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On top of that, sales prospecting tools
have now moved mainly online, with
hundreds of traditional and SaaS-based
companies offering prospecting tools
in every flavor imaginable with varying
levels of contact quality. These tools
can be expensive and complicated, 
and they only offer a part of what a
salesperson needs to find the right
contacts and get the right amount of
prospect information to engage with
those contacts. You didn’t get into
sales to get bogged down in learning
technology; you got into sales to sell. 

It’s 9 in the morning, and you’ve just
finished a sales meeting where you
were asked to raise the number of new
prospects in your sales pipeline by
50%. You stare at your computer
screen, dreading how you’ll find these
new sales prospects.

Salespeople can spend up
40% of their time sales

prospecting and it is often
cited as the most difficult

part of the job.

Introduction

The Missing Link in Sales Prospecting | 1



In this sales prospecting guide, we’ll discuss
the value of a sales prospecting assistant and
how they can give you an advantage in
finding the right contacts quickly and easily. 

So, what do you do? How are you going to find these contacts in a way that gets you
the most return for your investment in time, effort, and often budget? How do you
find the right prospecting tools, learn how to best use them, and get the right
contacts fast? 

The answer may be in a
direction you didn’t think
possible, and that is to
engage with an expert sales
prospecting assistant who is
highly skilled in leveraging
different prospecting tools.
This assistant will be 100%
focused on getting you the
right contacts delivered to
your smartphone or desktop
every day. 
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of sales reps expect their
role to change permanently.

58%

*Salesforce

*



Many sales teams have inside 
sales reps making outbound calls,
sending outbound emails, and
targeting qualified leads in hopes of
creating new leads and opportunities
for their account executives.

Sales prospectors research companies
and contacts to understand product or
service fit, and then they rifle through
organizational structures and
gatekeepers to hone in on the correct
target. Sales prospectors track down
prospect information using whichever
prospecting tool(s) they have, and
contact them in hopes of booking a
meeting. All of this activity flows into
your company's sales funnel moving
towards opportunities and revenue.
 
In 2021, sales prospectors need to be
highly trained in multiple areas to be
truly effective. Prospectors need to
know how to utilize multiple
prospecting tools quickly and
efficiently while weeding out
inaccurate and out-of-date
information. 
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What Sales Prospecting

Looks Like in 2021

B2B contact data
decays at a rate of

22.5% annually.

*MarketSherpa

*



39% 
of a reps 

time actively 
selling

40% 
of sales reps time
spent looking for
someone to call

21%
others

The additional work of these
changes can hinder a salesperson
from fully focusing their efforts on
core business operations, requiring
teams to spend more time verifying
and cross-checking information. 
This results in a decreased overall
effectiveness. The new norm
shouldn’t be nit-picking through a
surplus of tools. According to a
study by Harvard Business Review,
“delegating repetitive tasks can
save up to 20% of your productive
time each day.”  

The different types of sales prospecting tools are only growing. Many of these tools have picked out
unique niches, often offering different flavors of feature and function, and often providing varying
levels of quality in regards to contact data.

“9 in 10 companies use 2+ lead enrichment
tools to learn more about prospects”

This translates into salespeople trying to figure out how to learn all these tools, when
to use them, and how to get the most bang for their buck. 

These tools are also constantly changing, providing new
features that often force users to re-learn 
the tool and the new process.

Time Often Not Well Spent
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*Spotio   † Inside Sales

†*

*

http://blog.topohq.com/sales-development-technology-the-stack-emerges/


Your sales reps have learned the 
ins and outs of these tools, and that
takes valuable time and training.
Once they’re up and running, you
may feel a surge of excitement as
the sales funnel begins to fill—this is
good. Before you know it, though,
you're hit with on-going disruption
as sales teams turn over, technology
changes, and data quality becomes a
constant moving target. 

A new sales member or an entire
team is brought on board, a new tool
or process is introduced, and the rep
must get up to speed while following
your company’s best practices.
Properly maximizing your team's
time and efforts is a serious concern.
This is a lot of administrative and
research-focused work for someone
who should be focusing on selling. 

Typical prospecting methods have
changed after the curveball of 2020
left salespeople scrambling to adjust. 

Lead enrichment and prospecting
database tools are constantly updating
company profiles, organizational
charts, and employee contact
information. 
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Every minute, four
organizations will

switch locations and
76 people change
jobs or their roles.

*ZoomInfo

The move to home offices has
disrupted data quality for many
prospecting tools with information
that no longer provides accurate
details on where a target is located, 
or directs users to an office phone line
that continues to ring as many
employees no longer work in-office.
Office phones with full mailboxes,
drastic changes within organizations
due to lay-offs and job switches,
altered buyer personas, and a target
whose information now takes more
tools and time to find are all challenges
to this new world of prospecting your
reps have to figure out how to
optimize. 

*



More than 40% of
salespeople say prospecting
is the most challenging part

of the sales process, followed
by closing (36%) and

qualifying (22%).

