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PERFORMANCE: SALES PEOPLE

Jo
8
3

Desodsnss Tiaha et irs seirre
+23% B S

Key Metrics

Qualified Opportunities

New Account Acquisition
Average Account Billing

2015 & MHI
SALES BEST PRACTICES STUDY

YOY Existing Customer Growth

Quota Achievement Source: 2015 MHI
Forecast Accuracy Sales Best Practices Study
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PERFORMANCE: SALES ORGANIZATIONS

+23%

Sales Performance Optimization Study

Reve n U e P | a n Atta I n m e nt 2015 Key Trends Analysis

+19% Sales People Making Quota
+12% Win Rates of Forecasted Deals
-24% Sales Turnover

Source: 2015 CSO Insights’ Sales
Performance Optimization Study
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B2B SALES LEADERS: TOP SALES OBJECTIVES 2015

o

S 55.1%

Capture New Accounts

== Increase Sales Effectiveness

| Optimize Lead Generationl _ 36.0%
Increase Penetration into Accounts| (IR 36.0%
Improve Customer Loyalty/Satisfaction Y 25.8%

Increase Win Rates of Forecast Deals S 20.1%
Reduce Sell Cycle Time | 16.5%
Optimize Deal Size: Up-sell/Cross-sell S 14.6%
Improve Margins/Reduce Discounting _ 12.7%
Improve Team Selling P 12.3%
S 10.8%
S o.7%

Other |[ID2.3%

&) CSO INSIGHTS

Increase Reorder/Renewal Rates

Reduce Ramp-up Time




SALES PERFORMANCE AND PRODUCTIVITY

Chief Sales Officer

Revenue, Expense,
Marketshare

Sales Management

Channel/Region/Segment ‘
Sa_les Manager . Optl mize
Frontline, Quota Bearing _ /mprove hOW we Sell
" |nnovate
_Sales_person
Field/Inside/Channel — Enhance hOW we Se//
|
Sales Transform
Performance — Change hOW we 58//
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DRIVING PERFORMANCE — IMPROVING PRODUCTIVITY

Chief Sales Officer

Revenue, Expense,
Marketshare

Sales Management [ Sales Operations ]

Channel/Region/Segment Territories, Metrics, Comp, Quota

Sales Training
Process, Skills, Product, New Hire
Sales Manager
Frontline, Quota Bearing Sales Enablement
Content, Knowledge, Message, Tools

Sales Technology

Salesperson
SFA, Apps, Platform. Mobile

Field/Inside/Channel

Sales Infrastructure
Performance Productivity

&) CSO INSIGHTS



AGENDA

Agenda

"*f« 7 * Five Places Sales Operations

Tom Chamberlain is Focusing for Productivity

Research Director: CSO Insights
A Division of MHI Global

CitiGroup: . .

1084-1988 Integration Specialist e Questions to Consider
Aspect Software:

1988-1994 Senior Technical Consultant

1994-1999 Director Technical Sales Support

1999-2002 Director Enterprise Strategy ¢ Q&A

2002-2004 Director Product Marketing

2004-2005 Director Corporate Planning

2005-2008 Director Bus Process Marketing

2008-2014 Director Global Sales Readiness

©Copyright 2015 MHI Global. All Rights Reserved. SALES BEST CTICES STUDY



FIVE PLACES SALES OPERATIONS IS FOCUSING FOR
PRODUCTIVITY

Sales Process

CUSTOMERS

=
1 ')
§
:
OPPORTUNITIES Q‘"
8

Time to
Productivity LYSIS/DE Management

T
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PRODUCTIVITY FOCUS: FORECAST MANAGEMENT

OOOOOO

Outcome of Forecast Deals

Only 45%
of

> —aal fOrecasted

deals were
wonh

Source: CSO Insights 2015 Sales Performance Optimization Study
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PRODUCTIVITY FOCUS: FORECAST MANAGEMENT

Our sales managers are always held
accountable for ensuring the accuracy
of our sales forecast

