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I\/I anagers who are serious about wanting to shorten their sales cycle need to understand
the value of outsourced prospecting. Utilizing an outsourced sales development team can
shorten both time -to-market and time -to-revenue. Focusing only on the latter stages of the
complex B2B sale may cause managers to overlook a real opportunity to influence the entire
selling lifecycle. When one considers the bigger picture, there are five ways outsourced
prospecting can be applied to increase sales efficiency, populate a fatter pipeline and close more

deals in less time.
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