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Thanks for stopping by! This report contains key sales 

management learnings from more than 250 sales reps, 

sales managers, and sales leaders currently working at 

Software as a Service (SaaS) companies. The size of 

companies ranges from less than $1M in Annual 

Recurring Revenue (ARR) through well over $1B. The 

survey contained more than 100 questions. This report 

is a roll up our analysis with some of the most 

impactful takeaways.

Introduction
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Thanks to everyone who participated in the survey. 

Because of you, we were able to compile a rich set of 

data based on input from all kinds of organizations and 

roles within sales. The majority of our respondents 

were from SaaS companies. Most company sizes were 

represented in the data.
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75% of sellers rarely receive 

coaching with supporting data

88% of sales pros say frontline sales 

managers have the greatest impact on rep 

performance
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03 Critical Data

Sales professionals agree that frontline managers have the greatest 

impact on their success or failure. This emphasizes the importance of 

rep coaching, yet 75% of sellers say their managers are rarely able 

to support coaching with data.

SECTION 1: DATA-DRIVEN COACHING
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Survey results indicated a clear “Coaching Gap” between coaching 

expectations (or perception), and reality. Sales leadership and sales 

managers say coaching is a clear priority, but reps do not feel 

supported with regular coaching, actionable next steps, and supporting 

data.
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88% of senior sales leaders say 
that rep coaching is an ongoing 

priority 

95% of frontline sales managers 
say that rep coaching is an 

ongoing priority 

0nly 28% of individual 
contributors state that they 

receive ongoing coaching with 
actionable next steps
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SECTION 2: SALES COACHING GAP
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When it comes to proactively identifying deal risk, sales managers are 

not well equipped with the right tools and data. Only 1 in 10 managers 

says it’s easy to proactively spot problems. This is due in part to the 

fact that managers consult with more than 4 separate reports or 

dashboards any time they conduct a deal review. 

Yet again, the survey indicated a misalignment between sales 

leadership and reps. 80.5% of Senior Revenue Leaders, and 75% of 

Frontline Sales Managers state that Forecast Accuracy is a key job 

responsibility, while only 35% of sales reps feel that they are 

getting this support on a weekly basis. 

9% 4.2
Of Sales Managers find it easy to 
identify pipeline risk before 
something bad actually occurs

On average, sales managers need 
to check 4.2 separate reports or 
dashboards when conducting a deal 
review

SECTION 3: DATA CONSOLIDATION



Revenue Operations 
leaders say they have 
created, on average, 

10.6 dashboards for their 
managers to review.  

Reps & Managers go to 
an average of 6 places to 

review data. 
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Over 67% of frontline 
sales managers find it 

difficult or very difficult 
to identify seller 

weaknesses.

94% of Senior Revenue 
Leaders would find a 

single view of their data 
very helpful

06 Critical Data

Data, data everywhere, yet not a drop of insight to drink. Frontline 

managers report major challenges identifying seller weakness due to 

lack of actionable data. Meanwhile 76% of revenue operations teams 

agree that it is not possible to create a single sales view within their 

current tech stack. On average, revenue ops teams create 10.6 

dashboards for their sales managers to review. 

Reps and managers check an average of 6 different platforms on a 

regular basis. 

SECTION 4: SINGLE VIEW OF CUSTOMER
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Across the board, the survey reveals a misalignment 

between sales leadership, managers, sales reps, and 

revenue ops. The common theme is a lack of useful 

insights available to managers which negatively 

impacts their ability to coach reps, manage 

performance, and be helpful in closing deals. Managers 

are doing their best, despite not having the answers 

they need to be effective. 

Unfortunately, that doesn’t quite cut it for reps, who 

clearly feel they are bearing a large portion of the 

burden. 

Summary of Findings



About Canopy
Canopy is Sales Performance Intelligence platform that 

delivers proactive signals and notifications to sales managers 
helping them manage deal risk and confidently coach reps 

before problems occur. Canopy quickly and seamlessly 
integrates with your CRM. Then Canopy analyzes, identifies, 

and monitors pipeline trends all the way down to the individual 
seller level. Ensuring you know what makes deals and reps 

successful, and at times unsuccessful.

 Want to go on the revenue offensive? Get in touch today.

Learn more at Canopy.io.


