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About the report

Over half of B2B companies have embraced a revenue operations and intelligence
(RO&I) approach, which combines operational alignment and data-driven insights to
optimize revenue-generating functions. And nearly all organizations plan to adopt it

within the next decade.

This report uncovers the growing trend of RO&I adoption and its profound impact on
revenue optimization for B2B companies. Through an extensive survey of 500
organizations, we delve into the value users attribute to RO&l, examine common

barriers to adoption, and provide actionable strategies for implementation.

By the end of this report, you will be equipped with a wealth of insights into the world
of RO&I, its practical utility, and strategies to exploit its full potential tailored to your
unique business context. This report is an indispensable guide for businesses aiming
to unlock untapped revenue opportunities, fine-tune operations, and secure a robust

competitive edge in today's fast-paced commercial landscape.
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Four key takeaways from the survey
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RO&I adoption
RO&I solution adoption is on the rise, with 54% of companies using them now and

98% expected to adopt them within the next decade.

Features and benefits
Primary benefits of RO&I include increased revenue (47%), time savings for the

sales team (44%), and smarter go-to-market strategies (42%).

Streamlining sales
The majority of respondents agree that RO&| improves departmental alignment
(64%), identifies at-risk opportunities (61%), makes sales and marketing more

efficient (69%), and streamlines data collection (58%).

Barriers to adoption
The biggest barriers to RO&l adoption are resource constraints (565%), the

complexity of solutions (35%), and lack of implementation (33%).
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RO&I adoption

Embracing the future of revenue optimization

The rapid adoption of RO&l solutions is a testament to their undeniable impact on

businesses.

Companies that have embraced RO&l experience substantial benefits, including increased

revenue, improved sales efficiency, and smarter go-to-market strategies.

Organizations that fail to adopt RO&l solutions risk falling behind their more forward-
thinking counterparts as the landscape becomes increasingly competitive. By adopting
RO&I solutions, organizations can seize the opportunity to optimize their revenue
operations, gain a competitive edge and position themselves as strong players in their

industry.
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Overall adoption Adoption by company size

Over half of all companies and 66% of

those with 500+ employees are already

using RO&I solutions, showing the Larger organizations with 500 or more employees

66%

growing importance of these cutting- are more likely to adopt RO&l solutions.

edge technologies.

Larger companies have higher RO&I adoption than average, with mid-sized companies (501-1000

employees) showing the highest adoption.

549

747, 61% 62

Companies that implemented 501-1,000 1,001-5,000 5,000 or more
a RO&I solution employees employees employees
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Future adoption

Our survey indicates near-universal
adoption (98%) of RO&I solutions

in the next decade, driven by their
recognized value in competitive
business environments and improved

technology accessibility.

|
98%

Companies that will implement a
RO&l solution in a decade

Nearly all companies
not using a RO&I
solution plan to adopt it
in the coming years

30%

next
6 months

96%

next
O years +
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Features and benefits

Unleashing the full potential of RO&I

In the competitive world of B2B sales, every advantage counts, and RO&I solutions offer key
features that empower organizations to drive revenue, save time, and streamline

operations, helping them stay ahead of the curve.

These solutions ensure accurate customer relationship management (CRM) data, enabling
data-driven decision-making and optimizing go-to-market strategies for increased revenue
and time savings. And with many RO&l tools’ sophisticated analytics, artificial intelligence,
and real-time insights, they are uniquely positioned to streamline operations, enhancing

efficiency and effectiveness. These solutions offer multiple benefits that can help

businesses succeed in the fast-paced world of B2B sales.
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Top features unveiled by users

Sales analytics: Driving strategic decisions

Sales analytics is integral to RO&I, equipping sales teams with invaluable
insights from data to enhance decision-making, optimize targeting, and
fuel revenue growth.

Sales forecasting: Navigating future success

Sales forecasting is more than resource allocation and trend anticipation
—it’s a strategic compass. Advanced RO&I tools offer this foresight,
helping businesses maintain their edge.

