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Midway through the year, many B2B revenue teams find themselves behind plan on
pipeline and bookings. Studies show over half of companies miss their midyear
targets, with only ~25% of sales reps on track to hit quota in 1H 2024. This shortfall
stems from three compounding issues: insufficient pipeline generation, inconsistent
sales execution, and operational drag in go-to-market processes. Pipeline coverage
requirements have surged (from a historical ~3× target to as high as 5–7×) due to
lower win rates and longer sales cycles. Yet 63% of companies struggle with
outbound pipeline generation and saw pipeline creation plummet ~47% year-over-
year. Front-line execution gaps exacerbate the problem – reps often focus on the
wrong activities, miss follow-up Service-Level Agreements (SLAs), or slacken their
daily prospecting efforts, leading to poor conversion rates. Operational
inefficiencies (like misaligned territories and poor data hygiene) further hold teams
back, wasting rep capacity on low-fit accounts or outdated CRM data.

Midyear course corrections are both possible and essential. High-performing
organizations use pipeline acceleration plays, sales behavior resets, and RevOps
interventions to recover in H2. This includes targeted prospecting sprints, trigger-
based outreach, daily activity goals, and multi-threading deals to engage more
buyers. Operationally, teams realign territories, clean data, and update messaging
to remove friction. Companies that act quickly often surpass targets. Benchmarks
show early pivots lead to better pipeline health and higher close rates
(joinpavilion.com).

EXECUTIVE SUMMARY
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By midyear, a troubling number of
revenue organizations are
underperforming against plan. In 2023,
56% of companies failed to hit their
revenue targets and 57% admitted
pipeline generation was inadequate.
Notably, these struggles spanned all
market segments (SMB, mid-market,
enterprise). The root causes typically
fall into three categories: lack of
pipeline generation, inconsistent sales
execution, and operational drag. Below
we break down each and how to
diagnose the primary culprit.

1. Lack of Pipeline Generation & Low
Demand Coverage

Many teams enter Q3 with a pipeline
deficit and too few opportunities to hit
quota. Common causes include weak
outbound prospecting, declining
inbound leads, and poor conversions.
Surveys show 71% of sales
development teams deliver less than
half the pipeline needed, while 63%
face major outbound challenges. Over-
reliance on inbound has left teams
exposed. “Inbound is unpredictable.
Outbound is controllable,” says a 2025
analysis (gradient.works). Leaders now
aim for 4–5× coverage to offset win
rates falling to 17–20% (gradient.works,
outreach.io). In 2024, 57% of companies
started H2 behind plan.
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ROOT CAUSE ANALYSIS: WHY
TEAMS FALL BEHIND BY MIDYEAR

Diagnosis: Ask: Are coverage ratios
strong in each segment? Where are
conversions lowest? If SDR-sourced
pipeline is below ~50%, reset your
outbound strategy. Often, low volume,
poor targeting, and weak messaging
combine to stall pipeline growth.

2. Inconsistent Sales Execution &
Missed Behaviors

Even with enough pipeline, poor
execution can sink results. Inconsistent
prospecting, slow follow-up, and low
urgency hurt performance. One study
found burned-out teams often cause
prolonged slumps (qwilr.com). While
91% of employees want accountability,
fewer than 20% see it (dock.us). Only
7% of firms respond to leads within five
minutes; average response is 42 hours,
and half take five days (gradient.works).
Reps also chase vanity metrics instead
of conversions. “Activity doesn’t equal
progress,” warns one expert
(gradient.works).

Diagnosis: Review rep activity. Healthy
reps log 40–50 calls and 10–40 emails
daily. If conversion rates and deal
progression are low, coaching and clear
cadences are critical to fix execution
gaps.



3. Operational Drag: Territory, Data,
and Process Gaps

The third root cause of revenue
shortfalls is operational friction. Even
the best teams struggle when systems,
data, or strategy break down. Common
issues include:

Territory Misalignment: Poorly
planned territories create uneven
workloads. Some reps have too
many accounts, others too few. This
silent killer of pipeline often goes
unnoticed until performance drops.
ICP Drift: An unclear or shifting Ideal
Customer Profile wastes time on
poor-fit prospects. “Your ICP is the
North Star,” warns Gradient Works.
Bad Data & Tooling Gaps: 70% of
leaders do not trust CRM data
(cognism.com). Incomplete records
and duplicates can cost up to 12% of
revenue.
Process Breakdowns: Clunky
routing, slow approvals, and 42-
hour response times stall deals.

