BCG Digital
Sales Market
Insights

VOLUME THREE

Improving the Talent Mix for Inside Sales
For our third survey 1n an ongoing series, BCG partnered with the American Association

of Inside Sales Professionals to examine the talent mix at inside sales teams. The survey
of C-sutte-level business leaders at Fortune 500 companies reveals that inside sales talent
has become an increasingly critical resource—and that organizations must devote more

attention to recruiting and retention.

The competitive market for top inside sales talent has been exacerbated
by an increased demand for virtual sales due to COVID-19.
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Inside sales teams have more churn than field sales , \
teams do, but higher compensation and better career

planning can improve retention.
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COMPANIES WITH TARGETS, BY GROUP (%)
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have explicit diversity
and inclusion targets.
Instead, most use
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Source: BCG Survey, February 2021, fielded to AAISP membership.
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