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NCSM: Preparing the next 

generation of sales leaders. 
Organizational, Technology, Human Elements 
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Research - CSO Insights 16th Annual Sales Effectiveness 

Research 
  
 
Å2800 Companies Participated Worldwide 

 
ÅBroad base across multiple industries - Several 

industries had representation of over 100 firms 
 

Å100+ Sales Effectiveness Metrics Tracked 

 

ÅBest Practices Benchmarking on How Organizations 
are Leveraging People, Process, Technology and 
Knowledge to Address Challenges 
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Organizational 

3 
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Fortune 100 B2B, B2B2C, B2C 

Sales and Marketing Responsibilities 
 

VP of Sales Only 
2% 

VP of Marketing 
Only 
33% 

An individual in 
each of the 
Sales and 

Marketing Roles 
29% 

An individual 
who owns both 
the Sales and 

Marketing roles 
28% 

No individual(s) 
Identified for the 

Sales or 
Marketing 
Functions 

8% 

Sales requirement =59% 

 

N=100 
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Fortune 100 B2B, B2B2C 

Sales and Marketing Responsibilities 

VP 

Sales 

8% 

VP Mktg 

15% 

VP Sales/  Mktg 

28% 
 

VP Sales &  

VP Mktg 

47% 

VP Sales/Mktg , VP Sales & VP 

Mktg, VP Sales =   85% 

 

N=57 
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What are the top THREE objectives you have for your sales 

organization for the next twelve months? 

Source:  CSO Insights - 2011 Sales Performance Optimization Study (over UDS 1B revenue) 

3.2% 

6.9% 

6.9% 

9.2% 

11.5% 

15.1% 

16.1% 

18.5% 

31.7% 

31.7% 

41.7% 

49.5% 

61.9% 

Other (please specify)

Increase Reorder/Renewal Rates

Reduce Sell Cycle Time

Reduce Cost of Sales

Improve Team Selling

Reduce Administrative Burden on Sales Force

Optimize Lead Generation

Improve Margins/Reduce Discounting

Improve Customer Loyalty/Satisfaction

Improve Up-selling/Cross-selling

Capture New Accounts

Increase Sales Effectiveness

Increase Revenues
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What percentage of your sales reps achieved their full 

year quota for 2010? 

Source:  CSO Insights - 2011 Sales Performance Optimization Study (over UDS 1B revenue) 

Meeting or Exceeding 
Quota 
61.5% 

Under Quota 
38.5% 
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Quota Trend 

0%

10%

20%

30%

40%

50%

60%

70%

2007 2008 2009 2010

34.8% 
32.8% 

53.3% 

61.50% 
65.2% 

67.2% 

46.7% 

38.5% 

Percentage of Sales Force Achieving Quota Not Achieving Quota
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What percentage of your forecasted opportunities results in 

the following? (Total must equal 100) 

% Wins 
46.9% 

% Losses 
32.4% 

% No Decisions 
20.6% 

What percentage of your forecasted opportunities results in the following? (Total must equal 
100) 

Source:  CSO Insights - 2011 Sales Performance Optimization Study (over UDS 1B revenue) 
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Annual Sales Rep Turn Over Trends 

0%

3%

6%

9%

12%

15%

18%

2007 2008 2009 2010

% Voluntary Turnover (sales rep leaves)

% Involuntary Turnover (sales rep is let go)
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On average how long does it take for a new sales rep to be 

fully productive (achieve the same volume as other 

experienced sales reps)? 

11 
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<3 Months 
2.7% 

3 - 6 Months 
27.0% 

7 - 9 Months 
27.6% 

10 - 12 Months 
21.1% 

> 1 Year 
20.0% 

Do Not Know 
1.6% 

On average how long does it take for a new sales rep to be fully productive (achieve the 
same volume as other experienced sales reps)? 

Source:  CSO Insights - 2011 Sales Performance Optimization Study (over UDS 1B revenue) 
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What impact does your sales methodology have on 

your sales performance? 

Significantly Improves 
25.5% 

Modestly Improves 
59.3% 

No Impact 
5.5% 

Do Not Know 
8.4% 

Source:  CSO Insights - 2011 Sales Performance Optimization Study (over UDS 1B revenue) 

Impact of Sales Methodology On Performance Reps Consistently Use <75% Reps Consistently Use >90% 

 

% Target Rev Attained 55% 70% 

% Reps Reaching Quota 86% 92% 

Total Rep Turnover 34% 17% 

Forecast Deals:Won/Lost/No Decision 42% / 35% / 23% 60% / 20% / 20% 
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People:  These mistakes are costlyéé. 

26% 

18% 

17% 

12% 

10% 

6% 

4% 

3% 
2% 2% Don't follow my company's buying

process
Don't listen to my needs

Don't follow up

Are pushy, aggressive or disrespectful

Don't expalin solution adequately

Make exaggerated or inaccurate
claims
Don't understand my business

Act too familiar

Don't know or respect the competition

Other

*sourced HBR 



Copyright © 2010 Accenture  All Rights Reserved.  14 

Strong relationships, when combined with sales process shift 

the performance curve 