As you push to elevate your sales, you’re pushing your reps to elevate their numbers.
How will your reps do it? Their list of administrative tasks has only increased, 
yet the demands and expectations to hit quotas and targets 
has not budged. 
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42% 
of sales reps feel
they don’t have

enough
information before

making a call.

46% 
of B2B sales
reps list lead
quantity and

quality as their
top challenge.

*Spotio   † CSO Insights

Only 33% of an
inside sales [rep’s]

time is spent
actively selling.

Furthermore, “sales reps can spend
up to 40% of their time looking for
somebody to call” (Inside Sales). 
This is a clear indication that current
processes are not maximizing the 
sales rep’s selling time. 

Is it more important for these reps
to be searching and verifying across
several lead enrichment and
prospecting tools to make sure their
search is headed in the right
direction, or is it more important for
these reps to be booking meetings?
The latter. Go figure. 

Providing more tools doesn’t solve
this new transition that salespeople
are experiencing; it creates another
step in an already time-sensitive
process. 

*

*

*

†



By understanding the biggest pain points in sales and working to optimize and
improve the sales flow, an entirely new approach has been developed.

The average lead
to close length is

102 days.
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According to a study by Harvard Business Review, delegating repetitive
tasks can save up to 20% of your productive time each day. 

*Salesforce

Slowing down the generation of new
leads by implementing more tools for
salespeople to use for finding up-to-date
and verified contact information is not
the answer. 

*



1) The optimal process for 
digital sales contact prospecting: 
Sales assistants contact-prospect 
for clients every day. They’re trained
to optimize every second of their
contact-finding process. 

2) Leveraging technology to 
find the best contacts: 
Using the SimpleSell contact
platform, sales assistants are able 
to find the best contacts for 
their clients. 

3) Building the best contact /
prospect profiles: 
Often, contact information is spread
across the internet. Finding the
right depth of contact information
to generate the best contact profile 
can be the difference between
getting that contact to engage 
or not. 

The concept of a “wingman” or an assistant is old as time. Assistants take on the less critical tasks,
or specialized tasks so the pilot can focus on the core mission. In the case of sales prospecting the
core mission is to close deals and generate revenue while creating great relationships with
prospects and customers. There is no better place for a “wingman” than in sales prospecting. So
what does a sales prospecting “wingman” look like? Some key attributes might include:
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The Advent of the

Digital Sales Assistant:

Reclaim the 40% of time
spent looking for someone

to call by utilizing 
sales assistants



4) Vetting contact information 
to get the freshest data: 
Contact data goes stale on the internet.
Making sure you have the latest
information can be a complicated
process that sales assistants are trained
to solve. 

5) Optimizing the contact 
targeting profile: 
Optimizing the contact target profile as
contacts are generated is a key
differentiator for sales assistants
working with clients. They’re able to
constantly refine the target industries,
roles, and other key data points to
ensure the best contacts are generated
for sales. 

6) Interacting with salespeople to
provide the best communication
process possible: One of the most
important attributes of a great
“wingman” is their ability to work
flawlessly with the pilot. 
SimpleSell sales assistants and 
the SimpleSell platform result in
seamless communication 
between the sales assistant 
and the salesperson. 

The core question is: where is a
salesperson’s prospecting time best
spent, and where are they going to
find the highest return on that time?
The goal is to generate new
customers and revenue, not spend
more time prospecting.

Sales assistants are the missing
prospecting link for many
salespeople, allowing for maximum
utilization of the latest sales
prospecting processes and
technology without having to try to
keep themselves and their teams
trained on an ever-shifting landscape
of people, process, technology, and
analytics that make sales prospecting
an increasingly complex undertaking. 
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Utilizing a sales assistant to take
on these time-consuming but
important sales activities can
result in a more productive team.
Rather than a day consumed in the
weeds of B2B contact information
data, your sales teams can be freed
from the small tasks that bog down
their ability to maximize success,
and direct their attention to
generating relationships with new
leads and converting them to
closed customers. In short, a sales
prospecting assistant helps
create more time for salespeople
to sell and create revenue.
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The answer is a digital sales assistant
(yes, a real person), a highly-trained
sales prospecting expert who will
find the highest qualified contacts
everyday. 

These sales assistants are trained in
all of the latest sales prospecting
technology, can build the best overall
contact profiles, and can vet the
contact data across multiple systems. 

Sales teams and sales assistants work
across the SimpleSell platform,
getting near-real-time updates as
they find the best contacts possible.
The sales assistant frees up
salespeople to actually focus on
contacting and qualification, so they
don’t have to worry about contact
generation. 

2021 will force companies to adapt and get aggressive on how to find the upper hand
against competitors, so what will be your advantage? Another database, or a human asset
that is trained to fit perfectly in your missing link? I choose human, every time. 

Let’s face it, the acceleration in technology, digitization of business processes, and
transforming sales approaches still all require the humans behind them, running the
show. Why not run your show, right?
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So, how do we make the best of new technology without making
the already-difficult sales prospecting process even more complex
with such technology? 



SimpleSell Makes Finding
New Business Simple
Innovative software paired with dedicated Sales Assistants

revolutionizes the way you drive new business into your pipeline.

Get Started


