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Who are we? 9 i

| COACH
At MySalesGoach,

We help sales teams and aspiring, coachable reps reach their true potential

with expert, 1:1, frequent coaching- as a subscription.

We personally match reps to an expert coach who has
and is the perfect fit for them as an

individual - to drive them towards success in their career
and keep them accountable.

After choosing their expert coach, each rep can book
9 6 confidential 1:1 sessions with their own personal coach to
help achieve their personal growth plans -

i} ﬁ i} i} // delivering tactical ideas and expertise, mindset and
support, and coaching of calls and conversations.

Average feedback
score from our

coaching sessions Coaching reps at

organsations including:

We have who are s

specialists for every role - HubSppt
SDRs, AEs, Sales Managers and Leaders and Customer © cognism gaa|
Success teams Klaviyo™ fiexport
(THUsTEAT BORRESTER

© outreach
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only 1/12

And for a role that requires passion, grit
and resilience... this is an
underwhelming response.

o The vast majority are committed to
o their career in Sales, so should be

invested in

So although they're sure about
Sales as a career, 48% said they
don't feel like they'll be with their
employer in 12 months... ouch.
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What do they say about COACHING?

of SDRs who receive frequent, high quality

coaching feel fulfilled (very/pretty fulfilled)

Never Get Coached

28%

Want More Coaching

More likely to stay with their
current employer
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Findi’fg’s What else do they say about coaching?

Half of these SDRs rate the coaching
they get in their current role between
0-6 out of 10...

The only challenge that ranked higher
was high performance targets &
expectations... Coaching can help with
those...

only 340/0
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Who took partin the survey?

s this your very first role as an SDR?

A mixed bag of newbies and more
experienced SDRS.

53% of people who took part are in their
first ever SDR role.

Let's break it down further...
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How fulfilling do you find your role
as an SDR?

Mostly ‘'somewhat’ or ‘pretty’
fulfilling... this feels quite
underwhelming.

How fulfilling would you say you
find your role?

Pretty

&5.7%

Somewhat

43.8%

MY
SALES
COACH

Find their role as an SDR _ _
44% only ‘somewhat fulfilling Only'8.2°lo find their role
PRI
Find their role ‘pretty’
fquiIIing... on Iy of these SDRs find their
1/12 role as an SDR 'very

fulfilling'
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In your opinion, is the role of an SDR
getting easier, staying the same, or
getting harder?

Easier? Staying The Same?

109/ 23.2%o0

Q@ COACH

SDRs helieve Sales is getting harder.

What worked yesterday, doesn't work today.
SDRs need more support and coaching than ever before, but who has the spare
time to give them the extra coaching they crave and deserve to be successful?

! MY
SALES
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What are your most likely aspirations for
your next career step?

Possibly unsurprising that the majority of

these SDRs can see their future as an AE

What are your
company doing to
AE B ensure these people
SDR Manager 18% are ona plan to
achieve their goals?
Not Sure 9%
Change Of Career 5%
Customer Success 4% SALES
COACH
Marketing 3%
Rev Ops D 3%
Do we help to educate our SDRs on
Stay an SDR D 2% some of their viable career
opportunities like Customer Success,
Sales Enablement 2%

Sales Enablement or Rev Ops?

We know that the jump from SDR to AE is something that many SDRs see as their next
step, but as leaders we know this step is a difficult one and requires the learning of
many more skills...
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Do you think you'll be in Salesin b
years time?

MY
SALES

No Too Earlytosay & Unsure

THINK THEY WON'T BE IN
SALES IN 5 YEARS

The SDRs who took part in this survey
.. We wondered whether this was
due to them being happy at their company...

SALES
ALE
COACH 1 O
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Do you think you'll be with your current
employer in 12 months time?

7%

19.0% éé&fcsH A worrying result for managers and
leaders here...

Although the SDRs who took this

- survey do see a long term future
yK=L78 careerinsales, only half of them see
their short term future with their
current employer.

nsure

26. 4%

What does this mean for you?

It is normal in Sales to lose SDRs- some just don't work out,
salesisn't for them... but for half of your SDRs to choose to
leave your company for another Sales team... That could raise
some questions.

Are your company prepared for
your company in the next

SALES
ALE
COACH 1 1
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Conclusion:
What can we learn from this data?

Just over half of these They're quite
SDRs are in their first underwhelmed with
SDRrole, the rest their role... Feeling
have been an SDR 'somewhat' to 'pretty’
before... fulfilled...

