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To survive in a downturn market, you need to boost your sales effectiveness NOW!

Sales Improvement Areas

Execution

Strategy

Management People

Tools

Changing customer needs 

because of downturn

Less Consumer / Business 

Spend

Inability to cross- and or up 

sell to existing customers

Inefficient administrative 

processes

Ineffective compensation 

plans

Not enough focus on 

profitable customers

Challenges Your Need



Increase your profitability by focusing on the key improvement actions that deliver 

direct sales results

Sales Processes and Execution 

Implement 

Account  

Planning and 

Management

Improve Leads 

and Pipeline 

Management

Streamline 

Pricing, 

Quoting & Offer 

Process

Tools and Technology

People 

Realign Bonus & 

Performance 

Compensation

Evaluate 

Performance & 

setting 

objectives 

Perform Sales 

Coaching and 

Training

Increase 

Adoption of 

Sales Tools

Improve  

Customer Data 

Quality

Improve Sales 

Reporting

Increase 
revenue

Improve 
operating 

margin

Improve asset 
efficiency

Sales Improvement Levers Deloitte Sales Booster

Sales Improvement Actions:

Sales  

Strategy

Segment on 

profitable 

customers

Optimize Sales 

Channels

More Focus on 

high margin 

products/ 

services

Sales 

Management

Organisation re-

alignment and 

resizing

Implement Key 

Account 

Alignment and 

Allocation

Improve 

Performance 

Measurement 

and Analysis



The Deloitte Sales Booster identifies and quantifies the quick wins to improve the 

effectiveness of your sales force 

1. 

Analysis of 

your sales 

effectiveness & 

Maturity

2. 

Quantify top      

Sales 

improvement 

actions

3. 

Comprehensive 

Improvement 

Action Plan & 

Measurement

Action Steps Deliverables

Based on the sales force effectiveness model assess and 

validate the current effectiveness of your sales organisation to 

determine the maturity level for each sales improvement area 

Based on the prioritized actions develop an improvement plan to 

execute and measure the quick-wins for example (see also 

credentials in appendices): 

• 40% sales process time reduction

• Quality improvement: from 8% to 32% First Time Right 

• Throughput time improvement of 7 weeks to 4 weeks 

Based on this analysis define  and prioritize the top 3 sales 

improvement actions to increase sales effectiveness. Quantify per 

improvement action the potential:

• Increase in revenues

• Improvement in operating margin

• Improvement in asset efficiency



Your benefit

Definition of short term improvement actions to 

boost your sales in 3 months

Our offer

We can execute the Deloitte Sales Booster in 3 

weeks for a fixed price and are prepared to 

bring ‘skin in the game’ to realize the benefits

Your  challenge

What do I need to do to increase profitability in a 

economic downturn?

Our Solution

The Deloitte Sales Booster will provide you with 

an action plan to boost your sales at short term

Gear up your sales organisation with the Deloitte Sales Booster

Deloitte Sales

Booster



Deloitte is well positioned to help you to increase your to face the downturn

We understand the 

business

We know Sales 

Force Effectiveness

Implementation 

focused approach

The right team

Our core capabilities to serve

We have an unrivalled track record of helping 

other organizations through similar journeys, 

both globally and regionally (ING, Achmea, 

Lage Landen, Canon, KPN, etc.)

We have extensive experience with strong 

qualifications in sales force effectiveness 

programs in B2B and B2C markets. We have 

proven methodologies and tools, and support 

our clients with best practices and thought 

ware

Our approach ensures a rapid, thorough, and 

objective analysis of the metrics affecting sales 

force effectiveness and produces tangible 

outcomes. Besides the ability to define SFE 

strategy also the capability to implement tooling

As a full-service and global consulting provider, 

we offer a pragmatic and proven multidisciplinary 

team experienced with SFE on all dimensions. 

 

http://www.avaya.com/cc/common/index.jhtml;jsessionid=E2B1BQW1FGOJVWAZ4QKSFFA
http://www.cisco.com/logo/
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Objectives • Validate & make sales 

effectiveness 

assessment specific 

for Client. Test the 

survey within Client 

with some 

respondents

• Set out survey

• Collect responses 

from Client

• Analyze results

• Identify key 

improvement areas

• Validate & quantify 

improvement areas

• Prioritize 

improvement actions

Activities • Tailor Sales 

Effectiveness survey 

to Client in workshop  

with key stakeholders 

• Setup website with 

questionnaire

• Define group of 

respondents from 

sales departments 

• Communicate survey 

objectives and 

instructions to group 

of respondents 

• Input survey by group 

of respondents of 

sales 

• Gather existing sales 

effectiveness  

improvement actions 

of Client

• Analyze results of 

survey

• Determine key 

improvement areas 

• Validate existing and

additional

improvement actions 

on largest gaps

• Validate assessment 

& results with key 

stakeholder group

• Determine benefits  of 

improvement actions

• Prioritize results to top 

3 improvement 

actions

• Develop improvement 

plan with key 

stakeholders of Client 

(GO/NO GO)

• Communicate results 

to respondents

• Adjust Survey (if 

needed)

Deliverables • Survey with Client 

specific questions

• List with respondents

• Instruction to 

respondents

• Collected response 

on survey

• Current and target 

maturity level which 

also shows 

differences between 

countries and BU’s. 

• Presentation with 

validated gap and 

assessment results

• Quantified 

improvement areas 

and actions

• Improvement plan 

with prioritised  

actions

• Develop One sales 

vision 

7 Sales Effectiveness Assessment – Client

1. Scope & 

Design  & Test
2. Assess 3. Analyze

4. Validate & 

Quantify
5. Prioritize

The assessment will identify quick wins which can be used for the business 

case for further roll-out of Sales Effectiveness
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Aware

An organisation that exhibits a basic set of sales 

capabilities

Established

An organisation that has good sales capabilities across 

all dimensions but still acts as a silo within the 

organisation,  although some integration with 

operations exists 

Leading

An organisation that exhibits leading 
industry practice. Is fully integrated 

with other organisational divisions and 
operates a bottom up – top down 

sales strategy approach

Sales Strategy
Does the sales strategy reflect the varying needs of differing customer 

segments? Is the channel strategy effective? How are the organisation’s 
strategic objectives aligned to the sales strategy? How well is the sales 

strategy defined? 

Sales Management
How well is the sales team organised and structured?  How are accounts 

allocated and aligned to roles? Has the sales process been communicated? 
How 

are sales teams measured, monitored and reported on?

Sales Process and Execution
How are account plans generated and reviewed? How are prospects and 

suspects managed, communicated and monitored?  How are prices quoted 
and bids managed against policy? Is customer satisfaction measured and 

objectivised?

People
Does the compensation model attract and retain industry talent? Does the 

bonus  structure incentive correct behaviour? Does the recruitment process 
highlight  candidates with the correct skills and competencies?  How do 

managers focus on managing their people?

Tools and Technology
How well does  technology enable an end to end view of the customer and 

their transactions?  Do sales tools enable effective working? Do the systems 
and tools provide timely and relevant information to help reduce delivery 

timescales?
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Sales Effectiveness Assessment – Client

The Sales Effectiveness will be evaluated against 5 dimensions on 4 maturity 

levels

Emerging

An organisation that has some  areas of good sales 

capabilities within some of the dimensions.  Has a 

developing customer focus 


