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Executive Summary

Enterprise frontline sales teams are entering a decisive operational transition. Across industries such
as Banking, Insurance, Automotive, Consumer Durables, NBFC, Construction, and Pharma, revenue
leaders are confronting a growing disconnect between strategic sales planning and frontline
execution reality.

The 2026 Sales Enablement Maturity Index (SEMI) reveals that while organisations continue investing
heavily in CRM systems, enablement programs, Al tools, and sales methodologies, execution
consistency at the frontline remains critically underdeveloped. Most enterprise sales organisations
still operate with fragmented workflows, inconsistent coaching, static playbooks, and limited visibility
iInto actual seller behaviour.

This report synthesises findings from over 4,900 frontline sales leaders, managers, and revenue
executives across distributed enterprise sales environments. The data highlights a clear divide
between organisations relying on manual, intuition-driven sales operations and those deploying
intelligent, workflow-embedded execution systems.

The findings expose five structural weaknesses
limiting frontline sales performance in 2026:

Process Standardisation Remains Weak

A majority of enterprise sales teams continue to operate
without deeply operationalised execution frameworks.

400/ of organisations report either having no standardised
O process or only basic stage definitions.

250/ enforce mandatory process adherence or
O continuous optimisation.

520/ of organisations report less than 40% sales
O methodology adoption among frontline reps.

840/ require more than three months to ramp
O new hires to full productivity.

59@/ operate with either informal coaching or
O no coaching framework at all.

These gaps create inconsistent buyer experiences, fragmented regional execution, and extended ramp

times that directly impact revenue predictability.

The data indicates that traditional enablement approaches centred around documentation and
classroom-style training are failing to drive behavioural adoption at scale.

sharpsell.ai
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Frontline Enablement s Still
Passive and Disconnected

Most enterprise enablement systems remain structurally
misaligned with how frontline sellers actually work.

750/ of reps still rely on manual search or
Q O shared drives to access sales content.

) 700/ of sales teams spend between three and
C': O ten hours weekly searching for collateral.

4]0/ of frontline reps report receiving little to
O nocoaching.

/> © of enablement systems remain completely
(f 5 5 /° detached from daily workflows.

This operational fragmentation creates massive productivity leakage across distributed sales
organisations. Reps are forced to navigate disconnected systems while managers spend more
time inspecting pipelines than developing selling capability.

High-performing organisations are increasingly shifting toward embedded enablement models
where content, coaching, and guidance are delivered directly inside frontline workflows.

Most Organisations Lack
Execution Intelligence

Despite growing investment in Al and analytics, most sales organisations still
manage execution using subjective observation and lagging indicators.

57@/ of organisations rely on manual or
O sample-based conversation reviews.

Y

o of leadership teams have little or no visibility
ﬂ{ﬂﬂ 50 /° into behaviours driving higher win rates.

@ identify deal risks only after deals
@} 62 /° stall or through manager intuition.

\1

NIt

0/ of organisations still conduct
s Ol%

mostly subjective coaching,.

The report reveals that execution intelligence — not just CRM visibility — is becoming the defining
differentiator between average and high-performing revenue teams.

Leading organisations are increasingly deploying Al-powered conversation intelligence, predictive
risk detection, and intelligence-driven coaching systems that identify behavioural gaps in real time.
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Adaptability and Personalisation Are
Emerging Competitive Advantages

The ability to dynamically personalise buyer interactions and rapidly
adapt sales messaging is becoming a critical frontline capabillity.

i | o report that less than 40% of reps actively
g 13%

personalise customer interactions.

still rely on generic or minimally
localised sales plays.

@ 560/ require more than one month to adapt
O sales messaging to market changes.

@\o 70/ continuously integrate frontline
©

insights into GTM strategy.

/
This lag creates major execution gaps, especially in industries where regulatory changes,
competitive positioning, and customer expectations evolve rapidly.
The report finds that Al-powered execution systems are increasingly enabling dynamic
personalisation at scale by automating pitch generation, localisation, objection handling, and
contextual recommendations directly within the sales workflow.

o

Al Adoption Is Accelerating Faster
Than Operational Readiness

While enterprise adoption of Al in sales execution is

growing

rapidly, operational maturity remains uneven.

of organisations have integrated Al
57 62% o :

S

assistants or copilots into frontline workflows.

740/ report broad operational Al usage or Al
O embedded directly into workflows.

E/ = j 570/ automatically capture more than
© O 60% of frontline activities.

@ 46% already deliver contextual real-time
O sales recommendations to reps.

/
The findings suggest that the market is rapidly moving beyond experimental Al deployments toward
embedded execution systems that actively guide frontline behaviour before, during, and after
customer interactions.
However, many organisations continue to deploy Al as isolated tooling rather than integrating it into
a unified execution operating model.

-
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The Emerging Divide In
Enterprise Sales

The SEMI research reveals a widening maturity gap
between two categories of enterprise sales organisations:

Traditional Revenue Organisations

These organisations continue relying on:

e static content repositories
e subjective coaching

e fragmented systems

e mMmanual reporting

e and intuition-driven management.

Execution consistency remains low, onboarding remains slow,
and frontline adaptabillity is limited.

