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Perhaps you



The State of Sales
Force Statfing
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SALES STAFFING LEVELS

Th e re a re n ’t PERCENTAGE DISTRIBUTION OF FIRMS
enough
salespeople in

most firmes.

]uS t 2 6% a re OVERaIQFFED

Oop tima VS taffea.
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loo many
(or too few)
are leaving
the sales
force.
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SALES ORGANIZATIONS' SALESPERSON
TURNOVER LEVELS

PERCENTAGE DISTRIBUTION OF FIRMS

Too FEw LEAVING
26%
Too MANY LEAVING
48%
OPTIMAL
26%
N=141 FIRMS



The average firm replaces more
than 25% of its sales force each
year..

... Investing, on average 10 weeks
of training and development time
per new hire...
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... and waiting, on
average, 11 months for a
new hire to be
considered successful...
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NEW HIRE SUCCESS RATE AFTER 24 MONTHS
PERCENTAGE DISTRIBUTION OF FIRMS

... which happens
with the

a p p ro Xi m a t e Uusugggﬁsswl. SUng;SFUL
reqularity of a
coin flip.

m N= 112 FIRMS AND 7,808 NEW HIRE SALESPEOPLE
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JE) What is your

organization's
approach to
onboarding?
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JE) Is onboarding's

importance
changing?
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L. Have you quantified
‘l) the impact of
onboarding

effectiveness?
(How?)
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Effective
Onboarding’s
Impact
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Onboarding Improves New Hires’ Odds

SALESPERSON ONBOARDING EFFECTIVENESS AND NEW HIRE SUCCESS RATE

NEw HIRE SALESPERSON SuUCCESS RATE AFTER 24 MONTHS, FIRM AVERAGE

OFIRMS WITH EFFECTIVE SALESPERSON ONBOARDING
= FIRMS WITH INEFFECTIVE ONBOARDING

65%

49%

N=84 FIRMS AND 2,298 SALESPEOPLE ONBOARDED
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Higher Success Rates Reinforce Faster Success Rates

ONBOARDING SucCESS RATE AND TIME-TO-SUCCESS

% SAMPLE NEW HIRE SALESPERSON AVERAGE TIME TO
(FIRMS) SUCCESS RATE SUCCESS IN MONTHS
(SUCCESFUL PEOPLE)
16% BELOW 50% 12.1
53% 50 TO 74.9% 11.8
32% 75% OR MORE 8.6

N=94 FIRMS AND 5,450 SALESPEOPLE ONBOARDED
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Turnover: Onboarding Not a Solution, But a Problem

Upgrade

SALESPERSON ONBOARDING EFFECTIVENESS AND SALES FORCE TURNOVER

PERCENTAGE OF FIRMS

[J SALESPERSON TURNOVER IS JUST RIGHT
0 SALESPERSON TURNOVER IS TOO LOW
M SALESPERSON TURNOVER IS TOO HIGH

SELESPERSON
ONBOARDING IS 23%
EFFECTIVE
SALESPERSON
ONBOARDING IS NOT 23%
EFFECTIVE
N=111 FIRMS
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Can you isolate one
or two best practices
related to
enablement and/or
onboarding?
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How does your
organization
‘enable”
salespeople?
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Can you share one

unaddressed
challenge related
to onboarding?
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PLEASE BE SURE TO SPEAK INTO THE
MICROPHONE. WE’RE RECORDING!
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