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Our client’s Enterprise and Partner Sales Organization sells solutions to large 
customer accounts including the Government, Commercial, Communication, 
and Education sectors. The sales group that handles this vertical of our client 
business is heterogeneous in geography, sales targets, revenue projections, 
and subsequently in the “quota landing” process, leading to widely differing 
and difficult-to-measure goals and effectiveness for the business group. This 
particular Sales Organization is responsible for $18B in revenue.

Some of the challenges that the team faced included:

 detpoda erew taht sessecorp noitacolla atouq dradnats-non dna euqinU  
by different geographies, subsidiaries, and account managers, leading 
to numerous losses in opportunities, and leaving the group with no easy 
way to measure the efficiency of the worldwide business.

 erehw ,krowemarf sisylana tnelat detacilpmoc dna pets-itlum A  
employees in different geographies were assessed on differing 
scales, leaving the group with no true benchmark of the high 
performers, motivational levers, and profitability-per-person.

 tnelat ,ytilibatiforp ,seunever ssenisub eht fo gnikramhcneb llarevO  
allocation versus quota, and performances was non-existent, and 
the group could not collaborate across geographies, nor share the 
intelligence of one group with the other.

Revel Consultants engaged with this Sales Organization to structure 
effective and achievable processes to create:

Centralization: where we established a common worldwide tool 
and process for the quota setup and allocation across countries
Simplification: in which the Sales Planning tool streamlined and simplified 
the processes for the business users to allocate and land quotas
Transparency: by exposing relevant information to the users in a 
transparent manner

The engagement provided immediate 
business benefits across:

:tnemeganaM euneveR  By 
implementing a Support Decision 
Process tool, Revel helped the Sales 
Organization align the appropriate 
level of headcount per category to 
achieve maximum level of revenue 
per  sales category.
Talent Management: With a 
comprehensive Talent Analysis tool, 
we created a common platform and 
uniform set of metrics to measure 
talent efficiency and motivate 
revenues.

:tnemeganaM tegraT  Enabling a 
Sales Planning tool helped the client 
to flexibly manage quota allocation 
across geographies, subsidiaries, 
and adapting to unique, local 
methodologies.
Growth Management: Where 
the Growth and Performance 
Management tool created a 
framework for the business unit to 
view the entire sales and revenue 
performance, and create the right 
discussions and processes to 
initiate higher ROI.

Developing a Business Intelligence system 
for a distributed sales group of a large 
software corporation.