Manage like any other
important process

4 key elements
 How opportunities get in the forecast
World Class  [CHRIS « How opportunities stay and are
valued in the forecast
 How opportunities exit the forecast

All Respondents i [5Y)74 * Closed loop feedback

0% L Goal is to optimize the process

Source: MHI Research 2015 Sales Best Practice Study

&) CSO INSIGHTS



PRODUCTIVITY FOCUS: SALES PROCESS ADOPTION

Sales Methodology Adoption Rates

Do Not Know
5.9%

Adoption
rates vary

greatly

Source: CSO Insights 2015 Sales Performance Optimization Study
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PRODUCTIVITY FOCUS: SALES PROCESS ADOPTION

Our company has clearly defined the
activities required for each stage of the
sales funnel

World-class organizations
outperform all others by 23%

19% more sales reps make

world class G5O quota when 90% of the sales

force follows a sales

All Respondents methOdOIOgy

0%

Source: MHI Research 2015 Sales Best Practice Study
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PRODUCTIVITY FOCUS: CHANGE MANAGEMENT

oooooo Rate of Change Impacting Sales Teams

H Increasing Noticeably ~ ® Increasing Significantly

/”’.
((

Customer Expectations

External
Competitive Activity Rl fa Ct O rS

Customer's Marketplace

Complexity of Product Line

Under our
control

Breadth of Product Line

Rate of New Product Introductions

0% 20% 40% 60% 80% 100%

Source: CSO Insights 2015 Sales Performance Optimization Study
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PRODUCTIVITY FOCUS: CHANGE MANAGEMENT

Our management team is highly
accountable for their sales teams’
continuous improvement.

It is as important on “How”
change occurs as the change
itself

world class [GGOI—— “Transformation of a sales

organization is not easy; it is not
fast; it is not cheap”

All Respondents

0%

Jim Dickie

Source: MHI Research 2015 Sales Best Practice Study
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PRODUCTIVITY FOCUS: TIME TO PRODUCTIVITY

Sales Rep Turnover Rates

Total

D
Analytics
|
a
|
\
\
\

20% turnover is
15% 5 times
0.3% > that of the
US
national
0% average

% Voluntary Turnover % Involuntary Turnover
(Rep Leaves) (Rep is Let Go)

10%

5%

Source: CSO Insights 2015 Sales Compensation and Performance Study
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PRODUCTIVITY FOCUS: TIME TO PRODUCTIVITY

Our process for getting new hires to full

productivity is highly effective Time to Productivity Factors
Turnover rate

Additional new hires

Time to hire
World Class 76% Ramp time
Sales cycle
All Respondents
0% 100%

Source: MHI Research 2015 Sales Best Practice Study
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PRODUCTIVITY FOCUS: ANALYTICS

Sales Rep Time Allocation

Other (travel,
training)
Meetings/Admin 12% Selling (face-to-
Tasks face, phone, web)
14% 35%

Selling
time

needs to
be
optimized

Post Sales
Tasks/Account
Management
18%

Source: CSO Insights 2015 Sales Performance Optimization Study
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PRODUCTIVITY FOCUS: ANALYTICS

A small

Planned for 2015

o1 : * minority
of sales

mangers
leveraging
analytics

Source: CSO Insights 2015 Sales Management Optimization Study
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PRODUCTIVITY FOCUS: ANALYTICS

Our management team is highly

confident in the data available from our Ah”alytl'%s_ Sucﬁeis V(‘j“” depend on
CRM SyStem the vali Ity of the data

Focus, Focus, Focus

World Class _ Three questions analytics should

answer first
e We win when we...
AllR dent Y i
espondents * The next best step is...

