
Benef its of 
Tech Stack 
Consolidation 
B2B sales teams that use a comprehensive  
sales enablement tool are better prepared 
to turn pipeline into customers

More than 650,000 professionals use Allego for AI-driven training, 
coaching, and content that engages and converts buyers. Learn more 
about sales enablement that wins sellers and buyers at allego.com.
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Number of Sales Enablement Tools 

Drawbacks of Using Multiple  
Sales Enablement Tools

39% of businesses use more than 
5 sales enablement tech tools

11% of businesses use only one 
sales enablement tech tool

39%

11%

The top downsides of using  
multiple sales enablement tools:

Added 
cost

Frequent 
training  
required

Security 
concerns

Reps don’t understand 
which tool to use

Redundancy / overlap  
between tools

60% of companies have wasted 
at least $30,000 on sales tools 
that never got fully used

60%

74%

86%
86% of reps get confused 
about which tool to use 
for which task

74% of sales leaders say using 
many different sales enablement 
tools increases security concerns 
and data loss risk

76%
76% of companies say that poor 
adoption of sales tools is a top 
reason teams miss their quotass

82%
82% of sales leaders say that 
trying to get reps to use sales 
tools feels like a second job

Nearly 80% of sales reps waste 
time keeping track of login 
credentials for different tools

80%

Benefits of a Comprehensive Sales 
Enablement Solution

The top benefits of an all-in-one sales tool:

Why sales leaders want to move from multiple 
solutions to a comprehensive platform:

54% want  
cost savings

48% want  
easier 

integration

46% want  
easier rep 
training

54% 48% 46%

37% want  
faster deal  
progression

37%

36% want  
more rep  
adoption

36%

Reps are trained faster

Reps know which tool to use

Reps spend less time looking for content

Reps can better match the content to the lead

Managers can coach more people with scale

Nearly half of businesses 
use between 2 and 5 sales 
enablement tech tools
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