likely to develop enterprise-level relationships
O/ : S : :
fe] more likely to inspire buyers to reach out to them for advice and ideas
KEY TAKEAWAY

Top Performers excel at building and maintaining strong relationships with
buyers, positioning themselves as trusted advisors.

6 O/ more likely to build strong, long-term relationships
3 B4 with buyers

(@)
53 /O more likely to connect personally with buyers
46% more likely to present
themselves professionally

13 RAIN Group Center for Sales Research, The Top-Performing Seller
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Conversations

Effective communication is critical in sales. Every interaction offers a chance to Top Performers Master Sales Conversations™
build value, strengthen relationships, and advance opportunities.

Successful sales conversations balance advocacy and inquiry. Incisive questions THE BEST SELLERS ARE:
encourage buyers to share their needs, while thoughtful guidance helps them
explore new possibilities. Top sellers know when to listen and when to lead.

KEY TAKEAWAY

Top Performers demonstrate superior communication skills,
effectively engaging buyers through storytelling, balanced dialogue,
and expert knowledge.

62%

more likely to lead
individual sales
conversations effectively

577%

more likely to
tell good stories

50%

more likely to communicate
compellingly in written form

0]
28%
more likely to balance
advocacy and inquiry

0)
227
more likely to lead

multi-person sales
conversations effectively

14 RAIN Group Center for Sales Research, The Top-Performing Seller
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Influence

Top-Performing Sellers are skilled at influencing buyers, engaging with key
decision makers,and inspiring confidence that they’ll succeed.

Success requires adapting your approach for different decision roles, including
reaching higher in organizations to connect with senior executives. While
fundamental sales skills remain essential, selling to executives demands
additional capabilities.

Top sellers invest in understanding executive priorities and communication
preferences, enabling them to build credibility and deliver value at the
highest levels.

Top Performers are adept at influencing buyers at all levels, using
persuasive techniques to inspire confidence and drive new thinking.

15 RAIN Group Center for Sales Research, The Top-Performing Seller

© RAIN Group

Top Performers Influence Buyers Across [evels”

THE BEST SELLERS ARE:

=| o=| o=

o
NolUil

4 O/ more llkely to deliver highly

o persuasive presentations

Jo

(I) (I) O O/ more likeiyto inspire 7
V V V 40/ confidence with executives

. -\(|7'- R ~0 . N
A O O, 35/() more likely to inspire buyers

with new ideas and perspectives
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Virtual Selling

The shift to virtual selling has presented new challenges and opportunities.

While virtual interactions are now standard practice, mastering this environment

remains a competitive advantage.

Top Performers excel at both in-person and remote settings, adapting to hybrid
selling models that blend virtual flexibility with face-to-face engagement.

Success in this environment requires both technical proficiency and the ability

to build strong connections through digital channels.

KEY TAKEAWAY

Virtual selling presents unique challenges, but mastering these skills is
critical in today's sales environment. Sellers must focus on engagement,
relationship-building, and effective communication to succeed in

virtual settings.

16 RAIN Group Center for Sales Research, Virtual Selling Skills & Challenges

© RAIN Group

Buyers Aren't Satisfied with Virtual Buying Experiences

34%

Showing what’s
possible or how to solve
a problem virtually

SELLER EFFECTIVENESS

Leading a thorough
needs discovery
virtually

26%
16%
Listening to me Making the ROI
case when selling
virtually
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Sales Management and Coaching

Sales management and coaching have a significant impact on team
performance. Consistent coaching is essential for developing and maintaining
high-performing teams.

Every seller benefits from coaching, from new hires to Top Performers. While
effective coaching accelerates onboarding, it should extend well beyond initial
training to support continuous skill development and growth.

These statistics highlight the importance of strong sales management
and coaching.

KEY TAKEAWAY

Effective sales management and regular coaching are critical drivers of
seller performance.

17 RAIN Group Center for Sales Research, The Top-Performing Sales Manager

© RAIN Group

Sales Managers Significantly Impact 'T'eam Performance”

more likely to be very
confident in their ability

to help sellers achieve
strong sales performance

THE BEST MANAGERS ARE:

more likely to deliver a more likely to be more likely to excel at

regular schedule of skilled at leading motivating sellers for
ongoing coaching valuable coaching high productivity
meetings and performance
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Account Management

Top Performers proactively drive and plan for account growth, develop stronger Top Performers Proactively Drive and Plan for Account Growth™
relationships with accounts, and successfully collaborate to co-create value.