Diagnosis: Check for uncovered
accounts, low conversions, or slow
handoffs. If CRM completeness is under
90%, data gaps are likely. A midyear
RevOps audit can surface hidden
issues.
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CASE STUDIES: MIDYEAR GTM
TURNAROUNDS
To illustrate how diagnosing and addressing these root causes can reverse
a slump, here are brief case studies of B2B organizations that executed
successful midyear turnarounds:

CASE STUDY #1  
Territory Realignment 
Box

CASE STUDY #2 
Pipeline Generation & SDR Focus
Omnipresent 

CASE STUDY #3 
Data-Driven Outreach & Focus
ChurnZero
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Case Study 1 – Box (Territory Realignment)

Cloud content company Box found that its commercial sales reps each had
thousands of accounts, yet pipeline production was uneven. Mid-fiscal year, Box
implemented a dynamic territory model, trimming each rep’s book to ~200–250
high-potential accounts with automated redistribution of unworked accounts. The
result was more equitable coverage and higher productivity, reps worked smarter,
not louder, leading to larger deal sizes and improved pipeline flow. One Box GTM
leader noted, 

“We used to hand reps zip codes. Now we hand them opportunity.” 

By rebalancing account loads, Box eliminated the operational drag of bloated
territories and saw immediate pipeline uptick.

Case Study 2 – Omnipresent (Pipeline Generation & SDR Focus)

Omnipresent, a global HR tech startup, entered a midyear slump with SDRs
struggling to hit targets. A diagnosis revealed hundreds of assigned accounts
sitting unworked, and some SDRs were hoarding leads they couldn’t fully pursue.
This led to inconsistent attainment and missed pipeline. In response, Omnipresent
launched an initiative called “SDR Central” powered by Gradient Works. Every
Monday, each SDR was dealt 50 fresh, high-priority accounts and had to return or
purge stale ones weekly. Managers held weekly one-on-ones to review account
quality and progress. 

With this structured cadence and a constantly refreshed book, SDR activity
exploded – calls jumped +146%, total accounts touched +66%, and new
opportunities created +16%. In one month, 45% of their meetings came from these
newly dealt accounts. By Q3, every SDR that started after the change was on
target, a dramatic turnaround from the previous slump. This case shows how
aggressive pipeline stewardship (frequent account rotation and rep accountability)
can rapidly restore pipeline generation momentum midyear.

CASE STUDIES: MIDYEAR
GTM TURNAROUNDS PT. 1
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https://box.com/
https://www.omnipresent.com/


Case Study 3 – ChurnZero (Data-Driven Outreach & Focus) 

ChurnZero, a B2B SaaS firm, found itself with plenty of accounts but faltering
engagement. Midyear, their RevOps team implemented market scoring and
clustering to route only the best-fit accounts to SDRs, and gave reps tools to
instantly return low-quality accounts. By cleansing their target list and focusing
reps on ICP-rich segments (an operational fix) and providing real-time data on
which accounts were most active, ChurnZero saw immediate improvements.

Engagements and meetings booked increased significantly, and managers reported
better coaching outcomes as reps weren’t spinning wheels on bad leads. This
highlights an operations-led recovery: by improving data quality (account scoring)
and process (continuous account refresh), pipeline velocity improved without
massive headcount changes.

t
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Each of these examples aligns to a root cause we identified – Box tackled territory
misalignment, Omnipresent fixed inconsistent SDR execution/lack of pipeline, and
ChurnZero solved an operational targeting issue. Across all, a common theme
emerges: rapid diagnostics followed by focused intervention. Midyear turnarounds
favor companies that quickly pinpoint whether the core issue is pipeline volume,
rep behavior, or structural, and then act boldly (resegment territories, reset
outreach strategy, etc.) in time to impact H2 results.

Final Thoughts

CASE STUDIES: MIDYEAR
GTM TURNAROUNDS PT. 2

https://churnzero.com/


PIPELINE ACCELERATION PLAYS:
MIDYEAR RECOVERY
STRATEGIES
When pipeline coverage is lagging and the clock is ticking, high-performing GTM
teams deploy intensive pipeline acceleration plays to bridge the gap. These are
targeted, often short-term campaigns or tactics designed to boost pipeline
generation and deal velocity quickly. Below are effective plays used by top teams
when trailing plan midyear.
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Re-ignite Outbound with Focus
Resets: Simply telling reps to “do
more outbound” doesn’t work.
Instead, reset by focusing on quality
and coverage. Audit books to find
neglected high-fit accounts and
reassign them. Try an “untapped
segment sprint,” analyze H1 win
rates to target segments with
momentum. Rebalance accounts so
no rep is overloaded while others
have capacity. Use an “account
recycle” process: reps return stalled
accounts for others to work. Finally,
refresh outbound messaging to
address current customer pains like
budget justification and ROI, not just
generic pitches.

