PiVOTSALES

The Al Sales Method

PUBLIC RESEARCH « FREE ACCESS

PIVOTSALES RESEARCH - 2026

The Revenue
Skills Crisis

Why sales teams that adopted Al faster than any technology in
history are closing fewer deals, not more.

Authentically Human in the Age of Al

PIVOTSALES.Al -+ 2026



‘ ' PIVOTSALES.AI The Revenue Skills Crisis | Public Research

Adoption is up. Closing is not.

Sales organizations have adopted artificial intelligence faster than almost any technology in the history of the
profession. Al adoption among sales representatives nearly doubled in a single year. Roughly 81 percent of sales

teams are experimenting with or fully deploying Al tools. More than half of sales professionals now use Al on a
daily basis.

By every adoption metric, the revenue function has gone all in. And yet the outcome that matters most has not
moved in the right direction. Quota attainment has fallen. Response rates have collapsed. A landmark 2025 study
from MIT found that roughly 95 percent of enterprise Al pilots produced no measurable impact on the bottom line.

718% 95% 3-5%

of sellers missed quota in 2025, up from of enterprise GenAl pilots showed no cold email response rate, down from 8.5%
69% the year before measurable P&L impact in 2019

This is the Revenue Skills Crisis. It is not a tools problem. It is a skills problem. And the specific skills that decide
whether a deal closes are the ones almost no sales organization is currently training.
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THE FINDINGS

Twenty sKkills the top performers have. Almost no one
else is training them.

PivotSales.ai analyzed 2024 to 2026 research from Gartner, Forrester, McKinsey, Bain and Company, MIT
NANDA, Harvard Business Review, Salesforce, LinkedIn, HubSpot, Salesloft, Highspot, Corporate Visions,
Emblaze, IBM, Deloitte, ATD, CSO Insights, RAIN Group, TalentSmart, and the World Economic Forum.

The finding: twenty distinct skills separate high-performing sellers from average performers in the Al era. Nine of
them were identified as blind spots by Chad Rawlings, founder of PivotSales.ai and author of "The Al Sales
Methodology,” from 25+ years of enterprise sales leadership scaling Outreach from $3M to $100M ARR and
InsideSales.com from $7M to $110M ARR. The other eleven emerged from the research base. All twenty are
validated by cited research.

The twenty skills organize into five familiar categories that every sales leader recognizes: Prospecting and
Outbound, Discovery and Qualification, Deal Execution and Closing, Al and Sales Tech Fluency, and Enablement
and Sustainment. Five of the twenty are named on the following pages. The other fifteen are inside the full
diagnostic report.

Why this matters strategically

The five named skills below alone explain a substantial portion of the modern quota-attainment gap. The other fifteen,
taken together, explain the rest. Any sales organization missing more than five of the twenty is measurably
underperforming what the research says is possible with a trained team.
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CATEGORY 1

Prospecting and Outbound

The skills that decide whether the buyer ever engages in the first place. Cold response rates have collapsed to 3
to 5 percent. Signal-based, personality-aware outbound is now the difference between a rep whose pipeline builds
and a rep whose pipeline dries up.

CATEGORY 1 « Prospecting and Outbound 5 skills in this category

01 Al-Augmented Pre-Call Preparation

a LOCKED, INSIDE THE DIAGNOSTIC REPORT

02 The message-engineering skill that separates 32 percent reply rates from below 1 percent.
@ LOCKED, INSIDE THE DIAGNOSTIC REPORT
03 The pre-conversation habit that puts you on the buyer's shortlist before you ever knock.
a LOCKED, INSIDE THE DIAGNOSTIC REPORT
04 The buyer-signal reading skill that separates reps working the right deals from reps chasing the loudest
ones.
@ LOCKED, INSIDE THE DIAGNOSTIC REPORT
05

The one Al habit top performers do daily. Almost no organization is teaching it.
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CATEGORY 2

Discovery and Qualification

The skills that decide whether the rep actually understands the buyer's real problem. Emblaze research found 54.5
percent average misalignment between how sellers and buyers see the core problem. Only 13 percent of sellers
take a problem-minded approach. This is where most deals are silently lost.

CATEGORY 2 ¢ Discovery and Qualification 4 skills in this category

Buying Committee Orchestration

6 LOCKED, INSIDE THE DIAGNOSTIC REPORT

07 The discovery discipline that closes the 54.5 percent problem-alignment gap between sellers and buyers.
@ LOCKED, INSIDE THE DIAGNOSTIC REPORT

08 The invisible skill that separates reps who read a room from reps who steamroll it.
a LOCKED, INSIDE THE DIAGNOSTIC REPORT

09

The single most important human skill in the Al era. It cannot be automated. Almost ho one is training it.
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CATEGORY 3

Deal Execution and Closing

The skills that decide whether a qualified deal actually closes. 40 to 60 percent of qualified B2B pipeline dies in
no-decision, more than all competitor losses combined. Deal execution is where the largest single leak in modern
selling lives.

