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“What “What gets measured…gets done!”gets measured…gets done!”“What “What gets measured…gets done!”gets measured…gets done!”

Introduction to ForcelogixIntroduction to Forcelogix

The impact of Sales Management Process Optimization

Defining Sales Performance Indicators that impact resultsDefining Sales Performance Indicators that impact results

A Day in the Life with SalesForce Optimizer:
– Tracking goals and performance versus actual results seamlessly
– Coaching and mentoring sales individuals to increase performance
– Trending of sales performance over time 

Next StepsNext Steps
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AboutAbout ForcelogixForcelogixAboutAbout ForcelogixForcelogix

Sales Performance Visualization
And Optimization

Sales Performance Visualization
And Optimization

Founded by Senior Sales Executives who saw…

Lack of applications to develop and manage sales talent so we…

Built solutions to provide sales management with Actionable Insight

Product Line: Sales Force Optimizer

Mission: Turning the Art of Selling into Science…
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Potential for Sales Management OptimizationPotential for Sales Management Optimization

“C” players – 20% of team:
R f 0 t 50% f t

g pg p

Goal: Maximize the yield of Each Sales Resource:     Studies Show: Goal: Maximize the yield of Each Sales Resource:     Studies Show: 25% 25% -- 5050%%

“B” Players – 40% of team :
Range from 50 to 100% of  quota

Range  from 0 to 50% of quota…

New Hires – 20% of team:

Turn “B”s to “A”s

Coach to “B”s or 
take corrective action

“A” players – 20% of team: 
Consistently exceed quota

New Hires – 20% of team:

Acknowledge and model behavior

Bring to Productivity faster

Acknowledge and model behavior 

Low - Sales Performance - HighBy Providing Actionable Insights that:By Providing Actionable Insights that:

Model the behaviors of your top performers

Provide coaching and mentoring tools to increase performance
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Provide coaching and mentoring tools to increase performance

Manage sales force to optimal models

Track Performance Over Time to Identify Opportunities and Trends



Current Barriers to Realizing BenefitsCurrent Barriers to Realizing BenefitsCurrent Barriers to Realizing BenefitsCurrent Barriers to Realizing Benefits

ERP/Business
Intelligence

HR or
Training

CRM/SFA

Sales
Revenue

Sales ManagementSales ManagementSales ManagementSales Management

Critical data resides in disparate silos
Multiple Repetitive Manual Operations with Potential for Errors
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Multiple, Repetitive Manual Operations with Potential for Errors
Cannot  Access Timely Information to Increase Revenues 



Challenges to effective SPM  Challenges to effective SPM  ((VentanaVentana Research)Research)Challenges to effective SPM  Challenges to effective SPM  ((VentanaVentana Research)Research)
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Introducing SalesForce OptimizerIntroducing SalesForce OptimizerIntroducing SalesForce OptimizerIntroducing SalesForce Optimizer

Shows Sales Performance versus Goals:
Provides Summary and Detail Analysis
Shows My Rankings to drive results

Access to Data to Manage:
Stack Ranking
Graphical Performance Views

Review Performance Trends Sales Performance Trending
Ad-Hoc reporting

Define Sales Profiles:
KPI’s and Importance

Capture Field Data: 
Coaching Notes
Manager Input
Quarterly/Annual Reviews
Performance Planning

KPI s and Importance
Mix and Match:

SVP’s
AVP’s
RD’s
RM’ Performance Planning RM’s

On-Demand Delivery
No Hardware or Software 
F ll C Ad i i t ti C bilit
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Full Company Administration Capability
A Single repository for Sales Data
Full Integration Engine



Result: Optimizer is 3 Solutions in One!Result: Optimizer is 3 Solutions in One!pp

Data Repository for Sales

Business 
Intelligence

Data Repository for Sales
Sales Performance Dashboards
Graphical Analysis

Performance 
Management

Sales          
Analytics

Stack Ranking
Sales Performance Trending
Ad H ti

Quick Coaching Notes
Performance Planning
Manager Input
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Ad-Hoc reporting Manager Input
Quarterly/Annual Reviews



Optimizer complements Optimizer complements CRM InvestmentsCRM Investments

Goal of CRM: 
Maximize Yield per Customer

Goal of Optimizer: 
Maximize Yield per Rep/Manager

Better Manage: customers

Increase sales: customers
3600 View 

Better Manage: Sales People
Increase performance: Sales People

Sell More to: customer

36036000 View View 
of Customersof Customers

of Sales Reps
p p

Manage Turnover: Sales Force

36036000 View View 
of S le Peopleof S le People
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of Customersof Customers of Sales Peopleof Sales People



