
4 MINDSETS & BEHAVIORS 
OF FUTURE-READY  
SALES TEAMS
How sales enablement leaders can boost employee performance



Digital transformation is shaking up sales teams

The sales organization has been undergoing massive 
fundamental shifts, even prior to the pandemic. In-person 
methods for building relationships and closing deals were 
being replaced gradually with a suite of software and 
workflow enhancements that promised to streamline 
reps’ daily lives. COVID-19 only accelerated this digital 
transformation. A shift to virtual selling that would have 
spanned years occurred in a little over two months. 

As a result, sales teams have had to quickly pivot away 
from seller-centric tactics to buyer-centric approaches 
requiring them to become more automated and digitally 
focused. The buyer experience, on the other hand, is now 
consumed by teleconferencing, digital communications, 
and synthesizing increasing amounts of content to make 
an informed decision that meets their needs. Navigating 
these changes and building trust now requires an entirely 
new set of sales skills. 

While other teams have adapted to the new realities of 
work by cultivating the key mindsets and behaviors we 

Key sales behaviors as compared to other functions

know drive performance, sales teams measure far below 
every benchmark.

For years, traditional sales investments focused on 
boosting efficiency by adding more and more tools 
and processes into reps’ daily lives. As for investing in 
management, the conventional wisdom was to simply 
promote top sellers to lead their teams. But in a rapidly 
changing sales environment, these traditional enablement 
strategies have stopped paying dividends. 

Job satisfaction for salespeople has declined, making it 
more difficult for organizations to cultivate and retain top 
talent1. Despite the many promises of software, quota 
attainment and the confidence in attaining quota has been 
reliably decreasing over the last decade2. Now more than 
ever, there is a concerted focus on broadening participation 
for teams to hit their goals collectively in hopes of helping 
sales teams transform the way they operate. Yet, new 
managers lack the critical skills needed to empower and 
align their teams to achieve. 
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1. Hubspot - The Biggest Threat to Sales Teams isn’t Losing Clients, 2021

2. Forrester - Sales Success is Not About Hitting Quota, May 2020

BetterUp Labs data on 4,000+ sales team members
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The changes brought on by the pandemic aren’t 
temporary. Gartner estimates that by 2025, 80% of 
B2B sales interactions between suppliers and buyers 
will occur in digital channels3. The status quo for what 
drives sales performance is radically changing in  
real-time. 

Not every sales professional has the profile to support 
a transformational shift, which places an extra burden 
on sales managers to help restore productivity and 
job satisfaction in the wake of massive change. Fifty-
eight percent of salespeople say they are often or 
very often stressed out, “on edge,” and experiencing 
a great deal of daily tension4. This burnout is driving 
lower performance and a higher attrition rate for 
salespeople relative to colleagues in other functions5.

With more technology to juggle, sales teams are 
spending more time on administrative tasks and less 
time closing deals. Industry-wide, reps report that 
just one-third of their day is spent selling6, and only 
63% feel they can hit their quotas7. Adding another 
piece of software or process tooling to reps’ lives isn’t 
addressing the lack of alignment or empowerment 
they now need to succeed. 

Different challenges emerge when top individual 
contributors are promoted to new managers without 
sufficient training. We know that one of the most 
important factors for enabling broader sales team 
performance relies on strong employee-manager 
relationships — which also drive salesperson job 
satisfaction and attrition. Yet 75% of employees say 
their relationship with their manager is the most 
stressful aspect of their day-to-day work9. 

New sales managers often struggle to break out of 
“superhero salesperson syndrome10” and embrace 
the collaborative thinking needed to bring their 
people together to perform against team-based 
quotas. Research suggests that tactic of promoting 
from within seldom works due to manager training 
and development lacking the personalization or 
reinforcement needed to make behavior change 
stick — 82% of the time, companies choose and fail to 
develop the wrong people to lead11.

