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Role Segments

. Presales Leader

‘ Presales Practitioner

Product Segments

Hardware+Software

Software
82.9%

9.5%
Other

3.2%
Professional Services

4.0%
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Presales Practitioners

gg:p;ency M‘-“},‘%E Mean OTE Min OTE Max OTE Responses v (sztioicieolii*
1. USD 170,000 175,033.13 65,000 770,000 303 55%
2. EUR 120,000 127,460.18 55,600 243,000 67 51%
3. GBP 131,000 137,154.07 57,000 322,877 57 54%
4. CAD 98,500 114,203.32 45,160 322,000 38 58%
5. AUD 176,000 189,177.6 99,000 450,000 25 64%
6. INR 31,676 29,920.9 11,500 60,000 10 50%

Presales Leaders

ESIT:DCV Mecg.?.g Mean OTE Min OTE Max OTE Responses v gﬁ{%:z
1. USD 231,000 242,921.83 65,000 960,000 193 74%
2. GBP 180,000 201,323.34 68,000 410,000 41  56%
3. EUR 165,000 157,884.62 37,000 320,000 39 67%
4. CAD 170,000 294,862.5 108,000 2,125,000 16 75%
5. INR 34,000 34,737.29 20,000 60,000 7 29%
6. AUD 210,000 202,666.67 90,000 265,000 6 100%

* This indicates the percentage of respondants which indicated that they receive stock options.



Je

Practitioner OTE by Experience Level

Survey Question:

How many years of experience do you have in your current role? NOTE: this question refers to total experience
in your current role, not necessarily in your current company.
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Leader OTE by Experience Level

Survey Question:

How many years of experience do you have in your current role? NOTE: this question refers to total experience
in your current role, not necessarily in your current company.
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Responses 303
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USA

OTE = On-target Earnings, or annual compensation presuming they hit quota or mid-level target.
For more information on regions, Home Currency , and how compensation is reported, see page 3.

Survey Question: Do you personally carry a quota?
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Responses 193
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USA

OTE = On-target Earnings, or annual compensation presuming they hit quota or mid-level target.
For more information on regions, Home Currency , and how compensation is reported, see page 3.

Survey Question: Do you personally carry a quota?
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Presales Practitioners
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OTE = On-target Earnings, or annual compensation presuming they hit quota or mid-level target.
For more information on regions, Home Currency , and how compensation is reported, see page 3.

Survey Question: Do you personally carry a quota?
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Responses 41
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UK

OTE = On-target Earnings, or annual compensation presuming they hit quota or mid-level target.
For more information on regions, Home Currency , and how compensation is reported, see page 3.
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Survey Question: Do you personally carry a quota?
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Responses 67
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FUR

OTE = On-target Earnings, or annual compensation presuming they hit quota or mid-level target.
For more information on regions, Home Currency , and how compensation is reported, see page 3.
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Survey Question: Do you personally carry a quota?
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Responses 39
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Survey Question: Do you personally carry a quota?
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Workload



Survey Question: For which activities are you or your team responsible?
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Survey Question: Which key activities (max 4) would have the greatest impact on your success if you
(or your team if you are a leader) could spend more time executing them?

Discovery
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Survey Question: On average for your product, how many business days does a
prospect wait from the time they request a product demonstration to the time
they get one?
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Frequency

Survey Question: On average, about how many man-hours are spent on a single
product demonstration by your presales team?Please include preparation time
and standard follow up in addition to time spent during the demonstration itself.
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Survey Question: On average, and in your personal experience, how many presales product
demonstrations (either remote or in person) are required per closed/won deal? Include all repeat
demonstrations required due to new stakeholders engaging, etc.
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Survey Question: On average, how many product demonstrations does a member
of your presales team perform in a week?

200 Responses 082
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Frequency

SEs report that on average 5.6 stakeholders get
involved in the purchase. Interestingly, other
research from analyst rms report that the buying
group has grown from 5.4 back in 2013 to 13-14
business and IT professionals today.

So why are SEs reporting a lower number than
these other studies?

The answer may lie in that these other studies
usually ask AEs (not SEs) about the number of

stakeholders in the buying group. This could
suggest that sales engineers are somewhat less
exposed to the complexity of the buying process
and buying group because they are brought in to
consult primarily on technical and solution-based
advice.

Presales leaders should consider educating their
teams on the changing nature of B2B buying
today and the fundamentals of Buyer
Enablement.

Survey Question: On average, how many stakeholders (including influencers and
decisions makers) are usually involved in the buying process for your product?
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Survey Question: What percentage of your product demonstrations would you
classify as unqualified or under-qualified?
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Frequency

Survey Question: On average, how many hours per week do you work?

200 Responses 724
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150 Max 75.0
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On average, how many hours per week do you work?



Survey Question: What is the maximum number of hours you've worked in a
single week (seven day period) over the past 12 months?
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Frequency

Survey Question: How many products/solutions does your Presales team

support?
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How many products/solutions does your Presales team support?



Survey Question: Would you classify yourself as more of a “generalist” or a “specialist’?

@ Generalist
® Specialist
@® Other
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SEs, AEs, and Others

12.5%

SEs & AEs

16.5%

SEs

71.0%
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Survey Question:Do you currently automate any portion of the demo process
(e.g. through videos, webinars, etc)?

@ Yes
~ No




Frequency

Some experts estimate that it can take as long
as two years to mint a fully uent sales engi-
neer. But how long does it take before they can
begin to act autonomously?

Participants responded that in rare cases it can
take over 12 months just to train an SE to the

point where they can demo independently.
While most responses lie between three and
six months, it s easy to see how scaling a
presales department can be a monumental
undertaking.

Survey Question: On average, how many months does it take to train a Sales
Engineer on your team to the point where they can demo on their own?

300
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200 Mean 4
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Only 1 in 20 SEs are hired out of college. However, that percentage doubles in companies over
5,000 employees, suggesting that larger organizations are more likely to create a Sales Engi-
neering career path.

Survey Question: From where did your organization hire your last ten (10) SEs? Select all that apply.

@ Other Presales teams in our
industry

@ Experienced professionals outside
of Presales but within our
customers' industries

) Internal hire from another
department within our organization

@ Presales teams in a different
industry

@ Experienced professionals from
fields outside of Presales or our
customers' industries

@ Directly from college
@ Other
@® The boss's family




Survey Question: Were you hired directly into your current role from outside the
organization?

® Yes
® No




The majority of organizations that need to cover Covering multiple language markets increases

multiple language markets have SEs that cover complexity and reduces ine ciency. Consider
that market and speak that language. About one  using pre-recorded video assets and intelligent
third of organizations rely on prospects to be demo automation to help support multilingual
multilingual. market coverage.
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Survey Question: On a scale of 1 to 10, with 5 being equal to Sales, how much
influence and recognition does Presales have within your organization?
Responses 724
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Min 1.0
Max 10.0
150 Mean 4.82
Std Dev 1.8
100
50

Scale
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Survey Question: Does Presales have more or less influence at your
organization compared to 1 year ago?

@ About the
same

® More
® Less
) Not sure




KPI

Closed Revenue/ARR
Feedback from Sales
Demo/POC Activities

% of Deals Won vs Lost
Sales Quota

Technical Win

Feedback from
Customers

Number of New
Customers (Logos)

Product
Knowledge/Certifications

Peer Review
Average Deal Size
Stage Movement

Sales Cycle Duration

Activity/Time Ratio per $
of Revenue

Prep Time

Request Response
Time

None, my performance is
not measured

Other
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