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Sales Excellence Survey 2017

Sales Excellence Survey 2017 – Results: Highlights

10 most important drivers of Sales Excellence

1 Each member of your sales team has a systematic account 

management planning process for each of their customers

2 Your sales strategy is documented in writing

3 For each step of the sales process/workflow you have 

defined training modules, checklists/instruments

4 Your corporate strategy defines explicit sales topics

5 A detailed description of the steps of the 

processes/workflows is documented in written form

6 Your corporate structure fully supports cross functional 

approaches which are initiated by sales (e.g. matrix 

structures)

7 Your  CRM tool is integral to the company,  populated with 

relevant information and regularly updated by the sales 

teams

8 The image of sales inside your company is excellent

9 You use a blended approach when developing the sales 

competence of your sales staff (ie e-learning or virtual 

learning combined with classroom training)

10 Your sales strategy is clearly defined
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