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About The Sales Management Association

A global, cross-industry professional association for 
sales operations and sales management.

Focused in providing research, case studies, training, 
peer networking, and professional development to 
our membership. 

Fostering a community of thought-leaders, service 
providers, academics, and practitioners.

www.salesmanagement.org

www.salesmanagementconference.com  
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Your Questions
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Did we run out of time before we got 
to your question? 

Presenters can follow-up with you via 
email. Feel free to submit more questions 

if you’d like an offline response.
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Thank You

Thank You
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Forecasting’s Drain on the Sales Organization

“extremely” 
or “very” 

70%

“moderately”
18%

low importance
6%

sales forecasting in b2b firms
percentage distribution of firms

n= 137 
firms

agree
68%

how important does firm 
consider sales forecast?

“our sales organization 
puts substantial effort into 

sales forecasting”

sales management association research sales force attitudes toward forecasting

neutral
7%

satisfied
37%

firm satisfaction with sales 
forecasting
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Sales Force Change: Greater Magnitude, Quickening Pace

sales management association research managing sales organization change
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Planning Tech as Change Management Table Stakes

sales management association research managing sales organization change


