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The State of Technology for Inside Sales Functions

In the fourth survey of an ongoing series, BCG partnered with the American Association of
Inside Sales Professionals to examine how inside sales teams implement and use technology.
The survey of C-suite-level business leaders at Fortune 500 companies shows that although most
organizations understand the critical role of technology, many are not assessing the productivity
improvement that these tools deliver or are not using them to create a competitive edge.

Most organizations centralize their sales technology, and the sales operations
function controls strategy, budget, implementation, and maintenance.
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Most companies have an opportunity to leverage technology more effectively.
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Source: BCG Survey, March 2021, fielded to AAISP membership.
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