
The Sales Velocity equation is enabling today’s most successful sales leaders to generate 
more money, more quickly. In this How-to Guide, we explore what sales velocity is, what it will 
help you achieve, and how to drive it.  

Sales Velocity:  
The crucial equation 
powering today’s 
best sales teams 

So what is Sales Velocity and how do you master it?  Read more . . . 

What is Sales Velocity? The overall health of a sales team is dependent on multiple factors. That makes it hard to 
measure, and, as management guru Peter Drucker famously said: “If you can’t measure it, you can’t manage it.” 

The sales velocity equation overcomes that challenge by drawing on four, core sales KPIs to create a single, monetary, sales 
velocity figure which can be easily measured and therefore managed.  
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What is Sales Velocity?

How it works:

SALES VELOCITY

NUMBER OF  
OPPORTUNITIES

AVERAGE 
DEAL VALUE

LENGTH OF SALES CYCLE

WIN RATE

How to drive it 
The four components of sales velocity are:  

These four components act as levers that can be pulled to 
continuously improve sales effectiveness. However, most 
sales teams need help. Training that is focused on each 
lever and embeds new winning habits, behaviours, and 
approaches is key to driving sales velocity.

Here we breakdown the four levers of sales velocity 
and share tips on how to drive each one.

1 Number of opportunities

2 Average order value

3 Win rate

4 Length of sales cycle

What will it help me achieve? 
Sales Velocity shines a light on the entire sales process.

That level of transparency brings a lot of benefits including:

 The ability to easily identify which aspects of your 
sales process are working and which need attention

 Making it easy to identify opportunities to improve

 Enabling data driven decision making across every 
aspect of the whole sales function 

 Allowing sales leadership to prove the effectiveness 
of any action

 Helping better target coaching and development 

 Enabling more accurate budgeting, forecasting and 
modelling 

 Helping justify internal investment in the sales function
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At Flume, we prides ourselves on keeping ahead of new trends in buyer and seller behaviour in rapidly  
changing B2B markets.

Want to know more? Contact our team of experts today.

1 PERSONALISE OUTREACH

Prospects get a huge number of unsolicited, cold sales approaches. They can spot a generic message from a mile off. Ensure your salespeople personalise 
their messaging by:
• Thinking about what the prospect cares about most in their role
• Identifying and referencing the specific challenges that they could help with
• Getting to know the prospect’s goals, challenges and what’s important to them right now

2 QUALIFY OUT RATHER THAN IN

A full pipeline of prospects might feel good, but if they aren’t ready to buy, it’s a waste of time for you and them. Analyse past customers to identify good 
prospects.
• Who spends the most? 
• Who is best to work with?
• What do your best customers have in common? 
Create a set of qualification questions for each part of the buying process. Remember, the aim is to qualify out, not qualify in.

3 GET YOUR MESSAGING RIGHT 

Prospects are busy and it’s easy for them to ignore new sales approaches. To cut through the noise, shift to the customer’s view and create messaging that 
answers the following questions:
• Why are you contacting me right now?
• What challenges can you help me overcome?
• What can you offer to help me with that will make an engagement with you worth my time?

4 EMBRACE SEQUENCING

On average, it takes eight outreaches before a prospect will respond. Most salespeople give up within two. Professional persistence is key.
• Use multi-media approaches to engage the prospect including Linkedin, email, video messaging, voicemail and phone calls
• Consider different ways to add value to the prospect through your messaging  
• Warm up prospects by following them and liking / engaging with their posts 

5 TAKE CONTROL OF THE CONVERSATION

When you do get to meet a prospect, you need to make a strong impression quickly. Taking control of the conversation is crucial. Try this:
• Set expectations: Agree an end-goal, an agenda and set the time limits
• Question and Listen: Get the prospect talking about the challenges they are facing and the outcomes they need to achieve, plus their ability to buy
• Pitch the outcomes: Use the information you uncover to position your solution in a way that solves their challenges and drives their desired outcomes
• Gain commitment: Explore where they are in the buying journey and agree the next steps 

Part one: Number of opportunities

Every salesperson wants to increase the number of opportunities in their pipeline but it’s vital 
to also focus on quality. 
Use these five tips to get the right prospects ready to talk and likely to buy.
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We measure our success on your results, so our training helps you pinpoint exactly what you need  
to dial up or down to increase average order values. 

Get in touch to learn more.

1 KNOW WHAT YOUR BRAND STANDS FOR 

People buy emotionally first, and then rationally. Helping your salespeople create an emotional connection with their customers will ultimately help them 
generate higher value opportunities. Be clear about your brand’s purpose and help the team get better at aligning it with the needs of their customers.

2 UNCOVER THE ROOT-CAUSE

Most sales reps diagnose a customer’s needs by asking questions like “What do you need to achieve?”, however this isn’t enough. Dig deeper for a 
reason why. 
• What is the reason their need exists? 
• What is the root cause of their challenge?
These deeper conversations help to shift perspective and will often lead to stronger solutions with a greater level of investment.

