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Section 1

Company Structure
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Funding Stage

Series D

Series C 70/0 Series E

8% 8%

Public

13%

Bootstrapped
13%

Pre-Seed

1%

Series B

20%

Series A

190/0 Seed
10%




Target Market

Enterprise

46%

‘ Startups
3%
SMB

15%

Mid-Market

36%

REVENUE
r COLLECTIVE

ACV Range

$50k - $100k $100k+

27% 24%

' <$10k

10%

$25k - $50k

200/0 $10k - $25k
18%




Employee Headcount
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Size Of SDR Team
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Do You Require SDRs to Have A Do You Allow SDRs To
College Degree? Work Remote?

37%

57%

43%

63%
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What Department Do SDRs What Department SHOULD SDRs
report Into? Report Into?
Other Other
5% 3%,
' Marketing , Marketing
220 18%

Sales

79%

Sales

73%
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SDR : Manager Ratio

1-2:1 3%




-> 73% of SDR teams report to Sales, r .
with only 22% to Marketing

> 79% of companies believe SDRs
should report to sales

- Only 43% of companies require a
Company Structure college degree for SDRs

Key Findings - 63% of companies do not allow
their SDRs to work remote

- Only 30% of companies assign
more than 2 AEs to each SDR

-> 66% of companies keep a minimum
of 5:1 ratio of SDRs to Managers
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Process




44% 24294

SDR Teams That Do Global Outreach




How Are

Territories
Defined?

Geographic Location
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Named Accounts
Size (Revenue / Employee Count)

Other

40%




Do you have separate teams for inbound
and outbound sales development?

35%
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How Do SDRs Primarily Source
Opportunities?

Marketing Generated
Inbounds

19%

Cross Selling
1%
Cold Outreach

80%




How do SDRs qualify opportunities?

53%

41%

BANT Correct Correct ICP
Persona

Accepts
Meeting
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How do SDRs distribute opportunities?

60% They are paired directly with 1 AE
340/0 They are placed into a pod
of 2-3 AEs and distribute

opportunities across that pod

40%
24%
20%
20%
0%
Other Round robin to the entire
Qualification team Other

24% 18%
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Would you ever consider Has your company ever

using an outsourced sales used an outsourced sales
development service? development service? If so
what was your experience?
Yes
49 0/0 Used and had a poor

experience Used multiple with mixed

2 30/0 results

14%
Used and had a positive
‘ experience
— Rl

Never Used

5 10%) 59%

Outsourced

Sales
Development




Most Heavily Relied On Technologies r toLER
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Salesforce Outreach SalesLoft LI Sales Hubspot Zoominfo
Navigator




- 83% of SDR teams are not hitting quota. Leadership

should take time to examine how quotas are calculated,
and ensure that targets are attainable.

-  Meetings, Opportunities, and Pipeline are all
commonly used components for comp plans, and are
not mutually exclusive. Companies are using elements
of each to blend incentives between quantity & quality.

Process

-  74% of companies are comfortable hiring SDRs with
little to no work experience — most new hires have less
than 12 months experience

Key Findings

-  77% of companies expect their SDRs to become AEs. Of
SDRs that become AEs, only 22% get near or achieve
quota

-  73% of companies expect SDRs to ramp within 3
months. Only 47% of individual SDRs achieve quota in
that time frame.
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Performance




83% tetteteeed

Of SDR Teams Missed Quota In 2019




What are the primary Success Metrics of
your Outbound SDR team

60%
41%
40% 37%
20%
0%
Meetings Booked Meetings
Completed
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Opportunities
Created

Opportunities Pipeline Generated
Qualified

Are targets measured

Monthly, Quarterly, or Annual?

Monthly

7%

Quarterly

19%

Annual

4%
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Quota By Monthly Quota By Monthly
Opportunities Meetings

10-15

30%

15- 20
8%
20-30

40/0 10-15
30+ 230/ 0

2%

1-5

15%

42%

5-10

28%
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24+ Months

5%

12 - 24 Months

21%

None

15%

Experience

Average
SDR
Experience

& Tenure

6-12 Months

30%

<6 Months

29%




Average SDR Tenure

12 - 24 Months

53%

24+ Months
\l 10%

<6 Months
6- 12 Months

34% 5%
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Expected Career Path

Other None
SDR Manager / Team Lead 4% 3%

9%

Account Manager

5%

Account Executive

7%




For the ex-SDRs who have moved into AE roles, what r REVENUE

percent are hitting quota?
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78%
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What is your expected ramp
period for SDR?

