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EXECUTIVE e oo
SUMMARY

fraining hasn't kept up.
AS buyers become more informeaq, cycles grow tighter, and talent shortages persist
sales protessionals are left strugagling with outaated tools and one-size-fits-all training
that doesn't match the real-world challenges they face.

[0 better understand the state of modern sales, we surveyed more than 60
professionals across inaustries ana experience levels. [he results reveal a workforce
eaqger for growth—>but aeeply underserved by conventional training approaches.

Our findings underscore a powertul truth: sellers aren't resistant to innovation—
they're hungry for it. 1hey want personalized learning, practical application, and 0ols
that help them close more deals ana grow in their careers.




SALES
REALITY

Sales professionals face mounting pressure:

» Buyers are harder to reach anad more Self-informead.

- Sales cycles are shorter—but expectations are higher

» [ech stacks are bloated and often hinaer performance.

- Sellers are burning out and turning over at unprecedented rates.

[raining IS often generic, outdated, or disconnected from the realities of day-to-day selling.
The result? A widening performance gap, even among experienced reps.




N SURVEY
INSIGHTS:

WHAT SALES PROFESSIONALS
ARE REALLY FACING IN 2025

In our proprietary survey of 60+ sales
professionals, we aiscovereaq.




SALES TRAINING ISN'T WORKING

e 06% of responaents spend less than an hour a

month practicing sales Skills
o Most rely on self-equcation or sporadic employer

fraining

How much time do you devote
to sales training in @ month?

Insight: Sellers want consistent, personalized
gevelopbment—but aren't getting it

THE BIGGEST ROADBLOCKS?
TIME, LEADS, & CONFIDENCE

[op challenges to pursuing more sales training.

e 39%: Time management
e 33%: Generating leads
e 20%: Closing deals

Desired training focus:

o Prospecting strategies (54 %)
o Communication skills (54%)
 Objection handling (23%)

Insight: Sellers need more than motivation—they need targeted
real-world practice.




OPENNESS TO Al
INVESTMENT IS STRONG

o 52% would invest $100+/month to improve performance
o Nearly /0% are willing to role-play with an Al-powered avatar

Insight. Al'is not a threat—it's a welcomed tool for sellers reaay to grow,
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WHAT REALLY
DRIVES SELLERS

fop motivators.

o 36%: Financial incentives
e 32%: Achieving goals
o 20%: Making an impact

Most frequently cited long-term goals:
o 33%: Financial indepenaence
o 20%: Entrepreneurship

o 1/%: Leadership advancement

Insight: logay s sellers are growth-minded anad entrepreneurial—they want training
that matches their amoition.
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THE CASE FOR REINVENTION: WHAT SALES

TRAINING NEEDS NOW

Salespeople are asking for more—so let's give it to them. Iraining today must be:

o Personalized: lailored to individual learming styles and selling challenges
 Practical: Focused on real-world, deal-making scenarios

o Measurable: Offering clear progress indicators and performance tracking
o Al-Augmented: Smart tools that elevate human sellers—not replace them

INTRODUCING
THE SALES

DREAM

Sales 1sn't just about hustle anymore—it's about mastery. And mastery requires
smart adaptive tools that evolve with your people. The Sales DREAM Lab is an
Al-powered training platform that meets sellers where they are and helps them
level up fast. With tailored content, interactive practice, and agaptive learming
paths, it mirrors the sales process while qiving reps the space to grow.
experiment, ana improve.

Whether you're a new rep learning to quallfy leads or a seasoned closer
fine-tuning your neqotiation, The Sales DREAM Lab provides the feedback,
structure, and support you neea—on your time, and on your terms.



THE FUTURE OF SALES

STARTS HERE

It you're ready to reinvent sales training for your team—or
Just want to learn more—connect with us.

Visit thesalesaream.com or emaill info@thesalesaream.com
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