
5 steps to
boost your
sales
network’s
productivity
Learn how you can boost your
Salesforce CRM’s performance to
optimise scheduling activities and
increase sales.



Have you ever asked yourself how much time you
actually spend with your clients?
What is the main cause of your sales network’s inefficiency?

Dear Sales Director,
I would like to bring some insights to you about how you can boost your sales network’s productivity by improving your Salesforce
CRM.
 
I’m Fabrizio Bosio and as an associate contributor to the Sales & Marketing MSc at IULM University Milan, it prides me to share my
experience coming from the world of sales.
 
One of the main factors causing your sales network’s inefficiencies and preventing you from increasing your overall productivity is
definitely the scheduling process.
 
Just to mention a few data, a 2014 SalesGlobe research shows that your salespeople only dedicate 48% of their total time to actual
selling, whilst they spend the remaining 52% performing scheduling activities that could easily be automatised.
 
Your professionals are likely to have the impression that they are spending a higher amount of time with your clients than they
actually are.
 
According to a recent research by McKinsey, improving sales operations can increase productivity from 10 to 25 % and reduce back
office costs from 20 to 30 %, proving that effective sales processes are crucial to gain better final results.
 
For this reason I’ll go through the 5 main factors that you need to be aware of, if you want to start improving your sales network’s
productivity within the Salesforce environment.

Fabrizio Bosio
CEO Mapadore

In collaboration with



All clients are important but some are more important
than others.

Step #1

Are you sure that driving long distances makes you a
skilled and resourceful salesperson?

Step #2

The right match is crucial!

Step #3

How you can
improve your
sales
network’s
productivity.
Take full advantage of the
Salesforce environment to
sell more more in less time.

The key to effective time optimisation.

Step #4

Employ the technology you already have.

Step #5

 
 



1. All clients are important, but some are more important
than others.



Step #1
That 20% yielding 80% results.

Are you sure that you are focusing on the clients who are most significant for
your business?
 
Tipically salespeople tend to engage more with the clients they have known for
longer and with whom they have a closer relationship.
 
Alternatively, they will engage with those clients who are geographically closer.
This is because to cultivate the relationship with a client is time consuming and
requires considerable drive and resilience.
 
Moreover, it’s difficult to make a realistic assessment of a client when you don’t know
him well. 
 
Generally speaking, you can’t tell if you’ll get any results from someone you barely
know.
 
However, in order to improve the efficiency of your sales network you need to
focus on the 20% that will convert into 80% results, regardless of the
geographical distance.
 
You can achieve this by analysing the data on your CRM and keeping into
consideration factors like the company’s dimensions, the commercial value of existing
contracts and any other information that is relevant for your specific company.



2. Are you sure that driving long distances makes you a skilled
and resourceful salesperson? 



Step #2
The importance of geographical planning.

“My team is efficient because it has covered 75,000 km this year.”
 
Have you ever heard someone make such a statement?
 
The total number of kilometres is still considered nowadays as a criteria to understand whether a
salesperson is actually a skilled one.
 
However, if the sales route is geo-optimised and the appointment taking process is efficient,
75,000 kilometres is probably a lot!
 
Being aware of the geographical area and of your clients’ position on the map is fundamental because it
allows you to schedule sales routes by optimising company costs to the maximum.
 
Nevertheless, how can you manage all those factors at the same time?
 
Considering that they change along with the market conditions, you need to respond as dynamically!
You therefore need to drop an organisational model based on the salesperson’s experience to embrace
one where data analysis is the core.
 
In order to do so you need the Salesforce environment because there are several factors involved
and usually salespeople are not in the position to keep everything under control without an IT
support.



3. The right match is crucial! 



Step #3
How do you understand which salesperson to assign to a specific client?

Lots of companies still manage their sales team around the obsolete concept of area allotment:
each salesperson is free to manage his own specific area and all the clients or potential so within its
borders.
 
Nevertheless every sales professional has a different attitude and personality!
Would you ever assign a client who wants to buy a luxurious villa to an agent who has always
sold small flats?
 
I don’t believe so.
 
After having understood which clients to focus on and having planned a geo-optimised sales
route, the next step is to choose the most suitable salesperson.
 
How can this be done?
 
You can make sure you choose the right professional by analysing the data on your Salesforce CRM,
which will allow you to understand who is more performative in which specific scenario. 
 
This will also make you aware of the correct timing for him to visit that specific client.
 
The right match between a client and a salesperson will allow you to enhance the conversion
rate and therefore increase the revenues coming from your sales network.



4. The key to effective time optimisation  



Step #4
How can you maximise the time spent with your clients?

The average time spent travelling from one client to another, which cannot just be measured
in terms of total kilometres covered in a day, but should also keep into consideration the
possible problems and accidents along the route.
The average time for a meeting, which depends on the client’s current position in the sales
cycle.
The clients’ geographical distribution, granting priority to those who potentially yield more
value.

As I have already pointed out, several studies show how sales professionals spend most of their
time on activities related to planning and organising (which in fact is not selling). 
 
This means a significant waste of resources because your sales network’s essential and
core skills relate to selling and that’s what they should be doing for most of their time. 
 
In order to allow your team to dedicate more time to the client, you need to consider a few main
factors: 
 
1.

2.

3.

 
The key is to employ Salesforce CRM to analyse the existing data and perform an efficient and
effective scheduling.
 
Even today lots of sales professionals don’t keep these factors into consideration and
make weekly plans according to their mood and emotional state.



5. Employ the technology   



No more afternoons spent over excel spreadsheets, trying to optimise your agents’
time.
No more stress, trying to determine the exact costs and the related sales revenues.
No more approximate estimates preventing you both from having a clear picture of your
sales network’s state and from making reliable forecasts.

You should have realised by now that it’s impossible for a person to keep into
consideration all the aforementioned factors in real time.
 
Lacking an adequate technological support, you are not always able to make decisions
based on objective data and you finally end up relying on human experience, which is faulty
and inefficient by nature.
 
As a result, your team spends a lot of time performing repetitive planning-related tasks,
which could easily be automatised thanks to a Salesforce integrated digital assistant.
 
Can you imagine how much your professional life would change if you had an assistant
guiding you through the organisational process and helping you save several working
hours every day?
 
1.

2.
3.

 

Step #5
How can you take advantage of technology to get the most out of your
Salesforce CRM?



Which digital assistant to use?
Mapadore will empower your Salesforce CRM and allow to optimise all the
planning activities through the ADE process with which Super Solar was
mentioned as a case study during the 2019 Gartner Summit.

Visto su:

As a sales director, would you like to have a technological ally helping you
improve the efficiency of your sales network by optimising the time spent on
scheduling activities?
 
After 20 years experience in the field of sales networks and softwares, my team and I
have developed the digital assistant that will allow you to optimise costs and increase
your sales network’s revenues.
 
Mapadore is natively integrated within Salesforce and will guide you through
scheduling tasks thanks to the ADE process (Algorithm Driven Execution) that has
already helped companies like Super Solar, General Electric Healthcare, Raffmetal and
Abitare IN.
 
Because of the successful results yielded by our clients, Mapadore was mentioned by
Italian newspapers like Sole 24 Ore, La Repubblica and Corriere della Sera and earned
formal recognition by Gartner.
 
To know more about how Mapadore and the ADE process can help your sales
network, click to the right and watch the webinar.

Register 
to the webinar

To learn more about Mapadore and how we can help
your sales network thanks to the ADE process, watch

the 20 minutes webinar.

https://event.webinarjam.com/register/vm1xmi7

