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Try it!
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Driving Profitable Business Growth 
Today's imperative for sales executives

Issues Impacting Sales Profitability

Á69% of companies require 6+ months to 
ramp up new sales reps

ÁOnly 6.7% of companies exceeding 
expectations in forecast accuracy 

ÁOnly 58% of companies report >75% 
CRM Adoption Rate
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"The key to long-term success is freeing up salespeople to develop 

and build customer relationships. Companies focusing on the 

high-value activities can expect to increase sales and profitability.ò 

Craig Ulrich, North America East Division Practice Leader 

Sales Effectiveness and Compensation, Watson Wyatt

Sources: CSO Insights, òSales Optimization Survey,ó 2009
Watson Wyatt Worldwide, òMaximizing Sales Growth and Performance,ó 2008



Productivity is Key to Profitability
Efficient, effective selling drives acquisition, retention of profitable customers

Sales Efficiency Sales Effectiveness
ñHigh performing 

sales organizations

spend 30% less time 

throughout the year 

on administrative tasksò

ñHigh performing 

sales organizations

spend 40% more time 

each year with their 

best potential customersò

Reprinted with permission from Driving Profitable Sales Growth: 2006/2007 

Report on Sales Effectiveness© 2008 Watson Wyatt Worldwide

Spending more time 

with the right customers and prospects
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Poor Productivity
Impacts on Operating Profit and Gross Revenue



Meeting/Admin Tasks

17%

Generating Leads

20%

Account Management

15%
Other (Training, Travel)

11%

Selling: Face to Face

37%

Poor Technology 

Adoption

Inconsistent 

Sales Processes

Inability to Access 

Information

Unreliable Prospect and 

Customer Information

Productivity is affected byé
Poor processes and technology

Sales tools that 

people actually use

Customer -centric 

sales processes

Anytime anywhere 

access to people and 

information

Accurate information, 

insight  that improves 

decisions

Source: Sales Optimization Survey, CSO Insights, 2009


