VIRTUAL SELLING HITS
A TIPPING POINT

Virtual selling is on the rise, but how fast is that rise, and how can you
position yourself to take advantage of it? To answer these questions,
Salesforce interviewed 2,900 sales professionals. Here are their answers.
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Selling Has Gone Virtual

Time spent meeting with customers virtually has increased at a rate over three times that of meeting in person.
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VIRTUAL SELLING HITS A TIPPING POINT

As selling goes virtual, hiring practices are reflecting this trend. On average, staffing of inside sales roles has
increased by 7% since 2015, and sales development reps have increased by 6%.

Sales performance and inside staffing trends march in lockstep; high performers are 2.3x more likely than
underperformers to have hired more inside reps, and 2.7x more likely to have hired more sales
development reps.

While sales leaders cite a variety of reasons for shifting to an inside sales staffing model — including better
opportunity for rep specialization and lower costs — improved technology ranks as the top motivator.

Inside Roles Take Center Stage

Since 2015, the average sales team has increased their inside sales rep headcount by 7% and their sales
development rep headcount by 6%.
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https://c1.sfdcstatic.com/content/dam/web/en_us/www/documents/reports/sales/state-of-sales-3rd-ed.pdf