Build Sales ProfilesBuild Sales Profiles

Sales Activities Results / Financial Accuracy / Efficiency
# outbound phone calls
# conference calls

Revenue - MTD/QTD/YTD
B ki MTD/QTD/YTD

Close ratios
Pi li d l t# conference calls

# webinars/web meetings
# on site meetings
# partner meetings
# customer visits

Bookings - MTD/QTD/YTD
Total Forecast - MTD/QTD/YTD
Total Pipeline - MTD/QTD/YTD
Expense management
Profitability/Margin

Pipeline development
Lead conversion
Average deal size
Bookings consistency
Revenue consistency

# prospect visits
y/ g y

Growth Business/Sales Skills Manager Input
# Opportunities General business acumen Attitudepp
# Opportunities by Type
# Customer up-sell 

opportunities 
Year over Year Growth
Product Composition/Mix

General business acumen
Industry knowledge
Product knowledge 
Competitive positioning
Cold calling
P t ti kill

Attitude
Teamwork
Motivation
Time management
Partnering skills
R tili tiProduct Composition/Mix

Net units sold
Net revenue by product

Presentation skills
Closing skills

Resource utilization
CRM updates and consistency
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Mix and match to build profiles that will drive actions and behaviors



Example: Tenured Outside Sales ProfileExample: Tenured Outside Sales ProfileExample: Tenured Outside Sales ProfileExample: Tenured Outside Sales Profilepppp

Sales Activities Results / Financial Accuracy / Efficiency
# outbound phone calls
# conference calls

Revenue - MTD/QTD/YTD
B ki MTD/QTD/YTD

Close ratios
Pi li d l t# conference calls

# webinars/web meetings
# on site meetings
# partner meetings
# customer visits

Bookings - MTD/QTD/YTD
Total Forecast - MTD/QTD/YTD
Total Pipeline - MTD/QTD/YTD
Expense management
Profitability/Margin

Pipeline development
Lead conversion
Average deal size
Bookings consistency
Revenue consistency

# prospect visits
y/ g y

Growth Business/Sales Skills Manager Input
# Opportunities General business acumen Attitudepp
# Opportunities by Type
# Customer up-sell 

opportunities 
Year over Year Growth
Product Composition/Mix

General business acumen
Industry knowledge
Product knowledge 
Competitive positioning
Cold calling
P t ti kill

Attitude
Teamwork
Motivation
Time management
Partnering skills
R tili tiProduct Composition/Mix

Net units sold
Net revenue by product

Presentation skills
Closing skills

Resource utilization
CRM updates and consistency
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Tenured Outside Sales Profile – 20 specific SPIs with Emphasis on Results



Example: New Hire Sales ProfileExample: New Hire Sales ProfileExample: New Hire Sales ProfileExample: New Hire Sales Profile

Sales Activities Results / Financial Accuracy / Efficiency
# outbound phone calls
# conference calls

Revenue - MTD/QTD/YTD
B ki MTD/QTD/YTD

Close ratios
Pi li d l t# conference calls

# webinars/web meetings
# on site meetings
# partner meetings
# customer visits

Bookings - MTD/QTD/YTD
Total Forecast - MTD/QTD/YTD
Total Pipeline - MTD/QTD/YTD
Expense management
Profitability/Margin

Pipeline development
Lead conversion
Average deal size
Bookings consistency
Revenue consistency

# prospect visits
y/ g y

Growth Business/Sales Skills Manager Input
# Opportunities General business acumen Attitudepp
# Opportunities by Type
# Customer up-sell 

opportunities 
Year over Year Growth
Product Composition/Mix

General business acumen
Industry knowledge
Product knowledge 
Competitive positioning
Cold calling
P t ti kill

Attitude
Teamwork
Motivation
Time management
Partnering skills
R tili tiProduct Composition/Mix

Net units sold
Net revenue by product

Presentation skills
Closing skills

Resource utilization
CRM updates and consistency
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New Hire Sales Profile – 17 specific SPIs with an Emphasis on Development



Platform for Sales Platform for Sales Management OptimizationManagement OptimizationPlatform for Sales Platform for Sales Management OptimizationManagement Optimization

Utilize the Optimizer Platform to Profile the Sales Management Process

Better understand the strengths and weakness’ of your sales force by
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Better understand the strengths and weakness  of your sales force by 
empowering your sales manaement



Intuitive Intuitive Sales Performance AnalysisSales Performance Analysisyy

What is happening?

Manager and Mentor
AssessmentsSF.com

Sales Sales 

Why is it happening?Financial

Cust. Sat.