Adaptive Execution Organisations

These organisations operate with:

e workflow-embedded enablement,
e Al-powered execution intelligence,
e dynamic playbooks,

e predictive coaching,

e automated activity capture,

e and continuous feedback loops.

They are significantly more capable of scaling high-performing
behaviours across distributed frontline teams.

sharpsell.ai
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The Central Finding
of the Report

The future of enterprise sales execution will not be
determined by CRM ownership or Al experimentation alone.

It will be determined by an

organisation’s ability to operationalise:

e execution consistency,

real-time adaptability,

e Intelligence-driven coaching,

e and workflow-embedded frontline guidance at scale.

The highest-performing enterprise sales organisations in 2026 are no
longer treating enablement as a support function.

They are treating sales execution as a continuously optimised operating
system.

The Bottom Line

Enterprise sales organisations can no longer rely on static training
programs, fragmented enablement systems, and intuition-based
management to drive growth.

The next generation of frontline performance will be defined by Al-
powered sales execution systems that:

standardise winning behaviours,
reduce ramp times,

personalise customer interactions,
proactively identify deal risks,

and guide frontline execution in real time.

The organisations that successfully operationalise these capabilities will
define the next era of enterprise revenue growth.

sharpsell.ai
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From the
Editorial Desk...

Enterprise sales is undergoing its most significant
operational transformation in decades.

For years, organisations have invested aggressively in CRM systems, sales
methodologies, enablement programs, training initiatives, and more
recently, artificial intelligence. Yet despite this growing technology stack, one
challenge continues to persist across industries:

Execution consistency at the frontline.
The gap between strategic intent and frontline behaviour has become the
defining problem of modern revenue organisations.

Across Banking, Insurance, Automotive, Pharma, NBFCs, Consumer Durables,
and Construction, enterprise leaders are discovering the same operational
reality — revenue growth is no longer constrained by strategy creation, but
by the organisation’s ability to operationalise winning behaviours across
large, distributed sales teams.

This report was created to better understand that gap.
The Sales Enablement Maturity Index (SEMI) was designed not as another

technology adoption survey, but as a frontline execution benchmark. The
goal was to measure how enterprise organisations operationalise:

I/\ (4
{e}) process consistency,

R coaching,

{é}é} execution intelligence,

ﬁ adaptability,

e g

i) and Al-powered sales workflows.

ST

What emerged from the research was a clear pattern.

sharpsell.ai
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The highest-performing organisations are not necessarily those with the
largest technology budgets or the most sophisticated sales methodologies.
Instead, they are the organisations that have successfully embedded
execution guidance directly into the daily workflow of their frontline teams.

The future of enterprise sales will not be defined by static playbooks,
fragmented enablement systems, or isolated Al experiments.

It will be defined by intelligent
execution systems that:

@ guide sellers in real time,

R personalise interactions dynamically,
@E}% identify behavioural gaps proactively,
ﬁ and continuously adapt based on market feedback.

This report captures an industry at an
inflection point.

Many organisations still operate with fragmented workflows, subjective
coaching models, and inconsistent frontline execution. Others are beginning to
transition toward Al-powered execution environments where enablement,
intelligence, coaching, and workflow automation operate as one unified
system.

The divide between these two models will define
the next generation of revenue leaders.

We hope this report helps Chief Revenue Officers, Sales Leaders, Enablement
Teams, and GTM Executives better understand where their organisations
stand today — and more importantly, what operational changes will define
competitive advantage in the years ahead.

The age of passive enablement is ending.
The era of adaptive sales execution has begun.

sharpsell.ai 07



Research
Methodology

The Sales Enablement Maturity Index (SEMI) benchmarks

the operational maturity of enterprise frontline sales

organisations across distributed, high-velocity industries.

The study evaluates how effectively The research was conducted across

& e J : Banking, Insurance, NBFC, Automotive,
organisations operationalise:

Consumer Durables, Pharma, and
Construction sectors between
o sales process execution, Q1 and Q2 2026.

¢ trontline enablement, o S
The study synthesises insights from

more than 1,900 respondents, including:

] execution intelligence,
® Chief Revenue Officers (CROs),
[ adaptability ® Sales Leaders,
® Frontline Managers,
Q0 and Al-powered workflow integration. 1 EhaiBmentiiSocers,
= and frontline sales representatives.

The SEMI framework is built around five core pillars:

Sales Process Frontline Sales Execution Adaptability & Technology &
Operationalisation Enablement Intelligence Personalisation Al Integration

The assessment uses quantifiable operational indicators including:

X j‘ sales methodology '/I] rep ramp 0O D, coaching
oll

0O 0O adoption time ‘i frequency
workflow @ conversation m Al L activity
ﬂ integration analysis maturity adoption automation
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Each response is scored on a

=) five-point maturity scale:

Score Maturity Level

il

1 % Reactive " l
3
2 ?E’ Emerging
Scores are aggregated
to calculate:
3 % Structured
® an Execution
E isation r
A Integrated Standardisation Score,
® and an Execution
9 Adaptive / Intelligence-Driven Intelligence Score.
®
SEMI 2x2 Maturity Framework
Organisations are positioned across execution
standardisation and execution intelligence.
Intelligent
2
et
Intuitive Performers Adaptive Execution Leaders
Intuitive Performers High consistency with
Adaptive but difficult to scale intelligence-driven execution N
O of
-
€ . )
O =
< — Q.
G o= D
% a
Reactive Hustlers Scripted Operators
Low standardisation and High process consistency but
low intelligence limited adaptability
Reactive

¢

sharpsell.ai

The SEMI framework was designed to benchmark frontline execution
maturity rather than technology ownership alone, helping enterprise
revenue leaders identify operational gaps, benchmark performance,
and understand the evolving role of Al-powered sales

execution systems.
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Understanding the
SEMI Quadrants

The Sales Enablement Maturity Index (SEMI) classifies
organisations into four distinct execution archetypes based on
two dimensions:

Execution Standardization — the degree to which sales
processes, coaching, and enablement are consistently
operationalised across the frontline.

