med |Qf ‘y Your buyer has changed.
Have your sellers?

The Evolved Selling™ Solution

Meet the Modern
Buyer

Meet the Modern
Seller

He’s informed

67*

of the buyer’s journey is done
before he speaks to a sales rep. ?

She’s time-strapped

65*

of sales reps’ time is spent on
non-revenue generating tasks. 4

He's experience-driven She’s limited
of buyers say they .
f buyers see little
prefer salespeople o of o
40 % B who offer solutions 5 8 % CliELErT e En

that solve their amongst sellers.

specific challenges.'

He's economic-focused

58

She’s struggling

57*

of buyers today walk away
from deal cycles empty-handed. ®

of sales reps didn't hit quota
last year.

A sales enablement platform can help you
T h e s q I e s successfully close the gap between what buyers
expect and what your sellers are currently
delivering. The best part? It doesn’t require a costly
upfront investment or long, complex
Enablement | &

Small, incremental changes can pack a big punch

and help you level up your sales organization for
o u r n ey increased revenue, shorter sales cycles, and more

deals won. Here’s how.

Traditional Selling
How most companies sell

+ Pitching products and features

« Difficult to distribute and manage
content

+ One-size-fits-all PowerPoint
presentations

$2.3 million lost

« Ineffective, classroom-style sales
training

each year thanks to
underused or unused
marketing content

+ Time wasted searching for
content in various places

“ in the average
440 1 pipeline stall
] duetoa
hOUI‘S', lack of
L o\ customized
. o
content:?
wasted of deals
by sales each
year trying to
find the right
content ©

High performing
sales teams use

2 Enabled Selling
On the road

as much sales
technology as
under performers’

+ Content Management technology
deployed

_

- Digital training (LMS) and
certifications deployed

+ Sales reps begin to adopt technology
and use content

+ Begin shift from pitching products to
tailored, challenge-centric approach

+ Sales content is easily updated,
managed, and distributed
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take the time to listen if
their salesperson can
rovide meaningful
insights about their
business @
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of sales reps feel they're

% spending too much
time on their data entry

responsibilities ©

Evolved Selling™

Drive repeat business
You've made it!

Lift in buyers likely to consider
new opportunities

+ Customized mobile sales apps create

a tailored experience for buyers Increase cross sells

Lift in buyers purchasing more
than they scoped

+ Sophisticated digital learning ensures
elevated sales interactions

+ Interactive presentation tools prove

your business value to each buyer Rl co MBIy dIowLD

- Al-powered CRM integration reduces Increase in company growth

time spent on data entry

+ Marketing can tie sales content back
to revenue and optimize accordingly
Accelerate deal closure

Increase in deal closure

Business impact of
Evolved Selling™ °

“Sales enablement is the
process of providing the
sales organization with
the information, content,
and tools that help
salespeople sell more

effectively.” %
Y
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The Evolved Selling™ Solution

€ mediaf

Need help beginning or continuing your
unique sales enablement journey?
Mediafly can help. We meet companies of any size or digital maturity wherever they're at on

their sales enablement journey and help take them as far and fast as they want to go
towards Evolved Selling. Check out our solution and services online or contact us today.


https://www.mediafly.com
https://www.mediafly.com

