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Interactive Demos for Presales

The Current Cost of Demoing
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What are the costs per stage?

Suppose your sales team spends four hours educating
prospects each day. This was the case for our mid to
enterprise level company. That meant that 50% of the
company's sales team'’s salary and time goes towards
demoing. We asked the question, "If 50% of your sales
team’s time is used educating prospects, shouldn't
they be educating all of the prospects in your sales
cycle?” Unfortunately, many prospects had left the
sales funnel before they reached a sales associate. Fur-
thermore, in the sales funnel we found that only 35% of
the total prospects made it to the education and demo
phase. This meant that 50% of the sales team’s time
was used by 35% of the total prospects! You may be
thinking, “All of these prospects are converting into
customers though, right?”
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35% of leads are using 50% of your time

A sales associate
with a salary of

$71,600

is losing

$27,566

demoing to
prospects who will
not convert
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A ten person Sales
team loses

$275,660

each year demoing
to prospects who
will not convert

| Consider a
Conversion
sales funnel
50% Consensus analyzed a typical

sales funnel from a mid to enter-
prise level company and examined
the conversion rates of prospects.
Qur sales funnel had 5 stages, Pros-
pecting leads, qualifying leads,
educating and demoing to leads,
service proposal and negotiations,
and finally closing/winning the cus-
tomer, We asked ourselves,
"Where are the bottlenecks in this
sales process?” We found that one
of the largest drop off points for
prospects occurred during the edu-
cation and demo phase of the sales
funnel,

70%
23%

88%

Sales funnel cost curve

% of sales
force time

k .
N ﬁﬁﬁt Qtﬁﬁxﬁ
%
O

77%

of these
prospects

will not
convert to
the next

phase

Measuring the costs

The conversion rate between the education and dem-
onstration phase to the proposal and negotiation phase
was a small 23%. This amounted to an enormous loss of
efficiency in the sales process. What was the dollar
amount of that inefficiency? In the case of our mid to
enterprise level company's sales associate with a salary
of $71,600, $27,566 dollars of the salary was being
spent educating and demoing to prospects that would
not convert. Over the entire team of 10 sales associ-
ates, close to $300,000 dollars was being lost to this in-

efficiency.

You could hire

3.85

additional sales
associates with
those savings
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Customer engagement is changing.
Direct Sales is being replaced by self service alternatives.

96%

of the top 50 online
retailers feature
videos on their
websites

41%

of consumers are more
ikely to share product
videos than other

69%

of consumers watch
videos 2 or more times
for information
intensive products

40-60%
is the open rate for
emails containing

92%

of marketing
professionals world-
wide cite video as the

type of content with
the best ROI

250%

more time Is spent
watching personally
relevant short-form

personally relevant

videos

product content videos

How would you automate your
repetitive sales processes?
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