3 PLAN FOR ACCOUNT GROWTH

A sure-fire way to increase average order value is to grow existing accounts. Try this:
• Have the right conversations at the right time. Know when your customer reviews suppliers, sets goals and assigns budget every year.
• Understand how the company works internally. What are the different divisions? Who are the stakeholders within each division? If there’s an incumbent 

provider, what do people think of them?
• Spot valuable white space: gaps within the business where there’s no current supplier or solution.

4 LOOK BACKWARDS AND FORWARDS 

Get customers in the right frame of mind to buy more from you. Try this:
• Look backwards: Highlight what’s already been achieved. Remind the customer of where they were and the challenges they faced. Compare that to 

where they are now. Prove you’ve had an impact and delivered strong ROI.
• Look forwards: Establish where the customer needs to be by when. Find out their plan to get there. Identify opportunities to fill gaps based on where 

the customer wants to get to.

5 BUILD THE CASE AROUND STAKEHOLDER PRIORITY

When a sales proposal goes through a business, it’s seen by multiple stakeholders. Each of those stakeholders has their own motivations and reasons for 
buying. As a result, most proposals get pulled apart.
Avoid this by working with your champion on the proposal. Try this approach:
1. Understand the individual motivations of the different stakeholders
2. Identify the core challenge/need that they can all agree is the priority
3. Focus the entirety of your recommendation around this

Part two: Average order value

You’re converting more opportunities. Now you need to increase your average order value. 
Here are our five tips to help you get started:
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At Flume, we help sales reps stand in their customer’s shoes to create the most  
powerful experiences at every stage of the customer lifecycle. 

Get in touch to find out how we can help you.

1 GET BUY-IN FROM INFLUENCERS

Opportunities often fail to convert because the salesperson was working with the wrong stakeholder. Help them identify the most influential people in the 
customer’s business- people who are good at driving change and building consensus (these won’t always be C-suite). Also, get them to find out which 
stakeholders might put up blockers and slow things down.

2 MAKE IT EASY FOR CUSTOMERS TO SELL ON

The average number of stakeholders involved in B2B buying decisions is over ten. Opportunities only convert when the main customer stakeholder has done 
a good internal sales job so help your salesperson to help them. Encourage them to:
• Check their contact’s personal buy in
• Understand the internal sign off process
• Identify who makes up the decision-making group and their respective viewpoints
• Identify what could stop the opportunity converting
• Work out how best to collaborate with the contact

3 CREATE STRONG PROPOSALS

Most proposals have been designed around the needs of the main contact, not the wider decision-making group.
A great proposal should answer the following questions:
1. Why does the customer need to do something different?
2. How is your solution uniquely well placed to help?
3. What will the result be?
Build a strong proposal template and make sure the team use it.

4 TEACH CUSTOMERS HOW TO CHOOSE A SOLUTION

Salespeople tend to focus on what they’re selling. Instead, help them to teach the customer how to buy. If they can encourage the customer to prioritise 
certain criteria when making a decision, they can more effectively lead the customer to their solution.

5 ANTICIPATE, RAISE AND OVERCOME OBJECTIONS

Many of the objections that the wider stakeholder group raise can be anticipated and therefore avoided. Encourage the team not to be afraid of them and 
follow these steps:
• Consider which objections the customer might raise before the conversation
• Raise them yourself where appropriate. Challenge the thinking, teach them why they aren’t valid, and aim to overcome them
• Consider the customer’s point of view. Listen hard. Address the concern with stories and insights. Focus the customer back on the value you can offer.

Part three: Win rate

You’ve spent time  increasing the number and size of your sales opportunities, but how many 
are converting?  Here are five ways to improve win rate: 
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At Flume, we identify your customer priorities and shows you  
how to create the collateral that addresses their needs.

Get in touch to find out how we can help you.

1 EXPLAIN WHAT’S IN IT FOR THEM PERSONALLY

Its normal for salespeople to focus their customer on the benefits for the wider business, however, a customer is way more likely to drive a decision through 
their business at pace if they see personal benefit in doing so. Ensure that your salespeople consistently establish what’s in it for their customers personally.

