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Sales Transformation 30-Minute Boot Camp

• Best of Sales GPS 2017-2019

• Key Concepts for Sales Process Transition
• Sales model & role transition

• Digital-enabled sales process

• Sales compensation

• Market/Margin/Pricing Analytics

• Change management



Strategy à Structure à Systems

Where should we compete? à Strategy

What roles are required 
to achieve our strategy? 

How do we measure success?

à Structure 

à Metrics 

Not only are the above the most difficult, they are essential 
precursors to making changes to pay plans! 
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Source: Mike Marks & Mike Emerson, 2017 Sales GPS Presentation, www.ircg.com

http://www.ircg.com/


Source: Jonathan Bein PhD, 2018 Sales GPS Presentation, www.distributionstrategy.com

Customer Size / Buyer Generation Matrix

http://www.distributionstrategy.com/


Source: Mike Marks, 2018 Sales GPS Presentation, www.ircg.com

http://www.ircg.com/


COMPENSATION

Source: Mike Marks, 2018 Sales GPS Presentation, www.ircg.com

http://www.ircg.com/


Source: Kirk Zehnder, 2019 Sales GPS Presentation, www.earnestmachine.com

http://www.earnestmachine.com/


Source: Kirk Zehnder, 2019 Sales GPS Presentation, www.earnestmachine.com

http://www.earnestmachine.com/


Source: Tom Gale, 2017 Sales GPS Presentation, www.mdm-analytics.com

http://www.mdm-analytics.com/


Source: Tom Gale, 2017 Sales GPS Presentation, www.mdm-analytics.com

http://www.mdm-analytics.com/


Every Team Member* Sees Every Sales Territory Data
Example

This compares the predicted 
spend on large industrial 
users in the territory to the 
rep’s sales revenue
• What is the role of your own 

sales reps?
• Is it OK that he or she spends 

no time at all visiting 36% of the 
total industrial spend in their 
territory?

• How do these share numbers 
compare to other territories?

• Are there differences by 
product class?

• Going Forward the Entire Team Is Involved with Gaining Effective Coverage

* They probably have an incentive based on you hitting your numbers

Marketing provides monthly analysis on territory 
coverage to offset the saying,

“I get all the business there except where we 
aren’t competitive because you don’t show me true 

costs”

They share peer performance rankings

Source: Mike Marks, 2018 Sales GPS Presentation, www.ircg.com

http://www.ircg.com/


Source: Mike Marks, 2018 Sales GPS Presentation, www.ircg.com

http://www.ircg.com/