Execution Intelligence — the degree to which organisations
leverage data, adaptabillity, feedback loops, and Al-driven
systems to continuously improve sales execution.

Optimize Sales Execution

Intelligent
A
@SD ‘g
Intuitive Performers Adaptive Execution Leaders
Rapid experimentation Al-driven scaling
Adaptive coaching Predictive analytics
Customized approaches Optimized workflows
2.
O
; :
T » Q
e Q
< Q
N
®
2
Reactive Hustlers Scripted Operators
Strict compliance Manual processes
Static playbooks Inconsistent messaging
Uniform execution Isolated efforts
v
Reactive

Together, these dimensions reveal how effectively organisations
can scale winning sales behaviours while adapting to changing
customer and market conditions.

While every organisation is unique, most enterprise sales teams
naturally fall into one of four maturity quadrants.

sharpsell.ai 10



!l Reactive Hustlers

Low Standardization | Low Intelligence

Reactive Hustlers are organisations where sales success
depends largely on individual talent, relationships, and
manager intuition rather than repeatable systems.

These organisations often have fragmented processes,
Inconsistent coaching practices, limited visibility into frontline
activities, and minimal use of sales intelligence tools. Sales
execution varies significantly across regions, teams, and
iIndividual representatives.

While strong performers may deliver impressive results,
success Is difficult to replicate across the broader
organisation.

Common Common
Characteristics Challenges

« Relationship-driven selling « Long rep ramp times

» Limited process adherence » Inconsistent customer experiences
 Informal coaching structures « Forecasting inaccuracies

- Reactive decision-making « High dependency on top performers
- Manual reporting and forecasting - Difficulty scaling best practices

- Low technology integration

sharpsell.ai 11



Scripted
Operators

High Standardization | Low Intelligence

Scripted Operators have successfully established structured
sales processes, standard operating procedures, and
compliance-driven execution models. However, they often
struggle to adapt quickly to changing buyer expectations and

market dynamics.

Execution consistency is generally high, but frontline teams may
lack the flexibility, intelligence, and contextual guidance needed
to personalise customer interactions effectively.

These organisations excel at control and governance but often

sacrifice adaptability.

Common

Characteristics

 Strong process discipline

« Standardised sales methodologies
« Centralised enablement programs
» Structured onboarding

« Compliance-focused execution

 Limited execution intelligence

sharpsell.ai

Common

Challenges

 Rigid customer interactions

 Slow adaptation to market changes

« Generic sales messaging
e Limited frontline autonomy

- Difficulty identifying behavioural
drivers of success
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Intuitive
Performers

Low Standardization | High Intelligence

Intuitive Performers excel at understanding customers,
adapting messaging, and leveraging frontline insights. They
often employ highly capable sales professionals who
persondlise effectively and navigate complex buying

environments with agility.

However, much of their success resides within individuals rather
than systems. As a result, scaling high performance across

larger teams becomes difficult.

These organisations are often highly adaptive but operationally

Inconsistent.

Common

Characteristics

- Consultative selling approaches
 Strong customer understanding

- High adaptability

« Personalised engagement

« Intelligence-driven decision-making

 Flexible execution models

Common

Challenges

 Inconsistent execution across teams
« Knowledge silos

« Difficult onboarding processes

« Dependence on individual expertise

 Limited repeatability

sharpsell.ai
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Adaptive
Execution Leaders
High Standardization | High Intelligence

Adaptive Execution Leaders represent the highest level of sales execution maturity.

These organisations combine operational discipline with execution intelligence. They
have established repeatable sales systems while simultaneously enabling frontline
teams to adapt dynamically to customer needs and market conditions.

Execution is guided by data, coaching is intelligence-driven, enablement is
embedded into workflows, and Al actively supports frontline decision-making.

Rather than relying on individual excellence, these organisations systematically scale
winning behaviours across the enterprise.

Common Common
Characteristics Challenges

- Standardised yet flexible execution models  Faster rep ramp times

« Embedded enablement and coaching - Greater forecast accuracy

- Al-powered sales guidance « Higher productivity per seller

« Redl-time performance visibility « Consistent customer experiences

- Rapid adaptation to market shifts « Scalable revenue growth

« Continuous optimisation of sales workflows « Stronger execution resilience

\_ o\ .

sharpsell.ai 14



The Path to Maturity

The SEMI framework is not intended to label organisations as good or bad. Instead, it
provides a lens for understanding how sales execution capabilities evolve over time.

Most organisations begin as Reactive Hustlers, establish process discipline to
become Scripted Operators, develop execution intelligence to become Intuitive
Performers, and ultimately progress toward becoming Adaptive Execution Leaders.