Although the vast They're feeling like

majority believe they sales LS i;arder t(rj\z?n
will be in Sales in 5 ever belore, andis

years time getting harder every
day...

48% are unsure or The questionis...
definitely won't be

with their current
employer in 12
months time

Are these SDRs hitting the targets set
for them by their company? Could that
be a contributing factor? So we asked...

g/l \ ES
AL
COACH 1 2
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Are you personally year to date in 2023 based on

targets set by your organisation on target?

35.0%

25.0% 23.9%

20.0%

10.0%

Under 60% 60-80% 80%+ On Target Over Target Well Over Target
1

So.. what does this data tell us?

Well...The results of this survey are coming
from teams like yours who are hitting their
number,

. MY
SALES

Q@ COACH

Let's look deeperinto this...

\\_, COACH
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We broke it down further:

30.0%
20.0%
10.0%

0.0%

Under Target On Target Over Target

SALES
H

What does this mean foryou?

‘ My Your SDRs who are hitting your targets are only feeling
COACH to fulfilled.
Only half of them are sure they'll be in sales in 5 years and
only half are sure they'll be with in

R

'I O/ of these SDRs are on target
or over target

What happens in your company if you lose them?

SALES
L
COACH 1 4



https://www.mysalescoach.com/sales-coaching-for-teams?utm_campaign=State-of-SDR-report&utm_medium=Report&utm_source=Report&utm_term=StateOfSDRReport&utm_content=Clicked-on-logo-from-Report

Which of the following have you
struggled with at some point as an SDR?

Lack of confidence
Anxieties over results

- Cold calling anxieties
Knocked confidence by rude prospect
Imposter syndrome
Dealing with a difficult colleague

~ Challenges with a manager or leader
Inappropriate behaviour from a prospect
Inappropriate behaviour from a prospect
Inappropriate behaviour from a colleague
Doubting sales is a career for you

Rather not answer

How did they rate these struggles?
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Which of the following have you

struggled with at some point as an SDR?

Anxieties over results

66.9%

Cold calling anxieties

65.2%

Lack of confidence 57.2%

Imposter syndrome

46.3%

Doubting sales is a career for you 45.4%

Challenges with a manager or leader 40.1%

Knocked confidence by rude prospect 36.0%

31.6%

Dealing with a difficult colleague

Inappropriate behaviour from a prospect _ 15.4%
Inappropriate behaviour from a colleague _ 13.2% Anxieties around results and cold
Rather not answer ] 12% calling, lack of confidence and

imposter syndrome steal the
show here...

Some eye opening struggles here.

This could explain why people are doubting their future with their
company even though they're hitting their targets and do think that they’ll
be in Sales in 5 years time...

Even your strong SDRs face struggles and challenges in Sales.
Are your company doing everything in their power to support them?

-
A 16
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The headlines...

b/%

Anxieties Over Results

699%0

Cold Call Anxieties

1%

Lack Of Confidence

469/

Imposter Syndrome
A case for Coaching

MY
SALES
COACH
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And possibly some uncomfortable truths that

are alittle than you'd like...

@ 4 0 OI o How can we support our teams

better who are facing these

Challenges with a challenges?
Manager or Leader

How can we help our team to be @ 3 6 OIO

more resilient and bounce back

when their confidence is knocked? Knocked confidence by
rude prospect

@ 3 2 I 0 How do we control the dynamics of

the team? How do we support

Dea"ng Wlth d them in managing relationships?
difficult colleague

Asshockingly high 2 9 OI 0

percentage... Are companies

aware of these issues? Inappropriate behaviour from
a colleague or prospect

How can we support our teams facing these issues?

QA \ S
ALE
@ COACH 1 8
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Rank the following in the order of the
biggest challenges you face personally

as an SDR?

Most ranked as Number 1 challenges:

High performance
expectations/targets

22%

Lack of coaching 16%
Burnout 9%
Competitive market 9%
. l COACH
Budget at prospects 8%
Insufficient leads 8%
Poor quality leads 7%
Confidence/anxieties 7%
Uncertain career 6%

opportunities

Appropriate tech stack

Appropriate tech stack

4%

. MY
@ SALES

Q@ COACH
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Rank the following in the order of the
biggest challenges you face personally

as an SDR?

