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HOW DO YOUR SALES TEAM PRODUCTIVITY BENCHMARKS COMPARE?

The sales team "law of gravity" - click each component to view its benchmarks
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# Organisations

Customer definition
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Potential Value ($)

Customer distribution
The top 73% of CV margin comes from 26%
‘customers
The middle 13% of CV margin comes from 13%

The remaining 14% of €V margin comes from
60% customers

Top customer tier population
as a % of the entire
customer base
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Mode

% top tier

Top vs mid tier customer visit
frequency ratio

Top vs mid tier visit ratio




50,000
$45,000
$40,000
$35,000
$30,000

MARGIN ($)

$25,000
$20,000
$15,000
$10,000

5,000

o~
w
N
[)
=2
©
>
-
=
(9]
=
=
3
O

Prospect distribution

The top 70% of PV margin comes from 30%
prospects

The middle 7% of P margin comes from 7%

The remaining 23% of PV margin comes from
63% prospects

Prospect pool

1. Prospect 2. Qualify 3. Manage 4. Propose 5. Close

Prospect definition

Potential Value ($)

Prospect Solicitation

1. Prospect 2.Qualify = 3.Manage 4.Propose 5. Close

Proposal Submission

1. Prospect 2.Qualify = 3.Manage 4.Propose 5. Close




