
The top 3 challenges in the modern sales environment

Attributes of high performing sellers

In a survey of 150 sales and enablement professionals and line of 
business executives around the globe, here are the key findings.

Sales Agility
The attributes and training methods that develop 
successful modern sellers

About Wyda
Wyda is game-based e-Learning platform designed to help sellers build business acumen.  
By stepping into the roles of key executives, sellers gain empathy and business savvy through 
immersive, virtual role play. 

Wyda combines autonomous virtual learning with social connections and discussion, through 
optional coaching, workshops, discussion forums, to deliver a truly comprehensive learning 
experience like no other. Learn more https://www.wydagame.com/ 
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Virtual selling 
skills are critical

Engaging 
C-suite

Business is 
moving FAST

Multiple Stakeholders are the norm

50% ‘absolutely agree’ and 
33% strongly 
agree their roles 
have ‘become 
more complex 
than 2 years ago’

‘totally agreed’ or ‘agreed’ that 
“Our customers are adapting/
pivoting their business more 
frequently than 2 years ago.”

1

3

2
  Only 6% of all sales engagements 

involve 1-2 decision makers

  50% of organisations have 
between 3 and 5 

 32% engaging between 6 and 9 

 12% of organisations engage 10+

1 Offering and articulating business insights to the C-Suite and Executives

2 Understanding customers’ business situations

3 Selling on business value not focusing on product features and attributes

4 Addressing multiple stakeholders and influencers in the buying process

5 Identifying customer pain points

6 Building rapport and strengthening relationships

7 Being able to listen, empathise and overcome objections

8 Understand and meet the needs of customers’ internal stakeholders and users

9 Closing the sale

10 Qualifying prospects

RANKING SKILL

83%  

are confident that their sales 
professionals can offer and articulate 
business insights to the C Suite and 
Executive

49%  
ONLY

Sales Training Effectiveness

88%  
88% agree that traditional 
sales methodologies need 
to be combined with more 
context specific skills

95% of all our respondents 
agreed that creating greater 
agility in sales engagement 

and execution is a key 
requirement for success

Whilst the top preferred choice 
is classroom based instructor led 
training, 30% have difficulty 
changing their behaviour after 
training (41% in organisations 
with 10,000+ employees)

Sales Agility

95%  

Data taken from Sales Agility Research report authored by TRA, sponsored by Wyda Games.

https://www.wydagame.com/

