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Your Industry
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Your Industry 54

Your Company 1
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Benchmark of Your Industry to Your Company

This is an example of the metrics from a CSO 

Insights Benchmark that were the most helpful 

in identifying strengths and weaknesses of our 

benchmark company.

What would you advise the CSO of this 

company if you saw these Benchmark 

results?
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Benchmark of Your Industry to Your Company
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Meeting or Exceeding Quota Under Quota

What percentage of your sales force made quota during the last quota 

year?

Your Industry Your Company We would say this metric is good 

news!  70% of reps made quota, 

while only 55% of reps in the 

industry did.
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Benchmark of Your Industry to Your Company

Other

Reduce Administrative Burden on Sales Force

Reduce Cost of Sales

Improve Team Selling

Optimize Lead Generation

Increase Reorder/Renewal Rates

Improve Margins/Reduce Discounting

Reduce Sell Cycle Time

Improve Customer Loyalty/Satisfaction

Improve Up-selling/Cross-selling

Increase Revenues

Increase Sales Effectiveness

Capture New Accounts

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

What are the top THREE objectives you have for your sales 

organization for the next twelve months?
Your Industry Your Company

We would ask about the 

cost of sales, which may 

be a big issue, while itôs 

not for the industry.

Much of this 

industry is 

looking for new 

accounts, but itôs 

not on the top 3 

for our 

benchmark 

company.

Should it be?
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Benchmark of Your Industry to Your Company
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% Voluntary Turnover (rep leaves) % Involuntary Turnover (rep is let go)

What is your annual sales force turnover rate?

Your Industry Your Company

This metric may be the 

most important.  With 

35% of the sales force 

turning over, growth 

could be virtually 

impossible.
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Benchmark of Your Industry to Your Company
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What is your total target compensation for a typical account sales rep?

Your Industry Your Company

54% of this 

industry pays 

reps more 

than our 

benchmark 

company.  

Could this be 

the cause of 

turnover?
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Benchmark of Your Industry to Your Company
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On average how long does it take for a new sales rep to be fully productive?

Your Industry Your Company

Hereôs some good news.  

The benchmark 

company is able to get 

reps up to speed months 

sooner than many other 

companies.  Of course, 

they have to, with a 35% 

turnover rate.
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% Generating 
Leads/Researching 

Accounts

% Selling (Phone or Face-
to-Face)

% Meetings/ Administrative 
Tasks

% Other (account service 
calls, training, etc.)

On average, how much of your sales people's time is spent on the 

following?

Your Industry Your Company

This metric 

may be 

critical as 

well.

What are 

the ñOtherò 

things 

these reps 

are doing?  

What 

would it 

mean to 

reduce 

these and 

increase 

selling 

time?
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Benchmark of Your Industry to Your Company
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What percentage of your total leads come from the following? 

Your Industry Your Company

This is good 

news we rarely 

see!  The 

marketing 

organization in 

the benchmark 

company is 

generating half 

the leads, while 

the industry 

standard is under 

20%.



© CSO Insights

No portion of these materials may be reproduced or distributed in 
any form without the prior written permission of the authors
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0.0%

50.0%

100.0%

150.0%

200.0%

250.0%

0%

10%

20%

30%

40%

50%

60%
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What percentage of the proposals your sales people generate result in a 

sale?

Your Industry Your Company It looks as if sales 

execution is not a 

big issue in this 

company.  With 

50% to 75% of 

proposals turning 

into sales, they 

have little to fix in 

this area.



© CSO Insights

No portion of these materials may be reproduced or distributed in 
any form without the prior written permission of the authors

Benchmark of Your Industry to Your Company

47.3% 28.3% 24.4%

65%

25%

10%

0%

10%

20%

30%

40%

50%

60%

0%

10%

20%

30%

40%

50%

60%

% Wins % Losses % No Decisions

What percentage of your forecast opportunities results in the 

following?

Your Industry Your Company
The benchmark 

company has a 

huge advantage 

over the industry 

in win rates.

It is beginning to 

look like, if they 

solve their 

turnover problem, 

their sales will 

take off.
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Level 1 - Random ProcessLevel 2 - Informal Process Level 3 - Formal Process Level 4 - Dynamic Process

Which description best defines the way your sales force operates?

Your Industry Your Company

We would want to 

further discuss 

this area as well.  

Our research 

shows 

overwhelmingly 

that a formal 

sales process 

increases win 

rates and sales.  

In addition, 

formalizing their 

sales process 

could help reduce 

new rep ramp-up 

even more. 


