THE BUSINESS CASE FOR

PRESALES AUTOMATION.

Why Solutions Leaders Should Modernize Their
Tech Stack Now.

Modern revenue goals are rising while buyer patience is falling. This whitepaper equips sales leaders with a
research-backed blueprint for modernizing presales. Inside, you will see how Al-driven automation transforms
Proof-of-Concepts, interactive demos, and solution-engineering workflows into measurable growth levers.
Drawing on fresh data from Gartner, McKinsey, TrustRadius, and Opine customer benchmarks, the paper shows
how presales automation can compress deal cycles by up to 33%, recapture hundreds of admin hours per rep,
and deliver positive ROI within six months. You will also find CFO-ready ROI models, deal-cycle scorecards, and
step-by-step playbooks that let you build an airtight business case the moment you finish reading.
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Executive summary

Sales leaders and RevOps teams at mid-market and enterprise B2B firms are under intense
pressure. Buying committees have expanded, and purchasing cycles have lengthened. Buyers
enter sales conversations well informed and expect vendors to prove measurable return on
investment (ROI) quickly. At the same time, presales teams must coordinate complex
Proof-of-Concept (POC) activities, configure demos, track success criteria, and rally multiple
stakeholders. Without modern tooling, the result is a lengthy, opaque, and risky process that
drains sales engineering capacity and causes deals to stall.

This whitepaper consolidates recent research and statistics to show why presales automation
platforms like Opine should be a priority investment for revenue leaders. It highlights how buyer
expectations have changed, quantifies the risks and inefficiencies of traditional POCs and
demos, and provides a framework for building a compelling internal business case for
automation. Real-world examples, including Opine’s impact at companies such as JupiterOne,
illustrate the tangible gains in cycle time, productivity, and stakeholder alignment.

Key takeaways

+ Sales teams that automate manual tasks save 6 hours per rep every week while boosting call
volume by 23%.

+ 70 % of B2B buyers are more likely to purchase when demos or trials are self-service and
readily accessible.

+ Structured Proofs-of-Concept (POCs) deliver significantly better ROI for 68% of companies
and cut implementation risk by 53%.

+ Opine’s smart automations have helped customers redirect a minimum of ~250 admin hours
per sales engineer annually and have shortened deal cycles by up to 33%.
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The modern B2B buying landscape

Buyers research early and demand proof of ROI fast.

Contemporary B2B buyers are far more informed and self-directed than in previous decades.
Research from Corporate Visions shows that 91% of buyers arrive at sales meetings already
familiar with the vendor, and 97% check vendor websites before engaging. Buyers typically
establish purchase requirements before contacting a seller in 85% of cases, yet only 9%
consider a vendor’s own website a reliable source of information. They are skeptical of vendor
claims; 63% expect companies to provide detailed proof of ROl before making a purchasing
decision.

A recent Digital Commerce 360 survey of software buyers found that 57% expect a return on
investment within three months of purchase, and 11% expect ROl immediately. Budgets
continue to grow 52% of buyers anticipate increasing their software spend, but CFOs hold final
decision authority in 79% of purchases. To win deals, sellers must demonstrate tangible
financial impact early and communicate in the language of finance.

Buying groups are larger and cycles are longer

Complex B2B purchases involve more stakeholders than ever. Corporate Visions notes that
buying committees average 10-11 participants, rising to about 15 stakeholders in multinational
deals, and over half of those committees include vice-president level decision makers. Typical
buying cycles now span 11.5 months, and multi-national deals stretch to 16 months. During
these long processes 86% of purchase cycles stall, often because buyers change the definition
of the problem multiple times, buyers adjust their problem statement an average of 3.1 times
during complex purchases.

Interactive, self-service demos are now table stakes

Evidence from demo platforms reflects this shift toward buyer-controlled evaluation. Walnut’s
survey of SaaS buyers showed that 45% felt their last buying experience was more complex
than they wanted and 75% of sellers wish the sales process were shorter. Buyer behavior
within demos underscores the appetite for self-service:

* Prospects view interactive demos an average of three times without a salesperson present,
and each buyer views an average of 3.4 demos per deal, spending just 6.5 minutes per
session.

