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Approximately 90% of hiring 
managers report that it’s 

becoming more challenging 
to recruit and hire enterprise 

sales professionals.

The process 
is not very 
challenging

The process
is not at all
challenging

The process
is somewhat
challenging

The process
is extremely
challenging

More than two-thirds (71%) of hiring managers 
are looking to hire more than five enterprise 
sales professionals over the next 12 months. 
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Three out of four (74%) hiring managers report 
that these hiring challenges are preventing 
their company from reaching its revenue goals. 
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Strongly agree 
that these 
challenges are 
holding their 
company back 
from reaching its 
revenue goals. 

Agree that these 
challenges are 
holding their 
company back 
from reaching its 
revenue goals.

Disagree that 
these challenges 
are holding their 
company back 
from reaching its 
revenue goals. 

Strongly 
disagree that 
these challenges 
are holding their 
company back 
from reaching its 
revenue goals. 

Close to half (46%) of 
hiring managers say that 

the lack of candidates with 
relevant experience is the 
biggest driver behind the 

increased difficulty recruiting 
and hiring enterprise sales 

professionals over the 
past 18 months.
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Report a lack of 
candidates who 
understand the 
company’s solutions

Report compensation 
requirements for qualified 
candidates is too high

Report increased
hiring competition from

peer organizations

Report another
reason behind the
increased difficulty

Report a lack of
candidates with

relevant experience

Approximately 57% of hiring managers report that it has become more difficult 
to recruit and hire enterprise sales professionals over the past 18 months. 

It has become more difficult

57%
It has become easier

21%
Hasn’t changed
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The Sales Pro Hiring Crisis

Channel Sales Delivers when Enterprise Sales Falls Short

Why the Indirect Sales Channel is 2018’s Revenue Driver

The golden age of channels has arrived. Make sure your channel is ready to work harder than ever 
before to make up this gap, with a contemporary Partner Relationship Management (PRM) solution. 

Impartner PRM customers see a 31 percent increase in revenue and a 23 percent decrease in 
administrative costs in the first year of use alone.*

No channel yet?  Now is the time. 

Impartner’s multi-award winning PRM helps companies ramp their partner programs 46 
percent faster and their partners to revenue productivity 37 percent faster.*

Hiring managers are finding it difficult to hire direct sales professionals. The problem has 
intensified over the past 1.5 years – and it’s preventing companies from reaching revenue goals.

impartner.com/demo

Take a free demo and learn how Impartner can
turn your channel into your revenue scale pedal.
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* Based on global blind survey of Impartner customers, 2017

Based on the results of a survey of hiring managers of 200
corporations that do business nationally and internationally, 2017

https://www.impartner.com/demo/

