What tools do the sales force think drive
wins, productivity and help them keep up
with the smarter buyer?

A new study from Showpad of 1,000 sales pros
across the country reveals insights on how
technology is changing the sales landscape.

SALES PRO CONFESSION:

Nearly Half Report Meetings
with Customers who were
Smarter, More Prepared.
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WHICH TECHNOLOGY WOULD BE MOST
USEFUL IN YOUR SALES ROLE?
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BOOMER SALES PROS MOST TECH SAVVY

LN NS
1% W% 1% §
M B% 6% A

0% 8% 16%

WHAT GENERATION
GETS THE BIGGEST
BOOST FROM TECH?
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MORE BOOMERS THAN ANY OTHER
GENERATION CLAIM TECHNOLOGY
HAS INCREASED SALES PRODUCTIVITY
BY 100% OR MORE.