* More than three different stakeholders view each demo, reflecting the larger buying
committees.
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+ TrustRadius research cited by Walnut found that 70% of buyers are most likely to purchase
technology if demos or free trials are readily accessible.

Buyers want the freedom to explore products on their own and share interactive demos with
peers. They also want personalized experiences, Walnut’s data shows that 65% of buyers
decide not to purchase when a demo is not relevant to their problem, and 54% cite a lack of
personalization as a deal breaker.

Administrative overhead is killing productivity

Presales and sales engineering teams spend an alarming amount of time on non-selling
activities. Forrester estimates that only 23% of a sales rep’s time is spent directly selling.
Sales-automation research finds that sales reps spend just 28% of their time selling, with the
remainder consumed by administrative tasks; automation saves an average of 6 hours per
week per rep and allows reps to make 23% more calls per day. Automated lead distribution
alone improves response times by 87%.

The problem with traditional POCs

POCs have been expensive, risky and hard to manage

Proof-of-concepts (POCs) are critical to proving product fit, but poorly managed POCs drain
resources and slow deals. A Gartner study cited in Brixon’s 2025 POC report found that 68% of
companies that conducted a structured POC achieved significantly better ROl compared with
those that skipped the POC phase. The Project Management Institute reports that
well-executed POCs reduce implementation risk by 53% and increase the probability of a
successful rollout by 72%.

Yet many organizations mismanage POCs. Forrester found that 42% of failed marketing
implementations result from unclear distinctions between POCs, prototypes and pilots. Without
clarity, companies run full projects when they should test feasibility first. Stakeholder
misalignment further derails POCs, Harvard Business Review observed that 73% of initially
skeptical stakeholders become advocates after a successful POC, but the inverse is also true:
unsuccessful or poorly communicated POCs harden skepticism.

Unstructured POCs squander resources

A structured POC typically costs 10-15% of the total project budget, but reduces the risk of
misinvestment by roughly 62%. Conversely, launching full implementations without a POC
leads to wasted spend: IDG research shows that in 67% of marketing technology
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implementations, the actual use cases differ significantly from initial assumptions. Deloitte
reports that the risk of costly misjudgment grows disproportionately as investment levels
increase, and the cost of a misinvestment often exceeds the cost of a POC when projects
exceed $58,000+.

POCs often fail to accelerate deals

Traditional POCs can be lengthy and manual. Sales engineers build custom environments,
coordinate across teams, schedule multiple stakeholder reviews and manually track success
criteria independently from their colleagues. Buyers are forced into rigid evaluation paths,
usually a single live demo and lengthy proof cycles, that ignore their desire for quick,
self-service experimentation. This mismatch delays deals and increases the risk of “no
decision” outcomes: 56% of stalled deals result from fear of messing up (FOMU).

The opportunity: Al-driven presales automation and interactive demos
Automation frees up presales capacity

Modern presales automation platforms integrate Al to track deal progress, automate tasks and
provide real-time visibility. Opine’s internal analysis of presales workflows illustrates the impact.
Opine’s platform uses Al to log deal stages, stakeholder engagement and success criteria in
real time, eliminating guesswork. According to Opine’s CEO, “the biggest challenge in presales
is often not the technical work itself, but knowing exactly where each deal stands at any given
moment without having to ask several people or searching across many systems”.

Because tasks like document generation, writing follow-ups and status updates are now
automated, Opine can reduce and redirect around 250 administrative hours per sales engineer
per year (or more), allowing presales professionals to regain around four or more hours every
week. These hours are reinvested into solution design and customer engagement instead of
manual project management. Opine’s Al understands tasks based on capacity and sends
reminders to keep team members aligned with a push of a single button; as a result, the
platform shortens deal timelines by coordinating tasks in parallel. At unicorn cybersecurity
company, JupiterOne, implementing Opine reduced average sales cycles by 33% in just six
months.