They stand out at both building their capabilities and executing account

ORGANIZATIONS WITH A STRONG ACCOUNT MANAGEMENT PROCESS ARE:
growth plans.

Effective account management requires a systematic approach to uncovering — O——
opportunities within existing accounts. This begins with identifying key W/ﬂ ﬁﬂﬂ [@
accounts and developing plans to deliver ongoing value. 17~ |
more likely to grow revenue more likely to grow more likely to experience
by 20% or more in their profit by 20% or more year-over-year client
key accounts satisfaction improvement

Strategic account management is a powerful driver of revenue growth,
profitability,and buyer satisfaction.

18 RAIN Group Center for Sales Research, Top Performance in Strategic Account Management
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https://www.rainsalestraining.com/sales-research/strategic-account-management-research

Sales Productivity and Personal Effectiveness

Personal productivity habits can significantly impact sales performance,
affecting everything from time management to focus on high-impact activities.
Understanding how you invest your time is crucial for maximizing effectiveness.

Consider the 4 levels of TIME management:

1. Treasured: Time you hold dear, to be maximized for the future.

2. Investment: Time spent learning, achieving, and attaining top performance.

5. Mandatory: Time spent fulfilling obligations, to be reduced where possible.

4. Empty: Letting time pass in a way that isn’t valued or productive.

True productivity comes from maximizing treasured and investment time while
minimizing mandatory and empty time. This means deliberately choosing
activities that advance your goals and align with your values.

KEY TAKEAWAY

Top Performers exhibit significantly better productivity behaviors, allowing
them to focus on high-impact activities and achieve better results.

19 RAIN Group Center for Sales Research, The Top-Performing Seller

© RAIN Group

"Top Performers Are Productive”

‘B%’

more likely to focus on
their agenda and not
react to or get derailed by
other people’s agendas

607

more likely to get the
most done and produced
in the time available

THE BEST SELLERS ARE:

67%

more likely to change
habits when needed
to improve results

49%’

more likely to
not get distracted

100+ ESSENTIAL SALES STATISTICS | 20

62%

more likely to maximize
time spent on activities
that drive the best results

46%

more likely to hold
themselves accountable
to commitments


https://www.rainsalestraining.com/sales-research/extreme-productivity

Sales | raining

Effective training can be a game-changer for sales teams. Success requires Effective Sales Training and Coaching Creates TOp Performers?
focusing on specific behaviors that are most likely to impact sales results.

Training is more likely to succeed when it aligns with real sales situations, 6 0/
includes consistent reinforcement, and integrates with daily activities. This starts Aselleris ()3 /0 more likelyto be a Top Performer  JUUIUMCYEAEL

with clear goals and metrics, supported by careful planning and implementation.

» Top-Performing Sales Managers are 46% more likely to receive extremely/ % il Y
very effective training compared to other managers.” —  + ,\/ + & D
05,2 | e
onTanlgn

. Se.llers who receive gxtremely/very effective training have stronger selling effective manager regular coaching effective training
skills across the entire sales cycle.””

KEY TAKEAWAY

Effective sales training, combined with coaching and management,
significantly impacts seller performance.

20 RAIN Group Center for Sales Research, The Top-Performing Sales Manager

21 RAIN Group Center for Sales Research, The Top-Performing Seller

22 RAIN Group Center for Sales Research, The Top-Performing Sales Manager
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https://www.rainsalestraining.com/blog/running-a-successful-sales-training-program

Continuous I earning

Leadership at organizations with the most effective sales training are 2.2x more
likely to strongly encourage and support continuous learning.

Continuous learning begins with onboarding and evolves into everboarding, the
practice of ongoing learning through regular coaching, sales training, and peer
accountability. The most successful organizations integrate continuous learning
into their culture, tailoring it to specific roles while emphasizing practical
application in the field.

Organizations with the most effective sales training are:”*

* 4.9x more likely to report their onboarding gets sellers to full productivity
quickly.

* 4x more likely to transition directly from onboarding to everboarding.

KEY TAKEAWAY

The most effective sales training programs begin with strong onboarding, but
don’t stop there. They employ a diverse, multi-faceted approach to continuous
learning. Organizations with highly effective training are significantly more
likely to incorporate a mix of structured and flexible learning methods.