* The next best opportunity is...
0%

Source: MHI Research 2015 Sales Best Practice Study
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FIVE PLACES SALES OPERATIONS IS FOCUSING FOR
PRODUCTIVITY

Forecast
Management

Sales Process
Adoption

Time to
Productivity Management
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QUESTIONS TO CONSIDER

« How confident are you in your funnel data?
* Analyzing great data makes it easier to make great decisions

 How well defined is your forecast management process?
* An iterative process allows you to optimize your forecast efforts

* How will you optimize, innovate and transform?
 The Anatomy of a World-Class Sales Organization

&) CSO INSIGHTS



JOIN THE CSO INSIGHTS RESEARCH COMMUNITY

Sales Performance Optimization Study
2015 Key Trends Analysis

2015 & MH

SSSSSSSSSSSSSSSS § STUDY

2016 Sales Best Practices 2016 Sales Performance
Study Optimization Study
NOW OPEN NOW OPEN
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FOLLOW OUR BLOG

lo/  sales Enablement & Training

Welcome to the new website for CSO Insights.
CSO Insights is an independent research division of MHI Global, providing sales leaders with
research, data and expertise to create and execute strategies to find more, win more and keep
and grow more business.

Get more thought-leading insights on sales performance and productivity with white papers,
case studies, research reports and benchmarks.

WE ARF, NSIGHTS

CSO INS!

What are the best practices that
lead to improved
performance?

Knowledge is a competitive advantage in sales.

Join the 2016 CSO Insights Sales Best Practices Study
1o leam about the behaviors and operational data that

wil support your goals. Stay one step ahead of your competition by
leaming what &t takes 10 be Workd-Ciass.

JOINTHE STUDY (@

Anatomy of a World-Class Sales
Organization
Gain a compeitive advantage with actionable insights in this white
paper based on findings from the 2015 CSO Insights Sales
Performance Optimization Study. Leam how you can achieve a

sales performance edge including improvement n revenve
performance, quota achievement and win rates.

DOWNLOADNOW (3

Featured Content

Latest Research seeall @

Research Note

Sales Operations: Evolving from Tactical to Strategic, Part 3

Sales operations prafessionals are in a unique position. As overseers of the sales data, thay can bring

bility and transparency ta sales performance. By leveraging prescriptive analytics, they can deliver
predictions of future performance based on data related ta what has happene: ined with working
assumptans.

Research Nata

Four Reasons to Invest in Frontline Sales Managers
According to the 2014 MHI Sales Performance and Praductivity Study, the majerity of i
sales productvity are stil focused on salespeaple. Given the key role of FSMs in sales exec
performance and the huge leverage effect their span of contral creates, this investment facus needs to
change.

Research Nata

Sales Operations: Sales Metrics Explosion

There has been an explosion in the number and types of sales metrics tracked and managed by sales
organizations. The 2015 MHI Global Sales Best Practices Study indicates that 84 percent of World-Class
Sales Performers are leveraging analytics to measure and predict sales performance. As the number and
wariety of data sources increases, the metrics available to the sales leader will increase in proportion.

Blog READ MORE @

Tom Chomberiain

Sales organizations should consider three things
eir results are
comman language and

slipped cpportu

The Role of 5

Pat Lynch

Sales operations, in many instances, is morphing
into sales enablement, at the same tim
becoming a bigger tent into which many aspects
of enablement (CRM, enabling tachnology,
training) are being gathere:

nat Driv

SM Develop!

Tamara Schenk

Mo sales leader can afford a culwre of chacs. No
sales leader can afford for this to happen with
the most important role in the sales
arganization. Time is money, especially for a
sales leader with ambitious revenue goals, but
limited budgess, In this case, th only way to

invest wisely is to invest in the role with the
highest levarage effect, the F5M.