The highest-performing organisations are not those with the most technology or the
largest sales teams. They are the organisations that successfully combine execution
consistency with execution intelligence, enabling them to scale high-performing
behaviours while continuously adapting to changing market conditions.

This balance between standardization and intelligence ultimately defines modern
sales execution maturity.

Sales Enablement Maturity Index

4 <
Banking
r'\
o
g Telecom
n A
3
E —
% 3 NBFC
% S Insurance
E Autu:ntwe A
Consumer Durables
A
Pharma
5. A
Construction
A
1 | 1 r 1
1 2 3 4 o

Standardization Score

Industry Standardization Score Intelligence Score SEMI Quadrant
Banking e/ 3.50 Adaptive Execution Leader
Insurance 3.50 2.6/ Scripted Operator
NBFC LD 2.83 Scripted Operator
Pharma ST 2.00 Scripted Operator
Automotive 257D 2.50 Reactive Hustler
Consumer Durables 2.50 2.33 Reactive Hustler
Construction 2.00 1.67 Reactive Hustler
Telecom D7D 3.17 Scripted Operator

sharpsell.ai
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Sales Process
Operationalisation

Frontline sales execution suffers when strategy fails to translate into daily behavioural
habits. In 2026, revenue teams across Automotive, Banking, Insurance, and other high-
velocity sectors face a widening gap between designed methodologies and actual field
adoption. The findings reveal that informal processes and inconsistent coaching
frameworks are directly responsible for extending ramp times and suppressing quota
attainment. Correcting these systemic failures requires shifting from static training
materials to an active, Al-powered sales execution system.

Level of Sales Process Standardisation
Across Frontline Teams
Share of respondents

Standardised process for most teams
Basic stage definitions only

Standardised process with mandatory adoption

Fully standardised with continuous optimisation

B s o

No standardised process

The Standardisation
Deficit in Frontline Execution

A predictable revenue engine requires a rigid foundation, yet 51.5% of organisations still
struggle with a lack of formal enablement vision. The data reveals that 32% of sales teams
operate with only basic stage definitions, leaving actual field execution up to individual
iInterpretation. Another 8% admit to having no standardised process whatsoever.

When frontline sales agents in
high-velocity industries like
Banking or Consumer Durables
lack a structured playbook,

execution becomes fragmented.

Distributed geographies suffer
the most, as regional managers
create their own localised

Level of Sales Process Standardisation Across Frontline Teams

Share of respondents

No standardised process e

8.0%

Fully standardised with
continuous optimisation “

10.0%

Standardised process
for most teams

35.0%

Standardised process
with mandatory
adoption

15.0%

processes to fill the void.
Organisations must shift from

static guidelines to the
mandatory adoption of
dynamic playbooks to ensure
execution consistency across all
territories.

sharpsell.ai

Basic stage
definitions only

32.0%
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The Reality of
Methodology Adoption

Chief Revenue Officers invest heavily in sales methodologies, but frontline adherence tells
a conflicting story. Our survey indicates that 52% of organisations see less than 40% of
their reps actively using the defined methodology in their daily buyer interactions. Only
6% of respondents report an adoption rate above 80%.

This gap between boardroom Percentage of Reps Actively Using a Defined Sales
strategy and field execution leads Methodology
to missed revenue targets and
Inconsistent buyer experiences.
Without just-in-time content and
on-the-fly enablement tied
directly to the methodology, reps el
revert to comfortable, outdated bt
habits. Successful
operationalisation requires
embedding the methodology
directly into the daily workflow
rather than treating it as an annual
classroom training event.

Share of respondents

81-100%
6.0%

0-20%
18.0%

21-40%
34.0%

41-60%
27.0%

The Escalating
Ramp Time Crisis

The time required to bring a new sales agent to full productivity has stretched to
alarming lengths. In 2026, the average B2B sales ramp time has climbed to roughly 5.7
months. Our data confirms this industry trend, showing that 84% of organisations require
three months or more to fully ramp their new hires, with 38% taking over six months.

For industries like NBFC and Average New Rep Ramp Time to Full PrOdUCtiVity
Insurance, where agent attrition o anE o Mstionts
rates are hiStOriCCI”y hlgh, a multi- More than 9 months Less than 1 month

month ramp period destroys unit 10.0% 2.0%

economics. Sdles Leaders cannot

afford to wait half a year for a

return on headcount investment.

Structured learning journeys and

rigorous simulation are critical to

slashing this ramp time, building SRV
behavioural muscle memory e
before the rep ever faces a redl

customer.

1-3 months

14.0%

3-6 months
46.0%

sharpsell.ai 17
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The Coaching
Consistency Gap

Sales Managers are the critical node for field execution, yet 59% of organisations operate
with informal coaching or no coaching framework at all. When coaching is ad-hoc, it
becomes subjective and reactive, focused merely on closing late-stage deals rather than
identifying and correcting capability gaps early in the cycle.

To drive multi-fold business growth, managers need objective performance data. A
standardised coaching framework allows managers to transition from glorified pipeline
iInspectors to actual behavioural coaches. Without mandatory adoption of a unified
coaching model, high-impact behaviours remain isolated to a few top performers rather
than being replicated across the entire frontline force.