Leverage Trigger Events and
Signals: Timing is crucial for
pipeline generation. Event-triggered
outreach engages prospects when
they are most receptive
(yesware.com). Top teams train
reps to watch for signals like job
changes, funding news, product
launches, or regulations, then reach
out with tailored messages.

For example, after a funding round, an
SDR can congratulate the exec and
show how your solution supports
scaling. Other triggers include content
downloads, contract renewals, or
industry shifts. Intent data and sales
intelligence tools help automate alerts.
Systematic trigger-based campaigns
create relevant midyear pipeline without
relying on brute-force cold calling.
Prompt follow-up drives higher
conversions.

Drive Multi-Threaded, Multi-Touch
Engagement: Deals often stall when
they stay single-threaded, relying
on just one contact. To improve
results, top teams push multi-
threading across all late-stage
opportunities. Multi-threaded deals
have a 42% higher close rate
compared to single-threaded ones
(gradient.works). Midyear, sales
managers can set rules that any
deal over a certain size must involve
at least 2–3 stakeholders. Reps
should loop in economic buyers,
end-users, and influencers. Still,
78% of accounts remain single-
threaded, so breaking this pattern is
a big opportunity.



PIPELINE ACCELERATION PLAYS:
MIDYEAR RECOVERY
STRATEGIES CONT
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Pair multi-threading with a multi-touch
cadence averaging 8–16 touches across
calls, emails, LinkedIn, and events to
maximize engagement and conversions.

Enforce Rep Accountability and
Daily Activity Lifts: During slump
periods, top sales leaders use
structured accountability to boost
activity. This can mean daily goals
or stand-ups. For example, teams
hold an 8:30am stand-up where
each rep shares their daily
prospecting target and reports on
yesterday’s results. This focus on
small wins helps reps control what
they can (sopro.io). Leaders also run
friendly competitions or SPIFs, like
mid-quarter contests rewarding the
most new pipeline created.
Dashboards or heatmaps on TVs
track calls, emails, and meetings to
drive peer motivation. Great
managers also increase coaching,
role-plays, and live support during
power hours.

In practice, successful pipeline
acceleration at midyear usually
combines several of these plays. For
example, a team might organize a 2-
week “Pipeline Blitz” program: Reps
have daily activity targets and contests;
marketing supplies a list of high-intent
trigger event leads (e.g. recent webinar
attendees or companies with new
funding).

For outbound; sales managers hold
morning huddles and afternoon call
blocks; and operations dynamically
reallocates any untouched accounts.
Such concentrated efforts have lifted
pipeline-to-quota ratios from precarious
~2× back to a healthier 3–4× within a
quarter. Crucially, these plays
emphasize quality + quantity – more
activity, yes, but also smarter targeting
and personalization to improve
conversion. The next section on
benchmarks will detail the activity and
conversion levels world-class teams
achieve, to guide these pipeline-
building efforts.



OPS INTERVENTIONS: REVOPS
LEVERS TO REBALANCE AT MIDYEAR

1. TERRITORY REALIGNMENT & ACCOUNT REALLOCATION
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A midyear GTM audit invariably uncovers operational fixes that can unlock faster
revenue recovery. Revenue Operations (RevOps) leaders should be prepared to pull
key levers in territory design, data quality, and enablement to remove friction from
the sales process. The following are interventions commonly applied midyear to
course-correct execution:

One of the most effective midyear moves is realigning territories to boost pipeline
coverage. Poor territory design with too many or too few viable accounts often
causes rep underperformance. Best-in-class teams now adopt dynamic books of
business, letting reps return unproductive accounts in exchange for new ones,
continuously. Even without automation, a midyear audit can identify overburdened
or underutilized reps. Recommendation: Shift high-potential accounts to those with
capacity. Companies like Gusto and Zilla Security use this model to maximize
coverage. Efficient teams schedule territory refreshes every 30–60 days.

