
The 5 Blind Spots  
Every Manufacturing 
Sales Leader Has  
(But Won’t Admit)

Assuming long-term customers are “safe”
Long-standing customers often feel stable. Orders keep coming 

in, relationships feel strong, and nothing appears urgent. But in 

manufacturing, customers rarely leave all at once. Competitors gain 

ground quietly – one product line, one pricing concession, one 

alternative product at a time. Overall business may look steady, even 

as competitors take over specific products or categories.

Not spotting early margin leakage
Quota can look healthy while margin quietly erodes. Small discounts 

become standard, customers shift toward lower-margin products, 

and service costs increase over time – without triggering obvious 

alarms. By the time margin issues become visible, fixing them often 

means difficult pricing conversations or lost business.

Missing expansion opportunities in existing 
customers
For most manufacturers, growth comes from expanding existing 

relationships – selling into new categories, adding products, or 

replacing competitor offerings – not just winning new customers. 

When teams don’t have a clear view of what customers buy today 

– and where they rely on other suppliers – reps stick to familiar 

products and real expansion opportunities stay hidden.

The blind spot isn’t losing 
customers. It’s missing 
the early signals that 
loyalty is weakening.

1.1.

2.2.

3.3.

The blind spot isn’t 
margin awareness. It’s 
seeing erosion early 
enough to act.

The blind spot isn’t lack 
of ef fort. It’s not knowing 
where expansion is 
realistically possible. 
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Want to see how this works  
in practice?
See how SugarCRM helps  

1,000+ manufacturing sales  

teams identify and fix blind spots 

early – before they affect quota 

and growth.

Learn more at www.sugarcrm.com

Letting critical account knowledge live in 
people’s heads
Experienced reps often sense when an account is drifting or 

a deal feels off. That intuition is valuable – but it doesn’t scale. 

When insight lives in people’s heads instead of being visible to 

the team, leaders can’t coach consistently, intervene early, or 

onboard new reps quickly.

Seeing activity, but not knowing what  
it means
Orders continue. Deals progress. On the surface, everything 

looks fine. But activity alone doesn’t explain what’s actually 

happening with a customer. Deals stall, buying patterns shift, and 

accounts cool down before anyone realizes results are at risk.

4.4.

5.5.

The blind spot 
isn’t experience. 
It’s depending on 
knowledge that can’t be 
shared or scaled.

The blind spot isn’t activity 
tracking. It’s understanding 
what’s changing and why.

How to fix sales blind spots
Sales blind spots form when early signals are scattered across systems, 

buried in reports, or locked in people’s heads.

SugarCRM fixes this by bringing customer activity, order patterns, and 

deal progress together in one place. When sellers log in, they see which 

accounts and opportunities need attention and why – so they know 

what to prioritize and what to do next.
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