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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.

JOIN Us

Fostering a community of thought-leaders, service

providers, academics, and practitioners. e SALES FORCE
PRODUCTIVITY

www.salesmanagement.org CONFERENCE

www.salesmanagementconference.com
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Your Questions

John Capin

Senior Director, Strategy,
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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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Forecasting’s Drain on the Sales Organization

sales forecasting in b2b firms
percentage distribution of firms

“moderately”
18%

low importance
6%

satisfied
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neutral
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“‘extremely”
or “very”
70%
n= 137
firms
how important does firm “our sales organization firm satisfaction with sales
consider sales forecast? puts substantial effort into forecasting

sales forecasting”

sales management association research sales force attitudes toward forecasting

m © Copyright 2021 The Sales Management Association. All rights reserved. 8



Sales Force Change: Greater Magnitude, Quickening Pace

DEGREE OF CHANGE IN SALES ORGANIZATIONS

PERCENTAGE DISTRIBUTION OF RESPONDENTS

DEGREE OF CHANGE
EHIGH OMODERATE OLow

NEXT THREE YEARS 1% | |2%

PAST THREE YEARS 7%

N=60 FIRMS

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

CHANGE MANAGEMENT CAPABILITIES' CORRELATION WITH CHANGE IMPLEMENTATION EFFECTIVENESS
PERCENTAGE INCREASE WHEN ORGANIZATION HAS CHANGE MANAGEMENT CAPABILITY

0,
50% 43%
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ORGANIZATION HAS SALES FORCE IS SALES LEADERSHIP’S PLANNING EFFORTS
TECHNOLOGY THAT RECEPTIVE TO PLANNING EFFORTS IDENTIFY
FACILITATES CHANGE PREPARE SALES REQUIREMENT FOR
PLANNING FORCE FOR CHANGE NEXT 3 TO 5 YEARS
N=53 N=49 N=47 N=49

sales management association research managing sales organization change
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