Consistency of Manager Coaching Framework Usage

Share of respondents

Used consistently across
the organisation \

» No coaching framework
5.0% 21.0%
Used by most managers ¢ 21.0%
15.0%

» Inconsistently used

33.5%

Used by some managers

25.5%

Conclusion

The data from 2026 is definitive: reliance on informal sales processes and ad-hoc coaching
IS a primary driver of extended ramp times and low methodology adoption. CROs and Sales
Leaders must mandate strict process adherence to drive predictable multi-fold growth.
Static training is insufficient for distributed workforces in complex industries like Pharma,
Construction, and Banking. The future of revenue growth relies on equipping managers with
objective coaching frameworks and providing agents with on-the-fly enablement exactly
when they need it.

sharpsell.ai 18



The Bottom Line

Sales process operationalisation is not a
documentation exercise. It requires deploying
an active execution system that enforces
mandatory playbooks, automated objection
handling, and consistent coaching
frameworks directly into the daily workflow of
every frontline agent.

sharpsell.ai 19



I Frontline Enablement

Frontline sales teams across banking, insurance, automotive, and consumer durables
face a critical execution gap in 2026. While leadership invests heavily in go-to-market
strategies, actual adoption on the ground remains poor due to disjointed workflows,
scattered content, and an acute lack of managerial coaching. This report highlights
data from recent frontline enablement surveys and outlines immediate structural
corrections Chief Revenue Officers and Sales Leaders must make. The priority is moving
from passive content repositories to active, workflow-embedded sales execution.

Frontline Enablement

Share of respondents

Banking

Insurance

NBFC

Pharma
Automotive
Consumer Durables

Construction

Telecom

The Fragmented Content Reality

Most frontline teams operate without a structured content strategy. Agents rely on peer-
to-peer sharing or digging through disorganised local drives to find product brochures,
pricing sheets, and battlecards.

This behaviour creates severe How do reps typically access sales content?
compliance risks, especially
for regulated industries like

Share of respondents

Contextual recommendations during e

banking and pharma. Reps 2 0%
end up sharing outdated or
. . CRM-integrated content access
unapproved materials with & o
prospects. To correct this,
revenue leaders must shift GedilalbaRaontentiopsiton; ——4
from passive storage folders 15.0% Shared foldersidrives

to centralised systems that 45.0%

push exact, localised content
based on the deal stage.

Reps search manually e

30.0%

sharpsell.ai 20



Quantifying the Cost of
Search Time

Agents spend a large portion of their productive hours looking for the right pitch
materials. The data indicates that sellers waste hours every week hunting for collateral,
with some operations reporting reps losing up to 15 hours weekly to administrative
hunting before fixing their tech stack. Our benchmark places the average waste between
three and ten hours weekly.

Average time spent by reps searching for sales content weekly

Share of respondents

For a field force of 500 agents,
this translates to thousands of

lost selling hours every month. Less than 1 hour

Reducing search time directly 4.0%

Increases pipeline velocity. More than 10 hours

Sales leaders must deploy just- 8.0%

In-time content mechanisms

that eliminate manuail 1-3 hours 3-5 hours
sedrching and instantly equip 18.0% 42.0%

the agent with specific product
Illustrators and objection-
handling battlecards.

5-10 hours
28.0%

The Frontline Manager
Coaching Deficit

Sales managers are the biggest How frequently do frontline managers coach reps?
lever for team performance, yet

actual coaching happens far Share of respondents

less than leaders assume. Muiisledimes parvesk

Industry research confirms a o

severe gap: nearly 41% of reps WESEY o

12.0%
report they are rarely or never

coached, while another 14%

receive no coadching at all. This Bi-weekly
leaves the frontline to navigate 15.0%
complex enterprise sales cycles

by trial and error.

o Rarely/Never
41.0%

Monthly
28.0%

Managers often default to pipeline interrogation rather than skill development. To build
execution consistency across distributed geographies, organisations must give
managers structural support. Implementing Al role-plays and standardising
observation frameworks allows managers to identify capability gaps quickly and
replicate high-impact behaviours.

sharpsell.ai 21
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The Workflow
Adoption Barrier

If an enablement tool requires an agent to leave their primary workflow, adoption drops to
nedr zero. The survey confirms that the bulk of enablement efforts sit completely separate
from the daily routines of the sales force.

For tools to generate a return on investment, they must live where the reps work. CRM-
embedded enablement and real-time interaction support represent the standard for
2026. This setup guarantees that agents receive targeted micro-learning and
presentation tools precisely when they need them, without logging into a separate portal.

How embedded is enablement into rep workflows?

Share of respondents

Real-time enablement during
customer interactions

2.0%

Integrated into daily workflows ¢
6.0%

Integrated into CRM

Separate from workflow
55.0%

Accessed occasionally
25.0%

Conclusion

The data from 2026 proves that traditional enablement functions are misaligned with how
frontline sellers actually operate. Too much time is wasted searching for materials, and too
little time is spent on structured coaching or real-time workflow support. Enterprises must
abandon disconnected content repositories and passive learning models. The solution lies
In playbook automation and embedded, just-in-time enablement that actively guides the
rep before, during, and after every interaction.

sharpsell.ai 22



The Bottom Line

Stop forcing reps to hunt for content and
start embedding interactive playbooks
directly into their workflows to drive
execution consistency.

sharpsell.ai 23
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| Sales Execution Intelligence

The transition from static CRM reporting to predictive execution intelligence marks the
defining operational shift for enterprise sales organisations in 2026. This report analyses
how Chief Revenue Officers and Sales Leaders across distributed industries manage
customer conversations, identify winning behaviours, and deploy data-driven
coaching. The findings expose a significant execution gap: while Al-powered sales
execution systems exist, a majority of organisations still rely on manual reviews and
subjective intuition to manage complex deal cycles.

