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USING KEY PERFORMANCE INDICATORS

TO BOOST SALES PERFORMANCE



Who We Are

• Founded in 2011

• First and largest Fractional Sales 

Consulting Organization in US

• Over 200 Advisors across the US, Canada, 

and the UK 

• Over 6,300 client engagements

• Over $2.7B in revenue management

• Inc 5000 four-year winner of fastest 

growing private companies



1. Why Metrics are Important to Your 

Business

2. What are the Basic Types of Sales Metrics

3. How to Use Sales Key Performance 

Indicators Effectively 

Agenda



1. Why Metrics Matter
Metrics align activities with business goals

Metrics:

- Measure successes

- Identify bottlenecks

- Allocate resources wisely

- Enable faster, better decisions

Source: McKinsey & Company 

23x more likely to acquire customers

19x more likely to achieve profitability

6x more likely to retain customers

Organizations that use data 

analysis to make decisions are:



Annual State of Sales 

Businesses Self-Score

Source: Sales Xceleration



2. Basic Types of Sales Metrics

Growth & Financial Health

REVENUE
• Total Revenue
• Revenue by Product / Service / Market
• % Revenue Existing vs New Customers

MARKET

• Market Share

• Pipeline Velocity

• Win Rate / Close Rate

CUSTOMER

• Customer Retention Rate

• Customer Acquisition Cost

•  Customer Lifetime Value

PERFORMANCE (KPIs)
• Activity Tracking

• Quota Attainment

• Conversion Rate by Sales Stage 

Accountability Tracking

Relationships

Competitive Environment



Revenue  l  Market Share  l  Pipeline Size  l  Quota Achievement

BUSINESS RESULTS

Metrics have value in reporting

3. Framework to Use Sales KPIs

New Customers  l  Deal Size  l  Up/Cross Sell  l  Territory Coverage

SALES OBJECTIVES

Metrics have value in diagnostics & planning

Outreach Type  l  # Prospecting Calls  l  Prospect Type  l  Acct Plan  l  # of Appts 

SALES ACTIVITIES

Metrics have value in managing



These are outcomes of multiple objectives and 

cannot be “managed” 

BUSINESS RESULTS

Metrics have value in reporting

SALES OBJECTIVES

Metrics have value in planning  & 
diagnostics

These are objectives that can only be influenced by 

managing preceding Activities

These are salesperson and manager activities that can 

be proactively managed and directed

SALES ACTIVITIES

Metrics have value in managing

Cause and Effect



SALES OBJECTIVES

Metrics have value in planning  & 
diagnostics

Reverse Engineer to Get Results

Identify the results you wantBUSINESS RESULTS

Metrics have value in reporting

Select and quantify the BEST objectives 

that will lead to those results

Link the Objective to the relevant 

Activities, manage relentlessly

SALES ACTIVITIES

Metrics have value in managing



SALES OBJECTIVES

Metrics have value in planning  & 
diagnostics

Identify the results you wantBUSINESS RESULTS

Metrics have value in reporting

Select and quantify the BEST objectives 

that will lead to those results

Link the Objective to the relevant 

Activities, manage relentlessly

SALES ACTIVITIES

Metrics have value in managing

LAGGING INDICATORS

LEADING INDICATORS

Reverse Engineer to Get Results



SALES OBJECTIVES

New Customers  l  Deal Size  l  Up/Cross Sell  l Territory Coverage

Metrics have value in diagnostics & planning

Revenue  l  Market Share  l  Pipeline Size  l  Quota Achievement

BUSINESS RESULTS

Metrics have value in reporting

Outreach Type  l  Prospecting Calls  l  Prospect Type  l  Acct Plan  l  Creation # of Appts 

SALES ACTIVITIES

Metrics have value in managing

Example #1



SALES OBJECTIVES

New Customers  l  Deal Size  l  Up/Cross Sell  l Territory Coverage

Metrics have value in diagnostics & planning

Revenue  l  Market Share  l  Pipeline Size  l  Quota Achievement

BUSINESS RESULTS

Metrics have value in reporting

Outreach Type  l  Prospecting Calls  l  Prospect Type  l  Acct Plan  l  Creation # of Appts 

SALES ACTIVITIES

Metrics have value in managing

Example #2



These are outcomes of multiple objectives and 

cannot be “managed” whatsoever

BUSINESS RESULTS

Metrics have value in reporting

SALES OBJECTIVES

Metrics have value in planning  & 
diagnostics

These are objectives that can only be influenced by 

managing preceding Activities

These are salesperson and manager activities that we 

can proactively manage and direct

SALES ACTIVITIES

Metrics have value in managing

Where to Focus



Clarity of Task

What has the greatest impact on 
salesperson motivation?

Source: Harvard Business Review Research 



Clarity of Task

Sales Activities 

• Are proactive

• Are predictors of the future results

• Are manageable

• Can be used to set quantifiable expectations

• Are a basis for clear and accurate feedback



Basic Groups of Sales Activities

Find Deals Win Deals

TERRITORY MANAGEMENT

• Target Account List 

• Prioritized Account List

ACCOUNT MANAGEMENT

• Account Plan

• Customer KPIs

• Success Stories

CALL MANAGEMENT

• Call Plans

• Objection Handling

• Coaching Guides 

OPPORTUNITY MANAGEMENT

• Opportunity Plans

• Pipeline Reports



Summary
• Organizations that embrace data analysis are more successful

• SMB companies typically under-utilize sales analysis

• Sales metrics can give a comprehensive view of the state of sales

• But we can only manage activities

• Framework: Activities > Objectives > Results

• Leverage Clarity of Task



Thank You!

Bill Schamp

bschamp@salesxceleration.com

215-527-5241

mailto:bschamp@salesxceleration.com
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