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Vice President, Global Marketing and Regional Director, Sales & Marketing, Aon Corporation

At Aon, we view sales and marketing transformation as a Program and not a Project. Programs are
continuously evolving to achieve objectives. Projects are a means to achieving overall Program
objectives and have fixed start and end dates. Over the past three years, we implemented a common
process with a common language amongst our 8,500+ sales teams in more than 80 countries.
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Vice President of National Sales, Hyundai Motor America

Through November 2009, the automotive industry was down 23%, yet Hyundai sales were up over 6%.
It was the best performance in the industry. So obviously we did something different than anybody
else, and we have had a lot of companies want to understand what that was.
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CEO, Spin.com

If your sales force is not producing the results you need them to achieve, one of the first things that
you need to seriously consider as the sales leader for your company is are we to blame? To start this
self-exploration, there are three areas you need to examine to see if the messages you are sending the
sales force, directly or indirectly, are focusing them on the right goals and objectives.
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Senior Executive Vice President for Worldwide Sales, Marketing, and Support, StorageTek (retired)
At StorageTek, over a four year period we took sales from $700 million to $2.2 billion, and we did this

all through productivity gains—we did not add any additional salespeople during that time.

retrospect | think the main foundation of our success was that we concentrated on three things—

metrics, process, and tools.
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CSO Insights benchmarks the challenges faced by today's sales and marketing organizations. We track

trends in the use of people, process, technology and knowledge to improve sales effectiveness.

Research is the core of our business. Each year, we survey thousands of Chief Sales Officers (CSOs) to

learn the challenges they view as most critical.



Sales Management 2.0 Optimizing Sales Performance — Volume 2

CSO Insights Sales Management e-Book Project Overview

One of the great personal benefits of the benchmarking work we do here at CSO Insights is that we get to
tap into the wealth of experiences and wisdom of numerous sales and marketing thought leaders. In light
of the significant challenges surfaced from surveying over 2,800 companies worldwide during the course of
our 2010 Sales Performance Optimization (SPO) study, improving the effectiveness of our sales teams is
more critical today than ever. Because of this, we have committed to producing a series of e-books to
share some of the knowledge our colleagues in the sales world have shared with us.

In each e-book we first overview some of the key findings from our latest SPO research. We will then
present a series of commentaries generated from interviews we conducted that profile the approaches
that CSOs and their teams are utilizing to effectively leverage people, process, technology, and knowledge
to improve sales results, even in tough economic times.

For the purposes of this e-book, we selected four interviews that we felt covered a broad range of issues
and ideas that would be of interest to many sales and marketing executives for helping to optimize their
strategies for 2010. In future e-books we will be taking specific topics such as territory and compensation
management, improving lead generation, hiring and developing new sales talent, optimizing cross-selling
and up-selling, effectively leveraging CRM technologies, more effectively engaging channel partners,
improving sales management via analytics, etc.

Through this continuing exchange of insights we hope to make this e-book series an ongoing educational
process for sales executives, versus a one time learning event. If you have suggestions for topics you would
like to see covered, or if you have a story you are willing to share, please contact Jim Dickie, Managing
Partner at CSO Insights via email at jim.dickie@csoinsights.com or phone 303-521-4410.
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The 2010 Sales Effectiveness Challenge

CSO Insights recently completed our 16th annual Sales Performance Optimization (SPO) study. Over 2,800
companies worldwide took part, providing data on over 100 sales metrics to help assess how well sales
teams are performing, what challenges are they facing, and how are companies effectively leveraging
people, process, technology and knowledge to effectively deal with those issues. As we entered 2009, we
all knew we were in for a bumpy ride. So how bad was it? We asked the 2010 SPO study participants to
share with us how they performed against their 2009 corporate revenue plan. Figure 1 shows the average
of all their responses compared to the results of our study a year earlier.

Percentage of Revenue Plan Attainment
(2009 vs. 2008)
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Figure 1

Here we see a drop of 8% from 2008 to 2009, which represents the largest single year decline in
performance in the history of the study. What contributed to this collapse? Clearly, the state of the
economy was part of it. The overall study data showed that for most companies uncertainty in the
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marketplace resulted in longer sales cycles, more calls required to close deals, and lower average size of
the deals that closed. This was true for most companies, but not for all. Drilling in deeper to the individual
versus aggregated responses we found individual examples, in all industry sectors, where companies had
successful years. In benchmarking a number of these projects we found a trait common to them: in the
face of turbulent times these sales organizations adapted to the changes in their marketplaces to grow
their revenues while others struggled.

Here we are now in 2010. But what will happen this coming year is confusing. There are pundits predicting
the recovery has already started, as well as others raising the red flag that the second wave of “W-shaped”
recession is looming around the corner. So, what course of action should we take? We asked all the 2010
SPO study participants to share the top priorities they had for increasing sales effectiveness this year. A
summary of their responses is seen here in Figure 2.

Top Sales Effectiveness Initiatives for 2010

Revising/enhancing our lead generation programs 45.6%

More closely aligning sales and marketing 40.3%
Enhancing sales team communications
Analyzing our customers' buying process
Revising our sales process

Improving sales rep access to information
Revising our sales team structure
Revising our channel strategy
Evaluating/implementing new CRM tools

Revising our sales tools

Revising our compensation program

Revising our sales rep hiring strategy — 15.0%

0% 10% 20% 30% 40% 50%

Figure 2
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