Al-powered analytics: The game changer

Advanced RO&I platforms leverage Al to provide real-time insights and
recommendations, enabling teams to pivot rapidly and seize
opportunities.

Guided selling: The route to efficient sales

Guided selling demystifies the sales process with step-by-step directions,
enabling sales representatives to navigate complex cycles proficiently
and expedite deal closures.

Key features of RO&lI solutions as
identified by survey respondents

24% Account health dashboard

26% Pipeline and revenue dashboard

29% Guided selling

30% Contact and activity capture

32% Automated CRM updates

32% Al-powered analytics and insights

33% Integration with 3rd party platforms

40% Revenue reporting and intelligence

49% Sales forecasting

1510 )78 Sales analytics
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Exploring key use
cases

RO&I applications offer B2B companies

tactical solutions to tackle a diverse

range of challenges. From ensuring data

hygiene to honing go-to-market
strategies, identifying risks, refining
targeting, and enhancing forecasting
capabilities, these tools are changing

the face of B2B sales operations.

How users said they leverage RO&I to overcome

real-world challenges

33% Determine the best prospects to target

33% Forecast sales projections and predictions

34% |dentify

at-risk sales opportunities

35% Trend analysis

37% Optimize go-to-market sales strategies

42%

42%

46%

Keep CRM data up to date
Data sync btw CRM, email and other channels

Auto-capture activity data
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' |


https://revenuegrid.com/

Top benefits unveiled
by users

The transformative potential of RO&I
solutions lies in their capacity to
optimize sales processes, drive
alignment, and fuel revenue growth for
companies operating in a competitive

landscape.

Users find immense value in RO&l solutions

31%

33%

35%

39%

42%

44%

47%

58%

59%

61%

64%

Better pipeline management

More accurate forecasting

Real-time sales strategy optimization

More accurate reporting

Smarter go-to-market strategies

Time savings for the sales team

Increased revenue

Streamlined data collection

More efficient sales & marketing

Identification of at-risk opportunities

Improved departmental alignment

N\
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The revenue boost

What kind of increases are users seeing?

RO&I solutions offer the transformative
potential for organizations looking to
enhance their sales processes and drive
revenue growth.

RO&I solutions drive revenue growth by
streamlining operations, facilitating
faster deal closures, leveraging Al-
powered analytics for targeted
strategies, and ensuring accurate CRM
data for informed decision-making.

Increased revenue

85%

Companies observed over 10%
increase in revenue with RO&l use

65%

Companies observed over 20%
increase in revenue with RO&l use
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Streamlining sales

Leveraging RO&lI for optimal sales performance
and cohesion
RO&I solutions equip sales organizations with the tools to excel in a swiftly evolving

business landscape, facilitating data-led decisions, streamlining sales processes, and

bolstering team coherence.

Organizations harness these solutions to enhance data management and integration,

foster a collaborative and aligned work environment, access real-time analytics for instant

insights, pinpoint and manage at-risk opportunities promptly, and implement personalized
and guided selling tactics. This results in a versatile, efficient, powerful sales operation

responding swiftly to market fluctuations.
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How companies use
RO&I to supercharge
sales efficiency

Adopting RO&l is a strategic imperative
for companies to streamline their
operations and position their sales

teams for success.

(\
oM

Improved data management and integration

58% of respondents agree that RO&I streamlines data collection, simplifying data management

and integration by providing up-to-date information to sales teams, enhancing decision-making,

and reducing manual effort.

Enhanced collaboration and alignment

With 64% of respondents confirming improved departmental alignment, RO&l facilitates enhanced
collaboration among sales, marketing, and operations teams. This synergy results in higher

revenue and increased efficiency, driven by effective cross-functional teamwork and unified data

analysis.