Goal: Ensure no valuable accounts go untouched in H2. For example, one SaaS firm
improved win rates from 13% to 20% after a territory rebalance. To avoid disruption,
clearly explain changes and align incentives—show reps how new accounts help
them exceed quota. Done right, territory realignment enhances morale, rep focus,
and pipeline velocity.

2. DATA ENRICHMENT & PIPELINE HYGIENE
Treat data as a strategic asset, clean, complete CRM data can accelerate sales,
while bad data drags everything down. Midyear is the perfect time for a data
hygiene reset. Audit for missing contacts, outdated info, and duplicates. Enrich key
accounts with accurate phone numbers, emails, and firmographics so reps can
personalize outreach and multi-thread deals effectively. Ensure every Tier-1 account
has 3–4 verified contacts. Purge “toxic” data, invalid emails, wrong titles, and non-
ICP leads that clog workflows. Over 70% of revenue leaders don’t trust their CRM
data, and more than half cite data quality as a major barrier to hitting targets.
Regular audits (every 3–6 months) are best practice. Use dashboards to track data
health, e.g., percent of new leads with complete info, or accounts with no recent
activity. Also clean up pipeline hygiene: close out stale opps, update deal stages,
and log next steps. Cleaner data helps reps move faster and sell smarter, improving
both pipeline efficiency and win rates.



3. SALES ENABLEMENT UPDATES – MESSAGING, ICP, AND
TRAINING
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If your sales motion isn’t landing by midyear, it’s time for enablement to recalibrate.
Use H1 learnings to refresh messaging, address objections, and reinforce what
resonates. Update talk tracks, case studies, and battlecards, especially if pricing
pushback or new competitors emerged. Shift from vague claims to role-specific
value (e.g. “help marketing managers cut campaign setup by 40%” vs. “save time”).
Run midyear training to instill new messaging and reinforce sales fundamentals like
strong discovery. Reassess your ICP, pivot reps toward high-performing segments
and deprioritize those showing weak intent. 

Equip sellers with fresh content: verticalized demos, ROI calculators, or compelling
insights reports. These give reps “new ammo” and boost confidence. Tighten the
playbook too, enforce stage exit criteria to keep deals qualified and moving. In short,
midyear enablement resets ensure reps are focused, relevant, and executing with
precision, directly lifting conversion and momentum in H2.

4. RAPID DIAGNOSTICS & CONTINUOUS IMPROVEMENT LOOPS
Top-performing RevOps teams don’t wait for Q-end they run rapid diagnostics mid-
quarter to fix issues fast. A midyear GTM health check is essential: assess pipeline
coverage, win rates, deal cycle, rep productivity, and customer retention. A 30-day
audit (collect data, benchmark, identify gaps, act) can quickly surface problems, like
low win rates in a segment or weak marketing pipeline contribution and guide
focused fixes (e.g. enablement, budget reallocation). Use benchmarks (e.g. 3.5×
pipeline coverage, 50% of reps at quota) to set targets. 

Layer in continuous feedback loops monthly revenue retros, real-time rep insights,
and make agile playbook tweaks. This fast, iterative approach helps spot micro-
problems early and adjust in days, not quarters. RevOps enables this by owning
metrics and syncing GTM teams. Bottom line: a proactive, data-driven GTM tune-up
at midyear can be the difference between missing and making plan in H2.



BENCHMARKS & REBALANCING
FRAMEWORKS
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It’s critical to contextualize midyear performance with industry benchmarks. How far
behind are you really? What do high-performing teams achieve by midyear in
pipeline and sales output? Below we present key benchmarks for pipeline coverage,
sales productivity, and attainment, gathered from 2024–2025 research and across
segments (SMB, Mid-Market, Enterprise):

Pipeline Coverage Ratios: Pipeline coverage expectations have risen sharply in
recent years. Many teams underestimate how much qualified pipeline they need
to stay on target. Here are five key benchmarks to guide planning and avoid
midyear gaps:

Historically, about 3× quota coverage was considered sufficient.
Today, most leaders target 3 to 5× minimum, with some aiming for 5 to 7× in
volatile markets (outreach.io, gradient.works).
A simple formula: coverage equals 1 divided by win rate. For a 20% win rate,
you need 5× pipeline (linkedin.com).
In 2024, 57% of companies reported pipeline below plan across all segments
(liftenablement.com).
Top performers enter H2 with at least 4× coverage and often build up to 7×
to stay ahead.

