
The Toughest Time to Be 
a Sales Leader is During 
Economic Uncertainty

Protect your investment in people, and ensure 
process and technology are working for you.

We’re all seeing a slowing market, and while budgets may 
tighten, it’s still up to revenue teams to keep the business going. 

Enabling reps to sell more (at a lower cost) should be top of 
mind for all revenue leaders. This means getting the most value 
out of your processes and technology. That is precisely why 
some of the most innovative companies in the world, such as 
Outreach, Snowflake, and Uber Freight are all using Spekit. 

What is Spekit?

Spekit is the non-disruptive way your 
reps will learn effectively and quickly.

Spekit is a just-in-time learning platform that’s 

purpose-built to meet the needs of modern 

revenue teams, especially in the midst of change. 

It sits on top of any web-based tool your revenue 

organization is already using to ensure everyone 

is getting the training they need to navigate new 

processes, technologies, and methodologies 

without disrupting productivity.

Most of your reps have already forgotten what they’ve learned during onboarding, 
and quite frankly, a sizable amount of that training may be less relevant today. 

Managing change needs to happen now, before potential disruption. 

Optimizing sales capabilities, decreasing time-
to-value, and maximizing ROI for every piece 
of technology connected to sales productivity 
and data accuracy are paramount to success in 
uncertain times. 

Spekit is the only solution uniquely positioned to 
deliver the tool and process-change training your 
teams need now, without disrupting your reps’ 
workflow and with zero need for additional IT or 
development resources to get up and running. 
Most Spekit customers are proficient in hours, 
and fully operational in weeks.

T H E  A N S W E R

Are you confident every rep 
knows the “game plan”?

It’s a work-from-anywhere world, with economic uncertainty, and managers need to 
prepare for new challenges to come — more resistance to in-person meetings and 

spending despite increased expectations of your team to generate revenue. 

T H E  Q U E S T I O N

As a leader, you may be building a new game plan 
to arm your teams with the knowledge needed 
to navigate this new reality. Now is the time to 
push for excellence in the sales process and rep 
efficiency, especially for remote teams.

Are your reps able to surface the training and 
information they need to be successful without 

distracting them from selling activities? Even 
with the best communication and enablement 
strategies in place, you still need a solution such 
as Spekit to reinforce new changes and new 
information, without pulling sales teams out 
of their flow of work!

How can you justify spend for another tool?

T H E  Q U E S T I O N

What would it look like if each sales call was 
5% more effective?

What if I could trust my forecast 5% more 
because everyone is following the same 
motion and entering the right data?

How much am I spending on tools right 
now and are my teams utilizing them to 
their fullest potential? How would I calculate 
the cost of underutilization?

How much time do reps spend leaving 
these tools to find answers for how to use 
those tools correctly and align with internal 
processes?

How much time do I spend answering reps’ 
questions about tools and process? What 
could I be doing if I wasn’t answering those 
questions?

What could my enablement and ops 
teams be doing if they too weren’t 
answering so many ad hoc questions?

Here are some additional questions 
you should be asking yourself:

Pressure to execute and hit your numbers will 
be at an all time high. You need to do more with 
less. Increasing reps’ call volume by 30% won’t cut 
it. Every sales call needs to count — every sales 
engagement just a little bit better. Your reps need 
to be laser-focused and work smarter. How you 
prepare them and remove barriers to productivity 
and success are in your control. 

That’s where enablement comes in. But adding 
more headcount may not be feasible right now. A 
turnkey training solution gives you better 
data and ensures your front line teams make 
the most of their time — putting your way of 
selling, and your playbook, front and center in the 
tools they use everyday.

We partnered with DemandMetric to conduct 
third-party research for a better understanding 
of how we can best address the rapidly 
changing industry. Our key findings:

70% of sales leaders 
spend more than 
4 hours per week 
answering reps’ 

questions

Only 29% of sales 
reps say the rollout of 

new process and 
methodology is 

“excellent”

Over 50% of sales 
reps spend 3–11 
hours (or more) 

each week searching 
for answers

Continuous training, 
as opposed to one-

off seminars, results 
in 50% higher net 

sales per rep

SOURCE: THE BREVET GROUP

You’re already spending a lot on 
software – Spekit ensures the ROI.
We get it. During times of economic uncertainty, we have to be 

shrewd when evaluating new solutions to help our team. 

T H E  A N S W E R

Because Spekit is so intuitive, it has 
led to our teams being confident 
and embracing, not only our sales 
technology but also our sales 
strategies.

Logan Thomeczek
V P,  S A L E S  E N A B L E M E N T, 
F A R M  C R E D I T  S E R V I C E S

[Spekit] maximizes the time [our 
reps are] able to spend prospecting 
and selling, helping to drive the 
growth of our reps and ultimately, 
the growth of our business.

Harish Mohan
S V P,  R E V O P S , 
O U T R E A C H

$ The total cost of ownership (TCO)
is much higher for a technology 
that’s used occasionally, versus one 
that’s used everyday — not to 
mention the increased ROI your 
apps provide when utilized to their 
fullest potential.

Spekit is easy to use and requires 
no development resources (or 
coding) to get up and running. It 
reduces TCO and time-to-value 
for all of your sales productivity 
tools by helping to onboard your 
team quickly and reinforce best 
practices to drive adoption. 

Schedule a demo to see how much you can 
actually save with Spekit.

See how Handshake 
and Greenlight Guru 
use Spekit to speed 
up tool adoption

Watch

W E B I N A R

Learn more about the 
state of sales training

Download 

E B O O K

Let’s keep the conversation going. 

https://blog.thebrevetgroup.com/21-mind-blowing-sales-stats
https://spekit.com/demo-request/
https://spekit.com/webinars/spekit-stories-handshake-greenlight-guru/
https://spekit.com/wp-content/uploads/2022/05/the-state-of-sales-training-and-onboarding-research.pdf



