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Ways to
crush your
sales goals
in 2018

Most sales are won and lost
based on one key factor: You.
You hold the keys to your sales
success. Competitors don’t win
because their offerings are more
impressive. They win because they deliver
a superior sales experience. You can too.

Here we share 9 ways—with data from the
RAIN Group Center for Sales Research—
you can crush your sales goals in
2018 and beyond.

Drive Value
While all sellers talk about providing value, few actually
do it well. To drive value you need to have a plan to
create value. You need to live and breathe value. The
companies and sellers that do this experience wildly
better sales results.

81%

of Top-Performing
Sales Organizations
agree their sales
organization is focused
on driving maximum
value for buyers
compared to 61% of
The Rest.1

Buyers find Only 42% of their
meetings with sellers valuable

Grow Your Accounts

76% of companies believe they should
be generating at least 25% more
revenue from their strategic accounts.

Only 38% of companies
agree they are effective at
growing their accounts.

Across the board, selling to existing accounts is one of the biggest
untapped opportunities for sales growth. If you’re serious about sales
growth, look first to your existing clients.

Bring Insights to Your Buyers
Winners educate buyers
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Buyers want your ideas and are looking
for your insights. The sellers who do this
win significantly more often.
Insights are a great way to drive value
(#1) and to generate new opportunities
in your accounts (#2).

more often than
second-place finishers
And understand
needs and be
persuasive too!
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According to buyers, sales winners don’t just provide new ideas and perspectives. They also:

Collaborate with buyers

73%
70%
75%
73%

Persuade buyers they will achieve results
Listen to buyers
Understand buyers’ needs

When it comes to bringing insights (see previous tip) and collaborating with buyers, sales
winners sell radically differently than second-place finishers. None of the remaining factors are
new, it’s simply that winners do a better job at these. If you want to win more, consider how
you’re performing in these areas.

Minimize buyers’ risk

find the domino
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90% of the time, sellers only need
to convince 1 person in a buying
committee: the dominant influencer2

Risk plays a major role in the buyer’s decision
process. Buyers are naturally skeptical, many
have been burned in the past, and with all
change comes risk. It’s your job to minimize
this risk and overcome the risk hurdles.

The buzz in sales is that buying committees
are growing. While this may be true, we’ve
found that buying teams have 1 person who
has profound influence over the ultimate
decision—the Domino. Find the Domino
and inspire them with your solution.

73%

Be Proactive
75%

66%

70%

B2B purchases are made as
a result of strategic
opportunities

buyers say they want to
talk to sellers when they
are looking for new ideas

B2B buyers are open
to switching to a
different provider

Opportunities are out there. Buyers are making strategic investments, they’re open to switching
providers, and they want to talk to sellers. Approach conversations with value and you can blow
away your sales goals. But you must do this proactively. Conversations aren’t going to fall
into your lap.

On the flip side, your customers are open to entertaining competitive
conversations. Be sure you’re working with your accounts closely,
continuously bringing value and growing them, or your competitors will.

Manage Your Time for
Maximum Sales Productivity

71%

reasured
Time that you hold dear

nvestment
Time spent focusing
on achievement

of companies do not believe
their sellers manage their
time and day effectively

undane

To crush your sales goals, you need to maximize your
time and motivation to get more done. Begin to track
your TIME. Then make a plan for how you want
to spend it. The sooner you figure out where
your time is going, the sooner you can start
maximizing the time you spend on
what’s really important.

Time spent performing
tasks you feel like
you have to do

mpty
Time wasted

Develop the skills you need to succeed

68% 65%

65%

TOP 3 SALES SKILLS POSSESSED BY
SELLERS AT TOP-PERFORMING
SALES ORGANIZATIONS
You and your team must master these 3 skills if
you want to see sales success. You can do
everything else here, but you won’t experience
the success you should if you:
Don’t have a process to win sales
Can’t lead successful sales conversations

Driving and
Core
winning sales consultative
opportunities selling

Driving
account
growth

Don’t know how to grow your accounts

Do you want to crush your goals in 2018?
RAIN Group can help your team lead masterful sales conversations, build your pipeline, increase win
rates, negotiate the best agreements, and drive growth in strategic accounts. Contact us to learn how we
can unleash the sales potential of your team.
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