A FIELD GUIDE FOR REVENUE LEADERS

Unlock Sales
Superpowers

Give every seller the support of a full team. The hybrid
team Is how you do .

Every generation rebuilt how we work. This one rebuilds who does the work. Your
sellers and Al agents, side by side, with people making every call that matters.

STAND UP YOUR FIRST AGENT NOW - BOOK A 30-MINUTE SESSION
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START HERE

Your pipeline isn’t short of effort. It’s
short of horsepower.

It’s week eight of the quarter. Your best AEs are rebuilding RevOps decks and forecast lists in
spreadsheets instead of closing and spending time with customers. Everyone is doing busy,
unproductive work. Now multiply that across the whole team.

In short, your reps are working flat out, and still spending most of the week on
everything except selling. Research, list-building, data entry, follow-up. You can’t hire
your way past it: a new enterprise rep takes two to four quarters to pay back, and
headcount is the one lever the board keeps capping.

72°/o 2-4 1x

of the average seller’s week quarters to ramp a new productivity capped by
is spent not selling. enterprise rep to full quota. human hours and effort.

So the question stops being “how many more reps can we hire?” and becomes “how much more

can each seller carry?”

You can’t hire your way out of this. The teams pulling ahead are adopting productivity gains and
leveraging their way out, giving every seller the output of a full team.
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