Execution Intelligence

Share of respondents

Banking

Insurance

NBFC

Pharma
Automotive
Consumer Durables

Construction

Telecom

Execution Intelligence

The shift from reactive reporting to
predictive intelligence dictates that
every customer interaction holds
medasurable execution signals.
However, survey data reveals a critical
visibility gap across enterprise sales
teams. A combined 57% of
organisations still rely on random,
manual, or sample-based reviews to
analyse customer conversations, while
8% conduct no analysis at all.

The Blind Spot in
Customer Conversations

Conversation Analysis Methods in 2026

Share of respondents

e Not analysed
8.0%

/

Al-driven analysis at scale
15.0%

—» Random/manual reviews
26.0%

Systematicreviews . = 01007
20.0% |

———=& Sample-based reviews
31.0%

Leaving the vast majority of sales interactions unanalyzed severely limits a Sales
Manager's ability to identify capability gaps. By 2026, conversation intelligence will
have matured into a foundational requirement for extracting actionable business
insights from unstructured audio and text. Organisations failing to deploy Al-driven
analysis at scale miss critical competitive intelligence and buyer sentiment indicators,

directly impacting frontline execution.

sharpsell.ai
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} Decoding Winning

Behaviours at Scale

Understanding what differentiates
top performers from the rest of the
sales force is the core driver of
execution consistency. The data
indicates that 50% of leadership
teams operate with zero or merely
anecdotal visibility into the specific
behaviours that drive higher win
rates.

Without clear, real-time
benchmarking, Chief Revenue
Officers cannot replicate high-
Impact behaviours across
distributed geographic regions.

Visibility into Winning Sales Behaviours

Share of respondents

Real-time benchmarking No visibility

7.0% P o

12.0%

Clear visibility
18.0%
Anecdotal understanding
' 38.0%
Partial visibility
25.0%

Organisations require field-tested sales playbooks that map specific seller actions—such
as talk-to-listen ratios and objection handling techniques—to closed-won deadls. Scaling
these behaviours demands clear visibility into daily execution metrics.

ldentifying deal risk remains
a lagging exercise for most
enterprises. The survey

Through predictive intelligence e

highlights that 62% of et

respondents flag deal risks

Through structured indicators

either through manager I

iIntuition or only after an
opportunity has completely
stalled. In long, complex
sales cycles typical of
Construction, Automotive,
and Pharma, late risk
detection translates directly
to missed revenue targets.

Through periodic reviews

22.0%

Mitigating Deal Risk
Through Predictive Intelligence

Proactivity in Deal Risk Identification

Share of respondents

e Only after deals stall

34.0%

—e Through manager intuition

28.0%

Predictive intelligence models now scan omnichannel activity to detect stalled follow-
ups, Missing next steps, and competitor mentions in real time. Despite this capability, only
5% of teams currently utilise predictive intelligence to proactively secure their pipeline.
Frontline agents require on-the-fly enablement and dynamic battlecards to counter

objections long before a deal stalls.
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The Transition to
Intelligence-Driven Coaching

Coaching is the highest leverage activity for Sales Managers, but it fails to scale when
based on subjective observation. Currently, 51% of respondents report their coaching is
either mostly subjective or entirely devoid of data. Relying on intuition creates inconsistent
enablement across large, distributed field teams.

Data-driven coaching utilises Al role-plays, learning journeys, and precise interaction
metrics to deliver targeted, just-in-time enablement. When coaching shifts from subjective
feedback to intelligence-driven action, frontline sales agents receive personalised content
tailored to their specific skill gaps, resulting in significantly shorter ramp times and higher
quota attainment.

Data Utilisation in Sales Coaching

Share of respondents

Fully intelligence-driven
3.0%

No coaching data

Strong data-driven o- 10.0%
12.0%
Intuition and metrics
34.0%
Mostly subjective
41.0%

Conclusion

The 2026 Sales Execution Intelligence data reveals a sharp divide between organisations
utilising predictive, data-driven systems and those relying on manual, intuition-based
management. To achieve multi-fold business growth, enterprise revenue leaders must
equip their distributed teams with real-time visibility, intelligence-driven coaching, and
proactive deal risk indicators. The future of execution consistency lies in Al-powered
sdles playbooks that guide frontline behaviour at scale.
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The Bottom Line

Subjective coaching and manual deal
reviews are no longer viable for enterprise
growth. Chief Revenue Officers must adopt
comprehensive Al sales execution systems

to bridge capabillity gaps, proactively identify
deal risks, and replicate winning behaviours
across all distributed frontline teams.
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Sales Adaptability &
Personalisation

Enterprise sales
organisations face intense
pressure to accelerate
revenue generation while
managing distributed field bansiag
teams. This report
aggregates 2026 data from
Chief Revenue Officers and NBFC
SVPs of Sales, highlighting
how execution consistency,
speed to market, and Automotive
personalisation dictate
frontline performance. The
findings expose a stark Construction
divide between

Adaptability & Personalization

Share of respondents

Insurance

Pharma

Consumer Durables

. . . . Telecom
organlsotlons running static
collateral and those 0 1 2 3
deplOying Al- powe red sales Adaptability & Personalization

execution systems.