2 AGREE A COMPELLING REASON TO CHANGE NOW

The biggest competitor you have is your customers status quo. Ensure your salespeople are establishing a case for the customer to change right from the 
start of the sales cycle. This agreed need to change is what will drive the customer to act quickly. Make sure you explore:
• What will happen if the customer doesn’t change
• What they could miss out on
• The long-term consequences of not changing

3 OVERCOME INDECISION

The biggest deal killer is customer indecision. This happens due to fear of making a mistake. Salespeople need to inspire confidence in the purchase to get 
the deal over the line. Try the following:
• Make personal recommendations rather than giving options to simplify and focus the purchasing decision
• Help the buyer understand the information available to make their decision– point them to useful resources to help them cut though the noise
• De-risk the deal and build trust by setting realistic expectations 

4 MULTI-THREAD THE DEAL

Focusing on one champion puts the deal at risk, because they could easily leave or be over-ruled by others. So how do you mitigate this risk? You need to 
take the whole buying group on the journey. Reach out to different stakeholders to understand:
• Do they want to do something different?
• Are they seeing a compelling reason to change? 
• How strong an influencer are they? 
• Are they aligned with your solution?

5 COLLABORATE WITH THE CUSTOMER

Even with the best sales collateral, it’s still on the customer champion to get the deal over the line. Salespeople need to support them if they’re to fend off
objections from other stakeholders. Encourage your team to:
• Explain to customers why it’s the right time for the solution
• Understand the entire decision-making process
• Uncover potential objections

Part four: Length of sales cycle

You’ve got lots of high value, converting opportunities but slow decision-making is eating up 
valuable time and limiting progress.  Time to speed up the process.
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Increase your sales velocity 
with Flume

How we deliver

If you want to develop the right habits to increase sales velocity, there’s only one place to start – your sales training.  
We understand you need sales training that drives specific KPIs and delivers strong ROI. 

Here’s how we do it:

1 Game-changing, buyer-centric sales techniques are at the core of all our sales training programmes. 
We put customer facing rep into the heads of their buyers at every stage.

2 Flume are behaviour change experts. Our sales training instils long-term behaviours that last far 
beyond a training programme.

3
Flume de-risk your purchase with end-to-end project management so you can be confident in 
achievable outcomes. This allows you to present a compelling business case to take to your 
stakeholders.

We’re outcome obsessed. We focus on proving impact at each stage.
We provide more than workshops, advice and insights. With Flume you also get access to:

 Our powerful benchmarking and diagnostic tools so you can easily track improvement
  A range of game-changing materials including infographic workbooks and videos 
  Unique content to ensure that the training sticks, including templates, prompts and quizzes 

3. Flume Sales Enablement

Includes:
• Programme launches to secure buy-in
• Structured on-demand modules
• Bite-sized group coaching sessions two weeks later 

to share best practice, celebrate results achieved 
and tailor content

• Scenario-led rep demonstrations
• Videos, quizzes, insights
• Sales templates, workbooks and supporting collateral
• Full project and customer success management

Perfect for companies who want to:
a	Drive consistent sales performance
a	Assess and coach individual rep performance
a	Share best practise and celebrate real outcomes

1. Flume Sales Kickoff

Includes:
• In-person best-in-class speakers and facilitators 
• Tailored presentations and workshops
• Themed content designed to drive sales velocity 

and shift to buyer centricity
• Discovery and design 
• Embedding plans to drive sales momentum through 

the year

Perfect for companies who want to: 
a	Launch a new financial year/ initiative / programme
a	Build momentum across multiple customer-facing 

teams
a	Create a sales-driven culture and common language

2. Flume Sales Pro

Includes:
• Programme launches to secure buy-in
• Bite-sized topic-led training
• Bite-sized group coaching sessions two weeks later 

to share best practice, celebrate results achieved 
and tailor content

• Team project between training sessions
• Sales templates, workbooks and supporting 

collateral
• Full project and customer success management

Perfect for companies who want to:
a	Drive consistent sales performance
a	Create team-wide sales playbooks
a	Share best practise and celebrate real outcomes

powered by
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Get in touch

Raoul Monks
CEO & Founder
+44 7523 951558
raoul@flumetraining.com

Ask me about our business, 
how we work and the impact 

we deliver

Paul Cruise
Head of Sales Performance
+44 7557 364004
paul@flumetraining.com

Ask me about delivering 
buyer-centric, high impact 

training

Katie Leaver
Head of Client Success
+44 7398 602042
katie@flumetraining.com

Ask me about our content, our 
solutions, and opportunities 

to work together

What our clients say
We’ve delivered innovative sales development programmes to hundreds of clients.

Our results speak for themselves:

  Legendary! The biggest challenge we’ve got now is trying to top this SKO next year!”
Clare Dunstall, Director, Global Enablement, Claroty

  Working with Flume training has been an absolute pleasure. They truly cared about our 
needs and together with their team designed and delivered impactful sales training. Extremely
reliable and fun to work with.”
Jitka Foralova, Senior Talent Development Partner, Trustpilot

  In the three months post training, our average order value has increased by 27%, giving a 
clear and compelling ROI. We also saved a deal worth £225k.”
Rebeka McClintock, Account Director, Health iQ

  Within a month of working with Flume, our sales team had developed over £500K of 
additional revenue. We’ve also seen a 10% increase in average order value.”
James Swift, Director of Talent Development, Leyton UK
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