
#1 The pandemic disrupted the sales process, 
permanently and positively.

Remote working facilitates sales.

of buyers say working remotely has made 
buying easier.
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#2 The continued rise of 
sales technology and data-
driven selling.

#3 Top performers are 
thriving, due to their smart 
use of technology.

Keeping tabs on your buyers is crucial.

of sellers saw their deals lost or stalled in the past 
12 months due to a key stakeholder leaving a 
current or prospective company.

Virtual selling is here to stay.

of sellers report having closed deals over $500,000 
without ever meeting their buyer face to face.

Warm outreach is increasingly popular.

of buyers do not prefer receiving cold calls. 

Dirty data is a serious problem.

of sellers say their biggest data challenge is 
incomplete data.

Top performers do more research.

of top sellers say they “always” perform research 
before contacting prospects.

Sellers love LinkedIn.

of sellers say they are “very active” on LinkedIn 
for business purposes (more than any other 
social media site).
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