Sales Cycle Length and Conversion Rates: Sales cycles have lengthened
significantly, impacting midyear attainment. Forrester’s 2024 study found cycles
were 23% longer in 2023 versus 2019 (salesintel.io). Ebsta/Pavilion reported a
32% increase from 2021 to 2022. Enterprise deals grew 36% longer, SMB cycles
rose about 24%. This means Q1 pipeline often closes in Q3 or Q4, requiring more
pipeline upfront. Conversion benchmarks help gauge performance: MQL to SQL
averages 15–20%, SQL to Opportunity 40–60%, and Opportunity to Win about
20–30%. If your rates fall under 10%, that signals trouble. Multithreading matters
too; deals with 3 or more stakeholders close 42% more often. Response time is
also critical: only 7% of teams respond to leads in under 5 minutes, but they
outperform peers. In 2024, top sales orgs converted about 20% of pipeline to
wins despite cycles lengthening 30%, compensating by generating more pipeline
and engaging buyers earlier.
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Rep Productivity and Attainment: Sales rep performance has declined across
the board in 2024, with only ~25% of B2B reps on pace to hit annual quota, down
from historical norms of ~70%. Pavilion data shows a slight Q2 improvement
(44% hit quota in March), but performance remains weak, especially for
enterprise reps, who often lag midyear due to backloaded deals. SMB reps, with
shorter cycles, showed stronger attainment (~50%). Systemic issues like over-
assigned quotas and reduced selling time (~2 hours/day per HubSpot) are major
contributors. High-performing orgs aim for 4+ hours/day of active selling. For
outbound SDRs, solid teams generate 80–100 daily activities and ~20–25
meetings/month. For AEs, a midyear benchmark is ~$1.35M in pipeline generated
(half of the $2.7M annual median). Overall, 78% of reps missed quota in 2024. If
your team exceeds 30% attainment by midyear, you’re ahead, but best-in-class
orgs still manage to have the majority of reps succeed through better quotas and
enablement.

Midyear Company Performance Benchmarks: Org-level metrics in early 2024
painted a tough picture: 56% of companies missed 2023 revenue plans, and 72%
had slower-than-expected sales velocity (liftenablement.com). Yet by Q1 2024,
over half of execs beat targets thanks to better pipeline management and larger
deals. Midyear became a dividing line; some companies recovered, others fell
further behind. Pipeline efficiency dropped, so many overcompensated: analyst
models recommended ~4× coverage for midmarket and 5×+ for enterprise
(outreach.io). With average win rates around 20%, lower win rates require more
pipeline; higher win rates need less. Hiring and retention mattered too: stable
teams outperformed those hit by layoffs (Feb 2024 saw 20% sales/marketing
layoff rates). Existing customers played a bigger role; 72% of 2024 B2B revenue
came from retention/expansion. Top performers balanced a strong new pipeline
with customer growth, often hitting 70% of annual revenue through existing
accounts by midyear.

Benchmark Takeaway:

If your metrics lag industry medians, it clarifies the gap to close. For example,
pipeline coverage of 2× vs. 4×, a 10% win rate vs. 20%, or 0% of reps at quota vs.
25–50% show clear shortfalls. Conversely, if your win rate beats benchmarks, focus
on pipeline generation since each opportunity is worth more. Benchmarks guide
where to act: pipeline gaps need marketing and SDR focus, conversion gaps need
enablement, and attainment gaps may signal quota or territory problems. Always
benchmark by segment; SMB can have lower pipeline coverage, while enterprise
often has lower win rates. Use benchmarks to see if your challenges are unique or
common and to set achievable goals for H2.

https://www.liftenablement.com/podcasts/revops-show/analyzing-the-2024-gtm-benchmark-report#:~:text=Findings%3A
https://www.outreach.io/resources/blog/sales-2024-data-analysis#:~:text=Typically%2C%203,pound%20without%20the%20right%20support


TOOLKIT & RESOURCES FOR
MIDYEAR GTM ACCELERATION
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Finally, to operationalize the improvements, it helps to leverage proven templates,
checklists, and tools. Below is a curated toolkit of resources that revenue teams and
RevOps can use for a midyear performance audit and acceleration plan:

1.Pipeline Audit & Diagnostic Templates
2.Rep Activity & Accountability Heatmaps
3.Territory Rebalance Checklists
4.Contact Data Hygiene Scorecards
5.Midyear GTM Health Check Frameworks
6.One-Click Tools and Templates

Structured templates help pinpoint where pipeline is leaking. The “Pipeline Audit
Template (CRM + Sales Ops)” from CRM Bestie guides you to evaluate lead
sources, conversion rates, and coverage gaps. It prompts questions such as
whether outbound generates at least 50% of pipeline and if certain stages have
big drop-offs. Quick funnel audits can highlight deviations from benchmarks like
15–20% MQL to SQL or ~20–30% win rates. Downloadable worksheets make this
easy to track in Excel. Using a template ensures you examine segmentation, lead
quality, and activity levels in one view. A thorough pipeline audit leaves no gaps
unseen and provides clear next steps for revenue teams.