Tuitter FoLLowus @

Joe Galvin @JoeGalvin
Forecast accuracy / funnel
confidence - do you have it? Tom
@ChamberiainT™ - Can you really

—

WWW.csoinsights.com

CSO INSIGHTS




WE ARE CSO INSIGHTS

RESEARCH DATA EXPERTISE

: e Sales Performance & g- Peer & Standard :;_;';',"- Advisory

el Productivity Research W)W  Benchmarking 4‘

7‘ Best Practice #%Z\»  Assessment & Diagnostic 1]_. In-person & Online
@)« (s) Frameworks & Trends I 1l i. Tools ﬁ}l Executive Networking

Research, Data and Expertise Sales Leaders Respect and Trust Globally

&) CSO INSIGHTS



Questions and Discussion

DO

Tom Chamberlain
Research Director

\f‘é, CSO Insights

thomas.chamberlain@csoinsights.com

Did we run out of time before we got to your _
question? Presenters can follow-up with you via Jelal
email. Feel free to submit more questions if 1§
you'd like an offline response.

@LO 2016 The Sales Management Association. All rights reserved.
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o #SalesOps

By ©O

Tom Chamberlain
R rch Director

3 3 esearch Directo
/ / PN CSO Insights

i,
/ L1/ thomas.chamberlain@csoinsights.com

How many companies were
iIncluded In your research
study?
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Tom Chamberlain
R rch Director

k- esearch Directo
e / > | €SO Insights

L1/ thomas.chamberlain@csoinsights.com

DO

o #SalesOps

Are there specific

competencies that are

becoming more important for
sales operations managers?

| sices0 [
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Strategic Demands

Tom Chamberlain
Research Director

> | €SO Insights

y/,'/ 7,/
vAI111 /] thomas.chamberlain@csoinsights.com

DO

& 2016 The Sales Management Association. All rights reserved.

How does sales operations
functions balance strategic

demands with the tactical day to day
things they have to accomplish?

§

| sices1 [
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Forecast Accuracy

0 #SalesOps

By ©O

Tom Chamberlain

~ Research Director

s/, | €SO Insights
/ thomas.chamberlain@csoinsights.com

What are some strategies to
Improve forecast accuracy?

iﬂb@ 2016 The Sales Management Association. All rights reserved. m
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World Class Organizations

o #SalesOps

By ©O

Tom Chamberlain
R rch Director

3 3 esearch Direc
/ / PN CSO Insights

i,
/ L1/ thomas.chamberlain@csoinsights.com

How did you define World
Class Organizations?
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Predictive Analytics

0 #SalesOps

By ©O

Tom Chamberlain

~ Research Director

s/, | €SO Insights
/ thomas.chamberlain@csoinsights.com

Where did you see It fitting
Into the sales operations
function?

iﬂb@ 2016 The Sales Management Association. All rights reserved. m
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Tom Chamberlain
R rch Director

. 3 esearch Directol
e / > | €SO Insights

[l thomas.chamberlain@csoinsights.com

@ o o #SalesOps

What do best In class

companies show Iin the time
period full productivity for new

sales people?

—
| siceos N
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Successful Approaches

o #SalesOps

By ©O

Tom Chamberlain
R rch Director

4 esearch Dire
S /55 | €S0 Insights

7
/ N/ thomas.chamberlain@csoinsights.com

Do you have any successful
approaches you can share of
how to get new sales people up
to full productivity?

& 2016 The Sales Management Association. All rights reserved. m:
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Customer Segmentation

Tom Chamberlain
Research Director
>, | €SO Insights

thomas.chamberlain@csoinsights.com

@ o o #SalesOps

Why does customer segmentation

represent such a taboo subject within the
sales operations community and why

aren’t there any studies or material
available?

§

& 2016 The Sales Management Association. All rights reserved.
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Sales Operations Report

)

Tom Chamberlain
R rch Director

esearc irectol
CSO Insights

thomas.chamberlain@csoinsights.com

DO

Where should sales
operations report?



https://www.linkedin.com/in/richblakeman
https://www.linkedin.com/in/richblakeman
https://twitter.com/MHIGlobal
https://twitter.com/MHIGlobal

Technology

Tom Chamberlain
R rch Director

. 3 esearch Directol
" / > | €SO Insights

vAI111 /] thomas.chamberlain@csoinsights.com

@ o o #SalesOps

What Is the coolest new
technology that you've seen
lately that can help sales
operations?
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Thank You.