Leaders who equip their teams with dynamic playbooks and on-the-fly
enablement are successfully replicating high-impact behaviours across their
entire sales force.

The Frontline
Personalisation Deficit

Despite heavy investments in CRM  Percentage of Reps Personalising Customer Interactions

and marketing automation, true Share of respondents

personalisation at the frontline 81-100% o -

remains elusive for most enterprise i

sdles teams. Sales agents often i

default to generic pitches because = i
tailoring content for every buyer 41-60%

15.0%

Interaction requires too much
administrative effort.

The survey data indicates that 73% of  21-40% .
organisations see less than 40% of ey
their reps personalising customer
interactions.

This deficit directly impacts conversion rates, particularly in complex selling
environments like Insurance and Banking, where customer needs dre highly specific.
High-performing organisations bypass this bottleneck by deploying interactive product
Illustrators and automated pitch generation tools.

By running an Al-powered sales execution system, reps generate hyper-personalised
collateral instantly. This allows frontline agents to focus entirely on the buyer
conversation rather than content creation, driving consistent execution across
distributed geographies.
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Market conditions, competitor
positioning, and regulatory
frameworks shift constantly. Sales
leaders must ensure their frontline
teams adjust their messaging at the
exact same pace. However, the
operational reality shows a heavy
lag in updating sales plays and
distributing them to the field.

The majority of enterprise teams requir
anywhere from a few weeks to several

to adapt their sales messaging to martl
changes. During this lag period, reps re
outdated collateral, leading to lost dea
compliance risks.

Agility and Speed to Market

S

Time Required to Adapt Sales Messaging to Market Changes

Share of respondents

Real-time/continuous e

4.0%

More than 3 months

Lessthan2 weeks o

11.0%

2-4 weeks
29.0%

e 1-3 months
38.0%

This delay is heavily pronounced in industries like Pharma and Consumer Durables,
where product lifecycles and regulatory updates require constant messaging iteration.

Transitioning to a just-in-time content delivery model eliminates these delays. When
sales messaging is managed centrally and pushed dynamically to mobile-first
iInterfaces, organisations ensure every distributed rep is armed with the most current,

market-ready narratives.

Closing the Loop: Frontline
Insights to GTM Strategy

Frontline sales agents gather
the most accurate intelligence
on buyer objections,
competitive manoeuvres, and 7.0%
shifting market demands. Yet,
go-to-market strategies often
operate in a silo, disconnected
from these daily field realities. 17 0%
Our findings show that most
organisations only incorporate
frontline insights on a monthly
or quarterly basis. This
episodic approach means
GTM leaders make strategic

. 41.0%
decisions based on stale data.

Continuously

Frequency of Incorporating Frontline Insights into GTM Strategy

Share of respondents

» Never
9.0%

Monthly «

+——=o Occasionally
26.0%

Quarterly e

The disconnect prevents sales managers from quickly identifying capability gaps or
updating objection-handling battlecards to reflect the current market landscape.

Deploying a system with an Al Copilot transforms this dynamic. By capturing intent,
objections, and content usage data during the sales cycle, the system feeds continuous
iInsights back to revenue leaders. This constant feedback loop aligns the GTM strategy

directly with ground-level execution.

sharpsell.ai

29



S

The Localisation Challenge
Across Geographies

Enterprise sales teams operating across vast geographic territories cannot rely on generic,
centralised playbooks. A pitch that resonates in a tier-one metro market often fails in tier-
three regional markets. Context, language, and segment-specific pain points dictate the
success of the interaction.

While regional customisation is a priority, execution frequently breaks down. The data
highlights that 56% of enterprise teams still utilise one-size-fits-all or minor localisation
approaches. This lack of relevance frustrates buyers and limits multi-fold business growth,
particularly for NBFCs and Automotive companies managing diverse dealer networks and
customer demographics.

Achieving dynamic personalisation at scale requires intelligent playbook automation. It
equips frontline agents to input basic prospect parameters and instantly generate
localised pitches, custom battlecards, and relevant case studies without manual
intervention.

Degree of Sales Play Localisation Across Regions and Segments

Share of respondents

Dynamic personalisation ¢
at scale

4.0%

o One-size-fits-all
21.0%

Segment-specific o
customisation

12.0%

Regional customisation e

28.0% e Minor localisation

35.0%

Conclusion

The 2026 data demonstrates that traditional, static approaches to sales enablement are
no longer viable for enterprise teams. Chief Revenue Officers and Sales SVPs must close
the execution gap by adopting dynamic, Al-driven systems. By delivering hyper-
personalised content, continuous feedback loops, and on-the-fly coaching,
organisations effectively replicate top-performer behaviours across their entire
distributed workforce.
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The Bottom Line

To drive multi-fold business growth,
enterprise sales leaders must replace rigid
playbooks with an Al-powered sales
execution system that enables real-time
adaptability, dynamic personalisation at
scale, and consistent frontline execution
across all geographies.

sharpsell.ai 31



Technology &
Al Integration Trends

Enterprise sales organisations face a critical execution gap. While leaders deploy
complex technology stacks, distributed frontline teams struggle to translate these tools
Into consistent revenue generation. This report analyses how Chief Revenue Officers and
SVPs of Sales are rebuilding their operational playbooks. It examines the shift from
fragmented software to unified execution systems that automate data capture and
deliver real-time guidance directly to the agent.