Automated risk analysis and visibility improve win rates

By monitoring deal patterns, Al can detect early signs of risk, such as stalled progression or
disengaged stakeholders, and suggest interventions. This proactive approach improves
forecast accuracy and reduces last-minute surprises. Integrated trends dashboards provide
executives with a single view of every technical evaluation; CROs and CFOs can see how
presales resources are allocated and tie effort to revenue outcomes. Such transparency makes
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it easier to justify presales investments and fosters accountability across sales, product and
finance teams.

Sales automation and Al deliver measurable ROI

Broader sales-automation research reinforces these benefits. Statistics compiled by Rep Order
Management show that automation is mainstream: 75% of organizations use some form of
sales automation, and 61% of B2B firms have adopted automation with another 20% planning
to implement it. Automation drives performance:

Sales teams using automation see a 14.5% productivity increase and save four to six hours per
rep per week.

+ Automated lead nurturing increases sales-ready leads by 451% and automated follow-ups
boost response rates by 250%.

+ Companies using advanced sales automation report 27% higher close rates and an average
ROI of $5.44 for every dollar spent.

+ Al adoption is accelerating: by 2026 Al-powered automation will handle 60% of sales tasks,
and 83% of sales teams using Al report increased productivity.

These findings, combined with Opine’s internal data, suggest that presales automation can
deliver double-digit improvements in cycle time and pipeline conversion. The benefits are both
quantitative (time savings, increased win rates, larger deal sizes) and qualitative (better buyer
experience, reduced employee burnout, improved cross-team alignment).

Building a compelling internal business case
Sales leaders and CROs should frame the case for presales automation around strategic

alignment, quantifiable ROl and risk mitigation. The following framework provides a starting
point.

Diagnose current challenges

+ Document the status quo: Assess how long your technical evaluations take, the number of
stakeholders involved and where deals stall. For example, research shows that typical buying
cycles last 11.5 months, involve 10-11 stakeholders and often stall due to misalignment.

+ Identify hidden costs: Quantify the hours your presales engineers spend on administrative
tasks like status updates, manual follow-ups and building custom demos. Opine’s
benchmarks suggest presales teams can reclaim about 250 administrative hours per engineer
per year.
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+ Measure stalled revenue: Determine how many opportunities die at POC stage due to lack of
visibility or fear of risk. Skillable notes that 56% of no-decision deals are driven by buyers’
fear of messing up.

Define success metrics
A persuasive business case quantifies benefits in terms that matter to CFOs:

+ Time-to-value: Buyers expect ROI quickly; 57% expect return within three months. Use
automation to commit to shorter evaluation phases and faster customer outcomes.

+ Cycle time reduction: Set goals based on real benchmarks. With Opine, JupiterOne cut sales
cycles by 33% in six months.

* Resource efficiency: Estimate the value of the hours freed up per engineer. Four hours per
week equates to roughly 200 hours per year, the cost of hiring another presales engineer.

+ Risk mitigation: Highlight that structured POCs reduce misinvestment risk by 62% and
increase rollout success by 72%.

Engage stakeholders early

Because buying groups include multiple functions, sales, product, finance, legal and IT,
successful business cases involve them from the outset. CFOs care about ROI; legal teams
worry about data security; sales engineers want better tooling. Use quotes and evidence to
address each concern:

* Presales leadership: Opine’s CEO notes that the hardest part of presales is tracking where
each deal stands. Demonstrate how automation solves this visibility problem.

+ Sales reps: Highlight that reps currently spend only 28% of their time selling, but automation
can increase activity and reduce burnout.

+ Finance executives: Emphasize that POCs cost 10-15% of project budgets but dramatically
reduce misinvestment risk. Also show the ROI: each dollar invested in automation returns
roughly $5.44.

* Buyers: Use external data to show that interactive demos meet buyer demands for
self-service and personalization, increasing purchase likelihood by 70%.
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Run a structured POC

Rather than rolling out a platform across the entire organization, run a time-boxed pilot with
clear success criteria. Based on industry benchmarks, a well-structured POC should run 2-8
weeks and focus on core workflows. Keep costs to roughly 10-15% of the projected full
implementation budget. During the pilot:

* Measure baseline metrics (cycle time, administrative hours, stakeholder satisfaction).