23 RAIN Group Center for Sales Research and Allego, Continuous Learning in Sales.
24 ibid.

© RAIN Group

"The Most Effective Sales 'T'raining
Programs Employ Continuous [ earning’

4

ORGANIZATIONS WITH THE MOST EFFECTIVE SALES TRAINING
ARE MORE LIKELY TO ENSURE THEIR SALES TEAM HAS ACCESS TO:

Learning Group coaching Independent Regularly scheduled
journeys sessions self-study coaching
Virtual instructor-led Ad hoc (as needed) In-person
training coaching instructor-led training
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Drive Success in Modern Sales

These 100+ statistics underscore the importance of a holistic approach to sales performance. Drawing from multiple RAIN Group
studies, this data provides a comprehensive view of what drives success in modern sales. From prospecting to account management,
virtual selling to productivity,and from individual seller skills to effective sales leadership, success in modern sales requires
continuous improvement across all areas.

The data clearly shows that Top Performers excel not just in one area, but across the board. They are more productive, more
effective in virtual environments, and better at managing their time and energy. They also benefit from strong sales management,
coaching, effective training, and continuous learning.

By using this research and implementing the best practices of Top Performers, both sellers and sales leaders can drive significant
improvements in their results. The key is to identify areas for improvement and consistently work on developing skills and habits that
lead to success. Sales leaders can use these insights to benchmark their teams and identify specific areas for targeted improvement.

As the sales landscape continues to evolve, staying attuned to these performance indicators will be crucial for maintaining a
competitive edge. Whether you're a sales professional looking to enhance your skills or a leader aiming to boost team performance,
these statistics provide a roadmap for excellence in the challenging world of sales.
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RAIN Group Total Access

Learning Modules, Resources, and Tools Across the Sales Cycle

By using the research shared in this ebook and implementing the best practices of Top Performers, both sellers and sales
leaders can drive significant improvements in their results. The key is to identify areas for improvement and consistently
work on developing skills and habits that lead to success.

That's where RAIN Group Total Access can help.

RAIN Group Total Access is subscription-based sales training that gives you access to our entire suite of training modules,
videos, tools and assets, Train the Trainer and Train the Coach, learning journeys, and implementation support across sales
skill, productivity, management, and coaching areas.

Train cohorts concurrently, assign different curricula per role,and launch on-site and virtual instructor-led, self-study, and
hybrid training on your schedule at a lower rate than typical training.

Complete access to world-class, award-winning sales training

85+ modules covering the sales cycle and sales management, organized across 12 programs

4 delivery modalities, including instructor-led (ILT), virtual ILT (VILT), hybrid, and self-study

Manager coaching discussion guides and application assignments for each module

Core sales planners for conversations, opportunity management, account management, prospecting, and more
Just-in-time learning with videos, job-aids, and tools that are quickly accessible when sellers need them
Training implementation best practices, checklists, and tools for success

Train-the-Trainer and Coach Certification processes

Facilitator walkthroughs of all modules and programs

Click here to request a complimentary consultation.

© RAIN Group

RAIN Group Delivers
World-Class
Sales Training

Modular, multi-modal, and
purpose-built for the
modern learner.

Unique approach to driving
behavior change through training
we call Execution Assurance.

Focused on driving the business
results important to you.

A transformational experience
that ensures the development,
adoption, and implementation
of new skills.

Action-oriented coaching
prepares sellers for real
situations and provides
direct feedback.



https://www.rainsalestraining.com/contact-us

SellingPower

About RAIN Group

Top Sales Training
Companies 2024 STEVIE
2024 WINNER
PRACTICE OF THEYEAR
Drive Transformational Change through Award-Winning Sales Training
RAIN Group is an award-winning leader in sales transformation, with over 20 years of researching and < TOP
enabling top sales performance. Recognized by Selling Power, Training Industry,and Brandon Hall, the 8 X
company's modular, multi-modal approach to sales training provides flexible and customizable solutions ~ O e /H}G :
for complex global teams. | COMPANY ‘ /,___\L
SALES TRAINING GALES PERFORMANCE
Organizations worldwide turn to RAIN Group to: Q’) TRAINING
0
« ldentify capability gaps and uncover growth opportunities for sellers and sales managers.
» Optimize sales strategies and processes to drive measurable improvements and business impact.
» Build elite sales teams with research-backed training proven to drive success in p @
competitive markets. Users
» Equip sales leaders and managers with coaching and management skills to maximize 2024 STEVIE Love Us
team performance. WINNER

BEST USE OF THOUGHT
LEADERSHIP IN SALES

RAIN Group partners with clients to ensure learning is adopted, drives lasting behavior
change, and delivers measurable results.

o
RAIN Group

raingroup.com | info@raingroup.com | 1-508-405-0438
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