




https://research.hubspot.com/charts/what-buyers-want-to-talk-about-in-the-first-sales-call?_ga=2.267883532.387041243.1529954704-1473552536.1524241231&__hstc=11361899.d44aa73697b14c8c0dcba2da8cb33c2c.1599420079605.1599420079605.1599420079605.1&__hssc=11361899.1.1599420079606&__hsfp=2692169778
https://www.mtdsalestraining.com/sales-courses/5-additional-follow-ups-to-close-80-of-deals.html
https://business.linkedin.com/content/dam/business/sales-solutions/global/en_US/c/pdfs/idc-wp-247829.pdf
https://hbr.org/2016/11/84-of-b2b-sales-start-with-a-referral-not-a-salesperson
https://www.businesswire.com/news/home/20170915005217/en/Time-Spent-Selling-Remotely-Jumps-89-Percent
http://blog.close.io/39-shocking-stats-that-will-change-the-way-you-sell
http://blog.hubspot.com/sales/salespeople-spend-less-than-half-day-selling-data?__hstc=11361899.d44aa73697b14c8c0dcba2da8cb33c2c.1599420079605.1599420079605.1599436171014.2&__hssc=11361899.1.1599436171014&__hsfp=2418166864
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Enriched data is key.



Use an Account-Based approach to 

managing customer lifecycle.
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Automatically track re-prospect 

relationships and history
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