CATEGORY 3 ¢ Deal Execution and Closing 5 skills in this category

10 Cost-of-Inaction Selling

a LOCKED, INSIDE THE DIAGNOSTIC REPORT

11 The framing technique that makes a CFO defend a spend they weren't planning to make.
@ LOCKED, INSIDE THE DIAGNOSTIC REPORT

12 The skill that separates reps who follow a script from reps who PIVOT in real time.
a LOCKED, INSIDE THE DIAGNOSTIC REPORT

13 The negotiation shift that separates margin-protecting reps from margin-eroding ones.
@ LOCKED, INSIDE THE DIAGNOSTIC REPORT

Why forecasting on pipeline stage is the most expensive forecasting error in modern B2B.
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CATEGORY 4

Al and Sales Tech Fluency

The skills that separate reps who use Al as a force multiplier from reps who use Al as a shortcut. 53 percent of
sales professionals cannot extract value from Al at work. Sellers who effectively partner with Al are 3.7x more
likely to hit quota.

CATEGORY 4 + Al and Sales Tech Fluency 3 skilis in this category

Prompt Literacy and Al Co-Pilot Fluency

ﬁ LOCKED, INSIDE THE DIAGNOSTIC REPORT

16 The technique that produces 27 percent more closed deals when Al output is human-engineered rather
than sent raw.
@ LOCKED, INSIDE THE DIAGNOSTIC REPORT

The self-coaching habit that closes the manager-coaching gap, especially when your managers do not have
the bandwidth.
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CATEGORY 5

Enablement and Sustainment

The skills that decide whether trained performance sticks. Without reinforcement, 84 percent of sales training is
forgotten within three months. The gap between trained and untrained teams widens every quarter.

CATEGORY 5 ¢ Enablement and Sustainment 3 skills in this category

18 Continuous Reinforcement

a LOCKED, INSIDE THE DIAGNOSTIC REPORT

19 The system-thinking skill that separates methodology-driven teams from teams with a training deck in a
folder.
@ LOCKED, INSIDE THE DIAGNOSTIC REPORT

The daily discipline that lets top reps sell 8 additional weeks per year without hiring anyone.
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This Is deliberate.

The five skills named on the previous pages are the ones every credible source has already made public. Naming
them proves the research is real and grounded in the same evidence base that Gartner, Forrester, MIT, and Bain
are already citing.

The other fifteen skills are named, quantified, and explained in detail inside the full diagnostic report. They are held
back for two reasons.

First, the value of a diagnostic collapses when it becomes freely available at scale. If every enablement leader has
the same list, no one has an advantage. Reserving the full list for those who request it means the reader gets a
signal that others do not have.

Second, some of these skills are named in ways that reveal specific coaching content that PivotSales teaches
inside its ACE Certification Program. Publishing the names of those skills would transfer the training curriculum
onto the open internet. That is not fair to clients who have paid for it.

The right way to read this report

If you recognize the five named skills as gaps on your team, you almost certainly have several of the fifteen locked
ones as well.

The full diagnostic tells you which of the fifteen are most likely present in your organization, what each one is costing
you, and the research that quantifies it.

Download the diagnostic. Read it. If the pattern matches, book a Revenue Evaluation.
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Why now.

The research base behind the Revenue Skills Crisis is unusually consistent. Every major industry analyst arrived
at the same conclusion in 2025, using different data sets.

= MIT NANDA (2025): approximately 95 percent of enterprise generative Al pilots produced no measurable P&L impact.
Al budgets were concentrated in sales and marketing. Those functions delivered some of the weakest returns.

* Ebsta and Pavilion (2025 GTM Benchmarks): 78 percent of sellers missed quota in 2025, up from 69 percent the year
before. 14 percent of sellers drive 80 percent of revenue.

* Gartner (2025): 74 percent of B2B buying teams demonstrate unhealthy internal conflict during the decision process. 6
to 10 stakeholders on average per deal.

¢ Bain and Company (2025): sellers spend approximately 25 to 30 percent of their week actually selling. Al could double
that to 50 percent, but only if paired with the right skills.

* Salesloft (2025 Sales Skills Gap Survey): 44 percent of sales managers rank adaptability as the number one soft skill
for modern sales success. Only 34 percent of organizations teach it.

¢ Harvard Business Review (Dixon and McKenna): 40 to 60 percent of qualified B2B pipeline dies in no decision. 56
percent of those losses are active indecision, not status quo preference.

Every one of the 20 skills in the full diagnostic is validated by at least one of these sources. Most are validated by
three or more.
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Get the full diagnostic.

The 2026 State of Sales Skills Report is a full diagnostic covering all 20 Silent Quota Killers, organized by the five
categories above, the research validating each one, the specific percentage lifts available when the skill is trained,
and the cost of leaving the gap open. It is available at no charge in exchange for a business email address.

It is not a marketing brochure. It is the actual diagnostic PivotSales uses at the start of every consulting
engagement.

How the funnel works from here

STEP 1: Download the full diagnostic (email gated, no charge).
STEP 2: Score your team against the 20 skills using the self-assessment inside.
STEP 3: If three or more gaps show up as high impact, book the Revenue Evaluation ($2,500).

STEP 4: Deploy the fixes through the ACE Certification Program or the GTM Build engagement.

pivotsales.ailsilent-quota-killers-report

Or book the Revenue Evaluation at pivotsales.ai/revenue-evaluation
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