2. REP ACTIVITY & ACCOUNTABILITY HEATMAPS

1. PIPELINE AUDIT & DIAGNOSTIC TEMPLATES

Visual tools like heatmaps and dashboards boost rep productivity and
accountability. For example, Salesforce’s High Velocity Sales dashboard tracks 17
metrics, including call outcomes and email volume (help.salesforce.com). You can
create your own heatmap in Excel to color-code daily activities and spotlight
trends. Daily stand-up templates let reps log yesterday’s accomplishments and
today’s goals. These tools quickly surface issues like burnout or inconsistent
effort. When teams start measuring activity, outputs often rise by 10–20% due to
visibility alone (Hawthorne effect). A heatmap answers a simple question: are we
doing enough of the right things every day to fill the pipeline?



16

Evaluate rep coverage and account quality
Identify who is overloaded or under-assigned
Rebalance accounts based on segmentation and ICP fit
Communicate changes and update CRM ownership
Set clear expectations for reps

Gradient Works recommends this approach so no high-potential account is left
untouched. Even a spreadsheet audit can reveal misalignment. The goal is flexible
and fair territory design so every rep has a winnable book entering H2.

4. CONTACT DATA HYGIENE SCORECARDS

3. TERRITORY REBALANCE CHECKLISTS

Data hygiene can be tracked with scorecards showing CRM completeness. For
example, measure the percentage of contacts with phone numbers or accounts
with industry fields filled. Some teams hold a midyear Data Cleanup Day with
prizes for top data quality. Cognism outlines five steps for better hygiene, like
frequent audits for duplicates and outdated records (cognism.com). Use weekly
dashboards to track metrics such as leads with all fields completed or accounts
inactive for 60 days. This visibility drives action and can surface hidden pipeline,
like leads misrouted or stale opportunities ready for reactivation.

5. MIDYEAR GTM HEALTH CHECK FRAMEWORKS
Running a GTM health check surfaces hidden problems fast. RevPartners offers a
30-Day GTM Health Check playbook for new CROs
(titansofrevenue.substack.com). Winsavvy suggests quarterly reviews covering
CAC, churn, win rates, sales cycles, and more. Break GTM into pillars like Demand
Generation, Sales Execution, and Operations. Score each area with yes or no
questions: Is pipeline coverage per segment on target? Are reps meeting activity
standards? Are any enablement gaps slowing deals? A structured checklist helps
leadership align on priorities. If everyone agrees pipeline-to-quota is 2× but should
be 4×, you can focus on generating more qualified pipeline together.



Ready-made tools can speed up execution. Gradient Works offers a free SDR
Productivity Calculator (gradient.works) that models the activities needed to hit
quota. Rules of engagement templates clarify how marketing and sales partner,
which helps if inbound versus outbound is unclear. Pavilion’s resource library
includes a Pipeline Coverage Calculator and GTM Dashboard templates for
tracking key metrics. The SDR Success Toolkit bundles a productivity model,
attainment flowchart, and a turnaround case study. Instead of starting from
scratch, plug your data into these resources to instantly spot gaps and prioritize
actions proven to lift pipeline performance.
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6. ONE-CLICK TOOLS AND TEMPLATES



SUMMARY 
This toolkit equips you with practical assets to execute your midyear turnaround
plan. By auditing with templates, visualizing rep activity, rebalancing territories
systematically, scrubbing data, and adhering to a health-check framework, you’ll
create a structured path out of the midyear doldrums. And remember, tools are
only as good as the leadership and discipline with which they’re used set clear
owners (e.g. RevOps runs the pipeline audit, Sales Manager runs the daily stand-
ups, etc.), and follow through. The combination of the right insights (from
audits/benchmarks) and the right actions (plays and interventions), reinforced by
these tools, will put your GTM organization back on the trajectory to hit its annual
revenue goals, even if you’re currently behind.
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Learn more about the Gradient Works pipeline platform
to improve your outbound pipeline generation 

www.gradient.works
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