Technology & Al

Share of respondents

Banking | N e s e e S e Ry 1.0

Insurance | 3.5

NBFC 3.5

Pharma

Automotive

Consumer Durables

Construction 1.5

Telecom 4.0

Technology & Al

The Consolidation of
Frontline Systems

CRM remains the foundation for Systems Integrated into Frontline Workflows
enterprise dataq, but its role has

shifted from an active selling tool
to a system of record. True sales
execution requires technology
that actively assists the agent
during the pitch.

Share of respondents

None integrated e
1.8%

¢ CRM
31.7%

LMS/training systems e
10.1%

Conversation intelligence

Our data reveals that Al A 79
assistants and sales enablement
platforms are heavily integrated
into daily workflows.
Organisations are moving away
from passive repositories toward
active systems that support the
agent before, during, and after
the customer interaction.

Sales enablement e
19.4%

@ Al assistant/copilot
22.3%
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Automating Activity Capture

Manual data entry is a primary Percentage of Frontline Activities Automatically Captured
failure point for enterprise sales
teams. When managers lack
visibility into frontline activities, they
cannot identify capability gaps or
correct poor behaviours.

Share of respondents

0-20% e
5.0%

* 81-100%
22.0%

21-40% o
14.0%

Survey results indicate a sharp

divide in operational maturity. While

leading organisations automatically
capture the majority of frontline AT
activities, a significant portion still 24.0%
relies on manual input. Automated

capture provides the baseline data

required to replicate the behaviours

of high-performing reps across the

entire team.

Embedding Al into
the Sales Process

Artificial intelligence is no longer an experimental initiative. The transition toward agentic
and autonomous systems is redefining frontline operations. Industry analysis shows that
Al has evolved beyond generating artefacts; it now actively manages tasks and
executes decisions within the sales process.

o
* 61-80%
35.0%

Our survey mirrors this reality, showing strong adoption of Al embedded directly into
frontline workflows. For industries like Insurance and NBFCs, this means deploying on-
the-fly battlecards and just-in-time content that directly impact deal outcomes.

Current Al Usage in Sales Execution

Share of respondents
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No Al usage e
2.0%

Experimental only e
8.0%

» Al embedded into
frontline workflows

43.0%

Limited use cases o
16.0%

Broad operational usage e
31.0%




Contextualising Sales
Recommendations

A static dashboard does not tell a frontline agent what to say when a buyer raises @
complex objection. Reps require immediate enablement that adapts to the specific dedl
stage and buyer profile.

The findings point to a strong preference for contextual, real-time recommendations.

Delivering personalised content at the exact moment of heed ensures execution
consistency, regardless of the agent's tenure or geographic location.

Delivery Methods for Sales Recommendations

Share of respondents

/.
Automated recommendations ¢—
28.0%

No recommendations e—
3.0%

Manager-driven e
8.0%

o Contextual real-time
recommendations

46.0%

Static dashboards e
15.0%

Conclusion

The data from 2026 makes it clear: traditional, manual sales operations are a liability.
High-performing teams require embedded Al that assists in real-time, automated
activity capture that provides management visibility, and contextual recommendations
that guide the agent through complex sales cycles.
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The Bottom Line

Chief Revenue Officers must shift their focus
from software acquisition to workflow
execution. Implementing an Al-powered
sales execution system is the most direct
path to scaling high-impact behaviours and
driving multi-fold business growth.
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Al-Powered
Sales Execution System

Turn sales strategy into real frontline execution. Guide every rep with the
right content, learning, and actions at the moment of need.

FIVE
PILLARS

DAILY RE_I’;LL'PTI':I"E PERFORMANCE, MANAGER COACHING
EXECUTION AND FRONT OF RECOGNITION ACTIVITY AND SKILLING
ACCOUNTABILITY THE CUSTOMER AND MOTIVATION CENTER OF SELLERS

Drive lead Help advisors Improve Give Build advisor
follow-up explain products execution managers readiness
discipline and clearly, handle visibility, actionable through Al
advisor activity objections accountability, and data on activity roleplays,
consistency confidently, and seller motivation gaps, pipeline continuous
across the field stay compliant in across advisor, movement, practice, and
every branch, and region and coaching targeted
conversation opportunities coaching

Sharpsell closes the gap
between sales knowledge and sales execution.

Modularised

Platform Built Mobile-First 1ISO 27001 &

Platform With GDPR

For Complete

Customisation. One-APK Support Compliant
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See Sharpsell in Action

Scan 1o schedule a demo and discover how
Sharpsell transtorms your frontline performance.

7.

©

Get in Touch

Connect With Us

B hello@sharpsell.al

sharpsell.ai

harpsell.ai

In S

@ sharpsell.ai

B SharpsellSalesPlaybooks

(&) sharpsell
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