+ Enable buyer-controlled demos and track usage patterns (humber of demo views, number of
stakeholders engaged, average time spent).

* Document ROI: Compare resource consumption and deal progression against pre-pilot
baselines. Use the Project Management Institute’s formula to estimate risk reduction and
optimization value.

Present the business case
Compile findings into a concise narrative tailored for executive stakeholders:

« Summarize current pain points, long cycles, administrative overhead and risk of stalled deals.

* Present buyer and market data, buyers research early, expect proof of ROl and demand
self-service demos.

+ Show pilot results, quantify how automation reduced cycle times, freed up capacity and
improved stakeholder satisfaction.

+ Highlight ROI and risk reduction, use the metrics above to show time saved, revenue gained
and risk mitigated.

+ Make a recommendation, advocate for full adoption and identify next steps (e.g., phased
rollout, integration with CRM, training).

Actionable example: calculating ROI
Imagine a mid-market software company whose presales team handles 50 active POCs per

year. Each POC involves two sales engineers spending roughly 20 hours on administrative
tasks (status updates, success-criteria tracking, documentation). Sales cycles average 120
days and the average contract value is US$150,000. The company is considering investing
US$100,000 annually in Opine.

Page 8 of 10 www.tyryopine.com Oplne


http://www.tyryopine.com

Opine Whitepaper 2025

Current state:
Total administrative hours = 50 POCs x 2 engineers x 20 hours = 2 000 hours. At an average
loaded cost of US$75 per hour, this equals US$150 000 in admin OPEX Cost.

+ Sales cycle length = 120 days.
* Win rate = 20% (10 deals closed).

+ Annual revenue from POCs = 10 deals x US$150 000 = US$1.5 million.

Projected with Opine (using benchmarks):

+ Opine frees 250 admin hours per engineer per year. For two engineers this equates to 500
hours saved, or US$37 500 in OPEX cost savings.

+ Sales cycles shrink by 33% (from 120 days to 80 days), enabling the team to handle more
opportunities or simply accelerate revenue recognition.

+ Win rate improves by 27% (to 25.4%) based on automation benchmarks. This yields
approximately 13 closed deals, generating US$1.95 million in revenue.

Financial analysis:

Total benefit = OPEX Cost (US $37,500) + additional revenue (US $450,000) = US $487,500.

» Cost = Opine subscription (US $100,000).

ROI = (US $487,500 / US $100,000) — 1 = 3.875 x, or 387%.

Payback period: With buyers expecting ROI within three months, the combined OPEX cost
savings and accelerated revenue would recoup the investment in less than one quarter.

This example does not account for softer benefits such as improved buyer satisfaction,
reduced employee burnout or better forecast accuracy. Including these would further
strengthen the case.
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Conclusion: a strategic imperative for leadership

B2B revenue leaders can no longer ignore the growing gap between buyer expectations and
outdated presales processes. Buyers research on their own, involve many stakeholders and
demand rapid proof of ROI. Traditional POCs and one-off demos are too slow, too risky and too
resource intensive to meet these demands. Research shows that well-structured POCs reduce
risk by more than 50% and interactive demos significantly increase purchase likelihood, yet
most organizations still rely on manual workflows that waste hundreds of hours per engineer.

Presales automation platforms like Opine offer a solution. By centralizing technical evaluations,
automating routine tasks and enabling a unified workspace, this free up hundreds of hours per
engineer, accelerate sales cycles by roughly one-third, and improve win rates by double digits.
Al-driven insights also provide real-time visibility and risk analysis, turning presales from a GTM
blind spot into a strategic lever.

For CROs and sales leaders tasked with driving growth in increasingly complex B2B markets,
investing in presales automation is not just an operational upgrade, it’s a strategic imperative.

Following the framework outlined in this paper will help you build a data-driven business case
that resonates with finance, sales and product stakeholders. The result is a faster, more
predictable revenue engine and a buying experience that meets the demands of today’s
sophisticated customers.
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