
Accelerate Sales  
in 2025
Essential strategies for chief sales officers



Get a fast start to sales in 2025
As chief sales officers (CSOs) enter the final quarter of 2024 and get ready for next year, 
strategic planning is crucial. Ask yourself, “Do we have the right sales culture and strategy  
to achieve our 2025 goals?” 

This guide offers key insights you can use to remove obstacles to a fast start, create 
adaptive strategic plans and increase seller motivation. By addressing these challenges 
and implementing Gartner recommendations, you can accelerate sales success in 2025  
with a culture of engagement, adaptive strategy and sustained performance.

Top CSO challenges:

2
How do I create a sales 
strategy that adapts to 
changing market conditions?  

What is getting in the way of 
sellers getting a fast start?1

How do I motivate sellers to 
execute on Day 1? 3
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CSO CHALLENGE

Three recent trends create challenges for sales leaders and sellers:

1. A broader need for a unified commercial strategy.

Sales is no longer a solo endeavor in the current buying environment. Effective 
partnerships with marketing, product and customer success are required for 
positive commercial impact.

2. Sellers are being asked to do more and more. 

All the “help” offered to sellers has left them overwhelmed and less effective. 
Sellers who are overwhelmed by the number of skills and tech required for the 
job are 45% less likely to attain quota.

3. Continuous change. 

Sales organizations are built for consistency and not to withstand constant 
disruptions and distractions. When sales leaders are focused solely on managing 
change, there is often a void of change leadership. 

Challenge 1: 

Misalignment decreases the quality of customer experience.

Challenge 2: 

Overwhelmed sellers are 45% less likely to attain quota.

Challenge 3: 

Sales leaders are managing change rather than  
leading people.

What is getting in the way of sellers getting a fast start?

1

Source: Gartner
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GARTNER ANSWER

Recommendations

Unify strategy, prioritize skills and increase adaptability

Create and drive a unified commercial 
strategy with closest partners. 

When commercial teams collaborate to 
develop messaging for demand generation 
and lead management, they are 3.3x more 
likely to have high sales-qualified lead to 
closed-won conversion rates.

Prioritize differentiated skills and 
offload less impactful skills to technology 
to improve sales productivity and reduce 
seller burden.

CSOs who prioritize upskilling their sales 
force are 2.6x more likely to see commercial 
growth compared to those who don’t upskill.

Build an adaptable organization to go 
beyond change management and embrace 
change leadership.

Change-agile CSOs create competitive 
advantage by embracing change and 
opportunities. Sales organizations that  
are adaptive by design are 3x more likely  
to have commercial success.

Source: Gartner
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Take action with Gartner support

Evaluate your mastery of 
core activities within the 
CSO role and prioritize 
areas for development by 
taking the CSO Personal 
Effectiveness Diagnostic. 

Connect with a Gartner 
expert to discuss how 
you can take the lead 
on establishing both a 
strategic- and execution-
focused commercial 
coalition for a unified 
commercial strategy.

Attend Gartner CSO & 
Sales Leader Conference 
to connect with peers 
and get actionable 
insight, strategies and 
tools to drive revenue 
growth and improve sales 
performance.

Simplify to improve sales 
productivity with the 
findings in The New  
High-Performing Seller. 
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Did you know?

CSO CHALLENGE

According to the 2022 Gartner Strategy Adaptive Planning Survey, there is  
a high likelihood that strategic plans will need to change after annual planning 
concludes. As a result, almost two-thirds of business leaders say their 
organizations can’t adapt plans quickly enough to respond to market changes. 

Additionally, CSOs often find themselves preoccupied with resolving ad hoc 
issues, preventing them from focusing on long-term strategic goals. This 
dynamic environment calls for adaptive strategic plans to help the organization 
stay focused and competitive.

How do I create a sales strategy that adapts to changing market conditions?

2

Source: Gartner

65%
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of sales leaders struggle to adapt their strategic plans to a 
sudden change in their business context.
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GARTNER ANSWER

Adopt 3 key approaches to build an adaptive strategic sales plan

Craft an agile planning approach by starting with a minimally viable 
strategy that allows for early execution and iterative adjustments 
based on real-time insights. 

Elevate strategic proficiency by ensuring clear ownership of 
initiatives, fostering cross-functional collaboration, and customizing 
planning activities to engage stakeholders effectively. 

Fortify plans for dynamic environments by focusing performance 
measures on key assumptions and pressure-testing plans against 
diverse future scenarios. These strategies enable CSOs to swiftly 
adapt to market changes, maintain alignment and drive successful 
execution of sales plans.

1. 
2. 
3. 

3 approaches to building an adaptive strategic sales plan

Source: Gartner

Fortify plans for 
dynamic environments

•	Focus performance measures on key 
assumptions.

•	Pressure-test plans against a few future scenarios.

Elevate strategic 
proficiency 

•	Be clear about who owns what.
•	Customize planning activities for participants.
•	Cascade plans side to side, not just top-down.

