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PERFORMANCE PARADOXs =

79% of sales teams are
growing revenue, but up to
70% of individual reps
missed quota in 2024.
Average attainment is just 43%.

@BarryFlanagan

} They won't pick up. s
\ They never pickup [J—
for people like you. j T

4/ One more call.
Just one more




| You're not a trusted advisor. & \

You're just a quota number
w:th a LinkedIn profile.

Ve went another
h direction

nsubscribe

Send me some
information

Maybe next
That's not N\ year

true.
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THE NOISE: It takes an average
of 19 cold calls to get a
single conversation. Connect
rates hover at a brutal 54%
for the average rep.

@BarryFlanagan

Why embarrass
yourself again? Just
update the CRM.
Clean your inbox.
Hide.

I’ll do the outreach...
tomorrow.
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PRODUCTIVITY DRAG: Sales
reps now spend up to 72% of
their week on administrative,
non-selling tasks, avoiding
revenue-generating actions.

@BarryFlanagan



The deals weren't lost
to better products.

They were lost
to silence.

THE DOUBT is loud. The data is quiet.

The data. is right.

| was protecting
you from
failure.

This isn't your industry.
These aren’t your people.
You don’t belong here.

Then why does

it still Feel worth

fighting for?

You've been lying to
me. The market isn't
impossible. My process
was just broken.

No. You were
protecting me
from winning.

CLASSIFIED INTEL:
DEATH BY SILENCE:

Deals without Decision Ma 'Vér""""
involvement are 80% less likely
to close.

68% of SaaS deals stall and die
at the negotiation stage.

@BarryFlanagan

CLASSIFIED INTEL:
ELITE BEHAVIOR:

Top performers face the
same market, but achieve
38%+ win rates.

They don't avoid rejection; they
reframe it as information.

AR\,




You cannot single-thread a modern deal.
You must orchestrate the room.

You wanted
me isolated. But I'm =
bringing the whole
team to the table.

They'11l
block you—
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THE BUYING WEB: %t‘nf
The typical B2B buying group is
10-11 people. For deals over
$50k, multi-threading boosts
win rates by 130%. Closed-won

deals have 2x the buyer
contacts.

@BarryFlanagan

Executives don't care about your
features. They care about what
happens if they do nothing.

I'm not asking
for 15 minutes.
I'm stopping them from
bleeding revenue.

CLASSIFIED INTEL:
EXECUTIVE ALIGNMENT:

Executives are 38.2% less
likely to reply to cold emails.
Pitching the Cost of Inaction
(COI) over inflated ROI claims
earns the right to the room.
@BarryFlanagan




I don’t do
admin anymore.
I just close.

i
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FORCE MULTIPLIER:

Sellers who frequently %‘gj

use AI generate 77% more
revenue. They eliminate the
72% administrative drag and
reclaim their week.

&% @BarryFlanagan
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I DON’T HAVE TO
PITCH CONSTANTLY. I
JUST HAVE TO LISTEN

STRATEGICALLY.

CLASSIFIED INTEL:

THE SYSTEM: HIGH PERFORMERS
MAINTAIN A DISCIPLINED 43:57
TALK-TD-LISTEN RATIO ACROSS
ALL DEAL STAGES.
CONSISTENCY NEUTRALIZES THE
ANXIETY TO OVER-EXPLAIN.

@BarryFlanagan



The best closers aren’t
the ones without doubt.

‘

They’re the ones
who close anyway.

See you

You'll be back
tomorrow.
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DEAL CLOSED. QUOTA HIT.
DOUBT MANAGED — NOT DEFEATED.
SYSTEMIC EXECUTION SCALES.

@BarryFlanagan

In an environment where only 28% of reps meet quota,
the competitive advantage belongs to those who
tame their doubt with data.
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AI adoption is at 81%, but
moving from insight to action
requires human resilience.

@ Eractice thc%= winning E“ \
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