Real-time analytics and insights

32% of respondents recognize Al-powered analytics and insights as a top feature of RO&lI
solutions, empowering sales teams to track performance, identify trends, and make real-time data-
driven decisions. This capability enables sales organizations to adapt and seize emerging

opportunities swiftly.
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How companies use
RO&I to supercharge
sales efficiency

RO&l's strategic adoption equips
companies with powerful tools to
streamline their operations and position
their sales teams as key players in

business success.
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Proactive identification of at-risk opportunities

By leveraging RO&I solutions, sales teams can proactively identify at-risk opportunities by
analyzing historical data and tracking KPIs. This empowers them to take corrective action and

prevent revenue leakage, a benefit highlighted by 61% of respondents.

Personalized and guided selling

Personalized and guided selling, noted as a top feature by 29% of users, is crucial for sales success
in an era of sophisticated buyers. Advanced features empower sales representatives to tailor their

approach, navigate complex sales cycles, enhance customer experience, and increase deal

closure rates.



https://revenuegrid.com/

Overcoming barriers to adoption

Challenges in adopting RO&I and strategies to
overcome them

Despite the considerable benefits of adopting RO&I solutions, companies may still

encounter challenges in implementing these technologies.

In this section, we delve into the key barriers to RO&l adoption as revealed by survey

respondents, and offer actionable strategies to surmount them. Our aim is to equip

companies with the knowledge they need to navigate these challenges and unlock the

transformative potential of RO&I.

The challenges faced in adopting RO&l include: resources and expense, training and
time constraints, complexity of the solution, inertia/lack of momentum and cultural

resistance, and lack of leadership support.
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Overcoming Challenge 1: Resources and expense
challenges in
implementing RO&I
solutions

One of the main barriers to adopting RO&I solutions is the perception that they require significant

resources or are too expensive, particularly among smaller organizations.

55% 46%

Companies that see resources Companies with <100 employees that
and expense as a barrier see resource and expense as a barrier

Strategy to overcome this challenge

Start by exploring RO&l solutions that offer flexible pricing plans and scalability. Adopt a solution

that fits your current needs and budget while providing the ability to scale as your company grows.
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Overcoming Challenge 2: Training and time constraints
challenges in

implementing RO&I
solutions

Getting sales teams to adopt RO&I solutions can be challenging due to the need for training and

the perception of time constraints.

53% 459

Companies that see Companies that see time
training as a barrier constraints as a barrier

Strategy to overcome this challenge

Invest in comprehensive training programs and support materials to facilitate a smooth onboarding
process. Streamlining the onboarding process and integrating RO&l solutions into existing

workflows can significantly reduce time constraints.



https://revenuegrid.com/

(\
oM

Overcoming Challenge 3: Complexity of the solution
challenges in

implementing RO&I
solutions 35%

Companies may be deterred by the perceived complexity of

implementing and using RO&I solutions, which can create resistance to

adoption.

Strategy to overcome this challenge

Companies that see
the complexity of the
solution as a barrier

Pick user-friendly RO&I with good training and support. Look for an
intuitive interface, comprehensive knowledge base, and responsive team

to ensure smooth implementation and ongoing ease of use.

Challenge 4: Inertia/lack of momentum

Some organizations may not yet recognize the value of RO&I solutions or

feel an immediate need to adopt them.

32%

Strategy to overcome this challenge

Drive a proactive culture, educate on RO&l benefits and risks, and share
Companies that see

o _ case studies to build a strong investment argument for RO&I.
inertia as a barrier
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Overcoming Challenge 5: Cultural resistance and lack of

challenges in leadership support
implementing RO&I

solutions

Building a culture that embraces change and innovation is key to successful RO&I adoption.

31% 27

Companies that see cultural Companies that see a lack of
resistance as a barrier leadership support as a barrier

Strategy to overcome this challenge

Drive cultural transformation with a shared vision, open communication, and an emphasis on the
benefits of RO&I. Engage key stakeholders, set expectations, and address concerns. Show RO&l's

positive impact on securing buy-in from leadership and the organization.
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How to implement RO&I

Practical steps and guidelines

Successfully implementing RO&I solutions in your organization requires a strategic

approach and thorough planning.