Craft an agile 
planning approach

•	Focus first on a minimally viable strategy.
•	Sketch out initiative design early on.
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Take action with Gartner support

Assess the 
alignment of your 
sales organization’s 
functions 
contributing to your 
GTM strategy with 
the Sales Score.

Gartner Sales Score Functional Maturity Map

Compare your 
organization’s 
sales headcounts, 
budgets and 
spending to peers 
with the Sales 
Budget & Efficiency 
Benchmark Survey.​

Example of Cost of Sales as a Percentage of Revenue

Adapt sales 
strategies based on 
trends in B2B buying 
using How to Adapt 
Sales Strategies  
to the Current State 
of B2B Buying.​

Meet with a 
Gartner expert 
for external 
validation of your 
sales strategy and 
ongoing support 
through execution.

Fortify plans  
for dynamic 
environments

Build and execute 
an adaptive 
sales plan using 
3 Approaches 
to Building an 
Adaptive Strategic 
Sales Plan​ and 
Tool: Sales 
Strategy on a 
Page.

Elevate strategic 
proficiency 

Craft an agile 
planning approach
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CSO CHALLENGE

Sales leaders often struggle with motivating their teams due to a poorly managed sales culture. Despite its 
crucial role in compensation, strategy, operations and prospecting, few sales organizations prioritize culture.

Many sellers feel alienated, lack strong ties to their organization and show low cultural engagement and 
commitment. The 2024 Gartner Global Labor Market Survey reveals that only 38% of sellers feel understood, 
only 25% see sales culture impacting their daily work and just 34% intend to stay with their current employer.

This disconnect results in high turnover and poor performance, as sellers without clear expectations or 
leadership guidance find it hard to stay motivated and engaged.

How do I motivate sellers to execute on Day 1?

3

Today’s sellers are disconnected

Source: Gartner

38% 25% 34%
“I feel understood.”

Limited deep 
connections

Lacking cultural 
engagement

“�My sales organization’s culture 
affects day-to-day work.”

“I plan to stay at this company.”

Low intent 
to stay
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GARTNER ANSWER

Actively manage your sales culture, starting with your sales kickoff event

A strong sales culture can significantly boost team 
performance and retention. Organizations where 
sellers feel connected see a 24% increase in 
performance and a 30% increase in retention. 
CSOs should evaluate their current sales culture, 
identify necessary adjustments aligned with their 
sales goals and implement changes using a 
bottom-up approach.

This approach involves engaging frontline sellers 
and managers, leveraging peer-to-peer influencers 
and piloting changes to gain buy-in to minimize 
disruption. 

In particular, incorporating activities and sessions 
that promote innovation, transparency, seller 
empowerment, career development, internal 
competition and psychological safety at the sales 
kickoff (SKO) can set a positive trajectory for the 
year ahead.
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Core components of successful sales kickoffs

Source: Gartner

•	 Increase exposure to leaders, customers and subject matter experts to 
excite and energize the team.

•	 Recharge the organization’s culture by celebrating success and featuring 
inspirational stories.

•	 Distribute mission sheets to help sellers break down organizational goals 
into individual missions.

•	 Plan pre- and post-event activities to account for impactful real-time 
kickoff activities.

•	 Establish a high bar for session content by reducing the number and 
duration of kickoff sessions.

•	 Incorporate fun team-building activities to build and strengthen bonds 
among team members.

•	 Orchestrate opportunities for sellers to cross-pollinate to build collective 
knowledge.

Sales kickoff  
impact

Inform

Connect

Inspire
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Take action with Gartner support

Connect with your 
sales enablement 
team to build 
alignment around 
sales kickoff strategy 
and performance 
measurement.

Watch the webinar: 
Reignite Seller 
Culture With an 
Impactful Sales 
Kickoff and read: 
Accelerate the 
Adoption and 
Application of Sales 
Kickoff Content. 

Talk to a Gartner 
Executive Partner 
to develop a 
strategy to improve 
performance 
and retention 
through cultural 
connectedness.

Use the Tool: Sales 
Enablement Impact 
Planning Guide to 
help leaders develop 
an impact plan and 
identify, prioritize 
and measure critical 
behaviors, tying 
them to results.

Ensure long-term 
skill adoption at 
scale with: Driving 
Seller Behavior 
Change: The 
New Enablement 
Mandate.
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Explore these additional complimentary resources and tools 
for sales leaders:

Template
Sales Strategy Template for CSOs 
and Heads of Sales
Create a sales strategy built for success 
with this strategic planning toolkit. 

Download Template

Research
Supercharge Your Sales 
Productivity
Improve seller skills, optimize  
productivity and increase results across 
your entire team.

Download Research

Research
Gartner Chief Sales Officer 
Quarterly
Discover actionable insights for  
forward-thinking sales leaders.

Download Research

Actionable, objective insight

Already a client?  
Get access to even more resources in your client portal. Log In

Tool
CSO Personal Effectiveness 
Diagnostic
Assess your mastery of fundamental 
role activities, and get guidance on 
development efforts.

Learn More
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