SALES SOLUTIONS
UNLEASH THE POWER OF YOUR SALESFORCE.
EFFECTIVENESS, TRANSFORMATION AND REWARDS FOR
GLOBAL TECHNOLOGY ORGANIZATIONS.

IT’S WHERE A
FULLY ACTIVATED
SALESFORCE
TAKES YOU.
Today, cloud based services make up
slightly more than half of all high-tech
services sold. This is expected to continue
to grow at 23 percent year-over-year for
the next three to five years. Yet, most
technology companies’ sales organizations
have not kept pace with the rate of change
in their salesforce and incentive plans.
To succeed, companies need to examine
and seek to optimize structure, market
strategy, and overall effectiveness of their
sales networks to align with the changing
market.
Korn Ferry knows what makes a
technology company’s salesforce
effective and how to help you leverage
your talent to accelerate sales growth.
We can help you find, and maintain, the
unique equilibrium that best fits your
organization’s sales needs.

The typical legacy sales coverage model does
not consider: longer sales cycles, specific
product expertise needs, higher concentration
of resources needed to close sales and lower
annual revenue due to multi-year contracts and
discounting.
“85% of technology companies are struggling
with new coverage models, the compensation
demands posed by new recurring models, and
uncommitted revenue crediting streams these
models create.”
Joseph DiMisa, CSCP, Senior Client Partner,
Global Sales Force Effectiveness & Rewards
Advisory Leader, Korn Ferry Hay Group
3

A PARTNER FOR BUILDING A
HIGH-IMPACT SALESFORCE.
At Korn Ferry, we address the critical sales challenges that
technology clients face through linking their business strategy with
their salesforce goals. We build sales organizational structures that
align with the strategic objectives of their business and develop a
sales talent strategy that overall is more efficient and productive,
helping to improve the cost effectiveness of an organization’s selling
efforts.
We have a deep understanding of the transformation required to
help technology clients build world-class sales organizations that
are aligned with their business strategy and market focus to execute
revenue growth.

OUR AREAS OF EXPERTISE INCLUDE:
Developing and implementing direct and indirect sales strategies.
Sales effectiveness programs.
Sales compensation plans that drive profitable growth.

.
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OUR EXPERIENCE
From working with many of the world’s top communications, high-tech,
software, and global services companies, we bring unrivaled experience in:


Sales forecasting and management.



Customer segmentation and targeting.



Sales channel selection and management.



Sales and service role definition.



Sales and service organization structure.



Sales compensation and rewards.



Sales performance management.



Sales assessment.



Sales leadership development and training.



Building an engaging and desirable sales culture.
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HOW WE HELP TRANSFORM YOUR
SALESFORCE.
World-class sales organizations look to align their business strategy and market focus to
execute revenue growth. At Korn Ferry, we know the most effective sales organizations
group their sales functions in an organized and efficient structure to amplify results.
The Korn Ferry Sales Performance Model identifies the key sales practices needed to
maximize objectives and to drive growth for your organization.

The Sales Performance Model
Go-to-Market
Strategy

Customer
Segmentation

Product & Service
Segmentation

Sales Strategy

Operating Model
& Structure

Channel Definition
& Coverage Model

Organizational
Structure

Sales Process &
Resource Deployment

Sales Role &
Talent Strategy

Sales &
Support Roles

Selling
Competencies

Sales Assessment
& Leadership Dev.

Role behavior and its development
to support the organization

Performance
& Productivity

Sales Targets
& Quotas

Metrics & Performance
Management

Sales Compensation
& Rewards

Performance standards &
rewards to help motivate

Information
& Support

Sales Operations
& Technology

Communications
& Engagement

Recruiting &
Sales Training

The most successful organizations support these sales disciplines with the
proper market data and industry trends to enable informed customer decisions.

Value proposition for the
customers and the business
Alingment of sales structures, channels
& process to maximize efficiencies

Building a high-performance
organization to match overall strategy

WHY KORN FERRY
No one knows more about how to execute strategy
through people than Korn Ferry.

EXPERTS ON HUMAN PERFORMANCE IN THE
WORKPLACE.






Roots dating back to 1943
Partner to 96% of FORTUNE'S Most Admired
Companies
150 offices in 52 countries
Assessment data on 4.4m professionals
Reward data on 20m professionals
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CORE BUSINESS ISSUES WE CAN
HELP YOU ADDRESS.
Clients turn to us for help with new and converging challenges and opportunities,
including changes in strategy, sales dysfunction, new motivation, and sales
channel changes. Our solutions focus squarely on strategy enablement as it
relates to these specific business issues:

Strategy and Market Needs
Understanding the market: Developing deeper insights into how the marketing
strategy and product/service offering translate into potential sales for current
and future customers.
Aligning the sales strategy: Having an actionable sales strategy that
communicates tactical market priorities to each sales resource.
Targeting the right customers: Clear plans for acquiring, retaining, penetrating
customer opportunities that have the potential for higher profit and growth.

Targeting and Positioning
Organizing around the customer: Positioning the sales organization around the
customer and the customer needs.
Customer/Product segmentation: Segmenting the customers to the right
products and solutions.
Developing sales process: Developing a sales process based upon customer
buying habits and biases.

Structure: Coverage and Deployment
Sales channel selection: Organizing channel coverage based on the
customer buying process and market needs.
Designing effective selling roles: Developing sales roles that take
advantage of the unique market position of the most attractive
customer segments.
Deploying against best opportunities: Deploying resources to the
best opportunities (i.e. – How many sales people are needed to meet
market need?).

Performance Management and Compensation
On-going measurement: Utilizing effective tools to measure the ongoing effectiveness of the sales strategies and plans.
Sales compensation: Developing rewards models that are aligned with
the business strategy and effectively reward and motivate sales reps.
Quota setting and allocation: Setting appropriate targets to provide
the highest level of focus and effort .
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ABOUT KORN FERRY
Korn Ferry is the preeminent global people and
organizational advisory firm. We help leaders,
organizations, and societies succeed by releasing the
full power and potential of people.
Through our Executive Search, Hay Group, and
Futurestep divisions, our more than 7,000 colleagues
deliver services in the following areas:


Strategy Execution and Organization Design



Talent Strategy and Workforce Design



Rewards and Benefits



Assessment and Succession



Executive Search and Recruitment



Leadership Development

See how we help your organization rise UP
at kornferry.com
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