3. Gartner - The Future of Sales, Sep 2020

4. BetterUp Labs Member Data, 2021

5. LinkedIn - Why is Turnover so High in B2B Sales?

6. Forbes - Why Salespeople Spend Less Than 36% of Time

Selling, Jan 2018

7. Gartner - The Future of Sales, Sep 2020

8. LinkedIn - Why is Turnover so High in B2B Sales?

9. McKinsey - The Boss Factor, Sep 2020

10. Harvard Business Review - Why Salespeople Struggle at
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11. McKinsey - The Boss Factor, Sep 2020
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Salespeople among the hardest hit

Sales managers facing their 
own hurdles

35% AVERAGE SALES 
TURNOVER

compared to

13% AVERAGE FOR ALL OTHER 
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$3.5M
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PER MANAGER,  
PER YEAR12
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The science that fuels sales success

In order to build an adaptive and future-ready sales team that can successfully navigate the new world of work, revenue 
leaders must now invest in the thriving and inspiring behaviors that science says drives performance. Our research of 
4,000+ BetterUp members who work in sales identifies the keys to driving lasting cultural change and sales team success:

Emotional regulation is what helps us stay calm 
and focused in times of turmoil and uncertainty. 
For salespeople, cultivating emotional regulation is 
critical for navigating high stress and complex deals. 
BetterUp’s research shows that people in the top 25% 
of emotional regulation are 6.5X more likely to be in 
the top 50% of resilience13.

Cognitive agility is how we process information and 
solve complex problems. For salespeople, enhancing 
cognitive agility helps lessen the impact of continual 
context switching and improve focus, concentration, 
time management, and communication skills — all 
needed to drive business outcomes in  
today’s workplace.

EMOTIONAL REGULATION COGNITIVE AGILITY

When managers practice alignment, individual 
contributors gain clarity, a shared vision, and purpose, 
which results in a cohesive, driven, and well-guided 
team. Several studies found that employees who feel 
directly aligned with their company’s purpose are 3X 
less likely to look for a new job and are more likely to 
have increased performance14. 

While salespeople may still rely on their individual 
style and approach to build relationships and close 
deals with clients, they need to feel support and 
empowerment from their leaders to attain shared 
goals and quotas, especially in a shifting hybrid or 
remote work environment. 

ALIGNMENT EMPOWERMENT

13. BetterUp Labs Member Data, 2021

14. Josh Bersin - 5 things to consider in a red hot job market Mar, 2021
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Build future-ready mindsets and behaviors

BetterUp combines the latest in behavioral science, technology, and coaching to provide personalized development to sales 
leaders and teams with a focus on cultivating the key mindsets and behaviors that drive their success. Using our Whole 
Person Assessment, we tailor the learning journey by identifying the specific strengths and development areas for each 
employee and target those with coaching and tailored resources. 

The personalized results help employees customize learning and set focused goals with a plan for growth and development 
— to increase focus, strengthen communication skills, learn to manage stress, and more.

15. BetterUp Labs Member Data, 2021

Our data show that coaching helps sales leaders grow in key areas proven  
to drive performance15:

Upskilling sales leaders to aid their transition from individual contributor to manager is a real difference-maker for overall 
sales team performance. However, traditional sales training is passive and fails to deliver long-lasting change due to what 
is known as the training transfer problem. Because of a steep forgetting curve, we lose up to 75% of the information we 
receive in ad-hoc training or workshops, making “one and done” learning ineffective.

Coaching works in ways that more technology, process tooling, or one-off training can’t because it prioritizes and invests in 
the underlying mindsets and behaviors proven to drive performance. And because learning is ongoing and personalized to 
every employee’s needs and fits into the flow of daily work, BetterUp can help drive lasting behavior change. 

Drive lasting behavior change
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54 mindsets and behaviors of future-ready sales teams



The future state of sales-enablement and training

Build a future-ready sales team today

Schedule a demo

Starting with individual development of frontline sales managers that creates a ripple effect of development across 
employees and teams, we help you build a high-performing sales team that prepares your people for the future,  

no matter what comes their way. 

Discover how BetterUp helps you build a future-ready sales team.

Prioritized investment in key 
mindsets & behaviors that 
drive sales performance

Scalable, unlimited 
1:1 coaching with  

a sales coach 

AI-driven content  
portal for continuous, 
personalized learning

Robust analytics to  
measure sales progress and 

goal attainment
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https://www.betterup.com/en-us/demo-request