Most ranked as Top 3 challenges:

High performance
expectations/targets

51%

Lack of Coaching 40%

Poor quality leads 32%

Insufficient leads 29%

Competitive market p

Budget at prospects 25%

Burnout 24%

Dealing with rejecetion 24%

Confidence/anxieties 18%

Uncertain career

- 17%
opportunities

I 2
S

Appropriate tech stack 12%

=
=

SALES
COACH 2 O
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Top Challenges for

SDRs

High performance
expectations/targets

Lack of coaching
Burnout
Competitive market
Budget at prospects
Insufficient leads
Poor quality leads

Confidence/anxieties

Uncertain career
opportunities

Dealing with rejection

Appropriate tech stack

Ranked #1 Ranked Top 3
22% o s
expectations/targets
7% Dealing with rejecetion

6% Confidence/anxieties

4% Uncertain ca.re.,\er
opportunities

3% Appropriate tech stack

Of SDRs said is one of
their top challenges

MY
SALES

‘ COACH
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Who is supporting your team with
these ?

T

OQ/ of these SDRs ranked |ack of coaching
O i their Top 3 challenges

Here's the problem...

These SDRs are facing challenges in their role...
Coaching helps with all of these challenges,

Managers have very little time to coach in
between everything else they have to do,
but their SDR team crave it.

MY
SALES
COACH

22


https://www.mysalescoach.com/sales-coaching-for-teams?utm_campaign=State-of-SDR-report&utm_medium=Report&utm_source=Report&utm_term=StateOfSDRReport&utm_content=Clicked-on-logo-from-Report

At MySalesCoach, we know the benefits
of

How often do you get coaching?

Weekly

276%
MY
SALES
COACH

30.0%

25.0%
20.0% 18.7%
16.0%
15.2%
15.0%
12.9%

10.0% S8

- .

0.0% -

MNever Almost never Less than once a Monthly 2-3a manth
month

Whilst many are getting weekly coaching, the
vast majority arent...

SALES
L
COACH 2 3
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It looks more like this...

45.0%

For coaching to be beneficial and for the 7
individual and company to ever see the Only 400 of these SDRs

true value, coaching 0 are getting the
40 /0 they need to

succeed in their role.

Here's the problem...

When it comes to coaching...
It needs to be and to see results...
or you are letting your team down...
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If you could decide, would you
choose to get...

(19 ) e Of SDRS
Want
Said coaching
(179) i more
coaching

So... Even those who are getting frequent coaching,
want much more coaching!

MY

SALES
it 25
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We wondered how valuable to these SDRs find the
coaching they are receiving...

How valuable is the coaching you currently get, for your own
personal development?

20.0%

MY
17.5% 16.9% SALES
15.7% COACH
15.0%
125%
12.50% 122%
10.0%
7.5% 7.0% 6.8%
5.4% 52%
5.0%
2.5% 25%

- - -
0.0% :

0 1 2 3 4 5 6 8 9 (oI

g/lY ES
AL
COACH 26
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We broke this down further:

40.05%

30.0%

20.0%

10.0%

0.0%

SALES
n

| '| 80/ Rate their coaching 9-10
O n y O outof10

32 (y Rate their coaching 7-8
O out of 10

S0%

Rate their coaching between
0-6 out of 10

S

®

Shocking to see that HALF of the SDRs who took this survey rate their coaching very
poorly.

Even more disappointingly, only 18 find the coaching that they get on the high
value end of the spectrum...

g/lY ES
AL
COACH 27
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We wondered if there is a connection...

Do people who get more frequent coaching, rate the
quality of their coaching more highly?

100%

80%

60%

40%

20%

.J -J

SALES
COACH

0%
0-6

@ A O None/little @ Some @ Frequent

How can we support our teams facing these issues?

There seems to be a correlation
between frequent coaching and high
quality coaching...

MY
SALES
COACH

SDRs who get more frequent
coaching rate their coaching quality
more highly than those who don't.

28



We examined the data more deeply..

Do the SDRs who say they get frequent, high quality
coaching from their company feel more fulfilled?

Fulfilment in role by coaching frequency
(Very & Pretty Fulfilled)

Frequent (2/3 month + Weekly), High Quality (9 or 10)

80% 74%

60%

29%

20%

0%
MY

SALES
COACH

Fulfilled

@ AL O None/litte @ Some @ Frequent @ High Quality @ Frequent & High Quality

Those who don't get much coaching

justaren't very fulfilled Those who do get frequent, high quality
coaching feel the most fulfilled... but even
those who get frequent coaching feel
very or pretty fulfilled.

3in4

ony1in4

SALES
COACH 2 9



https://www.mysalescoach.com/sales-coaching-for-teams?utm_campaign=State-of-SDR-report&utm_medium=Report&utm_source=Report&utm_term=StateOfSDRReport&utm_content=Clicked-on-logo-from-Report

We wondered if this affected how they
feel about their employer...