3 Months

40%

S

4 Months
2 Months 0
300% \' 11%

5 Months
1%
6+ Months

<1 Month 50/0

13%
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How long it actually
takes to hit quota

4 Months

22%

5 Months

6%
6 Months
15%
‘\ Never Hit Quota

10%

3 Months

29%

<1 Month

3%

2 Months

15%
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- 83% of SDR teams are not hitting quota. Leadership should
take time to examine how quotas are calculated, and ensure
that targets are attainable.

- Meetings, Opportunities, and Pipeline are all commonly

used components for comp plans, and are not mutually
Performance exclusive. Companies are using elements of each to blend
incentives between quantity & quality.

Key Findings

- 74% of companies are comfortable hiring SDRs with little to
no work experience — most new hires have less than 12
months experience

- 77% of companies expect their SDRs to become AEs. Of SDRs
that become AEs, only 22% get near or achieve quota

-> 73% of companies expect SDRs to ramp within 3 months.
Only 47% of individual SDRs achieve quota in that time frame.



Section 4

Channels
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Channels Used r LoLE
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Email LinkedIn Cold Calling Direct Mail Video Text SMS
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45%
42 %

40%

35% 34%
32%

30%

25% 4%

Perceived

20% 18%

Channel
Effectiveness 15%

10%

16%

% Of Responses

10% 10%

6%
56, 4%

. 2% 2%
0%

Most Effective Least Effective

. Email Cold Calling LinkedIn . Direct Mail Video Texting / SMS



More Effective

31%

No Change

34%

Less Effective

35%

Perceived change in the overall effectiveness
of general outbound in the past 2 years
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What channel are you

most excited about? |
Video

27%

Direct Mail

17%

Texting / SMS

8%

Email

11%

LinkedIn

22%

Cold Calling

15%




Channels

Key Findings
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90% of SDR teams are using 3+ channels for outbound
prospecting

Email, LinkedIn, and Cold Calls are used together by over
90% of teams. Direct Mail, Video, and SMS are all used by
under 31% of teams.

Email was perceived to be the most effective channel,
followed closely by Cold Calling, while SMS
scored the lowest.

The channel most teams are excited about is Video (27%)
followed by Linkedln (22%)
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Compensation




06% tttttttee

Of SDRs Receive A Base Salary + Commission




Average SDR

Compensation

$90,000

$80,000

$70,000

$60,000

$50,000

$40,000

$30,000

$20,000

$10,000

$0

$49,178

. Avg Base Salary

$69,939

Avg OTE - Year 1

$79,087

Avg OTE - Year 2

$82,084

Avg OTE - Year 3
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Cost Per

Meeting

Average Target CPM Average Real CPM
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13 - 18 Months

28%

19+ Months
CAC Payback ‘ 4%
Period

By SDR

7-12 Months

49%

1- 6 Months

18%
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Target LTV:CAC Actual LTV:CAC
Breakdown by SDR Breakdown by SDR
Unknown Unknown
48% 54%

.
4:1 30/0
18% ‘ 21

12%
20%




REVENUE
r COLLECTIVE

> 96% of companies have a base +
variable compensation structure.

- Average base salary is just shy of $50k
- Average OTE is just shy of $70k.

Compensation

Key Findings -> Average cost per meeting (CPM) is
$897, significantly higher than the
target CPM of $551

> 96% of companies have a CAC
payback period of less than 18
months for SDRs
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Key Takeaways
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@ SDR Headcount Team Hit Quota

51
49
28
22
18
12
10 9

. 5 5 g 4 5 6

0
1-3 4-6 7-10 11-14 15-20 21-30 31-175 75+

SDR Headcount

Larger SDR teams (15+) tend to perform better compared to smaller SDR teams
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T%teteteeeeeed

Of SDR Teams That Hit Quota Used 3+ Channels

Multichannel is king.

