
Data vs. Gut Feel: The Thin Line Between Chaos

and Smart Sales Operations

Midsize and large companies in LATAM share a chronic problem: they boast about
having a “clear strategy” while still making decisions as if we were living in the fax era.
Meetings are full of opinions, gut feelings, and “lifelong” experience, yet data sits
untouched in disconnected systems or, worse, in spreadsheets forgotten on some
virtual desktop. 

Meanwhile, savvier competitors are already using data science, business

intelligence, and data mining to make their operating plans faster, more accurate,
and above all, more profitable. So why do so many companies stay stuck in analysis
paralysis or, worse, in organized chaos? 

The sad reality of poorly managed intuition 

Think of a distribution company in LATAM. Its executives are convinced they know their
market “like the back of their hand.” Yet when the data is finally analyzed, they
discover that their most profitable customers are not the large distributors they have
worked with for decades, but the small businesses that place smaller, recurring orders. 

What happens when you ignore data? 

You invest resources where no real revenue is generated.

You make decisions based on assumptions instead of concrete facts.

You lose the ability to react quickly to market changes.

If all of this sounds familiar, it is because it is business as usual in companies where
data governance is a bad joke. 

From intuition to knowledge: the power of well-used data 



Stop improvising and start running your sales operation on data. And that does not
mean just installing a shiny new CRM or launching another digital marketing strategy. It
means building an operational intelligence system that lets you act with speed,
consistency, and direction. 

How? By applying three key approaches: 

1. Predictive analytics:

Enough with “let’s wait and see.” Use machine learning models to anticipate
buying behavior, assess risk, and optimize the sales pipeline.

Want to know how many customers you will lose if you do not improve service?
The data can tell you.

2. Data-driven revenue management:

It is not about selling more; it is about selling better. With dynamic pricing
algorithms, you can adjust rates in real time based on demand, maximizing
profitability.

That discount you think is working? It may not be. The data has the answer.

3. Customer journey optimization:

If you do not understand which touchpoints are critical for conversion, you are
losing money.

Advanced analytics lets you spot friction in the customer experience and remove
it before it hits results.

When you do not have data, you have problems (and big ones) 

In LATAM, many companies are so obsessed with “business intuition” that they end up
becoming their own worst enemy. Here are some typical scenarios you may be living



through without even realizing it: 

The indiscriminate discount festival: Without data to assess price elasticity,
salespeople discount blindly, shrinking margins for no reason.

Marketing and sales speaking different languages: Marketing generates
“qualified” leads that sales cannot close because they have no idea what to do
with them.

Inventory that looks like a lottery: Star products sell out in days, while tons of
obsolete products take up space.

Do you recognize yourself in any of these cases? It is time to rethink your

strategy. 

Building a data-driven operating plan (without dying in the attempt) 

To turn data into sales decisions that actually work, you need to structure your
operating plan around these pillars: 

1. Define SMART objectives (Specific, Measurable, Achievable, Relevant,

and Time-bound).

Want to lift your conversion rate by 15% in six months? Put numbers and tracking
behind it.

2. Technology that speaks the same language:

If your CRM, ERP, and automation tools are not connected, it is like having Lego
pieces with no instructions.

3. KPIs that actually matter:

Cost per lead (CPL), so you know whether you are spending money where you
should.



Conversion rate, because attracting customers is not enough; you have to close
sales.

Average sales cycle, to identify bottlenecks in your pipeline.

4. Ongoing monitoring and adjustment:

If you keep waiting until quarter-end to review results, you have already missed
half the opportunities.

Conclusion: Either you use data, or you keep guessing 

No excuses. If you want to operate with speed, consistency, and direction, you need to
leave guesswork behind and adopt a data-driven approach. Companies that do it not
only survive volatile markets, but grow sustainably.
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