OptimizerOptimizer™™

ForceForce

Quantitative MetricsQuantitative MetricsQuantitative MetricsQuantitative MetricsHR/Training Qualitative MetricsQualitative MetricsQualitative MetricsQualitative Metrics

Where to Focus…

Other
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VPVP RegionalRegional
DirectorDirector

District District 
ManagerManager

SalesSales
PersonPerson



Sales Management FunctionalitySales Management Functionality

Graphical Performance Analysis

C hi d Rid l N tCoaching and Ride-along Notes

Sales Performance Dashboards
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Stack Rank Performance Analysis Trending and Ad-Hoc Reporting



Graphical Team AnalyzerGraphical Team AnalyzerGraphical Team AnalyzerGraphical Team Analyzer

The entire sales force is 
represented on a 
performance bell curve. 
Analysis can be made based 
on:on:
- Date Range
- Team or Rep View
- Categories
- Individual Indicators
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Stack Rank AnalyzerStack Rank AnalyzerStack Rank AnalyzerStack Rank Analyzer

The entire sales force is represented on a 
ki A l i b dranking screen. Analysis can be made 

based on:
- Date Range
- Team or Rep View
- Categories
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g
- Individual Indicators
- Click on name or manager to get details



ActualsActuals Analyzer and RankerAnalyzer and RankerActualsActuals Analyzer and RankerAnalyzer and Ranker
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Sales Performance TrendingSales Performance Trending

Trending Report configuration can 
be saved and recalled as needed.

Users can decide the type of graphUsers can decide the type of graph.
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Sales Performance ReportingSales Performance Reporting
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Sales Performance Improvement ToolsSales Performance Improvement Tools

Ride Along Notes
Quick Coach Notes
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Quick Coach Notes

Sales Performance Improvement 
Plans

Supports Quarterly / Annual
Sales Reviews

Quick Coach Performance Improvement Planning Quarterly/Annual Reviews



Up and Running in 45 Up and Running in 45 –– 60 Days60 DaysUp and Running in 45 Up and Running in 45 –– 60 Days60 Days

1. Create Unique Instance with Sales Profiles
• Upload Users and configure Instance

2. Integrate Data

• Mix and Match Sales Performance Indicators
• Weight each based on Relative Importance

g
• Bring in Actual results
• Integrate with multiple systems

3.  Analyze
•  “Fact-based” analysis of Strengths and Weaknesses
•  Individual Sales Performance Dashboards
•  Team Analysis and Stack Ranking

Ad h d T d R ti•  Ad-hoc  and Trend Reporting

4. Optimize
• Quick Coach
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  Quick Coach
•  Performance Plans and Reviews
•  Enhanced Sales Coaching Option



33rdrd Party Validation of ForcelogixParty Validation of Forcelogix33rdrd Party Validation of ForcelogixParty Validation of Forcelogix

“Ventana Research sees sales performance management as one of 
the most critical management initiatives and processes of this 
decade.”

“ForceLogix has created strong dashboard functionality married with 
performance review capabilities for sales”

“Forcelogix offers a simplified approach to improving sales 
performance which reduces IT and technology competencies 
required”required

“Salesforce.com partners with Forcelogix, which offers sales 
optimization applications that allow the ability to understand, 
optimize and allgn sales reps and teams to goals and objectives ”optimize and allgn sales reps and teams to goals and objectives.

“Forcelogix dashboards give sales managers information with which 
to grow each sales rep, inspiring better future performance.”

23



ForceLogix ForceLogix Benefits Benefits ForceLogix ForceLogix Benefits Benefits 

Drive Greater Revenue through Actionable InsightsDrive Greater Revenue through Actionable Insights

– Combine lagging and leading edge indicators to provide greater visibilitygg g g g p g y
– Move “B”s to “A”s and “C”s to “B”s, or take corrective action sooner
– Early Warning System – shift behaviors and influence results before end of term

Improve Organizational EffectivenessImprove Organizational Effectiveness

– Exploit best management practices throughout organization
Align sales activities with corporate objectives via common goals and measures– Align sales activities with corporate objectives via common goals and measures

– Single repository of sales performance data – less time hunting / more managing

Lower CostsLower CostsLower CostsLower Costs

– Improve allocation of Sales Operations spend
– Leverage SaaS delivery for faster deployments and turnaround of enhancements

Streamline employee training and review processes
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– Streamline employee training and review processes



Next StepsNext StepsNext StepsNext Steps

E il F l i t i f @f l iEmail Forcelogix at info@forcelogix.com

Call Us at 847-281-9307

We can provide:
– Custom Demonstration
– Sales  Management Analysis
– Optimizer Impact Analysis
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