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SALES FACT:

A recent study by CustomerThink determined that, on average, marketing is still only responsible for 30% of lead generation for sales. 
The bottom line is only 30% of your ad dollars drive sales and the sales reps, on average, have to generate 70% of their own sales leads 
if they want to achieve their goals. 

10 SALES TRAINING 
FACTS & TIPS 

by GRANT CARDONE 

01
Tip:
Only 11% of sales people ever ask for a referral. By giving a sales team exact and precise prospecting skills, scripts and 
referral targets—for both lost and closed deals—you will increase opportunities for your company.  

http://customerthink.com/my_secret_methods_for_turning_marketing_leads_into_qualified_sales_leads/


SALES FACT:

An astonishing 87% of all sales people miss quote. Almost 60% claim to have no sales playbook.
 
We did an independent survey whereby two companies with sales forces of 50 people each sold the same product over a 30-day period. 
One group watched five 3-minute sales training videos and took a short test on them each day for the full 30-days; the other company 
received no additional training. The group that watched the sales training videos saw an increased in over $1-million in sales for that 
30-day period.
 
Don’t just drink the Kool-Aid, swim in it! The real world will not allow you to go back and look up the answers when you are faced with the 
problem. In the real world you will be punished for not knowing the right answer at the right moment. 
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Tip:
The mother of all learning is repetition and the more you can repeat the training the higher your chances are to know 
the information and make it your own. Make sure your training is accessible 24/7 and fresh each and every day with 
thousands of pieces of information to consume over and over.



SALES FACT:

Only 64% of companies suggest that they nurture leads and only 25% of sales people follow-up twice. The average lead must be followed-up 
eight times to make the first beneficial contact.
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Tip:
By providing sales teams with 12 laid out strategies over a ten-day period, the chances of conversion are  
increased by 80%. 



SALES FACT:

An Inside Sales lead response management study demonstrated that leads followed-up on within five minutes of initial contact are 9X more 
likely to convert and 100X more likely to respond and make contact.
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Tip:
The message of urgency and this fact sheet must be reinforced daily with your sales people. Any lead not responded  
to within the 5-minute time period should be turned to someone else in the group for an audit call. If you think this is 
too harsh, consider that 50% of all sales go to the first company that follows up with a prospect. 

http://www.leadresponsemanagement.org/lrm_study


SALES FACT:

In a typical firm of 100-500 employees an average of 7 people will influence most buying decisions. Decision makers are the only ones who you 
can close, because they are the only ones who can make the decision and take action.
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Tip:
Your sales team must ask prior to presenting the product this specific question, “In addition to you, who else will, 
to one degree or another, be involved in influencing a yes or no decision?” This should be done before any 
presentation or in the beginning of any pitch. 



SALES FACT:

Visuals are processed 60,000 times faster than text.

10 SALES TRAINING 
FACTS & TIPS 

by GRANT CARDONE 

06
Tip:
Your sales team must learn to use third party validation and visuals when presenting the product. With the advent 
of technology your sales people must work daily with phones, tablets, and computers to help present their story. 



SALES FACT:

72% of sales people never ask for the order even once. My companies were hired to mystery shop over 500 sales organizations last year 
and found only 28% of the time a company did not move the presentation into a closing situation.

BONUS:
Adding an exit survey for the customer as the presentation ends with a question like, “Were you provided with a proposal to purchase today?” 
Implementing this technique increased the asking rate of sales teams by double. 
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Tip:
Test your people for how many different ways they can ask someone to close. How many different ways they can ask 
someone to do business with your company and then incentivize first time closes. 



SALES FACT:

Successful sales presentations resulting in a close contained approximately 52% more objections that unsuccessful presentations. 
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Tip:
By providing sales teams with Sales Objection Handling tools on their smartphones they improved their ability to  
stay in a transaction. This results in a three times higher likelihood to enter into a formal presentation.



SALES FACT:

Only 14% of buyers consider the lowest price to be the reason to purchase yet sales people believe it is essential. 
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Tip:
When encountering a price objection try offering a bundled offer or a higher priced alternative product rather than  
a lower price. This will result in higher closing ratios and higher dollars per sale. This has been called many things 
over the years: alternative inventory, anchoring, contrast principle—and it’s proven to increase sales. 



SALES FACT:

Studies suggest somewhere between 78-91% of all buyers do some type of research on the Internet before contacting a company.
 
These numbers will continue to grow with customers doing research about your product, offer, your competition and your online reputation. 
By now you have probably searched my name on Google.

BONUS:
A CEB survey suggests that your buyer has already decided 57% to purchase before they have even contacted or agreed to be in  
contact with your company. 
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Tip:
Your sales team must ask prior to presenting the product this specific question, “In addition to you, who else will, 
to one degree or another, be involved in influencing a yes or no decision?” This should be done before any 
presentation or in the beginning of any pitch. 

http://www.executiveboard.com/exbd/sales-service/the-end-of-solution-sales/index.page