To fully harness the potential of RO&I for revenue optimization and growth, it is essential to
undertake the following steps, creating a roadmap to success and extracting the utmost

value:

1. Assess your current state

2. Set clear objectives

3. Choose the right solution

4. Develop a comprehensive plan and timeline

5. Train your team effectively

6. Monitor progress and make necessary adjustments

7. Celebrate success and share results
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A roadmap to
success

By following these practical steps, you can

ensure that your organization reaps the

full benefits of RO&I and unlocks its
potential for revenue optimization and

growth.
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Assess your current state

Assess the current sales state before RO&l implementation. Identify revenue leakage and areas for

optimization. Advanced analytics of RO&I can provide valuable insights for implementation.

Set clear objectives

Your objectives may include increasing revenue, improving sales efficiency, or reducing customer

churn. Seek a provider that can offer expert support to help you establish a tailored RO&I strategy.

Choose the right solution

Choose a RO&I platform that aligns with your needs and objectives. Consider factors like ease of
use, scalability, and integration with your CRM system. Look for a platform that addresses sales

challenges and integrates seamlessly into your infrastructure.

Develop a plan and timeline

Create a detailed roadmap and timeline for your RO&l implementation, including data migration,
system integration, and staff training. A well-defined plan ensures a smooth and efficient

implementation process.
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A roadmap to
success

To harness the power of RO&, it's vital to
establish a culture of continuous learning
and adaptation, capitalizing on data-driven
insights to guide decision-making and

strategic planning.
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Train your team

Offer comprehensive training and support to your sales and RevOps teams. Look for a provider
that offers tailored onboarding and training programs and a dedicated customer success team to

help your organization quickly adopt and master the platform.

Monitor progress and adjust

Continuously measure the impact of your RO&I implementation on key performance indicators
(KPls) to adjust and refine your approach. Seek a provider with real-time analytics and actionable

insights to optimize your sales strategy.

Celebrate success and share results

Acknowledge your team's achievements and share the positive results of your RO&I

implementation to motivate them to continue using the solutions.
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@ Conclusion

Embracing the future

The rapid adoption of RO&l signals a significant shift in the B2B sales landscape, offering

transformative benefits to organizations ready to embrace it.

In the dynamic business environment we inhabit, leveraging RO&I solutions equates to
staying ahead of the curve. Those who ignore this rising trend may find themselves at a

competitive disadvantage.

To stay ahead in this fast-paced business environment, we encourage you to explore the
possibilities of RO&I offerings, leverage the best practices and recommendations outlined in

this report, and take the first steps toward transforming your sales organization.

The future of sales is here, and it's time to seize the moment and seize the full potential of
revenue operations and intelligence. Act now to unlock new revenue opportunities,
streamline operations, and maintain a competitive edge in an increasingly challenging

market.
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Are you ready to elevate your organization
with revenue operations and intelligence?

Seize the opportunity to embark on this transformative journey.
Book a strategy session with our top experts to create a custom roadmap

aligned with your business goals for future success.
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REVENUE
GRID

Revenue Grid is a revenue intelligence platform that helps
businesses identify and prevent revenue leaks at any stage
of the revenue generation process. Revenue Grid fights
revenue leaks by automatically capturing all relevant sales
activities, analyzing data with Al, implementing changes
to sales processes with Revenue Signals, and measuring
the effectiveness of those changes. Organizations as
diverse as Hilton, Western Union, Moody’s, Trip Advisor,
Red Cross, and Robert Half have chosen Revenue Grid,
thanks to its customizability and enterprise-readiness.
Revenue Grid is a private company headquartered in

Atlanta, GA. To learn more, visit revenuegrid.com.

revenuegrid.com | All Rights Reserved
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