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Executive sales leaders
overwhelmingly name sales
engagement, the interactions
between sellers and buyers, as their
top priority.

Technology vendors have responded by creating applications that enable sellers to
better deliver high-quality sales engagement at scale.

According to Gartner, “By 2026, 65% of B2B sales organizations will transition from
intuition-based to data-driven decision making, using technology that unites workflow,
data, and analytics.”

Sellers are more efficient and productive using sales engagement applications because
they simplify daily workflows such as engaging buyers with minimal clicks, keeping them
organized, and facilitating CRM adoption.

Check out the Market Guide to learn more about what this means for your team'’s
success.
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