Of every company that hit quota, only 3% used 2 or less outbound channels.
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1 Channel 2 Channel 3Channel @@ 4 Channel @) 5 Channel @) 6 Channel

# Of Responses

i

<60% 60% -80% 80% - 100% 100% - 120% 120% - 140% 1409+

SDR Quota Attainment

Companies using 4-5 channels are hitting quota most consistently
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40%
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% Of Responses

109

0%

. Email

42%
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w
wn
>
RN

32%

209

6% 6%

Hit Quota Missed Quota

Perceived Most Effective Channel

Cold Calling LinkedIn Direct Mail Video Texting / SMS

% Of Responses

40%

30%

20%

109

0%
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34%
29%
269
23%
19% 19%
16%
11%
9%
6%
3% 3%
Hit Quota Missed Quota
Perceived Least Effective Channel
Cold Calling LinkedIn Direct Mail Video Texting / SMS

High performing teams view channel effectiveness differently than low performers.

SDR teams that rely on cold calling are hitting quota more often.

Companies that are relying on email are missing quota more often.




80%

60%

@ s10k - 5256
21%
28%
45%
23%
1SDR:1AE 1SDR : 2 AEs

$25k - $50k $50k - $100k

13%

9%

34%

1 SDR : 3-5 AEs
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r

$100k+

2% 17%
22% 33%
33%
1 SDR : 5-7 AEs 1 SDR : 7+ AEs

Tighter ratios at companies with smaller ACVs require more volume from SDRs to keep

AE funnels filled
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. Marketing Sales
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Average SDR Quota Attainment

Reporting structure does not have a significant impact on quota attainment.

SDR teams reporting to Sales with >80% Quota Attainment: 47%

SDR teams reporting to Marketing with >80% Quota Attainment: 45%




% Of Total Responses
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@ Enterprise Mid-Market @) SMB

50%

40%

30%

20% / S

10%

0%
<60% 60% - 80% 80% - 100%+
100%

SDR Quota Attainment

Companies targeting the SMB segment see better quota attainment for SDRs; Enterprise

is at the rear
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Average Attainment

Remote work does not seem to have a major impact on quota attainment
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Require No Experience Require Some Experience

Experience does appear to play a role in SDR success.

Of every company that hit quota, 91% required at least some relative work experience.
Only 9% that hit quota didn't require any previous experience.
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. Hit Quota Missed Quota
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Yes - Require Degree No - Don't Require Degree

Requiring a college degree doesn't have a significant impact on SDR performance




% That Hit Quota

# W/ Quota Data

100%
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14% 17%
50%
50%
Hit Quota
Missed Quota
0%
US - Tier 1 US - Tier 2 US - Tier 3 EMEA - Tier 1 EMEA - Tier 2 Canada - Tier 1 Canada - Tier 2 APAC
100
50
30
24 20
0

US - Tier 1 US - Tier 2 US - Tier 3 EMEA - Tier 1 EMEA - Tier 2 Canada - Tier 1 Canada - Tier 2 APAC

Location didn't have a major impact on quota attainment.

Companies in EMEA - Tier 1 had the lowest performance by sample size.




| 5 Total l | 56 Total I | 56 Total I 44 Total | 19 Total I

REVENUE
COLLECTIVE

100% '

80%
-
2
5 63%
a.
2 60% 78% 82%
o
2 100% 95%
3
o : @ Missed Quota
é 40% Hit Quota
=
1S3

20% 37%

0% =%
A
21l 3-5:1 5-7:1 7-9:1 10+:1

SDR: Manager Ratio

Teams with a 5:1 or higher SDR:Manager ratio consistently performed above average.

With the same sample size, teams with a 5-7:1 ratio outperformed 3-5:1 ratio teams by 4x




REVENUE
r COLLECTIVE
. Pay More Than X Pay Less Than X

20 $48,000

Companies That Hit Quota

$30,000 $35,000 $40,000 $45,000 $50,000 $55,000 $60,00
Base Salary (USD)

A $48,000 base salary seems to be the sweet spot for SDR performance.




Companies That Hit Quota
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. Pay More Than X Pay Less Than X

——— Sharp drop

$77,000

$35,000 $40,000 $45000 $50,000 $55000 $60,000 $65000 $70,000 $75000 $80,000 $85000 $90,000  $95,000 $100,00
On Target Earnings (USD)

Between $60,000 and $77,000 OTE seems to be the sweet spot for SDR performance.

2x as many companies hit quota at $60,000 OTE than at $80,000 OTE
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