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90% of new businesses fail
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90% of new businesses still fail




+150 Companies +8000 sales
processes/month
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HubSpbt

In 2006:

“It’s expensive to do sales.
People don’t want to be
bothered, they just want the
answers to their pain points -

it’s called inbound marketing.”

5= slack

In 2016:
“We can get away without
having a sales team in any
traditional way, probably
forever.”
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HubSpobt 7 slack

In 2014: In 2023:

+450 people working with sales +900 people working with sales
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Ops and
reporting
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Activity plans Sales process
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10 million in revenue =

ACV 100 000 X

Win ratio 20%
Lead to deal ratio 5%
Avg contact rate 6.5

Phone 80%

Mail 20 %

100 Deals won

500 Deals created

10 000 Leads created

65 000 Contact activities

52 000 Phone calls

13 000 Mails sent
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Remember to reach out at least times!

Camilla Kildal

camilla@scaleupxg.com
+46 73 629 47 86
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