SaaS Win Rate Optimization
Checklist

This detailed audit list ensures your sales process is technically sound,

strategically aligned, and optimized for global conversions.

Document the mandatory entrance criteria that must be met before a

lead is moved to the "Opportunity” stage.

Train the sales team on BANT qualification to ensure everyone uses the

same standards for Budget, Authority, Need, and Timeline.

Synchronize CRM stages with the buyer journey so that deal progress

reflects the actual steps a prospect takes to purchase.

Implement a fixed list of "Closed-Lost" reasons to prevent sales reps

from entering vague or inconsistent notes.

Purge stale deals from the pipeline by moving any opportunity with no

activity for 60+ days to "Closed-Lost."

Run a volume-based win rate calculation every 30 days to identify short-

term fluctuations in sales performance.

Execute a value-based win rate assessment to determine if your team is

effectively closing high-revenue accounts.

Segment win rates by sales representative to identify who needs

additional training or coaching on closing techniques.

Compare your win rate against the 22% B2B benchmark to verify if your

current growth is at par with market leaders.

Analyze win rates by lead source to see if outbound efforts or inbound

marketing provide higher quality opportunities.

Offer preferred local payment methods like iDEAL, Pix, or Alipay to

remove final-stage friction for international buyers.



Integrate digital wallets at checkout such as Apple Pay and Google Pay to

speed up the transaction process for mobile users.

Conduct monthly "Closed-Lost" interviews with at least three prospects

to uncover the truth behind why they chose a rival.

Identify the primary competitor in every lost deal to build a data-backed

ranking of your market threats.

Create sales "battle cards" that specifically address the weaknesses of

the competitors you lose to most frequently.

Audit the time spent in each sales stage to locate "bottlenecks" where

prospects stay stuck the longest.

Automate demo booking and follow-ups to reduce the manual work that

leads to prospect drop-off and lost momentum.

Verify that your pricing page is transparent to ensure prospects are pre-

qualified on budget before reaching out to sales.

Enable multi-currency pricing on your checkout page so global customers

can see the cost in their native currency.

Review "No Decision" outcomes separately to see if your product is

viewed as a "nice-to-have" rather than a necessity.

Align product roadmaps with loss-reason data to prioritize features that

are currently causing deal failures.

Host a quarterly "Win/Loss" meeting with marketing, sales, and product

teams to share data-driven insights and adjust strategy.



