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About the Research 
 
Every quarter, Corporate Visions surveys 700+ marketing and sales professionals who work 
in complex, business-to-business selling environments. The findings highlight trends and 
challenges facing industry-leading companies across the globe that are working to achieve 
alignment between their marketing and sales efforts.

In this latest report, Corporate Visions and SAVO teamed up to dig into if, and how well, 
companies are taking advantage of mobile tablet technology to equip their salespeople to be 
better prepared for, and more effective in, their customer conversations.

Click here to watch a video 
about this survey

http://www.brainshark.com/cvi/tablettrend
http://www.brainshark.com/cvi/tablettrend
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FINDING #1

Only 23% of 
companies 

have deployed 
tablets 

Most companies are unprepared for  

an increasingly mobile sales force.

According to Gartner, tablet 
technology continues to expand 
dramatically, growing by 53.4% in 
2013 compared to a 11.2% decline in 
the PC market.  
 
B2B companies don’t seem to be 
keeping up with the trend. Only 23% 
of marketing and sales professionals 
said that their companies have 
equipped them with tablets, and 
82% of “tablet-less” respondents 
said that, as far as they know, their 
companies don’t have any plans to 
roll them out.  
 
This means a lot of companies are 
missing a huge opportunity to 
enable salespeople using the tools 
they’re relying on in their on-the-go 
selling efforts.

82% of “tablet-less” 
respondents said their 
companies have no plan 

to deploy them.

http://www.brainshark.com/cvi/tablettrend


FINDING #2
Mobile enablement can improve 

product launch success.

75% of respondents believed that deploying content and coaching to 
salespeople in the field using tablets would improve the success of your 
product launches, and the use of your marketing messages and sales tools in 
the field. This finding makes the current lack of tablet enablement occurring 
in today’s B2B companies concerning. 
 
When most product launches fail, and when up to 90% of content created 
in the name of sales support goes unused, why would any company pass up 
the chance to increase the visibility and usability of approved messaging and 
content to the salespeople who need them?

75% say tablets would  
increase product launch 
success and adoption of 

messages and tools



5

FINDING #3
Forward-thinking companies focus  

mobile-enablement on key sales activities.

Assuming you are one of the companies that has the foresight to equip your 
salespeople with tablets, what activities should you look to enable? 
 
We asked salespeople with company-provided tablets which selling 
activities they were equipped to complete solely from their mobile devices, 
and the graphic below shows their top responses. Presenting to customers, 
demoing your solution, forecasting and updating your CRM system, 
whiteboarding your message, sending content to prospects, and reviewing 
coaching materials to prepare for customer meetings rose to the top of  
the list. 

60% 
 present to 
customers 

56% 
 demo 
solution 

45% 
 forecast/ 

CRM 

39% 
 whiteboard 

message 

39% 
 send 

content 

37% 
 review/ 
prepare 



So, if you’re looking to increase the success of your product launches, the 
adoption of your message, and the accessibility of your sales tools...
you need to determine the best way to get on board with the mobile-
enablement movement.  
 
Equip your salespeople to access your content how and when they like to 
access it: just in time, when they need it, on the go. Click on the tablet below 
to learn more about a way to deploy mobile selling kits to deliver your 
message and tools efficiently and effectively to the field.

A BETTER WAY

Learn more about mobile enablement.

http://win.corporatevisions.com/Overview_PT_Mobile.html
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About Corporate Visions 
 

Corporate Visions is a leading marketing and sales messaging, tools, and skills company 
that helps global B2B companies create more sales opportunities, win more deals 
and increase sales profitability by improving the conversations salespeople have with 
customers. Companies engage Corporate Visions to help in three key areas:

•	 Developing compelling messages to break the status quo, differentiating their 
solution, justifying a purchase decision and protecting margins;

•	 Deploying that message through tools and visual stories to enable salespeople to 
engage multiple decision-makers across the buying cycle; and

•	 Delivering sales skills training that helps salespeople confidently use these 
messages and tools to create, elevate and capture more value in their   
customer conversations.

For more information, visit www.corporatevisions.com or follow us on Facebook, 
Linkedin or Twitter.

About SAVO 
 

Founded in 1999, SAVO is the leading provider of sales enablement solutions. 
SAVO’s on-demand sales enablement platform maximizes the sales team’s ability 
to communicate value and differentiation in clear, consistent and compelling ways. 
Combining proven sales and marketing best practices with award-winning technology, 
SAVO addresses all aspects of the sales enablement challenge — spanning people, 
process, insight and technology.  
 
For more information, visit www.savogroup.com or follow us on Facebook, LinkedIn  
or Twitter. 

http://www.corporatevisions.com
http://facebook.com/corporatevisions
http://corporatevisions.com/about/contact/
http://twitter.com/corpv
http://www.savogroup.com/
https://www.facebook.com/SAVOSalesEnablement
https://www.linkedin.com/company/the-savo-group
https://twitter.com/SAVO_Group