Do the SDRs who get frequent, high quality coaching
believe they will still be with their company in 12 months

only 34%
14%

Of SDRs who get
believe they will be
with their company in 12 months.

SALES
COACH 30
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And what about their targets?
How is coaching affecting these?

Are the SDRs who have told us they get frequent, career changing
coaching achieving their targets?

80%
69% 70%
70% 67%

61%
60%
53%
50%
409%
30%
20%

10%

0%
On/Over Target

SALES

@ AL O None/little @ Some @ Frequent @ High Quality @ Frequent & High Quality ‘ MY
COACH

SDRs who get
frequent OR high
quality coaching are

than those who
get none or little Even if coaching is only frequent

and not seen as "high quality
coaching by the SDRs, this still has
a positive effect on them hitting
their targets.

SALES
COACH 3 1
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MY

How can we help‘? T SALES

Q@ COACH

We help busy sales managers and aspiring, coachable reps

reach their true potential with personally matched, expert, 1:1,

frequent coaching- as a subscription.

9.6
Yoo Y Yo v Y-

Average feedhack
score fromour
coaching sessions

32
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At MySalesCoach, we're passionate about SDRs
getting the expert coaching they deserve to
succeed in sales.

How do SDRs feel about us?

SDR moving to AE - Eola
BDR at Beekee

Helped me uncover challenges | didn't realise | was - ; :

; ; : : antastic, valuable sessions and
facing until | admitted it! The areas we covered gave me actionable advice that can
really good tips and ideas on how | can overcome them. immediately be implemented

It is really helpful to go over these with someone IV EhE W o Ehin Gl
outside of my company. As time goes on | have no
doubt how valuable these sessions will be in helping me
to achieve my career goals. Such a useful session and
came at exactly the right time.

SDR at Kainos
Neil really nails the coaching part of sales coaching.
SDR at Deel
Before | came to the session | had a bad day. | was on a really

unsuccessful streak; Neil felt that immediately, but rather

| was blown away by the cold oo } ;
than giving me some lukewarm technical advice what many

_Ca” script! would have done at this point, he helped me to uncover the

Loved doing the role play and underlying reasons that got me into this situation of feeling

reverse role play. It made me that way. After we identified that it is mostly a mindset and

feel more confident in myself time management issue as well as work-life balance playing
reproducing a similiar script. into it a lot, we established a simple to execute day

structure for the coming weeks, setting me up for success.

The session managed to change my attitude 180 degrees
and made my day!
SDR at Accredible _
Gave me so many new ideas - that one session

with Neil was worth tlen standard training SDR at Cognism
sessions!

So many tips that |
will now apply to my
cold calls!

BDR at Beekee

One of the tangible results out of coaching was
me qualifying my deals properly and shortening
my sales cycle by about a month.

MY

' SALES
33
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We care about AEs, Sales Leaders and CSMs

getting the expert coaching they crave too.

How do they feel about us?

Sales Leader at Brandwatch

Having a session with Nigel always leaves me feeling Newly promoted AE

that | can take on the world. el
His practical advice is something | can implement as That was AMAZING!
soon as the zoom call finishes.
Some simple things make a huge difference and No small ta!k of _fIUff_), talk'
having someone like Nigel to guide you along the we got straight into it and
way is crucial! I've left the session with lots

of things to action. As well as
feeling super motivated!

VP of Sales at Allego

Nigel was able to hone in on the most 'top of mind' things for me and focus the
conversation around that. He asked me some good questions to gain clarity on
some of the challenges | face, and provided some great perspectives and
approaches to managing internal conversations with business leaders. It felt like |
was talking with someone who had faced very similar challenges before. CRO at Flexport

CSM at Propello

Nigel is a wealth of knowledge, | love

it was really useful bouncing off ideas, involving how he breaks the problems down and

how to make the customer experience | create leaves you with manageable, tangible
more interactive. actions.
| felt like | didn't have anywhere to go with this at | feel like it was 35 minutes that was
the start of the call, but now i feel like i have very really well spent and advanced my
interesting conversation to have with my position/knowledge from when we
manager about adopting some of these ideas! started the call.
AE at Leyton

We went through a key issue I've been facing recently. | held
off writing this response until | could action it.
It has helped tremendously in helping me remain in
control of the sales cycle

b BT

v
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Interested in finding out how we can

compliment your internal coaching?

Lets share some ideas
2 IR

Want to master the art of Sales Coaching for your team?
Download our Sales Coaching Playbook here:

Download

MY
W 2ALES

www.mysalescoach.com
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