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What Makes Sales Training
Inevitable in

Evolving Customer
Expectations

® Today'’s buyers are informed and tech-savvy
and expect personalized experiences.

® /8% of customers expect sales reps
to understand their unique needs.
(Salesforce)

® Sales training ensures sales reps adapt to
these shifting expectations and deliver value.

Rise of Technology

® Technology is reshaping how sales teams
engage with customers and close deals.

® |everaging top sales technologies boosts
buyer engagement.

() . t (Gartner)

® Training equips sales reps to use tech effectively
_J and stay competitive in a digital world.

Remote and Hybrid Selling
| [ — :
e Virtual selling requires new skills:
video communication, digital —
rapport-building, and more.

® Chief Sales Officers (CSOs) expect that
60% of the sales force to operate virtually.

(Gartner)

® Training prepares sales teams for success
In this evolving landscape.
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Demand for
Data-Driven Selling

® Buyers expect sales reps to provide
& data-backed solutions and insights.

® Data-driven organizations are 23 times more
likely to acquire customers.

(McKinsey)

® Training teaches sales reps to interpret
and leverage data for better decision-making
and results.

Regulatory and

Ethical Demands
e Stricter requlations and ethical expectations &
ar

are shaping sales practices.

® fthical behavior builds consumer trust W Qo
. ’ hd
strengthens brand loyalty, and drives P
long-term success. N/ N
(ResearchGate) \ /
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® Training ensures sales reps understand
legal and ethical standards, reducing risk
and building trust.
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